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YOU'RE THE FACE.
WE'RE THE

Long Lasting and Beautiful

F E N ‘ I N G HOLMES FENGE COMPANY

Design that will Compliment Any Scenery!

B

Custom Fences
Wood
Chain Link
Split Rail
Picket | Privacy
Aluminum | Shadow Box

Gates

Offering fair prices on the highest quality fencing and superb customer service
are the trademarks of our company!
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the legal team behind
Call for a FREE Estimate: Chatt anooga 'S on 'pl"od Lcers.

423-320-5045 - 706-804-4362
holmesfencecompany.com + info@holmesfencecompany.com




SECURING YOUR REAL ESTATE
INVESTMENTS, ONE TITLE
AT A TIME.
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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!

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) 756-0771x380
WWW.WCT.org

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

CLOSING - TITLE & ESCROW
Bridge City Title
bridgecitytitle.com

(423) 417-1344
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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
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 Company
Katelyn Helton

(423) 875-0949

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) 682-1773
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

lan 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

Emily
Daniel

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!

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

"SAFEGUARD F+

What Matters Most
Vs - r T

423-875-2500

Katelyn Helton

Goss Insurance Agency
The Power of Independence

4706 Hixson Pike, Hixson, TH 37343
QossiNsUrance.com

For Friends,
Family, Clients,
& Employees:

Give gifts that last

FOREVER.

GET
STARTED
TODAY

Anders Clarke | 423.902.0103
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Meet
The

Team

These issues
Fix them right, with

Master

. T S8 =" S LOUNDATION
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Jeff White Ashley Streight Anders Clarke Molly Cobane
Owner Content Coordinator Lead Writer Client Relations Specialist

901-509-5566 423-902-0103

360 Business Growth

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

Ryan Dugger Jess Harris William Griggs
Photographer Photographer Photographer
615-275-7739 Creative Revolver Photography William Griggs Photography
Creative Revolver Photography & Video Production

& Video Production

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

m DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2
publisher may be held liable or responsible for business practices of these companies.

'SAGGING FLOORS?  SINKING CONCRETE?

We'll get YOU to the closing table!

Your Trusted
Mortgage Advisor j\

s BASEMENT Y
THINGS by
@/ Waterproofing _
& Foundation Repair
& Floor Stabilization . '_
@/ Crawl Space Repair | . =
(D/ & Concrete Leveling, too! DS TY Janesky, Ow;

REAL ESTATE

MEGAN
STOKER

MORTGAGE BROKER
NMLS: 2667222

Contact us for a
MeganStokerLoans.com

& EDGE &

NOA N
FINAMCE 3R
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IN 2026!

appy New Year, Chattanooga
H Real Producers! As we step

into 2026, we’re doubling
down on a theme that reflects

the heart of this community:
Collaboration Builds Community.

Real estate moves fast, and it’s easy

to operate in your own lane—focused
on your clients, your goals, your next
closing. But the strength of our market
has never come from isolated success;
it comes from shared knowledge,
shared experience, and a willingness
to pour into one another. Every time
we connect meaningfully, everyone’s
business gets better.

That’s why this year, you’ll notice

a stronger emphasis on intentional
conversations and collective growth.
We’re introducing more roundtable
discussions and mastermind-style
gatherings —spaces where agents,

team leaders, and industry partners can
openly exchange ideas, troubleshoot
challenges, and spark new strategies.
These aren’t formal presentations;
they’re collaborative conversations
where wisdom moves both directions.

And because community is also built
through shared experiences, not just
shared ideas, we’re sprinkling in a
little fun too. Keep an eye out for our
lighthearted RP “Olympic” games
later this year—a chance to laugh,
compete, and connect in a way that
reminds us that relationships are at
the core of this industry. Will there
be friendly rivalry? Definitely. Will
it strengthen bonds? Absolutely.

When we create environments where
people can talk, listen, collaborate, and
even play together, something powerful
happens. The walls come down.
Creativity rises. And the collective
intelligence of this community lifts us
all higher.

This is the kind of culture we’re
committed to cultivating in 2026—
one where collaboration isn’t an
afterthought, but a mindset. From our
events to our features to the stories
we share, you'll see us highlighting
the power of working together and
the impact it has on both business and
personal growth.

Thank you for showing up, leaning
in, and choosing connection. Here’s
to a year filled with meaningful
conversations, new partnerships,
and a stronger community built—
intentionally—together.

Jeff White,
Owner/Publisher

YOUR ONE-STQP SHOP«»

Next-Morning Delivery with a convenient
Online Portal to manage scheduling and
media for all of your listings.

CALL TO LEARN MORE!

423.760.9120

Williamgriggsphotography.com WILLIAM GRIGGS

PHOTOGRAPHY

WilliamGriggsart@gmail.com

PREESTICGGE ROOFING, INC.
Call 224-848-0425 for a FREE Estimate!

SPECIALIZING IN A
VARIETY OF ROOFS:

« TPO

+ Shingle
* Metal
+ Designer shingles
+ Davinci roof

Licensed & Insured * We are Women Owned!

Chattanooga Real Producers - 11



WE ARE CREATIVE REVOLVER AND THIS IS WHAT WE BELIEVE IN

PHOTOGRAPHY &
VIDEO PRODUCTION

TOP REALTORS IN CHATTANOOGA HAVE
TRUSTED OUR TEAM WITH OVER

10,000

PROPERTIES SINCE 2014

EFFICIENCY

*Easy online scheduling though our online booking portal.

¢ | business day turnaround on all photos and 2 — 3 business days lor drone videos/walkthrough videos/reels.

* Our photographers are in and out of the home quickly which means less inconvenience for the homeowners.

QUALITY

* Thoroughness and attention to detail.

¢ Creative and unique angles that set your photos apart.

WORK THAT MATTERS

* A team who is passiunal.e nl‘mul real estate nnd interior designl

* We recognize the importance and value of establishing a connection with agents and homeowners.

. T’I'{}LII' C’;El‘lt’ﬁ i'lﬂﬂ“"_" ;H t]'ll.'!il' h;ggl’."ﬁ'l. asset, .ﬂ.l'ld: we PI’.‘["]hI"m E.;'Il,‘!'l il‘.ll‘.l \'.’iii'l I:I.'I;R in mind



What Every Homeowner
& Agent Should Know

BY EMILY DANIEL
WITH ACHOSA
HOME WARRANTY

14 - January 2026

ome warranties are a great

tool to help homeowners

offset some of the out-
of-pocket expenses associated
with costly home repairs and
replacements. After more than 15
years of selling home warranties I
have seen and heard many success
stories and many horror stories
about home warranties. There’s no
shortage of companies claiming
to be the best. I'd like to share a
few tips and some home warranty
related advice.

1) When selecting a home
warranty company be sure

you have a local representative
or, at least, a representative
assigned to your area. Any home
warranty company can excel in
setting up a home warranty, but
not all companies excel at the
claims process. Be sure you have
someone you can reach out to in
case something goes wrong or you
just need a little help. Recently,
lots of companies have popped
up that don’t have sales reps you

could reach out to. Avoid those
companies. It’ll be hard to get
help when you need it.

2) Not everything is covered. I've
had many people tell me “home
warranties aren’t worth the
paper they are written on” over
the course of my career. When

I hear this, I know the person
telling me this probably didn’t
have a good experience because
they had the wrong expectations.
Home warranties typically cover
the HVAC system, water heater,
kitchen appliances, washer/
dryer, plumbing, and electrical.
Depending on the company and
the plan other things could be
included. Doors, floors, structural
issues and windows are things
that usually only covered by a
new construction warranty not a
resale warranty. Things like paint
colors and mailboxes are never
covered - and yes, I've been asked
about these many times.

3) Think of home warranties

as a way to offset the costs

of repairs and replacements
instead of thinking the home
warranty is going to cover the
entire cost. Some companies, like
Achosa Home Warranty, allow
you to choose your own service
provider and have set amounts
on how much they will pay per
item. This allows the homeowner
to know exactly what they are
getting and control the whole
process. Some companies dictate
which vendor you must use.
These vendors might pay out
more, but it’s often a longer,
more frustrating process for the
homeowner. Knowing what’s
most important to your client
will help you choose the right
home warranty partner.

4) Educating your client on home
warranties should be an essential
part of your business. It takes
any perceived liability off your

shoulders if something goes
wrong in the home after closing.
You never want your client to
say you didn’t tell them a home
warranty was an option.

5) Ask for a home warranty

on every transaction. Make it

a habit to write in every offer.
Talk to your buyers about it
before you write an offer, so they
aren’t surprised when you come
to that section of the contract.

Encourage your sellers to offer
one upfront.

Want to learn more about how
home warranties can help your
clients or do you have more
questions? Let’s schedule a time
to meet.

Emily Daniel

Achosa Home Warranty
615-806-3456
emilyd@achosahomewarranty.com

Editor’s Note: Emily Daniel of Achosa Home Warranty brings a rare blend of industry
experience, relationship-driven leadership, and genuine passion for serving REALTORS®.
After building her career within the Greater Nashville Realtors® and finding her stride in home
warranties, Emily helped launch Achosa in 2018—an innovative company that empowers
homeowners by allowing them to choose their own vendors, creating smoother experiences
and stronger trust. Known for her warmth, work ethic, and integrity, Emily’s impact extends
beyond Achosa as she continues to champion products and partnerships that truly add value,
making her a respected and trusted presence in the real estate community.
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myelitemove@gmail.com
(423) 805-0826
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BASEMENT CORRECTORS

Waterproofing Professionals

o BASEMENT WATERPROOFING
o CRAWL SPACE ENCAPSULATION
o BASEMENT WALL STRAIGHTENING
* FLOOR STRAIGHTENING

You didn‘t_ start your
business to be a
bookkeeper. Ve did.

: HAr
melissa@lktbook.com | 423.497.4144 -
www.lktbook.com e

A Loan for
Every Home

—=tvicu

TVFCU now offers a complete
mortgage menu for every buyer.

tvfcu.com | 423-634-3600

=)

EQUAL HOUSING
LENDER

NMLS #460298 il

Federally Insured
by the NCUA.




A
- -

RISING STAR

PERFECT

BY ANDERS CLARKE
PHOTOS BY WILLIAM GRIGGS

After 16 years in corporate positions
at local offices, Brittany was informed
her position was being eliminated.

In another scenario, she might have
been unsure what the next step was.
However, only four months prior she
had received her real estate license.
Thanks to a decision she made to
pursue real estate in early 2022, she
had unknowingly been working on a
backup plan. Now with this news, her
backup plan became her plan A, and she
couldn’t have been more ready.

Well before deciding to get her license,
Brittany knew she wanted to be an
entrepreneur. She had spent well

over a decade working for larger
companies and always wanted to be
her own boss and do her own thing;
she just didn’t know what it would look
like. She enjoyed watching real estate
shows and decided she should give it a
chance. After doing some research and
talking to some key people, she started
studying for her license. “What started
as curiosity quickly became a full career
and one of the best decisions I've ever

made,” she beams.

However enthusiastic she was, the early
days as a solo agent were a challenge.
She didn’t have the support of a team
behind her, so her education was up

to her. She couldn’t find many other
agents to learn from since they were
busy working on their own business.
She relied on her own determination,
tenacity, and desire to succeed to push
through her first few months. She

dove in with clients and learned as she
went with hands-on experience, never
making the same mistake twice. She
learned quickly and grew fast, earning
the trust and respect of her clients in the
process. No matter what the challenge
was, she would show up, work hard,
and put people first. When she started
getting veteran agents asking her for
guidance, she knew she was doing
something right. As she approaches her
four year anniversary, it’s safe to say her
efforts have paid off.

In contrast to her experience early
on, Brittany is committed to being
the real estate agent she needed as a
new agent. She tries her best to make
herself available and accommodate

agents who are looking to learn or in
need of guidance in the early stages.

She truly cares for people and doesn’t
want them to feel isolated or forgotten,
setting aside her own goals for a few
moments to help someone else reach
theirs. “I'm someone who genuinely
values connection and impact,” she says.
Helping other agents is one of the many
ways she demonstrates those values. But
it extends into every other part of her
business as well.

Top agents always put their clients first,
and Brittany is no exception. However,
she truly loves to work with first-time
buyers. The opportunity to educate,
facilitate, and navigate the process with
them is special to her. It feels like a
reflection of her during her early time in
real estate when she was all alone. As a
first-time buyer, everything is new and
oftentimes scary. It’s a situation where
you have no idea how much you are
missing. Brittany thrives on breaking it
down and calming their worries.“Being
the person they trust means everything
to me,” she says adamantly. Even if
first-time buyers are her favorite type of

Chattanooga Real Producers - 19



client, she loves to serve them all. They
love to work with her in return because
of the rule she follows in her business:
“Always put your client’s needs first,
even when it’s not the easiest path. Your
reputation and referrals will grow faster
than any marketing strategy.” It’s safe to
say people-first is the best strategy.

One of the ways her emphasis on

connection has improved her life is
through a partnership with another

20 - January 2026

agent. While it might be unofficial, it
gives them both the opportunity to take
some time off when needed without
sacrificing momentum or leaving
clients out in the cold. It gives Brittany
time to rest and recover knowing her
business is temporarily in caring hands
she trusts. No matter how motivated
you are, we all need time away to do
our best, whether it’s an afternoon or a
week. Two of the things Brittany leans
on to recharge are travel and food.

“WHAT STARTED AS
CURIOSITY QUICKLY
BECAME A FULL
CAREER AND ONE OF
THE BEST DECISIONS
I"VE EVER MADE.”

Brittany has been working her way
through a list of vacation spots over the
last few years. She has been all over the
country and to several other countries.
She loves the experience of getting away
from the ordinary and seeing new things,
experiencing new cultures, and trying
new foods. Travel is always better with
some local cuisine, and it’s a standard for
Brittany. A couple of her favorite places
recently were Aruba and Colorado, two
very different locations. She loves to try
new things, whether she’s on a jetski

or a snowmobile. However, she also
recharges with family time.

As a kid, Brittany would always
congregate at her grandmother’s house
for family gatherings. Much of her local
family would attend for holidays or
other important events. As the family
grew and dispersed, they will often
return for holidays, gathering around
grandma to this day. She loves to spend
time with family, and her grandma

is one of her biggest supporters. As
someone who thrives on connection,
her family connections are the most
important to her. “My family keeps me
grounded, motivated, and laughing, no
matter how busy life gets,” she says.

Brittany has created the exact life

she was looking for. Despite all the
challenges she has faced, she never
gave up and now she reaps the hard-
earned rewards. She relishes a career
that provides her with amazing
opportunities to impact others and, in
the process, change her own life. Real
estate gives her time and resources to
love on her family. And it has given
her friendships and connections that
she will carry for a lifetime. In less
than four years, Brittany has opened so
many new and exciting doors for her
clients and for herself. She can’t wait
to see what new doors she can open in
2026 and beyond.

“uaAbsorb what is useful.
Discard what is not.
Add what is uniquely your own."”

- Bruce Lee

Scan QC Code

. 423-708-4108

THE BYRAM GROUP
CROSSCOUNTRY MORTGAGE®

CrossCountry Mortgage, LLC | 36 E Main St, Suite 102 | Chattanooga, TN | 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.




CHATTANOOGA'S HOME
OF HOME INSPECTION
SINCE 1998

™ SN\ THE KEN FAST TEAM
| B PILLARTOPOST

CHATTANOOGA

(423) 326-2008 | CHATTANOOGA.PILLARTOPOST.COM

Veteran Owned, Family Run,
Local Small Business

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

BOUNDLESS

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

423-7163-1000
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Scan, call, text, or visit our
website to book your next
home inspection.

w——MOVING & STORAGE—

o ‘ i .
LOCAL - LONGD STA&:‘Eg RESIDENT
We Also Offer 24/7 Climate-Controlled Self Storage Units of All Sizes!

greentech

homes

WE DON'T JUST
BUILD HOMES,

Crafting Custom, Walkable
Neighborhoods for a Connected Life

At Greentech Homes, we believe your

DISCOVER YOUR

home is more than just a place to live.

D REAM It's the cornerstone of your lifestyle,
COMMUNITY WITH nestled in the heart of a walkable,
GREENTECH HOMES vibrant community. Our custom-built

homes are designed with precision,
incorporating the latest in
energy-efficient technology to ensure a
life of comfort and sustainability.

CONNECT
WITH US
TODAY!

WHY CHOOSE US

Dedicated to excellence and innovation, we meticulously plan every detail of our
neighborhoods to foster connection, convenience, and community. From North
Chattanooga to Ooltewah, we're building more than homes - we're crafting
spaces where neighbaors become friends, and every street feels like home,

# www.greentech.homes (£ Call us for an appointment
Y (423) 954-7561

¥ sales@greentechbuild.com



FAQS

How does
Chattanooga Real
Producers work?

Connecting. Elevating. Inspiring.

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.
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JESSICA BORDEM &
ROBERT WILLS

Pariner Spotiight:

GREENMTECH HOMES

CONNICTING, TLEVATING, INSPHIRING,

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

Ty
i

CASEY BRYANT

MORTGAGE TEAM

FAMILIES, NOT FILES.
MORTGAGES THAT MOVE
YOUR BUSINESS FORWARD.

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

RESIDENTIAL & COMMERCIALT

g

Insurance
Claim
Specialist

Landon Harper

423-762-5065
Lharper@jacocontracting.net

JACO

CONTRACTING:

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

BAKED GOODS & BRIGHT FUTURES

BY ANDERS
CLARKE
PHOTOS BY
WILLIAM GRIGGS

As her kids grew up, she remained involved in various
organizations and activities with them. She was very
involved in school events and PTA, attended all of her
children’s sporting events, and loved every memory
she shared with them. She was a Girl Scouts troop
leader selling cookies with her daughter outside

a grocery store when she had an encounter that
changed her life. A man came up and struck up a
conversation with her as he was buying cookies. After
they were done chatting, he walked away with his
purchase only to return moments later. He told her
he couldn’t even eat them and to give them away,

and then asked a pivotal question: “Have you ever
considered being a real estate agent?”

The answer was no, but Dawn gave it some thought.
At that point in her life, she was wondering what the
next step was going to be as her 2 youngest entered
Kindergarten. She went in for an interview with that
same broker to learn more. During the interview, an
agent stopped in and told the broker she was leaving
to get her kids from school. That was the “lightbulb”
moment for Dawn. Any job that offered her the
opportunity to help people AND have the freedom to
invest in her kids was a good fit. She got licensed soon
after and dove in headfirst.

While her kids were at school, Dawn would spend
time at her office learning all things real estate and

taking any and all classes that were available. What
she didn’t realize was that she had already been
working on one of the most important aspects of early
success in real estate: her sphere of influence.

Dawn is driven by connection. For years she had
been involved in leadership within her church as
children’s ministry director, substitute taught at her
kids’ schools and has been involved in Girl Scouts,
as well as a basketball coach, just to name a few.
During that time, she loved to build relationships
and friendships with the people she met. Once she
started real estate, it was only a matter of letting
people know about her newest endeavor, opening
new doors of opportunity. She started helping her
sphere buy and sell, and gradually expanded from
there. It was such a natural progression for her

it never felt like work at all. “I use real estate as a
ministry as well,” she states. It’s her way of loving
on people during a pivotal shift in their lives. Even
with her own investment properties, she has the
opportunity to help others in need. She continues,
saying, “There’s nothing better to me than giving
back and/or making a difference; it’s so rewarding.”

As her kids grew up, she looked for new ways to

get involved. She ended up substitute teaching
sporadically which again helped to maintain some
of the school relationships she had built while
staying close to her kids. She continued to work hard
on her real estate business, never sacrificing her
commitment to family. Her kids came to show some
houses and went with her to put up signs before
going home sometimes, but they never ended up

in daycare. She was adamant about raising them
herself. But kids grow up eventually, and as they
graduated and headed off to college, she felt she was
missing something. The next step for her came in the
form of an opportunity to be a broker.
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Three and a half years ago, Dawn was approached
about being the Managing Broker for RE/MAX
Renaissance in Hixson. She had never really
considered it and wasn’t sure about the change. After
giving it some prayer, she was open to the idea. But
the final push was when she witnessed a top agent

at an awards banquet thank their broker for their
success. Another lightbulb moment and another goal
to pursue. “I kind of felt a void that I wasn’t making a
difference,” she says, and the broker role offered her
a way to fill it.

She has loved the broker role since day one. “At the
time I didn’t know I needed it, but it’s been one of the
biggest blessings of my life,” she admits. Coaching
and mentoring agents is her way of pouring into
those around her. She sees them as part of her own
family. Her goal is to meet people where they are and
“to nurture people to help them find whatever their
path is.” People have many different reasons to be a
real estate agent and she makes sure her agents find
their purpose and help them achieve it. She thrives
off the experience of mentoring and encouraging
others, hoping to be a part in their success. “That’s
exactly what I needed at the time because when they
succeed, I succeed,” she says with a smile.

Looking ahead, Dawn sees herself winding down
over the next decade. With one grandchild already,
she loves her new role as a GiGi. With more
grandkids expected in the coming years, she expects
to shift back towards a heavy family focus and enjoy
the flexibility that real estate offers to make that a
priority. While she doesn’t plan to stop real estate
anytime soon, family will never take second place.
She still maintains a book club and is part of a weekly
prayer group, always looking for ways to get involved
and serve her community. No matter what the

future looks like, her legacy is one of loving, human
connections and leaving this world a little better than
she found it. Her presence is appreciated by everyone
whose life she has touched.
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EOUR HEROES!

s |f you are helping any of these amazing
" local heroes, REMEMBER to have them
check out the special discounts at
Atlantic Bay Mortgage!

» Military

* Veterans

» Teachers

* First responders

* Nurses

« Doctors

» Medical Professionals
» Law enforcement Scan for a flier
- Firefighters o
* Social workers
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Your Trusted Partner in
more Comprehensive Property Inspections
[+ o
We’re advisors helping you navigate financial ? n

decisions today, and in the futtie: Advanced Comprehensive Customer-Centric Certified
Accounting Technology Services Approach Expertise

Assurance and audit
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QuickBooks ’ o\ LA

Tax
Wealth management

Radon Testing Residential &
Commercial Inspections
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bakertilly.com
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General Manager N
423-559-9495 2yE
tristatepropertyinspections@gmail.com

tri-statepropertyinspections.com
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Follow them on social media and share
their page with your friends, family
and clients!

2 Reach out to them personally and
thank them for partnering with
O ur r e e r r e Chattanooga Real Producers!
P a rtn e rS Add them to your personal list

of preferred vendors and call
them first when you need the
services they can provide!

Hey, REALTORS®!

Chattanooga Real Producers magazine and events and invite some other REALTORS® &£ “
are made possible by the generosity of our amazing to join you! Relationships are e
partners. They are more than simply advertisers. the root of good business! A\w

These are businesses that have been vetted and have 1 Y L - 4 I#
come highly recommended by other top agents in our Share their information with newer _ oy < o Yy f {m ﬂ ’
city. They are an invaluable resource to you, and we agents and give them an opportunity to 1 i s i TeN iR .

encourage you to thank them in the following ways: help them succeed in this industry. = _ ar A .

{eading the Way Home

Licensed Drone Pilot

Radon Testing Empire Homes is building on
Air Quality & Mold Testing =
the heart of Chattanooga.
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WILD r-IIL OWER EmpireHomes.com
st Brainerd 423.460.9291
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endy’s journey
into real estate
started well before

she even knew English.
When she was five years old,
Wendy moved to the United
States with her parents from
San Jose, Costa Rica in 1978.
They landed in New Jersey
where her grandparents
and several other family
members were already
living. Coming over with
little more than a suitcase
and her parents, Wendy

had no idea what the future
would hold. Her parents

put her in school without
speaking any English and
told her she would figure it
out. She would learn Spanish
at home and English at
school. She was told to pay
attention and she would
learn by immersing herself
in the language. For Wendy
it was sink or swim, and she
decided to swim. Her mother
taught her resilience and
provided her with plenty of
support. While it was a hard
road, by first grade she had
a solid grasp on English and
kept improving.

As she finished school at
17, Wendy was ready for
the next step. When it came
to higher education, she
decided to follow several

other friends to Tennessee
for school. Her mother was
against the idea, reluctant

to have her so far separated
from the family. But Wendy
was determined to go and
make it work. Yet again, she
set out with little more than
her suitcase and a goal in
mind. She attended Southern
Adventist University for

a year before moving to
Chattanooga State for
nursing classes. During her
time in college, she started
working at a doctor’s office
as a secretary where she met
her now husband, Greg. They
were later married in 1996.

A few years later, Wendy
had yet another important
decision to make. She could
either continue to pursue
her nursing degree or go
into real estate. She loved

to help people, and her
purchase of a new home
and subsequent research

on real estate introduced
her to a whole new way

to accomplish that goal.
However, she agreed with
Greg she had to make it
work in six months or she
would return to nursing. She
took her test, got her license,
and started with a small
local brokerage with several
real estate veterans in 2000.

In stark contrast to her time
in an office setting, Wendy
saw no standard schedule
or hours with the agents as
they came and went in the
office. She asked her broker,
Elgin Smith, how to make
money with real estate,

and he told her to follow
him for two weeks. “I took
it very seriously. It was my
career and I was going to be
successful at it,” she says.

Over the next two weeks,
Wendy shadowed Elgin and
gleaned as much knowledge
as she possibly could. She
went on to do open houses
for top producers from her
office where she made great
connections and built her
sphere while learning how

to sell herself and sharpen
her skills. “I figured out what
Iwas good at. I figured out
what I loved about it,” she
recalls. The next year was
spent growing more than she
ever had professionally while
closing $2 million in volume.
“I've never looked back,” she
admits. When she finally felt
confident in her skills, she
realized she was outgrowing
the pond she was in and
needed a bigger one. In

2002, she made her grateful
goodbyes and moved into the
next phase of her career.
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In her time spent networking
in the industry, Wendy had
built a connection with local
real estate legend Darlene
Brown. She approached
Darlene and told her she
had two years of experience
and a willingness to learn
and work hard. Darlene
welcomed her with open
arms and helped her take
her business to the next
level. She has remained
with Darlene Brown as her
Broker through various
firms for 23 years now and

loved every day. Real Estate
Partners brokerage matched
her goals perfectly, and the
relationships she has built
are very precious to her.

However, she didn’t just
remain a REALTOR®.

As she grew alongside
Darlene’s leadership, she
was recommended to

get her broker’s license.
Wendy knew what was
coming next, but decided
to get her broker’s license
anyway. Several months

“| FIGURED OUT

WHAT | LOVED

ABOUT IT.”

later, Darlene requested
her help opening up the
Ooltewah branch of Real
Estate Partners. She spent a
couple of years as a broker
before deciding her passion
was for residential real
estate, not management.
She still offers her help with
teaching, coaching, or any
other assistance she can
provide outside of the broker
role.“I get so excited when
I’'m nurturing people in the
process,” she says of each
transaction she does.

Now as a successful
entrepreneur and parent,
Wendy has created a life
filled with great memories.
Thanks to her determination
and grit, she created a
career she loves and
opportunities for herself
and her family she never
could have dreamed of when
she arrived in the U.S. at

age five. She is a staunch
believer in the power of
entrepreneurship, saying,
“In this country you have to
have your own business to
really be self-sufficient.” Your
financial success is up to
you as a business owner, not
someone else. In her mind,
that’s the best way to take
advantage of the freedoms
America has to offer.

Immigrating to America
was an amazing experience,
albeit difficult in many
ways. Her grandparents
had gradually brought over
family members as they
were able. Each family
member would get their
visas and get situated,

and the next few would

be brought. Wendy fondly
recalls the experience of
finally becoming a citizen,
something she had put off for
some time. She was already
a permanent resident and
paying taxes, but voting

was the last privilege she
was interested in. She

denied getting citizenship
through her marital status
and instead opted to do it
herself. When she achieved
citizenship, Darlene threw

a huge celebration to
accompany the sense of
satisfaction and pride Wendy
felt as an official citizen.

Wendy still loves to work
with clients and is very
thankful for her residual
referrals. She has a step-
daughter and son-in-law
with a new grandson

in Pensacola she visits
frequently while making
time for her family in New
Jersey as well. Her son,
arecent graduate from
McCallie School, is now

a freshmen in college in
Tuscaloosa. She and Greg
love enjoying walks and
spending time together.
She loves to read, listen

to podcasts, and likes to |
exercise to destress. She |
thoroughly enjoys advising

clients and negotiating deals. |

She loves the relationships

she gets to build with clients
more than any financial
reward, stating, “If you

can’t distinguish between
the two, you’re going to

miss out on the biggest part
of this business.” With the
support of her parents and
grandparents, to now her
husband and children, she is
grateful for the experiences
she has had. Wendy has truly
created the American Dream
for herself.
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“I'VE
NEVER
LOOKED
BACK.”
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THE TOP
LENDING TEAM
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"Owning a rental property
doesn't havetobe a

headache. Call me today and
experience the relief of

management made simple.”

(423) 847-2080

Now designing and I;uilding at Sunset Ridge in
Black Creek and Riverside Canyon Estates.
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