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 Steve Shawver Branch Manager
(864) 376-7570 | Steve.Shawver@ElementMortgage.com | Manager NMLS #1850

RESIDENTIAL • COMMERCIAL • HARD MONEY

T H E  O N L Y  L E N D E R  Y O U ' L L  E V E R  N E E D

If it has
four walls
+ a roof –

WE FUND IT.
PERIOD.

Most borrowers waste months chasing lenders who won't 
commit. We eliminate the guesswork. One call. One team. 

Nationwide capital delivered with speed, certainty, and zero 
runaround – so you can close deals while your competition is still 

waiting on approvals.
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DELIVERING EXCELLENCE
FOR YOUR CLIENTS.

Mold Remediation
Water Restoration Services

Sewage Cleanup

Reconstruction Services

Fire Damage Restoration

770.400.0221 | 3Lions911.com | 760 Old Roswell Rd. 107, Roswell
Get Your
FREE
Consultation!

SAY GOODBYE
TO MOLD, AND

Hello to
Sold!

Licensed & Insured • 24/7 Emergency Services
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Creating smooth walls, sharp lines, and lasting 
finishes across every project we touch

Andersen Brothers Inc

Precision Drywall and Painting 
for Projects That Demand More

(678) 910-5172

This section has been created to give you easier access when searching for a trusted real estate 
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 
These local businesses are proud to partner with you and make this magazine possible. Please 
support these businesses and thank them for supporting the REALTOR® community!

Preferred Partners

Your Trusted Partner for
Quick Home Repairs.

• Fast, reliable HVAC, plumbing, and electrical services.
• Perfect for pre-sale inspections or urgent repairs.
• Trusted by Atlanta realtors for over 50 years.

Call RS Andrews Today – Your Partner in Home Services. 470-264-8128  •  rsandrews.com

Why Choose Us?

ATTORNEY - REAL ESTATE
The Golden Team at Ganek
Gretchen Golden
(404) 939-9919

BASEMENT WATERPROOFING/
FOUNDATION REPAIR
AKME Waterproofing
Steve Terjung
(404) 232-5680

Atlanta Basement Systems
Scott Trowbridge
(678) 684-8064

BUILDER
Epcon Communities - Charlotte and Atlanta
Shannon Robinson
(317) 258-6560

CUSTOM CLOSETS
All Around Home Solutions
Bryan Duke
(770) 312-0121

DESIGN AND STAGING
Currie Rose Interiors
Karla Giltner
(316) 218-8959

ESTATE SALES
Grasons Estate Sales & 
Business Liquidations
Brian Crump
(678) 249-9097

HOME PREPARATION SERVICES
HOMEstretch Atlanta Metro
Jen Boston
(404) 941-1595

HOMEstretch NE Atlanta
Mike Lundy
(404) 683-6195

HOMEstretch NW Atlanta
Adam Melnyk
(470) 888-8586

HOME STAGING
Crabapple Creatives
Ragan Holt
(770) 733-3624

INSPECTIONS - RESIDENTIAL 
AND COMMERCIAL
All Atlanta - AmeriSpec
Donny Williams
(404) 405-4011

Avalon Home Inspections
Joe Kelley
(678) 782-3457

INSURANCE
Avalon Point Insurance Group
Jennifer Usery
(678) 585-2345

Usery Insurance Agency
Jeremy Usery
(678) 982-3696

INSURANCE-AUTO-HOME-
LIFE-HEALTH-BUSINESS
Goosehead Insurance
GARY A MILLER
(720) 394-7723

KITCHENS, BATHS, FLOORING, PAINTING
Eco Flooring USA
Glauco Rocha
(404) 480-2823

MORTGAGE BROKER
Atlanta Mortgage Advisors, LLC
Joe Trovato
(404) 375-0779

Baril Home Lending
Ryan Baril
(770) 209-2773

Highland Mortgage -  
Truth and Lending Team
Mark Witte
(404) 578- 7862

LH Lending
Lauren Hale
(912) 977-1551

MORTGAGE LENDER
Element Mortgage
(843) 813-6745
ElementMortgage.com

MOVING / STORAGE
Hilldrup
Lisa Rhead
(704) 272-3245

PAINTING
Andersen Brothers
Taylor Andersen
(678) 910-5172

PHOTOGRAPHY-FAMILY/
REAL ESTATE/EVENTS
Alexandra Santos Photography
(404) 790-0196

PLUMBING/ HVAC/ ELECTRICAL
RS Andrews
Dari Payrow
(770) 454-1800

REAL ESTATE PHOTOGRAPHY & MEDIA
CD Home Atlanta
Amberly Bishop
(770) 881-4099

Home Photo Source
Mason Anthony
(404) 795-4498

ROOFING
Perimeter Roofing
Stephenie Scott
(678) 568-7992

Roofing Ops
Tanner Hall
(770) 659-5969

Universal Roofing & Construction
Pete Emrick
(770) 354-5038

SHUTTERS, BLINDS AND SHADES
All Around Home Solutions
Bryan Duke
(770) 312-0121

WATER, FIRE, MOLD RESTORATION
3 Lions Restoration
Spencer South
(770) 268-0300
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Meet
The

Team

Regis Lawson
Photographer

Alexandra Santos
Photographer

Ashley Streight
Director of Operations

Aaron Hutchison
Owner & Publisher

aaron.hutchison@n2co.com

Shy Espinosa
Virtual Assistant

Sophia Reynolds
Ad Strategist

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company 
d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the 
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the 
assistance of artificial intelligence (AI) tools by authors or contributors and may not be independently verified by N2.

The Mortgage Partner
Atlanta Agents Trust to 
Get Deals Closed.
• EXPERIENCED
• REAL-WORLD EXPERTISE
• BUILT FOR TODAY’S HOMEBUYERS

404-375-0779 | Joe@AtlMortgageAdvisors.com | www.atlmortgageadvisors.com
NMLS#: Personal 256911, Company 1863962401 | Macy Dr. Ste B. Roswell, GA 30075

21+ YEARS OF PROTECTING YOUR 
CLIENTS, YOUR REPUTATION,
AND YOUR DEALS.
• Local, family-owned, and operated
• Certified and insured
• Pay-at-close and financing
   options available
• Same day reports
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678-782-3497 (Call or Text)
or schedule online at
avalonhomeinspections.net
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The closing tool every 
top agent keeps in their 
back pocket.
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Built on 
Trust, 

Driven by 
Purpose

PHOTOS BY ALLIE SANTOS

COVER STORY

Today, Nicholas is known 
for helping clients navigate 
luxury real estate with 
confidence and clarity, but 
his journey to becoming 
a respected real estate 
agent was anything but 
conventional. From growing 
up in a hardworking 
community in Northeast 
England to rebuilding his 

life after losing a business, 
every chapter has shaped 
the way he approaches both 
business and life.

“I grew up in the Northeast 
of England, between Durham 
and Newcastle,” Nicholas 
said. “It was a hardworking 
blue-collar part of the 
country where people valued 

honesty, resilience, and 
earning your place.”

Those values have never 
left him.

Although Nicholas earned a 
bachelor’s degree in Hotel 
Catering and Institutional 
Management from Newcastle 
University, he believes his 

greatest education 
happened outside 
the classroom.

“Most of my real 
education came from 
life, travel, business, 
and experience,” he 
said. “I’ve always 
been someone who 
learns by doing.”

NICHOLAS
BROWN

SUCCESS STORIES OFTEN BEGIN WITH A DREAM. 
NICHOLAS BROWN’S BEGAN WITH SURVIVAL.
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What began as a way to 
provide for his family soon 
evolved into something 
much more meaningful.

“Real estate wasn’t some 
lifelong dream. It was an 
opportunity to survive,” 
he said. “What started as 
survival eventually became 
a passion.”

That passion comes from the 
variety the profession offers 
every day.

“I discovered that the 
business combined many 
things I genuinely love: 
people, negotiation, design, 
construction, marketing, 
strategy and problem-solving.”

Today, Nicholas has found 
a home with Compass, a 
brokerage that matches 
his vision for delivering 
exceptional client experiences.

“Technology matters. 
Marketing matters. Brand 
matters,” he said. “But what 
mattered most was finding 
a platform that allowed 
me to continue building 
relationships while delivering 
a higher level of service.”

For Nicholas, however, 
logos and marketing 
materials are secondary to 
what truly matters.

“At the end of the day, clients 
hire people, not logos.”

Ask Nicholas what he wants 
people to know about him, 
and the answer comes quickly.

“That I care.”

It’s a simple statement, but one 
that carries significant weight.

“I care about the outcome. I 
care about the details. I care 

That hands-on mindset 
started early. Nicholas has 
been working since he was 
13 years old, spending his 
teenage years in busy Italian 
restaurants where speed, 
teamwork, and customer 
service weren’t optional.

“It taught me how to 
move quickly, think on 
my feet, and thrive under 

pressure,” he said. “Those 
early experiences instilled 
a strong work ethic and an 
appreciation for service.”

His career eventually 
included opportunities with 
luxury brands including Ritz-
Carlton, BMW, Mercedes-
Benz and Stella Artois, 
experiences that helped 
shape his understanding of 

presentation, communication 
and exceptional service.

Real estate entered Nicholas’ 
life in 2009 during one of its 
most difficult chapters.

“I had previously built and 
lost a business,” he said. 
“Like many people during 
that period, I found myself 
having to start over.”

about the people involved. I 
care about getting it right.”

Rather than viewing each 
transaction as another 
sale, Nicholas approaches 
every client relationship 
as a responsibility.

“If someone trusts me with 
one of the largest financial 
decisions of their life, I take 
that seriously.”

That mindset extends to the 
changing real estate market 
as well.

“Buyers are becoming 
increasingly sophisticated,” 
he said. “They’re doing more 
research. They’re asking 
better questions.”

He believes quality, 
thoughtful presentation and 
strong representation matter 
now more than ever.

“The gap between average 
representation and 
exceptional representation is 
becoming more obvious.”

Nicholas is especially 
energized by luxury homes, 
development opportunities 
and thoughtful design.

“I enjoy helping clients 
identify opportunities before 
everyone else sees them,” 
he said. “There is something 
incredibly rewarding about 
taking an idea from concept 
to completion.”

While work is an important 
part of his life, family 
remains his greatest 
motivation.

Outside of real estate, 
Nicholas enjoys a full 
and active family life. A 
home is a place filled with 
energy, laughter, and the 

constant pace that comes 
with a busy household. 
Those everyday moments 
have become some of 
life’s greatest rewards. 
“Success in business is 
meaningful, but it’s never 
been the measure of a 
fulfilling life,” Nicholas 
says. “The time you spend 
with the people you love, 
the experiences you 
create together, and the 
memories you build along 
the way—that’s what 
matters most.”

That perspective 
influences not only how 
he lives, but also how 
he serves his clients. He 
understands that buying or 
selling a home isn’t simply 
a financial transaction—
it’s often the backdrop 
for life’s most important 
moments and the place 
where families create their 
own lasting memories.

“I’m a bit of a sponge 
when it comes to 
information,” he said. 
“I’d rather spend my time 
learning from people who 
are smarter than I am.”

One of the defining 
moments of Nicholas’ 
career came shortly after 
the 2008 financial crisis 
while working with a 
builder who found himself 
in financial trouble.

The day before 
closing on a home, the 
builder called with an 
unexpected request.

“He said, ‘Nicholas, I’m 
losing money on this 
house. I need you to take 
a zero commission.’”

At the time, the commission 
was approximately 

$24,000, money Nicholas 
desperately needed as 
he rebuilt his own life.

“I remember sitting there 
genuinely upset,” he said.  
“I cried.”

Instead of protecting his 
paycheck, Nicholas chose to 
protect the relationship.

“I decided to trust the 
relationship instead 
of the transaction.”

That decision paid 
dividends for years to come 
as the builder became one 
of his most valued long-
term clients.

“The lesson wasn’t 
really about the money,” 
Nicholas said. “It was 
about understanding 
the difference between 
short-term gain and long-
term relationships.”

That philosophy continues to 
define both his business and 
his brand today.

“My job is to provide clarity 
when the stakes are high, 
confidence when uncertainty 
exists, and guidance when 
important decisions need to 
be made,” he said.

Sometimes that means 
encouraging clients to move 
forward. Other times, it means 
advising them to walk away.

“My responsibility remains 
the same,” Nicholas said. “To 
put their interests ahead of 
my own.”

In the end, Nicholas 
believes homes may be 
what he sells, but trust is 
what he truly builds.

“Real estate happens to be 
the vehicle,” he said. “Trust is 
the business.”

REAL ESTATE 

HAPPENS TO BE 

THE VEHICLE. 

TRUST IS THE 

BUSINESS.”
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PEOPLE FIRST +
PROFESSIONAL QUALITY

Save to
Contacts

(678) 249-9097
grasons.com/johns-creek
bcrump@grasons.com

Your reputation, honored. Your name, elevated.

We manage the transition
so you can lead the sale.

Estate Sales. Handled with care,
discretion, and precision.

Business Liquidations.

F O R  E S TAT E  T R A N S I T I O N S  &  L I Q U I D AT I O N S

404.795.4498 | HomePhotoSource.com

SCAN
TO BOOK

OR LEARN
MORE!

TAILORED PHOTOGRAPHY | 4K VIDEOS | VIRTUAL TOURS | FLOOR PLANS | BRANDING

Residential Photography Services | Interior and Exterior Photography

Aerial Photography | Sky-High Property Views

Commercial Photography Services

Your Competitive Edge
i n  R e a l  E s t a t e  M a r k e t i n g
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Finding the

PHOTOS BY ALLIE SANTOS

AGENT ON FIRE

Ashley
Lazarian

Perfect Fit

T here are plenty of agents 
who can sell a house. 
Ashley Lazarian has 
spent the last two decades 
proving that selling a 
house is only a small 

part of the job. More than 20 years after 
stepping into the industry, Ashley has 
built a career rooted in authenticity, 
relationships and a genuine love for 
helping people find not just a house, but 
a place to call home. That philosophy 
has fueled a career built largely on 
repeat clients and referrals, something 
she considers a far greater compliment 
than any sales award. Raised in Atlanta’s 
northern suburbs, Ashley knows the 
communities she serves not just as 
market statistics on a spreadsheet, but 
as the backdrop of her own life. She 
understands which neighborhoods come 
alive on Saturday mornings, where 
families gather after school, which 
parks become second homes for little 
league teams, and where newcomers 
eventually begin to feel like locals. That 
local perspective has become one of her 
greatest strengths. “The internet can tell 
you how many bedrooms a house has,” 
she explains. “It can’t tell you what your 
weekends will feel like.” That sense of 
purpose wasn’t something she planned. 

Originally studying Interior Design, 
Ashley worked as a dental assistant 
through college before joining a small 
design firm. A year after applying for a 
position with a national homebuilder, 
and assuming she hadn’t gotten the job, 
the phone finally rang. “They hired me 
to run their design studio, which was 
my first real taste of real estate and the 
home building process and eventually 
led to my earning my real estate license. 
Just as her career was taking shape, the 
housing market collapsed. The builder 
closed its doors in 2009. “It was sink or 
swim. I made the decision to pivot and 
go all in on residential real estate and 
haven’t looked back.” That willingness 
to adapt has become one of Ashley’s 
defining qualities. Those same values 
eventually led her to make another 
significant decision. 
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After spending 16 years with the 
same brokerage, she realized she had 
reached a point where growth required 
change “You hit a glass ceiling and you 
know it’s time to move on.” Through 
industry events and relationships 
with other high-performing agents, 
she found herself drawn toward a 
culture that emphasized collaboration, 
innovation, and authenticity. That led 
her to REAL, where she says she’s found 
the right fit. 

Ashley is quick to point out that 
she doesn’t fit the stereotype many 
people have of a top-producing real 
estate agent, and she’s perfectly okay 
with that. “I think people are often 
surprised to learn that I’m actually a 
bit of an introvert and numbers nerd. 
My business has been built on being 
genuine, telling people the truth even 
when it’s not what they want to hear, 
and putting their best interests ahead 
of making a deal.” That philosophy has 
created a business fueled largely by 
referrals and repeat clients. “At the end 
of the day, I don’t want to be known as 
the agent who sold the most homes. I 
want to be known as the agent people 
trusted the most.”

Today, she sees a market that looks 
very different from the frenzy of 
recent years. “The market hasn’t 
slowed as much as it has become more 
discerning”. While buyers have become 
more selective, she says the right homes 
continue to attract strong interest. 
“Buyers are willing to pay a premium 
for the right home, but they’re no longer 
willing to overlook condition, pricing 
or location.” Buyers are placing greater 
emphasis on lifestyle than ever before. 

“They want walkability, great schools, 
access to parks and restaurants, people 
are craving community again.” Helping 
clients discover that sense of community 
has become one of Ashley’s favorite parts 
of the business. “Nothing feels better 
than when a client calls to tell me their 
kids have found their tribe or Saturday 
morning walks through Alpharetta’s 
farmers market feels like home.” 

Away from work, she’s deeply involved 
in animal rescue, regularly fostering 
dogs alongside her husband, her high 
school sweetheart, and their two 
teenage children. Their home has 
become something of a revolving door 
for foster puppies, rescue animals, 
and unexpected arrivals. “A stray 
somehow always finds us.” It’s a cause 
close to her heart. Rather than focusing 
on the overwhelming scale of pet 
overpopulation, she concentrates on 
individual lives. “One animal saved may 
not change the world,” she says, “but it 
changes the world for that animal.” Her 
family wouldn’t have it any other way. 

Her dream? “Our family goal is to buy 
property and open a sanctuary farm.” 
She also encourages pet owners to spay 
and neuter their animals, saying it’s one 
of the most effective ways to reduce 
overpopulation. Between raising two 
teenagers, trying every new restaurant, 
work and learning golf, there’s rarely a 
quiet moment. “Somewhere along the 
way, I’ve become the person everyone 
calls when they need a restaurant 
recommendation. And I love it.”

Of course, after two decades in real 
estate, it’s impossible to talk with 
Lazarian without hearing a story or two.

But the one she remembers most wasn’t 
about a house at all. During a Saturday 
of showings, a young boy from one of 
her buyer families rounded a kitchen 
corner too quickly and struck the edge 
of a countertop, opening a severe wound 
across his forehead. Within seconds, 
panic filled the home. His mother began 
to faint. His father froze, unsure which 
family member needed him most. 
Without hesitation, Ashley grabbed 
towels from her car, applied pressure to 
the injury, helped organize the family, 
and sent them safely to the hospital 
before remaining behind to clean 
the home and arrange professional 
cleaners for the listing. Years later, she 
still keeps in touch with the family. 
“They didn’t buy that house,” she said. 
Today, that little boy is preparing to 
graduate from high school. He still 
carries a small scar on his forehead. 
It’s a story that says as much about 
her as any sales statistic ever could.

Ashley credits much of her growth to a 
willingness to learn and surrounding 
herself with people who challenge 
her. “I love to sit at tables with people 
that inspire me.” One book that made 
a lasting impact on her is ‘Who Not 
How’. “I think we can all get stuck in 
trying to do everything ourselves,” she 
said. “Letting someone else shine their 
light in the areas you might not shine 
as brightly can help you break through 
that glass ceiling.”

When asked what advice she’d give newer 
agents, her answer reflects the same 
authenticity that has guided her entire 
career. “Stop trying to be everything to 
everyone.” She believes the industry often 
pressures agents into becoming someone 
they’re not. Instead, she encourages 
them to lean into who they already are. 
“Authenticity is a lot less exhausting than 
pretending to be someone else.” Perhaps 
that’s why, after more than twenty years, 
Ashley Lazarian continues to grow. Not 
because she’s trying to become the biggest 
name in real estate. Because she’s focused 
on becoming the most trusted one. And 
in a business built on relationships, trust 
has a way of lasting far longer than any 
market cycle ever will.

“Authenticity
is a lot less 

exhausting than 
pretending to be 
someone else.”
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UseryInsurance.com
(678) 894-9655

Because insurance is more than
a policy, it’s peace of mind.

WIN A $250 
GIFT CARD

Answering a few questions could be worth $250!

Take our quick survey (it’s just 1 minute) and you’ll
be entered for a chance to win a $250 gift card.

Scan the QR code to enter

NO PURCHASE NECESSARY. Open to legal residents of the U.S. (excluding Arizona, Florida, New York, and Rhode Island), age 18 or 
older. Void where prohibited. Entry period begins 9/1/25 and ends 12/31/26 at 11:59 PM ET. Limit one entry per person. One (1) 

winner will be randomly selected each month (on or about the first of each month) to receive a $250 gift card. Odds of winning depend 
on the total number of entries received each month. Winners will be notified via email. The N2 Company, d/b/a REAL PRODUCERS 

(collectively, "N2"), reserves the right to cancel, suspend, or modify the promotion if technical or other issues prevent it from running as 
planned. By entering, participants agree to release and hold N2 harmless from any claims arising out of participation. N2 is not 

responsible for technical errors or issues beyond its control. These rules are governed by the laws of Texas.
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FRAME EVERY MOMENT.
BRANDING, L IFESTYLE, SPECIAL

OCCASION & REAL ESTATE PHOTOGRAPHY

404.790.0196
ACONSANTOS@GMAIL.COM

A L L I E S A N T O S . C O M  

IN RESIDENTIAL AND
    COMMERCIAL ROOFING���������������

���� ���� �� ����� ���� �����
770-685-0225 • info@buildinguniversal.com

“I can't overstate my great experience 
with Universal Roofing. Great customer 
service and quality work at a reasonable 
price. My highest recommendation.”
- Jodi B.
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Estate Response Team at Atlanta 
Basement Systems.

Patrick didn’t arrive at that philosophy 
by accident.

Back in 2011, while working in the 
foundation repair industry, he noticed 
something that surprised him.

Many salespeople wanted nothing to do 
with real estate leads.

They considered them difficult. Time-
sensitive. Too many people involved. Too 
much communication.

Patrick saw something completely 
different.

He recognized that REALTORS weren’t 
looking for another contractor.

They were looking for a partner.

Someone who understood that 
repairing a home was only one part 
of the equation. Buyers needed 
confidence. Sellers needed clarity. Real 
estate agents needed someone who 
could explain structural issues honestly, 
recommend only what was necessary, 
and help everyone involved make 
informed decisions.

Most contractors expected real estate 
agents to adapt to their process.

Patrick believed contractors should 
adapt their process to better serve real 
estate agents.

It was a simple idea.

But it challenged decades of 
conventional thinking.

As Patrick refined that philosophy, 
another young professional was 
beginning his own journey in the 
foundation repair industry.

Scott Trowbridge came from 
a background in construction, 
remodeling, and specialty contracting. 
Understanding how homes were built 
came naturally to him.

Every real estate agent knows  
the feeling.

A buyer has finally found the home 
they’ve been searching for. They’re 
already talking about where the 
furniture will go and imagining holidays 
with family. The offer is accepted, 
everyone is excited, and the transaction 
is moving toward the finish line.

Then the home inspection report arrives.

The report is doing exactly what it was 
designed to do—document the home’s 
condition—but for many buyers, 

The Relationship Advantage: How One Vision Changed  
the Way Contractors Serve Real Estate Agents

BASEMENT SYSTEMS

PHOTOS BY ALLIE SANTOS

PARTNER SPOTLIGHT

Understanding real estate agents was 
something entirely different.

When Scott met Patrick in 2011, he 
quickly realized that foundation repair 
wasn’t simply about concrete, steel, 
and engineering.

It was about people.

Patrick introduced Scott to something 
he had never considered before—the 
psychology of a real estate transaction.

Every buyer processes risk differently.

Every seller experiences uncertainty 
differently.

Every real estate agent is balancing the 
emotions of multiple people while trying 
to keep everyone moving toward the 
same goal.

For Scott, it completely changed the way 
he viewed the industry.

Less than a year after entering 
foundation repair, he discovered a 
passion for educating real estate agents.

“The more I taught, the more I learned,” 
Scott says. “I realized I wasn’t just 
teaching foundation repair. I was helping 
real estate agent understand how to 
navigate one of the most emotional parts 
of buying and selling a home.”

especially first-time homeowners, page 
after page of observations can quickly 
become overwhelming. Cracks in the 
foundation. Moisture in the crawl space. 
Signs of settlement. Water intrusion. 
What began as excitement can quickly 
become uncertainty.

Suddenly, the real estate agent’s  
role changes.

They’re no longer simply helping 
clients purchase a home. They’re 
helping people navigate fear, emotion, 
and one of the biggest financial 
decisions of their lives.

For Patrick Arabia, that moment has 
always represented something more 
than a construction problem.

It represents an opportunity.

An opportunity to educate instead of 
intimidate.

An opportunity to replace uncertainty 
with understanding.

An opportunity to build trust.

That philosophy became the foundation 
for what is now known as the Real 

ATLANTAATLANTA

L to R: Russell Bush, Tim 
Cook, Bruce Stockdale, 

Scott Trowbridge, Patrick 
Arabia, Dan Jourdan, Malia 

Majette, John Bradley

Patrick Arabia
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we were just another contractor trying 
to sell the biggest job, and many never 
called us again.”

Patrick was the exception.

He approached every appointment 
differently.

He listened first.

He educated.

He explained.

Most importantly, he understood that 
one relationship built on trust was 
worth far more than one oversized 
repair proposal.

Patrick believed so strongly in that 
philosophy that he spent years trying to 
build it.

At multiple companies, he shared the 
same vision.

The response was usually the same.

Leadership appreciated the revenue that 
came from real estate agents’ business, 
but they weren’t willing to redesign 
their organizations around the needs of 
real estate agents. They wanted agents to 
fit into the contractor’s process instead 
of creating a process that fit the realities 
of real estate.

Then everything changed.

When Patrick joined Atlanta Basement 
Systems, he found something he had 
been searching for throughout his career.

Leadership that believed in the vision.

Founder Larry Janesky and the 
leadership team didn’t simply approve 
the idea.

They committed to it.

The Real Estate Response Team wasn’t 
treated as another marketing program.

It became part of the company’s culture.

Scheduling was reimagined.

Communication improved.

Inspectors were trained differently.

Production became more flexible.

Every department embraced the same 
mission: helping real estate agents 
navigate structural concerns with 
honesty, urgency, and professionalism.

Today, Patrick serves as Director of the 
Real Estate Response Team, leading its 
continued growth across more than 30 
Basement Systems markets throughout 
North America.

Here in Atlanta, that vision is carried 
forward by a dedicated team that exists 
for one purpose—to serve the real estate 
community.

Business Development Manager Scott 
Trowbridge focuses on education, 
relationship building, and helping 
brokerages better understand structural 
issues before they become obstacles.

Malia Majette, Real Estate Logistics 
Coordinator, keeps inspections, 
communication and scheduling moving 
efficiently during the critical due 
diligence period.

Real Estate Consultants John Bradley, 
Tim Cook, Russell Bush, Dan Jourdan 
and Bruce Stockdale work directly with 
real estate agents, buyers and sellers, 
applying the same philosophy Patrick 
envisioned more than a decade ago.

Too often, another salesperson would 
take the appointment, approach it like 
a traditional sales call and recommend 
repairs that created more fear than 
confidence.

“I would spend weeks or months 
building a relationship with an 
agent,” Scott recalls. “Then someone 
else would run the appointment, 
create unnecessary pressure, and the 
relationship was lost. The agent thought 

That realization also brought 
frustration.

Scott worked tirelessly building 
relationships with real estate agents. 
He taught continuing education classes, 
visited brokerages and earned the trust 
of agents throughout Metro Atlanta.

When those agents called the company, 
however, the experience wasn’t always 
what Scott hoped it would be.

Every member of the team understands 
that success isn’t measured by the size of 
a repair.

It’s measured by the trust they leave 
behind.

That philosophy becomes evident in  
the field.

On one transaction, a buyer’s agent 
requested an inspection after another 
contractor recommended more than 
$8,000 in repairs for a crack in a poured 
concrete foundation wall. After evaluating 
the home, the Real Estate Response 
Team determined the crack was most 
likely caused during the original backfill 
process—not by ongoing structural 
pressure. Rather than recommending an 
unnecessary repair, the team explained 
that no work was required. For additional 
peace of mind, they suggested that a few 
carbon fiber straps could be installed in 
that isolated area if the buyer desired. 
The buyer ultimately purchased the home 
without performing any repairs.

On another property, a settling corner of 
a home’s foundation prompted another 
contractor to recommend ten helical 
piers around the rear of the house. 
After studying the cracking patterns 
and evaluating the settlement, the Real 
Estate Response Team concluded that 
only two helical piers were necessary 
to stabilize the affected area. The 
revised recommendation saved the 
buyer thousands of dollars while still 
addressing the underlying problem.

Stories like these reinforce the 
philosophy that has guided Patrick from 
the very beginning.

“We’re farmers, not hunters,” Patrick 
says. “Hunters chase the next deal. 
Farmers plant seeds, build relationships, 
and invest in people over time. When 
you take care of people first, the 
business follows.”

Perhaps that’s why so many real estate 
agents continue to call the Real Estate 
Response Team year after year.

Not because they’re looking for the 
biggest repair.

But because they’re looking for someone 
they trust to tell them the truth.

In the end, that’s the real relationship 
advantage.

Because while foundations can be 
repaired...

Trust must be earned. 

The more I taught, the more I learned.  

I realized I wasn’t just teaching foundation 

repair. I was helping real estate agents 

understand how to navigate one of the most 

emotional parts of buying and selling a home.”

Scott Trowbridge

For more information contact: 

Scott Trowbridge 

Business Development 

Manager 

678-684-8064 

Strowbridge@ljatlanta.com

CONTACT

US!
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We’re ready to help.
Call or text us at 

770-209-2773
barilhomelending.com

High-Tech
to Convert the Lead.
High-Touch
to Win the Referral.
Most lenders stop at the pre-approval. We start 

by building your business. Our advanced 

marketing engine educates your buyers to get 

them off the fence, while our personalized care 

ensures they never stop raving about you.

For information purposes only. This is not a commitment 
to lend or extend credit. All loans are subject to credit 

approval. Baril Home Lending, LLC 
www.nmlsconsumeraccess.org:  NMLS #2661343. 

Pictured: Ryan Baril, NMLS #1485335. 500 Oakleaf Way, 
Milton, GA 30004. 770-209-2773 or 407-474-7798. Equal 

Housing Opportunity. Licensed Mortgage Broker in 
Georgia and Florida.
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770-733-3624
Info@crabapplecreatives.com

Follow Us!
@CrabappleCreatives

Book Your Consultation Today!

L u x u r y  H o m e  S t a g i n g
a n d  I n t e r i o r  D e s i g n .

S e r v i n g  A t l a n t a
a n d  b e y o n d .

Ragan Holt
Owner + Lead Creative

C R A B A P P L E  C R E A T I V E S
L E S S  H O U S E  +  M O R E  H O M E

BY THE 
NUMBERS

2025

WHAT GREATER ATLANTA’S 

TOP 5% AGENTS SOLD

$21,767,000,000
SALES VOLUME

*Based on MLS Data
33,100

TOTAL UNITS
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Hosted at Ferrari of Atlanta PHOTOS BY VISUALLY SOLD

EVENT RECAP

Toast to the Top 2026
The best part of this business has 
never been the transactions, it’s the 
relationships behind them.

For the first time, Cherokee Real 
Producers and Greater Atlanta Real 
Producers came together to host Toast 
to the Top, welcoming nearly 200 of 
North Atlanta’s top-producing agents 
and Preferred Partners for an evening 
at Ferrari of Atlanta dedicated to 
celebrating excellence, strengthening 
relationships, and recognizing the 
professionals who continue to raise the 
bar in our market.

Surrounded by world-class automobiles, 
guests enjoyed live acoustic music, 
handcrafted cocktails, an elevated 
grazing table, and, most importantly, 
meaningful conversations with fellow 
industry leaders. It was a room filled 
with people who understand the 
commitment, consistency, and resilience 
required to perform at the highest level.

One of the evening’s greatest strengths 
was bringing together agents and 
partners from two neighboring 
Real Producers communities. New 
relationships were formed, existing 
friendships were strengthened, 
and opportunities for collaboration 
naturally followed, reminding us 
that while we may serve different 
markets, we’re all part of the 
same real estate community.

As Real Producers, our mission extends 
beyond recognizing production. We 
exist to create opportunities for the 
best in our industry to build authentic 
relationships that strengthen businesses, 
encourage collaboration, and ultimately 
serve clients at an even higher level.

A sincere thank you to Ferrari of 
Atlanta for their exceptional hospitality 
and to our Preferred Partners, whose 

investment in this community continues 
to make experiences like this possible.

To everyone who joined us, thank you 
for making the evening memorable. 
Here’s to continuing to raise the 
standard together.

We want to recognize the contributions 
of our preferred partners for their 
additional support alongside their 
contribution to the magazine to make 
this night possible.

Platinum: Eco Flooring USA, Ganek 
PC, 3 Lions Restoration, Perimeter 
Roofing, Anchor Mortgage

Gold: AKME Waterproofing, 
Baril Home Lending, All-Atlanta 
Amerispec, Grasons Estate Sales, 
River Rock Group, House Call, 
Visually Sold

Silver: Hilldrup, Goosehead 
Gary Miller Agency, HWA, At East 
Inspections, 212 Loans

PLATINUM:

GOLD:

SILVER:

Thank you to our preferred partners
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The N2 Company was named to Inc.’s 
Best in Business list for Social Good — 
the authoritative list of companies that 
make a meaningful impact beyond profit.

Here’s the part we’re most proud of:
The magazine you’re reading is part
of that impact.

Read how THIS magazine is part of something bigger.

INC.
SAYS

DIGITAL
POTENTIAL

UNLOCK YOUR

SOCIAL MEDIA | EMAIL | WEBSITE

How does it work?

Our team of experts help your business 
stay visible, credible, and connected 
online through expert social media, 
email marketing, and website solutions.

VISIT WWW.N2.DIGITAL 
FOR MORE INFORMATION

Affordable organic social
media management

Targeted email and
SMS campaigns

Smart website design
with chatbot integration

More Than Insurance,
Protection You Can Trust.

Get Your Personalized Quote Today.

678-585-2345 | www.avalonpointins.com
Info@avalopointins.com
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912-977-1551
lhlend.com | lauren@lhlend.com

Lauren
NMLS: 2094762 

Hale
Owner/Senior Loan Officer

TAILORED LENDING
FOR LIFE'S BOLDEST MOVES

WE'VE GOT YOU COVERED!

RESIDENTIAL

COMMERCIAL

PRIVATE INVESTORS

IN-HOUSE PROCESSING

Request an appointment or schedule 
an inspection today!

770-734-0232
INFO@ALLATLANTAINSPECT.COM

SURPRISES
ELIMINATE
AND EARN PEACE
OF MIND

“I know
that I can always 
depend on both 

professionalism and knowledge. I have used their services for over
15 years.”

Shelia Marshall, 
Re/Max Pure

GARY MILLER JR  
Agency Owner

goosehead.com
gary.miller@goosehead.com

678.835.7862
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6105 Atlanta Highway, Suite C Flowery Branch, GA

Beyond the 
Closing.  
A Lifetime 
of Security.



9151 Currency St.
Irving, TX 75063

Custom-designed for your space & style

Smart layouts that maximize storage

Built-in drawers, shelves & hanging space

Premium �nishes and hardware

Free professional design consultation

We do more
than closets!

Scan to see all
of our services.

Start your project with a free, 
no-obligation quote! 770-312-0121 | AllAroundHomeSolutions.com

Your story,
styled to sell
Karla and her team are amazing. 

She listened to the needs of my 

clients, and treated their home like 

it was her own. Currie Rose has 

the vision to create a warm and 

inviting space that buyers are 

sure to love. -Jessica

“
“

Contact us to hear about our new pay at closing options currieroseinteriors.com 


