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As a realtor, the professionals you recommend are an extension of the high-quality

service you offer your clients. Fortunately, Big League Movers has consistently met

and exceeded the high expectations my clients have for moving services. they offer a

professional, organized approach for all your packing and moving needsm active JENNY

communication, competitive pricing, and friendly courteous crew. Give them a call!” BHULA BREAUX CAMPBELL
- Elizabeth EI'CII'"I, The Firm MNMLS 1D 372379 NMLS ID# 1575081 NMLSID# 2295093

£
e
At Big League Movers, We Support Our Local Realtors 2 j
The REAL Movers & Shakers in Our Communities A=
KATIE MARCI

Pivot Program: Flexile solutions for unexepected closing delays and tight schedules.
Realtor VIP Service: Personalized support with dedicated coordinators and top-rated team. CHAPMAN CLEMENTS RUSSELL
Proven Excellence: Over 5000+ 5-Star Google reviews for outstanding service. WHLSIDRanoer NHLBIRARE00 NHESID 4170
Seamless Partnership: We are an extension of your team, ensuring trusted care for your clients.

bigleaguemovers.com

. =\ : - | SER RO

(901) 410-2399 5 MOVERS (%~ g™ A RONNIE SCOTT JUDSON
sales@bigleaguemovers.com ik 5 A S 4 B o SMITH STADER WILLIFORD et
NMLS ID# 949905 NMLS ID# 2104043 NMLS ID# 715902 | NCUA |

4660 Distriplex Dr. Memphis, TN 38118
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ELIZABETH LOONEY

PHOTOGRAPHY

Portraits - Branding - Real Estate

901.569.0808

studio@elizabethlooney.com
www.elizabethlooney.com

@ElizabethLooney_Photography

FIRST CITIZENS
NATIONAL BANK

AVP & MORTGAGE LOAN ORIGINATOR

BZacher@FirstCNB.com Sfcf‘fiéﬁf
901-489-1217 -
NMLS #13717/2

With two decades of mortgage lending experience,

Bob Zacher is committed to finding the right program
to meet YOUR financial needs.
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realtracs.

- LARGEST MLS in Tennessee

with reach into Kentucky, Alabama and Georgia

. Users

in over Offices

*ONLY OF
Who Develop Our Own
Product & Technology
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615.385.0777

www.realtracs.com
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EANEIBRSECD #ssuranT GUARANTEED ' | iBuyYourHouse.com
t-::. MODERN ﬁﬂﬁ!:‘.!ﬁ! OFFER ON CASH ANY HOUSE,

YOUR HOUSE! -2  James Wachob

% ' Dear Realtor Friends
SAVE YOUR | '
Do you have a listing that needs to

CLIENTS MORE ' be sold AS-IS or quickly? James will
WITH YOUR LOC AL f make a cash offer to buy any house

in the Memphis area! We love

M EM PH Is AG ENT working with our fellow Realtors!

@ AS-IS no repairs necessary @& Large package deals

Blake Sims ¢ 901 '800'5777 @ Close fast with cash & Foundation Failure
geiCO.Com/mem phiS—SimS & Tenant-occupied or vacant @& Seller's Agent keeps both sides of the

& Vvacant lots - we are home builders commission

% Northpointe Bank
Your Guide Home

Taking the guesswork out of mortgages since 2005

"Ryan Guess and his assistant Casey were an absolute dream
team to work with! From start to finish, they were
knowledgeable, professional, and incredibly pleasant

throughout the entire home buying process.”

% % % % %- Savannah R - i o T

Ryan Guess
Senior Loan Officer

NMLS # 70442
901-461-7215
Ryan.Guess@northpointe.com
northpointe.com/ryan-guess

Foundation Property Management, LLC 8520 Macon Road Cordova, TN 38018
Licensed in TN (294924) & MS (B-20004)
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901.277.7982 | ashley.koon@supremelending.com
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| MIDSOUTH

LICENSED IN TENNESSEE & MISSISSIPPI « RESIDENTIAL & COMMERCIAL INSPECTIONS

INSPECTIONS

ED HAAGA \
901.628.7316

Midsouth Inspections, we look at every angle
to make sure your client's investment is safe.
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Check us out
on Facebook!

ES:T. 2024

Serving the Midsouth and Northern AL.
Balloon Garlands, Arches, and Designs for any Occasion!
Saranh Luque - (991) 494-3240 - eventfulballoonshysaran@gmail. com

Call/text for a
Free Estimate!
901-585-7032

www.cleancityhauling.com

Residential & Commercial | Cleanouts
Furniture & Appliance Removal | Yard Debris Removal
Cardboard Recycling | Interior/Outdoor Demo
Carpet & Flooring Removal

sl

CLEANCITY

Junk Remaval & Demalition

W % % % % 5 STAR REVIEWS
Local * Reliable & On Time
Proper Disposal & Recycling
License & Insured

Memphis Real Producers - 9



Preferred Pariners

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!

BALLOON DECOR &
EVENT DECORATION
Eventful Balloons by Sarah
(951) 454-3290

CLOSING - TITLE & ESCROW

EDCO Title & Closing Co
Ty Harris

(901) 596-5276

(901) 382-0470

Guardian Title, LLC
Jason Lashlee
(662) 262-1800

Harkavy McDaniel Kaplan
& Salomon, P.C.

Jeremiah McGuire

(901) 494-1622

Hodges Law Firm, PLLC
Rees Hodges
(901) 238-8960

Home Surety Title
& Escrow, LLC
Jeff McEvoy

(901) 737-2100

Quality Title Group
(901) 249-4787
qualitytitlepro.com

Sure Title Company
Carrie Lacher
(901) 558-6299

CLOSING GIFTS
Cutco Closing Gifts
Ben Cunningham
(318) 364-7046

ELECTRICIAN

Quality Electric TN, LLC
(901) 651-8154
qualityelectrictn.com
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FLOORING - HARDWOOD
Bonafide Flooring Solutions, Inc.
Daniel Gardeazabal

(901) 331-8809

HOME INSPECTION
Midsouth Inspections
(901) 628-7316

National Property Inspection
Derek Groves
(901) 497-0943

HOME STAGING

Set the Stage Bluff City East
Janel Heinz

(901) 799-8504
bce.wesetthestage.com

HOME WARRANTY
Achosa Home Warranty
Emily Daniel

(615) 806-3456

American Home Shield
(901) 710-6605

Choice Home Warranty
(901) 616-2285
www.chwpro.com

First American Home Warranty
Seth Lacher
(901) 282-6273

HVAC
Allegiance Heating & Air
(901) 216-6818

HVAC SERVICES
Lyons HVAC
(901) 552-7739

INSURANCE

GEICO Exclusive

Agent - Blake Sims

(901) 800-5777
Geico.com/memphis-sims

INSURANCE: AUTO/HOME/LIFE
Lovelace Allstate Insurance
Rod Lovelace

(901) 853-5442

IRRIGATION INSPECTION/
REPAIR

Tri-State Irrigation, Inc.
Matt Finney

(901)753-7667
www.wedosprinklers.net

JUNK REMOVAL / DEMOLITION
Clean City LLC
(901) 585-7032

MORTGAGE LENDER
Community Bank
(769) 777-6092
Communitybank.net

Community Mortgage
/ Mika Joyner
(901) 491-2536

First Citizens National Bank
Bob Zacher
(901) 489-1217

Guild Mortgage
Shelley Dunn

(901) 870-1107
www.shelleydunn.com

Mortgage Investors Group
(901) 761-6910
www.MIGMemphis.com

Northpointe Bank
Ryan Guess
(901) 461-7215

Orion Financial
Rachel Campbell
(901) 830-9719

Renasant Bank
(901) 647-0230
www.renasantbank.com

Supreme Lending
Ashley Koon
(901) 277-7982

MOVING, STORAGE
& RELOCATION

Big League Movers
(901) 881-5581

PHOTOGRAPHER |
REAL ESTATE MEDIA
Lensman Real Estate
Photography
Michael Berry

(972) 814-1937

PHOTOGRAPHY/REAL ESTATE
Coco Productions
(901) 831-2282

Elizabeth Looney Photography
(901) 569-0808
elizabethlooney.com

Pic This House
Keenan Greer
(901) 230-7733

POOL BUILDER/ POOL

& SPA SERVICES

Duvall Pool and Leak Detection
(901) 590-6799

duvallpools.com

PROPERTY MANAGEMENT
Foundation Property
Management, LLC

James Wachob

(901) 633-2331
ibuyyourhouse.com

REAL ESTATE SERVICES
Realtracs
(615) 426-3707

ROOFING & ROOF REPAIR
Reborn Roofing LLC

(901) 463-2200
roofmaxx.us/e-memphis-TN

0OL YEAR. NEW OPP

As the school year kicks off, help your clients start the season with confidence.

Cholce Home Warranty provides reliable protection for their home systems and

appliances, so they can focus on what matters most.
A smart move for busy homeowners.

¥ Covers All Your Major Systems! |+ Discounts on Multi-Year Pricing
+ Award-Winning Coverage v 247 Claims Service

v Low $75 Service Call Fee ¥ No Age Limits on Systems
+" e Cover New EPA Mandates

Contact Me Today!
Christy Stokes-Dowden

Senior Account Executive A new seoson F\._
@ 901-616-2285 s e, perfect time "\
© cstokes@chwpro.com for o fresh ,ﬂﬂlw \,
@ CHWPro.com - 888-275-2980

——

ot THE oTAGE.

BLUFF CITY EAST

Whether you're staging a home to sell quickly
or furnishing a short-term rental,

out Gepigr exqoetlye heljoy evety dfelail phine.

[Getin foueh viih vs |DEEAC)
Sarel (Jousey) Vieirg El Y

Staging Director
W: (901) 799-8504 | C: (317) 847-0898
janel.taueg@wesetthestage.com

lﬂl.J!!,:!-ﬂ!.l infoé picthishouse.com
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Meet
The

Team

Jeff White Ashley Streight Elizabeth Looney Michael Berry
Publisher Content Coordinator Photographer Photographer

Christie Jones
Event Coordinator

Becky Mitchell Caleb Nelson
Photographer Photographer

' O‘ Follow us on Facebook and Instagram so you can find out who is being featured,
stay up to date on upcoming events and much more @memphisrealproducers

@ DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not

Molly Cobane
Client Relations Specialist

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 (Al) tools by authors or contributors and may not be
independently verified by N2.

DON'T LET MAYHEM
Jvmﬂgpgz ﬁi DONT ,.U

g MAVHEM WRECK

YOUR CLOING.

GIVE OUR TEAM
ACALL!

eﬂt}dﬂ&' -ﬂgﬂmy 1114 Poplar View Ln N | Collierville, TN 38017 | 901.203.0043 | RodLovelace@Allstate.com
INSURING YOUR TOMORROW, TODAY. afw” ﬂ - 4 N 8 @
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Lensman Real Estate Photography
www.lensmanphoto.com

Chwne

| || e o

615-806-3456
emilyd@achosahw.com
www.achosahw.com

Emily
DENE]

Chattanooga -
There’s a new
home warranty in
town! Achosa
lets homeowners
work with any
service provider,
and pays them
on the same day!
We prioritize
getting repairs
done FAST!

ACHOSA

Expand your team and your brand

Photography | Video | Drone | 3D Tours

i

with Lensman

and a team you can count on!

zlensmanrealestatephotography

Lo

SURE TITLE
COMPANY

Where Closing /s

Gerri Ellen Larkin
Operations Manager &
' Licensed Title Agent

901-560-3259
gerriellen@suretitleco.com
3265 W Sarazens Cir
Memphis, TN 38125

After-hour closings,
mobile closings, and
notary services available.

Memphis Real Producers - 13
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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 Memphis Real Producers magazine!
Categories may include Top Producer, Rising Star, Team Leader,
Broker, Giving Back to the Community, 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!

When Quality Counts,
call Quality Electric TN

Electric Repairs

Circuit Breaker
Installation & Repair

Lighting Installation
& Repairs

Electric Panel Upgrades

Whole House
Generator Installs

Licensed & Insured

"Tad has done several jobs for my shop and
home. Great work and abways fair on pricing
Highly recommend!” - Justin M. Wise

a * ok ok k&

901-651-8154
- BBE qualityelectrictn.com
el e lan sl gy qualityelectrictn@gmail.com
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HOME SURETY TITLE & ESCROW LLC

We Don’t
Just Close
Deals. We
Unlock
Dreams.

MEMPHIS. GERMANTOWRN. JACKSON, SOUTHAVEN.

With experienced attormneys and a dedicated team, Home Sunety
Titke & Escrow offers smooth, reliable closings, Remote Online
MNotarizations, and Spanish translation from start to finish — all
designed to make the closing process seamless and acoessible

B wwwincmesuresytitiecom ) Ehomersty () @nomesursty ¢J* @homesusty
TH OFACE: (901) 737-2100

M5 OFFICE: [662) 856-7100
SEND CONTRACTS TO: DOCSEHOMESURETYTITLECOM

000sw

Sl Mo ey -Ib:"-'l'- mw mlﬂ

M.@uw

MOR E RO JE
OAN

THAN YOUR AVERAGE LENDER

_www.MIGmemphis.com

M 0 RTG AG E (901) 761 _6910 Fast pm-npprmruls_

Open communication
I NV ESTO RS 1000 Brookfield Road, Suite 225 :

Proven track record & reputation

G RO’U p Memphis, TN 38119 Competitive Pricing

EXPAND WHAT’S POSSIBLE FOR YOUR BUYERS.

Let’s discuss how our loan programs can help you grow your business.

CHECK OUT WHAT OVER 3,100 CUSTOMERS SAY oN £2 Zillow

REBORN ROOFING

REPAIR = RESTORE - REPLACE

e b

AWARDS
—— N

(901)300-3939 | www.rebornroofing.com

VETERANS' DISCOUNTS AVAILABLE
LICENSED, BONDED & INSURED

Lin IittrEE

Memphis Real Producers - 15



Nominate a
/. RISING STAR!

Do you know an up-and-coming agent who’s making waves in the
Memphis real estate scene? Maybe they’ve crushed it in their first year,
overcome major obstacles, or are just the kind of person who brings
passion, professionalism, and purpose to everything they do.

At Memphis Real Producers, we’re always on the lookout for new talent
that deserves to be recognized—and we need your help to find them!

Who qualifies as a Rising Star?

» Licensed for 5 years or less

* Already making an impact in the industry

* Known for hustle, heart, and a hunger to grow

Help us shine a light on the next generation of top producers. Nominate
someone you admire (or yourself!) and tell us why they deserve to be
featured in an upcoming issue.

Submit your nomination today - just send us their name, brokerage,
and a few lines about what makes them a star to Jeff:white@

realproducersmag.com.

Today’s rising stars are tomorrow’s top producers! We’d love to meet them!

KIM FLOURNOY

001-710-6605

Ask me about
our Live Experts!

American
Home Shield

Executive Market Manager

kim.flournoy@ahs.com

Gececcccccco e

oo 000
0000000
00000000
0 00000000
0000000000
0 00000000
000000000
000000000
000000000
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Caleb Nelson

REAL ESTATE PHOTOGRAPHY AND
VIDEOGRAPHY

SOCIAL MEDIA CONTENT CREATION

Boosting your business through
authentic social media content that
brings value and engagement.

CONTACT INFO
Q01-8
bycocoproduct gmail.com
PR T radudtions com

coproductions

COMMUNITY BANK
MORTGAGE

OUR TEAM IS
COMMITTED
TOYOUR CLIENT'S
HOME BUYING |
SUCCESS

CLAY EROWN
MORTGAGE LOAN DRIGINATOR

Iy
f‘%; EDCO
1

~ TITLE & CLOSING SERVICES, INC —
Closings Amywhere, Anyiime!

Ty Harris: 901-596-5276 | Graociie Yega: 765.730.8725
orders{@edcotitlecom | wwwedcotitle.com

Memphis Real Producers - 17
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PUBLISHER’S NOTE

Connecting the Dots

opportunities that appeared at just the
right time. Looking through the lens
of faith, he sees God’s hand weaving
together a story he could have never
written himself.

There is something fascinating about
looking back.

At the time, most of us don’t realize
we’re standing in the middle of a
defining moment. A conversation feels
ordinary. A job seems temporary. A
mentor offers a piece of advice. A new
opportunity appears almost by accident.
We simply take the next step without
knowing where it will eventually lead.

It is only years later that we begin
connecting the dots.

As I listened to the conversations behind
this month’s stories, I noticed a common
thread. While each journey is unique,
every one of them is marked by people
who helped shape the path.

Steve Brown looks back over decades
in real estate with a deep sense of
gratitude. Rather than focusing on
awards or accomplishments, he
remembers the mentors, leaders, and

18 - August 2026

Lauren Haynes can trace her philosophy
of serving others back to lessons she
learned long before she entered real
estate. Experiences that may have
seemed unrelated at the time became
the foundation for the way she builds
relationships today.

Leigh Ann Carkeet’s story reminds us
that no career is built alone. Every
season introduced someone who
encouraged, challenged, or inspired her
to take another step forward.

Even the team at Lensman Photography
has experienced growth through
relationships—clients who became
advocates, teammates who strengthened
the business, and opportunities that
grew from simply serving people well.

Four different stories.
Four different journeys.

Yet they all remind us of the same truth:
the people we encounter along the way
often influence our lives more than we
realize in the moment.

Perhaps that’s why gratitude seems to
become more natural with time. As we
look back, we begin to appreciate not
only the milestones, but also the detours.
The closed doors. The unexpected
introductions. The difficult seasons that
prepared us for something greater.

The individuals who believed in us,
challenged us, or simply walked beside
us when we needed them most.

At Memphis Real Producers, that’s one

of the reasons we tell these stories.
Certainly, we celebrate excellence. But
even more than that, we celebrate the
people behind the success. Because
every great career is really a collection
of relationships, moments, and decisions
that, together, create something far
greater than any one achievement.

As you read this month’s issue, I
hope you’ll enjoy each story. But I
also hope you’ll take a moment to
reflect on your own. Who helped
shape your journey? Who opened
a door, offered encouragement,
or changed the trajectory of your
career with a single conversation?

Those people deserve our gratitude.
And perhaps the greatest opportunity

we have today is to become that person
in someone else’s story.

Jeff White
Owner/Publisher

Where your comfort
is our

TOP

PRIORITY!
s -

A -

Allegiant Heating & Air LLC |

(901) 871-77 |

A N . ]

r Your Local Resource
It's HOT L Seth Lacher
Out There! ~h, 901-282-6273

g slacher@fahw.com

Help your clients beat the heat withour
cool home warranty coverage. When
covered home appliances and systems
break, our coverage helps save the day

and keep homes running smoothly.

Let’s connect.

firstamrealestate.com

oal is to bring value
00-444-9030 e o

to your business”

Phone Orde

@2 NATIONAL PROPERTY INSPECTIONS

- ; —== N ':-..;v
CLIE A BUYER'S INSPECTION

npiweb.com/nwms - 901-497-0943 - nwms@npiinspect.com ] @npinorthernmississippi.com
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. BY JEFF WHITE
PHOTOS BY LAURIE
WOOD PHOTOGRAPHY

For most people, a camera
captures a moment. For Mike
Berry, it’s always been about
something much deeper: the
team standing beside him.

Long before he
photographed his first home,
before Lensman grew into
one of the Mid-South’s most
trusted real estate media
companies, Mike spent three
decades selling high-end
broadcast equipment for
Sony, working with television
stations and even the NFL.
The technology mattered, but
over thirty years he learned
something far more valuable.

People buy from people they
trust. And great teams are
what make that trust possible.

When Mike retired in 2019
and moved back to Memphis,
he wasn’t looking for a
second career. Then, almost
by accident, he came across
an online course on real
estate photography. Curiosity
turned into opportunity,

and by 2020, Lensman
Photography was born.

“I knew photography,” Mike
says. “But what I really knew
was customer service.”

That instinct, to surround
himself with people who
shared it, is probably why
the business found its footing
so fast.

A Team Built on Trust, Not
Just Talent

While many photography
companies build their
identity around equipment
or turnaround time, Mike
built Lensman around
something far less tangible
and far more lasting: the
people who show up every
day to do the work.



“People want to work
with people they like,”

he says simply. “And they
want to know they’ll

be taken care of.”

That belief doesn’t just shape
how Lensman treats clients.
It’s the same standard Mike
holds for the team internally.
The camera may open the
door, but it’s the people
behind it who keep clients
coming back.

Growing Together,

On Purpose

Lensman’s growth over

the past six years hasn’t
come from overnight
success. It’s come from Mike
investing in a team capable
of carrying that growth
together: refining workflows,
eliminating bottlenecks, and
building systems that let
everyone do their best work.

Today, Lensman is a
five-person team: three
photographers, office
manager Becky Mitchell,
and Mike’s daughter, who
runs social media from
Arkansas. That growth
happened because Mike
built a team he trusted, then

One of the biggest turning
points came when Becky
joined. Mike naturally thinks
years down the road; Becky
thrives in the daily details
that let the team move with
confidence. Together, they’ve
built something neither
could have built alone.

“We’re always asking how
we can make things easier
for our clients,” Becky says.

That question has quietly
reshaped what Lensman
offers. Every shoot now
includes a five-day
marketing kit with ready-to-
use social graphics, website
templates, and marketing
materials, so agents can
promote a property almost
immediately. It’s a mindset
the whole team shares: if a
client needs photos, that’s
expected. The real question
is always, what’s next?

Hiring for Heart

Perhaps the most inspiring
thing about how Mike
builds his team is what

he doesn’t prioritize first:
photography skill.

“We can teach someone

explains. “It’s much harder
to teach someone how to
genuinely care about people.”

That belief is the heartbeat
of Lensman’s culture.
Every photographer is
trained not just to create
beautiful images, but to
represent the team well,
understanding they’re often
walking into someone’s
home during an emotional
season of life. Every
conversation matters as
much as every photograph.

That investment in people
extends beyond the current
team. When one former
photographer relocated

to North Carolina, Mike
helped prepare him to
launch his own photography
business and celebrated
right alongside him

when he succeeded.

“Ilove mentoring people,”
Mike says. It’s a theme that
surfaces again and again in
conversations with both him
and Becky. For Mike, it isn’t a
footnote to the business. It is
the business.

Success Measured

For Mike and Becky, success
isn’t measured only in
listings photographed or
dollars earned. It’s measured
by watching people grow,
from photographers to
clients to agents.

Becky spends much of her
day helping clients think
beyond a single listing, an
evolution toward marketing
strategy and branding that
came from a whole team
empowered to think bigger.

Lensman is no longer just
documenting homes. They’re
helping Realtors tell their
stories. Mike believes a team
who genuinely cares about
agents will always, in turn,
take care of homeowners,
buyers, and the whole real
estate community.

The Heart Behind

the Lens

As the business has grown,
Mike admits the journey

has surprised him. What
started as a retirement

side project has become a
thriving company supporting
multiple families. But the
most rewarding part isn’t the
growth itself. It’s the team

more effectively. Not because
growth is the goal, but
because the people doing the
work deserve to be proud

of it.

The Real Foundation

It’s easy to assume Lensman
Photography was built

on cameras, drones, and
editing software. Those
things matter, but they’re
not the foundation.

The real foundation is the
team: people who genuinely
care, brought together by

a leader who believed that
talent can be taught, but
character can’t. Photography
simply became the vehicle
for something bigger.

Anyone can learn where to
point a camera. What makes
the difference is a team that
knows how to focus on what
matters most: each other,
their clients, and the trust
they’ve built one relationship
at a time.

For Mike Berry and

the team at Lensman
Photography, it’s never just
been about the picture.

It’s always been about the
people, and the team that
makes it all possible. ¥

got out of their way. to take photographs,” he in People that has grown alongside it. (Sl to R: Andy 5
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ON THE RISE

PLUS ONE:
The Small Things
That Make the
Biggest Difference

BY JEFF WHITE
PHOTOS BY ELIZABETH
LOONEY PHOTOGRAPHY

SOME LESSONS STAY WITH YOU LONG AFTER YOU'VE
FORGOTTEN WHERE YOU FIRST LEARNED THEM.

For Lauren Haynes, one simple
philosophy has quietly shaped nearly
every chapter of her life. It wasn’t
something she discovered in real
estate. Long before her professional
career began, it had already taken root.
Looking back, she can see it woven
through mentors, career changes,
motherhood, and the relationships that
have mattered most.

She just didn’t have a name for it yet.

Lauren grew up in Collierville and
graduated from the University

of Memphis with a degree in
Communication and Sociology. While
still in college, she worked at Flight
Restaurant, where every employee,
regardless of role, was required to read
Raving Fans by Ken Blanchard and
Sheldon Bowles.

The book introduced her to a simple but
powerful idea: exceptional service isn’t
built through grand gestures. It’s built
through small, intentional acts of care
that people remember long after the
moment has passed. Long before she
stepped into her professional career,
that philosophy had already begun
shaping the way she viewed service,
relationships, and ultimately the way
she would build her career.

There was a phrase everyone
understood that perfectly captured that
philosophy in Lauren’s pre-graduation
stage of life.

“Plus One.”

It meant going above and beyond the
expectation, doing one thing more than
people expected: one extra phone call,
one thoughtful follow-up, one small
gesture that reminded someone they
mattered. Sometimes, Lauren says, it
was even “plus ten.”

That mindset stayed with Lauren.

An internship at the Orpheum Theatre
became a five-year career, but what she

remembers most isn’t the productions
or events. It’s the people, especially the
late Pat Halloran.

More than a supervisor, Pat became

a mentor whose servant-hearted
leadership left a lasting impression.
Whether interacting with donors,
patrons, or coworkers, he modeled a
simple truth: people may forget what
you did, but they’ll remember how you
made them feel.

That lesson stayed with Lauren.

Her career later took her into kitchen
and bath design, a season that would
become significant in more ways

than one. It was there that she met
her husband, Graham, and where her
love for the home first began to take
shape. She became fascinated by the
way thoughtful design could influence
how families gathered, lived, and
created lasting memories. Every project
represented a family’s story, and every
space would one day hold birthdays,
holidays, and the ordinary moments
that matter most.

She couldn’t have known it then, but
years later the Lord would weave those
experiences together. The passion for
homes that first took root during that
season, combined with the relationships
and service that had already become
hallmarks of her life, would find their
purpose in real estate.

Then came ALSAC, the fundraising and
awareness organization for St. Jude
Children’s Research Hospital. Watching
families walk through unimaginable
circumstances reshaped her perspective.
Those years deepened her compassion,
strengthened her faith, and taught her
that showing up with kindness and
empathy is often more important than
having all the answers.

After the birth of her daughter, Lauren
stepped away from her career to stay
home with her children. She treasured
that season and never viewed it as
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a pause in her story. But over time,

she sensed God leading her toward
something new. She didn’t see real
estate simply as a career change, but as
an opportunity to use the gifts He had
given her to serve others well - and He
prepared her well.

Real estate was exciting. It was
also intimidating.

“I knew so many people in real estate
already,” Lauren says. “I wondered if
there was really room for me.”

Her husband, Graham, encouraged her
to stop asking whether there was room
and instead ask whether this was where
God was leading her. That changed
everything. If this was where God had
called her, then every client, every
home, and every conversation became
an opportunity to serve Him by serving
others well.

Only later did Lauren realize she wasn’t
beginning from scratch. Every chapter,
Flight, the Orpheum, design, St. Jude,
and motherhood, had quietly shaped
not only the Realtor she was becoming,
but the person she hoped to be. She
admits that if she weren’t in real estate,
26 - August 2026

she’d likely be home full-time with her
kids, maybe even homeschooling them,
a deep reflection of how family still
anchors every decision she makes.

Today, Lauren serves clients with

The Firm - Memphis Real Estate, a
brokerage she admired long before
she ever joined it. She was drawn

to its professionalism and elevated
standard of service, and found it
especially inspiring that the company
was founded by three women who
built something with such a strong
reputation and vision. More than
anything, she wanted to be surrounded
by people who shared her desire to
continually raise the bar.

Her business has grown quickly,
but Lauren rarely defines
success by production. Instead,
she measures it by trust.

Buying or selling a home is one of

the biggest financial and emotional
decisions many families will ever
make. She believes every client
deserves honest guidance, thoughtful
preparation, clear communication, and
an advocate who genuinely cares about
the outcome, not just through closing

day, but long after the paperwork has
been signed.

She approaches every relationship
as something God has entrusted

to her, hoping to steward it

with well for His glory.

One of her favorite parts of the process
is helping sellers prepare before their
home ever reaches the market. Every
home has a story to tell, and Lauren
enjoys uncovering what makes each
property unique before creating a
strategy that allows buyers to see

it, too. She believes the best results
rarely happen by accident. They come
from careful preparation, intentional
marketing, and doing the little things
well - the very philosophy that has
guided her from the beginning.

That philosophy extends beyond her
clients. Lauren believes the real estate
community is strongest when agents
choose collaboration over competition.
She often says one of the most
rewarding parts of her career has been
building genuine friendships with fellow
real estate agents and trusted industry
partners who challenge, encourage, and
support one another.

One particularly challenging transaction
reinforced that belief. During an
especially complicated closing, attorney
Rees Hodges stepped in repeatedly with
wisdom and support far beyond what
anyone expected. It reminded Lauren
that successful transactions are rarely
the work of one person. They’re built

by trusted professionals committed to
serving others well.

“Relationship building is becoming a lost
art in real estate,” Lauren says. “I believe
we’re called to encourage one another,
celebrate each other’s successes, and
remember we’re all working toward the
same goal: serving people well.”

Away from work, Lauren’s priorities are
simple. She and Graham are raising two
young children, Graham and Lainey,
along with their rescue dog, Rivers. With
both sides of their family living nearby,
shared dinners and everyday moments
together have become one of life’s
greatest blessings.

“Our kids have the incredible gift of
growing up surrounded by family and
are supported by encouraging friends,”
Lauren says. “Their love and support
have been such a blessing, and I never
take that for granted.”

Ask Lauren what matters most, and her
answer comes without hesitation.

“My faith is what grounds me, my family
is what motivates me, and serving
others is what gives purpose to the work
Ido.”

Those priorities don’t compete with her
business. They shape it: how she serves
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clients, encourages fellow real estate
agents, and measures success.

Years from now, Lauren knows most
clients probably won’t remember
every showing they attended or every
document they signed. But she hopes
they’ll remember something far more
important: that she listened, that she
cared, that she answered the phone,
that she followed through, that she
walked beside them through one of
life’s biggest decisions with honesty,
compassion, and grace.

Those qualities weren’t developed
overnight. They were formed by

I believe we're

one another.

called to encourage

a mentor who modeled servant
leadership, by witnessing courage
through St. Jude, by seasons devoted to
family, and by trusting God’s direction
one step at a time.

Before her career even began, she
called it “Plus One.” Years later, Lauren
realized it had become far more than

a customer-service philosophy. It
became the standard she would carry
into every role: anticipating needs
before they arise, noticing the details
others overlook, and believing that one
small, thoughtful act can transform an
ordinary experience into one people
never forget.
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AGENT SPOTLIGHT

[FIGH ANN ~ CARKEET

BY JEFF WHITE
PHOTOS BY
CALEB NELSON

efore Leigh Ann Carkeet ever unlocked the front
door of a client’s new home, she was opening
barn doors.

Leigh Ann, daughter of Dr. Larry and Donna Mehr,
grew up on a ten-acre horse farm in Southaven,
Mississippi, where her father spent more than

50 years serving the community as an equine
veterinarian. Long before DeSoto County became one
of the fastest-growing areas in the Mid-South, it was
open pasture, quiet roads, and neighbors who knew
one another by name.

Watching her father care for both animals and the
families who depended on them taught Leigh Ann a
lesson that would eventually define her own career.

Relationships come first.

After graduating from what is now Northpoint
Christian School, Leigh Ann earned a Marketing
Management degree from the Fogelman College of
Business at the University of Memphis. She began her
career with a small Germantown company serving
physical, occupational, and speech therapists.

Real estate wasn’t part of the original plan.

In fact, she nearly followed her father’s footsteps
into veterinary medicine. But after surviving organic
chemistry, she realized marketing was a better fit.

Then came another conversation with her dad.

“He told me to get my real estate license because it
was something I could always fall back on.”

Neither of them imagined that “backup plan” would
become a career spanning more than 21 years.

Leigh Ann earned her license in 2004 and began
selling homes the following year after being
downsized from her marketing position. What
initially felt like an unexpected career change quickly
became a calling.

“Ilove helping people achieve their dreams,”
she says.

That passion carried her beyond individual
transactions and into leadership.

Encouraged by her mentor, Peggy Leigh, Leigh
Ann joined the Board of Directors for the
Northwest Mississippi Association of REALTORS®
in 2008. She would serve for nearly 15 years,
including as Board President in both 2020

and 2021 during one of the most challenging
periods the industry has ever experienced.

Rather than simply navigating uncertainty, Leigh
Ann focused on strengthening the profession. One
accomplishment she’s especially proud of was
helping support greater collaboration among regional
associations through the launch of MLS United,
bringing professionals together across traditional
geographic boundaries.

It’s a philosophy she still carries today. One of her
goals is to continue building stronger referral
relationships between Memphis and North
Mississippi because she believes everyone benefits
when trusted professionals work together.

That same mindset shapes the way she serves clients.
After more than two decades in real estate, Leigh
Ann has learned that no two people need the same

kind of agent.

Some need frequent communication
and reassurance.

Others simply want honest guidance and room to
make their own decisions.

“If T had a superpower,” she says with a laugh, “it
would be reading people.”

She has learned to adapt to each client’s

personality instead of expecting every client to fit
the same process.
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“I LOVE HELPING PEOPLE
ACHIEVE THEIR

That ability has become especially valuable in
today’s market.

With buyers enjoying more choices than they’ve had
in years, sellers have to work harder to make their
homes stand out. Meanwhile, headlines and social
media create constant distractions.

Leigh Ann encourages clients to tune out the market
noise and focus on what they can control.

“Yes, there are challenges,” she says. “But I can’t
change those. What I can do is help clients understand

what we need to do to accomplish their goals.”
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Among the hundreds of transactions she’s completed,
one still stands out.

A family with two chronically ill children needed
to sell their home. Preparing for repeated showings
felt almost impossible given everything they were
already carrying.

Before the home even reached the market, another
RI believe we’re called to encourage one another.
ontacted Leigh Ann looking for a property that
perfectly matched a buyer’s needs.

The house sold without a single public showing.

Looking back, Leigh Ann doesn’t see it as coincidence.

“It was like God just provided exactly what
they needed.”

Moments like that remind her that real estate is often
about much more than contracts and closing dates.
Sometimes it’s about easing a burden when a family
needs it most.

Away from work, Leigh Ann’s greatest role is being a
wife and mom.

She and her husband, Geoff, have been married
for 14 years and are raising two daughters, Kendall
and Maddie. Their family calendar stays full with
softball, horseback riding, ballet, and one shared
passion—Disney.

A self-proclaimed Disney enthusiast, Leigh Ann has
visited Disney World and Disneyland numerous
times, enjoys Disney Cruises, and is even a certified
Disney Travel Planner.

What she loves most about Disney isn’t simply
the destination.

It’s the experience.

Disney is intentional about creating moments people
remember, and Leigh Ann approaches real estate
the same way. She wants clients to remember not
only buying or selling a home, but also how they felt
throughout the journey.

Balancing family and career hasn’t always been easy.

While serving as Board President, there were days
when motherhood and leadership collided. She still
remembers bringing one of her young daughters

to a board meeting because there simply wasn’t
another option. Instead of criticism, she received
encouragement from fellow leader Larry Webb, who
reminded her that being present for her child was
exactly where she needed to be.

That moment stayed with her.

“I don’t think enough attention is brought to the
super parents out there trying to do it all,” she says.
“My clients are incredibly important, but my kids are
always going to come first.”

It’s also part of the advice she gives newer agents.

Stay teachable.
Ask questions.
Lean on experienced brokers and trusted mentors.

Real estate presents new personalities and
unexpected challenges every day, and no one
succeeds by pretending they have all the answers.

In 2023, after the passing of her father, Leigh Ann
stepped away from board leadership to devote more
time to her family. It marked the close of one chapter,
but it also reinforced the lesson that had quietly
shaped her life from the beginning.

Relationships matter most.

They inspired a young marketing graduate to earn a
real estate license.

They led her into leadership within her profession.

They continue to guide every conversation with
every client who places one of life’s biggest decisions
into her hands.

Because long after the contracts are signed and the
moving trucks have pulled away, Leigh Ann Carkeet
hopes people remember more than the house they
bought or sold.

She hopes they remember how they were cared for
along the way. ¥
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; STEVE BROWN has spent
i | by Memar ik P4
more than four decades in

F Memphis real estate. Ask him to

gl - 'r- 980 explain that career, and he won’t
# I i start with numbers, deals, or titles.

same thread that now runs through
thousands of agents whose lives Steve
has shaped in return. What God built in

She was quietly faithful, the kind of
woman who taught and modeled hard
work and perseverance without ever

He’ll start with people.

A mother who encouraged him toward
a career he hadn’t yet imagined for
himself. Early employers who gave him
a chance to prove himself. Mentors who
showed him that integrity and humility
mattered as much as production. A wife
whose faith strengthened his own. A
son whose life, and passing, changed his
perspective on what matters most.

At the time, none of it looked
remarkable. They were just people,
showing up in ordinary moments.

Looking back, Steve sees it differently.
“I can look back now,” he says, “and
see how God placed people in my life at

exactly the right time.”

That conviction is the thread running
through his entire career, and it’s the

him over four decades, Steve has spent
building into others. That’s what makes
it built to last.

A Foundation Laid at Home

Steve Brown was born at Methodist
Hospital and spent his childhood moving
from places in California to Kentucky
as his father’s job with BF Goodrich
required, but most of his years,
including high school and college were
spent in Memphis. It was a classic 1960s
upbringing: a bike, a neighborhood
ballfield, and long summer days with
nowhere in particular to be.

He loved history and language arts,
found his way into theater, and
pressed a transistor radio to his

ear to catch the music of the era.

As a teenager, he saw Simon and
Garfunkel and Led Zeppelin play live,
memories he still carries with him.

But if music shaped his memories, it was
his mother who shaped his character.

making a show of it. More than that,

she recognized potential in her son long
before he recognized it in himself. While
Steve was a student at Memphis State
and working nights at NAPA distribution
center, she was the one who suggested
he get his real estate license.

At the time, it sounded like ordinary
motherly advice. Looking back,

Steve realizes it was the first of many
moments that would redirect the course
of his life.

Learning to Recognize Opportunity
Before real estate, Steve worked nights
as a cook at Dandy’s Hamburgers,
ultimately becoming the shift manager
and as a shipping clerk at NAPA; the
kind of jobs that teach lessons no
classroom can. Show up. Work hard.
Take pride in every responsibility, no
matter how small.

Once licensed, he joined Martin and
Herring, one of Memphis’ premier
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development companies, (with over
2500 sales per year in their heyday)
selling new construction. One
experience from those early days
became a defining lesson.

A buyer showed real interest in the
builder’s model home, the one everyone
assumed wasn’t actually for sale. Others
advised Steve not to pursue it. Trusting
his instincts, he asked the buyer and his
broker questions, arranged for a delayed
closing and closed the deal.

The commission was exciting. The
confidence it gave him mattered
even more. It taught him that
opportunity often belongs to
whoever is willing to ask one more
question and believe in a possibility
others have already written off.

Years later, Steve recognized another
truth hidden inside that same moment.
Someone had believed in him enough to
let him try.

The Mentors Who

Changed Everything

Every meaningful career can usually
be traced back to someone who opened
a door. For Steve, those people were
Harold Crye and Dick Leike.

When Steve joined Crye-Leike in 1980,
the company was growing but still
writing its story. In 1980, they had 3
offices and 77 agents. What stood out
to him wasn’t simply the vision for
expansion. It was the character of the
men leading it.

Harold and Dick demonstrated that
ambition and humility could exist side
by side. That success never required
sacrificing integrity. That leadership
wasn’t about building yourself up. It was
about building others.

Steve absorbed every lesson. Over
the following decades, he rose
from broker to general manager
to President of Residential Real

Yet ask Steve about those years, and he
won’t begin by talking about market share.

He’ll talk about people.

Weekly coaching meetings from Harold.
Developing future leaders. Watching
agents discover a confidence they didn’t
know they possessed.

The titles were never the destination.
People were.

Today, Steve recognizes that Harold
and Dick gave him far more than

a career. They showed him what
faithful leadership looks like.

And without even realizing it at

the time, he began becoming that
same kind of mentor to others.

Faith Refined Through Joy

and Heartbreak

Life has a way of teaching lessons that
business never can.

Steve met Jennifer, the woman who
would become both his wife and his
greatest partner in life. Together they
built a family, and Jennifer eventually
became involved in the company’s
property management business.

Their first son, Wesley loved sports,
particularly baseball, becoming a sought
after pitcher. He also loved trains, day
trips with both grandmothers and loving
parents who always believed he would
develop his own path. Recently finishing
a 3 year stint in the U.S. Army’s 101st
Airborne division, he is now finishing his
bachelor’s degree and selling insurance
with Allstate insurance.

Their lives would also include profound
heartbreak. Their second son, Aubrey,
lived with a rare disorder that shaped
how every member of the family saw
the world. His life, and ultimately his
passing, changed Steve forever. Rather
than focusing on his passing, he chose
to recall the effect Aubrey’s life had

| CAN LOOK BACK NOW
AND See How GOD
PLACED PEOPLE IN MY
LIFE AT EXACTLY THE
RIGHT TIME.”
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There are seasons that deepen
success. And there are seasons
that deepen the soul.

This was the latter.

Rather than weakening Steve’s faith,
those difficult years strengthened it.
They reminded him that careers are
temporary, but people are eternal. That
realization reshaped his priorities.
Business became a platform. Faith
became the foundation underneath it.

A Mission Beyond Real Estate
As Steve’s influence within Crye-
Leike continued to grow, so did
his desire to make an impact
beyond the real estate industry.

He became deeply involved with
ministries like Third Millennium and
The Finishing Fund, organizations
committed to equipping church leaders
and reaching unreached people groups
around the world with the Gospel.

The same leadership skills that helped
build a brokerage now became tools

for advancing a much bigger mission.
To Steve, these were never separate
callings. They were connected. God

had entrusted him with influence, and
influence was something to steward, not
simply enjoy.
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Becoming One of Those People
Near the end of our conversation, Steve
shared a story that captures how he now
sees his own life.

A pastor once asked a room full of
people to stand if they could provide the
first and last name of all four of their
grandparents. Nearly everyone stood.

Then he asked them to remain
standing if they could also provide
the first and last name of all eight
of their great-grandparents.

Almost everyone sat back down.

The point was simple. Within just a
couple of generations, most names are
forgotten, unless a life continues on
through the people it shaped.

That message has stayed with Steve

ever since, maybe because his own
story was written by people who
faithfully invested in him. His mother.
His mentors. His wife. Friends and
colleagues who showed up at exactly the
right time, in moments that only looked
ordinary until years later.

Now, after more than four decades in
Memphis real estate, thousands of agents
and employees could tell a remarkably
similar story about Steve Brown himself.
A conversation. A lesson. An opportunity.
A moment when someone believed in
them before they believed in themselves.

In many ways, Steve has become one of
the very people God once placed in his
own life.

And perhaps that is the truest measure
of a life built to last. Not the titles held.
Not the company built. Not even the
success achieved.

But whether, years from now, someone
looks back on their own journey and
says, “God placed that person in my life
at exactly the right time.”

For countless people across Memphis
real estate, Steve Brown has been
exactly that person.
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