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• Real Estate Management

• Joint Venture Management

• Joint Venture Formation

• Small Business Investment and Support

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

Downtown
1830 Washington St,
Chattanooga, TN 37408

423-417-1344

ordersdt@bridgecitytitle.com

East Brainerd
7158 Lee Highway
Chattanooga, TN 37421

423-417-1338

orderseb@bridgecitytitle.com 

www.bridgecitytitle.com

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
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Lharper@jacocontracting.net

RESIDENTIAL & COMMERCIAL

����������
������


���������



Chattanooga Real Producers • 2928 • November 2025

The Domino 
Effect of Faith

MEET
BY JEFF 

WHITE 

PHOTOS BY 

CREATIVE 

REVOLVER

COVER STORY

That step began a journey 
marked by courage, creativity, 
and conviction—a journey 
that’s transformed not only 
Asher’s life but the lives of the 
people around him.

The First Domino 
Asher grew up in the small 
farming town of Petersburg, 
Tennessee, where life was 
simple, and work ethic was 
a way of life. College wasn’t 
part of his story, but drive 
certainly was. Before he 
even had a driver’s license, 
he was already running his 
own lawn care business, 
managing a small team and 
building relationships with 
local clients. By fifteen, he 
was flipping electronics on 
eBay after discovering he 
could repair a broken phone 
screen for $20 and resell it for 
far more.

“I realized pretty quickly 
that I loved solving problems 
and creating something 
from nothing,” Asher says. 
“That’s what really lit the 
spark for me.” When he 
moved to Chattanooga, he 
found work at the well-
known STIR restaurant 
downtown. He had no idea 
that just weeks later, he’d 
be standing at the threshold 
of an entirely new career.

“I quite literally just walked 
into KW Downtown to learn 
more,” Asher recalls. “From 
the moment I met Nathan 
Brown—who poured into 

me without even knowing 
me—I knew this was the 
place I was supposed to be.” 
That moment, that single act 
of showing up, became the 
first domino. His real estate 
license went active in March 
of 2021, and from there, the 
chain reaction began.

Faith in Motion 
From day one, Asher made 
one commitment that has 
guided everything since: to 
keep his faith at the center. 
“My faith in my Lord and 
Savior is the most important 
thing,” he says. “It’s above 
any deal, commission, or 
negotiation anyone could 
ever encounter.”

That conviction hasn’t 
just shaped how he does 
business—it’s shaped 
who he’s become. Clients, 
colleagues, and new agents 
alike describe Asher 
as someone who leads 
with integrity and calm 
assurance, especially when 
things get complicated. And 
in real estate, they often do.
One story, in particular, 
captures that better than 
any other—the deal Asher 
still calls his “wildest 
domino deal.”

The Wildest Domino Deal 
It began, fittingly, with a 
cold call. “I’ll never forget 
it,” Asher says. “It was just 
me dialing homeowners, 
and I reached someone who 
wasn’t even thinking about 
selling. But by the end of the 
call, I had their home listed.” 
From there, the dominos 
started to line up. Through 
targeted marketing, Asher 
found the perfect buyer—
except the buyer needed to 
sell their own home first. “No 
problem,” he thought, and 
listed that one too.

Then that buyer needed 
to sell to another buyer, 
who was also purchasing 
contingent on their home 
selling. Before long, the 
situation resembled a real 
estate version of Jenga—four 
homes, each dependent on 
the successful closing of the 
next. “One wrong move and 
the whole thing would’ve 
collapsed,” he says. “We were 
four contingencies deep, 
all connected. It was one of 
those moments where you 
either panic or get creative.” 
Sure enough, a week before 
closing, one of the buyers 
hit a major snag. The entire 
chain was about to unravel.

“Instead of watching it 
crash down, I just prayed, 
took a breath, and thought 
outside the box,” Asher 
says. His solution was as 
unconventional as it was 
courageous—he decided 
to co-sign for the buyer so 
they could move forward. 
That single act of trust 
and generosity kept the 
entire domino chain intact. 
All four homes closed 
successfully. The original 
clients became close friends 
and lifelong supporters.

“It was stressful, no doubt,” 
Asher laughs. “But it was 
also one of the most fun 
and fulfilling challenges I’ve 
ever had in real estate. It 
reminded me why I do what 
I do—because when you 
serve people with faith and 
creativity, amazing things 
can happen.”

Building a Different Kind 
of Business 
The domino deal may have 
been wild, but it wasn’t 
luck. It was the result of 
the systems, discipline, and 
mindset Asher has built 

Sometimes, all it takes is one bold step of 

faith to set a chain of blessings in motion. 

For Asher Black, that first domino fell the 

day he walked through the doors of Keller 

Williams Downtown Chattanooga. He didn’t 

have a plan, a résumé in real estate, or 

even a degree—just a spark of curiosity, an 

openness to possibility, and a quiet faith that 

his path would unfold one step at a time.ASHER BLACK
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creating impact. His team’s 
model is designed to serve 
both clients and agents. For 
clients, that means a higher 
level of care and creativity 
in what’s often the most 
significant financial decision 
of their lives. For agents, it 
means sustainable growth, 
work-life balance, and the 
chance to provide for their 
families at a level they may 
not have thought possible.

Faith, Family, and the 
Bigger Picture 
At home, Asher’s focus is 
just as clear. He and his wife 
are eagerly expecting their 
first child in early 2026—a 
milestone that fills him 
with joy and purpose. “We 
love playing cards together, 
spending time with family and 
friends, and just soaking in 
this season of life,” he shares.

Together, the couple also 
give back through Choices 
Pregnancy Resource Center, 
an organization close to their 
hearts. “We both come from 
large families,” he explains, 
“and we’re passionate about 
helping new parents in 
difficult situations experience 
the joy and fulfillment that 
comes from being a parent.”

That sense of compassion, 
of putting people first, runs 
through everything Asher 
does. It’s not uncommon 
for him to go out of his way 
to serve others, whether 
it’s through business 
mentorship, community 
involvement, or acts of quiet 
generosity that never make it 
onto social media.

Lessons Along the Way 
When asked what advice he’d 
give to new real estate agents, 
Asher doesn’t hesitate. “If you 
have no leads, you have no 
business,” he says. “Your first 

job as a new agent is to figure 
out how you’re getting clients. 
Identify your superpower and 
focus on delivering a world-
class experience.”

That focus on discipline 
and consistency reflects 
Asher’s deep love of growth. 
He’s a daily listener of Alex 
Hormozi’s “The Game” 
podcast and an avid reader 
of books like $100M Leads, 
Atomic Habits, and Traction. 
But more than tactics or 
systems, what drives him 
is purpose. “We’re not just 
creating jobs,” he says. 
“We’re building durable, 
sustainable businesses that 
elevate everyone involved. 
And we’re doing it with faith 
and integrity.”

The Chain Reaction 
From a cold call that turned 
into four closings to a career 
built on service and faith, 
Asher’s journey is living 
proof of what happens when 
you keep your dominos in 
motion. Every bold decision, 
every act of trust, every 
moment of perseverance has 
led to the next.

And with a growing family, a 
thriving business, and a team 
that shares his vision, it’s clear 
that Asher’s chain of impact is 
still expanding.

“I think back to that day I 
walked into KW Downtown, 
not knowing what would 
happen,” he says. “And I can 
see now how each step of faith 
created the next opportunity. 
You never really know how 
big the ripple will be until you 
take the first step.”

Because for Asher Black, 
faith isn’t just something he 
believes in—it’s something 
he builds on. One domino at 
a time.

into his business from the 
beginning. “The people 
who have proven systems 
to service their clients are 
the ones who will win,” he 
says. “Those who don’t have 
systems built out for the first 
30, 60, and 90 days will be 
met with a rude awakening.”
Asher takes that philosophy 
to heart—not only for his 
clients but also for his 
growing team. In just a few 
years, he has hired, trained, 
and mentored six new agents.

“The opportunity to 
understand each person’s 
strengths, goals, and 
dreams—and to help them 
see how real estate can be 
the vehicle to achieve those 
things—is something I love,” 
he says. “Once I know their 
desired outcome, I reverse-
engineer a proven plan to get 
them there.”

To Asher, building a 
business means more than 
creating income—it’s about 

You never really know how 
big the ripple will be until you 

take the  first step.”

I realized pretty quickly that  
I loved solving problems & creating 

something from nothing.”
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®

Did you know,
you can get free
CE credits 

Thank You to our Gala Sponsors! 

Call 423.899.6161 for
all of your insurance needs!

Donna Johnson
JOHNSON GRISHAM AGENCY

6150 Shallowford Rd, Suite 103
Chattanooga, TN 37421

allstate.com/donnajohnson

donnajohnson@allstate.com

Protect Your
Investment!

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

Homeowner's policy
from Allstate

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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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?

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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So let’s break it down — with some direct, 
no-BS truth for both sales and ops.
Here’s The Real Talk For Admin  
AND AgentsFirst, Admin, Assistants + 
Ops Leaders
Stop saying, “Lead gen isn’t my job.”
You’re right — you’re not cold calling. 
You’re not prospecting. You’re not 
hosting open houses. You’re not in sales. 
But if you’re building systems that don’t 
directly generate business, you’re not 
building growth. You’re maintaining. 
And in this market, maintenance mode 
is a slow death.
You’re not a task taker. You’re a  
growth maker.
Stop acting like an assistant. Start acting 
like a business partner. Because that’s 
what growth demands.
That means you’re not just building 
checklists — you’re building machines.
Machines that:
•	 Are repeatable
•	 Are scalable
•	 Are measured
•	 Deliver max ROI with  

minimum chaos
Here’s the kicker: If you’re not tracking 
it, improving it, or getting results from it 
— it’s not a system. It’s busywork.
Let’s talk examples:
Touch Plan Fantasy vs. ROI Reality
If I ask 10 teams if they have a Touch 
Plan. All 10 will say yes.
If I then ask:
•	 Are you getting 1 closing per 10 

people in your “Met” database?
•	 Are you adding new people to  

the database consistently  
& systematically?

Most will say no to both questions. And 
if the answer is no, that’s not a Touch 
Plan. That’s a digital graveyard.
Client Events = “Fun” vs. Client  
Events = Results
When I ask teams about client events,  
I hear:
•	 “It was so fun!”
•	 “We had a great turnout!”
•	 “Clients loved it!”

That’s nice. But here’s what I want  
to know:

•	 How many referrals did it produce?
•	 How many reviews did you get?
•	 How many new contacts were added 

to the database?
•	 Did you call every attendee before 

AND after the event?
•	 Did you follow up with people who 

didn’t respond or come?

Fun without follow-up is just  
expensive entertainment.
“But I Don’t Want to Prospect…”
Good. You’re not supposed to. That’s 
your sales team’s job. But that doesn’t 
mean you’re off the hook. 
Here’s what connection looks like on the 
ops side:
“We’d love to invite you to our next VIP 
event. It’s ________.”
“Thanks so much for coming!”
“We missed you at the [event]. Should we 
keep you on the VIP list for next time?”
“Are you thinking about selling in 
the next year? We’ve got a Preferred 
Contractor List I can send you.”
“We’re updating your contact info so we 
can keep you looped in. Our next event 
is _______.”
You’re not selling. You’re adding  
value. You’re building community. 
You’re creating relationships that lead 
to conversions.
That is lead gen.
Check our blog for A Few Tools To 
Assist: ROI of Operations Calculator, 
How To Elevate Your Database to 
Databank, and How To Create More 
ProfitAgents + Rainmakers
Now let’s get real. I know you’re 
discouraged. A few years ago, business 
was easy. Now you’re grinding harder, 
and it still doesn’t feel like enough. 
Here’s what I want you to hear:
This is your opportunity. This is where 
the pros rise. Where you show your 
value — to clients, to your team, to  
your business.
If I asked your Assistant (about you):
Does your Rainmaker’s calendar match 
your team’s goals?
Is 2–3 hours of actual, intentional lead/
talent gen time blocked every day?
Do they walk the talk or is their message 
“Do what I say, not what I do”?

After 40+ years in real 
estate and mortgage, 
here’s the truth I 
learned that most won’t 
say out loud:

Growth is optional. Decline is 
guaranteed if you don’t own your role in 
lead generation.
This market isn’t broken. It’s  
just different.

Different requires:
•	 Discipline
•	 Ownership
•	 Alignment — every seat on the bus 

driving toward GROWTH.

You might not like what I’m about to 
say. And I care too much not to tell you 
the truth.

Everyone’s Job is Lead Gen
Whether you’re the Rainmaker, 
Director of Growth, an Agent, ISA/OSA, 
Director of Ops, Marketing Manager, 
TC, or Client Care Coordinator — your 
job IS lead generation.
The way you go about it may differ. But 
the responsibility is shared.

The Truth  
I Learned That 
Most Won’t 
Say Out Loud

SUBMITTED BY CHRISTY BELT GROSSMAN, 

CEO AND OWNER OF OPS BOSS COACHING™

COACHING CORNER
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Or would they say you are perfecting the 
art of the escape?
•	 Filling your day with “busyness” that 

feels good, but produces nothing
•	 Going to Mastermind after 

Mastermind to get tons of ideas, but 
never executing

•	 Networking, meetings, coffee after 
coffee, but no results

•	 Reason after reason about why  
you need to skip lead gen,  
reschedule meetings

Let’s be blunt: If you’re not making it 
rain, stop calling yourself the Rainmaker. 
You’ve got two ways to make it rain:
1.	 Lead Gen: Generate leads (whether 

you are in production or out)
2.	 Talent Gen: Recruit agents & talent to 

help your team grow

Stop telling your EA or DOO it’s up to 
them “to find business” or “you need to 
recruit” (when you’re not doing either).
Yes, it’s their job to build the systems 
to support lead gen and recruiting. 
(Systems that produce income and 
leads!) But the ownership of those 
pillars? That’s YOU. Not them.
This should be a partnership, not  
an abdication.
If you’re skipping lead gen and 
recruiting (or doing it inconsistently) 
and blaming your Ops team for the lack 
of results?
You’re not leading.
You’re dodging.
And you know what happened to the kid 
in Dodge Ball.

The Bottom Line
This market isn’t the enemy. 
Complacency is.
And the best way to fight complacency?
•	 Clarity
•	 Communication
•	 Consistency
•	 Accountability
•	 Shared ownership of growth

So here’s your permission — and  
your challenge:
Re-Set (your mindset)
Re-Wire (your systems)
Re-Launch (your action)
Growth isn’t reserved for “salespeople.” 
It’s the result of a business that acts like 
a business — where everyone owns  
the outcome.
•	 Check your mindset.
•	 Check your systems.
•	 Check your calendar.

Because everyone’s job is lead gen.
Ready to Turn Insight Into Action?
At Ops Boss® Coaching, our coaches are 
experts in one thing: Getting results. We 
don’t teach theory. We coach: Execution, 
Accountability, Leadership & Growth.
So if you’re serious about scaling in 
this market — not coasting on the easy 
market of yesteryear — it’s time to 
invest in your Ops Leader.
Because the market may have shifted — 
and the true leaders rise in the shift.
And you, my friend?
You’re built for more.
Now go be a BOSS.

Ops Boss® Coaching was founded by Christy Belt 
Grossman, former COO of one of the nation’s first $1 
Billion sales teams. Ops Boss® Coaching is celebrating 
their 10th Anniversary of being the premier provider 
of education, coaching, and community for real estate 
operations professionals (we call them Ops Bosses®!) 
Learn more at www.OpsBossCoaching.com.
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Connecting. 
Elevating. 
Inspiring.

OCTOBER MAGAZINE REVEAL PARTY
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CHARLOTTE

    

CHARLOTTE

GRAND RAPIDS     

LINCOLN  

NEW ORLEANS  

AMERICA'S BEST REAL ESTATE AGENTS

R E C O G N I Z E D

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers

AUSTIN RENFROW - 423.240.8732  |  arterralandworks.com

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



9151 Currency St.
Irving, TX 75063


