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Clients are never just a file 
or case number; they are 
supported by a collaborative 
team that stays fully informed 
and engaged throughout every 
step. This approach ensures 
consistency, continuity, and 
care, creating a highly personal 
experience where clients feel 
seen, heard, and supported 
while benefiting from the 
collective insight and strength 
of a united legal team focused 
on their recovery and future.

Looking Forward 
As Guest & Brady enters its third 
decade of service, the partners 

reaffirm their commitment to 
the values that have guided them 
from day one. Every client has a 
story. Every story is important. 
And their work remains deeply 
personal because of the people 
they serve.

Twenty years of trust has been 
built together. Your milestones 
have been theirs, too. And as they 
celebrate this anniversary, Kevin 
and Russell are grateful for every 
relationship, every success, and 
every opportunity to serve.

In a world where legal services 
often feel impersonal, Guest 

& Brady stands as proof that 
faith, professionalism, and 
genuine care can create a 
law firm that truly serves the 
heart of its community.

Guest & Brady continues to 
innovate, support, and celebrate 
the success of every agent. 
Twenty years strong. Faith-
driven. Partner-focused. And just 
getting started.

Send your new contracts to 
orders@guestbrady.com today 
and experience the difference 
of working with a law firm that 
prioritizes your success. 

"YOUR  SUCCESS  
I S  OUR  M ISS ION .”
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REALTOR ON THE RISE

KELLI KETTELS embodies the spirit of dedication, 
compassion, and resilience in the real estate industry. 
Currently representing Distinguished Realty of SC, Kelli has 
rapidly distinguished herself as one of the Upstate’s most 
promising talents, earning recognition as the Realtor on 
the Rise in our March 2026 issue of Upstate Real Producers 
Magazine. Though she officially began her real estate career in 
September 2022, Kelli’s path to success is rooted in a lifetime 
of connecting with people, understanding their stories, and 
helping them achieve milestones in their lives. Prior to entering 
real estate, Kelli spent 25 years as a hair stylist, a career that 
nurtured her natural ability to listen, empathize, and build 
trust—skills that now seamlessly translate into her work 
guiding clients through one of life’s most significant financial 
and emotional investments: purchasing a home.

Kelli’s approach to real estate is deeply personal and 
intentional. She takes the time to understand her clients’ 
needs, motivations, and dreams, always striving to create an 
experience that is both smooth and meaningful. Known for her 
empathy, strong work ethic, intelligence, and sense of humor, 
Kelli ensures that every client feels seen, heard, and supported. 
She is consistently available—often beyond typical business 
hours—to answer questions, address concerns, and provide 
guidance. Her unwavering commitment to client care has 
already touched the lives of over 150 individuals and families 
in just three years, with a career volume last year totaling 49 
transactions—a remarkable achievement in such a short time.

Some of Kelli’s most memorable experiences as a realtor speak 
to her intuitive understanding of people and places. One story 
that remains especially poignant involves a couple searching 
for a home that would be a sanctuary for their family amidst 
a challenging chapter in their lives. Kelli, trusting her instincts 
and understanding the emotional weight of their search, 
connected them with a property before it officially hit the 
market. The husband, battling illness, recognized immediately 
that this home would be a place of safety and comfort for his 
wife after his passing. The husband’s tears upon seeing the 
home underscored the profound role real estate can play—
not just in transactions, but in shaping life-altering moments. 
For Kelli, these experiences are more than professional 
victories; they are deeply human connections that validate her 
dedication and affirm the purpose behind her career.

Kelli’s journey into real estate was not without its challenges. 
Starting a completely new career at 45, Kelli’s transition 
into real estate in 2022—a long-held dream she was finally 
able to pursue as her seven children grew older and left the 
home. With the ability to dedicate herself fully to her new 
career, Kelli embraced real estate with wholehearted energy 
and an eagerness to learn. She navigated the learning curve 
of technology, contracts, and the intricacies of property 
transactions with determination, trusting that her efforts 
would align with her calling. Mentors like Donnie Icenhour and 
Suzi Schoonmaker played an instrumental role in her growth, 
providing guidance, encouragement, and accountability. 
Through their mentorship and her own perseverance, Kelli 

honed her skills and built a foundation of expertise that sets 
her apart as both a knowledgeable and compassionate agent.

She began at Mark Spain Real Estate, where she quickly 
became a top buyer’s agent, gaining invaluable experience 
in high-volume sales and fast-paced transactions. When the 
Greenville office closed in 2024, Kelli and several colleagues 
sought a brokerage that aligned with their values—and they 
found it at Distinguished Realty of SC.

Joining Distinguished Realty became one of the most 
impactful decisions of her career. The brokerage’s supportive, 
approachable environment has allowed her to thrive, offering 
not only strong leadership but a culture that feels like family. 
Surrounded by coworkers who celebrate each other’s wins and 
step in during challenges, Kelli has found a professional home 
that truly lifts her up. Among those friendships, one stands out: 
her friend and colleague Kate, who Kelli lovingly describes as 
the person she can count on for anything—support, guidance, 
or simply a good laugh on a hard day. The encouragement she 
receives from her brokerage and peers has strengthened her 
confidence, sharpened her skills, and played a significant role 
in her rise as a standout agent.

Beyond her impressive professional achievements, Kelli’s 
life is rich with family, faith, and personal passions. She is a 
devoted wife to Trent and a proud mother to Owen, Jacob, 

Heart & Hustle 
M E ET  K E L L I  K ET T E L S
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Eric, Joel, Ava, Nate, and Sydney. Their family gatherings, 
filled with sports events, award ceremonies, movie nights, and 
laughter, are a testament to the joy and energy she nurtures in 
both her personal and professional spheres. Kelli also enjoys 
design and decorating, caring for her animals, dining out, and 
spending quality time with friends—a balance of creativity, 
relaxation, and family connection that fuels her approach to 
business. For her, success is measured not just in transactions, 
but in following God’s calling, enriching the lives of others, and 
maintaining integrity, joy, and balance in every endeavor.

Looking ahead, Kelli’s goals are clear: to continue growing 
her business, serve her clients with excellence, and embrace 
the opportunities that arise with energy, passion, and 
gratitude. Her advice to aspiring real estate professionals is 
straightforward yet profound: “Believe in yourself, never give 
up, and have a passion for people. You’ll be amazing!” With her 
steadfast commitment to her clients, her heart for service, and 
her unshakable faith, Kelli Kettels is not only a rising star in the 
Upstate real estate market but also a model of how personal 
integrity, empathy, and determination can transform lives. In 
her own words, “God put it on my heart, so I just went for it—
and He blew any expectations I had out of the water!” Kelli’s 
story reminds us that real estate is not just about properties—
it’s about people, their dreams, and the profound moments that 
make a house a home.

B E L I E V E  I N 
YO U R S E L F, 
N E V E R  G I V E 
U P,  A N D  H AV E 
A  PAS S I O N  FO R 
P EO P L E .  YO U ’ L L 
B E  A M A Z I N G ! ”

Favorite Quotes

Philippians 4:13- I can do all things through 

Christ who gives me strength. 

Book Now!
Call: (864) 916-2627

Visit: www.birdhouseinspections.com
Email: Elijah@birdhouseinspections.com

or scan the QR code

Peace of mind is just an inspection away.

Inspecting Homes. Protecting Dreams.
From brand-new builds to 

fixer-uppers, we give buyers, sellers, 
and agents the full picture - 
fast, thorough, and reliable. 

What We Offer
• Residential and Investment
   Property Inspections
• Mold/Air Quality Testing
• Radon Testin
• CL100 (Termite Letter)
• Pool Inspection
• Drone
• Supra Access
• Thermal Imagery
• Foundation Certifications
• Same Day Reporting

What are our
customers saying?

"10/10 recommend Birdhouse 
Inspection Company! Elijah was 

very thorough and takes the 
time to explain everything he 
finds and answers any further 

questions you may have."
- Madison
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THE 
POWER

WRITTEN 

BY: LAURIE 

HUGHES

TIPS OF THE TRADE

I have lots of agents ask 

me for advice on how to 

close more deals. In order 

to close more, we have to 

understand more about 

our clients.

Closing is actually very similar to going to the 
doctor. I was at the doctor’s office recently, 
and when the doctor entered the room, the 
first thing he did not do was tell me all about 
himself and his practice—his hours, location, 
services, or credentials. He didn’t direct me to 
his diploma on the wall or let me know he had 
graduated at the top of his class or attended a 
prestigious university.

No, he wasn’t focused on himself or his 
practice. Instead, he was focused on me, 
asking the most famous question of all: 
“Where does it hurt?” 

As he asked additional questions, he listened 
intently for my pain. He took notes and even 
said “hmmm” a few times. After listening 
to what I had to say, he gave me a plan for 
improvement and then wrote a prescription.

What most of us do not realize is that when 
we go on an appointment, we are the doctor. 
That’s right. We are there because our client 
has a problem. We aren’t there to talk about 
ourselves—we are there to listen to the client 
and find out what the pain is, just like asking, 
“Where does it hurt?”

After identifying the pain, we come up with a 
plan, and then the prescription is the close.

But herein lies the problem: most agents are 
too afraid to ask questions. 
What???!!!

That’s right. They think they will be too nosy 
or too invasive. But you are the doctor.

What if the doctor said to you, “I want to 
be careful not to ask too many personal 
questions about your ailment”? Ridiculous, 
right? You would want to tell the doctor that 
this is the very reason you are sitting in his 
office and to go ahead and be invasive.

How can the doctor develop a plan or write 
a prescription if he doesn’t know as much 
information as possible? The alternative is—
you may die!

Therefore, when talking to a client or prospect, 
we absolutely have to dig deep enough to find 
out what the real pain is, and we can only do 
that by asking lots of questions.

If we analyze that doctor’s office visit a bit 
more, we would see that the questions took 
about 15 minutes, while the plan of action 
and prescription took maybe two minutes. 
This should be our pattern for closing.

Asking questions is the first step in the 
closing process. It is vital to each and every 
sale because it not only helps you discover 
the real underlying pain or motivation 
for the client’s move, but it also helps you 
determine if you even have a good prospect 
at all.

You’re probably thinking right now, “Laurie, 
are you telling me that some people are not a 
good prospect?”
That is correct.

Deviating for just a minute, there are three 
components that make a good prospect:

1 / The prospect must have the money 
We all know lots of motivated buyers 
who just don’t have money or credit, and 
unfortunately, we can’t really help them.

2 / The prospect must have the time 
Your prospect could have loads of money, but 
if he is across the world in China and can’t 
meet with you, it will still result in no sale 

because he doesn’t have the time to see the 
property and make a decision.

3 / The prospect must have a need 
Your prospect could have the money and the 
time, but if there is no need, it may be years 
before they buy or sell. You’ve heard the 
buzzwords before:
•	 “Oh, I’m not in a hurry at all.”
•	 “I think I’ll wait until interest rates  

come down.”
•	 “If the cap rate works out, then I’ll 

consider it.”

No urgency means no real need, and no real 
need means you may be wasting your time.

Going back to asking questions—yes, we have 
to ask a whole lot more questions without 
looking like the Gestapo. If we don’t ask, we 
won’t find the pain, and without the pain, we 
can’t solve the problem.

In fact, no pain, no gain. But for those of us in 
real estate, it’s really no pain, no sale.

People buy in order to solve a problem they 
have. So we know we definitely need to ask 
more questions—but what kind of questions 
do we ask? Let’s look at the following 
categories to help guide this process:

1 / “Occurring Now” 
This lets us find out what their current 
situation is. We need to know this to 
understand what is motivating them to 
consider a change.

After the initial chit-chat, I usually ask, “So tell 
me about your current situation.” People will 
start talking and sharing details. Remember, 
you are the doctor, and they are pouring their 
hearts out.

Sometimes they don’t tell you enough, so 
that’s where you gently keep asking questions 
like, “Tell me more about that.” Make it hurt a 
little—the pain. We need to dig deep by asking 
what they like about their situation and what 
they would change if they could.

The “change” is the pain.

You’ve heard “no pain, no gain,” right? 
We need the pain to hurt just a bit. That’s 

when we ask, “When was the last time that 
happened?” and encourage them to elaborate.

As they recount the incident, it brings up 
emotion and frustration—sometimes you 
can even see it on their face. I’ve had people 
begin to cry at this point. This emotion is what 
motivates them to make a change.

2 / “Ought to Be” 
This category focuses on their hopes and 
dreams—what that change would ideally look 
like. Whether it’s a three- or four-bedroom 
home in the mountains or a cottage in the 
country, they are describing the end result of 
their change.

3 / “Obstacles” 
This question helps uncover objections 
before the end of the presentation:
“Do you see anything that might  
prevent you from getting that cottage in  
the country?”

This is not where you overcome objections. 
It’s simply a litmus test to see how strong a 
prospect you have and what may prevent 
them from moving forward.

4 / “Outcome” 
This is what the change will do for them 
long-term. It’s not the cottage in the country 
that matters—it’s what the cottage represents. 
Maybe it brings happiness, peace, or freedom, 
such as no HOA telling them what to do.

In every situation, the motivation lies in the 
outcome they are really buying.

5 / “Other Options” 
To see how strong the pain truly is, it’s helpful 
to know if the client has other options. This is 
where you might hear, “Well, I’ll just rent out 
my house.”

If they have other options, the pain may not 
be very deep. But if there are no other options 
and the pain is deep, this is often when clients 
begin to wring their hands—or even cry.

Once you’ve asked the right questions and 
uncovered the pain, closing becomes a cinch. 
You can then develop a plan, just like the 
doctor, and write the prescription to solve 
your client’s problem.

OF THE PAIN
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But don’t just take our 
word for it. Take theirs.

IN MAGAZINE & AD DESIGN

n2co.com

SCAN TO
CONNECT

TODAY!

ASK ABOUT OUR TWO CASH PROGRAMS DESIGNED
TO HELP YOUR CLIENTS LAND THEIR DREAM HOME

AnnieMac Home Mortgage, 3451 Pelham Road, Greenville, SC 29615. American Neighborhood Mortgage Acceptance Company LLC (dba AnnieMac Home Mortgage, LoFiDirect) is licensed by 
the South Carolina Board of Financial Institutions, license MLS-338923, Georgia Residential Mortgage Licensee #41523 , NMLS 338923, 700 East Gate Drive, Suite 400, Mount Laurel, NJ 

08054.

Stacy Mizzell
NMLS ID#: 263750

864.414.8180
smizzell@annie-mac.com
stacymizzell.com
3451 Pelham Rd, Greenville, SC

Make Cash O�ers.
Earn Full Commission.



9151 Currency St.
Irving, TX 75063


