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INSURANCE GROUP | Attorneys at Law PLLC

Like you, our roots run deep

on the Mississippi Gulf Coast. From Contract to ClOSiﬂg,

We Ensure Your Clients are Covered

When it comes to you and your family,
home and future, there is no higher
priority. As an independent insurance
agency, we offer protection for what
matters most to you with customized
plans at competitive prices. And when
the time comes, we make sure claims Real EState LaW
are settled quickly and fairly. We are
here when you need us. That's service Property Litigation

and coverage you can trust.

Tax Regulations
Wills & Estates
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Contact us for a free estimate.
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FREE BACKGROUND INFORMATION AVAILABLE UPON REQUEST

Dale Chewning Dylan Dearth Greyson Chambless Shawn Marin Glllfport Office'
dale@oaktrustinsurance.com dylan@oaktrustinsurance.com greyson@oaktrustinsurance.com shawn@oakirustinsurance.com
228.832.8550 SOJLaw.net
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MAXIMIZE
THE VALUE

You Bring To Your Clients!
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Putting Your
Best Brand Forward

PREMIER MARKETING PRODUCTS FOR REALTORS

JR MEMBERS &
VUNI TIES WE SERVE
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Banners | Brochures | Signs
Rack Cards | Car Magnets | & Much More!
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228.864.4401 | MagnoliaPrinting.com
1829 25TH AVE. GULFPORT
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Preferred Pariners

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!

CHURCH

- NONDENOMINATIONAL
Mosaic Church

(228) 875-3500
mosaicgc.com

CLOSING LAW FIRM
Coast Title Company
(228) 334-5122
sullivanlawfirmpllc.com

Page, Mannino, Peresich
& McDermott, P.L.L.C.
(228) 374-2100

pmp.org

SOJ Law

Mark Orgler

(228) 832-8550
1226 Hwy. 49
Gulfport, MS 39503
sojlaw.net

CUSTOM COUNTERS
& STONE WORK

The Top Shop

(228) 863-5084
topshopgulfport.com

HOME WARRANTY
Choice Home Warranty
(901) 870-2334
chwpro.com

INSURANCE AGENCY
Fassbender Insurance, Inc.
(228) 265-5885
fassbenderinsurance.com

Goosehead Insurance
- Bill Knox Agency
(228) 207-5000
goosehead.com

Mac’s Coastal Insurance, LLC
(228) 364-6667
macscoastal.com

OakTrust Insurance Group
(228) 207-3395
oaktrustinsurance.com

REAL PRODUCERS. PODCAST

United Risk Insurance
Agency, Inc.

Cale Merrill

(228) 206-3853

2137 E Pass Road, Ste E
Gulfport, MS 39507
unitedriskins.com

MORTGAGE LENDER
Community Bank
(769) 777-6092
Communitybank.net

PHOTOGRAPHY

AK Stokes Photography, LLC
(601) 270-8298
akstokesphotography.my
pixieset.com

REAL ESTATE ORGANIZATIONS
eAgent

(228) 400-9215

eAgent.com

GCAR
(228) 896-3122
gcarealtors.com

Same Brand, New Reach — Tune in for free today

Listen on
Apple Podcasts
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LISTEN ON e Spotify:

Listen on

amazon music
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SIGNS, BANNERS & PRINTING
Magnolia Printing

(228) 864-4401
magnoliaprinting.com

SOCIAL MEDIA MARKETING/
MANAGEMENT

Southern View Media

(251) 517-9425
southernviewmedia.com

SUPPORTING BROKERS
Ashman-Mollere Realty, Inc.
(228) 216-7864
ashman-mollere.com

Coastal Realty Group
(228) 234-2121
coastalrealtygroup.com

TERMITE INSPECTION

A & M Pest Management
(228) 382-0477
www.ampestmanagement.net
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51 REMINGTOMN RAMSEY

. (228) 395-8686

Parades, Beads
& Big Leads -

Call today to request a
FREE Digital Marketing Strategy:

southernviewmedia.com

Southern,
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WEBSITES - LOGOS & BRANDING - GOOGLE ADS - FACEBOOK ADS - EMAIL MARKETING
VIDEO PRODUCTION - DIGITAL DISPLAY ADS - SEO - SOCIAL MEDIA MARKETING

Time is Money.

We'’ll Save You Both. TOP

SHOP =

(4

Bill Knox
Agency Owner & Broker

(228) 863-0433

2800 20TH AVENUE
| GULFPORT, MS 38501
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Meet
The

Team

Robert Orso Christina Kitchen Cheri Robertson Dave Danielson
Publisher/Owner Ad Strategist Social Media Manager Writer

Jess Wellar Ron Sivak Yvonne & Carl Fallo Anna Kathryn Stokes
Writer Writer Photographers Photography

Have an Idea?

Want to pitch, nominate or
(=] s m]
E share a really cool story
| with our readers? Scan the
= QR code to share with
[m] sy )
our Publisher.

remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.
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Matt Mcelhane
038364 6667 macscoastal.com

matt@macscoastal.com
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759 Howard Avenue (39530) JACKSON OFFICE
. PO Drawer 289 133 Executive Drive, Suite H
Biloxi, Mississippi 39533 Madison, Mississippi 39110
Telephone: (228) 374-2100 P.O. Box 16450
Facsimile: (228) 432-5539 Jackson, Mississippi 39236
BY ROBERT ORSO Website: www.pmp.org Telephone: (601) 707-5942

Email: pmp@pmp.org Facsimile: (228) 432-5539

In August of 2021 I experienced what
many of your client’s experience - The
stress of moving. I only moved to
another house eighteen miles away. I
can only imagine the stress of moving to
another city or state!

Certainly, there are all kinds of emotions
that are based on why someone is
moving and where they are moving to.
Here are a few I could think of:

» Moving to a bigger/better house and
better neighborhood - Joy!

* Moving to a smaller house in a less
desirable neighborhood due to
financial reasons — Sad

* Moving to a different area due to a
job promotion and pay raise - Joy, but
maybe some sadness to leave good
neighbors and friends.

* Moving because you just want to
experience living in a different place
—Joy and anticipation!

* Moving to downsize and simplify
your life — A mixture of sadness and
relief. Sad to leave the home you have
occupied for many years but relieved
that you do not have to maintain a big
house anymore.

For many, leaving one house and
moving into another is no big deal.

After all, it is just a house, an inanimate

10 - April 2025

object. But for others, it can be a very
emotional and stressful experience.

I suppose the last bullet above is the
best to describe why I sold my house
and moved. Moving is not something I
am used to. My family and I'lived there
for twenty-one years. We lived in our
previous home for sixteen years. Having
lost my wife in 2019 and all the kids

had moved on, it was time for change.
However, I did not expect the move to
be as emotional as it was.

My house was listed on a Friday, and
we had a contract on Sunday. The
buyer wanted to close in twenty days,
which meant that I had to move forty
years of life out of a 4,900 square

foot house in two weeks! That was
stressful. Selling furniture, I no longer
needed, throwing away most of the
stuff in the attic that I had not looked
at in over twenty years, getting rid

of the things my kids had left behind
and trying to decide what to keep and
what to part with was all consuming.

I will admit that, amid all of the work,
there were deep emotions that came
to the top and tears that came out. The
more I worked, the emptier the house
got and the fuller my mind and heart

got with memories of the joyful and
good times as well as the challenging
times. We had raised our kids here and
entertained their friends, our friends,
and our family here. Our neighbors
were some of the best people I have ever
known. This was more than a house, an
inanimate object, this place was full of
life and love, and it was hard to walk
away from.

How could I walk away? Because I

was going to something better for

this season of my life! Being alone, I

no longer needed such a large home.

I was moving to a freshly remodeled
farmhouse in the country, sitting on 115
acres that had been in my family since
1930. To a house that my father and
grandfather built with their own hands
out of lumber that was harvested off
the land where the house sits. A place
that was also rich with memories going
back to my childhood as well as my
children’s childhood.

As realtors, I am sure you have to help
your clients navigate through all of the
emotions and stress I just described.
Selling a home and trying to make a
good decision on a new home can be a
life-changing experience and requires
your care and compassion.

& ‘lf someone has.a
foundation issue,

MDH IS MY
GO-10.”7

- Barborg Andrews
* * * * * Eobarts Brothers - Malbis

0k

 FOUNDATION
REPAIR

Call us today!
251-333-9355

MDHFoundationRepair.com
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Lynn O’Keefe works twice as hard so her
agents and clients don’t have to. A former
gift shop owner turned power broker and
REALTORU, Lynn spent a year in real estate
before deciding to open her own brokerage,
The O’Keefe Real Estate Group, and shows no
signs of slowing down in her second act.

“I want everyone to be happy and
will do what it takes to achieve that
outcome,” Lynn emphasizes.

Business To Business
Growing up in Biloxi, Mississippi, Lynn always
had a knack for connecting with people.

“I'was blessed to be able to stay home and
raise my family until the kids went to school,”
she recalls.

This nurturing foundation led her to open
an invitation and gift retail store, which she
operated successfully for a decade.

“I loved helping people with invites
for weddings and Mardi Gras. I
love paper and invitations, and I
enjoyed it so much,” Lynn shares.

After her youngest went off to college though,
Lynn missed the personal connections from

her gift store days. She wanted to work with
people again, so real estate seemed like a
natural fit and she obtained her sales license
in 2019.

Just a year into her real estate career though,
she took a bold step in August 2020.

“I'went to work for a local boutique brokerage
for a year and then left to run my own
brokerage,” Lynn explains.

Diving In

Lynn’s confidence and experience in retail
made the transition to opening her own office
surprisingly smooth.

1

““Business is business. It was easy to dovetail
into real estate from retail because I was
already helping people and finding out what

they needed and making it happen,” she
points out.

With 17 active agents and two support staff at
her brokerage, Lynn is busier now than she’s
ever been — and that’s fine with her.

“Ilove my work, my office family, and my
clients. It is a joy to do what I do and being
compensated for it is the icing on the cake,”
she smiles.

“Everything fell into place quickly and it
snowballed. ’'m working much more now
than I did in retail, but I enjoy it more,” she
continues. “Ilove helping people, so getting up
every day doesn’t feel like work.”

Last year, The O’Keefe Real Estate Group
had impressive numbers, contributing

significantly to the local market. This year,

Gulf Coast Real Producers - 13
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It does not
come overnight,
so find someone
to help keep
you
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Lynn projects $20 to $25 million as the
brokerage continues to grow.

Leading With Heart

Running a brokerage is no small feat, but
Lynn’s leadership style sets her apart. She
has an office reputation for her unapologetic
honesty, accessibility, and devotion to
nurturing talent.

“We are a hometown brokerage with so much
experience and diversity within our group,”

she notes with a touch of pride. “We’re very
loyal to each other and to our clients and
respect one another.”

Lynn has plenty of sage advice to dispense
from her years of mentoring others.

“I encourage new agents to ‘Answer your
phone and communicate with your clients.’
One of the complaints I often hear is agents
not returning their calls or answering their
phones,” she counsels.

“Another suggestion is to find someone you
admire in the business and strive to be like
them,” she adds. “It does not come overnight,
so find someone to help keep you motivated.”

Family First

Outside of her bustling career, Lynn’s heart
belongs to her family. She and her husband Jeff
are parents to three terrific sons — Jeffrey Jr.,
Jacob, and Jordan — and proud grandparents
to Layla, Palmer, Drew, and Jude. Lynn’s
youngest son, Jordan, has followed in her
footsteps, joining The O’Keefe Real Estate
Group as a promising young Realtor.

“My family is my greatest blessing and joy,”
Lynn affirms with a smile.

In her spare time, Lynn enjoys traveling,
with a trip to Croatia on the horizon. Hosting
family and friends, especially during Mardi
Gras, and participating in O’Keefe Museum
functions and entertaining for various
fundraisers are also high on her fun list.
Giving back to the local community is a core
value for Lynn and her brokerage as well.

“We support Backpacks for Schools, Junior
Auxiliary, and we are ambassadors for the
Chamber. We are always giving back in
various ways,” she offers.

As for the future, Lynn is excited for what
lies ahead. Her vision for her brokerage is
expansion, with licenses currently held in
several other states in hopes of opening more
offices eventually.

Although she has entertained thoughts

about handing over the reins at some point
down the road, Lynn doesn’t ever see herself
retiring and aims to always be involved in the
business in some meaningful way.

“I am just loving my life at this stage and plan
to continue working and enjoying the coast as
long as possible,” she concludes.

CONTACT
us!

For questions or comments about this article, contact
Lynn at (228) 861-4977 or glmokeefe@aol.com or
comment on Facebook @ Gulf Coast Real Producers.

Gulf Coast Real Producers - 15



STRENGTH
TO BUILD
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BY DAVE DANIELSON

251-333-9355

When a foundation is solid, the
rest of the home is supported for
longevity. When there’s an issue
with the foundation, you need
someone who cares for it as if it
was their own ... someone who
cares for your clients.

That’s where MDH Foundation
Repair excels.

Mike Hayes is owner, president,
and general contractor with

the company. He has a true
passion for the work he and his
team carry out for homeowners
throughout the region.

“We really do have a passion

for foundation repair. It’s one of
those things that’s never planned
for,” Mike explains.

FOUNDATION
REPAIR

Lo - .

el e -
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| MDHfoundationrepair.com

“It’s not one of those exciting
things in a home, but if those
issues aren’t taken care of, the
other parts of the home are

at risk. We like coming in and
solving issues with a home. Our
satisfaction comes in knowing
we’ve helped people make an
investment in the home.”

Made to Last

As Mike says, current
homeowners are the custodians
of the home in the time they live
in it.

“Our plan is that the work we
do extends beyond their time
in the home. We’re not in it
for the quick fix. That goes
back to reputation and our
impact on the community.

We really want to make a
difference,” Mike emphasizes.

“Not only do we work here, but
we live here. We see people
around town. We like looking
people in the eye and saying we
did a solid job.”

Best of Both Worlds

Those who work with MDH
Foundation Repair appreciate that
they get the best of both worlds.

“We’re big enough to take on
large projects, but still small
enough to care,” Mike says.

That spirit of commitment begins
with Mike himself. You’ll see him
on job sites himself with a true,
hands-on approach.

Gulf Coast Real Producers - 17



WE LOOK FOR

THOSE WHO ARE
HUMBLE, HUNGRY,

AND SMART.”
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Humble
Hungry
Smart

As MDH Foundation Repair works
to ensure a strong, unyielding
foundation is in place for years

to come, they offer extremely
valuable flexibility when it comes
to supporting the real estate deal
and all of those involved.

“We recognize that in working
with REALTORS® in the home
sale process, words you don’t
want to hear are you have a
foundation issue or a moisture
issue in your crawl space.
When that comes back from an
inspector, the clock is ticking.
So we will work very closely
with the buyer and/or the seller
once the issue is identified

and we prioritize real estate
transactions,” Mike says.

“We are willing to offer flexibility
as part of the real estate
transaction, as long as we receive
confirmation from the lender that
we will get payment at the time

of closing. We want to do what
we can to help with these types of
transactions. We know those issues
can kill a deal and we want to be
a tool that can help REALTORS®
close deals and keep everyone
happy ... to be a resource.”

Team Spirit

The teamwork at MDH Foundation
Repair is an essential part of the
company’s success story. The
organization boasts a team of 19
professionals, including crew,
office staff, and sales team.

Mike looks for three primary
qualities in the people who
become part of the MDH
Foundation Repair team — a
close-knit company that prides
itself on being a boutique
foundation repair firm.

“We look for those who are
humble, hungry, and smart.
First, a sense of humility is very
important. When we say we
want someone who is hungry, we
mean we need people who have
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the passion to support people,”
Mike points out. “For us, Smart
is about the way we treat people
and our demeanor.”

Local roots are important.
With that in mind, Mike has
been a Daphne resident for
over 25 years. He and his wife
live in the community. Plus,
as a company, the company
has a lot of family and friends
extensions across the area.

Long-Term Connections
That local connection makes a
difference before, during, and
after the job is done.

“We are committed to the
homeowners in this area. We live
here as well. When we pack up
the trucks at the end of the job,
we’re not really leaving,” Mike
says. “This area is our home.

If there is an issue, we’re not
coming from a neighboring state
or another city. We live and work
in this community and we are
fully vested in supporting the
people who call this place home.”

When you and your clients need
a foundation repair partner you
can trust, look no further than
MDH Foundation Repair ... with
true strength you can build on.

FOR MORE INFORMATION ABOUT MDH

FOUNDATION REPAIR:

EMAIL: MDHFOUNDATIONREPAIR@GMAIL.COM

PHONE: 251-333-9355
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Beyond The Badge

BY REBECCA WILSON
PHOTOS BY ANNA KAY STOKES,
AK STOKES PHOTOGRAPHY

Looking Beyond The Badge

For 11 years, Richard Hilliard served
as a police officer for the Biloxi Police
Department. He spent the first three
years of his career as a patrol officer,
later transitioning into the role of
narcotics investigator in the Special
Crimes Unit, where he worked for
another eight years.

While Richard always loved his career
in law enforcement, he also shared a
passion for real estate with his wife,
Rebecca Hilliard, the principal broker
for Hilliard Homes.

After years of watching his wife grow

in her real estate career and seeing the
life it provided for their family, Richard’s
passion for the industry began to grow
even more.

“I discussed with her several times the
possibility of me being a part-time real
estate agent while also staying at the
police department,” Richard shared. “She
always told me that it wasn’t a part-time
job and that you had to give it your all
and make it a full-time job,” he added.

Heeding his wife’s advice, Richard
decided to become a home inspector
instead to supplement his income from
the police department. “I enjoyed doing
that job for a couple of years on my
days off, but I still thought I would enjoy
being a realtor more,” he confessed.

“I always thought it was a dream I
would never actually fulfill,” Richard
admitted—a thought that would later be
challenged beyond his belief.

A Life-Changing Phone Call

On May 5, 2019, Richard received a
phone call that would change the course
of his career: a fellow officer at his
department, Officer Robert McKeithen,
had been ambushed and killed. “For
nothing more than wearing a uniform
and a badge,” explained Richard,
recalling that tragic evening.

“Officer Robert McKeithen was a 24-
year law enforcement veteran and had
been planning to retire later that same
year. He was goofy and a great cop that

I always thought it was a dream

I would never actually fulfill.”

)

HILLIARD
HOMES
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I'worked side by side with for many
years,” he added.

Richard, along with his coworkers, spent
the following 48 hours hunting down
the man responsible for taking Officer
McKeithen’s life, until he was in custody.

“I remember coming home after not
sleeping for days, collapsing on the

floor and crying with my wife and

22 - April 2025

kids,” Richard shared. “I knew in that
moment that I couldn’t leave them in
the same manner that Robert had to
leave his family.”

As much as Richard loved his career,
he couldn’t put his family through that
fear any longer. “I told Rebecca that I
was going to get my real estate license
and join her full-time. Throughout the
following year, I worked to obtain my

license and did so in February of 2020,”
explained Richard.

In July 2020, Richard left the police
department but has since remained
there as a volunteer reserve officer.

Turning Tragedy Into Triumph
Motivated by the loss of his fellow police
officer, Richard has turned tragedy into
triumph through his career shift into
real estate.

In October 2021, Richard started
working alongside his wife at Hilliard
Homes—their brokerage in Ocean
Springs, MS, where he now works as the
Broker Associate.

Since opening Hilliard Homes in 2021,
the brokerage has closed just under
80 million in real estate and has been
growing each year.

“Our first agent started with us in July
2022 and since then we’ve grown to
seven agents,” said Richard.

As for his personal volume, Richard
closed 56 transactions last year, totaling
approximately $14.6 million, and is
projected to close around $16 million

in 2025.

Since starting his real estate journey
just five years ago, Richard has earned
several prestigious awards from BOSAR
(Biloxi/Ocean Springs Association of
Realtors), including the 2020 Gold Award
(for over $3 million), the 2021 Platinum
Award (for over $4 million), the 2022
Sapphire Award (for over $6 million),
and the 2023 and 2024 Emerald Awards
(for over $10 million). He also received
the 2024 BOSAR Million-Dollar Round
Table Award (for being a million-dollar
award winner 5 years in a row).

“Success has many different definitions
to me. I set daily and weekly goals,
monthly and yearly goals, and
sometimes even hourly goals,”
explained Richard. “Also, hitting those
goals and providing a stable life for

my family,” he added. However, what
truly makes someone successful, in his
opinion, is when they live each day to
the best of their ability.

“The failure rate for

realtors is terribly high.”

Some ways that Richard lives each day
to the best of his ability in his career is
by staying active with current events
and setting himself up for success in
the future. He believes this mindset is
so important that he even ensures his
real estate agents are set up for future
success as well. “I make sure they have
the most up-to-date knowledge on not
only what is going on in the market
currently, but what is coming in the
future too,” he shared. “You cannot
succeed in real estate if you do not plan
for the future.”

From day one of a new agent joining
the Hilliard Homes team, they are
provided with hands-on training.

They get an in-depth review of every
document they will need to use for
transactions and how to use each one
appropriately. “Every system we utilize
comes with hands-on training—from
writing contracts, lead management,
and navigating transactions,” explained
Richard. “We offer numerous lead
generation programs that help not only
new agents hit the ground running

but even give seasoned agents the
opportunity to close an extra 15 to 20
transactions a year,” he added.

“We have weekly trainings where
sometimes we have outside vendors
that come teach about new things they
are offering. Other weekly meetings
just consist of us discussing new trends
in the market or going over a cool new
way to communicate with our clients,”
added Richard.

They also hold regular meetings to
discuss their monthly and yearly
goals and how to help each agent
succeed in their individual goals. “We
make vision boards and check in on
those visions every few months to
see what’s been hit and what hasn’t.
We have a community messaging
system where we can all celebrate
our successes and sometimes failures
that we learn from,” Richard stated.

For any future top producers, Richard
suggests finding a brokerage that
offers training. “I am always shocked
by the agents I talk to that have never
had true training in writing contracts,

Gulf Coast Real Producers - 23



negotiation, or even just the ins and
outs of the daily job,” he confessed. “Set
yourself up for future success by finding
a brokerage that offers weekly training
and has brokers that are available
24/7—Dbrokers that still actively work
and know what it takes to succeed in
TODAY’S market, not the market 15
years ago,” he added.

Richard also suggests that you seek a
brokerage that offers a lead-generation
program since he understands how
difficult the real estate industry can be
for new agents. “The failure rate for
realtors is terribly high,” he admitted.
“Set yourself up with a brokerage that
provides you the opportunities needed
to succeed and grow.”

“We provide our agents with the
tools they need to succeed from day
one, rather than saying, ‘Hey, here’s
your license, go find some huyers’.
You have to set your agents up for
success—period,” Richard stated.
“We offer every tool an agent could
need—contract management, CRM,
lead generation, Al utilization,
prospecting dialers, lead farming
tools... the list goes on,” he shared.

What truly sets Hilliard Homes apart
from other brokerages is that Richard
and Rebecca make sure they are always
available to their agents as needed.
“We pride ourselves on being there

if one of our agents has a question or
needs help,” explained Richard. “I can
remember walking down a canal in
Venice for an hour, helping an agent
navigate a difficult transaction. 5 A.M.
or 11:30 P.M,, it doesn’t matter—you
have to be there for your agents.”

For Richard, his favorite part of being

in real estate is working with first-time
home buyers. “Especially ones that

have struggled to purchase for years

for whatever that reason may be,” he
elaborated. “The emotions and feelings of
first-time home buyers are contagious!”

A Family Brokerage

Aside from actually working alongside
his wife, Richard emphasized the
importance of treating their entire
brokerage as a family.
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“The emotions & feelings of first-time

home buyers are contagious!”
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“Our brokerage is a family. We’re very
close-knit. We talk every day, even if it’s
just giving kudos on a new contract or
asking if anyone has seen that new crazy,
overpriced listing out there,” he joked.

“Rebecca and I host holiday parties at
our home where everyone brings their
spouses and kids to hang out. We have
monthly game nights, sometimes at each
other’s homes, where we’ll play board
games. Other times we’ll all go bowling
or adventure out to a local venue,” he
shared proudly.

Richard’s reasoning for prioritizing fun
in their family brokerage stems from an
earlier piece of advice he received. “A
mentor of mine said this, ‘If your daily
job as a realtor isn’t boring then you're
doing it wrong,”” he revealed. “And that’s
true. The ins and outs of real estate

are tedious and not always fun, but

the outcome of helping folks into their
dream home is so worth it in the end,”
he added. “So it’s important to have that
family environment of agents to break
up the monotony of the daily routine.”

Last year, Hilliard Homes even offered
their agents an incentive—anyone
who hit their commission cap was
taken on a cruise to Mexico. “We

had a great time and we plan to
continue that each year and explore
new places,” Richard shared.

When not working, Richard and his
wife, Rebecca, enjoy spending time
with their four children: Brett (18),
Kylie (14), Asher (4), and Harper (2).
“We enjoy traveling and vacationing
together. We like to visit Disney and
Universal Studios, as well as go on
cruises,” shared Richard.

Richard and Rebecca also have a
newfound love for international travel.
“We have been to England and Italy so
far,” he explained. “We also currently
have trips planned to Hawaii, Japan,
and Germany.”

When home, Richard and his wife
spend a lot of time at the soccer fields
watching Kylie play, who he admits is a
“rockstar of a player” after making her
high school soccer team while still an

8th grader. They are also often found
traveling around searching for Asher’s
favorite monster trucks. Richard also
enjoys working on his 1947 Hudson
Commodore in his spare time (which
was willed to him by his grandfather)
while teaching Brett how to work on
cars. “Spending time with our kids is
definitely a MUST for me,” he admitted
proudly. The family also currently has
10 chickens which provide them with
many delicious eggs.

This past November, Richard started
school to receive his pilot’s license and
he enjoys flying several days a week.
He also enjoys collecting whiskey and
bourbon with his friends and family.

To carry on the spirit of treating
everyone like family, Richard still gives
back to the police departments regularly.

“I remember how much I appreciated it
when businesses would bring in meals
or goodies while I was working. I bring
the different shifts meals on a regular
basis and still help them out during
times of crisis,” Richard explained.

In the future, Richard plans to continue
purchasing long-term rental properties,
as he and Rebecca started that process
last year. “We were already able to
purchase three of them and have set a
goal to continue purchasing three a year
for the next several years,” he shared.
He also expressed a desire to see their
brokerage grow to include around

20 full-time real estate agents who

are ‘like-minded and ready to work’.
Additionally, Richard hopes to continue
finding the best work/life balance that
suits all of his family—whether that be
at home, the office, or elsewhere.

For questions or comments about this
article, contact Richard at (228) 257-1857
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Real Drive

Jenny Williams, originally
from a small town in Maine,
graduated from high school
and immediately pursued
her college education.

Driven by her all-consuming
passion for helping others,
Jenny knew she wanted to
choose a career path that
would nurture those gifts. In
the years following college,
she did just that.

Jenny’s diverse career
journey has included roles
as a preschool teacher, a
healthcare professional in
the nursing field, a manager
of a pediatric clinic at a
private medical office, and
even a social worker.

“It’s always been important
to me that whatever
position I hold involves
working with people and
making a difference in
their lives,” she explained.

That innate desire to help
others, along with her

vast career experience, is
ultimately what led Jenny
into the real estate industry.
“My journey into real estate
was driven by a mix of life
experiences and a desire for
a career that truly excites
me,” said Jenny.

“Real estate just made sense,”
she added. “It gives me the
flexibility to manage my time,
be successful, and help make
dreams come true for others.”

Jenny’s real estate career
began in 2022 when she
became part of the Hilliard
Homes family, a brokerage
owned by Richard and
Rebecca Hilliard in Ocean
Springs. Since opening in
2021, the brokerage has
already won many BOSAR

awards. “We will take home
several more at this year’s
BOSAR awards too,” Jenny
shared proudly.

Her transition to becoming a
realtor is already proving to
be the right move, as Jenny
closed 15 transactions in
2024, totaling around $3.9
million. Jenny anticipates
nearly doubling that amount
in 2025.

“Now, I love what I do and
feel incredibly grateful to
help people find homes
and make important life
decisions,” she confessed.
“It’s extremely fulfilling.
Most of my past clients are
like family to me now.”

Real Dedication

Jenny is deeply dedicated to
her real estate career and
places a strong focus on her
clients. She strives to help
every client have a truly
personalized experience
when they work with her.

“Real estate isn’t just about
buying and selling—it’s about
understanding people’s
needs, solving problems,

and making the process as
smooth and stress-free as
possible,” she divulged.

Jenny takes the time

to educate her clients,
ensures clear and honest
communication, and always
goes the extra mile to help
them feel confident in their
decisions throughout their
real estate journey.

“At the end of the day, my
goal is to not just close deals
but to create a positive
experience that people will
remember and trust,” Jenny
said. “I want every client to
feel like the only client I'm
working with.”

Gulf Coast Real Producers - 27



To Jenny, the most fulfilling
part of her career as a realtor
is helping her clients navigate
one of the biggest decisions
of their lives. “Whether

it’s finding a dream home,
making a smart investment,
or successfully selling a
property, I love being a
trusted guide throughout the
process,” she shared.

“Seeing the excitement on
my clients’ faces when they
receive the keys to their
new home, or knowing

that I’ve helped them move
forward with confidence, is
what makes this career so
rewarding,” Jenny revealed.
“It’s not just about real
estate—it’s about building
relationships and making a
difference in people’s lives.”

Jenny wholeheartedly
believes that the real estate
business is all about people,
relationships, and trust.

“I take pride in what I do and
I do everything with integrity
and transparency,” she
confessed. Whether helping
her clients with buying,
selling, or investing, Jenny’s
goal is always to provide
them with expert guidance,
clear communication, and a
seamless experience.

Real Success

“I measure success not just
by deals closed, but by the
lasting relationships I build
and the impact I have on my
clients’ lives,” Jenny shared.

She defines success as
making a meaningful
impact, both in her business
and in the lives of the people
she serves.

“Success is also about
personal growth—continuing
to learn, adapt, and improve
every day,” she explained.
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Hilliard Homes also believes
in the importance of growth
in the real estate world,
always offering opportunities
for Jenny to connect with her
fellow real estate family—
whether that be during
professional training or on
more laid-back game nights.

“Success in real estate also
involves staying consistent,
“she added. “At the end of
the day, if I can look back
and see that 've made a
difference, supported those
Ilove, and stayed true to my
values, that is true success.”

To aspiring top producers,
Jenny suggests staying
committed to the basics:
communicate effectively,
follow up consistently,
and always put your
clients first. She also
advises being ‘proactive,
not reactive,” anticipating
potential problems before
they arise, and being
prepared with the best
solutions for your clients.
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Jenny also strongly believes
that the brokerage you
choose is ‘the most important
part’. “I truly feel blessed to
be part of the Hilliard Homes
family and to have their
endless support. I wouldn’t
be where I am without
Rebecca and Richard behind
me,” Jenny said.

Additionally, Jenny
recommends, ‘Invest in your
education, know your market
inside and out, and don’t be
afraid to seek mentorship
from those who have more
industry experience.” Most
importantly, she emphasizes
the need for patience and
persistence, as ‘real estate is
along game, and those who
stay dedicated will see the
rewards and find success.’

Real Devotion

Not only is Jenny driven and
dedicated, but she is also
deeply devoted—and not just
in her career.

Jenny started a family at a
young age. Being a mother

is something she says ‘will
always be my favorite part of
this life’. “I have a wonderful,
blended family. Watching our
kids grow and supporting
them in their passions is

one of my greatest joys,” she
expressed. “Our children
have always stayed busy—
you could usually find us

at a ballfield, a swim meet,

a band rehearsal, a color
guard competition, or, most
recently, traveling with our
youngest volleyball superstar.
Even now that most of our
children are adults, we
continue to support them in
all their new adventures,”
Jenny explained.

On Sundays, Jenny says she
loves to have family days.
“It’s my favorite day of the
week,” she said happily.

As for Jenny’s hobbies, she
is devoted to going to the
beach as much as possible,
traveling, exercising,
reading, learning, laughing,
doing just about anything
outside, trying new things,
growing, and spending time
with her family.

She also just celebrated six
years as a volunteer with
CASA (Court Appointed
Special Advocate). “This
non-profit is very near and
dear to my heart because

I get to help children have
a voice,” she explained.
Through volunteering
with CASA, Jenny gets to
advocate for many children
who have experienced
abuse and neglect.

In the future, Jenny plans to
hold on to her same driven,
dedicated, and devoted
nature by continuing to focus
on growth in ALL areas of
her life.

“Professionally, I'm focused
on continuing to serve my
clients with excellence,
expanding my business,
and staying ahead in the
ever-changing real estate
market,” she expressed.
“Personally, I'm looking
forward to creating new
memories, embracing new
adventures, and continuing
to grow as a person,” Jenny
shared. “There are so many
exciting things ahead for
me and I'm ready to
embrace it all and enjoy
the ride!”

For questions or comments about this article, contact Jenny at (228)
314-0201 or jenny@selectcoasthomes.com
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Welcome to Real Producers!
Some of you may be
wondering what this
publication is all about,
which is why we have
created this FAQ page. Here,
we will answer the most
commonly asked questions
from around the country
regarding our program.

My door is always open to
discuss anything regarding
this community — this
publication is 100% designed
to be your voice!

Q: Who Receives

This Magazine?

A: The top 300 agents in

the Gulf Coast Area. We
pulled the MLS numbers (by
volume) from Jan. 1, 2022,
through Dec. 31, 2022, in the
MS Gulf Coast market. We
cut the list off at number
300, and the distribution
was born. For this year’s list,
the minimum production
level for our group is $5
million in 2022. The list will
reset at the end of 2023 for
next year and will continue
to update annually.

Q: What Is The Process
For Being Featured In
This Magazine?

A: The process is simple.
Every feature you see has
first been nominated. You
can nominate REALTORS®,
agents, affiliates, brokers,
owners, or even yourself.
Office leaders can also
nominate real estate agents.
We will consider anyone
you bring to our attention
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because we don’t
know everyone’s
story, and we
need your help
to learn more.

A nomination

currently looks

like this: Email us
atrobert.orso@
realproducersmag.
com with the subject
line “Nomination:
(Name of Nominee)”
and explain why

you are nominating

the individual.

Maybe the person

has an amazing

story that we need

to tell, or perhaps
someone overcame
extreme obstacles,

is an exceptional
leader, has the best
customer service,

or gives back to

the community in

a big way. The next step
is an interview with us to
ensure a good fit, and then
we put the wheels in motion
for our writer to conduct
an interview and for our
photographer to schedule a
photo shoot.

Q: What Is The Cost To
Feature A REALTOR®,
Agent, Or Team?

A: Zero, zilch, zippo, nada,
nil. The feature costs
nothing, my friends, so
nominate away! We are not
a pay-to-play model. We
share real stories of

Real Producers.

Q: Who Are The
Preferred Partners?

A: Anyone listed as a
preferred partner in the
front of the magazine is a
part of this community and
will have an ad in every
issue of the magazine,
attend our quarterly events,
and be a part of our online
community. We don’t just
find these businesses off the
street, nor do we work with
all businesses that approach
us. One or many of you
have recommended every
preferred partner you see in
this publication. We won’t
even meet with a business

that you have not vetted and
stamped for approval, in a
sense. Our goal is to create

a powerhouse network for
the REALTORS® and agents
in the area and for the best
affiliates so we can grow
stronger together.

Q: How Can

| Recommend A
Preferred Partner?

A:If you have a
recommendation for a
local business that works
with top real estate agents,
please let us know. Send
an email to robert.orso@
realproducersmag.com.

Discover the Difference
with Coastal Realty Group!

Founded 8 years ago as a small firm with just 10
agents, Coastal Realty Group has strategically grown
to become the #1 independent brokerage on the
Mississippi Gulf Coast for two consecutive years,
now boasting a team of 40 experienced agents.

Led by principal broker Amanda D'Angelo, who has
17 years of industry experience, and managing
broker Mary Morgan, Coastal Realty Group is
committed to empowering its agents through
exceptional lead opportunities, comprehensive
weekly classes, and hands-on daily mentorship.

Join Coastal Realty Group today and experience
the unparalleled support that drives success!

Coastal Realty Group
Amanda H. D'Angelo

Broker /Owner
(228) 234-2121 (call/text)  (228) 280-8026
Licensed in MS & AL Coastal Realty Group
9230 Old Lorraine Rd Ste C e Gulfport, MS 39503

Don't let pests take over your
listing - call us for top-notch
pest control services today!

Qur services include:

= Fast, reliable service
d cormmpany that takes
rwork
s Serving the MS Gulf Coast for
all your wood-destroying insect needs

SCAN HERE
TO LEARN
HOW TO GET
WDIR
INSPECTIONS
FORAS LOW
As $80!

Put Your Real Eatate
Deals In The Jast Lane!

Never Let Insurance Delay A Closing Again,
Call For A FREE Quote Today!

4

Licensed Agent for Personal & Commercial Insurance

228.265.5885 | Fassbenderlnsurance.com
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OUR MISSION IS TO HELP BROKEN PEOPLE
BECOME BRAND-NEW,PEOPLE BY TEACHING
THEM TO FOLLOW]ESUS

by

Serving The Mississippt Gulf Coast
with Real Estate Sales and Rentals
Since 1928

JOIN US
at Mosaic Church
and be part of something greater.

‘J’
1

PAM BERDINE Ocean Springs Harrison County
MORTGAGE LOAN ORIGINATOR

(D) 228,295.8148 | (C) 228.223.7460 2016 Bienville Blvd, Ocean Springs MS 3320 Warrior Dr, D'lberville, MS
418 HIGHWAY 90 WAVELAND
228-467-5454 ASHMAN-MOLLERE.COM

EE
CONTACT US TODAY For more information about our services, events,and community involvement, visit us at mosaicgc.com.
LY
Broker Supporting Gulf Coast Real Producers T
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THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

Take The

AdS ESSI\/\EI\IT

Find out if you're ready to open your
own real estate brokerage.
Answer 10 questions and you’'ll know.




