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> Rates, Reality,
And Resetting
Expectations

BY BRANDON RICHOUX

If you're like me, you’ve got a timeline full
of lenders who have been posting for the
last 18 months that ‘rates are finally going
to drop’. And with these messages, we’ve all
become pros at navigating our fair share of
interest rate conversations with clients. But
even with recent slight reductions, we’re
still not seeing the kind of movement that makes buyers jump
off the fence and make offers.

We’re in a strange season, even while rates have cooled a bit,
it’s not enough to shift affordability. Prices haven’t come down,
incomes haven’t risen, and buyers are caught in the in-between.
And with this, they are asking the question: “Should I wait?”

This is where we, as professional, licensed Realtors come in.
This market is all about strategy and creativity. We’re having
more frequent lender collaborations to help buyers understand
rate buydowns, creative financing, and down payment
assistance options. It’s not always enough to move the needle,
but sometimes it’s the other options that will urge buyers not to
wait on what might happen next year. It’s also about resetting
expectations. I've found that interest rate conversations are
really about helping people understand the cost of waiting,

not just in terms of money, but missed opportunity. When
someone’s lease renews, a new baby is on the way, or a job
transfer is looming, their timeline isn’t tied to Jerome Powell,
it’s tied to their very real life. And that’s why our job as advisors
matters so much.

In my opinion, this is where top agents separate themselves
from the pack. It takes a real professional to walk a client
through today’s numbers, help them see the long game, and
guide them toward a “smart move”, pun intended.

I don’t know exactly when rates will drop, and neither do
you, but I do know this: we’ll keep hearing “I wish I would
have bought last year” from people who wait. So let’s keep
educating, adapting, and walking clients through the fog.
Whether rates move or not, our value doesn’t waiver. As long
as we continue to remain informed and educated, and help
people make confident decisions in uncertain times.
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Serving The Greater Baton Rouge Area
Commercial and Residential

o

. New Sod Installation

- New Flower Beds

. Landscape Cleanup

« Irrigation

- Landscape Lighting

. Gutter Cleaning

. Stump Removal

- Trash/Debris Removal

. Lawn Maintenance

. Landscaping Maintenance .?#'
- Flower Bed Design .
- Wood Fence Installation

- Hardscape Construction

- Tree Trimming & Removal

- Weedeater and Blowing

- Weed Killer Application

. Pressure Washing

Adriana Martinez

Account Manager
225=335-3322
adriana@lienslandscapingbr.com
www.lionslandscapingbr.com
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OIL & GAS RESIDENTIAL CLOSINGS
FAMILY LAW COMMERCIAL CLOSINGS
PROPERTY LITIGATION WILLS & SUCCESSIONS

TITLE SOLUTIONS

we close the

WWW.FONDRENBLAIZELAW.COM

Baten Rouge: 10101 Siegen Lane, Ste 4A | 225, 810.4998
Houma: 1499 5t. Charles S5t | 985.223.4725

Proud Partner of Baton Rouge Real Producers since 2020
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CAREER MOVER

BY LAKEN
FOISIE
PHOTOS
BY STEVIE
LEJEUNE
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hen Kenya Brown reflects on the past decade, one theme stands out: transformation. Once

a salon owner and stylist, Brown reinvented her career 10 years ago to pursue a path that

offered more balance, purpose, and impact. Today, she is an established Realtor® with Keller
Williams First Choice and the team leader of Real Resource, where she nurtures a growing group of
agents and serves clients with what she calls a God-centered approach to business.

“I wanted to spend more
time with my family,” Kenya
said, recalling the decision
that shifted her from

styling chairs to real estate
showings. “My previous
career as a salon owner

and stylist did not give the
flexibility I needed to be

the wife and mother that I
desired to be.” That leap of
faith proved to be more than
a career change. It set Brown
on a path that combined

her entrepreneurial spirit
with her faith, while also
giving her the opportunity to
mentor and uplift others.

Kenya is now in her 10th
year, and has been leading
her team for the past two
and a half years. What began
as a one-on-one mentorship
quickly grew. “I originally
started with one agent
because I wanted to work
closely with her to grow her
business. She provided a
little leverage for me during
a transition in my business,”
Kenya said. “I now currently
nurture and lead five
agents.” Her leadership style,
she explained, comes from
her belief in service and
stewardship. “What sets me
apart is allowing God to be
my CEO and an attitude that
I am here to serve others.
Keeping that mindset will
keep me humbled.”

Her commitment to
discipline, systems, and
service has not gone
unnoticed. She has remained
in the top 20 percent of more
than 200 agents for eight
consecutive years. Recently,
she received the prestigious
Gary Keller Award, an honor
that recognizes agents who
consistently use Keller
Williams’ tools and systems
to run their business at a
high level. “That award
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that ‘ encourage
someone to keep going
and don’t give up. If
you take care of your
business, it will take
care of you.”
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meant so much because it
shows the importance of
sticking to the systems,” she
said. “It reminds me that
when you run your business
like a business, you’ll always
be in business.”

For Brown, the most
rewarding part of real estate
goes beyond contracts and
closings. She sees her work
as an opportunity to inspire
and encourage others. “I find
comfort in encouragement,”
she said. “I encourage people
to create wealth, buy homes,
break generational curses,
and to keep going when it

seems impossible. Challenges
give me an opportunity to
pray with and for my clients.
It allows me to introduce or
remind them of the power of
prayer.” Her faith is woven
into her daily practice,
guiding both her personal
outlook and professional
philosophy. “It’s not a hustle
for me,” Kenya said. “It’s

a career worth having, a
business worth owning and a
life worth living, experiences
worth giving and a legacy
worth leaving..”

She cautions aspiring agents
to get clear about what the

career really entails. “If
someone is considering
real estate as a career, I'd
encourage them to speak
with someone to see what
it really means to work the
business full time. I think
social media paints an
unrealistic expectation of
the business.”

Though much of her time
is devoted to her team
and clients, Brown also
makes giving a priority.
“Iam a giver. If I see

a need, I sow a seed.”
And her love of learning
also fuels her business.
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allowing God to be my CEO and an attitude

that I am here to serve others. Keeping that
mindset will keep me humbled.”

Alongside the Bible, which
she calls “the cheat code
for success,” Brown cites
Fanatical Prospecting, The
Millionaire Real Estate
Agent, The Kingdom Driven
Entrepreneur, and 7 Levels
of Communication as books
that have shaped her. She’s
also a fan of podcasts such
as Referrals Podcast,

The Millionaire Real

Estate Agent Podcast, and
Social Proof.

As she reflects on her
decade in real estate, Kenya
Brown remains grateful for
the platform to share her
story. “I am so honored to
be a part of this publication
to share my journey with
others,” she said. “My
prayer is that I encourage
someone to keep going and
don’t give up. If you take
care of your business, it
will take care of you.”
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Monique S. Diggs

Sr. Mortgage Loan Originator | NMLS# 2105964
Licensed in AL, FL, GA, LA, MI, MS, OK, & TX

MOTHEML®

(225) 916-1212

FAIRWAY® .
a I IOM E 10202 Perkins Rowe, Baton Rouge, LA 70810

monique.diggs@fairwaymc.com
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EXPERT NOTARY SERVICES FOR S OOTH REAL ESTATE CLOSINGS
TITLE ATTORNEYS - Need reliable support while you're on

vacation, parental leave, or managing a busy schedule? I've got
you covered with expert closing assistance at your primary or
satellite locations and mobile notary services!

REALTORS/VENDORS - | am also available for traditional Notary
services as well.
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Stevie LeJeune
Located in Brusly
stevie24.37@gmail.com

2257767784
@ SN(photos

Wel Sofh

Notary Public

225-202-2959 e nodelaynotaryservices@gmail.com @

r
\/

34 . October 2025

LOWUSTANMA AESTHETICS

This Year,
Shine Brighter.

[ <, (334)354-7681 )

Advanced treatments & skin care

services to make your aesthetic
goals a reality.

CYPRESS

I — ) ) RUUFING ) & BOTOX & FILLER
o o ~ e & LASER HAIR REMOVAL
& MICRONEEDLING
& CHEMICAL PEELS
& HYDRAFACIALS
o

BEL / MOXI f HALO

DISCOVER HOW YOU COULD
QUALIFY FOR INSURANCE
DISCOUNTS, WITHOUT
REPLACING YOUR ROOF!

Scan QR code to get
social, contact us or learn
more about our services!

'PFI_ AlRlEV[L-_I_.-E " i-..ﬂ_n;!
(225) 636-2603

Servicing These Areas in Louisiana

Ascension, East Baton Rouge, West Baton Rouge, Livingston & Surrounding Parishes

225.450.5507 - cypressroofingla.com ¢ 2 AM

EMSCULPT

X hydrafacal

88 ATLAS

neo
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COVER STORY

BHRAMAYANA

A Well-Written Life

When TOM BHRAMAYANA tells his story,
it isn't polished into a perfect sales pitch or
packaged for social media. It’s raw, honest,
and layered with lessons learned the hard
way. His journey into real estate wasn’t part
of a master plan—it was born out of grir,

faich, and the love of a steadfast parcner.

BY LAKEN FOISIE
PHOTOS BY STEVIE LEJEUNE

“I'm a product of poverty, divorce,
abuse, and a hard-working single

mom’s love and prayers,” Tom shared
his high school dream was to graduate
in mechanical engineering at LSU, but,
as he puts it, “poor, young, and dumb
decisions” cost him his free ride. Still, he
has never stopped being a Tiger at heart.

Like many who learn resilience at

a young age, Tom worked his way
forward. He started in the kitchen at
Mike Anderson’s restaurant before
moving into sales at New Generation’s
car audio department. “I liked sales,”
he recalled. That interest grew into a
decade-long career in the automotive
industry, eventually working at Dodge
City under his first male mentor,

Clay Higgins. His time in the service
department proved formative. “It
taught me how to help people who
were angry,” Tom explained. “It was
the perfect job since I liked cars.” Still,

after four years at his last dealership, he
knew he needed a new journey—even if
he didn’t yet know what it would be.

His wife, Ashley, did. “She was on me
about walking away from that job,” Tom
said. “She’d tell me, ‘You're not happy.
You would be a great real estate agent.””

Tom and Ashley had just married when
he decided to follow her advice and go
for it. One afternoon, he walked into
their home with news. “I told her, ‘T have
good news,” he said with a laugh. “She
said, ‘Me too! You first.’ I told her, ‘T quit
my job.” She was so happy for me. Then
she said, T’'m pregnant.”

The timing couldn’t have been more
dramatic. To make ends meet while
attending real estate school, Tom roofed
houses. Looking back, he credits Ashley
as his rock through recessions, natural
disasters, financial crises, and the

pandemic. “If you have a spouse, it’s
important to have their support,” Tom
said. “And if you don’t have it, gain it.”

Tom has spent two decades learning
and growing his real estate business.
For most of that time, he has worked
as a solo agent, valuing independence
while choosing brokerages that felt like
family. “I always selected a broker that
made me feel part of a team and had

a big flag I could fly,” he explained. He
started with CJ Brown, where teams
weren’t allowed, so he learned the
trade as an individual agent. When

he joined Keller Williams in 2016, he
experimented with building a team, but
timing clashed with another passion
project: the film industry.

Tom had been writing and producing

a feature film since 2013 and finishing
that project consumed him. “The movie
industry compelled me,” he said. “I love
telling stories that make a difference

in people’s lives.” His independent

film, Tinker, made its debut on the film
festival circuit in 2017 and went on

to win 19 awards and more than 20
nominations. The film premiered in
Los Angeles and landed an 18-month
Netflix contract in 2019. “That project
spanned seven years from beginning to
premiere,” Tom said. “It was one of the
hardest challenges I ever tackled.”

At the same time, he never stopped
selling homes. In 2024, Tom achieved
Keller Williams’ Platinum production
level and ranked fourth regionally for
the number of units sold as a solo agent.
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When asked what sets him apart,
Tom resists the idea that there’s a
single factor. But others have told
him it’s something simple: he answers
his phone. “My attention to detail,
communication skills, and knowledge

38 - October 2025

of real estate set me apart. Whether
it’s sellers, buyers, residential, or
commercial—I don’t limit my abilities.”

Over the years, he’s developed expertise
in land, development, construction,

o
i

wetlands mitigation, leasing, property
management, successions, short sales,
and more. “As an agent, opportunity can
come from anywhere,” Tom said. “Just
make sure you are qualified to take on
the challenge.”

For Tom, the most fulfilling part of
real estate isn’t the accolades or even
the production milestones. “The most
fulfilling part of my work is the ability
to take care of those I love by helping
other people, both clients and fellow

66

I love telling stories
that make a difference
in pcoplc’s lives.”

agents,” he said. “Once I stopped
focusing on the money and started
focusing on my clients’ goals, I found
the peace I was looking for.” Peace,
of course, doesn’t mean easy. “A life
as a Realtor is filled with challenges,
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curve balls, disappointment, rejection,
thinking outside the box, finding
resolutions, accountability, and
celebrating wins,” Tom said. “But that’s
also what makes it worth it.”

Though he admits reading never came
naturally, Tom forced himself to study
the classics of sales and success. Early
on, he read Think and Grow Rich and
Rich Dad, Poor Dad, and listened to
speakers like Tony Robbins, Les Brown,
and Zig Ziglar. Later, coaches assigned
him texts that reshaped his business
mindset. “Every agent should use

The Millionaire Real Estate Agent,” he
said. “It has systems for any stage of
business. Learn accountability with
Extreme Ownership. Learn what owning
a business entails with The E-Myth.
Improve communication with How to
Win Friends and Influence People. Serve
better with Raving Fans. And find your
purpose with the Bible.”

Tom is generous in sharing lessons with
newer agents, remembering his own
early hustle.

“If I was starting today, I'd do a lot of
the same things I did back then,” he
said. “Dress like you care. Learn your
material. Get a thousand business
cards and pass them out as fast as
possible, then get another thousand.”
He encourages agents to hold open
houses, sign up for phone duty, and
create simple, reliable systems. “Don’t
get caught up in busy work,” Tom
cautioned. “Do productive work. Make
calls and set appointments.”

Tom recognizes that social media is

an available tool to gain an audience,
but advises us all to remember that
how you treat people will determine
the reward. “My print advertising bill
used to be over $20,000 a year, and
Myspace wasn’t much of a platform
for agents,” he laughed. “Today, agents
can build a brand on Facebook, use Al
logos, commission Fiverr vendors, and
generate leads with minimal cost. But
you still have to apply yourself.” He
also emphasizes mindset. “Don’t expect
full-time pay doing a part-time job,” he
said. “Never put work over family. Set
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expectations with clients, emotionally
detach from transactions, and know
your value.”

Though his professional life is
demanding, Tom has carved out a place
of peace and sanctuary at home. “My
happy place is home on the river,” he
said, describing his life on the Amite
River Diversion Canal. He has lived
there for 25 years, a reality that once
felt out of reach as a child raised by a
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hardworking, single mother of four.
“Living here has provided a lifestyle I
only could dream of as a kid,” he said.
“It keeps me grounded and helps me
appreciate living in this wonderful state
of Louisiana.”

Tom’s life and career have been marked
by hard work and an unshakable belief
in faith as a guiding principle. Whether
he’s negotiating a contract, mentoring
another agent, or spending time on the

‘ ‘ My attention

to detail,
communication
skills, and knowledge
of real estate set

me apart. Whether
it’s sellers, buyers,
residential, or
commercial—I don’t
limit my abilities.”

river with his family, he carries the same
guiding belief: that peace and joy come
not from possessions, but from faith and
purpose. “I believe everyone has to find
their purpose,” he said. “And when you
do, there’s nothing greater.” Success in
business has never been separated from
his faith. “With God first, everything
goes according to design,” he said. Tom
believes that happiness can be fleeting,
money can be burned, and even success
can be challenged by failure and doubt.
But peace and joy, he said, are eternal.
“Life is too hard to carry all our burdens
alone.” He continued “Faith is not just

a part of my life, but the foundation for
everything I do.”

This conviction is what he wants people
to take away from his story.

“All success, peace, joy and wisdom I
have found in life are not of my own
efforts but a result of accepting Christ
to live through me,” he said. “Everyone
has access to this untapped potential.
These blessings cannot be taken away,
foreclosed on, or stolen.”

Looking back, Tom recognizes the
strength it took to keep moving
forward, no matter the odds. “Real
estate wasn’t my plan,” he said. “But
looking at the life I've built, the people
I've helped, and the lessons I've
learned—it was the right one.”
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Don’t fumble on the perfect new home for you! |

can help you assess your financial situation and

guide you on the next steps towards getting into
the home of your dreams.

TAMMY BALENTINE

Branch Manager | NMLS #88255
Cell: 255.939.5958

11925 Wentling Ave Suite A
Baton Rouge, LA 70816
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225-295-8222

4473 Bluebonnet Blvd., Suite A 15615 Airline Hwy, Suite B
Baton Rouge, LA 70809 Prairieville, LA 70769

Mid City Tower - Let Us Elevate Your Workspace Experience
CLASS A OFFICE & RETAIL SPACE AVAILABLE
www.midcitytower.com - 5700 Florida Blvd, Baton Rouge, LA - 225-577-5700 6

-L . R "-_-:: :_ : OO gctitle.com
I .I..I 4

T
=k, T
ad, g
s

Melissa LeBlanc ~ Krystal Doucet Corinne Schwartzberg ~ Jene' Grand Rebecca Nicholson
Receptionist Closer Attorney at Law  Marketing Director  Pre/Post Closer

#ClosingTheCoast
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

LLOUISIANA.

2 CARPETWORLD

Flooring Center

Request a
\ @esﬂmuie
\ carpetworldlovisiana.com

CARPET HARDWODD LAMIMNATE TILE
LUXURY VINYL WATERPRODF FLADRING ARTIFICIAL TURF

RESIDENTIAL & COMMERCIAL

Q 8350 Florida Blvd, Baton Rouge
¢ (225) 341-1269

~  Founder. Ralph Duncan : : 0 0._1
' Estuardo Crantes’ grandfather Foliow us on social media



