REAL PRODUCERS:

CONNECTING. ELEVATING. INSPIRING.

FEATURED AGENT

Freddy Guerra

MAKING A DIFFERENCE

Tami Hallman

PARTNER SPOTLIGHT

Lambert Agency Insurance

Built Her Business
4 on Relationships

Photo by Brendon Pinola Photography

AUGUST 2024



@.s“mllnnu

SENTRIGUARD® LOCKBOX

BIRMINGHAM REALTORS®

The majority of Alabama REALTORS®
now have SentriLock in their markets.
Learn how to easily request access

to SentriGuard boxes.

MATIONAL

ASSOCIATION OF

REALTORS"

REALTOR BENEFITS® PROGRAM

PROUDPARTHER



; ﬁ(EEP OUR X
COMFOR BLE’ ! @£ .-
WE LL HANDLE THE HVAC 3 S gl T

247

HOURS

\
205.58316864

CallNicksHeatingahdCooling:cc
Offer Your Clients Peace of Mind with
uaranteed Comfort from Our Locally

ned Family Operated Company!

Your Partner in
Property Management'

i HIGHER ke
SOLUTIONS i i e

. PROPERTY T
ik S~ S:s:ui%'ff;';;‘r:;zs ()
R ———— - Referral Program! . mg:ﬂ?ﬂ:pm '
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All of Your Roofing Needs Bud & Mary Ussery
John Willard, O Roof Repairs, Replacements & Inspections 205.793.0700 VICtOFYRPM.Com '\'\?f
4625 Valleydale Rd, Birmingham

Iligllernool_smutiqns.com | 205.386.0565 Relationship Focused e Professional & Trustworthy
john@higher-roof.com 30+ Years Experience  Exceptional Service
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Amplify Your Organizations
Brand With High-Quality
Content & Grow Your
Business Today

Photography
Videography
Graphic Design
Web Design

Let CRC Creative Show You The Impact
You Can Make, Connect with Us Today!



PREFERRED PARTNERS

BAKERY/CATERING/
CLOSING GIFTS
Rolls Bakery

Katie Cornutt

(205) 490-1111
rollsbakery.com/

BANKING &

MORTGAGE LENDING
SouthPoint Bank

The Petrusson Mortgage Team
Justin Petrusson

(205) 470-8000
mortgagesbyjustin.com

CLEANING - RESIDENTIAL
Southern Bio Clean

(205) 960-1423
southernbiollc.net/

HEATING & COOLING
Veterans Heating & Cooling
Brian Green

(205) 535-5533
veteranshvacal.com

HOME & PROPERTY
INSPECTIONS

Ally Property Inspections
Meredith Jones

(205) 790-4291
allypropertyinspections.com

Cotten Home Inspections
Chris Cotten

(205) 213-1821
cottenhomeinspections.com

Timberline Inspections
(205) 545-2050
timberlineinspections.com/

HVAC SERVICES

Nick’s Heating and Cooling
(601) 917-2238
callnicksheating
andcooling.com/
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INSURANCE: PROPERTY
& CASUALTY

Alfa Insurance

The Vail Agency

Jacob Vail

(205) 837-5179
thevailagency.com/

Lambert Agency Insurance
Ashley Lambert

(205) 979-4331
lambertagency.com

LENDER
MortgageRight
(205) 335-4400

birmingham.mortgageright.

com/lincoln-smith/

LOCKBOX / ACCESS
MANAGEMENT
Sentrilock

Andrew Sims

(513) 294-8351
www.sentrilock.com/

MORTGAGE BROKER
AmeriCapital

Carissa Rickman
(205) 705-0881
carissarickman.com

MORTGAGE LENDERS
Gagliano Mortgage
Andy Gagliano

(205) 236-5667
birmingham
mortgagecompany.com

Princeton Mortgage
Melanie Sanders

(865) 202-9082
www.melaniesanders.
princetonmortgage.com/

them for supporting the REALTOR® community!

PEST & TERMITE CONTROL
Priority Pest and Termite
Justin Russell

(205) 675-7147
prioritypestandtermite.com

PHOTOGRAPHY-

REAL ESTATE

Brendon Pinola Photography
(205) 607-0031
brendonpinola
photography.com

PHOTOGRAPHY/
VIDEO PRODUCTION
CRC Creative

Ryan Campbell

(205) 381-9801
crc-creative.com

PORTRAITURE/
PHOTOGRAPHY

David Graves Photography
David Graves

(205) 422-8610
davidgravesphotography.
mypixieset.com/

PROPERTY MANAGEMENT
Real Property

Management Victory

Mary & Bud Ussery

(205) 793-0700
victoryrpm.com

Specialized Property
Management

Jarrod Cook

(205) 767-8821

RESIDENTIAL MORTGAGE
Stockton Mortgage

Craig Jemison

(205) 516-0751
Stockton.com

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

ROOFING CONTRACTOR
Cahaba Valley Roofing
Cayleb Coker

(205) 796-8755
cahabavalleyroofing.com

ROOFING SERVICES
Higher Roof Solutions
John Willard

(205) 386-0565
higherroofsolutions.com

SECURITY & HOME
DEFENSE TRAINING
Timberline Security Services
Amandalyn Barr

(205) 834-6983
timberlinesecurity
solutions.com

SOCIAL MEDIA
MARKETING/
MANAGEMENT
Talking Social
Logan McCabe
(205) 901-1895
talkingsocialllc.com/

TITLE & CLOSING SERVICES
Reli Title & Closing

Hannah Lewis

(205) 970-2200

reli.us

WINDOW TREATMENT:
BLINDS/SHUTTERS/
SHADES

Bumble Bee Blinds

of Birmingham

Jeff Sweatt

(205) 651-4889
bumblebeeblinds.com/
birmingham-al



Home Insurance
Built For You

AUTO « HOME -« LIFE « BUSINESS

Jacob Vail
The Vail Agency

2815 Greystone Commercial Blvd.
Ste. 200
Hoover, AL 35242-2662

(205) 980-9933

JVail@alfains.com

THE
(INGLRAMCE]

AUTO f HOME fLIFE fBUSINESS

Gagliano
Mortgage,
Inc.

Two Events Per Month
Focused On Helping You
Grow Your Business

Our Lunch and Learns focus on mortgage and real estate
based tools and strategies that you can immediately
implement in your business.

Our Masterminds feature a guest speaker who will teach a
topic focused on helping you or your business grow.

to register to attend, scan the QR code!
We look forward to meeting you!

(205) 979-4412 | BirminghamMortgageCompany.com
4500 Valleydale Road, Ste F | NMLS #204149
Andy Gagliano | NMLS #208486

Tactical Training For Realtors:
Get Your CE Credits
Taken Care of Before Fall

AREC approved 3 CE
class for Realtors:
Situational Awareness

¢ Recognizing Stalkers
¢ Parking Lot Safety
o Escaping Restraints
¢ Open House Safety

205.834.6893
TimberlineSecuritySolutions.com

MOSCLITD
%3 = CONTROL

. - FREE Pest Spray &
rl rlt Inspection With A
12-Month Service!

pest & termite  SAVE $99!

SCHEDULE TODAY!
205.508.0028

prioritypestandtermite.com
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P> publisher’s note

August is often perceived as a slow month in real
estate. However, I challenge you to see it differ-
ently by turning this so-called “dead time” into

a golden opportunity by getting involved in our

local community.

COMMUNITY ENGAGEMENT

‘We’re not only encouraging you to get active in our
community; Birmingham Real Producers is host-
ing a charity dodgeball tournament on Saturday,
August 17th. The tournament winner will choose
the local charity that will receive the funds that we

raise. Stay tuned for more information!

HOST A SCHOOL SUPPLY DONATION EVENT
Hosting a school supply donation event is a fantastic
way to gather essential supplies for local schools.
This is not just an act of charity but also an impactful
way to increase your visibility and positive presence
within the community. By organizing such events,
you contribute to the welfare of the local schools and
establish yourself as a community leader.

Sponsor a Teacher (or Two) — Consider stepping up
to support local teachers. Every year, educators dig
into their own pockets to prepare their classrooms,
often spending significant amounts. Many teachers
now create Amazon Wish Lists to seek assistance in
covering these expenses. Reach out to your school’s
administration to discover if teachers have created
such lists or directly ask teachers you know for their
wish lists. Offer to help them set one up if needed and

make a meaningful contribution to their classrooms.

10 - August 2024

Host (or Sponsor) a Charity Bake Sale or Food
Drive - Bake sales have been a cornerstone of
school fundraising efforts for generations, and
they remain effective today. Whether you’re
hosting your own or sponsoring an event orga-
nized by the school, bake sales offer a fantastic
opportunity to connect with students, parents,
and teachers. If the fundraiser isn’t directly
benefiting the school, consider donating the pro-
ceeds to a charity chosen by the school. This ini-
tiative will bolster your community presence and

demonstrate your commitment to local causes.

PRACTICAL TIPS FOR EVERY REALTOR®

The strategies outlined here are not limited to
those with school-age children. Regardless of
your demographic focus, leveraging these ideas
can help build stronger connections and expand
your network. These tips are designed to be
adaptable and effective, ensuring you can make

the most of the opportunities August presents.

Transform August into a month of growth and com-
munity engagement that will keep your business
thriving year-round. Let’s redefine what this month

means for your business and our community.
Best,

Meredith Jones
Publisher

@realproducers



YOUR BIRMINGHAM REAL PRODUCERS

You now have your own badge to  Using your badge? We’d love m m
use however you’d like to show to see how! Show us how E

i
that you’ve made it a part of this  you are using your badge,

exclusive community of the top and you may just find a Q * W & ﬂ ?00
1-2% in real estate! i i PARTNER e

picture of what you shared in

[T]

the magazine! Social media,

PEAL PRODUCERS REAL PRODUCERS
Missing your badge? email signatures, web, list-
Email Meredith.Jones@ ings, marketing material... 20 24 20 24
realproducersmag.com nothing’s off limits!

Our RP-vetted businesses have been carefully selected to be a part of this community and have their own badge as well!
They have been recommended by your peers in the top 500 and are some of Birmingham’s’ most elite businesses.

Look for this badge to know that you are working with one of the best, recommended by the best!

LAMBERT AGENCY
THE PREFERRED CHOICE FOR
HOME INSURAN

CURRENT

CHARCOAL GRILL

LINCOLN LIKES IT!

Experience:

Food:

Price:

205.335.4400
LincolnsMortgage.com

1 INFORMATION!

ElL.-rE.

LAMBERT AGENCY 205.871.9101
INSURANCE LambertAgency.com

MORTGAGE

JRIGHT

NMLS# 351964
NMLS# 2239 HesE
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DY partner spotlight

Written by Zachary Cohen
Photos by David Graves Photography




When buying a new home, purchasing insurance is one of a multitude

of checklist items. Often, lending challenges, home inspections, and

seller negotiations take precedence. Homeowners insurance can feel

like nothing more than an item on a to-do list, but if you ask anyone

who has had to file a claim, having great insurance is a blessing.

Lambert Agency Insurance Co-owners Brian and
Ashley Lambert are here to remind agents and their
clients that getting adequately insured is critical.
Better yet, they are prepared to guide their clients

through the process with compassion.

“When a claim happens, it can be so overwhelm-
ing,” Ashley reflects. “We are passionate about
walking them through the claims process and
making sure they understand what’s going on, every
step of the way. Helping our clients during times of

need definitely adds value to our job.”

COMING TOGETHER

Brian and Ashley have a wealth of experience. Brian,
a native of Montgomery, is a second-generation
insurance agent. After graduating with a degree in
finance from Auburn University, he began his insur-
ance career in 1990. He worked for his dad for five

years before founding his first insurance agency.

After more than 30 years in the business, Brian still

loves his work.

“Insurance is interesting to me. I suppose I'm an
insurance nerd,” he laughs. “It’s always different,
always changing. There are all kinds of people, and

this is a people-oriented business.”

Ashley also began her insurance career shortly
after graduating college. She started as a claims
adjustor and soon became a licensed agent. She

founded her own agency in 2008.

“Every single person I meet has insurance, so I
knew it would be a great opportunity for me to be in
the community, network with other business pro-
fessionals, and help people protect the things that

matter most,” Ashley says.

When Brian and Ashley got married in 2020, they
merged their agencies. Since then, they’ve been
able to serve even more clients by combining their

unique skill sets.

“I’'m a people person. Brian is the numbers person,”

Ashley says, “so, we make a great team.”

PARTNERING FOR SUCCESS

Although Brian and Ashley have differing skill sets,
their values are congruent. They are committed to
walking people through their successes and chal-

lenges at any stage of life.




|

“We are with our customers in the highest of
highs and the lowest of lows. Oftentimes, we see
them through buying their first house, building
their families, sending their kids to college, and
even walking through the loss of their loved

ones,” Ashley says.

“We value our clients above anything else,” Brian
adds. “We help them know what’s available and
what they should expect. The main purpose of

us being here is if something goes wrong. If you
have life insurance and your spouse dies, the ulti-
mate reward is to show up with a check and help
that family. Or, if a customer calls at 4:00 am as
they are standing there with the fire department
as they put what’s left of their house out, we’re

there. We strive to treat our clients like family.”

Brian and Ashley also highly value their partnerships
with real estate agents. Their status as an independent
agency allows them to shop for the best rates and cover-
age. They also understand the common challenges that
pop up during real estate transactions, making them a

responsive and experienced partner.

“The market we have been in has been so challenging.
‘We can work through processes with real estate agents
to help their clients get to the closing table. We set expec-
tations with our REALTOR® partners. We'll go to their
open house and share their social media. We will partner
with them because when they grow, we grow,” Ashley
shares. “Our goal is to help close the transaction and take
care of their clients — not only at the close of sale by
providing the insurance they need, but that we’ll continue

to take care of them in the future.”

Brian and Ashley have four adult and college-aged children. They enjoy traveling—especially to

National Parks. “When we are not in the office, you can find us in a camper van exploring God’s beau-
tiful creation. We also love riding bikes, spending time with family, and watching football. We are a
house divided: I graduated from Alabama, Brian from Auburn, our two oldest kids graduated from LSU,

our middle daughter from Mississippi State, and our youngest is a junior at Alabama,” Ashley shares.

For more information, visit https://www.lambertagency.com.

]
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From left to right: Molly Lambert, Katy Lambert, Brian Lambert, Ashley Lambert, Emily Lambert, Alexis Lambert
(daughter-in-law) & Cole Lambert | Photo by Callie Hill, Callie Hill Photography, Baton Rouge, LA
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Your Partner for Residential & Commercial Inspections

WE'RE HERE TO HELP YOU CLOSE THE DEAL FAST!

205.213.1821

,;%a CottenHomelnspections.com
5.
)

"o

CHIl is the home of FLAT FEE INSPECTIONS.
The fee is $380 on ALL inspections for homes under
3,000 square feet. All homes 3,000 + square feet will
be priced at the normal inspection rate.

RADON
TESTER

Chris Cotten
Founder & President of
Cotten Home Inspections Inc.

WE DELIVER THE | SPECIALIZED

PROPERTY MANAGEMENT"
EFFORTLESS MORTGAGE™

AND BACK IT UP WITH
THE FRINCETON FROMISE

If our customer is unhappy for any
reason, they can get 51,000 at
closing. Mo strings attached.

.y YOU SELL HOMES
MELANIE SANDERS g WE MANAGE HOM ES

MORTGAGE LOAN ORIGINATOR
BGS-202.9082

AT G A Lo \ Ask about our Realtor Referral Program.
melaniesandess princelanmortgage, com : ¥ Partner with Speciclized to create a seamless
NMLS 1133346 A experience for rental home investors

= e _ " and gain an even stronger advantage
Eﬂ'};:ﬁf:ﬂf A i over your competition!

Call 205.767.8821 or email
jarrod@specialized247.com today!

Specialized247.com
2320 Highland Ave. S. | Suite 175 | Birmingham
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“| attribute my success to faith in God. As a

Christian man, | can’t separate my success from

God. If you are a follower of Christ, you know
it is true. My belief in God and following Jesus
Christ is what puts everything in perspective.”

Freddy grew up in Panama and comes
from humble beginnings in a large,
poor family. In November 1990, he
left his life and family behind to pur-
sue a future in the US.

“I remember arriving in Miami and
not knowing any English. I took a
Greyhound bus and didn’t understand
anything. That Christmas was sad
because I didn’t have friends or speak
the language. Everything I dreamed
of was here. But the dream had a cost
attached to it.”

Freddy enrolled in an English school,
determined to learn the language and
find his footing in American culture. In
1991, he moved to Baltimore to study
at a technical school, and just a couple
of years later, he got a job working at a
large multinational company.

However, despite establishing a career
in corporate America, Freddy always
dreamed of owning his own business.
In 1999, he took the leap and quit his
current computer repair job to start a

real estate investment company.

Then, in 2005, he decided to deepen
his foray into real estate by get-
ting his license and beginning to
work with clients in the area. He

started his career as an agent as

the co-owner of a company called
Showcase Realty. Then, in 2008, he
went solo and purchased a franchise
with a company called Casa Latino.
All this was done in an effort to help
the Hispanic community in Alabama
buy and sell their homes-—for whom,
at the time, there was little support.

“The feeling of accomplishment when a
family signs is something that’s a happy
day for everybody. I know the feeling—-
it was the same feeling for me pur-
chasing my own home eight years after
being in the US. For us coming from
3rd world countries, we don’t have the
opportunity to own a home. We live

in the best country in the world, and it
doesn’t take decades to achieve it.”

Freddy persevered through the
market crash in 2008 and is now
well-established as one of the leading
REALTORS® in Birmingham for both
the Hispanic community and overall
MLS. He now works for eXp Realty
and credits the switch as “one of the

best decisions I ever made.”

His approach to real estate is
grounded in faith, morality, and ethics.
His clients are always his top priority,
and he does everything he does for
them. With that in mind, every deal
has to be moral, ethical, and legal.

Birmingham Real Producers - 17



“I define my success in real estate on my
faith. If a deal is not good for my clients,

I will not advise them to move forward.”

Overall, Freddy’s passion for real estate
comes from a sincere desire to help fam-

ilies build generational wealth and a leg-

acy for their children. After working as
an agent for over 19 years, his business
is almost exclusively referrals from past
clients who speak highly of his profes-

sionalism, work ethic, and compassion.

Freddy’s life journey came to a head

in 2013 when he achieved his biggest
dream: becoming a US citizen. “I could
not be more proud to be able
to wave the flag of the US
and be a citizen here.”

Outside of real estate,
Freddy loves to cook,
travel, and play ten-

nis with his wife and

life partner, Monica.

They have visited

over 40 states and
numerous coun-

tries, always seek-

ing new experiences

and opportunities

to meet people from
diverse backgrounds.
Meanwhile, his

son, Tyler, recently
graduated from
Birmingham-Southern
College with an
accounting degree and
currently serves in the
US Army Reserve, and his
step-daughter, Valentina, and
her husband, Wilson, are also

an integral part of their family.

His inspiring story serves as a
reminder that with hard work,
determination, and a commit-
ment to excellence, anyone can
achieve their dreams and build a

successful career.
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BUMBLE

BLINDS

Window treatments to Buzz About

FREE In-Home Consultation,
Installation and Warranty!

IV

®,7(® 205.858.5311

= Bumblebeeblinds.com/
birmingham-al

I _|||IIIJ||Ji”m."I

Locally Dwned & Operated

TRUSTED EXPERTISE FOR
YOUR CLIENTS' COMFORT
STOCKTON

‘ Your Dependable HVAC Partner Unaterad

for Real Estate Success ; e
Elevate Your Listings

with Stockton Tailored
Mortgage Solutions!

VETERANS

Are you looking for mortgage

u professionals who understand the
L intricacies of the local market and can
provide your clients with seamless,

personalized service? Look no further.
INSTALLATION

REPAIR « AIR QUALITY Ok = Thomas Dickinson
ﬁE? Branch Manager NMLS 40424

Satisfaction Guaranteed ¢ 24/7 HVAC Service e 'ﬁ‘i 2059074721 [ |
= :

thomas.dickinson@stockton.com & L

Brian Green, SCAN TO REQUEST -n oo : |
A FREE QUOTE Craig Jemison m
Owner 2 ; Branch Manager NMLS 40427
UNITED STATES u H 235.5? G.D?'S'I
AIR FORCE VETERAN }iﬁ craig.jemison@stockton.com
- (205) 535-5533 . '-..‘ﬁ ; Stockton Mortgage NMLS o0
) I i i
AL#21006  VETERANSHVACAL.com LB |:';. e Rivaehasa Offs Pasa, Slts 204, Howver AL 35264
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$3,569,021,132
S0 VOLUME

X 8,469
l\ / TOTAL
| TRANSACTIONS

BY THE $11.8 M
NUMBERS SAL % VOLUME
PER AGENT
HERE'S WHAT THE TOP 28
AGENTS IN BIRMINGHAM
SOLD IN 2023, {%\ TR;I:.IJSE:S%BNS
1Y PER AGENT

Look & Feel Like YOU.

PORTRAITS THAT FEEL PERSONAL
AND SET YOU APART.

Let’s Talk About A Headshot
Event for Your Team!

‘David is an exceptional photographer who brought a unique

L]
blend of creativity and professionalism to our collaboration. His Da"ld Graves

keen eye for detail and ability to capture the perfect moments 205.422.8610 | @DCIVidGI’CIVGS

made the entire experience seamless and enjoyable.”

_ kulsum Budhwani DavidGravesPhotography.com
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P» making a difference

Written by Elizabeth McCabe
Photos by Brandon Pinola Photography
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“We live in a world in which we
need to share responsibility.
It’s easy to say it’s not my child,
not my community, not my
world, not my problem, then
there are those who see the
need and respond. I consider
those people my heroes.”

— Fred Rogers

It only takes one per-

son to make a difference.
REALTOR® Tami Hallman
is one such individual. More
than just a successful real
estate professional, she is

a dedicated mother and an
active community volunteer,
making a significant impact
through her work with the

Service Guild.

As the Team Lead of The
Tami Hallman Group at Keller
Williams Realty Vestavia,
Tami balances her profes-
sional life with her passion
for helping others, particu-
larly through her involvement
with The Bell Center.

INSPIRED BY HER DAUGHTER

Tami’s daughter, Teagan, who is seven years

old, is currently taking swim lessons for the

first time. This milestone is just one of many for

Teagan, who has overcome significant challenges

since birth. Born two months early with a genetic
hearing loss, Teagan’s early years were marked

by medical tests and uncertainties.

“When she was finally ready to leave the NICU,
we found out that she had failed her hearing
screening four times,” recalls Tami. “She was
potentially deaf. You want to sing to your child
and for them to hear your voice. She didn’t know
what my voice sounded like. She never heard my

voice in the womb.”

When they left the NICU, she had her daughter
tested and discovered that she had moderate

to severe hearing loss. Teagan has been wearing
hearing aids since she was three months old,
and her journey brought Tami to The Bell Center,
an organization that provides early intervention
services for children at risk of developmental
delays. “The Bell Center was fantastic. They
took a one-on-one approach to ensure she

was up to speed with typical children,” Tami
shares. Thanks to The Bell Center’s support,
Teagan is now thriving in public school without

additional therapy.

Birmingham Real Producers - 23




“‘ | FEEL

LIKE | AM
BUILDING

, ALEGACY
FOR MY
DAUGHTER.

e

Teagan calls her hearing aids “her ears.” Tami
describes her as a “pistol” and a “firecracker.” She
has learned to stand up for herself. “She doesn’t
have a problem telling others that she has special
needs,” adds Tami.

THE SERVICE GUILD

The Service Guild, which partnered with The Bell
Center in the 1980s, has been a source of hope,
help, and healing for many families like Tami’s.
Established in the 1950s to assist children in public
schools before early intervention programs were
available, the Service Guild shifted its focus to sup-
port The Bell Center, helping children from birth to
age three who are at risk of developmental delays.

When Teagan graduated from The Bell Center,
Tami knew she wanted to give back. “We were so
lost when Teagan was born, and we were told she
had hearing loss. To be in touch with an organi-
zation with so many resources was huge. I will do

anything I can to give back to them,” Tami says.

24 - August 2024

Now a proud member of the Service Guild, Tami
volunteers in classrooms, helping children transi-
tion from station to station. She also participates in
the Guild Gala, the largest fundraising event of the
year, and recently supported the first annual Bell
Center 5K as part of the Birmingham Marathon.
The Service Guild’s efforts have been substantial,
raising up to $450,000 for The Bell Center, which
now operates from its own building constructed five
years ago. Tami couldn’t have the impact that she
has without her successful career in real estate, a

profession that has been 17 years in the making.

BUILDING A LEGACY IN REAL ESTATE

Tami’s career in real estate began in October 2007,
just months before the recession. “It was kind

of like jumping into a pool with no water,” she
laughs. Despite the challenging start, Tami has
built a successful full-time career, leading a small
but mighty team known as The Tami Hallman
Group. Based in Homewood, her team sells 4£0-60

houses a year in and around Birmingham.

Her husband, Mario, joined the team in 2009 as an
admin and support specialist, and Erica Gooden
came on board in 2016 as a client specialist. “We
are very well-rounded,” Tami notes. “I feel like I am

building a legacy for my daughter.”

PERSONAL PASTIMES

Outside of real estate and volunteering, Tami has
a variety of hobbies fueled by her high-energy
personality. An avid gardener, she maintains nine
raised beds and an in-ground bed in her backyard,
growing food year-round. “I started during COVID
and never looked back,” she says, teaching Teagan

the importance of growing their own food.

Tami is also a voracious reader, having read 30
books this year alone with a goal of 52. She doesn’t
watch TV, instead finding time to read and indulge
in her other passion—bourbon. “I can talk about
bourbon for hours,” she boasts, having been an
enthusiast for five years. She’s also known to enjoy

karaoke on occasion.

COMMITTED TO THE COMMUNITY

Tami Hallman’s story is inspirational. Helping others
is near and dear to her heart. Her work with the
Service Guild and The Bell Center, combined with her
successful real estate career, showcases her commit-

ment to making a difference in her community.
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hen it comes to real estate,
nothing beats old-fash-
ioned customer service.
In a world where Al reigns supreme, and chatbots
substitute for humans, Associate Broker Michelle
Creamer at ARC Realty knows there’s no substitute

for the personal touch.

“I'm old school,” she comments. “I like to make
personal contact with people. I'm basically a farmer
cultivating crops.” She sows seeds, nurtures rela-
tionships, and engages with people. Every ounce of
effort pays off, as she has a fruitful crop of business

two decades in the making.

“I think my business model stems from good old
fashioned, strong work ethic,” she comments. “I
still like to pick up the phone, stop by, and see peo-
ple. It’s all about relationships.”

Michelle also incorporates old-school print media
into her real estate business to reach her sphere.
“I have to keep up with the times, too,” she points
out, “but old-fashioned contact still goes a long
way. 'm thankful to have such a bright and cre-
ative marketing team at my brokerage to help with

all the latest techniques and technology.”

MAKING HER MARK

In 2003, Michelle obtained her real estate license
while working for a Birmingham nonprofit. “As part of
my job duties, I helped buy and sell houses for people
with intellectual and physical disabilities. I was with
that nonprofit for 20 years,” she explains. When her
executive director retired, Michelle stayed on with the

nonprofit for a year during the transition period.

Deciding to sell real estate as a full-time career,
Michelle joined ARC Realty in 2014. “I’'ve been




selling with them ever since,” she smiles. Best of

all, she genuinely enjoys what she does, her clients,

colleagues, and the leadership in her brokerage.

“Real estate transactions are never the same thing
twice,” she says. “Over the years, every corner that
you turn, there is something you didn’t expect or
anticipate. I'm always presented with some new chal-
lenges.” Fortunately, Michelle loves problem-solving

and finding ways to “make things happen.”

“A lot of real estate involves pieces that have to
fall into place,” she comments. “I enjoy that aspect
of it.” As an agent who prefers resales, Michelle
enjoys working with buyers and sellers for 30-60

days before moving on to new transactions.

Michelle is up for any obstacle that comes her way in
real estate. “My mother instilled a great work ethic
in my brother and me. When I do something, I strive
for excellence with 110 percent effort, thanks to the
values I learned from her as a child. Not working was

never an option for me.” As a teenager, Michelle and
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her brother had to get jobs. “They taught me a lot of
life lessons. You must work hard to be successful.
There’s no secret recipe there. I strive for excellence
in everything I do, both work-related and personal.”
Thankfully, the relationships Michelle has estab-

lished with her client base will last a lifetime.

THE REWARD OF RELATIONSHIPS

A solo agent, Michelle finds immense reward in
helping families navigate the often stressful process
of buying and selling a home. “I am so honored that
I get to be a part of that process. It’s so important
for people, and it’s gratifying that they appreciate
the help I give them,” she shares.

Michelle is at a point in her life where she is fully
committed to her career. “I'm not a part-time
REALTOR®. To do this job well, you must be all in.”

An empty nester, Michelle has two children; her
son is 24, and her daughter is 27. “My son is trav-
eling through seven countries in Asia for the next

few months,” she comments. He just completed a



one-year public relations position with Oscar
Mayer, driving the Oscar Mayer Wienermobile
across the USA’s hotdog highways. As for her
daughter, she is a registered nurse who enjoys
traveling, too, so she is currently completing

a contract in Arizona. She plans to spend
some time in California next. “I've instilled the
value of working hard in both of them,” says

Michelle. “I am very proud.”

Since becoming an empty nester, Michelle
enjoys being entertained by her rescue dogs,
Poppy and Chuey. Chuey, a Chihuahua, is
aptly named because he likes to bite. “They
don’t ask for much and are always happiest

when I’'m home with them,” she shares.

RELAXING FROM REAL ESTATE

When Michelle isn’t working (which is not
often), you can find her spending time with
friends, reading, or exercising. Treasuring

time with her children is also priceless for

this go-getter.

“I'm most grateful for healthy kids, my
family and church, fantastic friendships,
and a successful real estate business,” says
Michelle with a heart of gratitude.

She also likes to give back to the commu-
nity. “I support our schools,” she shares.

“To be successful, you have to be engaged

in the community, and it’s important to be
immersed in the neighborhood.” A giver,
Michelle also sponsors sports teams and any-
thing that is asked of her.

FINAL THOUGHTS

“Your reputation is everything in this busi-
ness,” says Michelle. “A successful real estate
career is built on many things, and profes-
sionalism is at the top of my list.” Michelle’s
honesty, consistency, assertiveness, and solid
work ethic have made her the top producer she
is today. She has built her business on relation-
ships, making her a sought-after real estate
professional in her neighborhood. Michelle
couldn’t be happier about her successful career,

achieving a future beyond her wildest dreams.

To be successful, you

have to be engaged
and

in the community,

it’s important
to be immersed in

the neighborhood.
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PRINT IS STILL ALIVE.
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