


Steve is also deeply involved in the
community, participating in the National
Homebuilder Association, several

area Chambers of Commerce, and BNI
networking groups. “Being part of the
community isn’t just good business—it’s
the right thing to do.”

A Trusted Brand, A Local Touch

ACE Handyman Services is one of the
fastest-growing franchises in the U.S,,
now with over 365 locations nationwide.
The business began 26 years ago as
Handyman Matters, and in 2019, it was
acquired by ACE Hardware. Founders
Andy and Collette Bell still lead the
organization today, with Andy as CEO
and Collette as VP of Franchise Sales.

Though part of a national franchise,
Steve’s office is independently owned
and firmly grounded in faith, family,
and local values. Married for 24 years,
Steve is a proud husband, father of
three, and grandfather of two. When
he’s not running the business, youw’ll find
him golfing, spending time with loved
ones, and giving back to the community
he calls home.

So, the next time you have a project you
keep putting off—or a punch list that
just won’t punch itself—save yourself
the stress. Call ACE Handyman Services
and let Steve and his team bring helpful
to your home, business, or listing.

CONTACT
US!

Learn More or Book
Your Service:

acehandymanservices.com/
offices/birmingham-ne
205-263-3961

AceS Wa b\

We're ready to help your
buyers get approved...fast.

Adam Snable | Branch Manager | (205) 370-9231
2700 Hwy 280, Suite 290 E | Mountain Brook, AL 35223 | NMLS #203825
Guild Mortgage Company | NMLS ID #3274 | asnable@guildmortgage.net

T0P1%
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BROKER SPOTLIGHT

/AC KENNEDY

Leading with a Mindset of Abundance

WRITTEN BY NICK INGRISANI
PHOTOS BY CARNAGGIO PHOTOGRAPHY

“I'm grateful to have met Genny Williams,
who taught me to have an abundance
mindset, which I wasn’t used to. The
people who do well in this business

have an abundance mindset and see
opportunity everywhere. Now, I'm in the
position to have that same effect on our
agents and agents soon to be with us.”

Zac’s journey to becoming a broker

at RealtySouth’s Shelby office is a
testament to the power of mentorship,
adaptability, and a mindset rooted in
abundance. He grew up in a double-
wide trailer in Jasper, Alabama, and
eventually went off to college, where

he played soccer for two years before
completing his bachelor’s degree in
Mobile. His first professional steps were
in the world of journalism, following in
the footsteps of his father, who wrote for
their hometown newspaper for 25 years.

After working as a reporter and later as a
sports information director in collegiate
athletics, Zac’s career took an unexpected
turn when he was laid off in 2016. With
few options in Mobile’s small job market,
he applied for a role as a public relations
and marketing manager at Get a Real
Estate Life. It was there that Zac met
Genny Williams, a mentor who would
transform his life and career trajectory.
Through his years working alongside
Genny, Zac gained deep insight into the
real estate industry by helping train and
coach some of the top-producing agents
and teams in Birmingham and beyond.

“I applied to this job at Get a Real Estate
Life and met Genny Williams, and

she completely changed my life. I've
been blessed in life to have really good
mentors, and I've taken advantage of
having those mentors.”

Encouraged by Genny to take the next
step, Zac obtained his real estate license

in September 2020. Five years later, in
June 2025, he stepped into his current
role as broker, bringing with him a
unique blend of creativity, discipline,
and a strong belief in the power of
mindset. For Zac, entering the real estate
world wasn’t part of his initial plan, but
he now sees the layoff that pushed him
toward the industry as a blessing that
opened the door to a fulfilling career.

“God works in mysterious ways.”

As a broker, Zac recognizes the
challenges inherent in a field where
the stakes are high, yet the barrier to
entry remains low. Having worked
with countless agents over the years,
he understands that people enter the
industry for different reasons and that
success comes when agents’ motivations
are truly understood and nurtured.
This insight has driven Zac to develop
and champion a framework he calls
Campaign Driven Marketing, which he
has taught to hundreds of agents and
which has become a cornerstone of his
leadership philosophy.

“As a broker, this is the main driver of
our culture. It’s all-encompassing for the
business and gives agents clarity to find
success in the business, break through
different levels, or create a legacy.”

Campaign Driven Marketing isn’t just a
strategy for Zac; it’s a unifying structure
that provides clarity in an industry
with countless paths to success. Rather
than focusing on what makes agents
different, Zac uses this philosophy

to identify the common actions and
principles shared by successful agents,
creating a cohesive culture within his
office while allowing individuals the
freedom to pursue their goals in their
own authentic ways.

“Now, I'm trying to provide my agents
with boundaries that contain rather
than boundaries that confine. In the
book, I lay out all types of real estate
marketers and marketing, which gives
you a blueprint but doesn’t tell you how
to do it. That gives agents the freedom
to operate within their own creativity
and motivations—all within a structure
that’s guaranteed to be successful.

For Zac, real estate is more than
transactions; it is a people-centered
business that often intersects with
significant life events. He recognizes the
emotional weight many clients carry
when buying or selling a home, especially
during pivotal moments in their lives. His
approach is rooted in having both a thick
skin and a soft heart—meeting client
expectations while offering compassion
during life’s transitions.

“By the time we get to closing, you get to
see the relief wash over people’s faces
when you finally get to the finish line,
and it’s really meaningful. We have

to have patience and love people and
work extremely hard for them. You can’t
help but be grateful to be a conduit for
something like that.”

Looking to the future, Zac is embracing
the transition from being a generalist—
comfortable wearing many hats—to
becoming a specialist in fostering
clarity and sustainable growth for

his agents. Having moved from a
cloud-based, high-growth company to
RealtySouth, a brokerage known for

its stability and community presence,

Zac is well-positioned to guide agents
toward success.

“There’s a maturity and stability to
RealtySouth. I know I can grow faster
when I have solid footing.”

Outside of work, Zac is enjoying a
season of growth in his personal life

as well. He recently married his wife,
Maggie, and the two are navigating

the joys of newlywed life while both
holding leadership positions in their
careers. They spend their time traveling,
enjoying moments with family and
friends, and caring for their new puppy,
embracing the everyday moments that
make life meaningful.

As Zac continues to grow in his role

as Broker, his focus remains clear: to
cultivate a culture that agents want to be
a part of while providing the guidance
and structure needed to succeed in a
competitive industry. His journey from
a small-town newspaper to leading

a brokerage office demonstrates

how resilience, mentorship, and a
commitment to lifelong learning can
shape a fulfilling career in real estate.
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COMPREHENSIVE. FLEXIBLE. CONVENIENT.

ACCOUNT EXECUTIVE
256.777.8306 | bbell@2-10.com

ENROLL:
2-10.com/bbell | 720.531.6723

R EAL SELL FASTER. STAND OUT.

GO LOCAL WITH
Add the industry-leading 2-10 HBW

E ST ATE PRO REAL ESTATE VIDEO!
Home Warranty Service Agreement

to your happy home tool kit. Why Should Real Estate Agents Use a Local Video Expert?

In today's fast-paced digital market, video content isn't just a nice-to-have — it's essential. For real
estate agents, professionally produced videos can make the difference between a listing that sits
and one that sells. While there are many DIY video tools available, working with a local video expert
offers unique advantages that go far beyond basic production.

1. Local Knowledge = Better Storytelling

A local video expert understands the area’s neighborhoods, landmarks,
and Lifestyle features. They can tell a story that resonates: with buyers
because they know what truly makes a community appealing.
2. Faster Turnaround, Easier Collaboration

When your video producer is local, scheduling shoots, revisions, and quick
updates becomes much more convenient. You can walk through
properties together, plan more dynamically, and ensure the final product
3. Professional Quality That Builds Your Brand

Video isn't just about showcasing a home — jt's about building trust.
High-quality, locally produced videos demonstrate your professionalism
and attention to detail, which can lead to more listings and referrals.
4, Stand Out in a Competitive Market

In a saturated real estate market, generic content won't cut it. A local
expert can help craft custom videos that showcase not only the property,
but also your personality and brand, setting you apart from competitors.
In short, real estate is local — and your marketing should be too.
Partnering with a Local video expert ensures thot your content is relevant,
high-quality, and authentically connected to the community you serve.

RREE

ESTATE‘ www.reelestatevision.com

Put your
home equity
to work.

Curb appeal cIoses deals so call Drlveway Pressure Washing
today and make your listing shine like new!
10 Years Expenence Re5|dent|al & Commercial - We Clean ANY Exterior Surface!

Driveway Pressure
Thomas Dickinson Crai -Jem1..cr1 ¥ : F \ Washing

Call or text Cody Brownson Serving the greater Birmingham
205-915-0646

Cody@DrivewayWashing.com Area & ShElby Cﬂunty’

DrivewayWashing.com

STOCKTON

MORTGAGE

WE USE LIFTS TO CLEAN ALL OF YOUR HIGH PLACES!
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AGENT SPOTLIGHT

A VISION
ROOTED IN

COMMUNITY

WRITTEN BY NICK INGRISANI

PHOTOS BY BRENDON PINOLA PHOTOGRAPHY

ESSICA

MILLER BUCKMAGSTER

“I'love that each day offers new
opportunities for my business, the
community I pour into, and other agents
in the community that I serve.”

Jessica’s journey into real estate began
with a vision to change lives, one
rooted initially in healthcare, but that
ultimately found its expression in
helping people achieve the dream of
homeownership. Originally from Oak
Grove, Alabama, Jessica earned her
psychology degree from the University
of Alabama at Birmingham, holding
onto the hope that she would one

day make a meaningful impact. That
vision eventually led her to Las Vegas,
where she worked in marketing and
promotions, sharpening her sales skills
while managing contracts for high-
profile clients and events.

It was in the vibrant energy of Las
Vegas that Jessica first recognized

her love of sales and the fast-

paced environment of high-stakes
transactions. She realized she wanted
to take that same energy and apply it to
something that would create a lasting
impact for people—purchasing a home,
one of the most significant investments
many people will ever make.

“In Vegas, it was all about fun. With
real estate, I realized I could build a
business and a fun brand that created
an experience for people, versus just
selling them a house.”

Jessica obtained her real estate license
in 2017, choosing to move back to her
hometown in Alabama to build her
business in the community she knew
and loved. It was a strategic decision,
recognizing that building a business
rooted in relationships would flourish
best in a place where people knew her
and where she could give back. Her
approach to launching her real estate
business was both creative and personal.

“In my first month in real estate, I went
by 10 for sale by owners and left each
one a bouquet of roses on each of these
houses. I got 3 listings that way. I've
always been seller-focused and the leads
have always come from there.”

“l POUR A LOT OF WHAT

| MAKE BACK INTO THE
COMMUNITY. WHETHER

IT’S FOR SCHOOLS, YOUTH
SPORTS, SCHOLARSHIP
FUNDS, OR FUNDRAISERS FOR
SCHOOLS. | KEEP A CERTAIN
PERCENTAGE OUT OF EVERY
CHECK TO GO INTO THE
COMMUNITY SOMEWHERE.”
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Jessica’s business grew quickly. She
sold 27 units in her first year, now
averaging around 40 annually, and has
served nearly 300 families in seven
years of business. Today, she is the
CEO and owner of the Mega Agent
Office, an umbrella branch she opened
under Keller Williams in an area that
previously lacked local real estate
infrastructure. For Jessica, it wasn’t
just about expanding her business—it
was about providing resources for

the community she serves, reducing
the need for residents to travel long
distances for closings and creating a hub
where other business owners, lenders,
and even in-house closing attorneys
could collaborate to make the process
easier for everyone involved.

“I wanted to offer more resources for the
community. Anytime there was a closing,
people would have to travel 30-plus
miles to get to it. I also wanted to bring
other business owners in to network.

We have lenders there now, so there’s an
opportunity for people on the mortgage
side. We also have an in-house closing
attorney. It’s just a brick-and-mortar in
the area we serve to make things easier
for those who live in our community.”

Her business model remains deeply tied
to her commitment to the community.
Even in one of Alabama’s lower-income
areas, Jessica’s commitment to volume
over high price points has positioned
her among the top producers nationally,
demonstrating that success is not just
about price tags but about the number
of families served and the relationships
built along the way.

“I pour a lot of what I make back into
the community. Whether it’s for schools,
youth sports, scholarship funds, or
fundraisers for schools. I keep a certain
percentage out of every check to go into
the community somewhere.”

Social media has become a central tool
in Jessica’s business growth, accounting
for 90% of her lead generation. Yet, for
her, it’s not about chasing transactions;
it’s about creating a lifelong client
experience. She hosts client events

four times per year, ensuring that her
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clients feel connected long after the
closing table. Her philosophy is simple:
When someone becomes a client, they
become part of a lifelong community,
with continued support and connection
throughout the years.

Looking ahead, Jessica plans to continue
expanding her branch into a full market
center and recruiting more agents to
serve the community. She sees each

day in real estate as an opportunity

for growth, whether she’s on a listing
appointment, attending a closing, or
mentoring other agents in the industry.
For Jessica, real estate is not just a career;
it’s an opportunity to create meaningful
experiences for her clients while fostering
a thriving, connected community.

Outside of work, Jessica finds joy

in staying active at the gym and
expressing her creative side through
her home furnishings business and
decorating homes. She also enjoys
spending time with her two children,
supporting her daughter in pageants
(where she often serves as a judge),
and traveling to experience new places
when she gets the chance.

Jessica’s story is a testament to

how vision, community focus, and
consistency can create a successful

real estate business that truly makes

a difference. Her path proves that it’s
possible to build a thriving career while
giving back and that each day holds the

potential for new opportunities to serve.
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Don't let your
clients’ money go

down the drain.

Call Mashburn
" Plumbing for a
‘comprehensive
. plumbing inspection -
- by a professional.

(205) 296-9217

mashburnplbg@yahoo.com

ALFA
[NSunance]

Our Team Works For You.

The Vail Agency

(205) 980-9933
TheVailAgency.com

MAKEIT APOINT

to Partner With Birmingham'’s
Home Loan Expert!
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¥ VIR

Local Operations ¢ High Level of Expertise
Personalized Service

Justin Petrusson, VP — Mortgage Banker
C: 205.470.8000 | MortgagesByJustin.com
jpetrusson@southpoint.bank | NMLS#: 351335
3501 Grandview Parkway, Birmingham i 5.
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COVER STORY

From Lenses to Listings,
Turning Love Stories
into Home Stories

“At the end of the day, all that
matters is my family,” says Katie
Wallace of RE/MAX Advantage. And
if you trace the winding road that

led her from wedding photography

to multi-million- dollar home sales,
you’'ll find that family—and faith—are
the driving forces behind it all.
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Katie didn’t set out to become

a real estate powerhouse.
She earned a degree in
dietetics from the University
of Montevallo (where she
completed her two final
years of college) and, like
many students, picked up
photography on the side
to make ends meet. Little
did she know that side
hustle would turn into a
thriving 10-year career as
a wedding photographer.

“I did that until I was starting
a family,” she candidly
comments. She knew
that weekends and late
nights weren’t going
to work. Although
being a wedding
photographer was a
great business, she
needed something
more flexible.

into the world of
real estate—and

“I'honestly didn’t
think I would pass
the exam,” Katie
laughs. “But here we
are.” Since 2019, she’s

in career sales, with $14.2
million closed just last year.

So, she took a leap

never looked back.

racked up over $80 million

Photography taught Katie
how to thrive in chaos,
manage expectations, and
connect with people—all
skills that serve her well in
real estate. “At weddings,
unless there is a wedding
planner, the photographer
is running the show,” she
says. “You’re dealing with
brides, families, different
personalities—all with
different expectations.

It taught me how to

stay calm and manage
people, which translated
directly to real estate.”

Katie built both businesses
the same way—on referrals,
relationships, and results.

“I don’t pay for leads. It’s
always been about taking
care of people, and the
business follows.” She has
also built a steady following
through her former
photography business.

Katie and her husband,
Dustin, whom she met at

the University of Alabama

in Birmingham, have also
made a name for themselves
flipping houses—six to seven
homes a year. “It’s been full of
lessons, failures, and growth,”
she admits. “But it lets me




use my creative brain and
fuels my real estate business.
I pick out every tile, grout
color, cabinet—everything.”

That attention to detail
carries over to her listings,
where she plays an active
role in staging. ‘I don’t stage
every listing myself—I
collaborate closely with
professional stagers to
bring out each home’s

best features. Whether

it’s a $200,000 house or a
$2,000,000 one, it deserves
to shine. People love their
homes, and I want buyers to
see them in all their glory.”

Alabama Proud

Katie was raised in Helena,
Alabama, and still lives

just a few miles from the
spot where she married
Dustin in 2012. “We recently
moved into a home on

10 acres, and it feels like
everything has come full
circle.” The couple now
shares their life with three
kids—Nora (10), Levi (7),
and Lucy (2)—and an active
family life filled with hiking,
trampoline time, water play,
and Friday night movies
with popcorn and M&Ms.

“Quality time is everything
to me,” she shares. She and
Dustin also enjoy weekly
dates, cherishing the time
they spend with one another.

To relax, you can find Katie
at the gym. “Fitness has
always been important,”

she says. “That’s the time to
gather my thoughts and keep
myself sane,” she laughs.

Faith, Family & Focus
While her achievements in
real estate are impressive,
Katie is most proud of the
balance she’s found. “I'm a
big-picture thinker and super
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competitive, so the hardest
part has been learning not to
compare myself to others,”
she confesses. “I used to
think I had to be number
one to be successful. But I've
learned that being a present
mom, a devoted wife, and a
good friend matters more.”

Katie quotes Mark 8:36 to
keep her grounded: “What
good is it for someone to gain
the whole world, yet forfeit
their soul?” For her, it’s not
about the accolades—it’s
about the legacy.

Katie’s current mission?
Creating unforgettable
client experiences.
“Everyone knows a real
estate agent. So, why choose
me?” she asks. Because she’s
obsessed with making the
process smooth, personal,
and memorable. “I want my
clients, their lenders, and
even the closing attorneys
to walk away saying,

‘That was one of the best
transactions I've ever had.”

From personalized
marketing videos to carefully
curated listings, Katie
ensures each client feels
heard, seen, and valued.

“My value is in the work I do
before the home even hits
the market,” she says.

What You Can’t Google
There’s more to Katie than
meets the eye. She sings
on her church’s praise
team and once had the
opportunity to pursue a
music career. “But I chose
family,” she says without
hesitation. That decision,
like her career pivot, has
only enriched her journey.

Her advice to aspiring top
producers? “Never stop
learning. Don’t assume

you know everything. And

surround yourself with

people who are better than
you. That’s how you grow.”

For Katie Wallace, the

story isn’t just about sales.

It’s about connection,

creativity, and carving out a
meaningful life—one home,
and one family, at a time.
From lenses to listings, she
has turned love stories into

home stories.
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Never stop
learning. Don’t
assume you
know everything.
And surround
yourself with
people who are
better than you.”
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BUMBLE e - OSTEOE)STRONG’

THE ULTIMATE BIOHACK

™ — =
BLINDS T BONES | STRENGTH | BALANCE

Window treatments to Buzz About

: - : Finally—a natural way to strengthen your
vl - e bone density while also strengthening
BUZZ INTO SUMMER 5SAVINGS! W :I s it -'. joints, tendons, and ligaments which helps
i W5 : ‘ - with knee pain, back pain, agility, and
balance. Try Osteo Strong today, and

experience The Ultimate Bio Hack.

10%OFF

Birmingham / Near Colonnade
4851 Cahaba River Rd, Ste 121
Birmingham, AL 35243
205-203-8755

EJH -§‘; 205.858.5311 e cahabariver@osteostrong.me
®

@1‘ 2 Bumblebeeblinds.com/ Ty Consultation. Hoover
] birmlngham_al - ; Installation 5884 Elsie Road
*Terms and conditions apply. Independently owned and operated.
Copyright © 2025 Bumble Bee Blinds™. All Rights Reserved.

Qualifying Orders*

& Warranty! Hoover, AL 35244

o™ 205-593-4214

hoover@osteostrong.me

Your Partner for Residential & Commercial Inspections @
WE'RE HERE TO HELP YOU CLOSE THE DEAL FAST! Ialrd. Beyond the Mor.tgage,
MSLNIARY \We're Invested In

(9 : CottenHomelnspections.com g Your succeSS!
a5 ‘é} S 205.213.1821 CANOPY

Conventional, FHA, USDA, VA, and
Self-employed Residential Loans

CHIl is the home of FLAT FEE INSPECTIONS.
The fee is $380 on ALL inspections for homes under
3,000 square feet. Allhomes 3,000 + square feet will
be priced at the normal inspection rate.

Matt Laird
Branch Manager
205-807-1877

NMLS# 1040852 | AL License #61748
Laird Lending Team, Powered by Canopy Mortgage

Chris Cotten
Founder & President of
Cotten Home Inspections Inc.

@ Canopy Mortgage, LLC | 360 Technology Court, Suite 200 Lindon, UT
84042 | 877-426-5500 | NMLS Consumer Access #:1359687. All loans

LEMDER  subject to credit and property approval.
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

Health
Medicare

Life Insurance
Supplemental
Long-Term Care
* Retirement

Call today for your free quote!

(205) 201-4972
healt

(205) 201-4972

Kmorse@healthmarkets.com@HealthMarkets.com

7001 Crestwood Blvd. Ste 610, Birmingham, AL

35210 ®

HealthMarkets Insurance Agency, Inc. is licensed as an insurance agency nationwide exceptin MA. Not all agents are licensed to sell all products. Service and product
availability varies by state. Sales agents may be compensated based on enrollment. No obligation to enroll.

©2024 HealthMarkets 50712-HM-0324




