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WHERE SPEED
AND SERVICE

COME TOGETHER TO

- DELIVER THE LENDING
EXPERIENCE YOUR
CLIENTS HAVE BEEN
WAITING FOR.

The Crescenzo Team

‘ A Get to the
| | closing table in

\ &g
th . 15 days—
) ' or we’ll pay your
d seller $1,500.
Powered by

CrossCountry Mortgage

RESIDENTIAL & PRIVATE LENDING

THE CRESCENZO TEAM

CROSSCOUNTRY MORTGAGE

PJ Crescenzo pbivisional VP, Producing Branch Manager
843.813.6745 | PJ.Crescenzo@ccm.com | NMLS 1643723 @

e

WATERPROOFING

BUILT ON TRUST.
BACKED BY RELIABILITY.

PROFESSIONAL FOUNDATION

WATERPROOFING AND STABILIZATION
FOR RIGH-STAKES LISTINGS.

CRAWLSPACE INTERIOR : FOUNDATION POLYURETHANE
ENCAPSULATION DRAIN STABILIZATION INJECTION

cﬂnm Super

Service

Since [Faward
2017

www.akmewaterproofing.com * 404-232-5680



High-Tech
to Convert the Lead.
High-Touch

to Win the Referral.

Most lenders stop at the pre-approval. We start

by building your business. Our advanced 4

20 Joshua Pickens 34 Nick LaMonte
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marketing engine educates your buyers to get
them off the fence, while our personalized care

ensures they never stop raving about you.

6 Preferred Partners
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20 Agent on the Rise: Joshua Pickens
28 Partner Spotlight: Mason Anthony with ad dh
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34 Agent on Fire: Nick LaMonte

If you are interested in nominating people for certain
stories, please email us at ahutch@realproducersmag.com

Baril

Homelending

NMLS #2661343

R

Your story,
styled to sell

: 66 Karla and her team are amazing.
We're ready to help. , She listened to the needs of my
Call or text us at clients, and treated their home like
770-209-2773 { it was her own. Currie Rose has
barilhomelending com the vision to create a warm and

CURRIE ROSE

INTERIORS

jil) REsA2024

R ——

inviting space that buyers are

For information purposes only. This is not a commitment
to lend or extend credit. All loans are subject to credit
approval. Baril Home Lending, LLC
www.nmlsconsumeraccess.org: NMLS #2661343.
Pictured: Ryan Baril, NMLS #1485335. 500 Oakleaf Way,
Milton, GA 30004. 770-209-2773 or 407-474-7798. Equal
Housing Opportunity. Licensed Mortgage Broker in
Georgia and Florida.

sure to love. -Jessica ’,
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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!

ATTORNEY - REAL ESTATE
The Golden Team at Ganek
Gretchen Golden

(404) 939-9919

BASEMENT WATERPROOFING/
FOUNDATION REPAIR

AKME Waterproofing

Steve Terjung

(404) 232-5680

Atlanta Basement Systems
Scott Trowbridge
(678) 684-8064

BUILDER

Epcon Communities -
Charlotte and Atlanta
Shannon Robinson
(317) 258-6560

Meritage Homes
(678) 348-8386

CUSTOM CLOSETS

All Around Home Solutions
Bryan Duke

(770) 312-0121

DESIGN AND STAGING
Currie Rose Interiors
Karla Giltner

(316) 218-8959

ESTATE SALES
Grasons Estate Sales &
Business Liquidations
Brian Crump

(678) 249-9097

FLOORING

Eco Flooring USA
Glauco Rocha
(404) 480-2823

6 - October 2026

HOME PREPARATION
SERVICES

HOMEstretch Atlanta Metro
Jen Boston

(404) 941-1595

HOMEstretch NE Atlanta
Mike Lundy
(404) 683-6195

HOMEstretch NW Atlanta
Adam Melnyk
(470) 888-8586

HOME STAGING
Crabapple Creatives
Ragan Holt

(770) 733-3624

HOME WARRANTY

First American Home Warranty
Jamila Caldwell

(404) 447-6633

First American Home Warranty
Robert Murray
(770) 595-1173

INSPECTIONS - RESIDENTIAL
AND COMMERCIAL

All Atlanta - AmeriSpec
Donny Williams

(404) 405-40M

Avalon Home Inspections
Joe Kelley
678-782-3457

INSURANCE

Avalon Point Insurance Group
Jennifer Usery

(678) 585-2345

Usery Insurance Agency
Jeremy Usery
(678) 982-3696

INSURANCE-AUTO-HOME-
LIFE-HEALTH-BUSINESS
Goosehead Insurance
GARY A MILLER

(720) 394-7723

KITCHENS, BATHS,
FLOORING, PAINTING
Eco Flooring USA
Glauco Rocha

(404) 480-2823

MORTGAGE BROKER

Atlanta Mortgage Advisors, LLC
Joe Trovato

(404) 375-0779

Baril Home Lending
Ryan Baril
(770) 209-2773

Highland Mortgage -
Truth and Lending Team
Mark Witte

(404) 578- 7862

LH Lending
Lauren Hale
(912) 977-1551

MORTGAGE LENDER
CrossCountry Mortgage
PJ Crescenzo

(843) 813-6745

MOVING / STORAGE
Hilldrup

Lisa Rhead

(704) 272-3245

MOVING SERVICES
Black Tie Moving
Chris Munday

(470) 674-4116

PAINTING

Andersen Brothers Inc
Taylor Andersen

(678) 910-5172

PHOTOGRAPHY-FAMILY/

REAL ESTATE/EVENTS
Alexandra Santos Photography
(404) 790-0196

PLUMBING/ HVAC/ ELECTRICAL
RS Andrews

Dari Payrow

(770) 454-1800

PORTABLE STORAGE
Units Atlanta

David Carlin

(678) 838-6556

REAL ESTATE
PHOTOGRAPHY & MEDIA
CD Home Atlanta
Amberly Bishop

(770) 881-4099

Home Photo Source
Mason Anthony
(404) 795-4498

REMODELING
SmartValue Remodeling
Glauco Rocha

(404) 590-0560

ROOFING
Perimeter Roofing
Stephenie Scott
(678) 568-7992

Roofing Ops
Tanner Hall
770-659-5969

SHUTTERS, BLINDS

AND SHADES

All Around Home Solutions
Bryan Duke

(770) 312-0121

WATER, FIRE, MOLD
RESTORATION

3 Lions Restoration
Spencer South

(770) 268-0300

Your Local Resources

Protection .
From Life’s .

Since nearly half of our f
members experience ghast
home system failures in thei
first year of coverage,* make
sure your clients are protected
— 50 scary breakdowns don't
become financial nightmares.

Let's Connect.

*Bated on First Amancen Hormde Warsan
astate contrecls Jaruary 1 2025

myfahw.com

Phone QOrders: BO0-444-9

ELIMINATE ©
\SURPRISES

AND EARN PEACE
C)F'P4H%[)

“l know Ck
that / can always
depend on both

Professionalism and

1 knowledge, ! have useq &

their services for over
15 years.”

Shelia Marshall,
Re/Max Pure

Request an appointment or schedule
an inspection today!

ALL ATLANTA
AMERISPEC
770-734-0232

INFO@ALLATLANTAINSPECT.COM

Jamilla Caldwell
AREA MAMNAGER
404-447-6633

jcaldweli@fahw.com

Robert Murray
AREA MAMAGER

F70-595-1173
romurray@fahw.com

Closing.
A Lifelime
of Security.

goosehead”

INSURANCE

GARY MILLER JR
Agency Owner

678.835.7862
goosehead.com
gary.miller@goosehead.com

We only align ourselves with AM Best A Rated and Better Insurance Carriers.
Have your clients give Gary a call today to discuss their options!

6105 Atlanta Highway, Suite C Flowery Branch, GA
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Meet
The

Team

The closing tool every -
top agent keeps in their 7

“1 ’E AVALON

: i
back pocket
Aaron Hutchison Ashley Streight Sophia Reynolds |
- - X i - Dl
- € 9 > 1.

Owner & Publisher Director of Operations Ad Strategist

aaron.hutchison@n2co.com

21+ YEARS OF PROTECTING YOUR
CLIENTS, YOUR REPUTATION,
AND YOUR DEALS.

e Local, family-owned, and operated
e Certified and insured

e Pay-at-close and financing

Shy Espinosa Alexandra Santos Samantha Shroyer (o] pti ons available
Virtual Assistant Photographer Photographer

e Same day reports

[ 678-782-3497 (Call or Text)

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company b= L T or schedule online at
d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the T

statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the = avalonhomeinspections net
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2. W =

GIVING YOUR CLIENTS PEACE
OF MIND WHILE KEEPING YOUR
LISTINGS ON SCHEDULE.

We provide clear, accurate roof assessments that help
buyers and sellers move forward with total confidence.

Your Competitive Edge
<IN REAL ESTATESMARKETING

REFER A CLIENT FOR A ROOF REPLACEMENT AND
GET A $500 REFERRAL WHEN THE JOB IS DONE.

H0TJGRAPHY SERVICES JINTERIOR AND EXTERIOR PHOTOGRAPHY
AERIALPHOTOGRAPHY I 'SKYHIGHPROPERTY VIEWS 1

Al P

WRCE y
404.795.4498 | HomePhotoSource.com

@& ROOFINGOPS.CO Q(770) 659-5696

TAILORED PHOTOGRAPHY | 4K VIDEOS | VIRTUAL TOURS | FLOOR PLANS | BRANDING

8 - October 2026



[ ganek CTG U 'sh A SMART MOVE FOR
e ' Ul\lls REAL ESTATE AGENTS

HELP YOUR CLIENTS LIST, MOVE & CLOSE WITH LESS STRESS.

YOUR TRUSTED SOURCE FOR

REAL ESTATE CLOSINGS

2. They Pack 3. We Handle the Rest

1. We Deliver
A clean, durable Clients load on their own We move the container
container arrives schedule to simplify to their new home or
directly at the staging or moving. store it in our
- i driveway. secure facility.
Carter Steve Laura Foct Stress.F Vereatil A Part
: : aster ress-Free ersatile artner
Tilashalski Golden Suggs Staging Showings Storage You Can Trust

ACCESSIBLE EXPERIENCED ATTORNEYS

v | 404,939,9919 GanekPC.com ~1 | GoldenTeam@GanekPC.com

678-515-1771 - www.unitsatlanta.com &

Alpharetta - Braselton - Buckhead - Gwinnett - Kennesaw - Marietta - Midtown - Perimeter - Poncey-Highland - Tucker



COVER STORY
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“I don’t see what I do every day as a job.
I feel like it’s my calling,” says Tamra
Wade of RE/MAX TRU.

After 27 years in real estate, Tamra

has built a career spanning brokerage
ownership, leadership, sales, training,
and an extensive new construction
business serving more than 17 privately
owned builders. Yet the career she leads
today began unexpectedly with two
small children, a job at a car wash and
one rainy afternoon.

From Montreal to Georgia
Originally from Montreal, Quebec,
Tamra moved to the United States at 16
when her father’s company relocated
the family to Georgia. After high school,
she attended college for a year, but life
soon took her in another direction.

By 23, Tamra was raising two young
boys, one just four months old and

the other two, and doing whatever
was necessary to support her family.
That included working at a car wash,
sometimes bringing one of her babies
with her while she handled everything
from the front desk to vacuuming cars.

Then came the rainy afternoon that

changed everything. With business slow,

Tamra and her mother decided to look

at houses. They walked into a model
home and met a woman named Debra.
Curious, Tamra asked how someone got
into real estate. As it happened, Debra
needed someone to cover her days off.
Was Tamra interested? Absolutely. It
was 1999, and she had found the career
that would shape her life.

Finding Her Place

Tamra entered real estate with no
experience but quickly discovered

an industry that suited her drive and
competitive nature. Traton Homes
recognized her potential and sent her to
real estate school.

New construction became her specialty.
She learned the business from the ground
up, working with buyers, builders,
communities and sales teams before
eventually moving into management for
aleading private builder. That experience
gave her something invaluable: an
understanding of real estate from the
builder’s perspective.

Then the housing crisis hit. “I never saw
it coming,” she admits. Tamra managed
through one of the most challenging
markets of her career before returning
to on-site sales, staying with the builder
until it ultimately closed its doors.

“I am pretty dedicated when I get into

e = W -
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something,” she says. That dedication
would define what came next.

Building Something of Her Own
Tamra joined RE/MAX and became
part of a top-producing team, but her
entrepreneurial instincts eventually
pushed her to create something of her
own. She launched the Tamra Wade
Team, combining traditional real estate
with the new-construction expertise
and relationships she had developed
throughout her career.

As the new construction market
returned, those relationships began
opening doors. A former builder
contacted her, referrals followed and the
business expanded. What began with one
builder relationship in 2011 has grown
into partnerships with more than 17
private builders and a new-construction
operation spanning communities
throughout metro Atlanta and Georgia.

In 2018, Tamra took another major step
and opened RE/MAX TRU.

Today, as Broker/Owner of RE/MAX TRU
and leader of the Tamra Wade Team,
she oversees builder relationships and
sales strategy while remaining actively
involved in training, developing and
supporting agents. For Tamra, leadership
comes with responsibility. “My name

is on it,” she says. “I want to make sure
we do things well and that the people
representing our clients, builders and
brand do things the right way.”

A Goal Years in the Making

For all Tamra has accomplished
professionally, one of her proudest
achievements happened away from
real estate. At 50, while running

two companies and balancing life

as a business owner, wife, mother,
grandmother, friend and daughter,
she completed her bachelor’s degree in
business science. “It was a goal of mine
to finish my degree, especially having
kids who graduated from college,” she
says. “If they can do it, I can.”

When her father questioned why she
would return to school after already
building a successful career, her answer

was simple. “It was on my bucket list.”
The accomplishment represented far
more than another credential. It was
about finishing something she had
started years earlier and proving that
goals do not come with expiration dates.

“It doesn’t matter what stage of life
you're in,” Tamra says. “If you have a
goal and something you really want, do
it.” Her education has also influenced
how she leads, sharpening the way

she analyzes numbers, evaluates
spending, hires employees and works
with different personalities. “I look at
business in a whole different way now,”
she says.

Competitive Without the Noise
Tamra describes herself as highly
competitive, although people may not
immediately recognize it. “I'm very
competitive, but people may never
guess,” she says.

Her approach is less about being
the loudest person in the room and
more about understanding the people

involved. She knows when to push,
when patience is more effective and
when finding common ground will
produce a better result.

That adaptability has served her
whether she is negotiating a transaction,
advising a builder or helping agents
develop their careers.

Business Owner Meets “Momager”
For all her professional titles, Tamra’s
most important roles extend far beyond
real estate.

She and her husband, Randy, have a
blended family, “his, hers and ours,”
with eight children ranging in age from
10 to 29, along with her one-year-old
grandson, Scottie.

“He is my heart,” she says. Her

daughter Ava keeps Tamra busy

in another role she jokingly calls
“momager.” Between dance, pageants
and national competitions, Tamra
coordinates coaches, practices, travel
and appearances while supporting Ava’s

goals with the same energy she brings to
her businesses.

Her days often begin around 6 a.m. and
continue until Randy reminds her it is
time to shut things down. She makes
time for Pilates several times a week and
works intentionally to protect family
time, although entrepreneurship and
new construction rarely operate on a
traditional schedule.

It is a full life—broker, business owner,
leader, wife, mother, grandmother

and mentor—and one Tamra has built
piece by piece. 27 years after a rainy
afternoon unexpectedly opened the
door to real estate, Tamra has gone from
bringing her baby to work at a car wash
to building businesses, leading agents
and earning the trust of builders and
clients throughout Georgia.

The scale of her life has changed
dramatically since those early days. The
determination behind it hasn’t. And
perhaps that is why, after all these years,
Tamra still doesn’t call real estate a job.
For her, it has always been something
more. It’s a calling.

(19
If you have a
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something you
really want,
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SAY GOODBYE ls. Mold Remediation
LA Water Restoration Services R

Reconstruction Services
Hello to Fire Damage Restoration W H E R E AM B IT I o N
SOld., ‘&FOR YOUR CLI.ENTS.
<z JL
as O LI0IS i
Get Your @ Restoration A MORTGAGE COMPANY REIMAGINED.

FREE 770.400.0221 | 3Lions911.com | 760 Old Roswell Rd. 107, Roswell
iony % ¥ - bui '
Consultation! Licensed & Insured » 24/7 Emergency Services 10{-] % employee-owned — built by Inan.u!ﬁcers‘ owned by loan -
officers. Homegrown technology, engineered for the new generation

of homebuyers. Purpose-built for a better mortgage experience.

o

Il __5
“ WWe'domore -
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of our services.
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(\ Custom-designed for your space & style \

(\ Smart layouts that maximize storage

AINAIAGENE

(\ Built-in drawers, shelves & hanging space

(" Premium finishes and hardware

(" Free professional design consultation - -

"

Start your project with a free, = .
no-obligation quote! 770-312-0121 | AllAroundHomeSolutions.com

Founder/Mortgage Banker | NMLS# 193027
The Truth and Lending Team

R_S_ Andrews Laura Witte is one of Georgia's most respected and

AIR CONDITIONING ¢ HEATING * PLUMBING * ELECTRICAL . I BT highly awarded mo rtgﬂg-& advisors, known for
Story After Story, We Deliver Smiles! 1 . . I

4 f e\ . combining elite-level expertise with exceptional care
Your Trusted Partner for Ben: o7 ol ' for the people she serves. As a Senior Mortgage Advisor
Quick Home Repairs_ S , Sln;‘;:dl::r"g;:k! 9 Nng mw ] | with the Truth & Lending Team at Highland Mortgage,

Laura has built her career around one guiding belief:

Why Choose Us?
* Fast, reliable HVAC, plumbing, and electrical serwces.]li —
» Perfect for pre-sale inspections or urgent repairs.
* Trusted by Atlanta realtors for over 50 years.

No borrower should ever feel overlooked,
underestimated, or without options.

Laura Witte
Founder-Owner | Mortgage Banker
MMLS# 193027

| IJ_JE“T pE e R

TRUTHwesLENDOING laura@trut anaEanaing.cor

Call RS Andrews Today — Your Partner in Home Services. 470-264-8128 ¢ rsandrews.com
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MEDIA
BEHIND
TOP-
PRODUCING ;
AGENTS.

-

(678) 910- 5172

= Precision Drywall and Painting
for Projects That Demand More

_ Creating smooth walls, sharp lines, and lasting
finishes across every project we touch

18 - October 2026

PARTNER WITH US

N 4N

Trusted by Realtors In Atlanta & Ac

Real estate agents across the region choose us because we understand the urgency behind every
deal. From fast inspections to efficient repairs, we help keep your closings on schedule, your clients
satisfied, and treat every roof like it's our own. Backed by thousands of 5-star reviews and trusted

by hundreds of agents, we're the partner you can count on—every time.

Google
BENEFITS OF PARTNERING WITH US o e

Faster Closings
No surprises at closing.
Fast, honest valuations.

/ﬁ\ Accurate Roof Inspections

before they break or stall deals.

\ Happy Clients = Referrals Seamless Communication

&
Your clients will thank you — Clear updates. Quick turnaround.
\ (and refer you). Zero headaches.

Call: (678) 568-7992 « Email: marketing@perimeterroofing.com « Visit: perimeterroofing.com

Ll o\ Ready to close deals faster? Start earning referral

bonuses and peace of mind. Scan to partner with us!
ROOFING

We address & fix roofing concerns



ON THE RISE

Real
Estate,
Running
Shoes &
a Vision
for More

PHOTOS BY VISUALLY SOLD
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Joshua
Pickens

Joshua Pickens has never been afraid to take the road less traveled. Sometimes, that
road leads through entrepreneurship and real estate. Other times, it apparently leads
straight through two years in Charlotte while pursuing “the girl of my dreams.”

Today, Joshua is a co-
founder of Housewell,
where he is helping rethink
the traditional real estate
brokerage model while
keeping a simple philosophy
at the center of his work: Do
the little things right.

Joshua grew up in Suwanee,
Georgia, and has spent
nearly his entire life in

the Peach State. His only
extended detour came when
he moved to Charlotte for
two years. The reason? Love,
of course.

Eventually, he returned

to Georgia and headed to
the University of Georgia,
where he studied real estate.
“Go Dawgs, baby,” Joshua
said, making his college
allegiance very clear. His
interest in real estate started
before college. During

high school and college, he
worked in an office for a
law firm, where he spent
hours digging through

tax records and learning
about developers buying
and selling properties.

The numbers caught his
attention, but it was a
podcast that helped turn
curiosity into a career path.

“It wasn’t until I discovered
the BiggerPockets Podcast
with Brandon Turner that

I knew I wanted to go

all in on real estate and
entrepreneurship,” Joshua
said. After college, Joshua
got his start as a sales agent
at New Western, working
directly with real estate
investors. The experience
gave him a front-row seat to
the many ways people can
build careers and businesses
through real estate.

“It taught me how to sell
myself, solve problems
quickly, and understand
real estate from an
investment perspective,”
he said. That investment-
minded perspective
eventually helped lead
Joshua toward Housewell,
a company he co-founded
with the belief that the
traditional brokerage model
needed a serious refresh.

“At our origin, we believed
the traditional brokerage
model was overdue for
change,” Joshua said.
Housewell was created
around the idea that
consumers deserve more
transparency and efficiency,
while agents deserve
technology that allows them
to spend less time buried

in administrative work

and more time actually
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In decades,
not days.”
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helping clients. The goal is to
combine experienced agents
with modern technology to
create a better experience
and better results.

For Joshua, though, success is
about more than technology,
transactions or five-star
reviews. His faith plays

a central role in how he
approaches both life and
business. “Jesus has radically
changed my life,” Joshua said.
“Following Him has freed me
to live life to the fullest.”

That sense of purpose

has also helped him
navigate the pressures of
entrepreneurship without
becoming consumed by
outside validation.

Professionally, Joshua is
passionate about the details
that can sometimes seem
small but make a huge
difference: arriving on
time, responding quickly,
negotiating with integrity,
under-promising and over-
delivering, and having

the tough conversations
when necessary.

Those principles are
especially important in
today’s market, where
buyers are becoming more
selective. Joshua is quick to
point out that real estate is
highly localized, noting that
selling a home in Johns Creek
can look very different from
selling one in Hampton.

His advice to agents is
straightforward: Be honest,
communicate proactively and
make sure a property is truly
market-ready before putting

it on the market. “I've found
it’s always better to have the
difficult conversation with a
client before the home goes
on the market than to have
an even harder conversation
six months later about why it
still hasn’t sold.”

Away from work, Joshua
stays busy. He enjoys
running, cooking, hiking
and Georgia football. He is
currently training for the
Silver Comet Half Marathon,
with many mornings
beginning with a run around
Kennesaw Mountain.

Home life is equally
important. Joshua is married
to Madison, whom he calls
“my superpower,” and
together they have a daughter,
Sadie Catherine, and a
goldendoodle named Teddy.
The family lives in downtown
Marietta and enjoys spending
time together.

Joshua’s entrepreneurial
mindset even extends to his
dream career outside real
estate. He loves construction
and says he would pursue a
general contractor or trade
license, despite admitting,
“I'm a terrible DIYer.”

His biggest advice to agents
is to find their niche,
identify what makes them
different and think long
term. “Think in decades,

not days,” he said. “Be
audaciously you and commit
100% to your business!”

Giving back is another
important part of Joshua’s
life. He supports Share the
Harvest, a nonprofit that

provides fresh, organic
produce to refugees in
Clarkston. He describes
the access to fresh food
as “unbelievably life-
giving” for families facing
difficult circumstances.

And if Joshua could add one
more advantage to his already
busy life? Teleportation.

With a schedule that takes
him all over Atlanta, he
would happily skip the

traffic and blink from
Marietta to Lithonia.

Then again, after once facing
a knife-wielding tenant
during a final walkthrough,
perhaps teleportation is
more than a convenience. It
might just be good business.

Despite that unforgettable
early-career experience,
Joshua and his client got the
deal closed. It took some
“tender, love and care,”
but the transaction made
it across the finish line.

Today, Joshua is
focused on helping
clients, growing
Housewell and
finding agents
who want to
build something
different. His
message to
those agents
is simple:
Housewell
is looking for
all-stars ready
to embrace
better technology,
better service
and a bigger vision
for their businesses.
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WHERE ' TOP ' AGENTS
GET REWARDED

We design and build homes buyers love,
and agents trust.

_\

\_PEOPLE FIRST +
PROFESSIONAL QUALITY

Your reputation, honored. Your name, elevated.

FOR ESTATE TRANSITIONS & LIQUIDATIONS ——

o) 0

Handled with care,

Estate Sales. Business Liquidations. . . N
discretion, and precision.

We manage the transition
so you can lead the sale.

“The kind of homes your
clients say yes to.”

¢ (678) 249-9097
i grasons.com/johns-creek
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Mason

ANTHONY

WITH HOME PHOTO SOURCE

| BEHIND THE LENS

PHOTOS BY VISUALLY SOLD

ason Anthony had been
holding a camera since he
was 11 years old. He studied

film production at Georgia Southern
University, spent a year shooting and
editing for two television shows, worked
on roughly a dozen commercials

and even spent time as a production
assistant on a movie set. So when his
godmother, a real estate agent, asked
him to photograph one of her listings,
he figured he knew exactly what he was
doing. “I remember thinking, ‘These

are going to be the best photos on the
market. I've had a camera in my hand
since I was 11. How hard could it be?”
The answer arrived when he opened
the files. The photos were burnt sienna.
“Honestly, she probably could’ve gotten
better photos from her phone,” Mason
says. His godmother did him a favor: she
told him the truth. The photos weren’t
good. Mason could have written it off.
Real estate photography was different
from filmmaking. It wasn’t what he

had trained for. Instead, the bad shoot
bothered him enough that he went
back to figure out exactly what he had
gotten wrong. Then he tried again. That
mistake would eventually become the
beginning of Home Photo Source.

Two Ambitions, One Business
Growing up in Suwanee, Georgia, Mason
knew two things about his future long
before he knew how they would fit
together. He wanted to make a living
with a camera. And one day, he wanted
to own a business. Neither ambition
came with much of a roadmap. He
enrolled at Georgia Southern to study
film production, but eventually left

before graduating and pursued the
industry directly. That decision took
him into television, commercial work
and onto a movie set. Each experience
taught him more about production,

but also clarified what he didn’t want.
“The camera never left my hands,” he
says. “I just didn’t know yet what I was
supposed to build around it.” Real estate
provided the answer almost by accident.
After that first disastrous listing

shoot, Mason became determined to
understand the craft. What began as an
attempt to prove to himself that he could
get it right slowly became something
larger. He saw an industry where

great visual work mattered, but he also
saw an opportunity to build the kind

of company he had always imagined
owning. In 2022, Home Photo Source
was born.

Learning Not to Be the Bottleneck
Four years later, Home Photo Source
has grown into an Atlanta-based

real estate media company offering
photography, video, floor plans, 3D
tours and branding content for real
estate professionals. The team has now
photographed more than 3,000 homes
across metro Atlanta. But one of Mason’s
biggest lessons in building the company
had little to do with cameras. It was
learning that being involved in the
business and trying to personally handle
every part of it are not the same thing.
In the early years, Mason did nearly
everything himself. He photographed
the homes, communicated with

clients, answered the phone, handled
scheduling, reviewed the work,
developed the creative direction and

66

They're trusting us
with a piece of their
business. If we can
make their job casier,
make them look
better in front of
their client and give
them something that
helps create the next
opportunity, then

we've done more than

just deliver photos.”

solved whatever problem happened

to arise that day. At first, that level of
control felt responsible. Eventually,

it became a constraint. “If I was out
shooting a property and a client

called because they were trying to get
something on the schedule, I might

not be able to answer,” Mason says.
“And now the fact that I was trying

to do everything myself was actually
hurting the experience we were trying
so hard to provide.” The realization
was uncomfortable but important.
Mason had become the bottleneck. The
solution was not for him to disappear
from the work. In many ways, he
remains deeply involved. He oversees
projects, develops scripts and creative
concepts, reviews the final product and
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makes sure the work leaving Home
Photo Source meets the standards the
company has established. What changed
was his understanding of what actually
required him. Instead of personally
carrying every responsibility, Mason
began investing more heavily in training
his team to take ownership of the work
they could handle exceptionally well.
That meant teaching people not simply
how to complete a task, but how Home
Photo Source thinks about the client
experience. The standard became more
than producing good media. It meant
understanding why responsiveness
mattered, why details mattered and
why making a client’s life easier was
part of the product. “I had to learn that
delegation wasn’t about caring less or
being less involved,” Mason says. “It was
about training people well enough that
we could support our clients better than
I ever could by trying to do everything
myself.” Today, Mason works alongside
Stephen, Bonnie and Kurt, a team built
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to support one another while supporting
the agents they serve. The difference

is significant. A client does not have to
wait for Mason to finish photographing
a house before receiving help. A project
does not have to stop because one
person is occupied. And Mason can
spend more of his attention on the areas
where he creates the greatest value:
creative direction, quality control,
strategy and continuing to raise the
company’s standard. That transition

has been one of the most important
stages of Home Photo Source’s growth.
The business is still shaped heavily by
Mason. It simply no longer has to flow
entirely through him.

That same evolution in thinking is
changing what Home Photo Source
actually sells. Mason believes real estate
media has traditionally focused too
narrowly on the house. A listing needs
to look exceptional. But the property is

[ want to be
remembered
s someone
who made the
people around
him better in

some Way.”

only part of what an agent is marketing.
Every listing is also a stage. An agent
who appears confidently on camera,
presents properties differently and
consistently publishes recognizable
content is doing more than marketing
one home. They are showing the next
potential seller what it might look

like to hire them. That distinction has
become central to Mason’s vision for
Home Photo Source. “I don’t want us to
simply create great photos and videos
of homes,” he says. “I want us to help
agents use the listings they already
have as opportunities to build their

own brand.” It is a philosophy that

has pushed the company further into
cinematic video, social media content
and agent branding while continuing to
improve the fundamentals that built the
business. This year alone, Home Photo
Source introduced six new services and
added a pay-at-closing option for agents,
part of Mason’s broader effort to remove
friction wherever possible. The goal is
no longer simply to become a better real
estate media company. It is to become a
better marketing partner.

For Mason, that shift has also changed
how he defines good service. The photos
and videos have to be great. That is the
expectation, not the finish line. Behind
every listing is an agent who has a client
trusting them, a reputation attached

to the way that property is presented
and, often, another listing they are
trying to win. Mason wants his team to
understand that responsibility. “When
an agent trusts us with a listing, [ don’t
want us thinking about it as another
shoot on the calendar,” he says. “They’re
trusting us with a piece of their business.
If we can make their job easier, make
them look better in front of their client
and give them something that helps
create the next opportunity, then we’ve
done more than just deliver photos.”
That mentality influences decisions
throughout Home Photo Source, from
how quickly the team responds to a
client to the way Mason approaches a
script for an agent who may not feel
comfortable on camera. Sometimes

that means spending more time getting
something right. Sometimes it means
helping an agent think differently about

how to market a property. Sometimes
it is simply answering the phone when
someone needs help. The details may
change from listing to listing. The
responsibility does not.

The progress has earned recognition.
Home Photo Source was named Best

of Gwinnett in both 2024 and 2025 and
has accumulated more than 40 five-star
reviews from agents. Mason appreciates
the awards, but he tends to measure the
company differently. A message from an
agent saying a video helped win a listing
matters. So does hearing that a property
received unexpected attention because
of the marketing. Sometimes the win

is even simpler: the company made

an agent’s day easier. Those moments
matter because Mason still remembers
what it felt like when his own work
wasn’t good enough. The burnt-sienna
photos have become funny with
distance, but the lesson behind them
has stayed remarkably relevant. Get the
feedback. Figure out what went wrong.
Get better. Repeat. “You don’t have to
have everything figured out before you
start,” Mason says. His career has largely
been built around that idea.

The business is an important part of
Mason’s life, but it is not the whole of

it. This past August, he married his

wife, Alden. Away from work, the two
spend their time traveling, kayaking,
playing pickleball, cooking, trying new
restaurants and occasionally convincing
themselves that waking up at 5 a.m. for
the gym is a good idea. Movie nights
come with one nonnegotiable condition.
“The comedy has to be a rom-com,”
Mason says of Alden’s preference. And
during the fall, there is another standing
rule. Saturdays belong to Georgia
football. Those parts of life have become
increasingly important as the company
has grown. Mason’s ambitions for Home
Photo Source remain large, but so

does his desire to build a business that
creates a life rather than consumes one.

Ask Mason what he wants Home Photo
Source to become, and the answer is not
simply bigger. He wants it to become

better. Better creative work. Better
systems. Better service. A stronger
team. More ways to help real estate
professionals stand out, grow their
brands and ultimately grow their
businesses. That pursuit has shaped
Home Photo Source from the beginning.
The company started with a bad set of
listing photos, an honest conversation
and a young photographer stubborn
enough to go back and figure out

how to do it better. Years later, that
mindset is still at the center of how
Mason approaches the business. Listen.
Learn. Improve. Raise the standard.
And as Home Photo Source continues

to grow, Mason hopes the company
becomes known not only for the work
it produces, but for how it treats the
people it works with. “I want to be
remembered as someone who made the
people around him better in some way,”
Mason says. “And I want Home Photo
Source to do the same for the people we
serve.” For Mason, that means helping
an agent market a property better.
Helping them look more confident on
camera. Helping them win the next
listing. Helping make one part of an
already demanding business a little
easier. It is less about being another
vendor and more about becoming

the kind of partner clients know is
invested in where they are trying to go.
“If you’ve never heard of Home Photo
Source, or you’re looking for a media
partner that genuinely wants to help
you grow, we’d love the opportunity to
earn your business,” Mason says. “We
know there are a lot of talented people
you could choose to work with. All we
can ask for is the opportunity to show
you how seriously we take it when you
choose us.” It is a fitting perspective for
a business that began with one listing
that did not go according to plan. Mason
went back, listened, learned and got
better. Four years and thousands of
homes later, he is still doing the same
thing. Only now, he has a team beside
him, clients who have helped shape the
company along the way and a much
clearer understanding of what he wants
Home Photo Source to be known for.
Not simply great media. A company that
cares about the people on the other side
of it.
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AGENT ON FIRE

PHOTOS BY VISUALLY SOLD

Nick LaMonte has never been particularly interested in taking the easy route.

Born on Long Island and
raised in Alpharetta, Georgia,
Nick took a less-than-
traditional path into real
estate. He dropped out of
college, worked a couple of
jobs and eventually decided
to bet on himself. Ten years
later, that gamble has turned
into a career filled with
accomplishments, lessons and
plenty of hard work.

Before becoming a full-time
real estate agent, Nick worked
as a busboy at a steakhouse
and as an assistant general
manager at a gym. Neither
job was exactly the final
destination, but both helped
him realize what he wanted.

“I wanted to be in sales and
selling something that I could
believe in, also wanted to do
something that wasn’t in an
office,” he said.

In April 2027, Nick will

celebrate his 10th year in real

estate. His journey began with

Harry Norman, REALTORS® in what was
then the North Buckhead office. Early on,
he was fortunate to have a broker and
mentor, Rob Owen, who played a major
role in shaping his career.

“I'had a phenomenal broker and mentor
Rob Owen who without, I probably
would not be here today,” Nick said.

In 2022, he made the move to Ansley
Real Estate, where he remains today.
He has also remained intentionally
independent throughout his career,
choosing not to join a team.

“I have never been on a team and
I didn’t want to have to depend on
anyone,” he said.

That independent streak was tested
during his first three years in the
business. Nick describes those years as

“gritty and difficult.” At the time, he was
living above his parents’ garage, had no
savings and had just met the woman
who would become his wife.

“I told my wife: ‘I am dropping out of
college to pursue a career in real estate
where I will become a top real estate
agent in Atlanta,” he said, laughing.
“This was not the easiest sell LOL.”

Apparently, the pitch worked.

Today, Nick’s career includes an
impressive list of accomplishments.
He has been a top producer with the
Atlanta REALTORS® Association for
the past six years and is a member
of its multimillion-dollar sales

club. He was named companywide
Rookie of the Year in 2019, Atlanta
Agents Magazine Rookie of the

Year and a Rising Star by My Home

Improvement Magazine.
He was also named one
of nine men “making
their mark” in Atlanta
by Best Self Magazine.

More recently, he was named
a 2024, 2025 and 2026 Real
Estate All Star by Atlanta
Magazine and a 2025 Who’s
Who in Atlanta by Agent
Magazine. In 2025, he was
ranked among the top 1.5% of
real estate agents in America
through RealTrends.

Behind those
accomplishments, however,
is a work ethic Nick credits
largely to his father.

“He’s always been the man
that sacrifices everything and
tells you how it is and that
was always something I was
thriving after,” Nick said.

Nick’s father also taught

him that success is about
more than business. Looking
back, Nick recognizes that
his relentless pursuit of success
sometimes came at a cost. During his
early years in real estate, he admits
he neglected relationships with family
and friends while focusing almost
entirely on his business and clients.

“I think like many people a lot of what I

had to overcome was within myself and
in my own head. I had to tell myself that
I could achieve what I was setting out to
do,” he said.

Today, his perspective has evolved. As he
enters his second decade in real estate,
Nick says the people he meets are what
inspire him most.

“Everybody has something to teach me
and in this stage of life I am very open-
minded and grateful to be able to hear
all of the stories and meet all of these
clients that become friends,” he said.
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For Nick, the most rewarding part of
real estate is simple: helping people.

“I am able to be myself and go through
every deal with a true purpose of
helping my clients cross the finish line
without having to fake it,” he said. “It’s
an unreal feeling to be doing a job that
doesn’t feel like a job at all.”

Away from the business, Nick is
enjoying a busy season of life with

his wife, Olivia, whom he married

in February 2023. Olivia works for
JPMorgan and is, in Nick’s words, his
“support system, foundation and true
reason for all of my success.” Together,
they have two young sons, Chatham, 2
1/2, and Brooks, 7 months.

Family life currently involves plenty of
walks, swimming, putt-putt and trying
to fit in a weekday dinner at one of their
favorite spots, Crabapple Tavern.

Nick also enjoys golfing, boating,
spending time with his boys and, as he
puts it, “some light bourbon hunting.”
He and Olivia also enjoy dreaming up
their next business ideas together.

Giving back is another important part
of their lives. Nick and Olivia support
St. Jude Children’s Research Hospital,
Children’s Healthcare of Atlanta and
North Fulton Community Charities.

As for the lessons he would pass along,
Nick keeps it straightforward: Have
patience. Treat people well. Be ethical.
Stay true to yourself.

“In a world full of fake people, fake
influencers, fake success, fake foundations
it is important to stay grounded and be
your true and real self,” he said.

Ultimately, Nick wants to be
remembered as someone who gave
everything he had and pushed
boundaries to create an extraordinary
life for himself and his family.

And his personal philosophy? It fits the
man and the career perfectly:

“Nobody cares, work harder.”
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