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GET TO KNOW...
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Favorite part about being a Mortgage Loan Officer?

My favorite part is finding solutions in the difficult situations where my clients don't
think they have the necesary means of qualifying for a loan. Witnessing them
receiving the keys to a home at the closing table, is the best payback in the process.

What has been your greatest work accomplishment while
working at NOLA Lending?

Working in the community on projects such as Habitat for Humanity and the Food Bank
of Baton Rouge. Giving back is important to NOLA Lending, to my family and myself.

What is the best advice you would give to an agent when it
comes to the lending side of the transaction?

The best advice | would say is to have your clients pre-qualified prior to house searching. |
It is important to know what they can qualify for ahead of time. It's the best way to
achieve the clients goal.

How long have you lived in Baton Rouge?
| have lived in Baton Rouge my whole life! Born and raised here!

Favorite places to go, shop, and eat in the Baton Rouge area?
| love to shop and support our local boutique's. My favorite restaurant for a special

night out would be Ruth Chris. The service and food are impeccable.

It’s Glow-Up
Season. g

Advanced treatments & skin care services
to make your aesthetic goals a reality.

Botox® & Dysport® Specialist

EMSCULPT NEO® Fat Reduction
Photofacials with BBL®

Painless Laser Hair Removal

Gift Cards Available!

What is an interesting fact about you that other people may h?n?g#?ggg‘é%

not know?
Prior to my career at NOLA Lending, | was a pre school teacher. | taught three year olds

for over a decade!

Your fema: [onr. Gpocialie

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

Trey Hereford Sharon Williams  Shannon Babin  Connor Brooks Katie Meiners  Susanne Wampold Karla Fuentes
NMLS# 89575 NMLS# 118322 NMLS# 419401 NMLS# 1370606 NMLS# 1125723 NMLS# 1553575 NMLS# 108621

NOLA

WE ARE...

LOUISIANA AESTHETICS
& SKINCARE

A

& A Division of Fidelity Bank
Loan Production Office
icE Scan OR cod al
. g can code to get social, contact us
NOLALend"‘g-com All applications are subject to underwriting approval. Fidelity Bank NMLS Co. ID 488639 or learn more about our services.' (225) 636‘2603
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YOU'RE HOM

Homebuying is about more than fin
It’s about starting the next stage of y
Let us help you get home.

GET STARTED TODA

Brian Barefoot -
Branch Manager, NMLS #1935707
225-326-0682
BJBarefoot@dhimortgage.com

Baton Rouge Slidell
7700 Vincent Rd. 5951 Belfast Bend Ct.
Denham Springs, LA 70726  Slidell, LA 70461
225-664-1650 225-667-5629 X
!
A
L] Financing offered by DHI Mortgage Company, Ltd. (DHIM). Branch NMLS #78938. 7700 Vincent Rd., Denham Springs, LA 70726. Branch NMLS
DHI MORTGAGE’ #1808296. 5951 Belfast Bend Ct., Slidell, LA 70461. Company NMLS #14622. DHIM is an affiliate of D.R. Horton. For more information about
A D.R. Horton® Company DHIM and its licensing please visit www.dhimortgage.com/affiliate. Provided for informational purposes only. This is not a commitment to
dhimortgage.com Givononry  lend. Not all borrowers will qualify. Equal Housing Opportunity.
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DISTILLED HAIR CO.

{16

7530 Hwy 44 - Gonzales, LA 70737
225-308-8505
www.distilledhairco.com

distillcdh:1i1'c0@gmni].c0m
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REALTORS RECEIV
$1.000 IN ADVANC

Let's Build T ogéﬁter.

thﬂm Ready o Under Constructlon o Presale Homes

LIVINGST@N Gﬁm BATON ROUGE PARISHES

f \-—-—v

Realtors receive $1,000 in advance + your 2.5% buyer's commission at act of
sale. When your clients build with Willie and Willie, you do not have to wait
until closing to get paid!

WHO- Realtors receive $1,000 in advance + your 2.5%
buyer’s commission at closing.

WHAT- For available homes and building packages, your buyer can
choose lot, floorplan and selections!

WHEN- Upon acceptance of executed contract with approval letter from
Willie and Willie’s preferred lender.

WHERE- Cane Mill Crossing, Denham Springs
starting from the $300’s.

LET'S BUILD TOGETHER, REALTORS!

willieandwillie.com

Family owned for 83 years.

Contact Amanda Walker for more information. (225) 572-0880 | amanda-walker@craft.realty

MEET THE BATON ROUGE REAL PRODUCERS TEAM

Gina Miller
Publisher

Hannah Davis
Events Manager

Carolyn Foley
Advertising Manager

Beth McCabe
Staff Writer

Breanna Smith
Staff Writer

Kyle Rome
Photographer

Ace Sylvester
Lead Photographer

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

BEST

F'LP;\_Eh 10 WORK
i1 Bk

PLACES to WORK

BLUEBONNET « ASCENSION

225-769-8800 225-292-9130 225-673-1101

WWW.COMMERCETITLE.COM
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P> publisher note

So Happy
You’re Here

Hello and Welcome!

If you are receiving this magazine that means that you were
in the Top 300 in the class of 2024 for our area residen-
tial REALTORS®. You worked hard and secured yourself a

spot in the top 10% of license holders selling residential real

estate in the greater Baton Rouge area. No small feat!

If you’re new here, welcome to the party. If you’re a veteran
to the Top 300, I want to commend you for your contin-

ued success. We distributed badges during January and
February. If you did not receive one, please reach out to

me and we can discover why! Our 2024 BRRP campaign is
titled, SZzow Me Your Badge and I’ll Show You Mine. We
are encouraging you to post a photo with your badge and tag
another Top 300 and/or Preferred Partner, and tag @baton-
rougerealproducers so we can share on our stories and in
future issues of this magazine. And save your badge on your
phone to use as_ your entry to our private events! More about

this in a minute...

But I thought print was dead.

Not even. Print is alive and well and not going anywhere. If any-
one says that to me I kindly reply with..."print is only dead to
someone without a story to tell.”] think EVERYONE has a story

and I believe story is the connector and difference maker.

This magazine is full of stories and was created for you as a
way to grow relationships with your peers in the industry.
Truly getting to know one another provides perspective,
appreciation and understanding. Truly knowing someone
strengthens relationships and strengthened relationships can
grow your business. I encourage you to find time to sit down

and read each copy, cover to cover, every month.

You will receive a copy of Baton Rouge Real Producers every
month, for free, thanks to our advertising partners. I will
forever encourage you to send your business to the busi-
nesses that advertise within the pages of this publication. I

know you have choices and I know you are particular. I have

8 - March 2024

been particular, too. Each of our Preferred Partners have
been interviewed and vetted prior to joining us. Our partners
are the picture of collaboration over competition. They have
breakfast together every month and look forward to it. They
are friends with a common goal of being the best they can

be at what THEY do, so they can aid you in being the best at
what YOU do.

Here’s the really cool part...you will be invited to networking
events exclusively for our BRRP community. We’ve hosted
awards galas, a comedy show, a golf tournament, a master-
mind brunch and more. The feedback has been so positive,
but one thing I heard from so many was that they wanted
MORE. Yes. More. More opportunities to gather. If an event
was missed they were disappointed to wait another 3 or 4
months for the next one. We listened and currently have 8

events waiting for you in 2024.

Say Hello to Link Up. Where excellence connects.

SAVE THE DATE. Thursday, March 21st.

Our first Link Up will be sponsored by Cypress Roofing, MFB
Title, and Redstick Financial. A crawfish boil with drinks,
music and the best crowd in town. You will be receiving
invites to the contact information we have on file. Please.
Ifyou have not filled out a contact form, or updated
Yyour information, please do so. You can use the QR code
below that will take you direct to that form.

Again, congratulations on being a top 300 REALTOR® in the
class of 2024. I look forward to meeting each and every one
of you, hopefully at our first event, and I can’t wait to cele-

brate you all year long!

So happy you’re here,

Ad Space + Spotlights +
Exclusive Networking

BATON ROUGE

REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.

For advertising information, reach out to

GINA MILLER | 225.337.3277
gina.miller@realproducersmag.com



AESTHETICS
Louisiana Aesthetics
& Skincare

(225) 636-2603

BUILDER

Willie and Willie
Contractors LLC
(225) 291-7600

Construct225
Kurt M. Miller Sr
(225) 993-2323

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

HAIR SALON &
EXTENSIONS
Distilled Hair Co
(225) 308-8505
7530 Hwy 44 Ste 106
Gonzales, LA 70737

PREFERRED PARTNERS

HOME WARRANTY
Old Republic Home
Protection

Webb Wartelle
(225) 241-2088

HVAC SERVICES
Cajun Cooler LLC
Branden Brignac
(225) 456-1335

10 - March 2024

BUILDER/DEVELOPER

supporting the REALTOR® community!

INSPECTIONS

Intricate Home Inspections
Nick Pearson

(225) 270-4959

Paragon Inspections
Scott Guidry
(985) 519-4343

INSURANCE
Goosehead Insurance
Stacey Keller

(225) 379-511

Meagan Faulk State Farm
(225) 767-3540

Ross Garbarino State Farm
(225) 751-4840

Safesource Insurance
Aundrea Allen
(225) 300-4500

INTERIOR DESIGNER
Haute Homes LLC
Angie B. Wilson

(225) 315-7040

LANDSCAPING
Landscape King
(225) 304-2499

Lions Landscape
(225) 221-1590

MORTGAGE LENDER
Assurance Financial
Nathan Tallo

(225) 266-0109

Fairway Mortgage
Monique Briggs
(225) 916-1212

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

Redstick Financial
(225) 407-9250 x102

SWBC Mortgage
Tammy Balentine
(225) 939-5958

ROOFING
Cypress Roofing
(225) 450-5507

Top Team Roofing
& Construction
(225) 571-1740

TITLE ATTORNEY

MFB Title Solutions
Attorneys Charles G.
Blaize Jr and Brett Bajon
(225) 810-4998

TITLE COMPANY

Baton Rouge Title Company

(225) 769-5194

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

Commerce Title
(225) 308-9544

Fleur de Lis Title
(985) 277-5550

Gulf Coast Title
(225) 456-4222

Louisiana Nations Title
Steven Wiessenberg
(225) 217-5300

TRANSACTION
COORDINATOR
List to Close LLC
Brooke Stevens
(225) 317-9295

PEE |

Assurance

BUY | REFI | BUILD

Nathan
TALLO

Loan Officer

NMLS #: 1411386

The weather is heating up,
and so is the competition.
With homes flying off the
shelves, the right preperation
and ability to act quickly is
the key to successfuly
homebuying. Let’s team up
and craft a winning strategy
to secure your clients’ dream
homes this year.

ntallo@assurancemortgage.com

f @PreapprovedWithNathan @nate_with_great_rates

PreApprovedWithNathan.com

£2) EQUAL HOUSING OPPORTUNITY NMLS# 70876
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As a self-
proclaimed
introvert,
Cheryl

Leatherwood
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has challenged

Chery!l
Lrle’r

the assumption
that being

extroverted

]

and outgoing is
a prerequisite
for success
in real estate
for more than

two decades.
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By Breanna Smith Pizzolato
Photos by Ace Sylvester

P» cover story

12 - March 2024 Baton Rouge Real Producers - 13



‘While she won’t be the loudest in the room, ‘When work is done, and it’s time to relax she laughed. “If there is

you're likely to hear her coming thanks to at the end of the day, her headphones go on : dance music playing in the
one of her signature pairs of shoes. She’s and, with her two Yorkies in tow, she hits the | background, I can’t sit still.”
known for her fun and spunky heels that are sidewalk. “It’s the perfect way for me to relax

often heard clicking through the RE/MAX and clear my thoughts,” she said. She also As often as they can, she and
Professional office or Greater Baton Rouge loves to dance, especially to hip-hop, both old i f John travel, usually choos-
Association of Realtors hallways. The brighter and new, though her moves will never make it = \ ing a beachy destination to

the colors and bolder the heel, the better. out of the comfort and privacy of her kitchen, s ) ! soak up the sunshine. But

“I'm five foot, so I try to get

as much as I can from my

shoes,” Cheryl laughed.

Don’t let her preference
for being a wallflower
at the party fool you,
Cheryl’s work ethic is

unmatched. She often says

she’s successful in real
estate in spite of herself
because, on paper, her

introverted nature places

her in the lowest percentile

of aptitude tests for sales.
But to know Cheryl is to
know how hard she works
and how much she cares.

She’s never fit in a box.

“I've had people tell me
over the years that they
don’t want to work like I

do,” she said. “But my goals

are not their goals. They

don’t want the same things

I do. I’'ve never thought
I needed to be ashamed

of working so hard.”

She points to her husband,

John Leatherwood, as her
greatest supporter. “His
attitude has always been
that if you want some-
thing, go for it,” she said.
“He challenges me, makes
me laugh constantly, and
life is full of surprises and

excitement with him.”

14 - March 2024

most days, Cheryl is bounc-
ing between offices, phone
calls and client meetings.

“I love to work,” she said.
“In school, I wanted to
make the best grades I
could. And I still carry
that drive. I want to do
the best I can do.”

Cheryl stands tall in her
role as a Realtor and now

in her position as a leader.
In recent years she has
embraced opportunities to
serve in leadership positions
in the industry, including as
a Director for the Greater
Baton Rouge Association of
Realtors and the Louisiana

Association of Realtors.

Her journey is marked by
her commitment to actively
listen, absorb insights and
wholeheartedly embrace
challenges with the hard
work necessary to solve
them. “I'm honored and
humbled to be a part of
the Board of Directors,”
she said. “Since serving in
leadership, I've gained an
even greater respect for
the leaders who have come
before us to develop the
education and resources

that are creating an impact.”

Now, it’s her turn.

Baton Rouge Real Producers - 15




Stated Income Programs
basion fo e pat o dovaden, Bank Statement Programs

it’s easy to see why her children are

drawn to the industry that holds a O ne Ti me C I Ose N eW CO nS'I'rU CTi O n
special place in their mother’s heart. M O bi Ie H O m es ‘ F HA’ VA’ CO nv’ J u m bo o DSC R

Cl I re fixed on the futur
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industry. But especially the future gen-
erations she calls her own. “My great-

est joy is in spending time with the

GEAUX
REDSTICK ==

—— FINANCIAL —

“I love helping people, and A ' BATON ROUGE, LA
that has been the key to my
career,” she said. “And that
extends to other agents. I
want them to know they can

call and ask me anything.”

While some might shy away
from the level of commit-

ment Cheryl has to her role

as a Realtor and industry

We Hre éi’lﬂ/l/mﬁ.

RedstickFinancial.com |@®@ © @redstickfinancial
11918 Bricksome Ave, Suite F | Baton Rouge, LA 70816 | 225-407-9250
Her daughter, Jana Didia,

. L o 7% LICENSED IN MISSISSIPPI « Texas Coming Soon!

SCAN ME @

leader, many others, espe-

cially her own children, are

inspired by her example.

son-in-law, Obi, has his real

estate license, and her son

$ ¥ !
Brett Waguespack is a home . . i . Fi
inspector. Cheryl and John - SRR 4 J =¥ .
look forward to welcoming 4 : 4 | . “ = R

Brett’s fiancé, Jordyn, to 4 !

r —

the family when the two

are married this summer.

“I like to think I had - 4 A ‘ o l

something to do with i : ' : Pr

them getting into the real { ™ Ryan Mott Sheridan Fay Marcy Hubbs Darrell*Randy“Tubbs  Richard Davis IlI Clay Donaldson
tate industry.” st d = 7 i y Owner/President Broker/Owner Loan Originator Loan Originator Loan Originator In House Processor/

estatendustry,” she said, 4 NMLS #876641 NMLS # 1967817 NMLS #2143451  NMLS #178782  (Houma/Thibodaux) Geaux Processing, LLC

NMLS #1919192 NMLS #2436050
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¢ OLD REPUBLIC HOME PROTECTION RE AL
PRODUCERS
PODCAST

" Stack the Deck
in Your Favor

Same Brand, New Reach —

With Old Republic Home Protection, you can bet on: Tune in for free today

& [ndustry-leading home warranty coverage

entrust your clients to the best!

Appie Pod

. : 1

& Risk managemenl—protect your commission! B lpet S
# |ncreased interest—attract more buyers to your listing!

Contact me for
Infarmation foday!

EEEE
g
B

Ty :
J'L'f.c'l-.:ltk.:- .F"t':.:{}u-ﬂ .I'DF-C;:&

Webb Wartelle

Seniof Account Executive
8002827131 Ext 1285 :
C: 2252412088 |
WebbWiiiorhp com
my.arhp combsebbwanelh:

witi AT REMINGTOMN RAMSEY

CE STILL. RAPPENS

Commercial Construction &
Consulting specializing in Multi Family
Development for over 25 years

A
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IT’'S A LUCKY DAY TO FIND

;

A g [ [ s
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TAMMY BALENTINE
Branch Manager | NMLS #88255
ell: 255.939.5958

\.

"
\/

&/ )
Serving our Community and Louisiana in Residential & Commercial Closings \\~.

m © o ¢
. HHEEHE \
CEEBHBHBE ol

2024 International Day
of Happiness

00 AN 4

3 LOCATIONS TO SERVE YOU! ATON ROUGE

Robert Adams | Branch Manager/Attorney & Alex Polito | Director of Sales & Marketing
8943 Bluebonnet | Baton Rouge, LA 70810 | 225-769-5194 | C: 225-603-7897 ITLE COMPANY
Established in 1981, locally managed.

brtitle.com @ ©

Mark Schoen Division President/Attorney #itmatterswhereyouclose
10500 Coursey Blvd, Suite 100 | Baton Rouge, LA 70816 | 225-291-1111 #brtitle

Keegan Wisdom | Branch Manager & Cathy Waggenspack-Landry | Director of Marketing
37283 Swamp Road, Suite 901 | Prairieville, LA 70769 | 225-706-6130 | C: 225-802-1811
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»» industry leader

By Breanna Smith Pizzolato
Photos by Ace Sylvester

KYLE
EVANS

BOLD ENOUGH

In 2021, after being nominated by his coach,
Kyle Evans set out to become one of the

30 individuals selected by Keller Williams
as a BOLD Coach. He gave the audition his
all. His unwavering dedication, passion for
coaching and inherent capacity to relate

to others were evident, and he nailed it.
But he didn’t make the cut.

“After I didn’t get through, I wanted to burn
it all down, walk away,” he said, pausing to
laugh. “Then, I decided to be so good they
can’t ignore me.” He asked for feedback
from the judges and called coaches who
had been selected to ask for pointers and
advice. At his next audition in 2022, that

no became a yes. Well, a yes for now.

“My coach told me the eight weeks of
training would be the hardest thing I’d ever

do professionally,” he said with a shrug.

Kyle would coach seven classes across
seven different cities in eight weeks. Oh,
and a proctor rates each session as a pass
or fail. If you fail, you go home. Maybe
you audition next year to start the process

over again. “No pressure,” Kyle laughed.

During one of his final training sessions, a

proctor told Kyle that he was getting too

20 - March 2024

tied up in the outcome. “Uh,
yeah. What else is there besides
the outcome?” Kyle chuckled

as he thought about the time,
money and emotions he had

invested in the outcome.
Then, he leaned into the lesson.

“I really took that apart, and it
clicked. I decided to be myself
and take whatever life is - if
it’s not for me, it’s not for me.
It was time for me to stop
getting so tied up in the expec-
tation of what I was supposed
to do or have to do. Now, I'm

unapologetically myself.”

Doin’ This

Young Kyle didn’t have many plans for his life, he admitted, but it was
undeniable that his hustle and attitude were made for entrepreneur-
ial pursuits. The call to leadership came early and often, too. Helping,

guiding and pouring into others has always come naturally to him.

“BOLD taught me just how much I love coaching and teaching,” he said. “I've

always been drawn to leadership, but I never knew it could be my profession.”

It’s like Luke Combs sings about in Doin’ This, Kyle explained.

When people ask what Luke Combs would be doing if he

weren’t a famous country singer, he says he would be sing-

ing in a small town bar room with a jar set out for tips.

“That’s how I feel,” Kyle

said. “Whether it’s an occu-

pation or not, I would be
doing this. I would look for
opportunities to pour into

people because it’s my lane.”

The people Kyle pours into

most are the people he has at
home. He’s a family man through
and through, always ready for
another Sunday spent at the park
with his wife Shanna, pushing

their children Knox and Noa on the
swings before their usual family
lunch at Dearman’s Diner to visit

with Casey, Kyle’s twin brother.

“My hobby is my family and my
business,” he said. “I’m so into
my lane and purpose I don’t

want to do anything else.”

The Right Lane
Whether fulfilling his duties as
the CEO of Constellation Home

Sales, tending to his role as a devoted husband
and father at home, or coaching leadership
courses across the country, Kyle embodies the

significance of excelling on your own path.

“When passion meets production, everything

else falls in place,” he said with a smile.

Kyle has published a self-help work-

book, hosts a podcast with his brother,
Children’s Tales Helping Adults Prevail, and
embraces every opportunity to become a
better husband, father, friend and CEO.

Baton Rouge Real Producers - 21



: DON'T RELY ON
goosehead g

INSURANCE | s
TO GET YOU TO THE

CLOSING TABLE!

Smarter Insurance.
By Design.

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

38105 Post Office Rd
| Q suites
' Prairieville, LA 70769

@ kelleragencygoosehead.com

Agency Owner

Just as a personal trainer When passion
gets stronger while coach-

ing their client, Kyle finds meets P roductlon,

it easier to implement everything else
mindset shifts and grati- falls i I ’
tude after spending a day alls in piace.

helping others do the same.

“A lot of people suffer with anxiety these days, and anxiety
doesn’t live in the present moment. It lives in the past or the
future of what could happen,” he said. “Coaching and speak-

ing, to me, is the removal of anxiety because I have to be so

present in what I'm talking about that everything else fades s - - : — YO u DO n,t N eed A POt
away. And it has changed my life because I know what I'm sup- Of G (o) | d To B uy A H om e!

posed to do - it’s helping people, guiding people. And I love it.”

Kyle faces each day reminded of the words of Les Brown,

one of the world’s most renowned motivational speakers.

“There will be ghosts surrounding your deathbed, and i
& &Y Mortgage Loan Originator

Licensed in LA, TX, MS, & Ml

they will be looking down on you, screaming at the top
of their lungs. They will be ghosts of the ideas you had, Sy _
the book you never wrote, the chance you never took, the ' - N i NMLS# 2105964
person you could have been, and they will be screaming . S

at you, saying you could have brought us to life! And now :I? . : : f\"’l @)T H E 1\,\ L

we must die with you.” And I think about that every day.

. . ) ) 10202 Perkins Rowe
I don’t want ghosts there, not a single one. I'm going in ; - FAI RWAY ( ; ( ; g Baton Rouge, LA 70810

peace, knowing I’ve squeezed every morsel out of this life.” NDEPENDENTMORTGAGE COR LENDING GROUP Monique.briggs@fairwaymc.com @
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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

iy SOON IT WILL BE.2umi

TOO HOT

FOR THE AIR CONDITIONING

TO GO OUT
T e
DON'T WAIT TO
GET A TUNE-UP!

o

CAJuUN COOLERS

HEATING & AIR

Circuit Breaker

Electric 1L Kmlt %

Meagan Faulk

my225agent.com

225.767.3540

‘ﬁ Follow us [®]:s3%

Bl for daily ;,l’ ik

: ANDSCAL land ; iy

= K I N CI et B (225)315-7040

tips! P
= P -\-)‘ 00O hautedesign@cox.net
225-304-2499 | www.landscapekingla.com T oy R orTE
@_hautestuff_/

&% StateFarm’

Serving Baton Rouge, Prairieville and Surrounding Areas

Minor Repairs or an
Emergency Fix,

We Will Take Care Of It

The Analysis Your Home Deserves

Intricate Home Inspections

NICK

PEARSON

225-270-4959

Intricatespec@gmail.com

Lic#11188 ﬂ@
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Michael Webster

OWNER/ELECTRICIAN Hedting & Cooling Products

OPEN MONDAY - FRIDAY

SATURDAY & SUNDAY BY APPOINTMENT ONLY 225 456 1335 I BRANDEN BRIGNAC
circuitbreakerelec@gmail.com CAJUNCOOLERS@CAJUNCOOLS.COM

License No. 65239




DY rising star

By Elizabeth McCabe
Photos by Kyle Rome

Exceeding Expectations from Start To Finish

Hard work comes naturally to Micah Fairchild, a
life lesson ingrained in him since his childhood
days. “l started work at the age of 14,” he
comments. Cutting grass and doing odd jobs
helped him to make spending money. “l also
started working at a fabrication shop. They
would let me come in on Fridays and | would
get paid cash. It kept me busy, and | continued
that for 3 years,” he shares. Recognizing his
potential, Micah was promoted to being a full-
time employee with the company.

Working in a fabrication shop, Micah had plans of
becoming a certified welder. Although he would have
made decent money, he realized he didn’t want to put
that strain on his body. He explains that welding is a
very labor demanding job. It wasn’t worth the risk to
his health. Even with the proper equipment it can be
detrimental to your eyes and even cause cancer. “I'd
rather keep my body in better physical condition,”
says Micah. After working, he attended college for

a semester. “That didn’t work for me,” he admits. “I
was pretty miserable and knew college wasn’t for
me.” Fortunately, his girlfriend’s cousin, Jonathan

Starns, showed him a better way of life - real estate.

Jonathan, the Broker/Owner of Berkshire Hathaway
HomeServices, was aware of Micah’s situation.

“We decided to get lunch together and he talked to
me about real estate. He told me, ‘This would be a

great fit for you if you are willing to give it a shot.”

Hesitant to pursue a new career, Micah says, “I
had never given real estate much thought, but
I knew I could be successful. And I was hooked
on the idea and couldn’t shake it. I wasn’t sure

how my dad would feel about it. Dropping out
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of college wasn’t something my dad was inter-
ested in me doing, especially since I had only
been in college for a semester.” His father

told him, “You have 6 months to have some-
thing to show for it or you will have to go back
to college.” Realizing that the average real
estate agent takes 8 months to close their first

deal, Micah was ready for the challenge.

“A couple of months later I was licensed,” says
Micah. He will be celebrating 2 years of being a
licensed agent this March. He closed his first deal
in just 2 months after being licensed and works at

Berkshire Hathaway HomeServices.

Secrets to Success

What sets Micah apart is his dedication to his
career. “We have a lot of agents in the indus-
try who are not full-time agents,” he can-
didly comments. With around 4,000 agents
in Baton Rouge, Micah estimates that the top

20 percent do 80 percent of the business.

“You have to treat real estate like a real job and
put in a minimum of 40 hours a week. Consistency
is key. With consistency, success will follow.

You must do what generates business for you.”

Finding His Niche

“A big part of my business is that I sell homes that
other agents can’t sell,” says Micah. Many of his
clients have worked with other real estate agents
in the past and haven’t had the best experiences.
“They hire me to get the job done,” smiles Micah.
Many of his clients have had trust issues with real
estate agents or are aggravated and upset. “They

have already gone through the process before.”




Micah goes above and beyond for his clients, making himself the Best of all, Micah is happy in his new LI 6 Ns

“obvious choice” for them. A problem solver, Micah discovers why  career with a bright future ahead. He

houses didn’t sell and what can be done. “The home needs to be says, “I plan on purchasing invest- L A N DS' A pl N G

marketed in such a way that our home stands out from the crowd. ment properties in the future. “My
The other homes for sale in the neighborhood actually help our goal is to have two income-pro- b . ‘y

home sell first,” he says. Fixing problems is what he does best. ducing properties this year.”

CONSISTENCY 7] CALL THE KING
IS KEY. WITH AP (225)221-1590
CONSISTENCY, oy e e TSR

Baton Rouge Sorrento Darrow Saint Amant

S U C C E SS WI L L Denham Springs Donaldsonville Prairieville Geismar

French Settlement Livingston Walker Gonzales

New Sod Installation Landscaping Maintenance

FO L LOW- New Flower Beds Flower Bed Design
f . Landscape Cleanup Wood Fence Installation
, , & HCEftalﬂt‘Eﬂ Irrigation Hardscape Construction

Landscape Lighting Tree Trimming & Removal
Gutter Cleaning Weedeater and Blowing
Stump Removal Weed Killer Application

Relaxing and Recharging Trash/Debris Removall Pressure Washing
When not working, Micah loves to be e NMieiEremee
outdoors. “If 'm not hunting, I will
hang out with my friends,” he says. “I LISTING & TRANSACTION
also like researching new ways to gain MANAGCE MENT

Baton Rouge Walker

business. I look at different marketing

. Prairieville Central
tools and research new websites or

platforrns.” Micah isn’t one to take it Let Us Help You Leverage Youir Time!

easy. He admits, “I get anxiety when Geismar Livingston

I’'m comfortable; relaxing at home Saint Amant Mandeville
isn’t getting me closer to my goals.” Contract to Close Galvez St Gabriel
Listing Input Sorrento Baker
Offer Writing Denham Springs Zachary
Document Compliance Watson Port Allen
Runner Services

Gonzalez Hammond

A Solid Support System Micah is inspired by his father. “My
Micah thrives on his solid support system. “My family is always  father’s consistency rubbed off on me,”

cheering me on,” Even when the interest rates skyrocketed, he reflects. “He never gave up and never
Micah did over three times as much business in that market backed down from a challenge.” Micah 430 S STEVENDALE ND)

versus the first year he was licensed. took the challenge of real estate and BATON ROUGE' LA 70819
found a fulfilling career. With his tenac- M/W

“Motivation drives success,” he points out. His mother, father, ity and concern for his clients, he will List to Close LLC LIONSLANDSCAPINGBR.COM

and girlfriend support him in all that he does. “My mother and continue to rise in real estate, achieving 8686 Bluebonnet Blvd FOLLOW Us
father have always been my biggest supporters from day one.” a future beyond his wildest dreams. . . Baton Rouge LA 70810

225-317-9295 €) (0) @LIONSLANDSCAPINGBR

Brooke@ListToCloseLLC.com
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APRIL SHOWERS BRING MAY ELGWERS FLOODS

APRIL IS WHEN FEMA ROLLS OUT,FLOOD INSURANCE CHANGES.

CUNTACT_SI-LIESUURCE INSURANCEFOR ALL THE DETAILS!

3

PARAGO

Aundrea Allen INSPECTIONS

Independent Insurance Agent

www.safesourceins.com
| 0:(225)-300-4500 * M: (225) 333-6220
aundrea@safesourceins.com

EXCELLENT SERVICE AND
STRONG COMMUNICATION

Making your job easy and your clients happy

B Flexible Scheduling Scott Guidry, LHI#10905
% mu r' e B SAME DAY Electronic Report 985-519-4343
B 10 Years Corrective Construction Experience scott@paragoninspectionsllc.com

ol | B2 A i F ) - . .. g .
NSURANCE GROUWUF B Competitive Pricing www.paragoninspectionsllc.com

BEST COVERAGE. BEST RATES. ONE-ON-ONE SERVICE. . .
Proudly serving Baton Rouge and Surrounding Areas

Service Is Not Just Our Policy,
IT'S OUR COMMITMENT!

~ W
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o to the new N
& Board of Directors AN

# & Award Winners ™\ .
» at this year's GBRBR y

Nations Title Agency _ s years GBRBR

30+ Years Experience serving all of Louisiana ., 45 o o= 3 d
)

24/7 Availability - Dedicated to Excellent Service « We Value Building Relationships

MEMBER MEMBER

225-217-5300

WWW.NATIONSTITLE.COM - LA-TITLE@NATIONSTITLE.COM
AN 9555 Antioch Rd | Ste C Baton Rouge, LA 70817
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Common Questions About

Baton Rouge
Real Producers

Real Producers is a national concept currently exceptional leader, have the best customer service, or
open in 125 markets across the country. With they give back to the community in a big way. The next

almost 4 years in production, | wanted to take the  step is an interview with us to ensure it’s a good fit. If

time to answer some pretty common questions we it all works out, then we put the wheels in motion for

receive about Baton Rouge Real Producers. our writer to conduct an interview and write an article
and for our photographers to schedule a photo shoot.

What is the purpose of Real Producers magazine?

The mission of Baton Rouge Real Producers is simple. We strive What does it cost to be featured?

to inform and inspire the top-producing real estate agents in Zero, zilch, zip, nada, nil. It costs absolutely nothing! We
the Baton Rouge market and connect them socially. We do this are not a pay-to-play model whatsoever. We write real
by telling their personal stories. How they have succeeded stories about Real Producers, so nominate away, friends!
and failed. What drives them to achieve year in and year out.

Where do they spend their time when they are not working Who are the preferred partners?

and what are they passionate about other than real estate. Anyone listed as a “preferred partner” in the front of
We give local top-producing REALTORS® a platform to tell the magazine is a part of this community and a top
their story in a way they have not been able to do so before. professional in their industry. They will have an ad

in every issue of the magazine, attend our events and
The secondary focus is to provide an avenue for our affiliate part-  be a part of our online community. We don’t just find
ners to create and continue relationships with these top perform-  these businesses off the street, nor do we work with all
ers on a level that they might not be able to achieve on their own.  businesses that approach us. One or many of you have

recommended every single preferred partner you see
Who receives this magazine? in this publication. We won’t even meet with a business

This magazine is mailed to the top 300 producing agents that has not been vetted by one of you and “stamped for

in the greater Baton Rouge area according to volume each
year. This is based on the 2023 MLS; the ranking is annual
and resets every year. This year, the minimum produc-
tion level for our community was over $3.8 million. Just
to be included in this group is an accomplishment that

testifies to your hard work, dedication and proficiency.

What is the process for being featured in the magazine?

It’s really simple — you can nominate other REALTORS® (or
yourselves!). We will consider anyone brought to our atten-
tion; we don’t know everyone’s story, so we need your help
to learn about them! A nomination currently looks like this:
You email us at gina.miller@realproducersmag.com.

with the subject “Nomination: (Name of Nominee).” Please
explain why you are nominating them to be featured. It

could be that they have an amazing story that needs to be

told; perhaps they overcame extreme obstacles, they are an

approval.” Our goal is to create a powerhouse network,
not only for the best REALTORS® in the area but the

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

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

know at gina.miller@realproducersmag.com

Still have questions?

Don’t hesitate to reach out!

Gina Miller

Baton Rouge Real Producers
225-337-3277
) @https/www.facebook.com/ginamiller22five
ﬂ O @batonrougerealproducers
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THIS SEASON, MAKE SURE YOU’RE

it coAsT . ON THE WITH

Securing Your Dreams G e LOCALLY OWNED
One Closing At A Time R 5 S e =3

#ClosingTheCoast Jescetizre
4473 Bluebonnet Blvd., Suite A

Baton Rouge, LA 70809

4@) o e g

9 gctitle.com

Corinne Schwartzberg Jim Beatty Jene' Grand
Attorney at Law Attorney at Law Marketing Director

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 St ate Fa rm®

: www.garbarinoSF.com 1
. . check out our ogle reviews!
Love your neighbor. - Mark 12:31 Auto Life Home Flood Business

State Farm Fire and Casualty Company, State Farm General Insurance Company, Bloomington, IL W W w'th E tD pte al I I 'C DI I l
State Farm Florida Insurance Company, Winter Haven, FL

1708137 State Farm Lloyds, Richardson, TX ROOFING & CONSTRUCTION E E 5 5 —I 1 1—I 4 Z
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YEARS OF
Rp ‘ % THE N2 COMPANY

TITLE SOLUTIONS
WWW.MFEFIRM. COM

Title Company backed by a law firm with a history

inoil & gas and commercial real estate

Baton Rouge: 10101 Siegen Lane, 5te 441 225, 810.4998
Houma: 1499 5t. Charles S5t| 985.223.4725




