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A TEAM
YOU CAN

TRUST
Working with Lauren Marvin
means having an insurance
professional who is committed
to finding solutions that truly
fit. With a career spanning
decades, Lauren brings a calm,
knowledgeable approach to
every conversation, helping
clients feel confident and
understood as they navigate
important insurance decisions.
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clients feel confident and
understood as they navigate
important insurance decisions.

The Kenneth Rhodes & Associates Insurance Agency in Williamston shows the
company's commitment to giving careful and client-centered insurance advice.
The team has strong relationships and is dedicated to helping others. They
work closely with individuals, families, and businesses to guide them in making
insurance choices with confidence.

She works across personal,
commercial, farm, life, health,
and disability coverage,
allowing her to see the full
picture and tailor protection to
each client’s unique needs. She
is known for listening first,
explaining options clearly, and
designing coverage that aligns
with both current priorities and
long-term goals.
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picture and tailor protection to
each client’s unique needs. She
is known for listening first,
explaining options clearly, and
designing coverage that aligns
with both current priorities and
long-term goals.

The Williamston team helps people with different types of insurance, like
personal, business, farm, life, and special coverage. They take time to understand
what each client needs before suggesting the best options. Their method focuses
on being clear, quick to respond, and providing long-term security. This ensures
that the coverage meets both current needs and future goals.

www.kra-ins.com
(864) 847-7188

lmarvin@kra-ins.com

The team at the Williamston office has strong connections to the local
community, which helps them provide valuable insights and show real concern in
every conversation. With the guidance and experience of Kenneth Rhodes &
Associates, the office remains a dependable source for trustworthy coverage and
personalized help.

Clients value Lauren not only
for her experience, but for her
genuine care and dedication. As
Managing Partner of Kenneth
Rhodes & Associates, she leads
with integrity, service, and a
commitment to building lasting
relationships clients can rely
on.
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With over 15 years of experience in the finance 

industry, Josh has built his business on helping 

homeowners from all walks of life. Whether 

it’s guiding first-time buyers, structuring 

unique investment programs, navigating 

construction loans, or finding solutions for 

everything in between, Josh is committed to 

providing the same attention to detail and 

personalized service to every client, no matter 

their situation.

 Born and raised in the Upstate of South 

Carolina, Josh has a deep appreciation for the 

community he calls home. As an avid 

outdoorsman, he loves exploring the region’s 

beautiful landscapes and enjoys sharing those 

experiences with his wife and son.

 Licensed in South Carolina, North Carolina, 

Georgia, and Florida, Josh combines local 

knowledge with industry expertise to make 

the lending process simple, seamless, and 

stress-free for every client and realtor partner 

he serves.

Making Every Mortgage a
Step Toward Financial Freedom

864.992.6108
JoshuaDean@atlanticbay.com

JoshuaDeanMortgage.com

Joshua Dean
Branch Manager

NMLS #2042508, Licensed in SC, GA #2042508, FL, NC

Guiding You Home,
Every Step of the Way F U R N I T U R E   |   B E D D I N G   |   R U G S   |   D E C O R   |   O U T D O O R  L I V I N G

The Art of Making a Home

Home Decor
Store

 864.719.2001  |  macandmorgan.com  |  1448 Blue Ridge Blvd, Seneca

Full Service
Interior Design

Don’t Wait
(864) 404-6896Partner with Lane Roofing

to Ensure Your Listings

are Market-Ready

Inspections That Work as Hard as You Do

Schedule Your Inspection Today!
VETERAN + FIRST RESPONDER DISCOUNTS

Effortless & Online Scheduling
As members of the local Board of Realtors,

we book through the appointment center

Bundled Inspections 
Digital Reports within 24 Hours
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CONNECT FOR A
FREE INSPECTION TODAY
DANNY BEST, OWNER

Expert 
Commercial and Residential 
Roofing Contractors 

NOW
OFFERING

VIRTUAL
CONSULTATIONS

andersonmetalroofing.com | 864.287.2378

Kelli Kettels
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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

AUTOMOTIVE
Carlton Motor Cars Inc
(864) 213-8000
carltonmb.com

FINANCIAL MANAGEMENT
Wagner Wealth Management
(864) 236-4706
wagnerwealthmanagement.com

FURNITURE SALES & 
INTERIOR DESIGN
Mac and Morgan Home
(864) 719-2001
1448 Blue Ridge Blvd.
Seneca, SC 29672
macandmorgan.com

Villa Verona Design
(412) 418-3555
villaveronadesign.com

HOME BUILDER
The Barndo Co.
(864) 571-4433
thebarndominiumco.com

HOME IMPROVEMENT
Blue Ridge Cabinet & Design
(864) 671-6333
blueridgecabinet.com

Sawyer Services LLC
(864) 870-7682
sawyerservice.net

HOME INSPECTION
Advantage Inspection Upstate
(864) 298-0405
advantagegreenville.com

Alliance Pro Inspections
(864) 663-3320
allianceproinspections.com

Birdhouse Home 
Inspections & Services
(864) 916-2627
birdhouseinspections.com

RES Inspections
(864) 529-9900
resinspections.com

HOME RESTORATION & REPAIR
Anderson Metal Roofing 
and Shingles
(864) 287-2378
andersonmetalroofing.com

C J’s Plumbing
(864) 373-8276

Closing Contractor
(864) 326-2640
closingcontractor.com

High Caliber Solutions
(864) 594-1668
highcalibersolutionsllc.com

Lane Roofing
(864) 404-6896

Rhino Roofing
(864) 526-0295
rhinoroofs.us

INSURANCE
Kenneth Rhodes Insurance
(864) 847-7188
kra-ins.com/locations/williamston

INSURANCE AGENCY
Ed Patterson - State Farm Agent
(864) 322-0031
www.edpatterson.net

MORTGAGE
Annie Mac Home Mortgage
(864) 626-3743
stacymizzell.annie-mac.com

Homeside Financial, 
LLC- Daniel Horton
(864) 887-4230
homeside.com

Jodi Poore- PrimeLending
(864) 225-9644
jodipooremortgage.com

Joel Ridings- Atlantic 
Bay Mortgage Group
(864) 993-2705
joelridings.com

Palmetto State Home Mortgage
(864) 775-5432
palmettostatehome 
mortgage.com

MOVING SERVICES
Swamp Rabbit Moving
(864) 660-0374
www.swamprabbitmoving.com

PROPERTY MANAGEMENT
Applewood Estates Inc.
(864) 342-7606
applewoodestatessc.com

REAL ESTATE ATTORNEY
Blair Cato Pickren 
Casterline, LLC
(864) 999-3576
blaircato.com

Edwards Law, LLC
(864) 520-1890
chrisedwardslaw.com

Guest & Brady Attorney at Law
(864) 233-7200
guestbrady.com

Newton Law Firm
(864) 654-6042
Newtonlawclemson.com

Wendell L. Hawkins, PA
(864) 848-9370
wlhawkinslawfirm.com

REAL ESTATE MEDIA
Greenville Real Estate 
Productions
(864) 528-7147
greenvillerealestate 
productions.com

STAGING
Staged Upstate
(864) 437-3547

TREE SERVICE
Fernwood Tree Service
(864) 934-6396

Connect Today to 
Learn About Our
Realtor Referral 

Program 
864.342.7606

Kathleen Wright
applewoodestatessc.com

Expert Property Management to Take Your Real Estate Business to the Next Level

FREE UP YOUR TIME | HAPPY CLIENTS, LOYAL CLIENTS
MAXIMIZE PROFITS, MINIMIZE HASSLE

Expert Property Management to Take Your Real Estate Business to the Next Level

Your Partner in
Flawless Staging
Lara Fransen
864.437.3547
StagedUpstate.com

FIRST
IMPRESSIONS

MATTER

FIRST
IMPRESSIONS

MATTER

EXPERIENCED SINCE 2017
REAL ESTATE BACKGROUND

PUNCTUAL & AFFORDABLE

(864) 643-2213
sales@swamprabbitmoving.com

WE TAKE THE PAIN OUT OF YOUR MOVE!

Residential Moving
Commercial Moving

Packing and Unpacking
Long Distance Moving

Local Moving
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Connect  Today to Elevate Your Cl ients '  Closing Experience

9 Buena Vista Way, Suite B | Greenville, SC 29615
864.848.9370

wlhawkinslawfirm.com      

ACCELERATE YOUR SUCCESSACCELERATE YOUR SUCCESS

Scan for our "Earnest" 
Electronic Earnest 
Money Deposit Portal

Personal Service and REALTOR®

Resource for All Situations

Helping You be the Best
REALTOR® or BIC Out There

One Purpose

One Attorney

One Location

One Staff

A World of Knowledge

We Climb High
to Exceed Expectations

TREE REMOVAL
TRIMMING & PRUNING

EMERGENCY TREE SERVICES

TREE SERVICE
Your Trees          Deserve the Best • Schedule a Service Now!

864 .934 .6396

Jeff Hubbard

Meet
The

Team
Sierra Smith

Co-Owner & Publisher
sierra.smith@n2co.com  

402-560-4555

Vicki Manley 
Photographer

vicki@carolinahouseshots.com

Amy Porter 
Director of Content
amy.porter@n2co.com

Jordan Wilson 
Director of Client Experience

sc.clientcare@n2co.com

Lucas and Keke
GVL Real Estate Productions

info@greenvillerealestate 
productions.com

864-528-7147

Robert Smith 
Co-Owner & Publisher 

Advertising Sales
robert.smith@realproducersmag.com 

843-560-6278

Tres Dabney 
Photographer

tres.dabney@truenorthprod.com

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.
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RANDALL NEWTON |  KIMBERLY NEWTON |  NATHAN CLARK |  ANN SULLIVAN

newtonlawclemson.com | 864-654-6042 | closing@Rnewton.com
211 MAIN ST., SENECA, SC 29678  •  104 PINNACLE ST., CLEMSON, SC  29631

Trusted Legal Solutions!
Celebrating 50 Years of

Closing Services | Title Insurance
Estate Planning | Probate
Business FormationFinally, our Tips of the Trade 

feature comes from Laurie Hughes 
of Bluefield Realty Group. Laurie 
brings valuable insight and practical 
strategies that agents can apply 
immediately to strengthen their 
businesses and better serve their 
clients. Her willingness to share 
knowledge reflects the collaborative 
spirit that defines our community.

Thank you again for being a part of 
the Upstate Real Producers family. 
We hope this March issue inspires 
you, celebrates your peers, and 
reminds you how fortunate we are 
to work alongside such talented 
professionals. Here’s to continued 
success, strong relationships, and a 
little extra luck as we head into spring. 

Wishing you a March filled with love, 
success, and gratitude.

Warm regards,

PUBLISHER’S NOTE

SC Professional Inspector Lic. #48993
Certified Master Inspector

5,000+ Reviews
Locally Owned
Proven. Trusted. Local.

Partner with us and pick your preferred inspector
plus enjoy flexible scheduling, daily availability,

transparent pricing, and expert support.

New agents who partner with us get a
FREE home inspection for their clients!

*Restrictions apply

Experience the difference, Call Noah Franks!
Call 864-663-3320 • allianceproinspections.com

admin@allianceproinspections.com

BUILT FOR 
TOP-PERFORMING
REALTORS

Flexible Scheduling

Daily Availability

Transparent Pricing

Expert Support Team

INNOVATIVE INSPECTION TECHNOLOGY | THERMAL CAMERAS
DRONE IMAGING | SUPRA EKEY ACCESS SIMPLIFY YOUR MORTGAGE 

JOURNEY WITH EXPERT 
GUIDANCE YOU CAN TRUST
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WHY WORK WITH US?

Contact Me:
Daniel Horton
Sr. Mortgage Advisor
NMLS 1505206
864.887.4230
daniel@gostonemortgage.com
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Happy St. Patrick’s Day!
March 2026

Robert and Sierra Smith

Publisher, Upstate Real Producers

H
appy St. Patrick’s Day and 
welcome to our March 2026 
issue of Upstate Real Producers 

Magazine! As we move into a season 
that represents growth, renewal, and 
opportunity, we want to take a moment 
to express our sincere gratitude to you—
our dedicated readers. This publication 
continues to thrive because of the 
incredible real estate professionals 
throughout the Upstate who support our 
mission, share their stories, and engage 
with the community we are so proud 
to serve. Your loyalty, encouragement, 
and commitment to excellence are what 
make Upstate Real Producers possible, 
and we are truly thankful for each of you.

Our Cover Feature this month spotlights 
Grace Loveless of Herlong Sotheby’s 
International Realty. Grace’s approach 
to real estate is rooted in authenticity, 
steady leadership, and a genuine 
commitment to serving her clients with 
care and clarity. Her ability to balance 
professionalism with real life has made 
her a trusted name in the Upstate, and 
we are honored to feature her story on 
our cover.

We are also excited to recognize Brit 
Ream of Bluefield Realty Group as our 
Top Producer. Brit’s consistency, drive, 
and attention to detail continue to set 
her apart in a competitive market. 
Her passion for delivering exceptional 
results, combined with her creative 
and client-focused mindset, makes her 
success well deserved and inspiring to 
others in the industry.

Our Realtor on the Rise feature 
highlights Kelli Kettels of Distinguished 
Realty. Kelli’s upward momentum, 
strong work ethic, and dedication to 
her clients signal a promising future. 
She represents the next generation of 
leaders in real estate, and we are excited 
to share her journey and growing 
impact within the Upstate market.

This month’s Preferred Partner Spotlight 
features Guest & Brady, whose ongoing 
support and professional expertise play 
an important role in serving the real 
estate community. Their commitment to 
partnership, reliability, and excellence 
continues to make a meaningful 
difference for agents and clients alike.
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MEET 
BRIT 

REAM

M O R E  T H A N  T R A N S A C T I O N S

WRITTEN BY: AMY PORTER 

PHOTOS BY: PP’S PHOTOGRAPHY (AMY PORTER)

TOP PRODUCER

Faith, Family, and Finding the  
Way Forward 
From the moment Brit Ream stepped 
into real estate, it was clear she was 
never meant to approach the business 
halfway. Licensed in July 2013, Brit 
entered the industry with an innate 
understanding of homes, potential, and 
people—an intuition that surfaced even 
before she officially became a Realtor. 
At just 24 years old, while house hunting 
for herself personally, she confidently 
discussed renovation ideas and rehab 
loans, prompting her agent, Kimberly 
McCraken with KW, to recognize her 
natural aptitude and encourage her to 
pursue licensure. That early affirmation 
proved prophetic. Nearly 13 years later, 
Brit has built a career defined not only by 
impressive production—more than $55 
million in total volume, but by a deeply 
personal, relationship-driven approach 
that has made her a trusted presence in 
the Upstate residential market.

Brit describes herself as heart-forward, 
adventurous, creative, and meticulously 
detail-oriented—a self-aware 
perfectionist who can read a room and 
rise to the moment. Those qualities have 
shaped both her journey and her success. 
Early in her career, she moved between 
brokerages searching for the right 
environment, never settling where she 
felt unsupported or misaligned. Rather 
than compromise, Brit approached her 
next move with intention and clarity. She 
interviewed many brokers and narrowed 
her decision carefully. She involved her 
husband in the process, knowing the 
decision was going to affect both of them 
equally. After prayerful consideration, 
together Bo and Brit ultimately chose 
Bluefield Realty Group. The decision 
marked a turning point. Since joining 
Bluefield in 2020, Brit has found not 
only professional fulfillment but a sense 
of belonging and shared values—one 
she proudly credits as the best career 
decision she has made. Always impressed 
by the owner of her agency, Brit believes 
Michael Smith is far beyond his years 
when it comes to leadership skills and 
business knowledge. 

In practice, Brit’s business philosophy 
centers on intentionality and connection. 
She takes time to truly understand her 
clients, carefully noting what resonates 
with them during showings and adapting 
her guidance accordingly. For first-time 
buyers or those new to South Carolina, 
she goes a step further—turning what 
can be an intimidating process into 
a meaningful experience. One of her 
signature gestures is inviting clients to 
share a meal when writing their first 
offer, transforming paperwork into a 
celebration and raising a toast to the 
milestone, regardless of the negotiating 
outcome. She has found that this helps 
settle the nerves and puts a fun twist on 
what could be an overwhelming moment 
for her clients. It is this human-centered 
approach that defines Brit’s version 
of success. While her annual volume 
reflects consistency and expertise, she 

measures achievement most profoundly 
through the lives unfolding within the 
homes she helps her clients purchase. 
When clients show their first baby’s 
nursery in the new house, Christmas 
morning photos full of smiles around 
the tree in the living room, the backyard 
BBQ on the porch that sealed the deal on 
it being “the one” - Those moments, she 
says are her true success stories. 

Like many seasoned professionals, Brit’s 
path has not been without challenges. 
As she reflects on the personal and 
professional obstacles she has faced, 
she speaks candidly about growth, 
resilience, and faith. Grounded by God 
and prayer, along with the support of 
her village, she is guided by a mindset 
that refuses to accept “no” as a final 
answer. Brit has learned to pivot with 
grace and determination. That resilience 



Upstate Real Producers • 1716 • March 2026

T H E  C L O S I N G  T E A M
You Need!

L O C A L  |  K N O W L E D G E A B L E  |  I N T E N T I O N A L L Y  U N I Q U E

ChrisEdwardsLaw.com |  864.520.1890
667 N. Academy St, Greenville | 306 W. Poinsett St, Greer

Guiding Your Clients from Contract to Closing with Ease

(864) 373-8276

Over 10 Years
of Experience

Licensed
& Insured

Expert plumbing. Exceptional service.
Every home, every time.

We Keep Your Deals
Flowing Smoothly

is echoed in the mentorship she values 
deeply, including the steadfast support 
of Lisa Alexander of DelCo Realty—
someone who has consistently offered 
guidance and encouragement, even 
without formal ties.

Beyond transactions, Brit is passionate 
about cultivating lasting relationships 
and giving back. She is a proud supporter 
of Wreaths Across America, donating a 
wreath for every household member—
and their pets—after each closing. In just 
three years, she has contributed nearly 
300 wreaths, honoring veterans and 
the sacrifices that make her career and 
freedoms possible. This spirit of gratitude 
extends into her personal life as well. Brit 
shares a vibrant home with her husband 
Bo, a PGA referee, their rescued pets, her 
mother Rhonda, and her special-needs 
Aunt Dorothy. Together, they prioritize 
experiences over possessions, traveling 
widely and collecting meaningful pieces 
that tell their story—turning their 
home into a living reflection of shared 
adventures and love.

Looking ahead, Brit’s goals remain 
refreshingly grounded. She is not driven 
by accolades or recognition, but by a 
desire to help others become property 
savvy and confident in their decisions. 
“I’m not here to win awards or be the 
next big agent. I’m here to help my 
clients win” She believes there is room 
for everyone to succeed in the Upstate 
real estate community and finds joy in 

watching clients, colleagues, and fellow 
agents thrive. Her advice to aspiring 
top producers is simple yet powerful: 
lead with heart, treat clients like family, 
and focus on relationships rather than 
transactions. It is a philosophy rooted 
in who she is at her core—the oldest 
child and first born granddaughter - a 
combination that many say is a blessing 
and a curse - the natural leader, family 
problem solver, and determined executor 
who will always find a way, even if it 
means flawlessly delivering Plan Z as 
though it were Plan A all along. 

Ultimately, Brit Ream wants to be 
remembered not just as a top producer, 
but as a strong Southern woman of faith, 
integrity, and unwavering honesty—
someone who is passionately patriotic, 
loves deeply, serves sincerely, and could 
always be trusted to give a fair and 
truthful answer. In honoring her as a 
Top Producer, Upstate Real Producers 
recognizes not only her impressive 
production, but the heart, grit, and 
authenticity that define her legacy in real 
estate and beyond.

Favorite Quote

“To succeed in life, you need three 
things: a wishbone, a backbone, and 
a funny bone.” - Reba McEntire 
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Before real estate, Grace worked in the corporate world 
with BMW, where her role in franchise development 
required extensive travel and long hours. While the 
experience sharpened her business acumen, it was 
motherhood that ultimately reshaped her priorities. 
After welcoming her first child, Grace recognized that 
the pace of corporate life wasn’t sustainable for the kind 
of present, engaged parent she wanted to be. Growing 
up, she watched her mother, Joan Herlong, build a 
successful real estate career while never missing the 
moments that mattered most. That example left a lasting 
impression—and ultimately inspired Grace’s transition 
into the industry. She saw firsthand that it was possible 
to be both a dedicated professional and a deeply 
involved parent, and she set out to build that same life 
for herself.

Grace’s entry into real estate began behind the scenes as 
Director of Operations for her mother’s firm during its 
transition into a Sotheby’s International Realty franchise. 
With her BMW background uniquely positioning her to 
support franchise development, she played an integral 
role in helping the business evolve. After 18 months, 
however, Grace felt the pull toward sales—drawn by 
the flexibility, client relationships, and opportunity to 
shape her own path. Once she made the leap, there 
was no looking back. Today, she specializes in in-town 
Greenville, a choice driven as much by strategy as by 
motherhood. With young children and a school nurse on 
speed dial, Grace jokes that staying within a 30-minute 
radius simply makes good sense. The result is deep 
market knowledge, strong local relationships, and a 
hands-on presence that benefits every client she serves.

At the core of Grace’s business is a simple but powerful 
philosophy: work hard and be nice to people. She is 
known among peers for being firm when necessary, yet 
consistently kind and collaborative. By cultivating strong 
relationships with fellow agents and staying closely 
connected to the local market, Grace often uncovers 
opportunities before homes officially hit the market—
giving her clients a valuable edge. Her approach blends 
professionalism with relatability, offering steady 
guidance, honest answers, and, when appropriate, a 
well-timed laugh. For clients navigating one of life’s 
biggest decisions, that balance makes all the difference.

While Grace has many memorable transactions, one 
story perfectly captures her people-first mindset. While 
working with two single, recently divorced clients, she 
noticed something beyond their housing needs. After 
confirming both were open to dating, Grace arranged 
a blind date—one that led to marriage, a family, and a 
three-year-old child. It’s a lighthearted anecdote, but 
one that underscores a deeper truth: Grace sees people, 
not just transactions. Real estate, for her, is about 
connection, trust, and genuinely caring about the lives 
unfolding beyond the closing table.

meets

where 
REAL ESTATE 

REAL LIFE

Grace Herlong Loveless has built a real estate career defined not only by impressive 
numbers, but by intention, authenticity, and an unwavering commitment to living well—
both professionally and personally. As a Realtor with Herlong Sotheby’s International 
Realty, Grace represents a modern model of success in the Upstate: one where excellence, 
kindness, and balance coexist. Licensed in 2018 and full-time since 2019, she has quietly 
and confidently amassed a career sales volume of more than $135 million, including over 
$32.6 million in 2025 alone. Yet, for Grace, success has never been about chasing titles or 
accolades—it’s about guiding people forward with clarity, humor, and heart.

WRITTEN BY: AMY PORTER 

PHOTOS BY: CHELSEY 

ASHFORD PHOTOGRAPHY

GRACE 
HERLONG 
LOVELESS

meet
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Carrying the Herlong name has come with both 
opportunity and pressure. Grace is candid about 
the assumptions that often accompany it—that her 
success was handed to her or fueled by favoritism. 
In reality, she has worked relentlessly to prove 
herself on her own merit. Joan Herlong, by Grace’s 
own admission, does not “feed” anyone success; 
respect must be earned. While her name may open 
a door, Grace has had to perform once inside—
earning every client’s trust, every win, and every 
milestone. Overcoming imposter syndrome and 
heightened expectations has shaped her resilience 
and sharpened her drive, ultimately strengthening 
her confidence and sense of purpose.

In recent years, Grace has found what she calls her 
true stride. By focusing on clients who are the right 
fit—and learning that saying no can be one of the 
biggest raises you give yourself—she has elevated 
both her performance and her happiness. The 
result is a business that feels aligned rather than 
exhausting. She doesn’t experience the “Sunday 
scaries,” because she genuinely loves what she does. 
That sense of peace is intentional and protected, just 
like her time with family. Grace is deeply involved 
in her children’s lives, serving as PTA vice president, 
driving carpools, and showing up consistently. For 
her, none of the professional success matters if it 
comes at the expense of being present at home.

Community involvement is another cornerstone 
of Grace’s life and career. In addition to her work 
with the school PTA, she has served on Greenville’s 
Community Development Advisory Committee and 
will begin Furman University’s Diversity Leaders 
Initiative program in the spring. These commitments 
reflect her belief that leadership extends 
beyond business—and that giving back is both a 
responsibility and a privilege.

At home, Grace shares life with her husband Ryan, 
their 8 year old daughter, a third grader, and 5 
year old son, who is in kindergarten. Weekends are 
filled with tennis matches, park visits, soccer games, 
ballet performances, and family adventures that 
often include travel and skiing. With both sets of 
grandparents nearby, family is not just a priority—it’s 
a daily presence and a source of deep fulfillment.

When asked to define success, Grace offers a 
perspective that resonates far beyond real estate. 
Success, to her, is a business that thrives without 
costing her the parts of life that matter most. It’s 
closing a complex deal at 3:00 p.m. and still making it 
to a class party at 3:30. It’s navigating challenges with 
grit, humor, and a strong backbone, while modeling 
for her children what it means to work hard and stay 
kind. Her advice to other agents echoes that same 
clarity: do the work on yourself first. Real estate is 
a mental game, and alignment within is essential 
before growth can happen in business.

As the face of the March 2026 issue of Upstate 
Real Producers Magazine, Grace Herlong Loveless 
represents a version of success that feels refreshingly 
real. She is driven, disciplined, and accomplished—
but also grounded, joyful, and unapologetic about 
protecting her peace. Known for keeping it real as @
homeswithgrace on Instagram “Homes with Grace,” 
she has built a career that reflects who she truly is: 
kind, capable, and committed to a life that doesn’t 
just look good on paper, but feels good to live.

Success, to her, is a business  
that thrives without costing her  
THE PARTS OF LIFE 
THAT MATTER MOST. 

Favorite Quotes

Work hard and be nice to people. 

“I don’t know about you, but when I go to Harris Teeter, 

I always make sure to get the cart with Grace’s picture 

on the front. That way, when I yell out of my way, they 

know I mean it,” John Boyanoski, local roustabout 
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Shawn Ezell – Owner/Loan Officer
NMLS #1134408
864-270-2345

SEzell@palmettostatehomemortgage.com

2-WEEK
CLOSE!
2-WEEK
CLOSE!

864-775-5432
palmettostatehomemortgage.com

864-775-5432
palmettostatehomemortgage.com

VA, USDA, FHA, Conventional

Low Credit? No Problem

Competitive Rates & Low Costs

Veteran-Owned

Partner  with  a
Lender  Who  Says  YES

to More  Mortgages!

Partner  with  a
Lender  Who  Says  YES

to More  Mortgages!

NO LOAN TOO TOUGH
Creative Financing for

Ev�y Dre� H�e
DEALS DON’T WAIT

NEITHER
DO WE!

As a locally owned small business, we understand the urgency realtors face. 
Whether it's a quick repair, an inspection, or a full roof replacement, our team is 

ready to move fast—keeping your deals on track and your clients happy.

QUICK TURNAROUNDS  |  RELIABLE SERVICE  |  QUALITY CRAFTSMANSHIP

(864) 526-0295
RHINOROOFS.US

C O N N E C T
T O D A Y

Scan for a Complimentary
Consultation and Design

864-671-6333
blueridgecabinet.com

420 WILLIAMS AVE, EASLEY SC
SALES@BLUERIDGECABINET.COM

Stock Kitchen Cabinetry • Custom Cabinetry
Bathroom Vanities • Wet & Dry Bars

Custom Closet Systems • Mudrooms • And More!Let Us Serve You
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A Milestone Celebrated with 
Those Who Matter Most 
2025 marked a significant 
milestone for Guest & Brady: 
twenty years of serving 
communities across the Carolinas 
with faith, integrity, and 
unwavering commitment. But for 
partners Kevin Brady and Russell 
Guest, celebrating two decades in 
business wasn’t just about looking 
back at what they’d built. It was 
about honoring the relationships, 
the shared victories, and the lives 
touched along the way.

The partners chose to celebrate 
this achievement with the 

people who have made it all 
possible. Bringing together 
real estate partners, personal 
injury clients and staff that 
define the firm’s legacy.

Memories in the Making 
The evening highlighted the many 
moments and relationships that 
have shaped the firm’s twenty–
year journey. Through photos, 
stories, and shared memories, the 
celebration honored both where 
Guest & Brady has been and the 
vision guiding the years ahead.

Among the night’s most 
memorable highlights was a live 

finger-painting presentation by 
Christian artist Jared Emerson. 
His depiction of Christ lifting 
Peter from the water captured 
the firm’s heart for redemption, 
service, and faith. Today, the 
painting is displayed in their 
office as a daily reminder of their 
calling to glorify Christ through 
faithful service to others.

One Shared Mission, Guided 
by Faith 
From the beginning, Guest 
& Brady has been built on 
something greater than legal 
expertise. The firm exists to 
glorify Christ as faithful stewards 

PREFERRED PARTNER SPOTLIGHT

modern systems, including 
bank-level encryption through 
Qualia Shield, as well as ongoing 
education. Throughout the year, 
Guest & Brady hosts continuing 
education classes, hot topic 
discussions, and updates on new 
laws, giving agents the tools and 
insight they need to stay informed 
and competitive.

“Your success is our mission,” 
Kevin emphasizes. “We have built 
something unique here. Agents 
have the backing of a proven, 
established firm, but still feel like 
our only client. That personal 
connection, combined with our 
depth of experience, is not just 
what sets us apart. It’s what drives 
us forward.”

On the personal injury side, 
Russell Guest leads a team 
dedicated to reclaiming lives 
and restoring hope for those 
affected by another’s negligence. 

of all entrusted to them. This 
purpose shapes everything they 
do. This calling influences how 
they care for each client, how 
they approach their work as a 
team, and how they view their 
role in the community.

“We exist to be faithful stewards,” 
Kevin explains. “ That means the 
trust, time, and futures our clients 
place in our hands are treated 
with the care they deserve. We 
don’t just see transactions. We 
see individuals navigating life’s 
transitions. That might mean 
helping a family settle an estate 
after the loss of a loved one, or 
guiding new parents as they 
move into a home that fits the life 
they are building. Behind every 
closing is a personal story, and 
we approach each one with care, 
compassion, and respect.”

This perspective has guided the 
firm through twenty years of 
growth, challenges, and
countless success stories. The 
mission remains the same: 
protecting what matters most
to each client and the life 
moments that bring them to the 
closing table.

Serving Across the Carolinas 
Guest & Brady has grown to 
serve communities throughout 
the upstate region and beyond, 
from the Charlotte area through 
the Upstate of South Carolina. 
With multiple locations across the 
Carolinas, the firm has become 
a trusted resource for realtors. 
For real estate agents, what 
draws them to Guest & Brady is 
more than just efficient closing 
services. The firm offers genuine 
investment in their success. 
With a specialized mobile home 
department that empowers 
agents to confidently expand their 
services, a bilingual staff ensuring 
seamless communication for 
the region’s diverse clientele, 
every detail is designed to 
support agents at a higher level. 
That support extends to secure, 

A  TWENTY-YEAR  L EGACY  BU I LT  ON 
FA I TH ,  INT EGR I TY,  AND  S ERV ICE

GUEST   BRADY: GUEST   BRADY: &
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OUR CLIENTS

SAY IT BEST

HighCaliberSolutionsLLC.com    864.594.1668

Partner with us and 
offer next-level support 
that sets you apart. 

Genuinely, some of the best service I’ve had. 
Always completely honest and explain 

exactly what’s wrong and what needs to be 
fixed. They get here quickly, get the job 

done, and do so affordably.

AARON

NATHANSON

“

”

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


