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“An investment in 
knowledge pays

the best interest.” 
- Benjamin Franklin

Scan QC Code

423-708-4108
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help those he knows, but he is enjoying 
meeting new people and developing 
new relationships as well. 

He has always placed a high value on 
relationships. “I think as adults, we 
normally don’t do a great job of keeping 
up with our friends,” he said. But Todd 
tries to make a conscious effort to 
ensure they feel like they have him in 
their corner, both for real estate and in 
life. Between check-in calls, texts, and 
lunches, he loves to build friendships. 
“That’s what I would want to do with my 
time if I retired tomorrow,” he admits. 
By leveraging his sphere for referrals 
more than cold calling, he’s built his 
business how he wanted to. Nearly 
every agent aims to avoid cold calling, 
but it takes time and effort to achieve. 
For Todd, that was always his goal, and 
he’s built his business to work that way.

He has also had many positive changes 
in the last few years. He had his first 
child, moved into a new house, and 
his wife started her own counseling 

practice around the same time he 
joined real estate to embrace the 
flexibility needed to raise their son. 
They navigated the challenges together 
and have found themselves in a 
wonderful life they enjoy. 

While his motivation for work is helping 
others and building relationships, family 
is what matters most. His wife Courtney 
and son Camp are the focus of his time 
outside the office, and he embraces the 
flexibility of real estate for them. “What 
gets me out of bed in the morning is 
my son yelling ‘DADA!’ from down the 
hall,” he jokes. He is grateful for the 
blessing of getting to raise a family with 
his wonderful wife and looks forward 
to each new milestone. He tries to set 
a great example by working hard and 
keeping his priorities straight, especially 
as his son is becoming more aware 
of when he’s gone. While finding the 
balance between work and family time 
can be tough, one thing Todd will never 
sacrifice is his time with those who 
matter most.”

“I just 
really 

wanted 
to help 

people in 
the same 

way.”
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 Call 224-848-0425 for a FREE Estimate! 

Licensed & Insured  •  We are Women Owned!

SPECIALIZING IN A
VARIETY OF ROOFS: 
•  TPO 
•  Shingle 
•  Metal 
•  Designer shingles
•  Davinci roof 
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We guarantee fast turnaround times to get jobs scheduled and completed 
Free inspections & reports to agents • No job is too big or too small • 10+ years in business

Got a Roof  Leak? Uh Oh...Better Call JACO!

Landon Harper 
423-762-5065

Lharper@jacocontracting.net

RESIDENTIAL & COMMERCIAL

Insurance 
Claim 

Specialist

FAQS

For those who may be new to Real Producers, or if you are 
just curious, here are some quick facts about Chattanooga 
Real Producers: 

The Heartbeat: We seek to elevate the culture of our local real 
estate community by INSPIRING us to KNOW ONE ANOTHER 
BETTER, creating stronger CONNECTIONS, more trusted 
relationships, and more repeat business for everyone involved. 

Distribution: This magazine is sent free of charge to the top 
300 agents in the greater Chattanooga area based on MLS 
productivity. Within this area, there are over 3,000 active 
agents, but everyone who receives this publication is part of an 
elite group. You are remarkable. Just to be in this group is truly 
a badge of honor!

Content: This is all about you, the Chattanooga real estate 
community. We do personal and unique stories on members 
of this community, giving you a platform to inspire others. Our 
goal is to go beyond the numbers and take a deep dive into the 
personal side of the industry, to inspire us to know one another 
better. It costs absolutely nothing for a real estate agent to be 
featured in the publication. But to be featured, an agent must 
be nominated by a peer or leader in the Chattanooga real estate 
community. We are always taking nominations and encourage 
you to nominate individuals who are making a huge impact on 
our local real estate market.

Our Partners: Anyone listed as a “preferred partner” in the 
front of the publication is a part of this community. They will 
have an ad in every issue, attend our 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 single 
preferred partner you see in this publication. We do not meet 
with businesses until they are vetted by one of the agents in our 
community and receive a “stamp of approval.” If you are looking 
to add to your arsenal of incredible vendors, look no further.

Networking Events: Along with the monthly publication, we 
host various social networking events where top agents, along 
with our top preferred partners, get together at reputable 
local venues to rub elbows, mastermind, have a good time 
and strengthen our greater Chattanooga community. We 
communicate information about the events through the 
publication, texts, emails and social media.

Connecting. Elevating. Inspiring.

How does 
Chattanooga Real 
Producers work?

FAQS

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!

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!

Jeff White

Owner/Publisher
Chattanooga Real Producers 
Jeff.White@RealProducersMag.com
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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
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Small-Town Roots, 
Big-Time Vision meetBY ANDERS CLARKE   

PHOTOS BY WILLIAM GRIGGS

AGENT ON THE MOVE

BRADON 
DOCTOR

O
riginally from Kansas, Bradon 
graduated from a high school 
class of 8 before moving to 

Chattanooga to attend Covenant College. 
During his time there, he met his wife 
and they got married the summer after 
their junior years. Upon graduating, they 
decided to make Chattanooga home as 
it offered them plenty of opportunities 
to enjoy their outdoor hobbies and a 
community-centric environment to 
eventually start a family. 

Before Bradon got into real estate, 
he spent his days selling mattresses - 
“Sling’n Springs” as he would say - with 
some friends. While he enjoyed the job, 
he often worked well into the evening, 
providing little time for his wife and 
kids. “Family is super important to me 
and only getting an hour or two a day 
with them wasn’t a long term option,” 
he states. While looking for a new job, 
Bradon was introduced to Thomas 
DeMoss, a local real estate investor, who 
was looking to build out a retail side of 
his business. Despite Bradon’s lack of 
real estate experience, he got licensed 
and joined the team as an agent in 2019. 

During his time with Thomas, he 
absorbed as much as he could. The 
learning curve was steep, but Bradon 
took the opportunity head-on and 
engrossed himself in the industry. 
He learned from each deal and 
conversation, growing his skillset, 
confidence, and enjoying the process. 
After a couple of years, he was confident 
enough in his skillset and knowledge 
to start investing in his own deals. He 
decided the next step was to go into 
business with his father, who has 
extensive experience in construction. 
And with his father’s recent move to 
Chattanooga, it was perfect timing to 
start their own partnership.

Over the past five years, Bradon has 
built his business exactly the way he’s 
wanted it. He’s continued to serve 
buyers and sellers with traditional 
sales while slowly increasing the 
work with his father on their flips. 
He loves the hands-on aspect of the 
renovations and thrives on the feeling 
of doing quality work that will be 
enjoyed by the family that receives 
it. But he also enjoys walking along 
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families through a transaction and 
the emotions that often come along 
with that process. Every transaction 
is different and provides a new 
opportunity to build relationships. That 
has been a huge focal point for him. 

Early on in his real estate journey, 
Bradon realized he had no interest in 
certain parts of the job. “The job of most 
real estate agents is ‘how do I get my 
next client?” he argues. For Bradon, he 
wanted to avoid the grind of generating 
new leads. Instead, he opted to focus 
his time on investors and how he can 
provide maximum value to them. Over 
the years, he has been able to build 
trusted relationships, making himself an 
integral part of the mutual success they 
would share. “Once you’ve made that 

relationship, then you’re just working as 
a part of their business,” he claims. 

As he approaches new relationships, 
he emphasizes working with the right 
people. The first step he takes when 
it comes to a new partnership is to sit 
down with someone and see if they 
get along. “If we’re a fit, the rest is 
going to be fine,” he says confidently. 
Finding someone you work well with 
is most of the battle, and choosing his 
relationships carefully has been a huge 
part of his rapid success. “Enjoying 
who you work with is important,” he 
says. This extends to the contractors he 
works with as well. He will make sure 
his network runs smoothly and without 
conflicts constantly so he knows when to 
make changes or shift the gears around. 

He’s a quick learner and business-
minded, providing him with a powerful 
advantage. “I really do like the business 
side,” he states. 

Given his personal experience with flips, 
it’s clear why investors would trust his 
expertise. He is able to expertly review 
each property he looks at, advising 
clients on estimated rehab budgets, 
future value of the property as well as 
the current value to other investors. 
When meeting with homeowners, 
he can speak from experience as to 
what improvements they can make to 
maximize their home value as well as 
provide them with an extensive list of 
contractors to get them done. Driven by 
integrity, he makes sure to give honest 
and reliable feedback in a digestible 
way. Even though he is driven by his 
business sense, it’s never at the expense 
of others. His priorities remain with his 
client’s best interest in mind. 

As his number one priority, Bradon 
spends as much time with family as he 
can. He loves to explore the city and 
get outside with his wife and two kids, 
enjoying the Scenic City and all it has to 
offer. Much like his real estate business, 
he prefers quality over quantity and 
loves to support the small businesses 
that keep Chattanooga unique. He loves 
good food and drink, a quick round of 
golf, working with his hands and getting 
out in nature. He has a tight-knit friend 
group that he spends time with when he 
can, and attends Sojourn Church, a small 
community in North Shore.

Looking ahead, Bradon has big plans, 
but he isn’t in a rush. He claims, “If I 
won the lottery tomorrow, I’d be doing 
the same thing I’m doing now.” He loves 
creating homes for people that they can 
enjoy and raise their own families in. 
He loves to improve and help develop 
communities and plans to lean into 
that in the coming years. “I want to 
do something real and productive,” 
he admits. He’s put plenty of time and 
effort into building his own community 
of people through strong relationships. 
Now, as he looks back on what he’s done 
and forward to what’s to come, he’s 
excited for the journey. 

“If I won the lottery 
tomorrow, I’d be 

doing the same thing 
I’m doing now.”
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A s h l e y  B a l l e z z i  & 
J u n i o r  F r a n c i c a 
w i t h  C h a t t a L i v i n g

BUILT 
DIFFERENT

PHOTOGRAPHY BY CREATIVE REVOLVER

COVER STORY

In a business built around individual 
success, Junior Francica and Ashley 
Ballezzi chose a different path—one 
rooted in trust, bold vision, and doing 
things their own way. Together, they’ve 
built ChattaLiving: not just a real estate 
brand, but a movement reshaping 
what real estate can feel like.

It’s creative, it’s client-first, and it’s 
personal. Because for them, this 
partnership isn’t about ego—it’s  
about impact.
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Two Paths. One Vision.
Ashley Ballezzi never planned on selling homes. Raised in 
Tampa, she moved to Chattanooga for college and enrolled 
in nursing school—but quickly realized her passion wasn’t in 
scrubs and textbooks. Having a daughter at a young age, with 
no family nearby and no real community, Ashley did what she’s 
always done best—she dug deep and worked hard to create the 
life she envisioned for herself and her daughter. 

What followed was pure hustle: hitting sales goals at a local 
bridal boutique, managing a team at a tanning salon, and 
figuring out how to survive and thrive on her own terms. 
Real estate wasn’t part of the plan—it found her. She started 
working with some of Chattanooga’s top-producing teams, 
learning the ropes from the inside. Ashley never needed scripts 
or pressure tactics. She built her business on connection, 
empathy, and showing up with real support during some of 
life’s biggest decisions.

“I’ve never considered myself a ‘salesperson,’” she says. “I just 
connect. And that’s always been enough.”

Junior Francica’s journey couldn’t have looked more different. 
Born in Brazil, raised in Miami, and shaped by four years in 

the Marine Corps, he moved to Chattanooga for college—and 
ended up meeting his wife here. Along the way, he explored a 
range of jobs: CrossFit coaching, landscaping, photography, and 
many more. Real estate came later, and in that first year, he 
barely sold anything.

Eventually, he stepped away from the business altogether—for 
three years.

But when God opened the door to come back, something 
clicked. Junior poured himself into learning, marketing, and 
creating content that actually connected with people.

“I realized I didn’t need to be the most experienced agent—I 
just needed to outwork everyone else and out-market them 
too.”

Teaming Up — And Leveling Up
Junior and Ashley had known each other since college, 
both attending Southern Adventist University, and later 
reconnecting through social media and local industry events. 
But in late 2022, Junior reached out with a simple idea: team up 
for six months and see where it goes.

It clicked almost instantly.

They built their partnership on a clean 50/50 model—splitting 
commissions, referrals, expenses, and responsibilities right 
down the middle. But behind the even split is a clear structure: 
both Junior and Ashley are highly creative—especially when it 
comes to marketing and finding fresh ways to stand out—and 
both bring a strong problem-solving mindset that helps the 
team stay agile and effective in any situation.

Ashley leads the charge with clients—negotiating, advising, and 
keeping the team sharp in the field. Junior leads the company—
setting the vision, building the brand, and constantly leveling 
up their marketing game.

Together, they move faster, think bigger, and operate more 
efficiently than they ever could alone.

“There are a lot of solo agents who feel like they have to do 
it all,” Ashley says. “But we’ve learned that sharing the load 
makes everything better.”

Doing It Their Own Way
From day one, Junior and Ashley knew they weren’t building a 
traditional real estate team. ChattaLiving had to feel different—
because they are different.

They tossed out the stale listing templates and leaned all the 
way into creativity. Every property is marketed with intention: 
cinematic video, lifestyle-driven reels, and community-focused 
storytelling that makes people feel something. It’s not just 
about square footage—it’s about selling a lifestyle people can 
actually picture themselves living.

“We’re not just selling homes,” Ashley says. “We’re selling how 
it feels to live there. The vibe, the pace, the story behind the 
move.”

It’s elevated marketing without the ego—rooted in real 
relationships and honest communication.

That energy spills into every part of the process. Clients become 
friends. Closings come with laughs. And the whole experience 
feels like something more than just a transaction.

Built Different
Ask anyone who’s worked with ChattaLiving—they’ll tell you 
it’s different. And that’s not by accident.

Junior and Ashley aren’t interested in building the biggest team 
in town. They’re focused on building the right team—starting 
small, staying intentional, and only bringing on people who 
align with their mindset, values, and culture.

“No egos. No drama. Just people who care deeply about clients 
and want to do things the right way,” Junior says.

“Character over résumé every time,” Ashley adds.

That same mindset shows up in their client work. They’re not 
afraid to walk away from deals that don’t feel like a fit. Quality 
matters more than quantity—always.

They’re also expanding into new construction, partnering with 
builders who recognize the value of high-level marketing and 
the personal attention ChattaLiving brings to every listing.

Real Life First
One of the biggest reasons this partnership works is because 
Ashley and Junior are grounded in the same priorities: faith, 
family, and flexibility.

Ashley is a hands-on mom who’s all-in for her daughter’s 
practices, performances, and everyday moments. Her 
husband—a high school coach and PE teacher—is her steady 
partner at home, making it possible for her to give 100% both 
personally and professionally.

Junior is a dad of four, and family time is non-negotiable. 
Whether they’re camping, playing sports, hiking, or just 
chasing the kids around the backyard, those moments at home 
are what keep him grounded and motivated. He’s also an ultra-
marathon runner—using long-distance training as a way to 
stay focused, clear, and always pushing forward.

At the center of it all is faith. It’s not just a belief—it’s the 
foundation.

“We want to lead with integrity and keep God at the center of 
how we do business,” Ashley says.

Junior adds, “At the end of the day, this business belongs to 
God. We’re just stewards of what He’s entrusted us with.”

Built to Last
So what’s next?

For Junior and Ashley, it’s not about chasing awards or building 
a massive team. It’s about creating something that lasts—
something that reflects who they are, what they believe, and 
how they want to lead.

“We’re not trying to be a traditional team,” Junior says. “We’re 
building something that feels like us.”

Because ChattaLiving isn’t just a real estate brand. It’s a belief:
That real estate should feel personal.

That great marketing and deep trust can go hand in hand.
That you don’t have to do it all alone.

That faith, family, and fun can be the foundation of something 
powerful.

Junior and Ashley aren’t building fast—they’re building 
intentionally. And they’re just getting started.

“We want to lead with integrity 
and keep God at the center of 

how we do business,” Ashley says.

“We’re not trying 
to be a traditional 
team,” Junior says. 
“We’re building 
something that 
feels like us.”
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Chattanooga - 

There’s a new 

home warranty in 

town! Achosa 

lets homeowners 

work with any 

service provider, 

and pays them 

on the same day! 

We prioritize 

getting repairs 

done FAST! 

Emily
Daniel

615-806-3456
emilyd@achosahw.com

www.achosahw.com

1.Top Referral Network
2.Business Leadership
    Training
3.Our Numbers Tell All
4.Connections and
    Camaraderie 
5. Member Benefits
    �ro�ram�

Did you know,
you can get free
CE credits 
��en �o� �o�n��

Top 5 Reasons to
Join Women's Council



9151 Currency St.
Irving, TX 75063


