GREATER ATLANTA SEPTEMBER 2026

REALP™ A0UCERS

-

~ \

T

Agent
on Fire

HUBERT
TATE

F
Partner
Spotlight
LAUREN

HALE
with LH
Lending

Agent
on Fire

CHAD
HULL

e

sy

g

o '1-11.. = T._

ol =

-

-"""‘"'-..}: "'__5_‘,','1' L CONNECTING. ELEVATING. INSPIRING. PHOTO BY ALLIE SANTOS
i S L. ¢ - -
= AN



(M) HIGHLAND MORTGAGE
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A MORTGAGE COMPANY REIMAGINED. JB

100% employee-owned - built by loan officers, owned by loan
officers. Homegrown technology, engineered for the new generation
of homebuyers. Purpose-built for a better mortgage experience.
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Lavra (Uiffe

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

Laura Witte is one of Georgia's most respected and
highly awarded mortgage advisors, known for
combining elite-level expertise with exceptional care
for the people s enior Mo rr,E,a,E,l;- Advisor
with the Truth & Le

Laura has built her career

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

Laura Witte

Founder-Owner | Mortgoge Banker
NMLS# 193027

WATERPROOFING

BUILT ON TRUST.
BACKED BY RELIABILITY.

PROFESSIONAL FOUNDATION
WATERPROOFING AND STABILIZATION
FOR RIGH-STAKES LISTINGS.
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www.akmewaterproofing.com * 404-232-5680
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R.S. Andrews

AIR CONDITIONING * HEATING * PLUMBING  ELECTRICAL

CrossCountry Mortgage
Story After Story, We Deliver Smiles!

Your Trusted Partner for RESIDENTIAL & PRIVATE LENDING

Quick Home Repairs. — g ilinturi ) * Nyl ot
Why Choose Us? "
* Fast, reliable HVAC, plumbing, and electrical services.ui"—- . f .
I C N — : — ,

» Perfect for pre-sale inspections or urgent repairs.

* Trusted by Atlanta realtors for over 50 years.
CROSSCOUNTRY MORTGAGE

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

Call RS Andrews Today — Your Partner in Home Services. 470-264-8128 ¢ rsandrews.com
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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

(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

More Than Insurance,
Protection You Can Trust.

AVALON
POINT

INSURANCE GROUP

Get Your Personalized Quote Today.

678-585-2345 | www.avalonpointins.com
Info@avalopointins.com
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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
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Because insurance s more bar

apolley, &s peace of mind,

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

USERY

INSITHANDE AGENCY

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) 405-401

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

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

Universal Roofing &
Construction

Pete Emrick

(770) 354-5038

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

LEADING THE WAY

“|] can't overstate my great experience
with Universal Roofing. Great customer
service and quality work at a reasonable

price. My highest recommendation.”

- Jodi B.
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Q)| UNIVERSAL

CALL FOR A
/770-685-0225

IN RESIDENTIAL AND
COMMERCIAL ROOFING

ESTIMATE

| I |
4\

info@buildinguniversal.com
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Meet
The

Team

REALTORS CARE
ABOUT CLOSINGS

...their contractor should too!

- . Scott Russell Dan John Bruce
Aaron Hutchison Ashley Streight Sophia Reynolds

Owner & Publisher Director of Operations Ad Strategist Trowbridge Bush Jourdan Bradley Stockdale

aaron.hutchison@n2co.com

WHY REALTORS LOVE US / S— How We Can Help
& FREE INSPECTIONS :
@ Priority Scheduling
O\/ Same-Day Quotes

@ No Pressure or Upselling ol

1
Shy Espinosa Alexandra Santos @ & Pay at Close, too!
Virtual Assistant Photographer

(»Z Basement Waterproofing
g Foundation Repair

@ Crawl Space Repair

(»Z Floor Stabilization

@ & Concrete Leveling, too!

ATLANTA Call Today to schedule
REAI- ESTATE BASEMENT SYSTEMS a free inspection!

Since 1987
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 “

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 RESPONSE TEAM Foundation & Crawl Space Repair 678-684-8064
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2.

You call the plays.
We’ll move the chains.

The Mortgage Partner
Atlanta Agents Trust to
Get Deals Closed.

» EXPERIENCED

* REAL-WORLD EXPERTISE
 BUILT FOR TODAY’S HOMEBUYERS

Tl

JOE TROVATO

ATLANTA MORTGAGE ADVISORS, LLC

Football season is about preparation,
teamwork, and attention to detail —

the same things that make a move
successful. From the first listing
appointment to move-in day, Hilldrup
brings the game plan, the right team,
and an award-winning experience
that your clients deserve.
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Contact Lisa Rhead to learn how Hilldrup
can support your clients’ next move.

0 una rasay

Vice President, ‘
// H 1 I Id gt A 704-272-3245 ?téingzs gé;ﬁllg oo 7]
Logistics - F ISa.Rnea llidrup.com 3
7 I ru p@ Workplace ci.‘ﬁ’p."l..ﬂ L

hilldrup.com

T A i

404-375-0779 | Joe@AtIMortgageAdvisors.com | www.atlmortgageadvisors.com

.,

NMLS#: Personal 256911, Company 1863962401 | Macy Dr. Ste B. Roswell, GA 30075
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AREA MAMAGER
404-447-6633
jealdweli@fahw.com

“Collaboration you can count on,
relationships that last.”

myfahw.com

First American

Phone Orders: _..-!g * Home Warranty AREA MAMAGER

800-444-9030 770-595-1173

'SURPRISES = [l Bevondhe

* AND EARN PEACE -~ | Closing

OF MIND A Lz’fetﬁ’ze
L e Wl O Securily. 8

“l know :
that I can always A
depend on both
Professionalism and
; knowledge. ! have used
their services for over :
15 years.” I

Shelia Marshall,

Re/Max Pure : , e
g E—
— eI e — GARY MILLER JR
et ; .:% e il o Agency Owner
Request an appointment or schedule - N 678.835.7862
an inspection today! - #| goosehead.com
- gary.miller@goosehead.com

ALL ATLANTA e i
AB‘IERISPEC" _ We only align ourselves with AM Best A Rated and Better Insurance Carriers.

o Have your clients give Gary a call today to discuss their options!
770-734-0232 I—
INFO@ALLATLANTAINSPECT.COM e ol 6105 Atlanta Highway, SuiteCFlowery Branch, (€7:N
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| ganek

the golden team

YOUR TRUSTED SOURCE FOR
REAL ESTATE CLOSINGS

Carter
Tilashalski Golden

ACCESSIBLE EXPERIENCED ATTORNEYS

| 404.939.9919 GanekPC.com ~1 | GoldenTeam@GanekPC.com

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

BY ELIZABETH MCCABE
PHOTOS BY ALLIE SANTOS

For 22 years, Holli Clem
proudly embraced one title
above all others: stay-at-
home mom. She was raising
two children, volunteering
whenever she could,
supporting her husband’s
career, and making every
new house feel like home
after each corporate
relocation. Then one day,
everything changed. “l was
a stay-athome mom,” Holli
says with a laugh, “but
there were no kids left at
home.” Both children had
launched successfully to their
next stage of life, and for
the first time in more than
two decades, Holli was
wondering what came next.

Real estate seemed like a practical way
to contribute toward retirement. She
figured she’d help a few families each
year, earn a little extra income, and
enjoy keeping connected with people.
Instead, she discovered a profession
that perfectly matched every experience
life had already given her. Long before
earning her real estate license in 2016,
Holli had been preparing for this career
without realizing it.

After graduating from college, she
explored several professions, including
teaching and the financial services
industry. Starting in a company’s
mailroom, she steadily worked her way
into management, eventually earning
both her Series 7 and Series 24 securities
licenses. She ultimately supervised sales
professionals who handled financial
investment products. She also earned

a paralegal degree, giving her an eye

for contracts and details that continues
to serve her clients today. But perhaps
the greatest preparation came outside
of any classroom or office. Her family
relocated six different times, from
Michigan to Tennessee to North Carolina
and eventually to Georgia.

Today, Holli is one of North Georgia’s
most respected real estate professionals.
She has helped more than 375 families
buy and sell homes, surpassed $265
million in career sales, and typically
closes around $30-35 million annually,
with a personal goal of reaching $40
million again before retirement.
Ironically, none of that was ever part of
the plan.

“I was the buyer. I was the seller. I was
the person relocating,” Holli says. “I
understand what families are feeling
because I've lived it.” Looking back, she
believes every chapter of her life was
preparing her for the work she does
today. As she says, “God prepared me,
before I even knew why or how.”

Family Has Always Come First

Holli and her husband, Mike, have

been married since they were college
sweethearts. When Mike’s career required
relocating the family from Michigan to
Nashville, their oldest child was just a year
old. They knew almost no one.

“It was our first big move as a young
family,” she recalls.

That move became the beginning of
more than two decades devoted almost
entirely to raising their daughter,
Jordyn, and son, Hunter. While Mike
focused on providing for the family,
Holli focused on everything else. She
jokingly calls herself “the ultimate

“| understand what
families are feeling
because I've lived it.
God prepared me,
before I even knew
why or how.”

Greater Atlanta Real Producers - 13



volunteer.” Between school activities,
community involvement, tennis teams,
and raising two children, there wasn’t
much time left for anything else.

Her husband frequently teased that one
day she might get a job that actually paid.
Neither of them imagined what that job
would eventually become. Around the
same time Holli earned her real estate
license, another unexpected chapter
started. Her parents, now 88 and 82,
moved into the family’s home. Nearly ten
years later, they still live together.

Today that circle has grown even
larger with the arrival of her first
granddaughter. “Now, I'm officially a
proud ‘Lolli,”” she says with a smile.

With her son’s September 2026 wedding
also on the calendar, this season of life
feels especially full.

A Fierce Protector

Ask Holli what separates her from
other agents, and she talks about
protecting people. Her background

in finance helps clients understand

the financial side of a transaction.

Her paralegal training allows her to
confidently navigate contracts. Years of
relocating have given her sensitivity to
families facing major life changes.

Simply put, she genuinely cares about
her clients. Whether she’s helping

a first-time homebuyer, a growing
family, someone downsizing, or a client
purchasing a multimillion-dollar estate,
Holli approaches every transaction with
the same level of care and commitment.
That compassion? It makes a difference.

“I give advice as if you’re my own family
member,” she says. “You get to make your
own decisions, but I want to look out for
you like you're someone close to me.”

Whether it’s recommending contractors,
estate sale companies, or landscapers,
Holli has spent years building
relationships with professionals
throughout the community.

“You become a community resource,”
she explains. “Long after the transaction

closes, people still call.” Sometimes those

14 - September 2026

calls have nothing to do with real estate.

She wouldn’t have it any other way.

“I'm able to focus on the contracts and
negotiations because I know my team

is behind the scenes, making sure every
client receives exceptional, white-glove
service,” Holli says. “They thoughtfully
manage the client experience while

I focus on the fine print. That level of
support is rare, and I know how blessed
Iam to have it. Our clients feel the
difference, and so do the agents on the
other side of our transactions; many of
them take the time to share how much
they appreciate our team and the way
we work together. I'm surrounded by an
incredible group of women, and I never
take that for granted.”

Holli specializes in Lake Lanier and
North Georgia, a market she believes
requires a unique level of expertise.
Selling lakefront property entails
considerations many traditional home
sales simply don’t, from docks and
shoreline regulations to understanding
what makes one waterfront property
different from another.

“I always tell people buying on the

lake is its own world,” she says. “Hire
someone who knows it well. I'd love
that to be me, but either way, don’t do it
without a real lake expert.”

For Holli, it comes down to protecting
people who are making one of the

M

biggest decisions of their lives. That
service-first instinct is also why the
business keeps growing. As she puts
it, “I have been fortunate, and I have
never had to chase success. When you
lead with your clients’ best interests,
success has a way of finding you.”

Setting Goals
These days, Holli still sets ambitious
goals for herself.

“Ineed a target,” she says. “If you’re
not aiming for something, you’re
aiming for nothing.”

As their family continues to grow,

the future is beginning to look a

little different. There will be more
family gatherings, more time with
grandchildren, more travel, and more
opportunities to enjoy the beautiful
Lake Lanier lifestyle they’ve worked
so hard to build.

After decades spent caring for
children, parents, clients, and now
grandchildren, Holli knows exactly
why she continues to work as hard as
she does.

“It’s all about family,” she says.

And for the hundreds of families who
have trusted her through one of life’s
biggest decisions, that commitment has
made all the difference. #

;‘ ’
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“I need

a target.

If you're not
aiming for
something,
you're aiming
for nothing.”




MEDIA
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TOP-
PRODUCING
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~_finishes across every project we touch
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Precision Drywall and Painting
for Projects That Demand More 1§

_ Creating smooth walls, sharp lines, and lasting Bk 7 L‘_- e

WHERE/TOP/AGENTS
_GET, REWARDED
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Agents Rock is our
rewards program
built to help you
reach your business
goals. Grow your
pipeline and get the
tools, support, and
benefits that help
you win!

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

“The kind of homes your
clients say yes to.”
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AGENT ON FIRE
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BY ELIZABETH MCCABE ® PHOTOS BY ALLIE SANTOS
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Finding
Purpose,
One Home
at a Time

At the time, he had already built an
impressive career. Originally from
Jackson, Mississippi, Hubert earned a
degree in Communications from Jackson
State University after studying journalism
before spending a decade in television as
a news reporter and anchor. Always eager
to continue learning, he later earned

a master’s degree in Communications
from Johns Hopkins University before
transitioning into public relations, serving
as press secretary for the Human Rights
Campaign in Washington, D.C. He later
worked in marketing communications for
Teach for America.

On paper, everything looked successful.
Inside, however, something was
missing. “I realized I was good at
journalism and marketing,” Hubert says,
“put I didn’t truly love it.” Instead of
jumping into another career,
he intentionally slowed
down. It was a wise move to
reexamine his life’s direction
before leaping into another
career. For three years, he
took the time to evaluate
every part of his life. The
answer arrived in a way that
he didn’t expect.

The Closing That

Changed Everything

In 2016, Hubert purchased
his first home. Like many
first-time buyers, he expected
to leave the closing feeling
excited. Instead, he walked
away surprised by another
emotion entirely.

“I was thrilled,” he
remembers. “Then I felt
very sad.” Why? Nothing
had gone wrong. He simply
didn’t want the experience
to end. “I simply wanted to
keep looking at houses,” he
laughs. “I love houses.”

Around that same time, a
close friend who worked

in real estate offered a suggestion:
“You know you’re doing all this soul-
searching,” the friend said. “Have you
ever thought about real estate?” “That’s
not me,” he thought. “I don’t like sales.”
Still, he enrolled in real estate school,
expecting to hate every minute of it.
Instead, the unforeseen occurred. “The
teacher started teaching,” Hubert recalls,
“and I fell in love with it.”

“1 REALLY DO
LOVE PEOPLE. IF
YOU DON’'T VALUE
PEOPLE, YOU
WON'T DO WELL
IN REAL ESTATE.”

N

T o o v o

T P Bl e

It wasn’t selling which fascinated him. It
was actually the law. Real estate education
introduced him to property rights, legal
descriptions, contracts, title work, and the
history of land ownership. The more he
studied, the more fascinated he became.

“As a Black man from the South,” Hubert
explains, “studying old property records
also involved confronting difficult

parts of our nation’s history.” Historic
deeds reminded him that in previous
generations, enslaved people had been
treated as property and listed alongside
the land itself. Learning how property
law has evolved over time gave him

an even heightened appreciation for
the importance of ownership, legal
protections, and helping others build
wealth through real estate. What began
as curiosity rapidly became a calling.

People Before Property
Hubert believes his greatest
strength is relating to
people. “I really do love
people,” he says. That
outward focus shapes
every part of his business.

; Real estate, he believes,
isn’t fundamentally

about houses. It’s about
relationships. “If you don’t
value people,” he says, “you
<[ won’t do well in real estate.”

His advice to newer agents is

refreshingly simple: “Clients

smell commission breath

a mile away.” That’s why

Hubert focuses on earning

trust one relationship at

a time. “Do right by one

person,” he says, “and

they’ll refer you to a million

different people.” Over the

, years, that approach has

created lasting relationships
with clients. “I've had

some clients do eight or

ten transactions with me,”

Hubert says. “I don’t take any

of it for granted.”

Greater Atlanta Real Producers - 19



A Career Built on Faith

For Hubert, real estate has provided
something he never expected: the
flexibility to be present when his family
needed him most. In 2022, his mother
passed away after spending the last

five years of her life battling dementia.
Throughout countless hospital visits,
Hubert continued serving his clients,
often writing contracts from her
hospital room. Looking back, he realizes
many careers would not have allowed
him to remain by her side during those
precious final years.

“I'was very blessed and thankful,” he
says. That perspective keeps shaping the
way he approaches both his business
and his life. His clients come from
every imaginable background. One

day he may be helping a single mother
purchase her very first home. The next,
he may be representing a professional
athlete or marketing a property with a
fascinating history, including one home
that had previously been owned by
filmmaker Tyler Perry.

Outside of work, Hubert enjoys
exceptional restaurants, cheering on
Jackson State football and its marching
band, “The Sonic Boom of the South,”
where he played trombone and was one
of the drum majors of the band. He also
enjoys lounging with episodes of Law &
Order: SVU.

Looking back, Hubert believes every
step of his life prepared him for the
career he was meant to find.

What’s next? Hubert has even given
some thought to becoming a real
estate attorney, which would require
additional education through law
school. Whether he decides is yet to
be determined.

Regardless, real estate became the

answer to Hubert’s prayers, giving him a

reinvigorated sense of purpose, passion,
and the opportunity to make a genuine
difference in the lives of others. ®

Mold Remediation
Water Restoration Services
Sewage Cleanup
Reconstruction Services
Fire Damage Restoration

DELIVERING EXCELLENCE
FOR YOUR CLIENTS.

ﬁﬁ 3 Lions

3‘&% Restoration

SAY GOODBYE
TO MOLD, AND

Hello to

Get Your
FREE 770.400.0221 | 3Lions911.com | 760 Old Roswell Rd. 107, Roswell

4 0 [/
Consultation! Licensed & Insured ¢ 24/7 Emergency Services

G

CURRIE ROSE

Your story,
styled to sell

66 Karla and her team are amazing.

4

INTERIORS

"

RESA 2024

She listened to the needs of my

clients, and treated their home like
it was her own. Currie Rose has
the vision to create a warm and
inviting space that buyers are

sure to love. -Jessica ,,

ﬁ;&mnd

Home Solutions

We'do\more

Custom-designed for your space & style R k4 # i : than closets!
(_ Smart layouts that maximize storage | { - dﬁ‘ | ' e e Scan to see all

( Built-in drawers, shelves & hanging space

g ' - . . "
(  Premium finishes and hardware b [ e
(_ Free professional design consultation B e . — o

Start your project with a free, = : =Ry
no-obligation quote! 770-312-0121 | AllAroundHomeSolutions.com
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CRABAPPLE CREATIVES /Nl  PARTNER WITH US

LESS HOUSE - MORE HOME

nnol:I“G Trusted by Realtors In Atlanta & Across Georgia

Luxury Home Staging
and Interior Design.
Serving Atlanta
and beyond.

Book Your Consultation Today!

/70-733-3624

Info@crabapplecreatives.com

Follow Us!
@CrabappleCreatives

JNPPLE CRE 7 e
L

] RACGAN HOLT

Owner + Lead Creative

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 g
% ek ke

/\ Accurate Roof Inspections Faster Closings
@ﬁ No surprises at closing. We address & fix roofing concerns

S Fast, honest valuations. before they break or stall deals.
\ Happy Clients = Referrals .@J. 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

404.795.4498 | HomePhotoSource.com

TAILORED PHOTOGRAPHY | 4K VIDEOS | VIRTUAL TOURS | FLOOR PLANS | BRANDING Al o\ Ready to close deals faster? Start earning referral

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

th LH Lending

BY ELIZABETH MCCABE
PHOTOS BY ALLIE SANTOS

Deciphering the Financial Matrix

If you could peek inside
Lauren Hale’s brain
after work, you wouldn’t
find reality television
or endless social media
scrolling. You'd find
Tetris. Or Sudoku.

“I love puzzles,”

Lauren laughs. “In my
downtime, all I do is
play Tetris or Sudoku.
They calm me.” Most
people look at a puzzle
and think, “That looks
complicated.” Lauren
looks at one and thinks,
“Let’s figure it out.”

She embraces every obstacle.
Every mortgage file is
another puzzle to be solved.
Some are straightforward.
Others require persistence
and someone willing

to keep searching after
everyone else has quit.

That’s where Lauren thrives.
As Owner and Senior Loan
Officer of LH Lending LLC,
she’s built her reputation on
helping clients navigate what

often feels like a financial
maze. She finds solutions
where others see roadblocks,
turning complicated

lending scenarios into
successful closings.

From Teacher to
Problem Solver
Originally from Jacksonville,
Florida, Lauren moved

to Georgia for college,

met her husband, and
never left. Long before

she entered the mortgage
industry, she spent 10 years
in education, teaching
economics and serving as

a school administrator.

Even then, her favorite part of
the job wasn’t grading papers.
It was solving problem:s.

“If a child was struggling

in my class, I knew there
was a way to either teach
differently or pivot to find a
solution,” says Lauren.

Helping people overcome
obstacles became second

nature. By 2020, however,
Lauren knew she needed

a new challenge. Like

I ask a lot of questions,
and in return, those puzzle
pieces align to help find

many people during the
pandemic, she found herself
reevaluating her career.
During a conversation with
a respected local builder,

he pointed out something
she had never considered:
The community desperately
needed another trusted local
mortgage professional.

“I didn’t even know what

a loan originator did,”
Lauren admits with a laugh.
After plenty of late-night
research and discovering
that a lot went into loan
origination, Lauren earned
her license and immersed
herself in the business. For
four years, she intentionally
learned every corner of

the industry, studying
compliance, underwriting
guidelines, operations, and
every moving part behind a
successful transaction.

“If I was going to be part

of the chaos,” she jokes, “I
wanted to run the circus.”

In November 2024, she
launched LH Lending LLC.
What began as a small
brokerage has quickly grown
into a thriving company
with five loan officers and
two dedicated support
professionals. Even in
today’s challenging mortgage
market, the brokerage
continues to increase its
production year after year.

Building a Team She Can
Count On

When Lauren opened LH
Lending, she envisioned

a small brokerage where

she could simply do what
she loved: pave the way for
real estate ownership or
assist people. She figured it
would be her and one other

person, and honestly, she was
perfectly happy with that. Life,
however, had other plans.

As business grew, so did the
team. Today, LH Lending
includes five loan officers
and two dedicated support
professionals who work
together to keep every
transaction moving smoothly.
An internal processor,
licensed support staff,

and additional processing
assistance help ensure clients
receive the same level of
communication and care
from application to closing.

“A year ago, I was
drowning,” Lauren admits.
“I wasn’t meeting deadlines
because I didn’t have the
support I needed.”

Now, she lights up when
talking about the people
around her. Building the
right team hasn’t just
allowed the company

to grow; it has allowed

the client experience to
improve. “Clients who’ve
worked with us before have
noticed the difference,” she
says. “They’ve told me how
smoothly everything ran
and how much they enjoyed
working with our team.”

The Mortgage Detective
Lauren jokes that part of her
job involves becoming an
“FBI investigator.” She isn’t
far off. If another lender says
a loan can’t be done, Lauren
doesn’t immediately accept
the answer. Instead, she
starts asking questions.

Were the right assets
considered? Is there another
loan product available?
Would a different lender
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interpret the guidelines
differently? As a wholesale
mortgage broker partnered
with more than 20 lenders,
Lauren has access to financing
options for borrowers, that
even many loan officers,
never realize exist.

What’s her secret? Lauren
treats every loan like a
high-stakes investigation,
going to bat for borrowers
where other lenders throw
in the towel. She knows
there is a home for almost
every buyer, even if it takes
finding a diamond in the
rough. “I take it personally
if I can’t get somebody
approved,” Lauren says.
“Anybody can handle a 740
credit score with a down
payment. But what about the
person with a 620 who just
needs the right questions
asked? I don’t take no for
an answer,” she says. “I ask
a lot of questions, and in
return, those puzzle pieces
align to help find solutions.”

Communication Counts
Lauren believes
communication shouldn’t
stop with the buyer.
Whenever one of her clients
goes under contract, she
personally calls the listing
agent. One simple question
has become her trademark:
“Are your sellers purchasing
another home?” It seems
small, but the answer can
change everything.

“I've had agents tell

me no lender has ever
asked them that question
before,” she says.

That proactive
communication has helped
LH Lending become a
preferred lender for
multiple real estate groups
throughout coastal Georgia.
Lauren also believes buyers
already have enough on
their plates. Between
inspections, moving trucks,
utility transfers, and endless
paperwork, the mortgage

process shouldn’t create
unnecessary stress.

If her team can locate
documents, coordinate
with title companies, or
gather information without
asking the client to do more
work, they will. “I only ask
borrowers for things we
truly can’t get ourselves,”
she explains.

The Teacher Never Left
Although Lauren changed
careers, one thing never
changed. She’s still a

teacher. Only now she’s
teaching families instead
of students. Just as she
once translated economics
into lessons teenagers
could understand, she
now explains mortgage
guidelines, financing
options, and underwriting
requirements in language
buyers can actually follow.

“I don’t promise the process
will always be easy,” Lauren
says. “But I do promise

to simplify it as much as
possible.” Her clients are
incredibly loyal. More

than 80 percent of eligible
refinance clients over the
past five years have returned
to work with Lauren again.

No Off Switch

Lauren’s work ethic doesn’t
disappear when she leaves
the office. She’s also a
professional bodybuilder.
Training before sunrise,
balancing nutrition, running
a growing company,

and raising two active

boys with her husband

of fifteen years requires
remarkable discipline.

“Ireally don’t have an

off switch,” she admits

with a laugh. “Even in my
downtime, being on the go is
normal. My out-of-office time
is usually found in the gym,
on a golf course, or doing
something for fun.”

She also enjoys golfing,
although she’ll be the first

CONTACT
uUs!

Contact Her Today:

to joke that her handicap
hasn’t improved. “I tell my
husband I get to see more of
the golf course than he does,”
she laughs. That same drive
fuels every part of her life,
whether she’s preparing for
a competition, helping a real
estate agent save a difficult
transaction, or searching for
a lending solution.

She’s motivated by knowing
people walk away feeling
supported and confident

in the experience they
received. While mortgages
are the service her team
provides, she believes
relationships are the true
business they’re in.

“I've never been
transactional; 'm
relationship-forward,”

she says. “I don’t build my
business one loan at a time.
I build it one relationship at
a time. My goal has never
been to simply get someone
to the closing table. It’s for
them to walk away feeling
the process was smooth,
proactive, efficient, and that
they were genuinely cared
for. I want to be the lender
they call first for every
future purchase, refinance,
investment property, or
question along the way.”

For Lauren, every mortgage
begins as a puzzle. The
greatest reward is watching
every piece fall perfectly
into place for the families
she serves. ¥

(912) 977-1551 | Ihlend.com/lauren-hale
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AGENT ON FIRE 1

PHOTOS BY VISUALLY SOLD H u

had Hull has built a career on returned to Wisconsin, Chad had a

relationships, not transactions. choice to make.

Long before he became a
successful real estate agent, he learned
the value of hard work on a Wisconsin
farm, where mornings started early
and everyone was expected to pull their
weight. Today, those same lessons guide
the way he serves clients throughout the
Atlanta market.

———

Growing up just outside Madison,
Wisconsin, Chad experienced a
childhood filled with chores, baseball,
fishing trips, and plenty of fresh air.
“Farm life teaches you accountability
at a young age,” he says. “When people
are depending on you, you learn that
showing up isn’t optional. It says
something about your character.”

That mindset would become the
foundation for everything that followed.
After college, Chad landed what he
considers his first real career, working
in marketing and promotions for the
PGA TOUR. The job allowed him to travel
to tournaments across the country and
even play some legendary golf courses
after events wrapped up.

“I have a lifetime of stories from that
experience, and it remains one of the
most memorable years of my life,”
he says. It also became one of the
most important years of his personal
life because it was when he met the
woman who would become his wife.
When her contract ended and she
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“I followed the girl,” he says with a
smile. “Nearly 30 years later, I'd say that
worked out pretty well.” That decision
led him into a 16-year career in national
sales, where he developed leadership
skills, learned the art of negotiation,
and discovered that people, more than
products, were what he enjoyed most.

Ironically, real estate wasn’t part of the
original plan. After relocating to Atlanta
for another career opportunity that didn’t
work out, Chad found himself doing
personal training, another longtime
passion. One of his clients happened to
lead a successful real estate team and
asked if he would consider working part
time as an inside sales agent.

“I jokingly tell people I was ‘tricked’ into
real estate,” he says. It didn’t take long
before something clicked. “After making
enough calls and setting appointments for
other agents, I thought, T'd rather be the
one going on these appointments.” That
realization opened the door to a career
that perfectly matched his personality.

“I've always been a people person,” Chad
says. “I enjoy sitting across the table from
someone, asking questions, understanding
what they’re trying to accomplish, and
helping them solve a problem.”

Photo sibmitted by Chad Hull
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Today, Chad serves clients with The
Agency, a brokerage he says feels more
like family than a workplace. “It’s
difficult to put into words how fortunate
I feel to be part of The Agency,” he says.
While he appreciates the company’s
technology, marketing support, and
collaborative environment, it’s the
people who make the biggest difference.

“We spend an enormous amount of our
lives working, so being surrounded by
people you respect, enjoy, and genuinely
care about matters.” Ask Chad what
defines him, and the answer isn’t
production numbers or awards.

“Gratitude is probably the word that best
describes it,” he says. His faith, family, and
relationships shape both his personal life
and his business philosophy. He believes
nearly every good thing in life comes
through other people, and one of his long-
standing prayers reflects that belief.

“Lord, continue to place people in my
life whom I can positively influence
and who can positively influence me.”
That perspective influences how Chad
approaches every client relationship.

“For most people, buying or selling

a home represents one of the largest
financial decisions they will ever make,”
he says. “That responsibility is never
something I take lightly.”

e

“Photo submitted by Chad Hull

While many professionals focus on
market statistics, Chad is most energized
by the stories behind every move.

“Every client has a different story,” he
says. “Ilove learning who they are,

what they value, what they’re trying to
accomplish, and why they’re considering
a move. My ‘why’ has always been
centered around helping as many people
as I can successfully navigate what

can be one of the biggest financial and
emotional decisions of their lives.”

Outside of work, Chad stays active
through fitness, a passion that dates
back decades. Many people are
surprised to learn he once competed in
amateur bodybuilding, an experience
he says taught him discipline and
consistency. “Having a goal is important,
but a goal by itself doesn’t accomplish
much,” he says. “You have to break

it into manageable steps, develop a
process, and consistently execute those
steps over time.”

Golf also remains a favorite pastime,
especially when it involves spending
time with family or participating in
charity tournaments. Family remains
at the center of everything Chad does.
He and his wife have been together
for nearly 30 years and are the proud
parents of three daughters, including
identical twins.

“We’ve always been a very close
family,” he says. “At the end

of the day, family is really at

the core of everything we do.”
Perhaps no experience better
illustrates Chad’s approach than
one unforgettable client.

| want to be
known as
someone who
showed up for
people.”

Over two years, he helped a gentleman
named Mr. Wallace explore the idea of
downsizing from the horse and cattle
farm where he’d built a lifetime of
memories. There was never pressure,
only conversations and patience. After
Mr. Wallace unexpectedly passed away,
his family trusted Chad to sell the
beloved property.

The farm quickly found the right
buyers, a family whose daughter
needed acreage for her horses.
Even more meaningful, Mr.
Wallace’s family donated some
of his handcrafted furniture
to the new owners and his
1 taxidermy collection to a local
[ environmental preserve,
/.[" creating a lasting tribute.
-4
“That transaction reminded me
that real estate is rarely just
about property,” Chad says. “A
home can represent decades
of someone’s life, their
family, their memories, their
traditions, and their legacy.”

For Chad, that story
perfectly captures why
he loves what he does.
“I'm certainly proud of
what I've accomplished
[ ! professionally,” he says,
“put I hope the production
numbers are never the most
' Wit interesting thing about me.”
|

1]
|
‘ ' ‘
Ll [
| lI Instead, he hopes People
remember something much
simpler. “I want to be known
as someone who showed
up for people... Homes will be
bought and sold, markets will
change, awards will come and go,
but the way you treat people and
the relationships you build can last
a lifetime.” ¥
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Your clients are ready for the low-maintenance
lifestyle they've earned. Introduce them to
Quick Move-In luxury ranch homes, available
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with move-in before year's end.

They move in sooner, and you earn commission
and bonuses for every home you close with the
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Schedule an appointment today!

EpconAtlantaQMIHomes.com
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Pay-at-close and financing

Most lenders stop at the pre-approval. We start options available

Avalon
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by building your business. Our advanced Same day reports

marketing engine educates your buyers to get

them off the fence, while our personalized care

ensures they never stop raving about you.

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.
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to lend or extend credit. All loans are subject to credit
approval. Baril Home Lending, LLC
www.nmlsconsumeraccess.org: NMLS #2661343.

chtured: Ryan Baril, NMLS #1485335. 500 Oakleaf Way, 2 $ P ‘ ] ‘ ; 1 s I B l:é:l ROOFI NGOPS .co @ (770) 659'5696

Milton, GA 30004. 770-209-2773 or 407-474-7798. Equal
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