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Residential Closings | Investor Services
Short Sale Negotiation | REO Seller Representation

Default Services | Commercial Closings

DocuSign, Virtual Closings, & Mail Away Options Available!

We want to help you close more transactions, faster!

Atlanta Top Producers' Trusted Legal
Partners for Real Estate Transactions

Parkway Law Group, LLC
Attorneys at Law
404.719.5155

ParkwayLawGroup.com
Facebook.com/ParkwayLawGrp
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404.795.4498 | HomePhotoSource.com

SCAN
TO BOOK

OR LEARN
MORE!

TAILORED PHOTOGRAPHY | 4K VIDEOS | VIRTUAL TOURS | FLOOR PLANS | BRANDING

Residential Photography Services | Interior and Exterior Photography

Aerial Photography | Sky-High Property Views

Commercial Photography Services

Your Competitive Edge
i n  R e a l  E s t a t e  M a r k e t i n g

Harvest Home Sales 
with Home Warranties.

Harvest Home Sales 
with Home Warranties.

Finally, a home warranty that provides a better claims 
experience by allowing the homeowner to use their own 
service provider.

Restoring Your Faith in Home Warranties!

www.achosahw.com

Evyn Jackson 
Achosa Home Warranty
GA - Sr. Sales Executive

C: 423.667.4505  |  O: 888.509.2916

08
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Partners
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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 

them for supporting the REALTOR® community!

470-423-8634
Nick@ClearViewIns.com

12600 Deerfield Pkwy, Ste 100, Alpharetta, GA
We are continually adapting with the market &

adding carrier solutions to assist each client.

SCAN TO
LEARN MORE

Call Nick THE Insurance Guy Stevens for a FREE review and we'll find the Right Coverage for the Right Price.

If your client works with the wrong insurance agent, the 
results can be scary...for the best results make Nick THE 

Insurance Guy part of your client's Home buying 
experience!

ATTORNEY - REAL ESTATE

Parkway Law Group

(404) 719-5155
ParkwayLawGroup.com

The Golden Team at Ganek

(404) 939-9919
ganekpc.com

BRANDING/PHOTO 

& VIDEO

On Trend Creative Studio

(706) 296-0895
ontrendcreativestudio.com

BUILDER

Epcon Communities - 

Charlotte and Atlanta

Shannon Robinson

(317) 258-6560

CUSTOM HOME BUILDER 

& REMODELER

Ensign Building Solutions

David Goulding

(678) 640-6936
ensignbuildingsolutions.com

ESTATE SALES

Gleaton’s

Eric Gleaton

(678) 489-4928
gleatons.com

FLOORING

Floor Coverings 

International

(678) 993-0808
www.fcifloors.com

GARAGE - FLOORING/

ORGANIZATION

Hello Garage of Atlanta

(470) 277-8905
www.hellogarage 
ofatlanta.com/

GAS COMPANY

Georgia Natural Gas

Michael Harris

(404) 664-8098
www.gng.com

HOME INSPECTION

Ally Property Inspections

Meredith Jones

(205) 790-4291
allypropertyinspections.com

BPG Inspections

(800) 285-3001
BPGInspections.com

Perimeter Roofing

(678) 948-7663
perimeterroofing.com

World Class Home 

Inspections LLC

Brett Gordon

(678) 250-6653
worldclassps.com

HOME STAGING

Atlanta Home Staging

(678) 894-6548
www.atlhomestaging.com/

HOME STAGING & DESIGN

Design2Sell

Barbara Heil-Sonneck

(678) 505-1433
homedesign2sell.com

HOME WARRANTY

Achosa

Evyn Jackson

(423) 667-4505
AchosaHW.com

INSPECTIONS - 

RESIDENTIAL AND 

COMMERCIAL

All Atlanta - AmeriSpec

Donny Williams

(404) 405-4011
AllAtlantaInspect.com

INSURANCE-AUTO-HOME-

LIFE-HEALTH-BUSINESS

Clear View Insurance

Nick Stevens

(470) 423-8634
www.ClearviewIns.com

Goosehead Insurance

Gary Miller Jr.

(720) 394-7723

Jay Williams

(770) 410-1818
www.talktojay.com

INTERIOR DESIGN

Sarah Bowman Spaces

(678) 403-2925
www.spacesbysb.com/

MOLD TESTING  

& REMEDIATION

World Class Home 

Inspections LLC

Brett Gordon

(678) 250-6653
worldclassps.com

MOLD/WATER/ 

FIRE RESTORATION

Ensign Building Solutions

David Goulding

(678) 640-6936
ensignbuildingsolutions.com

MORTGAGE BROKER

Atlanta Mortgage Advisors, LLC

Joe Trovato

(404) 375-0779
www.JoeTrovato.com

Motto Mortgage Impact

Lauren Hale, GA Division Leader

(912) 977-1551
laurenhale@mottomortgage.com

MOVING COMPANY

Atlanta Moving Solutions

(770) 485-8384
atlantamovingsolutions.com

OUTDOOR LIVING

Archadeck | Outdoor Living

(470) 688-3564
archadeck.com/
roswell-buckhead

PHOTOGRAPHY-FAMILY/

REAL ESTATE/EVENTS

Alexandra Santos Photography

(404) 790-0196
www.alliesantos.com

PLUMBING/ HVAC/ ELECTRICAL

RS Andrews

Dari Payrow

(770) 454-1800
rsandrews.com

PORTABLE STORAGE

Units Atlanta

(678) 838-6556
unitsatlanta.com

RADON TESTING 

AND MITIGATION

Ensign Building Solutions

David Goulding

(678) 640-6936
ensignbuildingsolutions.com

REAL ESTATE 

PHOTOGRAPHY & MEDIA

Home Photo Source

(404) 795-4498
www.homephotosource.com/

RENOVATIONS / ADDITIONS

Perimeter Roofing

(678) 948-7663
perimeterroofing.com

ROOFING

Perimeter Roofing

(678) 948-7663
perimeterroofing.com

TRANSACTION MANAGEMENT

White Pickett Fence

(561) 203-9425
whitepickettfenceservices.com

TRAVEL ADVISOR/

TRAVEL CONCIERGE

Your Vacation Helper

(770) 262-4588
www.yourvacationhelper.com

WATER, FIRE,  

MOLD RESTORATION

3 Lions Restoration

Spencer South

(770) 268-0300
3lions911.com
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770.262.4588
vacationhelper@outlook.com

Let an experienced 
travel professional plan 

your hard-earned 
vacation! 

Research less,
relax more...

Get a free quote!

Move Your Clients with Confidence-

LOCAL MOVING  •  COMMERCIAL AND RESIDENTIAL MOVING
APARTMENT MOVING  •  LONG DISTANCE MOVING  •  & MORE!

Matt Donaldson
770.485.8384

20 years of experience

Regis Lawson
Photographer

Alexandra Santos
Photographer

Shy Espinosa
Virtual Assistant

Aaron Hutchison
Owner & Publisher

Lauren Denato
Ad Strategist

Ashley Streight
Director of Operations

G R E AT E R  AT L A N TA
M E E T  T H E

R E A L  P R O D U C E R S  T E A M
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3 Lions
RESTORATION

From East 
London to 
Environmental 
Leadership
Photos by Regis Lawson

partner spotlight

S pencer South’s journey from a boy growing up near the Tower of London to the founder 
of 3 Lions Restoration is anything but ordinary. It’s a tale filled with unexpected turns, 

hard-earned wisdom, and a passion for solving problems, both big and small. Now, after 
nearly two decades at the helm of his own company, Spencer is leading the charge in the 
mold and water restoration industry, all while keeping things very much in the family.

Born and raised in East London, Spencer’s 
early years were a world away from the 
environmental restoration industry. “I grew 
up in East London, not far from the Tower,” 
he recalls with a hint of nostalgia. His aca-
demic path led him to what is now part of 
East London University, where he earned a 
degree in Mechanical Engineering in 1984. 
This background, Spencer believes, gave him 
a foundation that has been integral to his 
success. “I think this gave me an analytical 
background and a base of solving problems,” 
he says. “Engineering allowed me to juggle 
many balls at the same time and prioritize 
what’s needed and when.”

But the journey from engineering student 
to business owner was anything but linear. 
Spencer’s college education was funded 
through a work program with Polygram 
Records, a far cry from the world of envi-
ronmental cleanups. “After Polygram 
closed around 1987, I was recruited into the 
Environmental Industry because of my engi-
neering background,” he explains. This unex-
pected career shift set the stage for Spencer’s 
eventual move to the United States in the early 
1990s, where he would carve out a significant 
career in environmental management before 
founding 3 Lions Restoration in 2004.

Starting his own business wasn’t just a 
career move for Spencer; it was the culmi-
nation of years of experience and a desire 
to strike out on his own. “I always thought 
about owning or running a business,” 
Spencer reflects. “However, I feel I stumbled 
into environmental cleanup, which devel-
oped into mold and water restoration.” And 
while stumbling into a field might sound 
accidental, Spencer’s dedication to his craft 
has been anything but. Over the years, he’s 
built a team that he describes as essential to 
the company’s success. “We certainly would 
not be where we are without our people,” 
he emphasizes, naming Jesse and Adam as 
key players, as well as his sons, Morgan and 
Connor. “One day, my sons will take over the 
business and I know when that happens, our 
3 Lions customers will be in great hands.”

The family dynamic at 3 Lions Restoration is 
more than just a nice touch; it’s central to the 

company’s ethos. Spencer’s pride 
in his sons and his team is evident, 
but so is his commitment to the 
company’s future. “Right now, 
we are in the middle of growing 
the company to take it to the next 
level,” he says, noting the integra-
tion of new technology to boost 
customer service and productivity. 
“I am a firm believer that if you are 
not growing, you’re dying.”

For Spencer, the most rewarding 
aspect of his business isn’t the 
accolades—though there have 
been plenty. Instead, it’s the 
chance to make a real difference 
in people’s lives. “It always feels 
good to help someone,” he says. 
“We find often some of the people 
we have helped are in a distressed 
state, and it feels good to help 
them through the situation with 
understanding and education.”

Looking forward, Spencer sees real 
estate professionals as a crucial 
part of his company’s growth. “We 
have been working with real estate 
professionals for a long time,” 
he notes, expressing a desire to 
reinstate education programs and 
CE classes that have been success-
ful in the past. It’s a natural fit for 
a company that thrives on solving 
problems and educating clients.

But Spencer isn’t all business. 
Outside of work, he’s an avid 
sports fan with a particular love 
for rugby and soccer, especially 
the Premier League. He also 
enjoys traveling, though he admits 
that running a family business 
doesn’t leave much time for that 
these days. “Maybe when I hang 
up my respirator, I can travel 
again and enjoy my house at the 
beach a little more,” he muses.
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When asked what success 
means to him, Spencer’s answer 
is refreshingly straightfor-
ward: “Achieving the goals you 
set.” It’s a philosophy that has 
clearly served him well, both 
in life and in business. And 
if there’s one thing he hopes 
people remember him for, it’s 
simple: “Just to be the person 
that tries to do the right thing.”

As 3 Lions Restoration contin-
ues to grow, Spencer South’s 
legacy as a problem-solver and 
a leader is firmly cemented. 
His journey may have started 
in the shadow of London’s 
Tower, but today, it’s his 
commitment to doing the right 
thing—and doing it well—
that towers above all else.

It always feels good to help someone. 
We find often some of the people we have helped are in a distressed state, and it 
feels good to help them through the situation with understanding and education.
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Empowering
 REAL ESTATE PARTNERSHIPS WITH SMART MORTGAGES!

BUYING
SELLING

REFINANCING
BUILDING YOUR DREAM HOME

COMMERCIAL AND RESIDENTIAL

Lauren Hale
Mortgage Loan Originator NMLS: 2094762 

Motto Mortgage Impact NMLS 1705770

912-977-1551
laurenhale@mottomortgage.com    
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Sacha Rady’s journey from Maidstone, England, to becoming a sought-
after real estate broker in Atlanta reads like a compelling novel, 
complete with dramatic turns and unexpected plot twists. Hailing 
from a quaint town in Kent just an hour southeast of London, Rady’s 
path to real estate success is as captivating as her own story.

Rady’s early years were spent in 
Maidstone before her family relocated to 
New York, where she grew up and even-
tually attended college at the University 
of Alabama. “Moving from Maidstone to 
New York was a big shift, but it was the 
start of an adventure that led me to where 
I am today,” she reflects.

At the University of Alabama, Rady majored 
in Public Relations and Political Science. 
She graduated a year early, a decision 
that paved the way for her to dive into the 
professional world sooner than expected. “I 
graduated a year early and decided to get an 
internship before a true job since I had not 
done that before,” she explains.

That internship, as fate would have it, 
would become the foundation for her 
future career. During a career immer-
sion trip in Atlanta, Rady visited an 
advertising agency in Midtown. “I really 
appreciated the environment and their 
creativity,” she says. Her enthusiasm led 
her to apply for their summer internship 

program on the way back to Alabama. “It 
was the one and only internship I applied 
to, so I packed my bags and moved to 
Atlanta,” she adds with a chuckle.

Rady’s career in marketing flourished, 
taking her to work with notable clients over 
the next five years. However, the onset of 
the COVID-19 pandemic marked a pivotal 
change. In a defining moment, Rady’s CEO 
announced salary cuts, leading her to recon-
sider her career path. “I knew then that I 
wanted to work for myself,” she says.

Determined to take control of her future, 
Rady embarked on a real estate course 
online, passing the exam on her first 
attempt in Macon. “I called the Engel & 
Völkers office admin on the way home 
and told her I was ready to get started,” 
Rady recalls. Balancing her previous 
job and real estate proved challeng-
ing, so she made the leap into full-time 
real estate, even working early morn-
ing hours at a gym and watching dogs 
through Rover to make ends meet.

FROM ENGLISH COUNTRYSIDE 
TO ATLANTA SKYLINE

agent on the rise
Photos by Regis Lawson
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“Once I fully jumped in, I started to realize this 
was where I was supposed to be,” she reflects.

Choosing the right brokerage (Engel & 
Völkers) was crucial. Rady’s search led her 
to a Zoom call with Christa Huffstickler, 
CEO of her current brokerage. “I really 
liked her leadership and emphasis on inno-
vative marketing,” she says. “It spoke to me 
as a former marketing professional.” Her 
choice to stay with this brokerage since day 
one has been a testament to her commit-
ment to her new career. Sacha also credits 
her extensive marketing background to her 
success with positioning listings.

Rady’s approach to real estate is driven 
by her desire to do right by her clients. 
“I always joke during my consultations 
that I am not afraid to not sell a house,” 
she says. On the buyer side, she focuses 
on long-term gains, ensuring her cli-
ents’ investments pay off. For sellers, 

Rady emphasizes honest pricing 
and preparation. “I cherish my 

relationships with clients and 
other agents,” she adds. “I 
want to keep my reputa-
tion as someone everyone 
desires to work with.”

Current market trends, 
according to Rady, include 
a need for the “model home 
treatment” due to higher 

borrowing costs and general 
market hesitancy. Despite 

these challenges, “Our average 
sales price remains strong 
and on an upward trend,” she 
notes. Her passion lies in 
demonstrating professional-
ism, a quality she believes is 
more important than ever in 
the industry. “REALTORS® 
are under a microscope 
due to the media and 
litigation,” she explains. 
“It’s important that we 
sharpen the tools in our 
toolbelt and provide 
true value to those who 
choose to work with us.”

When not working, Rady finds solace in 
nature and travel. “I love heading up to 
the mountains with my partner, Jackson, 
and our two dogs, Sherman and Cora,” she 
shares. Her travels this year have taken 
her to Panama, Spain, Ecuador, and the 
Galapagos Islands. “Spending time amongst 
other cultures brings me back to what mat-
ters most in life,” she says.

Family is a cornerstone of Rady’s life, with 
her close-knit relationships with her parents 
and brother who still reside in New York. In 
Atlanta, she cherishes her “chosen” family—
friends who keep her grounded amidst the 
high-energy world of real estate.

Rady’s interests also extend to podcasts 
and books. “I’m a true crime junkie,” she 
admits with a grin, but also enjoys audio-
books and podcasts like The Secret and The 
Subtle Art of Not Giving a F. “Mindset is the 
most important aspect of this business,” she 
emphasizes. On the real estate front, she 
tunes into Estate of Mind - The Art of Selling 
Luxury Real Estate. 

If she weren’t in real estate, Rady would likely 
explore law school, given her knack for legal 
matters. “I’m quite the legal beagle and know 
my contracts,” she says. Her advice to fellow 
REALTORS® is straightforward: “Know your 
data and understand that collaboration will 
get you further than competition.”

Rady’s philanthropic side shines through her 
love for animals, particularly dogs. “Animals 
have always been near and dear to my heart,” 
she says, emphasizing her commitment to 
helping dogs in need. One of her brokers 
has a saying that “If you take care of your 
community, the community will take care of 
you,” and that is something which truly res-
onates with Rady. In addition, she supports 
numerous community events and fundraises 
for Special Olympics and the Alzheimer’s 
Association, as well as supporting local teach-
ers with their classroom shopping lists.

With a vision for continued success in real 
estate and a passion for making a differ-
ence, Sacha Rady’s story is one of innova-
tion and dedication.

IF YOU TAKE CARE OF 

YOUR COMMUNITY, 

THE COMMUNITY 

WILL TAKE 

CARE OF YOU.
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ATLANTA HOME STAGING

METRO ATLANTA’S LARGEST ESTATE
SALE & ONLINE AUCTION COMPANY

5 STAR RATED COMPANY

Help Your Clients Sell & Move Easily
LOW FEES, HIGH RESULTS!

CALL US TODAY 678.725.8757  |  gleatons.com  |

ESTATE SALES | BUYOUTS
ONLINE AUCTIONS
ESTATE SALES | BUYOUTS
ONLINE AUCTIONS

SELL
EVERYTHING

IN SEVEN DAYS

SELL
EVERYTHING

IN SEVEN DAYS GARY MILLER JR  
Agency Owner

www.goosehead.com
gary.miller@goosehead.com

678.835.7862
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6105 Atlanta Highway, Suite C Flowery Branch, GA 30542

Beyond the 
Closing.  
A Lifetime 
of Security.
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UNITS® of Atlanta
Tel: 678-838-6556 | Email: customersolutions@unitsatlanta.com

10/31/24

Family Owned
678.250.MOLD(6653)
MOLD TESTING & REMEDIATION

WATER DAMAGE REMOVAL
HOME INSPECTIONS

CLEANOUT SERVICES
ENCAPSULATION

World Class Home Inspections 
& Mold Remediation

www.worldclassps.com

Offer Your Clients
Peace of Mind 

Weslee
Knapp

Photo by Allie Santoscover rewind october 2023
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cover story
Photos by HomeStar Media

BARTLETT

Addie Bartlett’s journey to becoming a top real estate agent took 
an unconventional route. Her diverse background, ranging from 
commercial real estate to tech industry giants and now residential sales, 
showcases her adaptability, perseverance, and quest for balance.

Addie
f r o m  f o r t u n e  5 0 0 s  t o 
r e s i d e n t i a l  r e a l i z a t i o n s

Bartlett, born and raised in St. Louis, 
Missouri, was seemingly destined 
for the real estate world. Her father 
founded a commercial real estate 
brokerage the year she was born, and 
her early memories are laced with 
images of shopping centers and real 
estate signs dotted across her home-
town. “I also used to wait for a weekly 
publication to arrive in the mail on 
Saturdays just to see what houses were 
for sale,” she recalls. “Residential real 
estate was always in the back of my 
mind, but it took me awhile to real-
ize it was where I truly belonged.”

After earning a B.S. in Human and 
Organizational Development from 
Vanderbilt University in 2006, Bartlett 
embarked on a career in commer-
cial real estate with CBRE. When 
the 2008 recession hit, she decided 
to use that time wisely and con-
tinue her education by attending the 
MBA program at Emory University’s 
Goizueta Business school. Post graduate 

school, she returned to commercial 
real estate for a short time, but her 
new degree allowed her to embark 
on an unpredicted pivot into tech.

She worked at Google, then a partner 
company and Atlanta-based startup, 
Cloud Sherpas, where she led a team 
selling SAAS software and services. 
The acquisition of Cloud Sherpas by 
Accenture marked a turning point, 
reigniting her passion for real estate. 
She returned to CBRE, though in a 
different role, as a Workplace Strategy 
Consultant. “I spent two years as a 
Workplace Strategy Consultant at 
CBRE, and I loved that job. However, 
my husband and I were both traveling 
for work and when we had our first 
baby I needed to explore a role without 
travel. That’s when I heard Compass 
was in high growth mode and expand-
ing throughout the country.” With 
experience at a fast-growing start-up 
and a lifelong interest in residential 
real estate, Bartlett was intrigued.
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Intrigued might be an under-
statement. Bartlett became 
the first Strategic Growth 
Manager at Compass Atlanta, 
where she played a pivotal 
role in opening three offices 
and recruiting 400 agents in 
just a short time. But it wasn’t 
long before she felt the pull to 
transition to the agent side. 
“Sometimes I wonder why I 
didn’t get into it sooner, but 
I firmly believe that we are 
the sum of our experiences,” 
she muses. “My experience 
in other areas made me the 
person I am today.”

In 2019, Bartlett took the 
leap into residential real 
estate sales. She joined the 
BrownDaniel team, led by 
Nicholas Brown, where she 
soaked up knowledge and 
camaraderie. After 2.5 years, 
Bartlett decided it was time 
to build her brand, becoming 
an independent agent. Her 
fourth year in the business saw her closing $30 million in 
sales, a remarkable achievement by any measure. But as she 
puts it, “I realized selling that volume as an individual wasn’t 
sustainable. I needed more balance in my life.”

This realization led Bartlett to form a small team at the begin-
ning of 2024. What began as a need for administrative support 
quickly grew into a tightly knit team of three. “I’ve led teams 
in previous jobs, and I didn’t realize how much I missed help-
ing others grow in their careers,” she shares. Collaboration 
has become a cornerstone of Bartlett’s business ethos. “The 
magic really happens when groups of great agents, who are 
running different but successful businesses, get together and 
share,” she says. Bartlett’s dedication to collaboration extends 
beyond her immediate team, as she’s actively involved in local 
and national real estate groups where agents swap strategies, 
successes, and lessons learned.

Despite her meteoric rise, Bartlett has learned the hard way 
that success isn’t just about numbers. “Last year, I sold a 
lot of real estate, but at the expense of time with my fam-
ily, a social life, and even my own health,” she admits. This 
year, Bartlett is making changes, focusing on balance. “My 
numbers won’t be as strong as last year, but I’ve realized I 
have many years to sell real estate. There’s more to life than 

work, and it’s important to 
have balance.”

Bartlett’s story is one of 
continuous evolution, both 
personally and profession-
ally. Her father, who she 
describes as exuding “won-
derful qualities as a leader, 
including humility,” has been 
a significant influence in her 
life. Bartlett credits him with 
instilling in her an entrepre-
neurial spirit and a drive to 
achieve her goals.

Looking ahead, Bartlett sees 
herself selling real estate for 
a long time, with a focus on 
building a successful business 
that allows her to provide top-
notch service to her clients 
while enjoying time with her 
family and friends. Her defi-
nition of success is as mul-
tidimensional as her career. 
“To be totally honest, success 
is selling a lot of real estate,” 

she says with a laugh. “But when I dig deeper, there’s more. 
Finding the right mix and balance is success to me.”

When she’s not busy closing deals or mentoring her team, 
Bartlett enjoys playing tennis, a sport that played a role in 
how she met her husband, Jonathan. “We hope that one 
day our kids will play too!” she says. The Bartlett family, 
including daughter, Alice (7), and son, Jon (4), loves spend-
ing time together, whether it’s at the pool, out for ice cream, 
or vacationing in Delray Beach, Florida.

As Bartlett continues to navigate the ever-changing land-
scape of real estate, her advice to up-and-coming agents 
is simple yet profound: “Hard work yields results in this 
business, though it’s important to constantly evaluate your 
goals and your business. We are business owners and can 
and should make changes when needed.” With a career vol-
ume approaching $70 million, multiple accolades, and a clear 
vision for the future, it’s safe to say Bartlett is doing just that.

In the end, Bartlett wants to be remembered for more than 
just her business acumen. “Being a great mom, wife, and 
friend. And, whether it is my team, agents I collaborate with 
or my clients, helping other people achieve their goals too,” 
she says, encapsulating the heart of her journey.

B U T  W H E N  I 
D I G  D E E P E R , 

T H E R E ’ S  M O R E . 
F I N D I N G  T H E 

R I G H T  M I X  A N D 

B A L A N C E  I S 

S U C C E S S  T O  M E .
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By Elizabeth McCabe
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agent on fire

Imagine being diagnosed with stage 4 blood cancer while in the Virgin 
Islands. For Eileen Hill, she navigated this medical diagnosis with grit and 
grace. It was a scary time. “At diagnosis, I felt like I was dying and I was the 
mom of a four and five-year-old.” She got treatment in New York while her kids 
were still in the Virgin Islands. Her ex-husband was unemployed at the time 
and they were in the process of changing insurance plans.

H I L L
EILEEN

An Overcomer, Crushing Cancer & Rising in Real Estate

“I needed treatment,” says Eileen. “Stage 
4 blood cancer is very treatable but very 
aggressive.” A woman of faith, she turned to 
God in this moment of adversity.

“I just had to lean on the Lord and just trust 
that everything would work somehow. It just 
puts you on your knees,” reflects Eileen. She 
crushed cancer, refusing to let it conquer 
her. Her determination and drive were what 
she needed. Little did she know that those 
qualities would serve her well in real estate.

A New Chapter 

After cancer treatment, Eileen moved to 
Atlanta. She shares, “I was looking for work 
that I could do with two small children 
post-cancer. I asked Amy Young, the agent 
that helped us buy our home, if she knew 
anyone hiring, and she said she was looking 
for an assistant.” It was Eileen’s first chance 
to try out real estate.

Although Eileen didn’t work very long for 
Amy, she recognized the potential in Eileen 
to soar in real estate. Eileen jokes that she 
was probably a “lousy assistant,” but she was 
made for more than paperwork.

“Amy encouraged me to get my license. What 
at first felt like a failure turned out to be the 
greatest gift of all!” In 2017, she earned her 
license and became a solo agent at Keller 
Williams Realty Atlanta Partners.

Opportunity Knocks 

“I started door-knocking at the beginning,” 
says Eileen. She was inspired by a class 
called BOLD at Keller Williams. “They 
encourage you to do things out of your com-
fort zone.” With her newfound courage and 
confidence, Eileen started door-knocking.

Her first door-knocking experience resulted 
in her first clients, and from there, she 
continued to build her business, one door at 
a time. “I truly had a buyer who wanted to 
be in a specific neighborhood, so I knocked 
on doors. That’s how it started for me,” she 
explains. Eileen believes in the power of 
connecting with her community, even in a 
world where people often remain isolated 
behind closed doors.

No Choice But to Succeed 

Real estate has not been without its chal-
lenges. In 2021, Eileen faced yet another 
life-altering event: divorce. But just as she 
had done with cancer, Eileen faced this new 
challenge with courage and determination. 
“I had no option but to succeed,” she says. 
Eileen continued to knock on doors, net-
work, and grow her business, refusing to let 
anything hold her back.

Her hard work paid off. Eileen has consis-
tently ranked among the top 50 individual 
agents at Keller Williams Realty Atlanta 
Partners, achieving impressive career 
milestones, including being the #2 individ-
ual agent at KW Buford in 2023. Her career 
volume now stands at over an impressive 
$61 million, with a total volume of $13.6 
million last year alone.
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Community and Connection 

Eileen’s success in real estate is rooted 
in her commitment to building com-
munity and connection. She recently 
formed a “tribe” with three other 
female agents who are also busy moms. 
“We strategize, bounce ideas off each 
other, and cheer each other on after 
a stressful day of real estate,” Eileen 
shares. This support system has been 
invaluable, helping her navigate the ups 
and downs of the industry.

She is also passionate about giving 
back. Eileen donates a portion of 
every transaction to Kares 4 Kids, 
an organization that supports local 
children in crisis. Locally, she supports 
various community initiatives, includ-
ing the Lansmoore Laser swim team, 
North Gwinnett softball and cheer, and 
Broadway in the Park. “In all things, 

I want to show up for my community 
before selling a house,” Eileen says.

Looking Ahead 

As she looks to the future, Eileen’s 
goals remain focused on her family. 
“Real estate helps fund the best life 
possible for my kids,” she says. Eileen 
treasures the moments she spends with 
her 17-year-old daughter, Gwen, and 
her 15-year-old son, Miles. Whether 
they’re cheering at a softball game, 
enjoying a family dinner, or attending 
church together, these “all together” 
moments bring her immense joy.

In her downtime, Eileen loves escaping to 
the mountains with her boyfriend, Wade 
Lester, who is also a REALTOR® and her 
biggest cheerleader. They enjoy hiking 
and spending time outdoors, and she 
looks forward to their future together.

Final Thoughts 

Eileen’s story is one of persever-
ance, faith, and a relentless com-
mitment to her community. Her 
advice to up-and-coming agents? 
“Create a database of everyone 
you know, communicate to them 
consistently, and love on them 
forever. Know your neighbors and 
make sure they know you’re an 
agent. Take care of them, and they 
will remember you.”

Eileen is passionate about cre-
ating community wherever she 
goes, and her career illustrates 
the importance of connecting with 
others, even if it means getting 
outside of your comfort zone. As 
she continues to build relation-
ships, Eileen is not just surviv-
ing—she is thriving.

In all things, I want to show up for my 
community before selling a house.
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All in On
Purchase Business

While other lenders are chasing
refinances, we have been

perfecting our purchase process.

Help Make a
Difference
in Our ATL Communities!

We are actively collecting food donations for the Atlanta Children's Shelter.
Please feel free to stop by and drop off your donations at our office:

550 Maltbie St, Lawrenceville, GA 30046

Join Us In
Doing MORE!

Picture This:
A child goes through the cafeteria line with their classmates, and picks out their warm, 
healthy meal choice. As the child arrives at the register, they come to find out that their 
balance is too low for the lunch. The warm, delicious, (and in some cases, the child's 
ONLY meal of the day), is thrown into the garbage. The child is handed a cold sandwich 
and a water. The child only eats a few nibbles of the sandwich because they are saving it 
to bring home to share with their sibling for “dinner".

Our Mission:
Some children only receive one meal a day,
and that is at school. We settle outstanding lunch debt
for a child at their school so that they have the opportunity eat a hearty meal.

Perimeter Cares is a 501C3 Organization
If you are a ATL agent and would like more information on how you can help, please call 

President & CEO of Perimeter Roofing, Todd Price on his cell: (678) 832-8697,
email PerimeterCares@gmail.com, or visit online perimetercares.org.

#SchoolLunchChallenge#SchoolLunchChallenge
Donate
Today!



DELIVERING EXCELLENCE FOR YOUR CLIENTS

Inspect. Correct.

Protect.
Mold Remediation
Water Restoration Services

Sewage Cleanup

Reconstruction Services

Fire Damage Restoration

770.400.0221 • 3Lions911.com • 760 Old Roswell Rd. 107, Roswell
Licensed & Insured

24/7 Emergency Services

Get Your FREE
Consultation!


