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AGENT ON THE MOVE

S
uccess stories often 
begin in the most 
unexpected places. 

For Chattanooga real 
estate professional Blake 
Gibson, that place was a 
fast-food kitchen. From 
flipping chicken at Guthrie’s 
in Trenton, Georgia, to 
becoming a top-producing 
real estate agent, Blake’s 
journey is a testament to hard 
work, perseverance, and the 
power of mentorship. For 
anyone who has ever had 
a desire to break free from 
unfulfilling jobs and chase a 
career driven by passion and 
purpose, read on.

Finding Purpose in 
Unexpected Places
Blake’s career started in the 
fast-food industry, where 
he spent five years working 
at Guthrie’s. While it may 
not have been a traditional 
training ground for a real 
estate professional, it was 

here that Blake found his 
first mentor, Will Garrett—a 
figure who not only guided 
him in the workplace but 
also became a close family 
friend. Fun fact: he even 
officiated Blake’s wedding.
“I learned so much from 
Will, not just about hard 
work, but about life,” Blake 
recalls. “He taught me that 
how you treat people will 
always matter more than 
what you do.”

Despite enjoying the 
camaraderie and mentorship 
at Guthrie’s, Blake knew he 
wanted something more. He 
took an office job, hoping 
for a fresh start. However, 
the role turned out to be 
unfulfilling, with a toxic 
work environment and a 
boss who made every day a 
struggle. Feeling trapped in 
a career that lacked purpose, 
Blake was searching for a 
way out.

A Life-Changing 
Introduction to  
Real Estate
That’s when fate stepped 
in. While searching for a 
home on Zillow, Blake met 
Drew Carey, a real estate 
agent who would ultimately 
change the trajectory of 
his life. The two became 
fast friends, and Blake was 
fascinated by Drew’s passion 
for real estate.

“Drew’s energy was 
contagious,” Blake says. 
“He made real estate sound 
like more than just a job—it 
was a way to truly impact 
people’s lives.”

Determined to make a 
change, Blake decided 
to dive headfirst into the 
industry. He didn’t just 
want to be an agent—he 
wanted to learn from the 
best. After researching the 
top real estate teams in 

Chattanooga, he came across 
Grace Edrington’s name in 
a newspaper ranking. That 
discovery led him to the 
Edrington Team, one of the 
most high-performing real 
estate groups in the area.

Learning the Ropes with 
the Edrington Team
Blake secured an interview 
with Doug and Drew from 
the Edrington Team and 
was offered a position as 
an inside sales agent. The 
job was challenging, with 
high turnover and relentless 
phone calls, but Blake 
embraced the opportunity to 
learn. He quickly got his real 
estate license and immersed 
himself in the grind, making 
hundreds of calls a day and 
learning the art of negotiation 
and client service.

“Those early days were 
tough,” Blake admits. “There 
were times it felt like it would 
be easier to quit. But every 
time I closed an appointment 
and saw how the agents took 
care of their clients, I knew I 
was exactly where I needed 
to be.”While the work was 
demanding, Blake thrived in 
the fast-paced environment. 
Drew became a mentor, 
teaching him valuable sales 
techniques and how to 
communicate effectively. 
Blake’s ability to learn quickly 
and adapt made him a 
standout, and he eventually 
took on a role training others.

Choosing Relationships 
Over Transactions
Blake thrived with the 
Edrington Team, gaining 
valuable experience in a 
high-volume, transaction-
focused environment. While 
this model was undeniably 
successful, he envisioned 
a different way of doing 
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his career and prioritize 
what mattered most—
relationships, integrity, and 
client satisfaction. Even in 
an unpredictable market, he 
maintained his impressive 
sales record, selling 42 
homes in his first 12 months.

“The scariest part of going 
solo was the uncertainty,” 
Blake recalls. “But I knew 
that if I stayed true to my 
values, the right clients 
would find me.”

Being a solo agent presented 
its own set of challenges, 
from managing all aspects 
of the business to ensuring 
work-life balance. However, 
Blake embraced the 
journey with the same 
determination that fueled 
his earlier career moves. He 
found joy in helping families 
find their dream homes and 
took pride in delivering top-
notch service.

The Future: A Team Built 
on Purpose
Blake is currently laying the 
foundation for a real estate 
team that will reflect his 

values and vision. His goal 
isn’t just to grow a business—
it’s to build a community of 
agents who are empowered 
to succeed while maintaining 
a healthy work-life balance.

“Real estate should be about 
more than just transactions,” 
Blake says. “It should be 
about trust, service, and truly 
understanding what people 
need so that you can map out 
a gameplan for success.”

Above All,  
a Devoted Father
Above all else, Blake values 
his role as a father. His 
greatest joy comes from 
spending time with his 
wife, who is his high school 
sweetheart, and their two 
children, Brody and Kinzlee. 
Real estate is a passion, but 
family is the foundation.

“No matter how many 
homes I sell, my greatest 
success will always be at 
home,” Blake says. “Being 
there for my kids, coaching 
their teams, and making 
memories—that’s what 
really matters.”

As a father, he understands 
how important it is to create 
a home, not just buy one, 
and that’s why he takes such 
pride in helping families find 
a place where they can build 
their own memories.

Giving Back: Inspiring the 
Next Generation
Beyond real estate and 
family, Blake has a deep 
passion for helping young 
adults reach their full 
potential. He serves on the 
board of Inspire Weekend, 
a nonprofit organization 
dedicated to empowering 
young men and women 
through mentorship, 

business—one centered on 
deeper, more meaningful 
client relationships.
“With every home that sold, 
I realized I didn’t just want 
to help people buy houses—I 
wanted to help them build a 
future,” Blake says.

With this vision in mind, 
Blake became one of the 
founding agents at Choice 
Homes, helping to shape 
a team that prioritized 
connection over sheer 
volume. This shift in focus 
led to remarkable success. 
More importantly, he found 
fulfillment in the lasting 

relationships he built along 
the way.

Still, he knew he wanted to 
take things even further. The 
drive to build his own brand 
and create a business rooted 
in strong values led him 
to take the next big step—
becoming a solo agent.

Going Solo and Building  
a Legacy
In 2020, Blake made the 
bold decision to go solo, 
launching Gibson Homes 
under the eXp Realty 
umbrella. This move allowed 
him to take full control of 

leadership development, and 
personal growth.

“I’ve been lucky to have 
incredible mentors in my 
life,” Blake reflects. “Now, it’s 
my turn to do the same for 
the next generation.”

Through Inspire Weekend, 
he helps young adults 
develop confidence, 
leadership skills, and the 
mindset needed to chase 
their dreams. Whether 
it’s through real estate, 
business, or personal 
growth, Blake believes 
that everyone deserves a 
shot at becoming the best 
version of themselves.

A Legacy That’s Bigger 
Than Business
While real estate is Blake’s 
career, his true purpose 
lies in the relationships 

he builds, the family he 
treasures, and the impact he 
makes in the lives of others. 
Whether he’s helping a client 
find their perfect home, 
mentoring young adults 
through Inspire Weekend, 
or making memories with 
his family, he believes in 
showing up fully and giving 
his all.“I believe real estate 
is more than a career—it’s 
a calling. My faith reminds 
me daily that the work 
I do is about more than 
transactions; it’s about 
serving others in a way that 
honors a bigger purpose.”

Through every deal, 
every challenge, and 
every opportunity, Blake’s 
philosophy remains the 
same: serve people well, stay 
committed, and always keep 
family first. That’s what he 
calls “living the good life”.
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• Real Estate Management
• Joint Venture Management
• Joint Venture Formation
• Small Business Investment and Support

SECURING YOUR REAL ESTATE 
INVESTMENTS, ONE TITLE
AT A TIME. 
Two Convenient Locations: 

Downtown
1830 Washington St,
Chattanooga, TN 37408
423-417-1344
ordersdt@bridgecitytitle.com

East Brainerd
7158 Lee Highway
Chattanooga, TN 37421
423-417-1338
orderseb@bridgecitytitle.com 

www.bridgecitytitle.com

Call 423.899.6161 for
all of your insurance needs!

Donna Johnson
JOHNSON GRISHAM AGENCY

6150 Shallowford Rd, Suite 103
Chattanooga, TN 37421

allstate.com/donnajohnson

donnajohnson@allstate.com

Protect Your
Investment!

Let's work together
to get the protection
you deserve with a

Homeowner's policy
from Allstate

& AD DESIGNIN MAGAZINE

But don’t just take our 
word for it. Take theirs.

n2co.com
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Nominate your 
favorite agent:

We are always accepting nominations 
for feature stories! If you know a 
colleague who is absolutely on fire and 
deserving of celebration, we would 
love to feature them in an upcoming 
edition of Chattanooga Real Producers 
magazine! Categories may include Top 
Producer, Rising Star, Team Leader, 
Broker, Making a Difference, REALTOR® 
on Fire, etc. To nominate 
a fellow REALTOR®, 
simply scan this QR 
code and follow the 
prompts. We look 
forward to receiving 
your nominations!

Who would you like 
to see featured?

NOMINATIONS AND RECOMMENDATIONS!

Recommend your 
favorite vendor:

What makes our preferred partners 
different than any other “vendors list” 
is that we only partner with businesses 
that have been vetted and recommended 
by top agents. In other words, our 
preferred partners are trusted businesses 
that can be considered the best in their 
particular industry. Don’t see your 
favorite on our list? We would love 
your recommendations! Scan this QR 
code and recommend 
your favorite affiliate 
business and be sure 
to state what you love 
about them! We look 
forward to receiving 
your recommendations!
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A

COVER STORY

After spending several years working 
part-time with Unum, Natalie declined 
a full-time role because it would conflict 
with her children’s school schedules, 
and it wasn’t something she was going 
to compromise. She wasn’t sure what 
her next occupation was going to be. 
However, some months before she had 
a conversation with her stepfather, a 
former local real estate broker, about 
a career in real estate. When it came 
time for a shift in careers, Natalie 
decided late one night to sign up for 
real estate classes the next day, starting 
on February 3rd of 2014. By March 5th, 
she was licensed and ready to go. She 
had modest goals for herself, simply 
wanting to make $50k after taxes each 
year. Her stepfather and future broker 
was confident in her ability to achieve 
and surpass that fairly quickly. So, she 
hit the ground running, ready to take on 
whatever challenges she would face.

While she was well-versed in the sales 
side of real estate, the education her 
brokerage and sphere provided were 
keys to making a successful shift. Like 
nearly every other new REALTOR®, 
Natalie had a learning curve when she 
started in 2014. However, thanks to 
her fantastic broker, agent community, 
and education at Keller Williams she 
was quickly up to speed and making 
progress. She credits the training at 
her brokerage with a lot of her success 
while her determination and work ethic 
did the rest. While KW helped place the 
foundation, Natalie’s continued success 
lies heavily in her desire to improve and 
stay informed. 

Much of Natalie’s success is driven by 
knowledge and remaining informed. 
She has been involved in staying on 
top of local government decisions that 
can affect the real estate market, as 
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well as advocating for property rights 
in Chattanooga. However, her success 
doesn’t just include the upcoming 
projects in the local community. She 
likes to research the market and stay 
on top of what areas are primed for 
investing, buying, or selling. It helps her 
remain confident and ensure her clients 
receive accurate data to make decisions. 
“I can’t sell something I don’t believe in,” 
she remarks. By having as many facts 
about the properties she shows and the 
areas they’re in, she can ensure it’s a 
worthwhile investment for her clients. 
She uses the information she collects to 
empower her to make decisive, creative 
solutions to overcome the challenges 
that come with the REALTOR® role. 

Above all else, this allows her to be the 
most powerful advocate for her clients. 
First and foremost, Natalie believes in 
the importance of her role as a trusted 
advisor in the buying and selling of 
real estate. She takes this role seriously, 
fully committed to providing the best 
experience to her clients. “I love being 
an advocate for people who don’t 
know how to navigate these waters,” 
she claims enthusiastically. She 
thoroughly enjoys the challenges 
that come with each individual 
client, traversing each transaction 
with grace and expertise. 

Goals are Natalie’s true driving 
force for success in real estate. She 
constantly sets goals in her personal 
and professional life, giving her 
motivation and direction for her energy. 
In real estate, she often takes on the goals 
of her clients. “If my client has a goal, it 
becomes mine,” she states. She thrives 
off of the desire to achieve whatever goal 
is in front of her. It’s a big part of her 
success in real estate. 

Real estate is Natalie’s current passion, 
but she is interested in many other 
things. If she wasn’t a REALTOR®, she 
could see herself being an attorney, 
a physician, an architect, or her 
childhood dream of being a marine 
biologist. She loves to learn and explore 
her interests when she has free time, 
although real estate keeps her very 
busy. She also loves to exercise and will 
take almost any chance to do something 

active and get work done at the same 
time. She recently took a meeting while 
walking with weighted packs and had 
a blast! She got much more invested in 
her physical fitness several years ago 
and has loved the journey just as much 
as the results. 

Behind her success, she has an amazing 
family who supports and motivates her. 
David, her husband, works with her in 
real estate tackling much of the data 
and doing market research to help her 
stay informed. They complement each 
other well and the results prove it. She 
also has two boys, Noah and Miles, both 
in college and pursuing their respective 
interests with great success. Her faith 
is also a big part of her life and keeps 
her grounded in gratitude and humility 
during the ups and downs of her life.

As she passed her 11th year in real estate, 
Natalie has so much to be thankful for. 
Surrounded by a wonderful family, 
grateful clients, and enthusiastic 
colleagues she has a wonderful support 
system. Thanks to her strong will and 
hard work she has proven to herself and 
others she is a powerhouse of passionate 
professionalism. As a strong advocate 
for REALTORS®, the real estate industry, 
and the rights of her clients and property 
owners in Chattanooga at large, she has 
proven her dedication to her craft.
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AUSTIN RENFROW - 423.240.8732  |  arterralandworks.com

“Art of the Land”
LANDSCAPES - EXCAVATION - GRADE WORK

Inspiring conversations
with the nation’s 
top real estate agents.

Same Brand, New Reach – Tune in for free today

podcast.realproducersmag.com

Stay top of mind and
make it easy to refer you 

Anders Clarke | 423.902.0103

GIFTS WITH
LASTING VALUE

Stay top of mind and
make it easy to refer you 

Anders Clarke | 423.902.0103

GIFTS WITH
LASTING VALUE

423-414-4664 | chimneysweeptech@gmail.com

Your Local Chimney Tech

SAFETY INSPECTION

CHIMNEY SWEEPS

DRYER VENT CLEANING

STOVE INSTALLATION 

SYSTEM REPAIRS

GAS SYSTEM MAINTENANCE 

RICHARD BYBEE SCAN FOR
INFORMATION
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Connecting. Elevating. Inspiring.

MARCH MAGAZINE RELEASE PARTY
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• BASEMENT WATERPROOFING
• CRAWL SPACE ENCAPSULATION
• BASEMENT WALL STRAIGHTENING 
• FLOOR STRAIGHTENING

 I N  Y O U R  B A S E M E N T  A N D  C R A W L  S PA C E

water problemsWE SOLVE

Andrew
Ball 

423-883 4521 • Basementcorrectors@gmail.com • basementcorrectors.com • 37 Sawtooth Oak Trail Ringgold, GA 30736

Follow Us!
Be sure to follow us on Facebook and 
Instagram so you can find out who is 
being featured, check out upcoming 

events and more!

@chattanooga 
realproducers 

ANNOUNCEMENT

Long Lasting and Beautiful

FENCING
Design that will Compliment Any Scenery! 

Call for a FREE Estimate: 
423-320-5045 • 706-804-4362

holmesfencecompany.com • info@holmesfencecompany.com

Custom Fences

Wood

Chain Link

Split Rail

Picket | Privacy

Aluminum | Shadow Box

Gates

Offering fair prices on the highest quality fencing and superb customer service 
are the trademarks of our company! 

FRIENDLY & PROFESSIONAL STAFF • HONEST & FAIR ESTIMATES
EXPERT INSTALLATION • LICENSED & INSURED

QUALITY CRAFTSMANSHIP • PREMIUM QUALITY MATERIALS



9151 Currency St.
Irving, TX 75063


