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 Call today to find out why we are the 
premier moving company in the 

Chattanooga area!

423-763-1000

Our Culture of Service means we take care of 
our customers and their belongings.

Veteran Owned, Family Run, 
Local Small Business

LOCAL ∙ LONG DISTANCE ∙ RESIDENTIAL ∙ COMMERCIAL ∙ SENIOR MOVING

We Also Offer 24/7 Climate-Controlled Self Storage Units of All Sizes!
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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

BASEMENT WATERPROOFING 
& BASEMENT REPAIR
Basement Correctors
Andrew Ball
(423) 883-4521
BasementCorrectors.com

BOOKKEEPING
Lookout Bookkeeping, LLC
Melissa Guinn
(423) 497-4144

BRANDED CLOSING GIFTS
360 Business Growth
Anders Clarke
(423) 902-0103
www.360businessgrowth.com

BUILDER/CUSTOM HOMES
Greentech Homes
(423) 206-9738

BUILDER/DEVELOPER
A Perry Homes
(423) 299-5637

BUSINESS NETWORKING
Women’s Council of 
Realtors Chattanooga
(423) 756-0771 x380
www.wcr.org

CHIMNEY CLEANING / SERVICE
Chimney Tech
(423) 424-6218

CLOSING - TITLE & ESCROW
Bridge City Title
(423) 417-1344
bridgecitytitle.com

Burns, Henry & Kirksey, P.C.
(423) 339-0529
bhklegal.com/

Reli Title
Kala Flowers
(423) 826-4936
reli.us

CPA/TAX/ACCOUNTING
Baker Tilly
(615) 242-7351
www.bakertilly.com/page/
tennessee

FENCES
Holmes Fence Company
Jarrod Holmes
(706) 804-4362

FOUNDATION REPAIR
American Foundation 
& Waterproofing
Darle & Jackie Canova
(865) 982-0250
americanfw.com

FOUNDATION REPAIR 
AND ENGINEERING
Master Services
(865) 622-3165
masterservicestn.com

HOME INSPECTION
Lodestar Home Inspections
Steve Hicks
(423) 486-7347
lodestarhomeinspections.com

Pillar To Post Chattanooga 
- The Ken Fast Team
(423) 326-2008
chattanooga.pillartopost.com

Tri-State Property Inspections
Dan Lindeman
(423) 559-9495
tri-statepropertyinspections.com

HOME WARRANTY
Achosa Home Warranty
Emily Daniel
(615) 806-3456

INSURANCE
Goss Insurance Agency
Katelyn Helton
(423) 875-2500

MORTGAGE LENDER
Atlantic Bay Mortgage Group
Shain Davis
(423) 432-1185

Benchmark Home Loans
Casey Bryant
(423) 565-8830
www.caseybryantmortgage.com

Megan Stoker Loans
(423) 509-5021
meganstokerloans.com

Scenic City Mortgage
David Rawiszer
(423) 326-4855

The Byram Group at Cross 
Country Mortgage
Nate Byram
(423) 708-4108
hoo.be/nate_byram

The GW Team - 
FirstBank Mortgage
Gabe Whitmer
(423) 308-2207
FirstBankOnline.com

TVFCU
(423) 634-3537
www.tvfcu.com

MOVING & STORAGE
Boundless Moving and Storage
Matt Carlson
(423) 763-1000
www.boundlessmoving.com

MOVING SERVICES
Elite Moving
(423) 805-0826
myelitemove.com

PHOTOGRAPHY/REAL ESTATE
Creative Revolver
(615) 275-7739
www.creativerevolver.com

William Griggs Photography
(423) 760-9120
www.williamgriggs 
photography.com

PROPERTY MANAGEMENT
PMI Scenic City
Ian Pfeiffer
(423) 847-2080
www.pmisceniccity.rentals

RESIDENTIAL COMMUNITY 
HOME BUILDER
Empire Communities
(423) 460-9291
empirecommunities.com/
chattanooga

ROOFING/ RESTORATION
Jaco Contracting
(770) 385-5788
jacocontracting.com

Prestige Roofing, Inc
(224) 848-0425

Your Trusted Partner in 
Comprehensive Property Inspections

Over 14 Years of
Experience

423-559-9495
tristatepropertyinspections@gmail.com

tri-statepropertyinspections.com

Dan Lindeman
Owner & 

General Manager

Residential &
Commercial Inspections

Advanced
Technology

Comprehensive
Services

Customer-Centric
Approach

Certified
Expertise

Radon Testing 

We guarantee fast turnaround times to get jobs scheduled and completed 
Free inspections & reports to agents • No job is too big or too small • 10+ years in business

Got a Roof  Leak? Uh Oh...Better Call JACO!

Landon Harper 
423-762-5065

Lharper@jacocontracting.net

RESIDENTIAL & COMMERCIAL

Insurance 
Claim 

Specialist
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Your Trusted
Mortgage Advisor

MEGAN
STOKER

MORTGAGE BROKER 
NMLS: 2667222

MeganStokerLoans.com

Meet
The

Team

Ryan Dugger 
Photographer

615-275-7739
Creative Revolver Photography  

& Video Production

Anders Clarke 
Lead Writer
423-902-0103

360 Business Growth

Molly Cobane
Client Relations Specialist

William Griggs 
Photographer

William Griggs Photography

Ashley Streight 
Content Coordinator

Jess Harris
Photographer

Creative Revolver Photography  
& Video Production

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 
Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real Producers 
magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the 
publisher may be held liable or responsible for business practices of these companies.

Jeff White
Owner

901-509-5566

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 @
chattanoogarealproducers
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Why COMMUNITY 
Matters More Than Ever

PUBLISHER’S NOTE

willingness to see one another not as 
competitors, but as partners in a larger 
mission. In an industry that often 
celebrates individual achievement, 
there is something powerful about 
choosing connection instead.

When realtors collaborate with other 
realtors, the entire industry rises. 
Knowledge is shared. Best practices 
are refined. Standards are elevated. 
When agents support one another—
across brokerages, markets, and career 
stages—it fosters a culture where growth 
is collective and success is multiplied. 
Collaboration doesn’t diminish individual 
excellence; it strengthens it.

Equally important is the relationship 
between realtors and vendor partners. 
The most impactful partnerships go 
far beyond sponsorships or single 
transactions. They are built on trust, 
consistency, and shared values. When 
vendor partners understand the 
heart of the real estate professional—
and when realtors view vendors as 
strategic allies rather than service 
providers—true partnership 
begins. Together, they create better 
experiences for clients and stronger 
foundations for long-term success.

In 2026, our focus will be on creating 
opportunities for these relationships to 
deepen. Spaces where conversations 
matter. Environments where 
collaboration feels natural. Platforms 
where both realtors and partners are 
empowered to contribute, innovate, and 
grow together. Community isn’t built 
through transactions alone—it’s built 
through presence, authenticity, and 
shared purpose.

Chattanooga Real Producers exists to 
elevate the culture of real estate in 
our city. That culture thrives when 
professionals feel connected, supported, 
and valued—not just for their 
production, but for their contribution to 
the community around them.

As we step into the year ahead, our 
invitation is simple: lean in. Build 
relationships. Choose collaboration. 
Because when community leads the way, 
success doesn’t just follow—it’s shared.

Jeff White, 

Owner/Publisher

W
hat if the true measure 
of success in real estate 
wasn’t just what we built 

individually, but what we built together?

Real estate has always been a people-
first business. Yes, it’s about transactions, 
timelines, and negotiations—but at 
its core, it’s about trust, relationships, 
and shared goals. As we look ahead 
to 2026, one word will guide the 
vision and direction of Chattanooga 
Real Producers: community.

Community is not accidental. It’s 
created intentionally—through 
collaboration, encouragement, and a 
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4 2 3 . 7 6 0 . 9 1 2 0
Wi l l i amgr iggsphotography .com

Wi l l i amGr iggsa r t@gmai l . com

YOUR ONE-STOP SHOP
for Residential & Commercial Listing Photos, Drone,

Video and Social Media Content

Next-Morning Delivery with a convenient 
Online Portal to manage scheduling and 

media for all of your listings.
CALL TO LEARN MORE!

 Call 224-848-0425 for a FREE Estimate! 

Licensed & Insured  •  We are Women Owned!

SPECIALIZING IN A
VARIETY OF ROOFS: 
•  TPO 
•  Shingle 
•  Metal 
•  Designer shingles
•  Davinci roof 
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Despite her age, Jaylynn quickly 
proved herself to be a competent 
professional. The few people 
who did doubt her initially were 
quickly turned into supporters 
as they watched her work. She 
admits that “at first, it was a 
mental challenge”. However, 
she quickly realized that it was 
in her own head, admitting, “I 
realized after my first couple 
of closings they didn’t really 
care.” So she powered on and 
kept her service top-tier as her 
client list grew. One mental 
challenge that did give her 
some trouble was the weight 
of the work she was doing. 

It’s no secret that buying a home 
is an emotional process for 
clients. But it is also a challenge 
for real estate agents, especially 
during difficult transactions. 
Jaylynn is very passionate 
about what she does and was 
determined to do it well. Along 
with that came the weight of the 
transactions she did. She took 
her responsibility very seriously, 
and it was an emotional weight 
on her. It’s a feeling she worked 
through during her early days, 
and had to learn to control as she 
gained confidence and her career 
volume increased. “Now that I’m 
more experienced and I know 
how to handle things, I don’t get 
as emotional,” she reflects. 

STAR ON THE RISE

J
aylynn learned early in 
life that if she wanted 
something, she had to earn 

it. As she worked her way through 
high school, she took dual-
enrollment classes to jumpstart 
her college education. After 
graduation however, she decided 
to get involved in real estate, a 
career she had thought about 
for some time. She knew she 
was called to work with people, 
and she knew several real estate 
agents in her town of Bryant, 
AL. Before she went into real 
estate full-time, she finished her 
associate’s degree for free. She got 
licensed in the summer of 2022 
at 18 years old and was ready to 
start building something amazing.

Jaylynn started her real estate 
journey with BHHS Southern 
Routes Realty. As a local company, 
she knew of several agents there 
already, including her mentor 
Skyler Vaughn. She jumped in, 
eager to learn and grow in her 
new role. Thanks to the leadership 
and mentorship she received, she 
quickly gained confidence and 
started closing deals. One of the 
challenges she had to overcome 
was doing real estate at such 
a young age. She says she was 
always “too young”, whether it 
was to get into real estate, get 
married, or do any of the other 
great things she has succeeded at.

Grit, Grace & 
Pink Power

BY ANDERS CLARKE 

PHOTOS BY WILLIAM GRIGGS

STAR ON THE RISE

WORLEY
JaylynnMEET
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she prioritizes quality time with 
family and friends. Finding the 
perfect balance is a part of every 
real estate agent’s journey. Her 
emphasis on faith and family keep 
her grounded and focused on 
what really matters. But enjoying 
her role as an agent makes growth 
unavoidable as well. So for the 
time being, she is thankful for 
what she has now and what she 
has to look forward to.

Real estate is stressful, so Jaylynn 
finds peace by relaxing with her 
husband, Cole and her family. 
“When I’m not working, I try to 
set boundaries for family time,” 
she states. After getting home 
from a hectic day of showings 
and client calls, she is eager 
to enjoy her downtime and 
recharge. She loves to read and 
do puzzles together with Cole 
and enjoys cooking. She has 
plenty of family nearby to visit, 
and a local church community 
she stays involved in as well. 

At 21, Jaylynn is already building 
a legacy to be proud of. She 
handles the challenges of real 
estate with compassion, humility, 
and an ever-growing expertise. 
Her main motivator is always to 
serve God and her clients as best 
she can, and it starts by taking 
care of people first. “I just want to 
be the best at everything I do,” she 
says, but not to ‘win’, but rather 
to be the best representation of 
God’s grace and love to those 
around her. Growing up with 7 
siblings, she felt she needed to set 
a strong example. It’s safe to say 
she has already succeeded with 
plenty of opportunity left to grow. 
Looking ahead, she’s excited to 
be succeeding at everything she’s 
‘too young’ to accomplish. 

Marketing has also been a big 
part of her career thus far. She 
flexes her creative muscles 
often and loves to paint vivid 
pictures of the listings she works 
with, usually in pink. She has an 
ongoing list of ideas she plans to 
execute for her marketing in 2026 
and beyond, and is always looking 
for new ways to stand out and 
leave an impact on people. Her 
social media skills are evident, 
and she always exudes positive 
energy. Social media is a great 

way to introduce potential clients 
to what a partnership with you 
would look like, and it’s hard 
to pass up Jaylynn without a 
smile. Thanks in large part to her 
marketing flair, she has improved 
quickly year over year.

Right now, Jaylynn’s focus lies 
on expanding the solid base she 
has built. She has doubled her 
business from 2024 in 2025, and 
wants to continue the trend with 
another record year. However, 

Scan QC Code

423-708-4108

CrossCountry Mortgage, LLC I 36 E Main St, Suite 102 I Chattanooga, TN I 37408. Equal Housing Opportunity. All loans 
subject to underwriting approval. Certain restrictions apply. Call for details. NMLS2338543 NMLS3029 (www.nmlscon-

sumeraccess.org). Georgia Residential Mortgage Licensee. 

“"Absorb what is useful. 
Discard what is not. 

Add what is uniquely your own."” 
- Bruce Lee

I just want to 
be the best at 
everything I do.”
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Anders Clarke | 423.902.0103

GET
STARTED

TODAY

For Friends, 
Family, Clients,
& Employees:

Give gifts that last
FOREVER.

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! 

Emily
Daniel

615-806-3456
emilyd@achosahw.com

www.achosahw.com
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423-414-4664 | chimneysweeptech@gmail.com

Your Local Chimney Tech

SAFETY INSPECTION

CHIMNEY SWEEPS

DRYER VENT CLEANING

STOVE INSTALLATION 

SYSTEM REPAIRS

GAS SYSTEM MAINTENANCE 

RICHARD BYBEE SCAN FOR
INFORMATION

How to Thank 
our Preferred 

Partners

Chattanooga Real Producers magazine and events 
are made possible by the generosity of our amazing 
partners. They are more than simply advertisers. 
These are businesses that have been vetted and have 
come highly recommended by other top agents in our 
city. They are an invaluable resource to you, and we 
encourage you to thank them in the following ways:

Hey, REALTORS®!

1. Follow them on social media and share 
their page with your friends, family 
and clients!

Reach out to them personally and 
thank them for partnering with 
Chattanooga Real Producers!

Add them to your personal list 
of preferred vendors and call 
them first when you need the 
services they can provide!

Invite them to coffee or dinner 
and invite some other REALTORS® 
to join you! Relationships are 
the root of good business!

Share their information with newer 
agents and give them an opportunity to 
help them succeed in this industry.

2.

3.

4.

5.
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• Real Estate Management
• Joint Venture Management
• Joint Venture Formation
• Small Business Investment and Support

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

Downtown
1830 Washington St,
Chattanooga, TN 37408
423-417-1344
ordersdt@bridgecitytitle.com

East Brainerd
7158 Lee Highway
Chattanooga, TN 37421
423-417-1338
orderseb@bridgecitytitle.com 

www.bridgecitytitle.com

Call Steve at
(423) 486-7347

lodestarhomeinspections.com
steve@Lodestarhomeinspections.com

Licensed Drone Pilot
Radon Testing

Air Quality & Mold Testing

Leading the Way HomeLeading the Way Home
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MEET

BY ANDERS 

CLARKE 

PHOTOS BY 

WILLIAM 

GRIGGS

POWER COUPLE

Laila & Sonny
P U N J A N I Heart, Numbers, & Home

Despite early fears of a slow start to real 
estate, Laila closed her first deal in her first 
month. “I thought I would be very slow,” 
she admits thinking early on. Confident 
in her abilities, experience, and quality of 
service, she quickly picked up steam. As 
both a commercial and residential agent, 
she was able to handle any opportunity that 
she attracted. After she realized her skills 
translated seamlessly, she says, “Because of 
my business background, it was easy for me.”

Thanks to her focus on trust and integrity-
driven service, she quickly earned the respect 
of anyone who didn’t know her yet. Each year 
the business grew and her sphere expanded. 
After a few years, Sonny brought his 
analytical expertise into the team, joining full-
time in 2014. Since then, they have worked 
in a perfect partnership, each bringing their 
respective strengths to bear for each client. 
“Residential with heart, commercial with 
strategy,” is their mission with every client.

Laila and Sonny combine two important 
halves of the business. Laila’s strength lies in 
building strong relationships and fostering 
a sense of trust through understanding. She 
leads with her heart and meets people where 
they are. Her patience and willingness to 
walk people through the process makes her a 
pleasure to work with. While Sonny displays 
many of the same traits, he also brings a 
powerful understanding of the analytical side 
of real estate. He is a numbers expert, bringing 
his expertise to bear when the numbers 
matter most. He offers perspective and 
important information to make sure the head 
and the heart are on the same page for every 
client, and the numbers don’t get buried under 
the emotions involved in a transaction. Due 
to their traits, Laila leads on residential deals 
while Sonny primarily handles commercial 
transactions. However, their approach is 
always founded on top-tier service and putting 
others first. 

Grounded in service, they focus on providing 
clarity and fostering trust. “My goal is to keep 
every client protected, informed, and calm,” 
Laila clarifies. She continues, saying, “When 
things get stressful, we turn confusion into 
clarity and problems into peaceful solutions.” 
Great service is not just a part of their business 
plan, it defines who they are. It is the keystone 
that holds their business together. “Serving 
humanity is serving God,” Laila explains. Their 
approach to service is what earns them the 
utmost trust from clients and fellow agents. 
Along with English, they also speak 3 south 
Asian regional dialects: Hindi, Gujarati, and 
Telugu. This allows them to connect on a deeper 
level with specific clients, or their parents, 
who may benefit from it. Guided by their faith 
and belief that every person deserves the best, 
they were destined to succeed long before they 
received their licenses. 

Growing up in India, Laila and Sonny were 

steeped in a cultural focus on strong community 

and deep relationships. As they worked through 

their careers in America, they have lived out 

those same values to the benefit of everyone they 

work with. From their previous careers-for Laila 

as a school counselor and Sonny in exports- they 

brought their respective skills to serve clients in 

real estate. Growing up with entrepreneurial 

parents, they also owned several retail stores in 

the area, granting them a strong understanding of 

business. Thanks to their life experience, they were 

poised to succeed from day one. When Laila got 

licensed in 2011, she knew she would succeed, 

but she wasn’t sure how quickly it would happen.
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Their entrepreneurial upbringing gave them 
the perspective and confidence most new 
real estate agents struggle to find. Growing 
up, they would spend much of their time 
outside of school helping their parents in 
their businesses. “We ended up using our 
time in their businesses assisting them and 
learning things,” Sonny explains. “You can 
say business is in our blood,” Laila adds. 
Thanks to great modeling for how to handle 
the systems and people involved in making a 
successful business run, they were more than 
prepared to handle the challenges that come 
with a new real estate agent’s journey. Laila’s 
prior history of success and business acumen 
granted her clarity on how to run the business 
from day one. The only thing she had to do 
was to tell people about it.

While they love the opportunity to serve their 
community, they enjoy their time outside of 
the office as well. Laila enjoys relaxing on the 
lake or in nature, cooking, and enjoying music 
and movies. You can also find her serving at 
the local prayer hall. Sonny also loves to hike 
locally at the Enterprise South and Booker T 
Washington park, allowing him to reset his 
“computer” and destress. They also love to 
travel together and visit with family when they 
can. Taking a step back from the business and 
resetting allows them to be present and focused 
on the job at hand and provide the best service. 

In their decision to get into real estate and 
their efforts since, they claim, “We became 
the real estate agents we wish we had”. The 
ideas that are key to success in real estate are 
following the ABCs: an abundance mindset, 
business knowledge to back it up, and caring 
for clients. “Get those ABCs right and results 
follow,” Laila says. They feel blessed with the 
opportunity to provide a great service in their 
community and treat that opportunity with 
respect. “Real estate is never just real estate. 
It’s people’s lives, and we take that seriously,” 
Laila admonishes. They love living in and 
serving Chattanooga, saying, “our roots are in 
India, but Chattanooga is home.”

You can say 
business is in 
our blood.”
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FAQS

For those who may be new to Real Producers, or if you are  

just curious, here are some quick facts about Chattanooga  

Real Producers: 

The Heartbeat: We seek to elevate the culture of our local real 
estate community by INSPIRING us to KNOW ONE ANOTHER 
BETTER, creating stronger CONNECTIONS, more trusted 
relationships, and more repeat business for everyone involved. 

Distribution: This magazine is sent free of charge to the top 
300 agents in the greater Chattanooga area based on MLS 
productivity. Within this area, there are over 3,000 active 
agents, but everyone who receives this publication is part of an 
elite group. You are remarkable. Just to be in this group is truly 
a badge of honor!

Content: This is all about you, the Chattanooga real estate 
community. We do personal and unique stories on members 
of this community, giving you a platform to inspire others. Our 
goal is to go beyond the numbers and take a deep dive into the 
personal side of the industry, to inspire us to know one another 
better. It costs absolutely nothing for a real estate agent to be 
featured in the publication. But to be featured, an agent must 
be nominated by a peer or leader in the Chattanooga real estate 
community. We are always taking nominations and encourage 
you to nominate individuals who are making a huge impact on 
our local real estate market.

Our Partners: Anyone listed as a “preferred partner” in the 
front of the publication is a part of this community. They will 
have an ad in every issue, attend our events and be a part of 
our online community. We don’t just find these businesses off 
the street, nor do we work with all businesses that approach 
us. One or many of you have recommended every single 
preferred partner you see in this publication. We do not meet 
with businesses until they are vetted by one of the agents in our 
community and receive a “stamp of approval.” If you are looking 
to add to your arsenal of incredible vendors, look no further.

Networking Events: Along with the monthly publication, we 
host various social networking events where top agents, along 
with our top preferred partners, get together at reputable 
local venues to rub elbows, mastermind, have a good time 
and strengthen our greater Chattanooga community. We 
communicate information about the events through the 
publication, texts, emails and social media.

Connecting. Elevating. Inspiring.

How does 
Chattanooga Real 
Producers work?

Nominate Your Favorite Agent: We are always accepting 
nominations for feature stories! If you know a colleague who 
is absolutely on fire and deserving of celebration, we would 
love to feature them in an upcoming edition of Chattanooga 
Real Producers magazine! Categories may 
include Top Producer, Rising Star, Team 
Leader, Broker, Making a Difference, 
REALTOR® on Fire, etc. To nominate a fellow 
REALTOR®, simply scan this QR code and 
follow the prompts. We look forward to 
receiving your nominations!

Recommend Your Favorite Vendor: What makes our 
preferred partners different than any other “vendors list” 
is that we only partner with businesses that have been 
vetted and recommended by top agents. In other words, 
our preferred partners are trusted businesses that can be 
considered the best in their particular industry. Don’t see your 
favorite on our list? We would love your recommendations! 
Scan this QR code and recommend your 
favorite affiliate business and be sure to state 
what you love about them! We look forward 
to receiving your recommendations!

Jeff White
Owner/Publisher
Chattanooga Real Producers 
Jeff.White@RealProducersMag.com
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S itting in a freshman business course at UTC 
some time after 9 am, Bayli made the decision 
to find something else to do. She quickly 

realized her courses were teaching her nothing she 
didn’t already know, and she could just get real-
world experience by working. She recalls thinking, 
“I’m wasting my time here when I could be digging 
my feet into something. You’re not going to get that 
experience in college.” As she looked for jobs that 
didn’t require an early wakeup, she found real estate 
and decided to give it a try. She began her real estate 
courses in 2016 at 19 years old and went full-time in 
March of 2017. 

Bayli’s introduction to real estate set a standard for her 
first 6 months. She observed what others were doing, 
how they acted, and how they dressed to try and 
figure it out for herself. During her first 6 months, she 
did 1 deal. She recalls it as a “very boring and dreadful 
process”. The whole time she was still learning and 
educating herself, but something just felt off. She felt 
stifled in her new role. So she decided to break the 
mold and do real estate her own way. She set her own 
schedule and followed her own path. At the end of her 
first full year, she closed $1 million in a single month 
and finally felt like she was finding her groove.

By leaning into her personality and her strengths, 
Bayli found a new level of success. Over the next 
several years, her skillset increased as her client base 

grew. She learned 
she just needed 
to be herself 
when it came 
to her structure 
and approach to 
marketing and 
serving clients. She 

believes, “You can have fun, you can be silly, and you 
can still sell real estate”. She is living proof that you 
can do it differently and still succeed. However, her 
system might be hard to replicate, as she says she just 

kind of wings it. She specifically loves to focus on land 
which makes up a large portion of her business. It’s 
a niche she both enjoys and excels at, earning her a 
sterling reputation with local developers. 

Bayli has a unique style of doing business. Her 
business is very casual on a daily basis, and she 
claims procedures don’t work for her since every 
client and deal is different. So, she doesn’t make a 
plan. Somehow, everything still gets done on time and 
done right. She never sacrifices her professionalism 
or expertise for her personal style, but rather 
complements it. Because she feels comfortable doing 
business her own way, she can operate at the highest 
level by focusing on what actually matters: the clients. 

A big part of her success is being authentic. When she 
was younger, she just led with her personality. While 
that remains the same, she is also married with kids 
now. She says “real estate has continuously fit my 
lifestyle from when I was a 19 year-old kid to now as a 
28 year-old mom.” They are just a part of her business, 
coming with her on showings and to closings. As a 
mother of two, she is constantly on the move, and her 
kids are her steadfast assistants.

But for Bayli, family is her priority, and any time she 
gets to spend with them is precious. She also recruits 
her husband, Jake, to help with the business when 
he has time. You can often see him in her online 
marketing and helping where he is needed. They 
make a fantastic partnership, and family makes the 
challenge of real estate much more enjoyable for Bayli.

As if she didn’t have enough on her plate, she decided 
to take on the role of broker with SimpliHOM last 
year. She had served as a broker before, but wasn’t 
sure how it would go with her current brokerage. 
She recalls attending the interview in shorts and a 
sweatshirt. She initially turned down the opportunity 
several times before the owner, Sean Miku, convinced 
her she would excel. Her broker role has been a 
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blessing, enabling her to give back in a new way. She 
got plenty of help and education from other agents as 
she was learning. “At this season of my life it’s my turn 
to pour back into them,” she says. She has thoroughly 
enjoyed coaching and mentoring agents as they grow 
and learn the best system for themselves, just as she 
did. She helps them set meaningful goals that often 
have nothing to do with production. “Peace, happiness, 
those are goals, and those are the actual goals that 
matter,” she states. Once her agents find their system, 
they often find success much more attainable. “If 
they’re succeeding, I’m succeeding,” she admits. 

Always one to step up, recently Bayli took on a 
coaching role for youth basketball program, Upwards. 
Her daughters Scout and Parker both enjoy playing. 
Having grown up playing basketball, Bayli enjoys 
watching them learn and have fun, and her emphasis 
is on her kids enjoying their time and building skills. 
She also says, “They’re there for the snacks.” She 
has also taken in numerous rescue dogs with some 
surprising backstories. Her rescues seem to be as 
resilient as she is, overcoming injury, illness, and 
abuse to become beloved and loving family pets. 

As she has forged her own path, Bayli is right where 
she wants to be. Her business has grown to a happy 
medium, giving her plenty of time to serve clients 
without sacrificing family time. While she does love 
real estate, it’s very much a job for her. Her family 
is her life, real estate has just been the vehicle she 
uses to spoil them. She soaks up as much time as 
she can with her daughters and Jake in the evenings 
and weekends, creating amazing memories and 
collecting great stories. Bayli doesn’t know how 
much longer she will be in real estate. She says she 
has considered retiring at 30, but laughed it off and 
admitted she would probably be doing it til she was 
in her 80s. “I found it by accident, and I’m still here 
by accident,” she jokes. No matter where the future 
takes her, she will be doing things her own way and 
having fun while doing it.

Peace & happiness. 
THOSE ARE GOALS, AND 
THOSE ARE THE ACTUAL 
GOALS THAT MATTER.”
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Long Lasting and Beautiful
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Design that will Compliment Any Scenery! 

Call for a FREE Estimate: 
423-320-5045 • 706-804-4362

holmesfencecompany.com • info@holmesfencecompany.com

Custom Fences
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Chain Link

Split Rail
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Offering fair prices on the highest quality fencing and superb customer service 
are the trademarks of our company! 
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Get Started
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You didn't start your 
business to be a 
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melissa@lktbook.com  |  423.497.4144
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• BASEMENT WATERPROOFING
• CRAWL SPACE ENCAPSULATION
• BASEMENT WALL STRAIGHTENING 
• FLOOR STRAIGHTENING
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Did you know,
you can get free
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UPCOMING EVENTS:

For more information, contact Julie Prescott at 423-503-5331
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Walden Club
Homebuilders Panel
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CE with Foothills Title
1031 Exchanges
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