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Curb appeal closes deals, so call Driveway Pressure Washing
today and make your listing shine like new!
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Ace Handyman Services has an experienced team of Handymen who can
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BROKER SPOTLIGHT

~GULLEDGE

WRITTEN BY NICK INGRISANI ® PHOTOS BY CARNAGGIO PHOTOGRAPHY

FAITH,
FAMILY,
AND A
CALL TO BE
OF SERVICE

“We base ourselves on faith and service,
and it’s really gratifying to be able to
serve someone else. I'm most passionate
about being able to help people.”

For Brent, real estate has always been
about more than houses—it’s about
people, purpose, and the place he calls
home. Growing up around the Pell City
area, he learned early the value of hard
work and helping others. Sports played
a big role in shaping his character; the
discipline and leadership he developed
on the football and baseball fields would
later become cornerstones of his career.

After graduating from Victory Christian
High School, Brent spent some time

in college before realizing his true
education would come from the
workforce. He began working alongside
his father in the building industry,
gaining a firsthand understanding

of construction, craftsmanship, and
what it takes to bring a home to life.
That experience planted the seed for
everything that would follow.

“Being in the building industry, I

saw some agents who weren’t big on
customer service. So that inspired me to
get my real estate license and represent
my dad’s business better.”

Brent earned his real estate license in
2017, motivated to provide their clients
with the level of care and service they
deserved. Two years later, he added a
home inspector’s license, deepening his
understanding of how homes are built
from the inside out.

That knowledge quickly became his
edge. Clients appreciated not just his

professionalism but his ability to explain
what was behind the walls—the details
most agents couldn’t see. Over time, his
focus shifted from structures to stories.
Helping people find a home, he realized,
was a higher calling. It allowed him to
guide families through a life-changing
experience, offering reassurance,
education, and the joy of watching
dreams become reality.

“I love working with first-time home
buyers, because you get that thrill of
getting them through approval when they
didn’t realize they could even buy a house.
Seeing people light up at the closing table,
knowing they succeeded at something
they set a goal to is really gratifying.”

In 2024, Brent and his wife, Morgan,
took a leap of faith and decided to open
their own brokerage. What began as

a small venture quickly grew into a
thriving business with 15 agents serving
the Moody community and beyond. In
just a year and a half, the brokerage
closed nearly 150 homes and earned
multiple local awards, including Best
Real Estate Agency, Best Customer
Service, and Best New Business in
Moody for 2025. Brent also received the
honor of being voted as the Best Real
Estate Agent and Best Local Personality.

Those honors mean a lot, but for Brent,
success is measured by consistency and
community impact. The brokerage’s
word for the year—consistency—
reflects that commitment. Each

agent is supported, held accountable,
and encouraged to build a business
grounded in service and integrity. It’s a
culture that feels less like corporate real
estate and more like family.

“Many bigger brokerages don’t cater

to the community as much. We have a
down-home feel. Our agents aren’t just a
number—we’re all here for each other,
we support each other, and we’re easily
accessible to our clients and our peers.
We set a high standard for ourselves and
roll that over to our clients.”

Morgan plays an integral role behind
the scenes, managing administrative
operations and helping organize

community events. Outside of real estate,
she works in healthcare, and together
they’ve made giving back a family
mission. From sponsoring school activities
to participating in local fundraisers, their
goal is to make a lasting, positive mark on
the place they call home.

“My wife grew up in Moody, so when we
could set deeper roots there, it meant a
lot to us that we could give back to the
community. We love giving back to the
school and supporting the community as
much as possible.”

Faith and service guide everything
Brent does. Those values come from
his parents and stepmom, who always
found ways to help others. It’s a
principle he carries into his work and
into raising his daughter, Lila Kate,
now ten years old. One way of showing
her hard work, responsibility, and care
is through their small farm in Moody,
which houses mini cows and chickens.

That sense of continuity—honoring the
past while building for the future—
echoes throughout his life. Brent often
reflects on how lessons learned from
his upbringing shape his approach to
business today: treat people right, do
what you say you’ll do, and never lose
sight of the bigger picture.

“It’s been ingrained in me to help others.
My mom, dad, and stepmom always
took the opportunity to help people.
We’re always striving to be the best

version of ourselves and making sure it
benefits others as well.”

Brent’s leadership and professionalism
haven’t gone unnoticed. He was recently
nominated to the Movoto Advisory
Council, a peer-voted group recognizing
standout agents nationwide. He’s also a
member of the BoldTrail VIP Program,
which connects top-performing
professionals across the industry. For
him, these honors represent more than
personal achievement—they’re proof
that relationships matter. Nurturing
those connections, both locally and
professionally, continues to open new
doors for growth.

Outside of work, Brent enjoys life’s
simple pleasures: playing golf, grilling
out with family and friends, and simply
spending time outdoors.

Looking ahead, Brent envisions continued
growth for his brokerage and deeper roots
in the Moody area. His long-term goal is

to own a building that serves as both an
office and a resource hub for clients and
vendors—a tangible representation of
everything his business stands for.

From his beginnings in the building
trades to his success as a broker-owner,
Brent’s journey is a testament to the
power of consistency, faith, and service.
Every home sold and every agent
mentored is part of a larger mission—
to uplift others and strengthen the
community he proudly calls home.
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Alabama Professional Services
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Pest Control, Lawn Care, Termite Coverage, Foundation Repair,
Waterproofing, Concrete Repair & Gutters

) Family Free 40+ Years of
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More Information Contact Us
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RISING STAR

Tedc

FROM THE
CLASSROOM
TO THE
CLOSING
TABLE

WRITTEN BY ELIZABETH MCCABE
PHOTOS BY ALLEN OAKMAN

If there is anyone who makes an excellent real estate

professional, it’s a teacher. Their patience, compassion, and

calmnessareanassettotheirclients. Justask Teddie Mae Wall, a

Sle—dCSCI‘ide lifelong learner, WhO taught SChOOl fOI‘ 22ycears.

“I taught in Louisiana for 11 years and
stayed home 10 years with my babies,”
she explains. Then her family moved

to Birmingham to help start Church of
the Highlands, but when her youngest
daughter started first grade, she returned
to her roots in teaching. Instructing others
is what she does best. “I have taught
interior design, food and nutrition, and
clothing and textiles. Because of my
educational background, I feel like I bring
a lot to the table as a real estate agent.”

Early Beginnings

Growing up, Teddie Mae has fond
memories of living with her parents in
their humble home. “We didn’t have a
lot of dollars, but we had a lot of sense,”
she smiles. “We had a lot of common
sense on how to figure things out and
make them work.”

When she was 10-12, her family tackled
an incredible task: They built their

own home. Weekends and summers
were spent building their home from
scratch, from the ground up. Although
it took 2 years, it left an impression on
Teddie Mae. “Because of that, I am well
acquainted with structure, foundations,
insulation, and everything that goes
into home building.”

Her father taught school, and Teddie
Mae followed in his footsteps. Like
father, like daughter. She earned her
bachelor’s and master’s in vocational
home economics education from LSU,

followed by an education specialist
degree in teacher leadership from the
University of Alabama.

Interestingly, her mother did custom
window treatments for 50 years.

“We were always in people’s homes,
installing Roman shades, cornices, and
everything else,” she shares. Teddie Mae
learned through observing and working
with her mother in the drapery shop.
Between teaching, sewing, and building,
she absorbed real-world knowledge that
now gives her clients an edge. “Because
of my background, I feel like I'm the real
deal with lots to offer.”

A Career Kickstarted by Faith

Like many agents, Teddie Mae had her
license before she ever used it. But when
COVID hit, she found herself crying on
the couch, praying, and asking God what
was next. She didn’t want to be behind

a computer all day, teaching virtually.
When she called, God answered. Then
the phone rang.

It was her former youth minister, Josh,
calling from Ohio. He and his wife,
new parents of twins, wanted to return
to Birmingham and needed her help
finding a home. That one call launched
her career. Teddie Mae sprang to the
challenge of helping them find a home.

“Interest rates were in the low 2s, and
homes were flying,” she remembers.

“You could put a sign in the yard and
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have an offer, but there was still a lot of
negotiating to be done.” Little did she
know that this one home led to countless
others. It was the start of a new career.

Since then, she’s sold everything from

a $54,000 fixer-upper to a $650,000
property, and she’s been showing million-
dollar properties as well. Price point
doesn’t matter to her. “Everyone needs

a home. My slogan is Teddie Mae—Find
Your Way Home. Home is a place of
refuge, where you live in peace and get
rejuvenated. I want that for everyone.”

Her teaching instincts never left. Many
of her clients are first-time buyers,
often coming through Zillow leads.

She walks them step by step through
income-to-debt ratios, credit scores,
down payments, inspections, and repair
negotiations. She interprets the process
in plain language, making sure her
clients feel confident. After all, buying
a house for the first time can be a
daunting task.
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Teddie Mae is also known for her
heartfelt personal touches. On closing
day, she often gifts clients with a
watercolor photo of their new home,
along with a “Bless Your Home” basket:
salt for flavor, bread so they never go
hungry, and a reminder that home is a
blessing. Sometimes she even delivers a
home-cooked meal. “I love cooking,” she
says. “It’s another way to serve.”

When she’s not helping clients, Teddie
Mae is plugged into her community.
She’s active in small groups and Bible
studies, and she co-hosts “Domino and
Devotionals,” where participants play
Mexican Train dominoes. She’s also in a
book club, loves to travel (having visited
14 countries!), and is happiest exploring
quaint cobblestone streets and old-
world architecture.

Teddie Mae feels blessed to share her
home with her 93-year-old mother and
often helps elderly neighbors with food,
errands, or doctor visits. It’s all about

3

community and connections to her.
This mother of three also treasures time
with her three grown children. Holidays
are filled with happiness, cooking food
together, playing games, and laughter.

After starting with eXp Realty during the
pandemic, Teddie Mae recently made
the move to ARC Realty on Highway
280/Inverness, where she thrives on the
personal connections and face-to-face
energy she missed in a fully virtual
model. With over 100 closings under her
belt, she continues to grow her business,
driven by the same passion that fueled
her teaching career.

“I wake up in the morning asking,

‘God, who do you have for me to serve
today?”” she says. For Teddie Mae, real
estate is about helping others. She
traded lesson plans for listing contracts,
helping people find their way home.
This former teacher has new students
(her clients) and she can’t imagine doing
anything else.

OSTEOR)STRONG'
THE ULTIMATE BIOHACK

BONES | STRENGTH | BALANCE

Finally: a natural way to strengthen your
bone density while also strengthening
joints, tendons, and ligaments which helps
with knee pain, back pain, agility, and
balance. Try OsteoStrong today, and

experience The Ultimate BioHack.

Birmingham / Near Colonnade
4851 Cahaba River Rd, Ste 121
Birmingham, AL 35243
205-203-8755
cahabariver@osteostrong.me

Hoover

5884 Elsie Road

Hoover, AL 35244
205-593-4214
hoover@osteostrong.me

Beyond the Mortgage,
We're Invested in
C Your Success!

CANOPY

laird.

lending team
wwmm#

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

Matt Laird
Branch Manager
205-807-1877

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

@ Canopy Mortgage, LLC | 360 Technology Court, Suite 200 Lindon, UT
84042 | 877-426-5500 | NMLS Consumer Access #:1359687. All loans
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—  Dawn & Michael
"WE DON'T O
JUST WANT
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REAL ESTATE
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IN OUR
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COMMUNITY.
WE WANT TO
BE PART OF THE
FABRIC OF IT."
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POWER

WRITTEN BY ELIZABETH MCCABE ¢ PHOTOS BY CARNAGGIO PHOTOGRAPHY

IN PARTNERSHIP

From battling flames to closing deals, Dawn
and Michael Jenkins are unstoppable.

When the heat is on, some
people panic. Others thrive.
For Michael Jenkins, putting
out fires is more than a
figure of speech. It’s his day

job. A lieutenant with the fire

department, he knows how
to stay cool under pressure,
juggle competing demands,
and keep calm when
everyone else is losing it.
His skills are an asset in real
estate, where negotiations
can getjustashotasa
blazing kitchen fire.

Dawn Jenkins knows that
side of the business, too. Her
career in real estate started
in 2017 with Realty South,
and almost immediately, she
faced a personal challenge
far greater than any tough
transaction: breast cancer.
Instead of slowing down,
Dawn leaned in. She became
one of the top agents in her
office with Realty South,
proving that determination

sit on the sidelines. “Before
she started chemotherapy, I
got my license to assist her,”
he says. “Because she was
so strong, I only showed
one home for her.” By 2019,
Michael was officially part
of the business, balancing

top agents in her office with
no previous experience,” he
raves. “She’s very driven,
intelligent, and personable.”
What’s better is that they
joined forces, becoming a
dynamic duo in the process.

is in her DNA. firefighting with contracts, Better Together
closings, and client care. Together, they built the
Michael, who first met Jenkins Realty Group

Dawn in the pharmaceutical
industry, wasn’t about to

He thinks the world of
Dawn. “She was one of the

at eXp, a hard-working
team grounded in service.
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Their background gives
them a special connection
with firefighters, police
officers, military members,
healthcare workers, and
teachers, clients they
proudly serve through the
Homes for Heroes program.
As Michael puts it, they treat
every deal with the same
level of dedication.

“We have always tried to
treat all of our clients in

a professional manner.
Everyone deserves to have
a home or land, no matter
how much money you
make or how much money
you have,” he points out.
Whether it’s a $1,500 plot of
land or a multimillion-dollar
estate, they treat everyone
with the respect that they
deserve. Their reputation
has been built, one happy
client at a time.

In St. Clair County, Trussville,
and across Central Alabama,
Dawn and Michael have
become known as real estate’s
power couple. And yes, that’s
even their hashtag. They

go the extra mile, literally.
“We don’t mind driving

to help people. We will

work anywhere in Central
Alabama,” says Michael.

Their clients see the chemistry
between this husband-and-
wife team: Dawn, the warm
and approachable “sweet
agent,” and Michael, the
steady hand who knows when
to be firm. Together, they
strike the perfect balance,
adapting to each client’s needs
and personalities.

“Sometimes clients want
someone firm, almost like a

parent,” says Michael.

“We love to meet people,”
raves Dawn.

24 - November 2025

“We love the social piece,”
adds Michael.

To them, it’s all about
relationships. “We are

very passionate about the
relationship piece. There’s
nothing better than first-time
home buyers or repeat buyers
who are buying their first
home or their dream home.
It’s a blessing to be a part of
that process with them.”

They excel with referrals.
“People trust a fireman,” says
Michael. “They know me and
the work that I do.”

Another secret to their
success? Answering the
phone. As Michael says,
“How many clients do we

get because other agents
won’t get the phone?” He and
Dawn pride themselves on
getting their phone.

Focus + Balance

Even with three kids, aging
parents, multiple community
commitments, and Michael’s
dive team leadership, the
couple never loses focus.
They know that buying or
selling a home is deeply
emotional, and they treat
each client like a friend. It’s
not uncommon for their
conversations to extend far
beyond contracts into real
life. Sometimes they’re real
estate agents, sometimes
they’re sounding boards,
and sometimes Michael
jokes they are like on-call
psychiatrists, ready for
whatever their clients need.

“On the surface, we are
calm,” says Michael.
“Everything is going to
work out in the best way,
but under the surface, our
feet are churning away.” He
compares it to being a duck.
Their clients don’t see all the

work that they do behind
the scenes on the way to the
closing table.

The Jenkins were built to
overcome obstacles. They’ve
owned businesses, navigated
challenges, and embraced
opportunities. “We’ve even
worked on laptops from a
rooftop bar in Barcelona,”
says Michael. Why? When

real estate calls, they answer.

And what keeps them
going? Passion, preparation,
and the unshakable belief
that “chance favors the
prepared mind.” You have
to be ready to do business.
“Real estate conversations
can take place at any time,”
says Michael. “Being ready
is half the battle. And when
those opportunities present
themselves, take advantage
of them. That is the secret
sauce to everything.”

They sponsor local baseball
and football teams, support
charity fundraisers, and
contribute to the greater
good in their community.
Through Homes for Heroes,
they’ve made it their mission
to give back to the people
who serve. “We don’t just

want to be the real estate
agents in our community,”
says Michael. “We want to be
part of the fabric of it.”

To relax, Michael and Dawn
like to go on weekend trips to
the beach or a quiet cabin in
the woods. “We disconnect
enough to recharge,” they
explain. Traveling rejuvenates
them from the hustle and
bustle of real estate.

Unstoppable

At the end of the day, Dawn
and Michael’s story is about
more than homes. It’s about
helping others and creating
community. It’s about
staying calm when the heat
is on and rising stronger
together. They thrive where
the pressure’s hottest,
turning chaos into calm
and challenges into wins.
Michael can be answering
a fire call one minute and
negotiating a deal the

next, while Dawn is lining
up the next community
sponsorship or guiding

a client home. Together,
they prove that when two
power players combine
forces, the result is nothing
short of unstoppable.
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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

Guid

aicracge g MORTGAGE ORIGRNATORS

In America

Protect your home
with Alfa® today.

AUTO » HOME « LIFE « BUSINESS

™ Get a FREE Roof Assessment!
ROOF Call or Text (205) 842-8697
ALABAMA Learn More at nanoroofal.com

GIVE YOUR CLIENTS
SOMETHING A LITTLE

A Full-Service Roofing Company
Specializing in Roof Preservation
& Insurance Claims

==

We offer free roof assessments,
utilizing drone technology
for evaluations.

Get an
" Instant
Estimate!

The Vail Agency
(205) 980-9933
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to Partner With Birmingham's
Home Loan Expert!
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Local Operations  High Level of Expertise
“ Personalized Service

Justin Petrusson, VP - Mortgage Banker
C: 205.470.8000 | MortgagesByJustin.com
jpetrusson@southpoint.bank | NMLS#: 351335

Local & Independent Agency | Client Focused | Competitive Rates il S T 3501 Grandview Parkway, Birmingham  f &2
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

BUMBLE
B=E BLINDS

Window treatments to Buzz About

BUZZ INTO FALL SAVINGS!
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Installation

*Terms and conditions apply. Independently owned and operated.
Copyright © 2025 Bumble Bee Blinds™. All Rights Reserved.
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