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Property Owners & Investors

* Real Estate Agents
* local Service Providers

And, 3000+ Guest Stays!

LOCALLY OWNED. WE LIVE HERE AND WE PLAY HERE.

Contact us to list a vocation rental with iTrip
Chattanooga or book your dream vacation home!

itrip.net/chattanooga
877-STAY-CHA

Insuranc =%

I'm just moving to Chattancoga and Chad was super
helpfulin helping me find the insurance coverage |
needed.

Scolt B.

CHATTANOOBA CHAD LINDSAY WOLFORD
Agant, Owner & Native Chattanoogan  Insurance Advisor

\V
‘\P Northwestern Mutual

IF YOU LIVE FORIT,

- WELL HELP YOU PLAN FORIT.

We're here to help you do the things that matter most, with the people
who matter most. Now and years from now. Because when you're in
control of your money and start realizing your financial goals, planning
looks less like planning and more like living. Spend your life living.®

LET'S GET STARTED

David Wenge
Financial Representative
i 618.980.7909
davidpwenge.nm.com
< david.p.wenge@nm.com

071000 © 2021 Northwestern Mutualis the marketing name for The Northwestern Mutual Life Insurance Company (NM), (life and disability insurance, annuities, and life insurance with long-term care benefits) and its subsidiaries in Milwaukee,

WI. David Paul Wenge provides investment brokerage services as a Registered Representative of Northwestern Mutual Investment Services, LLC (NMIS), a subsidiary of NM, broker-dealer, registered investment adviser and member FINRA and
SIPC. David Paul Wengeis an Insurance Agent(s) of NM.
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MEET THE CHATTANOOGA REAL PRODUCERS TEAM
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Jeff White Ashley Anders Emily Daniel = Molly Cobane  Ryan Dugger Jess Harris  Hayley Kiser William
Owner Streight Clarke Writer Writer/Client Photographer Photographer Photographer Griggs
(901) 509-5566 Content Lead Writer Relations (615) 2757739 Creative Revolver Photographer
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360 Business Photography & Video Production Photography
Growth Video Production

For content contributions or to nominate a REALTOR® for a certain story, please email jeffwhite@realproducersmag.com
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This section has been created to give you easier access when searching for a trusted real estate affiliate.
Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses

are proud to partner with you and make this magazine possible. Please support these businesses and thank

PREFERRED PARTNERS

RP

BOOKKEEPING
Lookout Bookkeeping, LLC
(423) 497-4144

CLIENT APPRECIATION/
CLOSING GIFTS

360 Business Growth
Anders Clarke

(423) 902-0103
www.360businessgrowth.com

FENCING SOLUTIONS
All Fences
(423) 622-9388

FINANCIAL ADVISOR
Northwestern Mutual
David Wenge

(618) 980-7909
DavidWenge.nm.com

HANDYMAN SERVICES
Handyman Lee
(423) 774-4328

HANDYMAN/HOME
IMPROVEMENT
Guerrero Construction
(423) 298-8395

HOME INSPECTION
Lodestar Home Inspections
Steve Hicks

(423) 486-7347
lodestarhomeinspections.com

Pillar To Post - The

Ken Fast Team

(423) 326-2008
chattanooga.pillartopost.com

Precise Inspections, Inc.
Tim Larkins

(423) 680-7520
preciseinspectionsinc.com

6 - September 2023

Thornton Home Inspections
Desmond Thornton

(423) 414-3009
www.thorntonhome
inspections.net

HOME WARRANTY
Achosa Home Warranty
(615) 806-3456

First American

Home Warranty

Caroline Cross

(865) 202-7780
www.firstamrealestate.com

INSURANCE

Farm Bureau, Phillip Graham
(423) 508-8955

fbitn.com

RISE Insurance
Chad Wolford
(423) 541-1M
www.riseins.com

LIFE INSURANCE
Northwestern Mutual
David Wenge

(618) 980-7909
DavidWenge.nm.com

MORTGAGE LENDER
Benchmark Home Loans
Casey Bryant

(423) 565-8830
www.caseybryant
mortgage.com

Element Home Loans
Kevin Blair

(423) 488-8465

5617 Hwy 153, suite 201
Hixon, TN 37379

Guaranteed Rate Mortgage
(423) 682-1773
hoo.be/nate_byram

them for supporting the REALTOR® community!

Mortgage Investors Group
(800) 489-8910
migonline.com

The GW Team -
FirstBank Mortgage
(423) 308-2207
FirstBankOnline.com

The Rogers Team -
Movement Mortgage
Hannah Rogers
(423) 315-2248

Union Home Mortgage
Tony Naples

(423) 356-9385
mortgage.lhfs.com/
chattanoogatn

MOVING COMPANY
Boundless Moving

and Storage

(423) 763-1000
www.boundlessmoving.com

PHOTOGRAPHY/

REAL ESTATE

William Griggs Photography
(423) 760-9120
www.williamgriggs
photography.com

PROPERTY MANAGEMENT
PMI Scenic City

lan Pfeiffer

(423) 847-2080
www.pmisceniccity.rentals

REAL ESTATE &

PORTRAIT PHOTOGRAPHY
Creative Revolver

(615) 275-7739
www.creativerevolver.com

Hayley Ownbey Photography
Hayley Kiser
(423) 716-5674

REAL ESTATE
ORGANIZATIONS
Women’s Council of
Realtors Chattanooga
(423) 756-0771 x380
WWW.WCF.Org

REAL ESTATE SERVICES
Realtracs

Emily Daniel

(615) 806-3456

ROOFING & ROOF REPAIR
Your Friend in Roofing, LLC
(423) 414-6327
friendinroofing.com

ROOFING/EXTERIOR
RENOVATIONS

Wolf Exteriors and
Home Improvements
Jonathan Wright
(706) 346-5661

SHORT TERM RENTAL
PROPERTY MANAGEMENT
iTrip Vacations Chattanooga
(877) 782-9242
chattanooga.itrip.co

STONE/GRANITE/MARBLE
Absolute Stone Design TN
(423) 531-8185
www.absolutestone
designgranite.com

TRANSACTION
COORDINATOR
Transaction

Management Support
Ashley Schendel

(423) 521-5551
www.transaction
managementsupport.com

VIRTUAL ASSISTANT
Workergenix

(423) 251-4060
www.workergenix.com

next day turnaround - drone photography
complimentary client prep sheet

hayley @hayleyownbeyphotography.com | 423-716-5674

= Marble
= Quartz
« Granite

sales@absolutestonetn.com

(423) 777-0616
BSOLUTE

MARBLE & GRANITE
20 Years of Experience & Knowledge!

absolutestonedesigngranite.com
absolutestonedesign.com

FULLY LICENSED AND INSURED
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All Fences Co.
Chattanooga - 423.622.9388

allfences.net | 423-622-9388
Allfencesl@yahoo.com

RESIDENTIAL AND COMMERCIAL
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How to thank

our Preferred
Partners

Hey, REALTORS®!

Hey, REALTORS®! Chattanooga Real Producers

and events are made possible by the generosity of

our amazing partners. They are more than simply
advertisers. These are businesses that have been vetted
and have come highly recommended by other top agents
in our city. They are an invaluable resource to you, and
we encourage you to thank them in the following ways:

Lu(

GUER*REREI
CUNSTR@N
GRUUPk

Interlor and Extermr Remodellng Painting Floors
Decks and Fences - Tile work And morel

**42‘3:-298 T R
U/ GUERRERO CONSTRUCT
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1 Follow them on social media and share their

page with your friends, family, and clients!

2 Reach out to them personally and thank them

for partnering with Chattanooga Real Producers!

3 Add them to your personal list of preferred
* vendors and call them first when you need the

services they can provide!

4 Invite them to coffee or dinner and invite some
other REALTORS® to join you! Relationships

are the root of good business!

5 Share their information with newer agents and
give them an opportunity to help them succeed

in this industry.

PRECISE
Inspections

"Tim is the most thorough inspector in the land;
Precise provides the right amount of concern with the
perfect slice of reality. Some inspectors are
deal-killers, not Tim. He is always my first call."”

- Michael Williams, KW Realty

PRO TIP:
This is the time of year to get
your HVAC systems serviced!

Tim Larkins, CMI | 423-680-7520

Tim@precisehi.com | preciseinspectionsinc.com

At TVFCU, a simpler
mortgage is

just around S
the corner.

== h X

tvfcu.com

Mortgages | NMLS#460298 ""LL

Auto Loans | Checking
Federally Insured by NCUA

EQUAL HOUSING
LENDER



PP publisher’s note
navigating a

POSITIVE PATH

in Challenging Real Estate Waters

Welcome to our latest edition of CHATTANOOGA
REAL PRODUCERS magazine that’s all about
connecting, elevating and inspiring the best in our
local real estate community, embracing positivity in
a shifting market landscape. In a world where the
real estate terrain can sometimes feel like a wild
ride, we’re thrilled to embark on this journey with
you - one that champions the power of a positive

mindset even in the face of trials.

As we gather amidst market fluctuations and
evolving trends, it’s crucial to remember that
attitude shapes altitude. In this era of constant
change, the real estate dance is choreographed
by economic shifts, technological strides, and
evolving buyer tastes. Yet, within this whirlwind,
lies a canvas for growth, innovation, and most

importantly, positivity.

Choosing positivity isn’t just a response; it’s a
strategy. We firmly believe that maintaining a
positive outlook doesn’t mean turning a blind eye
to challenges. Instead, it’s a compass that guides
us through uncharted waters, helping us uncover

opportunities where others see obstacles.

Within these pages, you’ll discover stories of real
estate trailblazers who’ve turned adversity into
advantage — these stories are living proof that posi-

tivity is the bridge to success.

A crucial lesson learned from a shifting market is
that adaptability is the key to thriving. Just as a
well-designed home adapts to its residents’ needs,

a positive mindset enables you to pivot gracefully

when situations change. Think of it as designing
your strategy anew, finding your niche even in

demanding conditions.

While the path ahead may twist and turn, remem-
ber that the people we meet shape our journey.
Networking, building connections, and fostering
community can often unveil solutions that remain
hidden otherwise. So, reach out, collaborate, and
propagate positivity that resonates throughout the
industry. Stay tuned for information about our next
exciting REAL PRODUCERS networking event!

Here’s to positivity — the driving force, the spark of
innovation, and the glue that binds our real estate
community. Let’s navigate this adventure with open
hearts, open minds, and a determination to turn

challenges into stepping stones.
Thank you for being part of our vibrant real estate
family. May this edition inspire you, uplift you, and

empower you to conquer every market challenge.

Stay positive, stay proactive, and let’s construct a

limitless future for our dreams!

Warmest Regards,

Jeff White,
Owner/Publisher

Instant Stress
Reliever

Don't let move-in madness stress out your

First American
Home Warranty™

Your Local Resource

Caroline Cross
865.202.7780
cacross@firstam.com

clients. Instead, give them peace of mind
with home warranty coverage they can
depend on when covered housshald items
unexpectedly break.

Contact me for details

HEY, REALTORS!

We offer elevated
home Inspection
experiences that
give your buyers
the ultimate
peace of mind.

. W

S\ THE KEN FAST TEAM
| B PILLARTOPOST

CHATTANOQOGA

apTP_kenFasTTEAM @ €O

CHATTANOOGA'S HOME OF HOME INSPECTION FOR 25 YEARS
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Gel MORE
REFERRALS

82% of people forget their
realtor's name in 2 years

Become Unforgettable with Cutco

REPAIR PROPOSALS U 'I'IIRNKEYS
NATE KANN » 423-774-4328

PAY-AT-CLOSE OPTIIJNS AVAII.ABLE

DENLIE]

- Lasts Forever - Chattanooga -

- Used Daily -
100% Tax Deductible -
System in Place -
- Made In USA -
- Keeps You Top of Mind

There’s a new

home warranty in

town! Achosa
lets homeowners

work with any

service provider,
and pays them
on the same day!
We prioritize
getting repairs
done FAST!

615-806-3456
emilyd@achosahw.com
www.achosahw.com

ANDERS CLARKE -
. 423-902-0103 E } =:

ACHOSA

12 .- September 2023

»» ways to participate

How Does

-:I' -

This Thing Work9

What content makes Chattanooga Real Producers?

RISING STAR

Rising Stars are real estate agents who are relatively new
to the real estate industry (one to five years in the busi-
ness) yet have been wildly successful in their blooming
careers and are on track to become top producers. If you

know of a great Rising Star lead, share it with us!

CELEBRATING LEADERS

Behind every real producer is a strong leader. Excellent
managing brokers, owners and leaders are something
worth celebrating! We love to highlight the human
behind the brokerage and give a glimpse into what makes
these industry titans tick. Love your broker? Nominate

them today!

TOP PRODUCER

Every cover of Chattanooga Real Producers features a
top 50 agent. Despite what you might think, that local
legend REALTOR® you’re thinking of right now is a real
human being with quirks, hobbies and even mistakes.
She may be a household name, but have you ever seen
her house? Did you know he has 17 cats? You get the
picture. We love getting to know our top performers ...

nominate one now!

MAKING A DIFFERENCE

Many real estate agents know the importance of giving
back, and we celebrate that! Our “Making a Difference”
column spreads awareness for great nonprofit organiza-
tions and good causes. If you are involved with a non-
profit or philanthropic cause (volunteer, founders, etc.),

share yours today!

MENTAL HEALTH MINUTE

REALTORS® face a unique set of challenges from
month to month, day to day and even minute to min-
ute! A lot rides on your shoulders, so it’s important to
take your mental health seriously. Press pause with us
for a moment and maybe even learn something about
yourself you didn’t realize before. If there is a specific
struggle, topic or trigger would like to see discussed in

an upcoming article, please reach out!

FUNNY STORIES

Everyone knows there are some funny, bizarre and/
or downright crazy situations that happen in your
life as a real estate professional! This column is
your chance to share those funny stories with other
agents so we can all be in on the joke. Email a brief

story to see it in a future issue!

AND MORE!
As we grow, we will be able to do more types of con-
tent, so we are always open to input and feedback

from you! Please do not hesitate to speak up!

REALTORS®, please note there is NO COST for

_you to participate in Real Producers in any way.
This publication, as well as the community we build
together, is 100% for your benefit!

To share your stories, photos and nominations, please

reach out via email or social media!
jeffwhite@realproducersmag.com

n facebook.com/chattanoogarealproducers

CHATTANOOGA

REAL PRODUCERS

\\\\\\\\\\\\\\\\\\\\\\\\\\

# ousTiN

_ ' SHERLIN SR

ALTYONEGROUP
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THAT SAME
success.
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WITH BENCHMARK HOME LOANS
2 e

¥

FROM MINISTRY TO MORTGAGES:
A JOURNEY OF FAMILY, FAITH, & FINANCIAL DREAMS

By Anders Clarke | Photos by William Griggs

A third-generation Chattanoogan and Hixson
alum, Casey Bryant attended Bryan College
in Dayton, TN and graduated with a BS in
Youth Ministry. He spent the next six years
mentoring teenagers before he decided to
change his focus. Moving into mortgages
wasn’t the plan he had for his life, but it was
the plan he needed to get what he and his
wife, Sarah, really wanted: children. Casey
and Sarah married in their early twenties
and started trying to have children shortly
after. Wrestling with infertility complica-
tions, they needed fertility treatments and
couldn’t afford them working in ministry.
Casey did his research and eventually honed
in on the mortgage industry as his best
choice. Years later, he has taken that career
and turned it into something incredible.
After nine years of career changes, medical
treatments, tears, and much prayer, they
were blessed with their daughter, Isla. They
are welcoming their second daughter in
December of 2023.

“Serve people first and the business will
follow. Business is a team sport. Build it
carefully with wise people”. He attributes
his branch’s success to these principles.
Owning and operating a mortgage branch
with Benchmark Home Loans has provided
more opportunities for his own family

and the families on his team. “My main
motivation now in life is to create opportu-
nities,” he states. Family is what he values
above all else, and it is also extended to his

clients and partners.

For each client and Realtor® that works
with his team, his branch works hard to

ensure a five-star experience, providing

peace of mind in mortgages. He is very
intentional with the methods and systems
he uses to create the perfect client expe-
rience from application to post-closing. A
Video Custom Mortgage Plan consists of
30-60 minutes upfront with each client
learning their short & long-term financial
goals so that each client feels understood.
This is where the magic happens when it
comes to building wealth, leveraging their
money, or even buying their first home.
He specializes in first-time home buyers,
investors, veterans, and self-employed

borrowers.

LL
SERVE PEOPLE FIRST

AND THE BUSINESS
WILL FOLLOW.

Casey is passionate in ensuring his Realtor®
partners organically grow and scale their
business through high-trust sales and deep
relationships. When he wanted to increase
his value to his partners, he looked at the
process of the top 1% in the mortgage space.
What he found is they have a hyper-focus on
relationships, both with clients and partners.
He created and refined what he named the
4-1-4 Program. This 12-month business plan-
ning program allows him to walk with his
partners through four areas of real estate:

sales, marketing, operations, and finance. By

Chattanooga Real Producers - 15
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MY MAIN MOTIVATION
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meeting weekly for 4 weeks, monthly
for 2 months, and then quarterly (4-1-
4), he has increased the hourly wage
and GCI of each Realtor® partner who
has gone through it.

The Casey Bryant Mortgage Team is
driven by a culture that treats everyone
as a valued member. It’s clear Casey’s
love for family extends to his team. He
wants the best for each and every per-
son that works alongside him, including
their families. “I want everybody at my
branch to love their job, love the cul-
ture, and to enjoy being a part of that
‘families not files’ mentality,” he says.
Having seen many examples of poor
leadership during his time in mort-
gages, he committed to being a great
leader by putting people before profits.
He states, “I wanted to be a leader

worth following”.

Casey has earned the respect and trust
of his sphere by creating uncommon
opportunities. Starting from the first sit
down with each person, he makes his
intentions and values abundantly clear:
business is earned, not assumed. Few
other mortgage lenders invest the same
amount of time and effort. Because

he dives deeply with each individual,
giving them the time they deserve,

the bond is above and beyond what is
expected of the industry. The results of
his unique approach are evident in his

branch’s outstanding results.

Being a family man above all else,
Casey spends much of his time outside
of the office with his wife, Sarah, and
daughter, Isla. He shares the following
hobbies with Sarah: investing in real
estate, personal development, and
music. He is an electric guitarist and
she is a classically trained vocalist.
Both of them have attended Calvary
Chapel Chattanooga for 13 years and
proudly serve on the worship team.
‘With someone so passionate in every
aspect of the business, you can be sure
of a winning record with the Casey
Bryant Mortgage Team on your roster.

Chattanooga Real Producers - 17



DOWN PAYMENT
ASSISTANCE

BREAKING IT DOWN WITH RUSTY WIENK

Team Martgage Banker an The Gabe Whitrmer Team

Q: What is Down Payment Assistance?

A: Down payment assistance (DPA) programs

85,

Q: Where does DPA come from? NMATIONAL RANKINGS

#112 Top Doliar Volume
#26 Most Loans Closed

A: DPA can come from a variety of sources
like the sany or bank originating the
loan, a state or government agency

TENNESSEE

#t4 Top Dollar Volume
#2 Most Loans Closed

Q: Do | have to pay back my DPA?

A;: There are two main types of DPA -
forgivable and payment based. Forgi
DPA usually

CHATTANQOGA

2022 Chattanocoga
. 5 Top Producer
& e

:-'ﬁ - - - = ¥
o |

manthly payments
be paid off if the orig

n. Some DPA programs will also
quire immediate repayment if the property
is converted Trom a primary residence to an

neesiment THE GABE WHITMER MORTGAGE TEAM
Q: How do | qualify for DPA?

A: Several factors help determine a borrower’s
eligibility for DPA. These include qualifying or

household income, credit scores and debt-to-
LENDING IN 4/ STATES

first-time homebuyer course requirements.

NMLS8: 2329739

423.584.5155

Do | have to be a First-Time The standard definition of a first-time homebuyer (FTHB) is WWW.WhItmerTeam.CDm
: someone who has not owned a home in the past three years. NMLS#: 1427791
Homebuyer to quahfy Some programs further define that as someone who has not
for DPA? owned and occupied a primary residence in the past three
years. There are some DPA programs that do not reguire you

_
oResrTHe FHirstBank | QWi )

Mortgage

‘h' e, i e I; . EOUAL HOUSING
Contact 423.584 5155 WhitmerTeam.cam G HORTAAGE THAM — l_‘lrht' !}w}-} INST MMLS#; 472433 | Member FDIC LENDER
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By Anders Clarke
Photos by Hayley Ownbey Photography

Some people are called to serve, no matter what career
path they choose. Daniel McKee is guided by his faith

in every aspect of life, and real estate is no different.

Daniel was formerly the choral director at Ringgold

Middle School for almost seven years while working g d d b . h
at some local churches as a worship leader, and was G uilae y Fa L t
and Compassion

most recently the worship pastor at Silverdale Baptist
Church off of Bonny Oaks Drive. However, he had an
interest in real estate for many years. When Covid hit,
Daniel and his wife, Abby, decided it was the right time

to stop waiting and get into real estate.

Starting part-time in August of 2021 and going full-
time in January of 2022, he has hit the ground run-
ning. Once he realized he was growing faster than he
could handle by himself, he quickly requested Abby’s
assistance and she got licensed in 2022. Having cele-
brated his two-year anniversary at the end of July, he
is thankful for the opportunity that he has. Not only is
he able to provide more for his family and bless others,

but he loves what he does.

Despite leaving church ministry, Daniel finds himself
helping people more than ever. “I have more opportu-
nities to operate in a real ministry capacity now than
when I did when I was working in the church,” he
stated. The depth of the relationships and trust in each
transaction allows him to engage on a more meaningful
level. He loves the chance to help people work towards
a goal or execute a plan, standing side by side during
the ups and downs. He loves “the opportunity to meet
the challenges of real estate with ministry” every

day. Blessed to do something he loves and have a real

impact, it’s no wonder he has grown so quickly.

Trust is a key component of successful agents. First
and foremost, Daniel has his most trusted partner,
Abby, to help him in business. Even before she offi-
cially joined him in real estate, her input and advice
was always valued. From there, they can earn the trust
of each client and represent them to the fullest. Daniel
says he is guided by the statement “A good name is
better than many riches” from Proverbs. When you
focus on trust and integrity, the rest takes care of
itself. “The only way to create multiples in real estate
is to establish trust,” he continues. As they grow their
business, their referral stream continues to grow,

proving they are doing the right things.




66

The only way to create
multiples in real estate is
to establish trust.

Daniel is guided by his beliefs in every interaction. One of the rea-
sons he was drawn to real estate was the opportunity to guide people
through the challenge of buying and selling. “I’ve always approached
life like it’s all a big ministry,” he says. Compassion, patience, under-
standing, and leading with a servant’s heart are some of the things he
has carried from his previous roles, and continues to espouse. “It’s not
something I turn off and on,” he goes on to say. It’s part of who he is

and all he does in life, and his clients can feel it.

Driven by a strong foundation, Daniel and Abby redirect that passion
into their clients. They love to build community, serve people, and
pour into others any chance they get. They often go out of their way to
help and serve people as they are called to do. Volunteering or giving
of their resources are core tenets of not only their business but their
lives. “If God is the source, we want to be the resource,” he says. They
continue to serve their church community on Sunday mornings, shar-
ing a love of music as well as faith. “Our faith can’t help but inform

what we do,” he admits.

Collaboration is an important part of Daniel’s mission. He states,
“Everyone at the bottom competes; everyone at the top collaborates.”
By building deep, trusting relationships with partners and colleagues
in the industry, he has been able to garner respect and trust from
those around him quickly. He is quick to bring in his trusted network
when it’s needed, coming from a community-driven mindset. For
Daniel, his goal is to expand his community and ensure they feel loved

and appreciated for what they do and who they are as God’s children.

At home, Daniel is always focused on his family. Faith and family are
the two most important things in his life, and he works hard to make
sure he has plenty of family time. Both he and Abby are musicians and
have released music together in the past. Daniel has also spent time
woodworking, building several pieces of furniture in his own house.
Aside from that, Abby and his daughters get all his love and attention.
From sports practice to family outings, he doesn’t waste a chance to

show his love and support by providing great memories for his family.

Just over two years into his real estate journey, Daniel has fully
embraced his career. The opportunities to minister through service,
build deep, meaningful relationships, and bless his family and others
around him are cherished. His confidence in his business partnership
with Abby gives them both clarity, confidence, and passion every day.
Faith in God and faith in the family give him all he needs to be happy.
In real estate, he simply shares that with his clients daily, blessing

those around him just as he has been blessed.

o If you create incredible value and information for others
that can change their lives - and you always stay focused on
that service - the financial success will follow

- Brendon Burchard

JJ

423-682-1773
nate.byram@rate.com

Equal Housing Lender. Nate Byram NMLS #1289761 Guaranteed Rate Inc.; NMLS #2611; For licensing information visit
EQUAL HOUSNG nmlsconsumeraccess.org. Equal Housing Lender. Conditions may apply. GA - Residential Mortgage Licensee #20973
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SINCE 2016, N2 HAS DONATED
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TO HELP END MODERN-DAY SLAVERY.

That’'s why The N2 Company — the organization behind this publication and
hundreds like it — is financially committed to end human trafficking.

Thanks to the businesses within these pages, our local publishers, and readers like YOU, we're able to break the chains of this horrible reality.

s AN : . + B Visit n2gives.com to I.earn ;
2¢0 9 Rp lE Qf more about our fight. PI—IOTO GRI"&PHY &

VIDEO PRODUCTION

DI D YOU KN OW? UNIONJZ/OME TOP REALTORS IN CHATTANOOGA HAVE

TRUSTED OUR TEAM WITH OVER
UHM OFFERS UNIQUE SERVICES! MORTGAGE

6,000
CERTIFIED |-_, )C
@ PRE-APPROVALS %K % PROPERTIES SINGE 2014.

Fully underarillen & approved loan hle pending apprais » i i
benohcial for Government (FHA, VA, USDA) borrawers 1o g DEG P . Ching i L Rbs 3 ] o & hoare, = B TE e -
Bunyer i% well-cpualified 3 .

— ——— MORTGAGE | B ——
LI BANKING ) = -

Cur app is a co-branded mobile patform wilh all of your conlact informalson Being a marigage banker means wir service noarly all of the loans wo
Yo receive loan status updates and are alerted b er activity. if a originate. This presents an added bonus to the MyUHM app. After closing.
borrower uns a payment calouation on a new home they are inlerested in. every month that the buyer uses the app to make their house payment. they
you're the first to knowi willl see your name. picture, and contact information. Free perpetual advertising!

T-::rnyr Naples
Aty I7E2514 | TH 164554 | AL 70232 | GA 65782

T.fF H-Z:'I-:I ZCIE- 92?& I'C :123] 356 ‘_-1335 |1'1:||:| ssauhmcom

MAKE DREAMS A REALITY WITH THESE PROGRAMS:
Gzo '.11.-rll.rr1.wn -::md:l..u-:.' L:-rv. | Debi o Income 36%

G20 minimum credit score | Purchase properties | Debt to Income 43
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JOHN FOREMAN

LOUELLEN

Almost 10 years ago, John and
Louellen started a partnership
that is still going strong today.
Despite different personalities
and approaches to their real
estate careers, they’ve succeeded
thanks to their complementary
skill sets. While they may debate
some issues, they are on the same
page for all the important things. They

have found a winning combination by bringing
their respective skills and personalities to serve

and benefit every client.

John and Louellen started in very different sit-
uations before finding their way into real estate.
John had a thriving career in outside sales for 12
years after graduating from UTC with a Business
Marketing degree. Although John moved around
quite a bit growing up, he first moved to Signal
Mountain in high school in the 90’s. After college
and a few more moves, he found himself back on
Signal Mountain in 2010. He decided to pursue
real estate in 2012. Louellen was born and raised
in Chattanooga, graduating from UTC as well. She
worked as a personal trainer for a private training
company and in the hospitality industry before
finding her way into real estate in 2013. They
started real estate around the same time, became
partners soon after, and the partnership is still

going strong after a decade.

26 - September 2023

NAVIGATING
REAL ESTATE ing in the office every day as solo

SMITH

Foreman|Smith had an organic start.

John and Louellen were both work-

agents, bouncing ideas off each

HORIZONS WITH other, going to classes and learn-
THE FUTURE
IN MIND

ing together. Eventually, they
started door-knocking and going to
appointments together. When they
started closing deals and realized how
well they worked alongside each other,
they decided to make their partnership official
and started the Foreman|Smith team. To ensure
the highest level of customer service, they have
since brought on a buyer’s agent and are consid-
ering adding another one soon. The relationship
they have now was born out of mutual respect,

trust, and kinship of spirit.

The driving force behind their successful team

is a shared belief in the values that matter.

They have had different backgrounds, different
careers, and different personalities. Where they
agree 100% is on “What matters: taking care

of customers, fighting for customers, honesty,
integrity, hard work and loyalty”. Their beliefs
and core values are congruent, creating a bond
that supersedes any trivial issues. Because
complications arise in every transaction and with
every client, they work out the details knowing
their end goal is the same, and their mutual trust

prevents any meaningful conflict.

Q By Anders Clarke
>> dyn a m I C d U O Photos by Hayley Ownbey Photography
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WHAT MATTERS:

TAKING CARE OF CUSTOMERS,
FIGHTING FOR CUSTOMERS,
HONESTY, INTEGRITY, HARD
WORK AND LOYALTY.

The support they provide each other as
trusted partners is a blessing for their
personal lives as well. Because they intro-
duce each other to each client, they can
cover for the other partner when needed.
“Our goal is for our clients to never feel
passed off,” they state. Illness, family
issues, vacations, or time off becomes
easier when you have a person who can
take on your workload seamlessly. John
admits one of his early worries was

the time his career would take from

his family time. Because of Louellen,

he can take the time he needs knowing
business will continue in caring hands.
The same is true for Louellen. She can
step away knowing John will embrace
her clients with open arms. “I can’t
imagine being in this business alone and
not really having that person you can lean

on,” she says.

In their time together over the last
decade, they have helped each other over-
come personal obstacles. For Louellen,
she was very reserved when she started
real estate. During her time in the
industry, and with John’s influence, she
has been able to become more vocal and
embrace the networking and sales side
of real estate. For John, that was never

a problem. His history in sales had made
him a dominant personality and goal-ori-
ented operator in his business. His
approach has become softer in areas it
needed to be, and she has helped temper
his aggressive mentality with patience
and understanding. They have brought
the best out of each other through their
shared love of helping people. By adapt-
ing their approaches to best serve their
clients, they have earned an outstanding

reputation and plenty of referral business.
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Looking ahead, the Foreman|Smith team plans
to grow with intention. They have no desire

to become a large team, but rather to get the
support they need to serve more clients at a
high level. They understand this takes time,
and they see this business in the long term.
They will always do the best they can for their
clients, knowing it pays in the long run. Despite
the challenges they run into, they learn from
each transaction and work hard to educate their
clients throughout.

Outside of real estate, they love to spend time
with family, and friends, and stay involved in
hobbies. John loves to golf, hang out with
friends and family, and spend time with
his kids and all their sports. He is also
the assistant wrestling coach at Signal
Mountain Middle School. Louellen loves
to fish, work out, play pickleball, and
enjoys lake time or concerts with friends
and family. They get to enjoy plenty of
real-time off thanks to their partnership
and rarely find themselves sitting in
their hotel room on vacation answering

calls or emails.

John and Louellen represent a true
partnership. While they have their own
lives, families, likes and dislikes, when
it comes to business they are completely
unified. Put clients first, do the right
thing, and don’t forget the big picture.
No matter what happens, they are in it
together for the right reasons and the
long term. Many great relationships
start with something in common.
Great relationships last when you
have common values. John and
Louellen are a case study of a good

business partnership.

OUR GOAL

IS FOR OUR
CLIENTS TO NEVER
FEEL PASSED OFF.
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DOES YOUR CLIENT NEED A DOWN PAYMENT ASSISTANCE
PROGRAM THAT IS RELISTIC AND ATTAINABLE?

CHATTANOOGA

ROOFING
co.

s PREFERRED
=4 CONTRACTOR

5.5% 1.5%

FHA DOWN

PAYMENT ASSISTANCE. CLOSING COST ORIGINATION FEE

ASSISTANCE.

Ted Hayes
423-308-ROOF

Movement Boost is a new program that helps qualified
borrowers cover their entire 3.5% down payment and up to an
additional 1.5% for closing costs V|a a second lien.

THE DETAILS:

-Movement can cover your entire FHA down payment plus 1.5% to put towards closing.
-Available in our entire service area.y

-Available for first time AND repeat home buyers.

-Minimum 620 FICO score and 50% Debt-to-income maximum.

-680 and higher FICO up to 55% debt-to-income ratio

-Generous income limits

-Primary residence of single family, duplex, condo, and manufactured homes allowed.

ONLY AVAILABLE THROUGH MOVEMENT MORTGAGE

ted@chattroofco.com

The Rogers [ending Team

_ HANNAH: (423)315- 2248
u:;j"RoGERS] AMANDA (423)987-5781 &
" NMLS #1670130 -
HANNAH.ROGERS®MOVEMENT.COM
lodestarhomeinspections.com . WWWROGERSLENDINGTEAMCOM

steve@Lodestarhomeinspections.com

A N L % h’h
Lodestar Home Inspections, LLC,
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~Always
_Slerving_ _
 Others

Whether it’s
a client or
an agent on
my team, I’'m
always looking
for ways to
help other
people be

successful.
< '-. s )

P> cover story

By Emily Daniel
Photos by Creative Revolver

Darren Miller, owner and broker of the Hero Homes Group with eXp, began his real estate
career in 2015 simply to sell his own home. “The market was a lot different then,” Darren
offers. “I was going to lose money on it, and I then realized I could become an agent myself.”

While he was getting his license, he never imagined all the ways real estate would change his

life or how it would become his passion.

Before real estate, Darren had a 10-year career in law enforcement after being in the mil-
itary. His years of service prepared him to work with people and serve them in different
capacities. “My goal after I started real estate was small. I just wanted to sell one house a
month to supplement my income,” shares Darren. “My job in law enforcement barely covered
the bills.” Darren has always enjoyed working with people and, because of his natural ability

to connect with others, once he started his real estate career, it quickly accelerated.

Darren had a strong mentor when he first started in the business. He worked with George

Edrington. “George was my mentor and is one of the best agents in the industry. I learned so
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much from him,” says Darren. After leaving The
Edrington Team, Darren was a top-producing indi-

vidual agent for several years at a different office.

In 2018, he became the first agent in the area

to join eXp. “I could see the vision right away,”
shares Darren. He decided to become a broker
and opened one of the first brick-and-mortar eXp
offices in the state. “It has been a constant grind
since 2018,” says Darren. “We currently have 20
team members and an amazing agent support sys-
tem with transaction, lead and marketing support
for all of our agents!” Darren has reached ICON

status with eXp for five straight years.

Success like Darren’s comes with a cost. He’s
missed many events with his family, spent years
having little to no social life and works long
hours, but he wouldn’t trade any of it. “I give 110%
every single day,” Darren says with conviction. “I
prioritize time with my family and I'm present for
as much as possible. It’s also important to me to
demonstrate a strong work ethic to my kids.” All
these long hours are worth it when Darren sees
the joy on his client’s faces when they get the keys

to their new home or successfully sell their home.

‘When you work with Darren, you get the superior,
expert service of working with a top-producing
agent and the support of a whole team making
sure the deal goes smoothly. Darren takes a lot

of pride in helping new agents learn how to be
successful and being able to help them overcome
challenges in the business. “I want all of my agents
to find as much success as they want,” offers
Darren. “Whether it’s a client or an agent on my
team, I'm always looking for ways to help other

people be successful.”

Darren and his wife, Devan, have a big, blended
family. Their kids - Chase, 8, Brittley, 11, Brayden,
14, Mason, 13 and Malloree, 15 - keep them busy
with sports, friends, and many other activities.
They love spending as much time together as
possible and are each other’s biggest fans. In the
fall, Darren can be found cheering for his favorite

football team — the Tennessee Volunteers.

Darren is approachable, good-natured and caring.
It’s easy to see how clients gravitate to him. He
never takes his business for granted and strives
to give his all to his team, his clients and most
importantly to his family. Darren defines suc-
cess as waking up happy every morning, and he
has built a very successful business and life that

brings him joy and fills him with happiness daily.
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otos, Drone

WHO
WOULD YO
LIKE TO SE

Next-Morning Delivery with a convenient
Online Portal to manage scheduling and
media for all of your listings.

CALL TO LEARN MORE!

423.760.9120

Williamgriggsphotography.com WILLIAM GRIGGS

WilliamGriggsart@gmail.com PHOTOGRAPHY
NOMINATE YOUR FAVORITE AGENT:

We are always accepting nominations for feature stories! If you know a colleague who is abso-

lutely on fire and deserving of celebration, we would love to feature them in an upcoming edition of - -
Veteran Owned, Family Run, Local Small Business

Chattanooga Real Producers magazine! Categories may include Top Producer, Rising Star, Team
Leader, Broker, Making a Difference, REALTOR® on Fire, etc. To nominate a fellow REALTOR®, Our Culture of Service means we take care of our customers and their belongings.

simply scan this QR code and follow the prompts. We look forward to receiving your nominations! We offer local, long distance, residential, commerical and senior moving.
MOVING & STORAGE We also offer 24/7 Climate-Controlled Self Storage units of all sizes!

=,

‘m 3

BOUNDLE S/

i
—movme&smAGE ; ~

—

RECOMMEND YOUR FAVORITE VENDOR:

What makes our preferred partners different than any other “vendors list” is that we only
partner with businesses that have been vetted and recommended by top agents. In other

words, our preferred partners are trusted businesses that can be considered the best in their

ok

particular industry. Don’t see your favorite on our list? We would love your recommenda-

tions! Scan this QR code and recommend your favorite affiliate business and be sure to state

MATT CARLSON "t '

423-763-1000
Call today to find out why we are the premier
moving company in the Chattanooga area!

what you love about them! We look forward to receiving your recommendations!
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HOME LOANS MADE EASY WITH A LOCAL LENDER

+Fast pre-approvals
+ Open communication
+Local lender for over 30 years

MARY
SLAKIE
SR. LOAH OFFICER

LINDSEY

WEBE WOOD
SR LOAN OFFICER
BRANCH MAMAGER

CHERITH

EDWARDS
SR. LOAN OFFICER

TERRE
WEBE
SR, LOWN OFFICER

MORTGAGE
INVESTORS GROUP

423-899-2887

6221 Shallowford Rd, Ste 104 - Chattanooga, TN 37421 ;
SCOTT

v
realtracs.

WHO IS REALTRACS?

- LARGEST MLS in Tennessee

with reach into Kentucky, Alabama and Georgia

JOHN
H MACDOMNALD ROWAN COWAN
WWWwW.mig chatta nooga.com LOAN CFFICER LOAN CFFICER TEAM LOAN OFFICER
i
Check out what over 2,900 MIG customers have to say about their experience on " US E.'I‘S
Progreerd bated on bmower gualification. Bogusl Housing Lender — MBS NMLS FZ243H, Lindcey Weih Wobd MMLS HETSREI Addison Cown MM S ST1E65449,
Cherith Edwands HMLS #TTAT0M, Jothn Howan HMLS £T906001, Mary Slaids HMLS FOERAR, Soott MacDonsdd NMLS P23, Terme Webbh MMLS M57084 in ov er Oﬁces

Local
Service You
Can Count

ANTON

Home Inspections

your home, your family, your trust

H'] i
Call to get v
your quote il ‘d
o, i | = ?

Auto -I-Home | Llfe

CONTACT US TO LEARN MORE
Chattanooga: 423-414-3009

Marietta: 678-820-6447 £ = (

Douglasville: 404-238-7304 Phillip Graham, LUTCF Agency Manager

423.892.3916 | FBITN.com

*ONLY OF
Who Develop Our Own
Product & Technology

~

e U \, 5 HHBH
, PLERE P ) a7 e in O (=Xl |
o8008 [P T BEE g m‘-ii Al 4 BRI &l RES] WG

www.realtracs.com

info@thorntonhomeinspections.net « www.thorntonhomeinspections.net

615.385.0777

5572 Little Debbie Parkway, Suite 116 | Ooltewah
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"Owning a rental property
doesn't have to be a

headache. Call me today and
experience the relief of

management made simple.”

(423) 847-2080

d

" SLKT
“SBOOKKEEPING

_F

:_'

III . - E —
2 B g i :
£ Free, no-contact estimates WITHOUT a stranger at your home.
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Casey Bryant

MORTHAGE CONSULTANT

Dealing with a

loan officer should
not be

Don't worry about communication and client experience again.

casey

& Transaction Management
C
\‘_’/

Ashley Schendel
(423) 521-5551

At TMS, we don't just handle paperwork,
WE MANAGE THE ENTIRE TRANSACTION,
so you can focus on income-producing activity.

www.transactionmanagementsupport.com
El @transactionmanagementsupport

witn st REMINGTON RAMSEY

Same Brand, New Reach — Tune in for free today

nnnnnnnn

. Listen on .
LISTEN ON @ Spotify: amazon music

© WORKERGENIX

VIRTUAL PROFESSIONALS

Free Your Time & Grow Your
Real Estate Business

Up until all hours of the night doing compliance paperwork? Unsure where
you stand financially because you're months behind on your bookkeeping?
Buried in a backlog of emails and unanswered texts?

Let our virtual professionals handle your daily operations

so you can focus on the face-to-face meetings that . iy
generate the leads and listings that will grow your business. E E

SCHEDULE YOUR FREE CONSULT
WORKERGENIX.COM



When Kevin N

Says you,re \ a_,&_ ‘1 elﬁmfﬁg: Kevin Blair Team

— ‘aum.,‘.‘g.-,

approved,
buyers and
sellers can
start packing.

Let's Connect!

Shoot us a text anytime!

Element Funding is a Division of Primary
Residential Mortgage. PRMI NMLS 3094. NMLS
161159. GA MLO 59188. 5617 Highway 153, Suite 201.
Hixsan, TN 37343. PRMI is an Equal Housing
Lender. Alabama Banking Department Bureau of
Banking MC 20316. Georgia Residential Mortgage
Licensee. Georgia Department of Banking and
Finance 6521. Tennessee-Department of Financial
Institutions 109282



