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\r‘?“\r, ~ FORMERLY GRS TITLE SERVICES, LLC

ONE OF THE LARGEST INDEPENDENT
FULL-SERVICE TITLE AGENCIES IN THE COUNTRY

Commercial & Residential Title Insurance ¢ Real Property & Cooperative Lien Searches
Settlement Services * Escrow Services * Recording Services ¢ 1031 Exchange Services

Michelle Rogers Elizabeth G. Steele, Esq. Lisa B. Isbell

Executive Vice President VP - Business Development Commercial /Residential Underwriter
Co-Head DC Metro Division (804) 486-9465 Escrow Officer
(804) 486-9469 Isteele@kvnational.com (804) 486-2774
mrogers@kvnational.com lisbell@kvnational.com

901 East Byrd Street, Suite 1510 ¢ Richmond
ITTLE

Kensington Vanguard National Land Services | kvnational.com

STRESS.

Clutter causes |

The Junkluggers
will take away both!

¥/
“nk Removal The Green W
Clear your space and your mind with eco-friendly junk removal.

Big or small, we'll lug it all!

¥) Exceptional service and on-time arrival

(¥) Residential and commercial service

of Centrai va

) Same-day and next-day appointments

() Receipts for any items we can donate

k) DONATE

Through a shared mission of keeping reusable items out
of landfills, Remix Market RVA allows us to rehome items
that cannot be donated or recycled. Ask us about it today!

54’ RECYCLE

- Andy Taylor, Owner

@n gs 804-585-2210 » andy.taylor@junkluggers.com
rket JunkluggersofCentralVA.com

Stephanie Gordon, Remix Market RVA Manager

804-299-3814

Tues - Fri: 10AM - 6PM
Saturday: 9AM - 3PM

625 N. Washington Hwy,
Ashland, VA 23005
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Schedule a home inspection with the experienced and reliable
team so your client knows they‘ve found a great property!

35

Top 100
Standings

NOW OFFERING on ALL Inspections
a 90-Day Warranty + 5-Year Roof Warranty

- Full Inspection —
Richmond Real Producers et H Richmond Real Producers * R d d on T € St In g
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- Lead Testing % Brad Gamlin | Owner
- Instant Reporting ]
- Inspection Completed 804.404.2668
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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!

CLOSING ATTORNEY
Dankos, Gordon

& Tucker, P.C.

(804) 377-7421
DankosGordon.com

Tluchak, Redwood &
Culbertson, PLLC
(804) 257-7255
Sean@tluchaklaw.com

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

ELECTRICIAN/ELECTRICAL
CONTRACTOR

SS Electrical

(804) 836-7914
SSelectricalRVA.com

GRANITE & MARBLE
Classic Granite and Marble
(804) 378-1100
ClassicGranite.com

PREFERRED PARTNERS

HOME INSPECTION
Advanced Home Inspection
(804) 349-3220
AdvancedHomelnspect.com

Capitol Home Inspections
(804) 615-7730
RichmondIinspector.com

Worsham Home Inspections
(804) 350-2164
Worshamlnspections.com
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HOME WARRANTY
Achosa Home Warranty
(757) 634-8998
Tina-Maddie@
AchosaHW.com

HVAC

Blazer Heating, Air,
& Plumbing

(804) 277-2458
BlazerService.com

INSURANCE AGENCY
Torcia Agency —
Goosehead Insurance
Kevin Torcia

(757) 785-0448
Goosehead.com/
kevintorcia

INTERIOR DESIGNER
AKDesigns, LLC

(804) 241-0383
AK-Interior-Designs.com

JUNK REMOVAL

The Junkluggers, LLC
(804) 585-2210
Junkluggersof
CentralVA.com

MORTGAGE
Fancher Mortgage
Larry Nutt

(260) 571-0862
LarryNutt.com

First Heritage Mortgage
Joe Dunn

(804) 446-5642
FHMtg.com/officers/
Joe-Dunn/

Princeton Mortgage
Brandon Park

(678) 365-0287
BrandonParkMortgage.com

PAINTING

First Chapin Painting

(804) 381-3116
marvinyana27@hotmail.com

PHOTOGRAPHY &
VIDEOGRAPHY
River City Media
(804) 389-9884
RiverCity.Media

REAL ESTATE
PHOTOGRAPHY /
VIDEOGRAPHY
Lighthouse Visuals

(504) 451-0002
LightHouseVisuals.com/tag/
Richmond

RENOVATIONS
Renovation Sells
Ryan Dey

(804) 601-0039
RenovationSells.com/
Richmond

REPURPOSED FURNITURE
& FINE HOME DECOR

The Junkluggers, LLC
(804) 585-2210
Junkluggersof
CentralVA.com

STAGING

Designed 2 Sell

(804) 640-4828
DesignedToSellRVA.com

Dila Design
(804) 840-1563
DilaDesign.com

TERMITE & PEST
CONTROL
Hickman’s Termite
and Pest Control
(804) 282-8957
HickmansTermite.com

PestNow of
Central Virginia
(804) 589-1009
PestNow.com

TITLE COMPANY

Atlantic Coast Settlement
Lori Kistner

(804) 541-6677
ACSettlement.com

Kensington Vanguard
National Land Services
(804) 543-4266
MRogers@grs-title.com

TRAINING & BUSINESS
DEVELOPMENT

The Freedom Companies
(804) 937-0773
TheFreedom
Companies.com

VIDEO SERVICES
HD Bros

(540) 840-1388
HDBros.com

WINDOW CLEANING
See Through
Window Cleaning
(804) 464-7270
SeeThroughWindow
Cleaning.net

0AN PROGRAMS

-NOW-AVAIL

New programs designed to bring more
opportunities to your clients.

e Up to 100% Financing FHA program with
up to a 3.5% or 5% down payment fully
amortizing 2nd mortgage’

e ITIN loan program designed for qualified
borrowers with an Individual Taxpayer
Identification Number

9 260.571.0862
www.larrynutt.com

() Inutt@fanchermtg.com

LARRY NUTT

BRANCH MANAGER, NMLS# 1228056
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MEET THE

RICHMOND

REAL PRODUCERS TEAM

Keep Your Listings PEST-FREE!
INn The Home or Yard!
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Kristin Brindley Stephanie Brown Wendy Ross
Publisher Associate Publisher Operations Manager

[=]3%a [m]
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Scan the QR code to view the Q"' " “

WDI Inspection
& Report
PLUS
1 Year Warranty

On All Inspections
REAL PRODUCERS.

p
PeSII'Now ONLY $39

ANTS ¢ BEES ¢ CENTIPEDES « MICE < CRICKETS
WANT TO BE FEATURED AS A MILLIPEDES + SPIDERS * FLEAS

RISI NG s I A'R’ RATS » BED BUGS * ROACHES * STINK BUGS « TERMITES
¢ Call to schedule today!

OR KNOW SOMEONE WE SHOULD FEATURE?

‘k 5 years or less in the business

rest of the Kristin Brindley Team _—

Lexy Broussard Philip Andrews
Client Relations Photographer

DC METRO

For more information, to nominate or
to request to be featured, please email
info@richmondrealproducers.com or
visit www.richmondrealproducers.com!

804.589.1009

I Active on social media info@pestnow.com ¢ PestiNowCVA.com
Estimates for Commercial Properties: commercial@pestnow.com

* At least $3 million in sales in one calendar year
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hUBLISHER’S NOTE

Hello September, the Season of Change!

As we transition from the lazy, hazy
days of summer into the crisp, invigo-
rating days of autumn, there’s a sense
of renewal in the air. September is a
time of new beginnings, fresh starts,
and the perfect opportunity to set

new goals and embrace change.

September is also a time for reflection
as we look back on the memories made
over the summer and the growth we’ve
experienced. It’s a chance to appreci-
ate the journey so far and to plan for
the exciting months ahead. Let’s take
this moment to reassess our goals,
reignite our passions, and prepare
for the opportunities that lie ahead.

Mark your calendars for our
next big event, Fall Fest, on
NEW date October 1st! Stay
tuned for more details; it’s
going to be an amazing way
to kick off the fall season.

A huge shoutout to our newest
preferred partner, AKDesigns,
First Chapin Painting, See
Through Window Cleaning,
and Torcia Agency of
Goosehead Insurance!

We’re thrilled to have
them join our com-
munity and can’t

wait to embark

on exciting new

adventures together.

As we step into September, let’s
keep this quote in mind: “Autumn
shows us how beautiful it is to
let things go.” Here’s to embrac-
ing change and making the most

of this transformative season.

Cheers to a September filled with
new beginnings, fresh perspec-

tives, and endless possibilities!

Kristin Brindley
Owner/Publisher
Richmond Real Producers
313-971-8312
Kristin@
kristinbrindley.com
www.richmond

realproducers.com

“1 have personally

Delivering superior,
market-ready results for
the quality-conscious
entrepreneur.

- L

COMMERCIAL—

Philip Andrews
© philip@rivercity.media
&) 804-977-1126
(5)) RiverCity.Media

Scan to book!
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worked with Tina in the
Home Warranty Industry
for over B years. She is
hands down the BEST in
the business. | have
reached out to her at all
times, day and night, and
she has never been too
busy to help me or my
clients. She is responsive,
articulate, and attentive
to the needs of the
clients she is working
with! As an added bonus,
she is a personable and a
kind person who
genuinely cares about
helping pecple.”

Alicia Chappell
President & Principal Broker
The Hogan Group

Tina Carneal 4
Senior Sales Executive fﬁsﬁ
22" & 23" Diomand Elile Producer %
] o » >
C: 757:291.4398 IOAA “
- * ’# & ¢*Gq_ *

Senior Sales Executive

C: 757-634-8998

‘:‘f{g;‘* Maddie Podish
% as X

E: tine-moeddie@ochosahw . com

October 1st, 2024

Vegetable Farm

[1d REAL PRODUCERS.

presents

ALL FEST

For information on all Richmond Real Producers
Location: Hanover events, email info@richmondrealproducers.com.

B i —_

o = —

KICK-OFF

804-277-2458 | blazerservice.com
HEATING - AC - PLUMBING - AIR QUALITY - WATER HEATERS

Bringing Comfort Home Since 1989

> =
“iLicenhsed & Insured Techiéné .

: ‘Emergency Services Available 24/7

NATE Certified HVAC Company

*Mention this ad. One-time use,

SEREE;

Heating System
Tune-up or Water
Heater Flush for
you or a client!

Richmond Real Producers - 11



You can’t drive down the street these days
without seeing a sign stapled to a post
offering to buy ugly houses. The ads also
bombard you on the radio and television.
However, many agents are hesitant to
jump into the Wild Wild West of real
estate investment clientele. Believe
it or not — real estate investors, both
flippers and long-term investors,
need good agents too! And there
is money to be made if you are
willing to arm yourself with the
knowledge and resiliency
needed to navigate
these transactions.

Without a doubt, your
single biggest asset
is going to be a
...... seasoned settle-
_____ . / ment agent with
. experience
in investor
transactions.
There are
several reasons
for this. First,
there are numerous pitfalls that real estate investors
often succumb to. Mainly, the investor won’t take
the necessary effort to determine if the Seller(s)
on the contract are the actual record owner.
A savvy settlement agent will pick up on
5 this and make sure that the deal can
>> |ega| hOtl Ine move forward. Secondly, investors are
By Sean E. Tluchak usually targeting “distressed prop-

EPRESENTING
REAL ESTATE
INVESTORS

SADDLE UP!

erty” or “desperate owners”. This
usually means title issues that must
be negotiated. Settlement agents

with experience in these trans-

actions often have the necessary
contacts to reduce the amount of

delay caused by unexpected issues.

If you are representing an inves-
tor in a re-sale of property they
bought off-market, there are
several things you can do to protect
yourself and the investor. Often, the
original sellers were heirs and didn’t
have any personal knowledge of the prop-
erty. Therefore, prior to listing, it is wise to
make sure that the property is being serviced

by County sewer and water despite any affirmations

12 - September 2024

from the original seller/investor. You
want to make sure your listing has
accurate information. You should also
confirm that there is no HOA. Check
prior listings on the block and consider
talking to the neighbors. If there is a
private road of any sort, it’s important
to make sure that your client has the
necessary access. Recommending a
survey prior to listing is great advice.
It is much better to know before listing
than to find out a week before clos-

ing and you can look like a hero.

Another important asset is a knowl-
edgeable contractor. There will be
times when the purchaser demands
certain repairs or has permit ques-
tions. It’s important to not only rely
on the information provided by the
investor but also have an objective
source of information. This will help
you properly guide your investor in

a potentially adverse situation.

The best thing about the investment

market is that it is often recession-proof.

‘When the standard residential market
cools, this presents business opportuni-
ties for those who are looking to have a
long view in the market. These investors
can be a solid source of income during
those times. In order to market yourself
to them, you need to prove that you have
a solid understanding of what they do
and let them know you have an expe-
rienced team of professionals that can
help them get their deals closed. Once
you are riding herd with a good investor
you might find they don’t just “make
your day” but possibly a whole year!

ALK \ S
\ DESIGNS, LLC

Make your space your favorite place

We integrate function and form with fabrics, upholstery,
lighting, color, wallpaper, flooring, tile & more!

MMH&WMM&%, & abkeller’s@gmail.com

804-241-0383 AK-Interior-Designs.com

TEAM TORCIA

Meet Mr. Kevin Torcia,
owner of The Torcia Agency

8 Licensed Insurance Professionals
Going Above and Beyond for
You and Your Clients.

"l recently purchased a new home
and had the pleasure of working
with The Torcia Agency with
Goosehead Insurance. From start
to finish, my experience was
outstanding.”

—New homebuyer

"Communication was excellent.
They were always accessible and
responsive, whether by phone
or email. Any concerns or
inquiries | had were addressed
promptly and professionally.”
—Satisfied REALTOR®

"They went above and beyond to
make sure | had the right insurance
coverage for my new home. | highly

recommend The Torcia Agency to

anyone looking for reliable and
knowledgeable insurance services.”
—New homebuyer

£
goosehead

"Their dedication to customer NS R ANCE
satisfaction and expertise in the The Torda Agency
field make them a standout choice.” .

—Satisfied REALTOR® 75_7'785-0448
TeamTorcia@goosehead.com

Richmond Real Producers - 13



P» coaching corner

By Drew DeMaree

LET’S FALL BACK INTO THE
rUNDAMENTALS
OF REAL ESTATE

As we all recover from this hot summer
weather many of us are starting to get
back to a normal routine. Often when
each of us reaches this point in the
year, although we had some amaz-

ing summer travel experiences with
friends and family it is sometimes a
sobering reminder that our real estate

business may need a little reset!

Historical real estate data and reflec-
tions of local markets show that most
real estate agents can say that this
year has been one of the largest roller
coaster business cycles in recent
memory. Most national real estate data
shows us that it was a slow start to
2024. Then as we reached the heat of
the summer season many real estate
agents still didn’t see the momentum
they were hoping for. Many economic
and real estate professionals are
predicting a strong finish to the real
estate selling season over the next few

months. With all this pent-up demand
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and business, it leads us to one
question. How many real estate
professionals will thrive in the last
“leg of the race” and which profes-

sionals will be left in the dust?

The margin for attracting new real
estate business to your brand has
never been more important in the
real estate industry. As I reflect
on several one-on-one real estate
coaching sessions, the topic of
conversation with every person is
the same.... “What are we doing to
knock the fundamentals out of the
park”? The tried-and-true busi-
ness fundamentals that strengthen
relationships, build trust in the
market, and remind our personal
connections that real estate is what

we do and what we thrive at!

When I talk about the fundamen-
tals, I often get the same look from

the audience. We have all heard

about the basics of business for years.

Regardless of the real estate pro-
fessionals’ experience, after a quick
audit of their business, these four
cornerstones of sales are often not at
a mastery level (yet). In the spirit of
a “business reset,” my hope for you
over the next few months is that you
spend your time on massive action
on these fundamentals to ensure

a thriving real estate business.

#1 Your database will do the heavy
lifting if you let it.

Real estate is a contact sport. It
always has been, it always will be.
The only thing consistent in real
estate is change. Prices go up and
then go down. Interest rates climb
and then fall. A foundational princi-
ple in any real estate business is that
the size of your database contact’s
matter. How many contacts do you
need to have in a database? The
answer: it depends. It depends on
your income goal, your average sales
price and your average commis-
sion amount. You know these three
numbers and the rest is just math. A
good rule of thumb for every $100K
of income you need 350 contacts.
Clarity: a contact is someone that
you know, and they know your

name and that you sell real estate.

#2 Your prospecting game must out-
run your marketing game.

Real estate is a relationship game
that will always be built through
consistent prospecting. Prospecting
and marketing are two different
approaches and often get confused
from each other. Prospecting is a
conversation between two people.
Technology has allowed this “con-
versation” to look different than the
traditional phone call. Through social
media messages, text messages, face-
to-face interactions, or video chats,
conversations must always be the
higher percentage of our time every
day. Prospecting is simply a way to
stay top of mind and keep your con-

nections with others authentic.

#3 Marketing should never
slow down, especially if your
sales have slowed down.

The cardinal rule of real estate
is that you must always keep
investing in your business.
Every dollar that comes in

as income, a portion should
always go to remarket yourself
to a larger audience. When
sales are up, we see agents
spending marketing dollars on
so many areas, and then when
the market moves, the mar-
keting dollars stop. Do not fall
into this trap! A fundamental
approach to marketing is
about the long play. What can
I spend my marketing dollars
on every month that will get
me the best ROI? If or when
the sales revenue changes,

can I keep the marketing plan
investments? I have decided to

showcase my brand.

#4 Training and accountability are the bed-

rock of any growth in sales.

business opportunities. So, what are
you waiting for? Let’s fall back into
Prospecting and marketing are the gold the foundation of real estate together!
standards in the fundamentals of real estate.

Yet, top-producing real estate profes-
sionals will be the first to tell you that
the most important investment is to
keep learning. Being vigilant on finding

new training and certifications. This

takes your skills to another level. Then,

by investing in professional accountability
through a real estate coach, you take those
skills to the mastery level. A coach is there
to build a framework of accountability so
that the marketing and prospecting plan you

have tirelessly built allows you to thrive!

As the weather starts to cool off and we head
into the beautiful fall real estate market, rec-
ognize that your business fundamentals can
always be dusted off, polished up, and sharp-
ened no matter how long you have been in the
real estate industry. As you get back into your
daily routine, remember that these last few

months of the year are paved with real estate

Your Neighborhood Electrician
is Raising the Standard for Electrical Services

Electrical
Solutions
Inc.

Residential « Commercial
Home Builders
Property Management
Generator

Contact us today!

804-836-7914
SSElectricalRVA.com

'é Voted THEBESTHY
B'ahé‘t RichmondiimesEbispateh’
rrtvrmmiie] B €O TS U N0 IROW S

Richmond Real Producers - 15



DY partner spotlight

By Zachary Cohen
Photos by Ryan Corvello




Thirty-Eight and Counting

In 1986, a gallon of gas cost
$0.89 and the Dow Jones
Industrial Average closed
at 1985. That was the year
of monumental events

like the Chernobyl explo-
sion and the failed Space
Shuttle Challenger launch.

That was also the year
that William Bond, at just
24 years old, helped open
Hickman’s Termite and
Pest Control alongside his
mother and step-father.
Thirty-five years later,
Hickman’s Termite and
Pest Control is thriving.
William has shown that
he is capable of leading
the company into the
future while relying on
the immense experience
that comes with being

in the business for three
and a half decades.

The Early Years

William’s grandfather and
step-grandfather worked
in the pest control indus-
try. They both retired in
the mid-’80s — around the
same time that William
and his step-dad launched
their pest control business.
Suffice it to say, William’s
family has a long history

in the pest control world.

“We opened this com-
pany in 1986 — Doug
Hickman, my mom, and
myself. My brother came
over a year later. My
brother and I bought my
parents out in 1999, and
my brother passed away
in 2018, so I'm carrying

on the family business.”
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Over the years, Hickman’s
Termite and Pest Control
has been able to effec-
tively grow with the
growing needs of their
clients. While they began
by focusing primarily on
termites with some pest
control, they’ve vastly
expanded their services.
Today, Hickman’s Termite
and Pest Control offers a
full range of services, from
termite and other wood-de-
stroying insects to mold
inspections and remedia-

tion to wildlife control.

A Real Estate Niche
Hickman’s Termite and
Pest Control has formed
a niche in the real estate
market due to the excep-
tional services they offer
agents, buyers, and sellers.
For example, pre-sale
inspections are provided
at no cost to the client so
that any potential issues
can be uncovered before

the house is even listed.

“When a REALTOR® gets
involved with a client,

no one wants to pay for
anything until the house is
sold. So if you get a listing,
call us and we’ll check out
the property at no cost.
There’s nothing worse
than getting to inspection
and they pull up a problem
and you’re back at square

one,” William explains.

Hickman’s Termite and Pest
Control offers a one-year
warranty for wood-destroy-
ing insects — whether or

not they remediate an issue.

m.mﬁfﬁr(bm/ /
it e

N "ﬂ.‘“

Free Inspections
New Construction
Residential
Cﬂmmercia]_

: Termite

Fungus

Moisture Control

“It’s peace of mind for the seller
and the buyer. If the buyer moves
in and something comes up later,

we can re-treat at no charge.”

Built to Last
Hickman’s Termite and Pest Control
has been able to thrive for so many

years due to their reputation in

the industry. They don’t adver-

tise much, instead deriving their

Hickman’'s
Termite & Pest
Control

282-8957

business primarily from word of
mouth. They’ve built their repu-
tation by sticking to the basics,
primarily high-quality workman-
ship and an honest approach.

“We show up on time, never late.
We give a fair price and use top-

of-the-line chemicals. Most of

my real estate inspectors, they’'ve
been in the business for at least 20
years. There are no new guys out of
college,” William explains. “We’re

a local, family-owned and operated
business. We’re here to take care of
the customer. We’re honest. We try

to keep a good reputation going.”

For more information, please visit
hickmanstermite.com.

Hickman's
Termite & Pest Control

Family Owned & Operated
Since 1986

Richmond Real Producers - 19



agent spotlight

By George Paul Thomas

His marketing experience
started with selling print
advertising to businesses
as a teenager and involved
sending targeted ads via
high-end magazines and
printed mailers based on
specific zip codes, income
levels, and household
values. It helped him learn
about different neighbor-
hoods in a way many agents
never do. It also allows

him to promote his clients’
listings and brand his
business effectively. That
was a pivotal help early in
a career where having mar-

ket knowledge is so crucial.

Shaped by Sales Expertise
Jared, a native of
Chesterfield County near
Pocahontas State Park who
later moved to Colonial
Heights, took a less con-
ventional route after high
school. Skipping college,

he delved into sales at just
16, delivering magazines
and swiftly progressing to
selling ads. His early career
spanned radio advertising,
freelance work for startups,
and a deep immersion in the
sales world, heavily influ-

enced by his father’s career.

“I grew up in sales,”
Jared recalls, reminiscing

about car rides filled with

audiobooks by Zig Zigler
and Brian Tracy, including
the impactful “Rich Dad
Poor Dad.” “Working on
full commission was all I
knew,” he adds, empha-
sizing his commitment to

earning based on merit.

By 17, Jared was deeply
involved in advertising sales,
bypassing college for prac-
tical experience. Despite his
success, he felt constrained
and sought a career with
greater potential. “I hated ad
sales, didn’t go to college, and
needed another sales gig that
could make more money,” he
admits candidly. “I couldn’t
get interviews elsewhere

due to lacking a degree.”

The pivotal moment came
at 23 when Jared pur-
chased his second home.
Impressed by his broker’s
guidance during the trans-
action, he was encouraged
to enter the real estate

industry. “I saw it as a way

to break out of my current
limitations and grow on a

larger scale,” he explains.

Today, real estate fulfills
Jared’s financial ambitions
and aligns with his desire
for a meaningful work-

life balance. “It’s allowing
me to make the money I
want, live the life I want,
and still dedicate time to
volunteer work,” he shares.
Beyond personal success,
Jared finds profound
fulfillment in mentoring
other agents. “Helping
them create life-changing
careers is more impactful
than just selling homes
myself,” he asserts. “It’s
about multiplying my
ability to help others.”

Jared is the Team Leader of
The Davis Group, Brokered
by eXp Realty, overseeing
the #1 eXp Team in Central
Virginia. With approxi-
mately 30 agents under his

guidance, the team excels in

residential and commercial
real estate transactions,
showcasing its versatility

and market expertise.

Since starting in real estate
in 2013, Jared has achieved
remarkable success. Last
year, his team closed 193
deals totaling $63.3 million
in sales. This year, they
crested $50 million in sales
halfway through the year and
are projected to exceed 250
transactions and reach $90

million in sales by year-end.

Jared’s accolades include
membership in the Remax
Hall of Fame, repeated
recognition in the Remax
Platinum Club, and eXp
Realty’s Icon award for four
consecutive years. His team
also ranked among the Top
250 teams globally with eXp
Realty and ranked #17 in the
State of VA for Mega Teams
with Realtrends, high-
lighting their dominance in

volume and transactions.
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Beyond Real Estate

Jared, married to Jackie for nearly five
years, finds in her a calming presence

that complements his fast-paced life.
They indulge in their shared passion for
travel, Formula 1 races, and exploring new
dining experiences. When not jet-setting
or sampling cuisines, they stay active
with home workouts and enjoy relaxing
by their pool. Salsa dancing adds another
layer of enjoyment to their lives, showcas-

ing their love for rhythm and movement.

Their household includes Venelope, an
eight-year-old rescue cat who brings
warmth and companionship. Beyond their
home life, Jared’s downtime is packed with
exhilarating activities. He finds joy in rac-
ing cars at Virginia International Raceway,
navigating motorcycles
through scenic routes,
and tackling the slopes
for snowboarding
adventures. Mountain
biking and hiking further
fuel his adventurous
spirit, reflecting his

zest for exploration and

outdoor challenges.

Charitable endeavors remain a cornerstone
of Jared’s life. For several years before
COVID-19, Jared assisted Napoli refugees in
integrating into the country, learning to read
their complex alphabet along the way. He
and Jackie dedicate Fridays and Saturdays
to volunteer work, engaging in Bible study
and providing public discourses across
Goochland, Cumberland, Richmond, and
Charlottesville. Their commitment to com-
munity service underscores Jared’s beliefin  ability to make a meaningful
giving back and making a meaningful impact  impact through volunteer work.
beyond his professional achievements.

Looking forward, Jared envisions
Vision for the Future expanding his real estate team to
Jared draws inspiration from Zig Zigler’s handle 500 transactions annu-

mantra: “If you help enough people get what  ally and growing his portfolio to

they want, you will get what you want.” encompass 500 apartment doors
This philosophy drives his approach to both  (currently over 140). He aims to
personal and professional life, focusing coach and support 1,000 agents
on delivering value and fostering relation- within his organization and
ships where mutual benefit thrives. For aspires for his mortgage com-
Jared, success isn’t defined by monetary pany with American Financial
achievements alone; it’s about the freedom Network to be the #1 branch

to choose how to spend his time and the in the nation. These goals are
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anchored in his desire to empower others

to achieve their dreams and continue his

legacy of impactful community service.

Before Jared concludes his narrative,

he offers advice to up-and-coming top
producers. “Prioritize building your sales
business first. While it’s tempting to ven-
ture into running teams, flipping houses,
investing, or starting other ventures like
Mortgage and Title services, sustain-
able success requires strong cash flow.
Focus on growing your sales, and you’ll
naturally expand into these areas once

your financial foundation is secure.”

804-282-8957

Hickman’s

Termite & Pest
Contro

Wildlife Control

WDI/ WDO Inspections
Termite Treatments
Fungus/Mold Treatments
Pest Control

Free Pre-Sell Inspections
Vapor Barriers

Family Owned and Operated Since 1986

Our licensed and state certified staff will help with any wood
destroying or pest control needs that you might require.

(804) 282-8957

www.hickmanstermite.com
Serving the Richmond and Surrounding Area
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By George Paul Thomas
Photos by Philip Andrews

We all grew up with comics and
movies about superheroes. We
watched as the most random events
culminated in creating the next
superhuman character. Whether
being bitten by a spider or being
from another planet, that moment
just happened, and the person took
on extraordinary talents and char-
acteristics. Similarly, somewhere
along the lines, The Yeatman Group’s
“Superwoman” emerged: Lauren
Renschler, also known simply as
“La.” While no one knows the exact
moment her transformation took
place, everyone agrees that she’s
nothing short of an actual superhero
when it comes to helping others,

both on her team and her clients.

L AU R E N SUPERWOMAN Truly Exists!
RENSCHLER

Starting the Journey

Born and raised in Midlothian,
Lauren’s interests growing up

had nothing in common with real
estate. She attended Monacan
High School locally and was active
in field hockey, which fueled her
future competitive nature. She
always knew helping people would
be her passion, but she thought it

would most likely be in healthcare.

As ateen, she volunteered for the

Forest View Rescue Squad and worked

in the ER at Chippenham Hospital.
By doing this, Lauren recognized the
profound impact she could have on
others by assisting or being there

to help during pivotal situations.

From left to right: Rafa Lugo, Amy Pryor, Lauren Renschler, and Kyle Yeatman.

Lauren graduated from James Madison
University, majoring in Health Sciences
and Biology and continuing to pursue a
medical professional future. “I had all
plans to go to medical school at the time,”
she recalls, reflecting on her early path.
However, life had other plans for Lauren,
as an incredible job offer in pharmaceu-
tical sales weighed heavily on her mind
after she had completed graduate work at
VCU/MCV. She ultimately decided that
pursuing the job would give her the best
balance between her medical dreams,

a solid income, and more time with her

new family that was taking shape.

Soon after Lauren was married, she

had her two children, Gavin and Josie,
and her life took on a massive transi-
tion to “Supermom” as Lauren decided
to spend as much time as she could with
her children by becoming a stay-at-home
mom. She would continue this phase of

her life for nine of her favorite years.

Setting Roots

Lauren had no idea what would happen
next as she started feeling the itch for a
new home. She stumbled into a model home
that would change her life trajectory for-
ever. Lauren met Caitlin and Kyle Yeatman,
who had just started The Yeatman Group

in 2014. She went through the process of

picking out a new neighborhood, a new

homesite, a new floorplan, a custom new
elevation, and all new interior selections

and was hooked almost from the jump.

“I just had that feeling again of how
this could help people and make an
impactful difference in their lives in a
time of transition and need,” she says
of her realization that this may be

her following path for her career.
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As her build process continued, Lauren

would politely but persistently ask if
TYG needed any help with flyers or
marketing or if there was anything

she could do to help and learn the
business. It was early on in the team’s
growth that no real opportunities were
available just yet, but here is where
the first evidence of Lauren’s sales-
manship reared its head as she simply

would not take no for an answer.

26 - September 2024

It became almost a weekly tradi-
tion for Lauren to explain how her
skill sets could help and improve
the team. She patiently waited for
her chance, although you could
start to tell that she wasn’t going

to take “no” for an answer.

Several months later, Lauren
was hired by TYG as a marketing

assistant to aid the team in its rapid

]
]

My life has always
been centered
around helping
others from a very

young age, and real

estate allows me to
continue that in new
and exciting ways.

growth in new construction. She could
sit in with Kyle and Caitlin on new
appointments with potential build
clients, and it all made sense as she
had just been through the process per-
sonally. Lauren learned fast. Within a
month, she was working on the model
on her own and making an immediate
impact with clients. She was able to
learn on the fly in real-time from two

experienced new home veterans, all

the while crafting her style and

version of the process, which
would later prove to be ground-
breaking. She then assisted

as a partner agent on many
listing appointments. She soon
took out her buyers and helped

them with the process as well.

Unlike many others in real

estate, Lauren learned the

right way. She had to take the long road, expe-
riencing things first-hand in the field while
being surrounded by two veterans, being able to
ask questions, and making course corrections
as she grew. She attributes her vast success

as an agent to this day to these experiences.

Lauren was able to cap off her incredible first year
in real estate by winning HBAR’s coveted “Rookie
of the Year” award for the best new construction

salesperson in their first year in the business. By

her fourth year, Lauren
had become the top new
construction salesperson
on The Yeatman Group and
was continuously improv-
ing as a resale agent. She
continued to take on larger
and larger projects, and the
team noticed how she also
became a mentor to other
new agents as the team
grew. Lauren had morphed
into a master of juggling as
many as 15 builder accounts
while continuing to excel

in resale and be one of the
leading trainers on the
team. Her next steps were
evident; she’d created such
a following within the team
that she was a no-brainer
for a management position.
She took on the new chal-
lenge with the same passion
and vigor that she had
shown in all other obstacles

thrown her way thus far.

A few years later,

Lauren was promoted

to the Director of New
Construction for the team
as it continued to grow in
people and business. Having
helped successfully navigate
The Yeatman Group from

a new two-person team to
now being the number one
team not only in Richmond
but also in the entire Long &
Foster footprint meant she
had to stay sharp and poised
to take on the following
challenges of maintaining
that top spot, which brought

all kinds of new pressures.

“My life has always been
centered around helping oth-
ers from a very young age,
and real estate allows me

to continue that in new and
exciting ways,” says Lauren

about her second career.
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Real estate isn’t just about the transactions for

Lauren; it’s about making that positive difference in
people’s lives and fostering genuine connections that

lead to long-term relationships in business and life.

“Her passion and relentless discipline set her
apart from others as she will not give up until the
job is done,” says Kyle Yeatman of TYG. Lauren
never forgets her humble beginnings in real

estate, and she is constantly paying it forward.

Like a moth to a flame, TYG’s “Superwoman”
just turned it up a notch and found yet another
gear as the team kept growing and growing.
Lauren was promoted to Director of Sales for

the team and hasn’t slowed down since.
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Beyond Business

Family isn’t just a priority for
Lauren; it’s the cornerstone of
everything in her life. Lauren
finds solace and joy in spend-
ing quality time with her loved
ones. She spends her free time
with her two children, Gavin
and Josie, her two dogs, Rosie
and Toby, and her cat, Milo. In
addition, she loves gardening
and looks forward to warmer
weather, where she can enjoy
planting tons of vegetables and

flowers around her home.

She can usually be found at the
softball field and on weekly
family dinner nights with her
parents and niece Nicole, whom
she took under her wing after
tragedy struck the family in
2020. Lauren’s brother tragi-
cally passed from suicide, and
she realized very quickly she
would once again need to be
“Superwoman” and the matri-
arch of her family. She ensures
the family takes on adven-
tures together, traveling and

spending quality time weekly.

CLASSIC

GRANITE & MARBLE

S CO5M

Superior Stone Solutions « Expert Craftsmanship * Precision Technology
Award-Winning Showroom -« Largest Selection of Natural Stone & Quartz
Products in VA

~J/97
ClassicGraniie.com/RealProducers

Future Focus

Looking to the future, Lauren
envisions a personal and pro-
fessional life filled with pur-
pose and success. “Success isn’t
found in receiving an award, in
sales volume, or the number of
deals you can make; it’s rooted in
hard work and the relationships
you can foster along the way,”

Lauren says about her journey.

With her son headed off to college
at Virginia Tech and her daughter
climbing the high school ranks,
Lauren takes solace in her role at
TYG and hopes to help her chil-
dren forge their paths with the
same resilience, determination,

and passion she embodies.

To aspiring top producers, Lauren
offers some invaluable advice: “Ask
all the questions, and don’t be afraid
to fail!” Her words ring true for
newcomers and seasoned agents
alike. Lauren is the perfect example
of how when you want something
bad enough, you will do what it takes

to make it happen—never a better
The Fenway - Clay Street Builders -
Richmond Homearama 2021

definition of a “Superwoman.”
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We thank you so much for your
presence at the Richmond Real
Producers July Magazine Party.
It was a pleasure having you
join us at the exclusive gather-
ing held at the gorgeous rooftop
pool located at the ICON
REALTY GROUP Rocketts
Landing office. Thank you

to Catina and Robert Jones
for being so gracious as to

host us in their office space!
‘We hope you had a fantastic

time celebrating with us!

special events

Photos by Philip Andrews

The event was an enormous success, and we
want to express our gratitude for your par-
ticipation as one of our featured agents and
esteemed partners. Your presence added

to our celebration, and we are immensely
thankful for your ongoing support.

‘We would also like to extend our apprecia-
tion to our Platinum Sponsor, Joe Dunn with
First Heritage Mortgage, and our Silver
Sponsor, Marlon White with C&F Mortgage,
whose contributions made this success pos-
sible. Additionally, a special thank you goes

to River City Media and HD Bros. for cap-
turing stunning photos and videos that beau-

tifully captured the essence of the party.

) JOE DUNN LENDING
D at First Heritage Mortgage HD BROS

It's a Dunn Deal!

Morteage
& oo RIVER
Corporation
( F E'x'runfmr Yon C IT Y
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MEDIA

For those who couldn’t join us at the
event, we missed having you there.
‘We understand that circumstances
can change, and we hope to have the
opportunity to celebrate with you

in the future. We appreciate your
support and encourage you to stay
connected with us for upcoming

events and exciting opportunities.

Wishing all of you contin-

ued success and prosperity.

For information on all Richmond
Real Producers’ events, email info@
richmondrealproducers.com.
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SPONSORED CONTENT MORE

TRUSTED TRADES

Recommended Trade Services for the Richmond Real Estate Market

Jal o ] LU

CLOSING GIFTS

PAINTING WINDOW CLEANING
STRATEGIC GIFTING FIRST CHAPIN PAINTING  SEE THROUGH WINDOW CLEANING
ls) 97175812 (804) 381-3116 (804) 464-7270
StrategicGifting.com SeeThroughWindowCleaning.net

Do you know a business that deserves a spot on this page?

Contact the Kristin Brindley Team at
Info@RichmondRealProducers.com

REAL FRODUCERS

SPEClAL

© HDRPHOTOS © VIDEOGRAPHY () MATTERPORT @ FLOOR PLANS & MORE

FREE DRONE PHOTOS WITH EVERY LISTING

@ www.lighthousevisuals.com © 804-373-7147 151007710

\YaY/A & RESONABLY PRICED %%af;m
\WORSHAM INSPECTIONS
BOOK NOW AT: Iﬂn,g.,

434-394-9559 || WorshamInspections.com || Scan to Book
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(O] diladesign

— | HOME STACING & INTERIOR DESICN

.l

Helping you sell homes one staging at a time.
Serving the Greater Richmond Area.

Call us for your next staging!
804.869.9416 | @diladesign_ | www.diladesign.com
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"Designed 2 Sell is simply the best home stager in Richmond!
\ They have staged hundreds of houses for my company over
the past ten years, and they are always professional and
on-trend. Their work elicits a response in buyers that leads
to faster sales and for more money. I recommend Tammy

d e Si g ne d 2 se I I and her team in the most emphatic way I know possible,

with more business!"

Tammy Wilkerson
Owner & President

HOME STAGING Frank Cava, Cava Companies

(804) 640-4828 | designed2sellrva@gmail.com
www.designed2sellrva.com | @) @designed2selirva (0) @designed2sellrva

TOP 100 STANDINGS

Individual Closed Data as reported to the MLS from Jan. 1 to July 31, 2024

Rank Name Office List List Volume Sold Sell Volume Total Total$
Units  (Selling $) Units  (Buying $) Units

Disclaimer: Information based on MLS closed data as of August 5, 2024, for residential sales from January 1, 2024, to July 31, 2024, in Greater Richmond,
Virginia, by agents licensed in our service area, which includes Hanover, New Kent, Henrico, Charles City, Chesterfield, Powhatan, Goochland, King William
Counties. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for submitting this data. Some
teams may report each agent individually.

A DIFFERENT APPROACH TO REAL ESTATE CLOSINGS

Title & Settlement Services in Central Virginia
with CUSTOMER SERVICE being the #1 priority!

"Atlantic Coast is one of the most well-put-together and
professional title companies that I've ever worked with,
and I've been in the real estate industry for over 17
years. They are always on top of things and their level
of customer service is amazing!"

- April Lane, Google Review

&! ATLANTIC COAST

SETTLEMENT SERVICES INC

(o] )] tdday to give your client's a FIVE-STAR homebuying experience!

(804) 541-6677 - ACSettlement.com * 2405 Dovercourt Drive, Midlothian, VA 23113
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TOP 100 STANDINGS

Individual Closed Data as reported to the MLS from Jan. 1 to July 31, 2024

Sell Volume Total Total$ Rank Name Office List List Volume Sold Sell Volume Total Total$

Rank Name Office List List Volume Sold
Units Units (Selling $) Units  (Buying $) Units

Units  (Selling $) Units  (Buying $)

Disclaimer: Information based on MLS closed data as of August 5, 2024, for residential sales from January 1, 2024, to July 31, 2024, in Greater Richmond,
Virginia, by agents licensed in our service area, which includes Hanover, New Kent, Henrico, Charles City, Chesterfield, Powhatan, Goochland, King William
Counties. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for submitting this data. Some
teams may report each agent individually.

We are on a mission to deliver
The Effortless Mortgage”

We back it up with The Princeton Promise:

$1,000 BACK at closing if our customer is unhappy for any reason.

D PRINCETON
MORTGAGE

BRANDON PARK

LENDING TEAM

POWERED BY PRINCETON MORTOAGE

Brandon Park Branch Manager ® NMLS# 183765

BrandonParkMortgage.com ¢ Brandon@princetonmortgage.com

NMLS#
113856
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TOP 100 STANDINGS

Individual Closed Data as reported to the MLS from Jan. 1 to July 31, 2024

Rank Name Office List List Volume Sold Sell Volume Total Total$
Units  (Selling $) Units  (Buying $) Units

Our attorneys are committed to your success!

We pride ourselves on providing
the knowledge, experience and
communication that is needed to
ensure a smooth and successful
real estate closing.

TR(_-z |i{I :_*l: ;\: |E:;.|l l‘r: i &
I:

v W Culbertson, PLIC

(804) 257-7255
tluchaklaw.com | @ @tluchaklaw

Katie Redwood, Esq. Walter Culbertson, Esq. E. Sean Tluchak, Esq. 3721 Westerre Parkway, Suite E
katie@tluchaklaw.com walter@tluchaklaw.com sean@tluchaklaw.com Henrico, VA 23233
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Rank Name Office List List Volume Sold Sell Volume Total Total$
Units  (Selling $) Units  (Buying $) Units

Disclaimer: Information based on MLS closed data as of August 5, 2024, for residential sales from January 1, 2024, to July 31, 2024, in Greater Richmond,
Virginia, by agents licensed in our service area, which includes Hanover, New Kent, Henrico, Charles City, Chesterfield, Powhatan, Goochland, King William
Counties. Numbers not reported to the MLS by the date the information is retrieved are not included. MLS is not responsible for submitting this data. Some
teams may report each agent individually.

From buying the first home, to starting
a business, to planning an estate...
We build client relationships that last a lifetime.
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Home Inspections
(804) 639-1171

that has been
inspecting
homes in RVA
for over 20 years!

Now offering sewer scope inspections AND an CAPITOLHOME INSPECTIONS
option for your clients to PAY AT CLOSING! ‘\"
. e
804-639-1171 Richmondlnspector.com A=
P VA
FAMILY OWNED & LOCALLY OPERATED BY RAY & JENN MCMURDY HOME INSPECTION TEAM
'—'

summer is over! It's time to focus
on the 4th Quarter & reach your

Scan the QR Code to talk to Drew about
Reset Training for your Team or Group

40 - September 2024

= | DJBROS

Are you ready to take your marketing to new heights? Unlock the

REAL ESTATE MARKETING potential of your brand with our creative, memorable, and high-quality
content that leaves a lasting impression. Empower your brand identity
and media strategy today! Connect with our team to discuss branding

strategies and elevate your social media presence for exponential growth.

MADE EASY

SAVE $100 ON LISTING CONTENT!
*

Set up a call using the QR
code to redeem credits.

VIDEO PRODUCTION.
REAL ESTATE MEDIA,

PRINT IS STILL ALIVE.

% Renovation
" Sells

Renovations
Simplified

Desion, Construction. IMinancing,

Celebrating two decades of print excellence,
now 800 niche magazines strong (and counting).

(=]

Chat with Kpan & Tim
|804) 601-0039
ryandey@renovationsells.com

THE
N2 COMPANY.

STROLL € grect [EIREALPRODUCERS BHOENL Be hyport
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YEARS OF
Rp ‘ % THE N2 COMPANY

aff UJ; gm«%ﬁ
Thig: Auilvorn

Offer your clients unbeatable rates
and seamless closings this September.

Our team is here to support your
success. Make this autumn a season of
growth and prosperity for your real
estate business.

Joe Dunn FIRST
— H | seriTAGE
EVP, Southern Virginia Regional Sales Manager e vl b
NMLS ID #160856 D JoE DUNLENDING
804.543.2261 | jdunn@fhmtg.com | JoeDunnlLoans.com YT

@ This is an advertisement and not a guarantee of lending. Terms and conditions apply. All approvals subject to undenwriting guidelines
Prepared 0715,/2024. First Heritage Mortgage, LLC Company NMLS ID 886548 [wwwnmilsconsumeraccessorg)



