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Now more than ever, many Americans need additional options for home loan
financing. Non-QM products are a great way to get into a home when you don't
fit into the box of traditional government-backed loans. Whether you're self-
employed or not able to provide all the documentation needed for traditional
loans, we're here to help find a solution that fits your needs.

EXPANDED PRODUCT OFFERINGS FOR NON-QM BORROWERS

Bank Statement Programs | Asset Utilization | ITIN
Near Miss Credit | Investor Loans | Non-Warrantable Condos

504.292.3443

650 Poydras Street, Suite 2350
Mew Orleans, LA 70130
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& Driven by Service.
Close Quickly With Angel Oak Home Loans.
S\ HOME LOANS :

Top Producers Can Protect Borrowers
And Referrals With Non-QM!
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Work With Angel Oak Home Loans For Surety Of Loan Execution
Bank Statement /Jumbo / Investor Cash Flow / Full Doc Portfolio / Asset Qualifier

Richard LaNasa Heather Braiwick
President Licensed Branch Manager | NMLS 96999
C: 504.430.0028 | heather.braiwick@angeloakhomeloans.com
Randi Barrett Ryan Schimpf Jamie Seals
Licensed Mortgage Advisor | NMLS111677 Licensed Mortgage Advisor | NMLS 1867952 Licensed Mortgage Advisor, NMLS 1253920
C: 504.296.8454 C: 985.516.0951 C: 985.640.0244
randi.barrett@angeloakhomeloans.com ryan.schimpf@angeloakhomeloans.com jamie.seals@angeloakhomeloans.com

AngelOakHomeLoans.com/Branch/Covington

Angel Oak Home Loans LLC NMLS# 685842, For licensing information, go to: (www.nmlsconsumeraccess.org), Licensed in AL, AZ #0927070, Licensed by the

Department of Financial Protection and Innovation under the California Residential Mortgage Lending Act, CO, CT, DE, DC, FL, GA #32379, ID, IL, IN, IA, KS, KY, LA,

ME, MD, MI, MN, MS, NV, NH, Licensed by the N.J. Department of Banking and Insurance, NM, NC, OH, OK, OR, PA, Rhode Island Licensed Lender, SC, TN, TX, UT,
LENDER VA, WA dba AOHL LLC, WL. The information contained herein is for informational purposes only and is not a commitment to lend. The program, rates, terms, and
conditions are subject to change at any time without notice. All loans are subject to credit approval. Not all products and options are available in all states. 16564 East Brewster
Rd Suite 201, Covington LA 70433. HL_B018_0422
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loanDepot is the second largest nonbank retail mortgage lender in the United States, with the ability to lend in all 50 states.
Our company has grown to be a nationally recognized lender in part due to our highly skilled Loan Consultants, including

loanODepot

the ones at our branches who are local to the New Orleans, Northshore and Southshore areas.

Carol Cole
NMLS #89240 | Area Manager
(504) 377-6464

Christina Rusca
MMLS #1379614 | Sales Manager
(985) 264-7623

I
A

Chris Draper
WMLS #174701 | Loan Consultant
{504) 450-2000

Andrea West
NMLS #543208 | Branch Manager
(985) 788-8238

Patty Daigle
MMLS #657648 | Loan Consultant
(504) 251-7572

Shawn Rogers
NMLS #138838 | Loan Consultant
(504) 913-3468

Mare Gervais
NMLS #88835 | Sales Manager
(504) 307-6656

Carrie Lenton
MMLS #2148577 | Loan Consultant
(985} 789-0509

y.

Vivian Romero
MMLS #174087 | Loan Consultant
(504) 352-4919

The best way to truly get to know us is by calling us today.

We are ready to cater to your needs in the lending process, and we'd be
glad to provide more information on the many loan programs we offer!

3900 N. Causeway Blvd., Suite 1275

Metairie, LA 70002

@ Thiz Ieformation |5 nat intended bo be an kndication of k

panfepotcom, LLE RMLS [0 778457, Resideatial Mortgage Lending Licenze. (041372 6328293]
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34 Louis Prima, Suite A
Covington,LA70433
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Insurance Claim Experts
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Get your FREE inspection now
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MEET THE

NEW ORLEANS

REAL PRODUCERS TEAM

Your Key
to Closing

With True Title, you'll experience smooth transactions

in a welcoming and professional environment. We treat
Nick Najjar Dianne Collins Tiffany Nuccio Susan Harris

Investor Publisher Sales & Account Executive Assistant

each file as if it were our own, with accessible attorneys

focusing on accuracy, honesty and responsiveness.

TRUE TITLE ATTORNEYS

April Anne Layacan Katherine Fondren Suzy Delong Samantha Newman
Executive Assistant Content Coordinator Ad Manager Social Media Guru

We'd be honored
to help you navigate

the process of buying,

selling, or refinancing

Ken Tucker Dave Danielson Maggie Peterson Brian Ramsey ),rg wE P FDPEI‘t}-’,
Website Writer Writer Writer

i

Noel Marcantel Lacy Davillier Hunter Bankston Roux Knighten
Photographer Photographer Event Videographer Mascot

| S

e R

A
Conway Bellone

If you are interested in contributing or nominating REALTORS® for certain stories, please email us at tiffany.nuccio@realproducersmag.com

TRUE PETEFE Visit us at: truetitle.net
8 - July 2022



PREFERRED PARTNERS

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!

APPRAISER

Coastal Realty and
Appraisals, Inc

(504) 913-3725
CoastalAppr-NOLA.com

BANK/CREDIT UNION
OnPath Federal Credit
Union

Paul Catalano

(504) 276-3320
BeOnPath.org/Mortgages

CLOSING GIFTS
Cutting Edge Gift
Eric Chandler

(336) 437-2102
CuttingEdgeGift.com

COACHING
Impact Coaching
Deidra Carr Jones
(504) 717-6706

COACHING/CONSULTING
Melissa Willis Coaching and
Consulting

Melissa Willis

(504) 339-9834

CREDIT REPAIR
Honore Credit
Melika Honore
(844) 967-3724
HonoreCredit.com

HEALTH INSURANCE
Tommy Mattern

(985) 788-8154
Facebook.com/tmattern1/

HOME INSPECTION
Axelrad & Associates
Home Inspection
(504) 799-9401
AxelradHome.com

10 - July 2022

Down South Home
Inspection, LLC
David Timberlake
(225) 316-7398

HDMK Inspection Services
-NOLA

Aldo Russo

(504) 300-8992
HDMK.net/Jefferson

House Call

Bill Harris

(504) 496-1505
HouseCallUSA.net

House Call

Ed Rowley

(504) 388-3870
HouseCallUSA.net

Louisiana Realty
Inspections, LLC
Michael Claus

(225) 287-4980
LARInspections.com

Michael Turner Home
Inspections, LLC

Mike Turner

(504) 382-2410
TurnerHomelnspections.com

HOME WARRANTY
ARW Home

Debbie Alexander
(318) 230-1286
arwhome.com

Home Warranty of America
Lydia Hodges

(985) 869-6111
HWAHomeWarranty.com

Old Republic
Home Protection
Webb Wartelle
(225) 241-2088
ORHP.com

INSPECTIONS

HDMK Inspection Services
-NOLA

Aldo Russo

(504) 300-8992
HDMK.net/Jefferson

INSURANCE
Chabert Insurance -
The Ehrhardt Agency
(504) 326-6526

JUNK REMOVAL

Junk King New Orleans
& Northshore

Miller Gunn

(504) 457-7800

MOLD TESTING &
REMEDIATION

Louisiana IAQ

Todd & Stephanie Lavalla
(504) 636-6700
LouisianalAQ.com

MORTGAGE

Angel Oak Home Loans
(504) 319-9186
AngelOakHomelLoans.com

Eustis Mortgage

Kim Gemperli

(504) 565-5223
EustisMortgage.com/
Kimberly-Gemperli/

InterLinc Mortgage Services
Alex Shafirovich

(504) 292-3443
www.LendNOLA.com

InterLinc Mortgage Services
Alex Shafirovich

(504) 292-3443
www.LendNOLA.com

Jordan Gerard
Mortgage Team
Jordan Gerard
(337) 501-0155

NOLA Lending Group,

A Division of Fidelity Bank
(985) 612-2132
NOLALending.com

Standard Mortgage
Corporation

(504) 569-3695
StanMor.com

MORTGAGE / LENDER
loanDepot

Carol Cole

(504) 377-6464
loandepot.com/branches

Reliant Mortgage
Josh Highnote

(504) 407-4884
ReliantApproval.com

PEST CONTROL
House Call

Bill Harris

(504) 496-1505
HouseCallUSA.net

House Call

Ed Rowley

(504) 388-3870
HouseCallUSA.net

PHOTOGRAPHER

Noel Marcantel
Photography

Noel Marcantel

(504) 323-9317
www.NoelMarcantel.com

PHOTOGRAPHY
Davillier Photography &
Graphics

Lacy Davillier

(504) 821-2666
davillierbranding.com

PLUMBING

Pipes R Us Plumbing
Danny Griffin

(504) 866-2730
PipesRUsPlumbingLA.com

PRESSURE & SOFT
WASHING

Geaux Wash Dat
Philip Brisset

(504) 453-3336
GeauxWashDat
Softwash.com

PROMOTIONAL
PRODUCTS
XPromo Xpertz LLC
Diane Carson

(636) 458-5241
GoPromoXpertz.com

REAL ESTATE EDUCATION
/ INVESTING

Northshore Real Estate
Investors Association
Courtney Fricke

(985) 259-2858

REAL ESTATE VIDEO
& PHOTOGRAPHY
ecko360 Estates
(985) 662-3600
ecko360estates.com

REALTOR

Women’s Council of Realtors
- New Orleans Chapter
Nicole Larcombe

(800) 285-2955
www.WCR.org/
network-sites/louisiana/
new-orleans-metropolitan/

REALTOR ORGANIZATIONS
WCR St Tammany Network
Reneé Ponds

(504) 237-7736
wcr.org/network-sites/
louisiana/st-tammany/

Women’s Council of Realtors
- New Orleans Chapter
Nicole Larcombe

(800) 285-2955
www.WCR.org/
network-sites/louisiana/
new-orleans-metropolitan/

REALTOR/REAL
ESTATE/CONSULTANT
WCR St Tammany Network
Reneé Ponds

(504) 237-7736
wcr.org/network-sites/
louisiana/st-tammany/

ROOFING

Allied Xteriors
(225) 223-4010
TheRoofGeek.com

Roof Repair Squad
Dennis Saybe

(866) 540-0944
RoofRepairSquad.com

TAX PROFESSIONAL/C.P.A.
Norton Accounting

Services LLC

Bob Norton

(985) 690-4498

TITLE COMPANY
Delta Title Corporation
(504) 885-9222
DeltaTitleCorp.com

Fleur De Lis Title
Jeff LeSaicherre
(985) 277-5550
fdtitle.com

Four Points Title, LLC
Vance Ott

(504) 454-1744
FourPointsTitle.com

Homestead Title
(504) 581-6427
HomesteadTitleCorp.com

True Title
(504) 368-1118
www.TrueTitle.net

Vintage Title
(504) 367-7700
VintageTitle504.com

TRANSACTION
COORDINATOR

Executive Lady

(504) 669-4703
www.theexecutivelady.com

UTILITY CONCIERGE
Utility Boss

Tyler Chapman

(985) 981-3252
UtilityBoss.net

VIDEO PLUMBING
INSPECTIONS

Clear Choice Video
Inspections & Hydro Jetting
Scott Marino

(504) 296-3052
ClearChoiceNOLA.com

WATERPROOFING
Allied Xteriors
(225) 223-4010
TheRoofGeek.com

Volker Waterproofing, LLC
Nicholas J. Volker

(504) 382-6945
VolkerWaterproofing.com

Choose Your

ARW fioue

Home Warranty

Industry Leading Coverage
From the Kitchen to the Curb™

o &

REALTOR®
Contractor  Concierge Service Guarantee  Sewer Coverage

Scan to enroll today:

B3

Debbie Alexander

Territory Manager
318-230-1286
dalexander@arwhome.com

Inspection Water and

Call or visit 1-877-ARW-AGNT
arwhome.com/realestate

New Orleans Real Producers - 11



Schedule your CE class today at 1-800-905-1558.

504.866.2730 - rusplumbingla.com ¢ i @pipesrusplumbinginc vpusoss
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HOMESTEAD TITLE

RESIDENTIAL & COMMERCIAL REAL ESTATE CLOSINGS

504-581-6427

gannine Talazac| Tara Waldron *Daye Hilbert

WOMEN-OWNED

RESIDENTIAL CLOSINGS + COMMERCIAL CLOSINGS - 1031 EXCHANGE - TITLE INSURANCE - OFF-SITE CLOSINGS - ATTORNEYS ON STAFF

12 - July 2022
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I’'m sure you’ve heard of people showcased in the media, or
even someone that you’ve known personally — successful,
talented, and intelligent people — who've seemed to “have
it all,” then start doing incredibly stupid things and lose it all.
We see it happen time and time again, shaking our heads

in collective disapproval and musing to ourselves, “What on
earth were they thinking?”

The thing to be aware of? It’s a slippery slope and can
happen to you, too. It happens to normal, everyday people
all the time ... there’s just not always media involved to
document the implosion.

So, you don’t have to be rich and/or famous to fall victim

(I use this term loosely because it’s directly a result of
everyone’s own doing) to this trend. Even if things seem to
be going well in your life, at any moment, you could be on the
way to a fall.

Why do people so often sabotage their professional and
personal lives, and what are the warning signs? We’ll be
discussing exactly that at September’s Mastermind St. Louis
event, where we’ll be delving into Greg Salciccioli’'s book
The Enemies of Excellence. Interested? Please register at
www.mastermindstlouisevents.eventbrite.com to join us for
our (always free) upcoming event.

But for now, in this article, we’ll give you a small taste of
some of Salciccioli’s insights that can affect anyone, and that
people will encounter again and again in their lives. Do you
see yourself or someone you know mirrored in any of these?
Can you see yourself successfully avoiding them forever?
Unfortunately, that’s just not realistic, so the important thing is
to learn the antidote to each of these enemies.

Enemy 1. Egotism

People succumbing to this enemy

generally think they have all of the

answers. As people become more
successful, their self-cen-
teredness about their accom-
plishments tends to increase.

As aresult, they ignore the contri-

butions and abilities of others and

often grow into micromanagers.

Enemy 2: Life Mismanagement
Egotism and its close pal, micro-
management, leads to life mis-
management, which is ultimately
a lack of balance. Effective leaders
balance the emotional, spiritual,
relational, and physical aspects

of their lives, and are keen to
correct when these things get out
of alignment. But for a microman-
ager unwilling to delegate and
convinced that everything rests on
their shoulders, they start work-
ing too many hours, ignore their
loved ones, and stop managing

their lives effectively.

Enemy 3: Bad Habits

Life mismanagement leads to
an adoption of bad habits, such
as eating poorly, not exercising,
and not taking time to rest or
recharge. This is often justified
simply as “not having the time,”
but it’s important to realize that
our bad habits and not taking
time for self-care also have a
significant impact on the spiri-
tual, emotional, relational, and
physical aspects of our lives, and

feed this cycle.

Enemy 4: Indulgence

When you work so hard, you find
it easy to rationalize that you
deserve certain things — and these
certain things (food, alcohol,
drugs, compulsive shopping,

etc.) are often very destructive.
People succumbing to the first

three enemies can easily become
indulgent (and overly indulgent),
believing that they’ve earned the
right to a little bad behavior.

Enemy 5: Broken Relationships
When we lose sight of the most
important things in life - friends
and family - broken relation-
ships come into play. Too often
people become so fixated on
their business, and so busy with
their “deserved” indulgences,
that they stop paying attention

to their relationships.

Enemy 6: Isolation

If the first enemy is egotism,

the sixth enemy is egotism in
overdrive — when people really,
truly believe their way is the
only way and stop accepting
input from any others. People
need to have a support network
of peers, coaches, mentors, or
confidants who’ll point out if and
when things are going awry - but
those in isolation burn bridges

and refuse such help.

Enemy 7: Self-Sabotage

This is when knowing what
you're doing is wrong, you con-
tinue on. Eventually, the private
misbehaving slips out into the
public arena, and the house of

cards collapses.

So, what can you do to counter-
act each of these enemies as they
rear their ugly heads, to prevent
sliding down the slippery slope?
Join us on September 20 to find
out. RSVP here:
www.mastermindstlouisevents.
eventbrite.com.

Cheers,

Coach Brian
(Friend of Real Producers!)

New Orleans Real Producers - 13
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985-662-3600 ecko3b0estates.com

THE GOLD STANDARD
PHOTO - VIDEO - VIRTUAL TOURS
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Best of Houzz
Service

CONTENT IS KING

| wneen  FREE Lifetime Home Binder with Every Inspection!

(. Yo A\ Axelrad & Associates

*Combined 41 Years in the Industry H O M E | N 8 PE C T O N S

*Top-Reviewed
*Multiple Inspectors per Inspection Schedule an Inspection' 504_799_9401
axelradhome.com

License # 10822

REVITALIZE MELISSA WILLIS

YOUR
HOME
TODAY!

<j
504-453-3336 Our Extensive List of
D Services Include:

* ROOF CLEANING ¢ PRESSURE WASHING ¢ SOFT WASHING
e DECKS e FENCES « POOL WALKWAYS ¢ DRIVEWAYS
* SIDEWALKS e DEGREASING « WINDOWS ¢ AND MUCH MORE!

Coacking ind Consulting
e SO-Minute B tainslovming Session

Cill o2 Jext ts
Schedule
An A/z/wo‘/dmem‘ AE
504.339.9834 U =N

Take Advantage of the Benefits of Soft Washing! Soft washing is the alternative to pressure : ﬂ
washing. We use water-based biodegradable chemicals. They emulsify dirt and grime, break -

down insect nests and webs, and kill mold, mildew, algae, and bacteria. All while sanitizing

Melissa’s goal is to help you build your business, build better
relationships, and get more referrals. You can achieve your
goals AND maintain a balanced life. I'd love to have a free

30-minute brainstorming session with you.

the surface we are cleaning. Soft washing uses one-third the water of pressure washing, lasts

four to six times longer, and doesn't erode the surface like pressure washing often can.
UNLIKE MANY OF OUR COMPETITORS,
WE ARE FULLY LICENSED AND INSURED.

COACH, CONSULTANT, SPEAKER.
f CHECK US OUT ON FACEBOOK ¢ GEAUXWASHDATSOFTWASH.COM

BUILD RELATIONSHIPS TO BUILD BETTER BUSINESS.
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Realizing [heir Vision

P» rising star

Written by Dave Danielson
Photos by Noel Marcantel of Noel Marcantel Photography

IFE IS AN ONGOING JOURNEY. ALONG
THE WAY, THERE ARE GOALS THAT COME
INTO VIEW AND MILESTONES THAT
NEED TO BE MET. THE ROLE YOU PLAY WITH
YOUR CLIENTS IS VITAL ... ASSISTING THEM IN
ACHIEVING THEIR IDEA OF SUCCESS.

That’s an area where Jansen Petagna excels, too.

As a REALTOR® with French Quarter Realty, Jansen
is driven by the mission to realize his clients’ vision.

“l want my clients to know that I'm someone who
truly cares. I’'m not trying to sell you a house. |
want people to be genuinely happy with their
experience,” Jansen says.

“At every closing, I’'m reminded that this is a really
big deal. It's more than brick and mortar. It's being
able to be there for people and helping them
envision where they are going to be spending the
next chapters in their lives.”

GRIDIRON GREATNESS

Jansen earned his real estate license in July 2019.
Before that, he enjoyed a successful career in the
world of football, including working for four years as
director of football operations at Columbia University,

followed by three years as director of recruiting at

Army (United States Military Academy) at West Point.

“I have been very lucky to have had a great start in my
career. As I got started, football really helped to pre-

pare me for my future in real estate,” Jansen says.

“In football, you have to be extremely detailed, make

sacrifices and work long hours. Going from football

to real estate, I didn’t realize how transferable things would be

between the two career fields as they are.”

REACHING A CROSSROADS
While Jansen has maintained a strong focus on excelling profes-

sionally through time, he also has his priorities squarely in place.

“As I was working in football, we had started our family, and my
son was 2 years old. With all of the obligations I had, I wasn’t
getting to see my son very much. When you work in football, it’s

all that exists. You’re inside that bubble,” Jansen says.

“I was 30 years old. I was following a childhood dream of foot-
ball. But, at the end of the day, I realized I'd rather be known as

New Orleans Real Producers - 17



a great father rather than just a great football person.
I’d rather be a hall of fame dad than a football guy. I felt
something inside of me that said I needed to do some-
thing different. “

CHOOSING A PATH FORWARD
Around that time, Jansen had a pivotal conversation that
helped him move forward while he faced that crossroads

in life.

“My aunt, Gayle Sisk, is in real estate. She said she
thought I would do well in real estate, too,” he remem-
bers. “I liked that it would be all on me, whether I was
successful or unsuccessful. Also, there was no ceiling as
far as the success you could have, and I like being able to

make my own schedule.”

As Jansen began his adventure in the business, he

worked part-time in real estate.

“At the time, I sort of had one foot in and one foot out of

football,” he says.

“Then, in December 2019, I spoke with my Broker who
told me that I needed to go all-in. I did that, and that’s

when I really started to see my personal business expand.”

18 - July 2022

DYNAMIC DRIVE

The drive Jansen has for his work is easy to see. As a true
people person, Jansen has developed many strong rela-
tionships that have come out of his work as a REALTOR®.

“I’ve reconnected with so many people from my past
who were acquaintances and now are friends. It gives
you a chance to get to know people intimately, even if
it’s only for a short time,” Jansen points out. “I really
enjoy being trusted as someone who is going to walk
them through that process. In turn, it naturally grows

into something that becomes a close bond.”

LIFE’S HIGHLIGHTS
Away from work, Jansen cherishes time with his

5-year-old son, Pete.

“Pete comes with me quite a bit, and has been on more

than 100 showings,” Jansen smiles.

In his free time, Jansen is a big fan of athletics. As part
of that, he’s a strong supporter of New Orleans sports
teams, including the Saints and Pelicans. He also plays

tennis with a group of high school friends.
His love of New Orleans is very strong.

As he says, “I was away from the city for a time when
I was working in football. Being away for that chunk of
time made me appreciate even more all of the wonderful

things that make New Orleans rich and unique.”

MADE FOR THIS
As he looks to the future, Jansen moves forward with
optimism and a drive to reach out proactively to make a

lasting impact in the lives of others.

“I want people to be at peace and be happy. I want to

be a genuine, authentic person who cares. Those are
values I try to instill in my son. Being a genuine person
who cares and works hard,” Jansen emphasizes. “I want
to make life better for people. I like pouring into them.

I had no idea how naturally fitting a position like this
could be for me. I feel very fortunate that I landed in

this profession.”

So are the people who Jansen helps every day.

We help agents get more repeat and referral business through
top of mind awareness with our simple client
gifting and appreciation system.

CALL 336.437.2102
NOW for $200 in FREE GIFTS!
Included with your order.

Must mention this ad.

Eric Chandler
Pounder/CEO
. W556%57:2102 -
linoEdoeG ' CUTTING EDGE GIFTS

STHATEGIC GIFTING & CONCIERGE SERVICE

Asbestos

o MOLD CLEARANCE CERTIFICATE

PROUDLY SERVING NEW ORLEANS, BATON ROUGE AND THE NORTHSHORE

504.636.6700 e LouisianalAQ.com

Testing
Inspections
Remediation

".i

f {H.i]' REPUBLIC HOME PROTECTION
"oy “_r‘i-r}u-b' f r"r.'-fz;-:l.ﬂ-u:;;

Unexpected repair costs can

devastate a new homeowner's budget.

Ensure all your clients get a home warranty!
Purchase the warranty before or after the sale.

Contact me for information today!

Webb Wartelle
Senior Account Executive
800.282.7131 Ext. 1285
C:225.241.2088
WebbW@orhp.com
my.orhp.comiwvebbwartelle
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Photos by Noel Marcantel o
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Davillier

Photo by Bradley King with Second Line Photography

Finding New Possibilities

hotos represent a moment in time. Whether
those images are of you, your business, your
properties, or other aspects of your life, they
also represent the energy you bring into your
life and what you pursue along the way.

That’s the power that is reflected in the work done by Lacy
Davillier and her team at Davillier Photography & Graphics.

“Content is king, and it will always be king. That’s not
going anywhere; people are consuming more content
today than they ever did before. And what we help
people do, in addition to having great pictures, is that we
have a strategy to go with those pictures,” Lacy says.

“We plan how you’re going to use them, and then we take
the pictures. And therefore you always have the shot that
you need to meet your strategy.”

Loving What She Does

The love Lacy has for her work comes through loud and
clear. Today, she does a lot of work with strategy. One of
the greatest joys of her professional career is the oppor-

tunity to work with her sister, Kari.

“She joined me in 2010. I begged and begged her to move
home to help me, and she did,” Lacy says with a smile. “I

love being able to be with her all the time.”

Finding the Breakthrough Moments
Breakthroughs with her clients are also very rewarding

for Lacy.

“I love when a person says something like, ‘I don’t
photograph well, I can’t take good pictures, or I hate all
the pictures of myself.’ I love seeing the look on their
face when they find a picture they really like. 'm a firm
believer that everyone has an angle, everyone has a
way that you can photograph them that is going to look

great,” she emphasizes.

“Photography is about building rapport. It’s about incor-
porating lighting, both literally and figuratively. You draw
with light on the paper, but the light of your personality

is what is brought out.”
Through life, Lacy has honed her artistic side.

“I have always been an artist. I've always loved art in all forms.
I've done everything from ballet, to classical piano, to the visual

arts. I also always loved photography,” she remembers.

“The first gift that I ever asked anybody for was when I asked
my mom for a Polaroid camera back in the 1990s. She said no
because she knew how much the film cost. But my godmother
ignored her and bought it anyway. So, I was always the person

with the camera at parties. I never thought of it as a career.”

Finding Her Path
As she grew, Lacy completed her high school career and

moved on to New York University.

“That was my dream school. I started off in journalism. One year
later, Hurricane Katrina hit. So, I called my mother and said I
don’t care about journalism at all. I want to major in art, I want to

paint. She supported me in that endeavor,” she remembers.
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“So, I started my art program. They actually made us take
black and white film photography; it was a required course. I
fell in love with photography in the darkroom, the time when I
developed that film, because there is nothing like a blank piece

of paper and seeing it turn into a photograph.”

After she graduated from NYU, it was the height of this coun-

try’s recession.

“At that time, there were no jobs in New York to be had. So, I
wound up deciding to go home — I missed my family anyway,

along with New Orleans,” she says.

For about two months, Lacy worked diligently at finding her
next role.

“The problem that everyone is having with me was that I

was overqualified school-wise, but didn’t have enough work
experience. So, I really felt as though I was being penalized
and punished for making the decision to go to college,” she
remembers. “For a really long time, I had wanted to own a
business. I'’ve never been a person who enjoyed having author-
itative figures over me. In the midst of that, I decided that I
could either keep pounding the pavement for something that

I wouldn’t really care about, or I could just get out there and
start my own thing. So, that’s what I did.”
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Davillier Photography & Graphics was

born in Lacy’s living room.

Team Spirit

Teamwork is at the heart of the
difference at Davillier Photography
& Graphics.

“I love the camaraderie that we have

together,” Lacy says.

Lacy and Caroline Smith are the two
main photographers. Joining them
on the team are Lacy’s sister, Kari
Baltimore, who is master editor, plus
photographer, Malik Williams, and

administrator, Rachel Dudko.

Lacy’s family members are also essen-
tial to her success in business and life

... including her husband, Luke O’Neal,
III, her mother, Faith Berthey, and her
father, Cyril Davillier.

Lacy and Luke treasure time spent with their children

— Cammeryn and Chayse.

“They supported me in opening a business when I was
23! Instead of steering me in a normal direction, they
let me find my own way,” Lacy says with a smile. “My
mom works with our clients now, and my husband is
constantly jumping in wherever he can - including as
the involuntary CFO.”

In her free time, Lacy enjoys traveling, cooking, and
wine tasting. She also has a passion for Broadway
plays. Plus, she is involved with a wide range of com-

munity organizations to strengthen her community.

When you’re looking for a partner who has the vision
and capability to help you picture — and capture — the
possibilities, look to Davillier Photography & Graphics.

Contact
DAVILLIER PHOTOGRAPHY & GRAPHICS

Today!

Email: info@davillier.com
Social Media: @dpgbranding

Women's Council We are a network of successful REALTORS®,
REALT % advancing women as business leaders in the
St Tammany

#LeadersMadeHere

industry and in the communities, we serve.

Join Today at WCR.org

We SELL In...
EDUCATION * LEADERSHIP * NETWORKING * REFERRALS

Super Hero Theme
| Jufy ﬂh 2022 1:30am - figopm

Ben Nihart
Northshore Mortgage
Partners

Women's Council of Realtors®
2022 St Tammany Board Members

Jessica Hadley
Geaux Title

Charmagne Simon
Bayou Title

e

Reneé Ponds  Jennifer Hayes Carla Kelly Shonte Thompson StarRooney  Simone Faciane
Presiderit President-Elece  1st Vice President  Treasurer Event Director Membership Director
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Get connected with New Orleans
Real Producers and join our online
community! We love sharing your
stories, catching up, and helping you get
connected with the best in the industry!
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Mew Orleans Real Producers updated their wel)
address.
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be sure to add, like, and/or follow us to
keep up to date with the latest details and
information with our elite group!

...DOING SUPER HERO THINGS e e

Direct: (985) 545-6501 ® Cell: (337) 501-0155 ® jordang@lhmfinancial.com

| |
LHM Financial Corporation, NMLS # 148530. 985-545-6500. 1340 Poydras St Suite #1460 New Orleans , neworleansrealproducers

LA. Information is subject to change without notice. Any financing shown is for comparison only. Some
products and services may not be available in all states. This is not an offer for extension of credit or
x> a commitment to lend. All loans are subject to credit and underwriting approval. Licensed by the
LHM Frowes o B Louisiana Office of Financial Institutions.
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DY partner spotlight

Written by Dave Danielson
Photos by Noel Marcantel of Noel Marcantel Photography

COURTNEY

AND NORTHSHORE REIA

Each transaction is unique ... with its own door
that needs to be opened to move forward.

N EW But when the challenges are unique and the
door won’t unlock, what do you do?
DOO RS If you're like a growing number of

professionals, you call Courtney Fricke.

MAKING AN IMPACT
As head of the Real Estate Investors Association (REIA),
Courtney has a passion for digging in, solving the issue and

unlocking that door.

“People bring me in to teach at a brokerage or to help out on a
deal. Usually, when I get called, something has gone wrong. My

skillset is being a dealmaker,” she says.

“The way I buy properties and structure deals makes me a
creative dealmaker in the city, which is why people come to me.
When there is something like a title issue they can’t find or the

owners are fighting, or maybe it’s too many problems at one time,

that’s usually when my phone rings.”

THE THRILL OF THE HUNT
As Courtney says, her motivation to help a deal move forward is

not about the real estate itself.

“I don’t really care about the houses. I love the thrill of the hunt
and going out and finding the next deal. It’s like chess ... the thrill

of solving it,” she explains.

“There have been many times when REALTORS® have called me,
and there’s not a chance of making money on it, but I like to go
through the mental exercise of figuring it out. That one experi-
ence can help me tackle a deal somewhere down the road. I like

playing chess with real estate.”

26 - July 2022
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The idea is that
the rising tide
raises all boats.
My heart is
to help.

My goal is to be
collaborative.

EDUCATION AND CREATIVITY
Courtney educates on the power of invest-

ing ... having rental incomes and passive

incomes. Her specialty is in the deal-mak-

ing and thinking outside the box.

“Usually people come to me because they
have a problem where they don’t know what
to do. So, I get a lot of referrals. I ask ques-
tions, and if they don’t need me, I have no
problem telling them if there is an easy solu-

tion they can take advantage of,” she says.

“I like to meet and talk with people. I ask
a lot of questions to figure out the solution
that is needed.”

RESPECTED RESOURCE

In addition to serving as a resource for

those in the industry, Courtney also shares

her expertise with the public during her

weekly radio show in New Orleans.

“After Katrina, the focus of the show has
been rebuilding. My co-host does legal

expert work on building science,” she says.

“It’s a two-hour live, call-in show each
Saturday. I’ve enjoyed doing it for the last

few years.”

A TRUE DEAL MAKER
When Courtney is introduced as part of the

process, she is referred as a dealmaker.

“The idea is that the rising tide raises all
boats. My heart is to help. My goal is to be

collaborative ... Agents are the front lines.

I want to be the ace in their back pocket,”

she says.

“I believe that we can all win, but I also
want to see our community improve. I'm
thankful for all of that. I am a go-getter and

really want to help the community.”

‘When you talk with Courtney it’s clear that
she is fully invested in unlocking doors for

others to help them move forward.

“I want to come alongside people and really

be their ally,” she smiles.
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Cash in on your home's equity R
with an OnPath FCU Home Equity Banking with
Line of Credit. BeOnPath.org | 504.733.7274

OnPath )»

o FEDERAL CREDIT UNION
/o 3131 N I-10 Service Rd E | Metairie, LA 70002
® APR!

12-Month Introductory Rate? APPLY ONLINE
Use your smart phone's
camera to scan the QR

. code to start your
Apply for a HELOC today and use your equity any way you want! application today.

> Renovate or repair your home.
J» Consolidate your high interest debt.

J* Prepare for your next financial need. ::;-:._ 2 we G” knOW The ]Oke GbOUT The reCﬂTor
Learn more at BeOnPath.org Bl o with the ancient headshot

1 Annual Percentage Rate. 2. Introductory rate applies for first 12 months from loan opening and then current market rate applies. Minimum initial draw amount
of $10,000 is required to quality for introductory rate. Other terms and conditions may apply, and membership eligibility applies. Offer subject to change without
notice. For more details, contact 504.733.7274 or 800.749.6193. Federally insured by the NCUA. NMLS# 401089.

don’'t be the punchline

HOME & COMMERCIAL
INSPECTION SERVICES

Proudly Serving the Northshore & Surrounding Region ]

i - 504 . 323 . 9317
ADDITIONAL SERVICES & FEATURES . - NOEL
> Pool Inspections . _,r-"{\ C. 2 pASLS AllTEs noelmarcantel.com

. * Roof Inspections
Movi rie) JeLLlf }',.%ﬁg#ﬁ?ﬁ’;ﬁﬁ%mm * Online Scheduling and Payments -

CUSTOM GRAPHIC DESIGN > Same Day Reports
- DIGITAL & PRINT » Repair Request Builder

beyond the SOCIAL MEDIA PRESENCE in All Reports
- GET NOTICED ONLINE » Supra eKey Access

PROMOTIONAL PRODUCTS
- OVER 30,000 ITEMS

SEEHOW THE XPERTZ CAN HELP YOU! | IRTETCRENYT S : gi
Call us today! 636'458'524] or visit mifhﬂ'-:lfﬁ"lﬁﬂlnsgectinnS-m'm

WWWW.GOPROMOXPERTZ.COM LARINSPECTIONS.COM 225.287.4980

28 . July 2022

-_— JL'_* “




o

Real Producers

ST. ANN'S WINE BAR

Thank you to all the great REALTORS® who came out to St.
Ann’s Wine Bar to celebrate our second quarterly social of 2022.
What a great turnout with over 95+ guests. We had so much fun
networking, being on the red carpet, eating, drinking, meeting
new people, and seeing old friends. A very special thanks to our
partners that helped us throw an amazing party. Without them,
we would not be able to do what we do!

Mark your calendar — the next event is July 7, 2022.

e

—— A
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Platinum: NOLA LENDING

Gold: Interlinc Mortgage

Silver: Angel Oak Home Loans

Bronze: House Call Northshore, Standard Mortgage, Eustis Mort-
gage, and Fleur De Lis Title

Copper: Chabert Insurance, WCR St. Tammany, Delta Title

30 - July 2022
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WE IMPROVE YOUR CREDIT

SO YOU CAN PURSUE YOUR DREAMS
CREDIT REPAIR, AUDIT, & MONITORING SERVICES

f‘q/ .

Take the First Steps to
Get Your Credit Repair

Start seeing results with your credit in
as little as 30 days if you act now!

844-967- 3724E
honorecredit.com

SLIDELL

1401 Gause Blvd.
Slidell, LA 70458
(985) 847-0570

METAIRIE

110 Veterans Blvd.
Suite 430

Metairie, LA 70005

THE RIGH" N REASONS (504) 828-2990

) - MANDEVILLE
L I- 3 _ 1 ! 2 Sanctuary Blvd.
¥ Suite 201

Mandeville, LA 70471
(985) 778-2807

NEW ORLEANS
701 Poydras Street
Suite 110

STACIE KERRY EMILY PAULE KASEY SARTIN ERIC WELLER New Orleans, LA 70139

METAIRIE METAIRIE NEW ORLEANS ST. TAMMANY (504) 569-3902
NMLS# 1716663 NMLS# 1035917 NMLS# 260580 NMLS# 1017645
skerry@stanmor.com epaule@stanmor.com ksartin@stanmor.com eweller@stanmor.com
(504) 828-2990 (504) 828-2990 (504) 569-3782 (985) 778-2807 #RaisingTheStandard

STANMOR.COM

Purchase & Refinance ¢ Primary Residence « Second Home or Investment Property NMLS#44912
Conventional Loans * FHA & VA Loans * Jumbo Loans ¢ RD Loans
Jefferson Parish Finance Authority & Louisiana Housing Corporation Assistance Programs @

LENDER
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While the nuts and bolts of every transaction are obviously

vital to closing success, clients really appreciate the
opportunity to work with a professional who is invested

emotionally in their success as well.
That’s one of the areas where Ariell Galle excels.

As a REALTOR®with Crescent City Living, Ariell enjoys the
bonds she builds with every family she helps.

“I lead with my heart first. 'm coming from a helping place ...

someone you can count on and rely on ... a friend,” Ariell explains.

“Sometimes you need someone you can call and talk to. And
I really enjoy being that for the people I work with.”

HEART

STRONG LOCAL ROOTS

Ariell brings strong local roots to her work with her
clients. She was born and raised in the area. After
high school (Go Roneagles), she went on to con-
tinue her education and earn her accounting degree
from Nicholls State.

Once her collegiate career was done, she started
her professional path in accounting ... eventually
leading to working on consulting projects involving

economic disaster and recovery.

She had also developed an interest in real

estate investing.

“I had a buddy in college who was learning about
wholesaling ... finding properties and then finding
an investor who is looking to buy and flip. That’s
how I got into it ... by learning about that strategy,”

she remembers.

“After that, I did one or two deals and got bored
eventually. From that aspect at the time, my
co-worker’s wife was a REALTOR® and he said,
‘Why don’t you get your license?’ So, I did it.”

GETTING HER START

It was March 2016 when Ariell earned her real
estate license. She began her journey in the busi-
ness while continuing her full-time work. Her first

deal came in December of that year.

As she remembers, “That deal involved a vacant lot.
I was proud of being able to get a good deal for my
client, who was so happy. And I knew that’s what I

wanted to do.”

In 2018, Ariell faced the all-too-familiar part of
corporate America ... she discovered that she would
be laid off.

“Despite that, I knew what my plan was going to be.
While others were nervous, I kept faith in myself
that I wanted to do it full-time, but I had gotten
accustomed to getting paid every two weeks,” she
acknowledges. “Then, in June 2018, I called Lisa

Heindel and joined her brokerage.”
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PASSION FOR HER WORK

The passion that Ariell has for her work is easy to see.

“When I work with buyers, I love the closing. That’s
the most favorable time when you get to the end. It
makes the whole process worth it with smiles and
tears. Most of my clients have been first-time home-
buyers or the first person in their families who have

owned a house,” Ariell says.

“When I work with sellers, I'm a huge fan of picture
day with photos of the listing. I'm very hands-on
with that. 'm not an interior designer but I know
how to present a house. Seeing the finished product
and photos of the property feels great. That is my
fun day.”

REWARDING CAREER
The signs of success have been plentiful through
time for Ariell. In fact, in 2021, she recorded $4.9

million in sales volume.

FAMILY HIGHLIGHTS
Life is made much richer for Ariell by family. She

treasures time with her husband, Travis.

“He is the love of my life. He is my number-one sup-
porter who encouraged me to do this full-time. Any
time I had the inkling of giving up, he said no, you've
come too far to give up,” she smiles. “He was a hell of

a provider for me. I attribute my success to him.”

Ariell also holds the lessons she learned from her
mother, Molly McKinney, and her father, Delmon

McKinney, close to her heart.

“My mom was a single mom, but she took care of
business. If we ever did struggle, I never saw it. Her
example has made me an independent person,” she
says. “A lot of my personality came from my dad.
He is very charismatic. Having his personality with

me has helped tremendously.”

Away from work, Ariell enjoys exploring local

restaurants and attending festivals.

As Ariell continues to build forward, she does so
with excitement for the team she is building with

Lisa Julien ... on the Juniper Ivy Group.

I LEAD WITH
MY HEART FIRST.

A FRIEND.

March 21st
March 24th

April 21st
May 3rd-6th
May 19th
June 16th
July

July 21st
August
August 25th

Sept 22/23
October
October 13th

Nov 9th
November
Dec 9th

Women S Coun

TORS

New Orleans Metropolitan

Virtual Realtor Appreciation Day

Lunch 1M:30-1:30- Lt. Governor Billy Nungesser -

NOLE on St. Charles Ave

Evening Fashion Show ( Fundraiser) Metro

D.C

Breakfast 9:30-11:30 speaker Craig Duronlet - Katies in Midcity
Lunch 11:30-1:30 Top Producer Panel- TBD

Lunch 11:30-1:30 Ralph on the Park Past President

YPN evening School supply drive Wrong Iron

CID collaboration

Evening 5:30-7:30 Strategic Partner appreciation

TBD (CASK) near Canal Street

Evening Fall Fundraiser (Basin) (Music related possible theme)
Breast Cancer Walk

Lunch 11:30-1:30 Elections Business Resource lunch
(commercial speaker)

NAR Conference (Orlando)

Community Outreach ( NAMI)

Lunch M:30-1:30 Installation Christmas event

(Metairie Country Club)

€3 @WomensCouncilofRealtorsNewOrleans | @ @WomensCouncil
wer.org | (504) 885-3200 | www.wcr.org/chapter-sites/louisiana/new-orleans-metropolitan




DY REALTOR® education

Submitted by Bill Harris, Housecall Home Inspection

24/7 Marketing

Selling Ourselves
in the Modern World

We live in a world where our senses
are constantly bombarded by someone
or some company’s attempt at market-
ing. We cannot walk down the street
without seeing storefronts screaming
at us; we cannot drive across town
without being accosted by billboards;
we cannot watch our favorite show
without seeing “product placement”;
we cannot even check our social media
accounts without ads showing up,
popping up, or coming right into our
stream. Marketing is ubiquitous in our
modern world. But really, what is mar-

keting, and why is it everywhere?

One definition of marketing in
Merriam-Webster is “the process or
technique of promoting, selling, and
distributing a product or service” to
the consumer. This basic definition has
defined marketing throughout the ages;

HOME INSPECTION
TERMITE & PEST CONTROL
VIDEO PIPE INSPECTION
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Home Inspection =

it’s the way that it has always been
done. We can imagine the street vendor
in ancient times hawking his fish as

the freshest in the seven kingdoms, the
smithy in King Arthur’s realm shout-
ing that his special blend of polish will
make your suit of armor the shiniest in
the court, or the storefront owner in
colonial times promising that his magi-
cal elixir will keep away demons in the
night and freshen your breath! It seems
that for as long as people have been
selling and trading their wares, there
has been someone involved in market-

ing, and it continues to this day.

It can be argued that to be successful in
today’s crowded marketplace, the hon-
est business owner must be involved in
an entirely different type of marketing.
Traditionally, marketing was thought of

as simply advertising your product, in

Our Team’s #1 Goal is our Customers’ Complete Satisfaction

the hopes that everyone would want to
make a purchase. However, to be truly
successful, to develop a business that
we are proud to call our own, we must
be able to transcend the street vendor
attitude and become our marketing. We
must become the living embodiment

of our marketing; the sum of all our
efforts. Everything we do and every-
thing we present to the world is our
marketing. The product that we offer,
the level of service that we provide, and
the life that we live are all incorporated
into our marketing. The things that
others notice about us, what we do and

how we do it — that is marketing.

We all have an opportunity to present
ourselves, through our marketing, to our
potential clients. The choice we must
malke in our (business) lives is one of

integrity. Do we choose to push onto our

)L

NEEDA IIl)lNSPEIB'I'IIIN REPORT FAST?

We provide instant results with on-site reporting!

Left to right: Bill & Ed

clients something that they don’t need
or something that is not our best effort,
simply to make the sale? Or, do we
design our company, design our career,
design our life to be the best that it can
be? Do we wish to create something
transcendent; something that people
would want to be associated with if they
knew the truth about our intentions?
Will we stoop to negative marketing

— manipulative networking, yelling,
screaming, and spamming our way to

success? Or, do we want to do some-

thing that has lasting impact, weaving a

Are you interested in real
estate investing or do you
want to serve your
investor clients better?

LANorthshoreREIA.com
Facebook.com/northshorereia

Join our regional groups on Facebook to
share any investor specific deals you
have or to engage with the investor

communities throughout the state:

LANorthshoreREIA.com/louisiana-investors

story, building a group, or developing a
product that has meaning and can facili-

tate a positive change in someone’s life?

In our modern world, everyone has
access to social media, and everyone is
their own network, broadcasting their
observations to all who will listen.
Whether by our own hand or by the
people that we encounter in your daily
life, everything we do is being broad-
cast for all the world to see. So, regard-
less of our intentions, we are always

marketing ourselves, our values, and

Northshore Real Estate Investors Association (REIA) is our region’s leading investor meet
up. Since 2018, we have reached thousands of investors and real estate professionals in our
area through in person and online events that focus on actionable education and
networking without the sales pitch. \We want to keep it simple yet effective. Education +
Instruction + Business Relationships = Results. The resources we provide and meetings are
free and open to the public. Follow us online to stay in the loop for info on our next event or

webinars! We welcome new and experienced investors as well as real estate professionals.

our business. Awareness of and control
over this fact can be the most influen-
tial thing that we can do to help ensure

the success of our efforts.

‘We must take control of our business,
our life, and our future success. We

must be our marketing.

Licensed Home Inspector LA #10206,
MS #0485

House Call North Shore / TheHomeln-
spectorsNetwork.org

LOUISIANA AND MISSISSIPPI

Real Estate Clnsmgs

nluidlntlnl Cnmmﬂrnial- REQ/ Relo

DELTA TITLE CORP.
Cwia_:t twfadcy.’
504-885-9229

info@deltatitlecorp.com

: ol B = = . % WWW.DELTATITLECORP.COM
BATON ROUGE - KENNER « MANDEVILLE : METAIRIE - SLIDELL - UPTOWN - WESTBANK
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SPECIALIZING IN HISTORICAL
( Nortfm Accounting
NAS servies 12 RESTORATION & PRESERVATION OF THIS

Submitted by

CITY'S MOST TIME-HONORED STRUCTURES L RS © 7 el Wikoms New rtears

The Real Estate
Tax Pro”

Real Estate Specific CPA

Specializing in Taxes
for Realtors and
Real Estate Investors

Litigation support, consulting, planning and project design, building envelope
analysis, forensic moisture intrusion detection, graffiti removal and exterior

Co m p I ete Ta X an d cleaning services, tuckpointing,

Bookkeeping Support wtca o st | | M KFR KELLER WILLIAMS NEW ORLEANS
L}

air barriers, caulking and wet glazing

application, specialty coatings, '_':'-_-:-";l'l
eller Williams New Orleans continued its now 14-year
Ktradition of giving back to the New Orleans community.

1375 Lindberg Dr, Suite A, Slidell, LA 70458 Conservare Dampcourse Injection. WATERPROOFIN

985-690-4498 | info@nortonaccountingservices.com
www.NortonAccountingServices.com (504) 382-6945 (@ @VolkerWP € @VolkerWP

urethane and epoxy grout injection,
This year’s beneficiary was Noble Minds Institute, a charter

school uptown. “I was so moved listening to the school’s CEO and
Founder share how they are supporting their students by investing

positively in their lives,” said Jeanne Howe with KW New Orleans.

“RED Day has touched so many lives, not just in New Orleans,
but around the world. What an incredible legacy KW Associates

FiNSrrreRERdREE

are leaving on this earth!” said KW New Orleans Team Leader

WHETHER YOU'RE BUYING OR BUILDING A NEW Cody Caudill.

HOME, SELLING THE HOME YOU'RE IN, OR
PURCHASING AN INVESTMENT PROPERTY, LET :
HDME INSPECTION SERVICES GIVE YOU THE PEACE
OF MIND YOU DESERVE TO MAKE THE RIGHT
CHOICE FOR YOUR FAMILY'S FUTURE.

TION ) PES /

HOME INSPEC

eff i/
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It's more

j%wv -~ headshot.

"| saw Davillier Photography's work with some other
industry professionals and knew that | NEEDED THEM to
take my professional branding photography. From our
first meeting, they were professional and had the
know-how to create a whole new vibe for my brand. They
have a knack for making you feel

comfortable so that your
personality really shows in
your story. I'm so excited to
see my brand continue to
develop with Davillier!"
-Jamie Magee

WANNA KNOW MORE?

Visit www.davillierbranding.com
Call 504.821.2666
Email info@davillier.com
Follow us @dpgbranding

)

Four
Pomts

| Fok=Ez-L L C
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« Full Transaction Services
= Multiple Attorneys & Notaries
= Experienced Staff

Legal Services by Law Offi

(504) 454-1744

How Do We Partner With You?

Utility Boss is a white-glove service that assists your client with setting up their utilities
and home services with a single phone call. If you become a Utility Boss partner, you
will be able fo offer this service to all of your clients for FREE and there’s no catch. We
have special relationships with our service providers wherein they pay us to bring
them quailified customers. We are like a broker that simply shops for the best deals.

2 Easy Ways To Submit A Client Referral:
Option 1: Download our Mobile App on your phone
Download our Mobile App from iTunes or Google play store on your phone.

Option 2: Download our Desktop App on your computer
Download our Desktop App using your web browser on your computer.

« Commercial & Residential
= Anywhere in Louisiana
= Se habla espariol

vance@fourpointstitle.com

Setup your account by entering your contact info and agree to the terms.Then you're ready to go to send us your
client’s information. Through the app you can follow the status of your referrals and your rewards.

« Title Clearance Services
« Northshore, Scuthshore,
Eastbank, Westbank

s of Vance WO, LLC

www.fourpointstitle.com

How Does Utility Boss Work?

Research and

Submit Referral Preparation

Consultation

Service Activations

4 . mEEE
| S

Ih‘ill}llaﬂll Turner
Om.-me inspections

— Expert Consultations, Quality Results!

Don't take our word for it...just read our Google reviews.

Google  FIVESTAR
& W r '~ CUSTOMER RATING

Residential Builder and General Contractor, licensed
statewide for Electrical and Mechanical applications

(504) 382-2410 | turnerhomeinspection.com

ﬁ @MichaelJTurnerHomelnspections

Home Inspector LHI 10762 | Residential License #885905 | General Contractor License #58032
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ANTHONY GROSCH

FINDING T ANSWERS
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If there’s such a thing as a “typical” real estate transaction, it’s filled with A -
plenty of moving parts, challenges, and questions that need solutions. v
One of those who has a passion for putting it all together is Anthony Grosch. . 4
L3
As a REALTOR® with Latter & Blum, Anthony dedicates himself to finding the
answers for those he serves. r

“One of the parts that | love the most about what | do is searching for
properties for my clients,” Anthony says. .

“I like trying to find the right house for a first-time homebuyer or trying to find
the perfect investment deal for my investors. | thoroughly enjoy that part of

the search process.”
o0 0
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FINDING HIS WAY

Prior to beginning his journey in real estate, Anthony @wned a

coffee shop. In time, he sold the store and got married.

“That was 1999. Then in early 2000, I decided to get into the
business,” Anthony says. “At the time, interest rates were
8.5 percent. There were no cell phones and computers. I was

working off a pager.”

Through determination and hard work, Anthony gained trac-

tion and started building forward.

“There were a lot of cold calls, answering phones at the office,
and working open houses ... that’s what really helped me get

my business started,” Anthony remembers.

“Then, I was fortunate enough to work with some great ladies
who took me under their wing and showed me a lot of things
to do the right way and encouraged me to invest in buying

single-family homes.”

GAINING EXPERIENCE
Along with being an agent, Anthony started buying sin-

gle-family homes of his own as investment properties.

“That helped me be a better investment agent for my clients,”
he explains. “I knew what to look out for and what was a good

deal. I started working with a lot of investors.”

Through the past 22 years as a REALTOR®, Anthony has
reached many rewarding milestones. In fact, in 2007, he
recorded 96 closings. And, through his illustrious career,
Anthony has sold more than 1,000 homes.

FAMILY HIGHLIGHTS
Away from work, Anthony treasures time with his family,

including his wife and three daughters.

In his free time, Anthony likes to exercise and has enjoyed

owning racehorses.

“I’ve done that about five years,” he explains. “I'm in a partner-

ship on a couple of racehorses, which has been fun and exciting.”

When it comes to giving back, Anthony has enjoyed being part
of efforts to feed the homeless through New Orleans Missions.

LEADING BY EXAMPLE

When you talk with Anthony, you immediately see the sense
of loyalty, honesty, and integrity that powers the important
work that he does each day.
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PROTECTING YOUR BIGGEST ASSET.

MASTER ELITE INSTALLER.
15 YEAR UNLIMITED WINDSPEED & 25 YEAR WORKMANSHIP WARRANTY.

NEW & REPAIR | METAL | SHINGLE | SLATE | FLAT ROOFS | AND MORE

LOW SLOPE ROOFS WITHIN 4 - 6 WEEKS

Allied XMeriors

Roofing and Waterproofing Systems

985-966-5607

LICENSED AND INSURED
COMMERCIAL | RESIDENTIAL

www.TheRoofGeek
“What we do is all about helping people. I love helping the ; 5 " 3 -
clients find the right property for them and making sure they

are satisfied and nothing slips through the cracks,” he says.

“I like solving the problems that pop up without letting
everyone else know what’s happening behind the scenes. I

want to make it a smooth transaction for them.”

6 GWHAT WE DO
IS ALL ABOUT
HELPING PEOPLE.

Ll

(42 onss s RoOR THE ROOF GEEKS,
WE FIX LEAKS!™




JUNK® KIHG

WHY CHOOSE JUNK KING?

A JUNK FREE HOME
SELLS FASTER!

Real Estate Junk Removal Services
Wi IBE jUSE BDOUL Srytningd Dur onov = O raeesd, lally (oSN B inesired
You pick a dals and B wo-hour window, Junk King calis 15 menulas balom
arvnl, and we ke Giear e chaier. To make your e sven aasied, we ofler
marsy paryimisnd plans tof our busindiss, parines|
& House Claan Oul & Tenant Oebris Romoval
& Foreclosure Clean Tt @ Commercisl Property Clean Cul

W Estabe Clean Up

BOOK TODAY AT 888-888-JUNK OR JUNE-KING.COM

Being an appraiser is in
Lindsi's DNA as she grew
up in the business
watching her mother run a
successful appraisal
business for decades.

She has been an appraiser
herself for 20 years and is
also a top producing
broker and Realtor.

This allows her to serve
Realtors at a high level and
really understand their
needs. She loves working
with agents getting their
homes measured and
appraised prior to listing.

If you are looking for a
great appraiser to add your
team of services you offer
clients, give Lindsi and
Coastal Realty &
Appraisals a call!

Lindsi
Godfrey

504.913.3725
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Coastal Realty & Appraisals

OF RIVERRIDGE

CLOSING ON A HIGHNOTE!

JOSH HIGHNOTE

RELIANT MORTGAGE

RELATIONSHIPS NOT TRANSACTIONS

| foster relationships instead of just completing transactions. Focusing on your individual
clients allows me to assist them on their journey and meet their personal needs.

EXPERIENCE IS EVERYTHING

| approach each moment with the conscious knowledge that it will create a lasting

impression and aim to always convey integrity, respect, and expertise.

504-407-4884

joshhighnote.com

josh@reliantapproval.com
4114 Toulouse St. New Orleans,
LA. 70119

Company NMLS: 1075152 | Equal Housing Lender
Figure: 7 TAC Z80.200(b) "CONSUMERS WISHING TO FILE A COMPLAINT AGAINST A COMPANY OR A RESIDENTIAL MORTGAGE LOAN ORIGINATOR SHOULD
COMPLETE AND SEND A COMPLAINT FORM TO THE TEXAS DEPARTMENT OF SAVINGS AND MORTGAGE LENDING, 2601 NORTH LAMAR, SUITE 201, AUSTIN,
TEXAS 78705. COMPLAINT FORMS AND INSTRUCTIONS MAY BE OBTAINED FROM THE DEPARTMENT'S WEBSITE AT WWW.SML.TEXAS.GOV. A TOLL-FREE
CONSUMER HOTLINE IS AVAILABLE AT 1-877-276-5550. THE DEPARTMENT MAINTAINS A RECOVERY FUND TO MAKE PAYMENTS OF CERTAIN ACTUAL OUT OF
POCKET DAMAGES SUSTAINED BY BORROWERS CAUSED BY ACTS OF LICENSED RESIDENTIALMORTGAGE LOAN ORIGINATORS. A WRITTEN APPLICATION
FOR REIMBURSEMENT FROM THE RECOVERY FUND MUST BE FILED WITH AND INVESTIGATED BY THE DEPARTMENT PRIOR TO THE PAYMENT OF A CLAIM.
FOR MORE INFORMATION ABOUT THE RECOVERY FUND, PLEASE CONSULT THE DEPARTMENT'S WEBSITE AT WWW.SML.TEXAS.GOV.
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print me more! €4

Were you, your
broker or the
team featured
in an issue of
Real Producers?

Want a copy of
your article or full
magazines that you
were featured in?

REPRINTS!

What the heck is a reprint? A reprint is a four-page, mag-
azine-quality grade paper with your full article and photos
and you on the COVER of the publication.

WHY DO | NEED THOSE?

+ These reprints are a professional marketing tool that can
help brand you, your team and/ or your business.

+ Use on listing appointments

« Send out to friends and family

+ Sent to clients with your holiday greetings

+ Brokers, use as recruiting tools for capturing new talent

Use when farming your favorite neighborhood

WHAT IF | CHANGED COMPANIES OR NEED SOMETHING CORRECTED
ON MY ARTICLE?
No worries! We can make any changes needed. We send you

a proof, you approve and they are sent to you via FedEx.

WHO CAN BUY THESE?
The REALTOR® that was featured, the Broker or family.
Anyone that wants to promote you.

HOW DO | ORDER?

Email April Anne at April@RealProducersMag.com or
call (314) 329-8302.
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CREATING IMPACTFUL OUTCOMES

Think about the reason you do what you do. While answers naturally vary from person to
person a bit, chances are good that your purpose in this business is about those you serve.

Your early mornings and late nights make a real difference in the lives around you.

That’s the fuel that drives Cory and Mary Cheramie, as well.

Husband-and-Wife Team

As co-owners and REALTORS® with
RE/MAX Generations, Cory and Mary
are dedicated to creating impactful

outcomes for those around them.

Cory focuses on residential sales, while
Mary dedicates the majority of her
sales time to commercial work. She
also manages the brokerage and assists
their team of REALTORS®.

“This work is fulfilling. We have the
opportunity to make an impact in our
clients’ lives ... helping them to navigate

the home-buying process,” Cory explains.

“For us to make that positive impact is
very fulfilling. We are able to make that
impact while we make a living on our
own terms. It’s also about easing the way
for the agents in our office and helping

them to grow their business, as well.”

“On the commercial side, it’s very
rewarding when we have clients who
are buying commercial properties to
grow their businesses. That’s another
level of fulfillment we get from helping
them,” Mary says.

“We strive to always go above and
beyond to make sure our clients have
the best experience to make the best
decision. We strive for that. We aren’t
status quo. We care about the impact

and what happens to them.”

Finding Their Path in the Profession
Mary earned her real estate license

in 2011. Her grandparents, George

and Frances Pivach, had started in

the business during the 1950s. Mary’s
parents, Kevin and Diana Alfortish,
purchased the family brokerage in the
early 2000s. Cory became active in the
business himself when he earned his

own license in 2017.

“Mary and I met during college at LSU.
We graduated from there and then both
went into corporate America,” Cory
remembers. “I was working in the oil
and gas industry in Houston, and Mary
went to New York and worked with
Ernst & Young.”

In time, they were engaged, and Mary
moved to Houston to work at the same

company as Cory.

Eventually, both Cory and Mary grew

tired of climbing the corporate ladder.

“We had gotten married and were talking
about the long-term impact of our family.
‘We wanted to move back home close to

family in New Orleans,” Cory recalls.

“When we looked to move back, we took
the leap into real estate. We saved up

for it and joined the family brokerage

. in 2017 — Pivach Real Estate.

" We worked as agents for a
year. Then, in 2018, RE/MAX
approached us with a fran-

chising opportunity.”

A Growing Experience
The dynamic of teaming up
together has been a growing

experience for Cory and Mary.

?l “In the beginning, it was a struggle

j ... being a husband-and-wife team,

working 24/7. There were some
5 growing pains, but we have learned
. our strengths and capitalized on

that,” Mary says.

“We each have our strengths and
weaknesses. We have found a good
I way to use those to our client’s
! advantage. We still all work as a
family. My 88-year-old grand-
mother is in the office.”

Teamwork is a vital part of

their growing success story.
Today, Cory and Mary, along-
side Kevin and Diana, lead a

10-person brokerage.

Rewarding Life
“#  Family is at the heart of life
for them. They look forward
to time spent with their two children,

Bowen, 3, and Saylor, 3 months.
o0 0



We each have our strengths and weaknesses.
We have found a good way to use those to our client’s advantage.

In their free time, Cory and Mary enjoy
staying active. Cory has a passion for
outdoor sports, including hunting,
fishing, water sports, and time at the
beach. He also likes target shooting. In
fact, he has competed nationally. Cory
is on the board of directors of the Young

Leadership Council of New Orleans.

Mary also enjoys time at the beach,

as well as hanging with friends and
family. In addition, she serves as pres-
ident of the Belle Chasse Rotary Club.
It’s very important to give back to

the community.

Those who get to know Cory and Mary

appreciate their genuine nature.
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As they look to the future, Mary and
Cory take a positive approach forward
to make a strong difference for those

around them.

As Cory says, “We genuinely care

about them and want the best for them.

Commission and compensation are
never the priority. It’s always in the

best interests of our clients.

“We want our clients to say that Mary
and Cory went above and beyond what
we thought a REALTOR® would do.

That has been ingrained in us.”

Truly, day by day, Cory and Mary are
all about creating impactful outcomes

for those around them.

798 S Rampart St.
New Orleans, LA 70113

At Eustis Mortgage my team and | strive to
provide our clients with honest and excellent
service. Our industry expertise along with
local service and modern technologies allow
us to offer a purchase experience that is a step
above. If your clients are purchasing a first
home, need a larger home for that growing
family, or looking at investment properties we
are here to get the deal done. We can help you
navigate the lending process with ease and
get to the closing table stress-free.

Kimberly Gemperli (7 Eus )
Loan Officer V2019 - V)
COUNCIL

NMLS# 631955 L

(504) 319-3565 oy o

Kim@EustisMortgage.com @lf 2020 }’; g.:f 2021 }E
www.EustisMortgage.com L,&f»‘ hae g Y\ "L'H",,f,'a

NOT A COMMITMENT TO LEND, ALL BORROWERS ARE SUBJECT TO CREDIT APPROVAL. RATES AND TERMS MAY @

CHANGE AT ANYTIME WITHOUT NOTICE. NMLS# 70345



Down South

rloma [nspe

» Pre-Purchase Inspections
= Pre-Listing Inspections
« Mold Inspections
Mew Construction
Video Pipe Inspections
Maobile Home Inspections
* |ow Clearance Crawlspace
Inspections

Serving the Greater New Orleans, Baton Rouge and
surrounding areas!

VINTAGE TITLE
IS

YOUR KEY TO SUCCESS.

Founded by Ann Mandle Quin in 2000, Vintage Title is
a full-service title firm with a longstanding reputation for
excellence in residential and commercial real estate
transactions, as well as a range of legal matters.
Rest assured that Vintage Title will protect your intrests
and provide thoughtful and effective counsel for:

504-367-7700
VINTAGETITLES04.COM
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FREE CONSULTATION and first F
contract to closed transaction wit
mention of this ad.

Visit our website to schedul
FREE CONSULTATION.

WWW . THEEXECUTIVELADY.COM

FoLLow us (@) §3 [ eexe
@ CELL: 504-669-4703 Q oFFic
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Auto * Home * Flood * Commercial ¢ Life

At Chabert Insurance - The Ehrhardt Agency
we give your clients the best customer
service because we know how important they are.

CHABERT INSURANCE
THE EHRHARDT AGENCY

504-326-6526 | @ @protectedbychabert

UPCOMING EVENTS
I

New Orleans

IT IS TIME TO GET OUT AND GET CONNECTED!

The Mastermind Project, LIVE Edition
The Mastermind Project is a FREE shared learning event
connecting people and possibilities where small business owners
and professional service providers come together monthly to
collaborate and learn how to build Radically Referable businesses.

Third Thursday of each month. 10 a.m. to 11:30 a.m., doors open
at 9 a.m. for Radically Referable Members/Ambassadors and 9:30
a.m. for the public
Orlando’s Event Center, 2050 Dorsett Village, Maryland, Heights,
MO 63043

WCR — New Orleans Metropolitan
July 21 — Lunch 11:30-1:30, Ralph on the Park, Past President
July YPN Evening school supply drive Wrong Iron
August — CID Collaboration
August 25 — Evening 5:30 p.m. -7:30 p.m., Strategic Partner
Appreciation, Place: TBD (CASK) near Canal Street
September 22/23 — Evening Fall Fundraiser (Basin) (Music related
possible theme)
October Breast Cancer Walk
October 13 — Lunch 11:30 a.m. -1:30 p.m., Elections Business
Resource Lunch (commercial speaker)
November 9 — NAR Conference (Orlando)
November Community Outreach (NAMI)
December 9 — Lunch 11:30 a.m. - 1:30 p.m., Installation Christmas
Event (Metairie Country Club)

House Call Cruise
October 22-26, 2022
12-hour CE included

WCR — St. Tammany
July 14 — Annual Costume Bowling Event, 11:30 a.m.-1:30 p.m,,
Bowling USA, Slidell, Hero-themed
August 18 — Family Skate Day, 5 p.m.-7 p.m.
September 22 — Resource Luncheon Tax Tips, Laws, Write-Offs

October — Women'’s Build Event with Habitat for Humanity,
Dates TBA
October 20 — Bras for a Cause
November 11-13 — WCR / NAR National Conference; Orlando, FL
2023 Goal Setting with Steve Harris — TBD
2023 Board Installation — TBD
December 2 — Purple Tie and Tiara Gala, 7 p.m.-'til?
December 7 — Appreciation GALA for WCR Members and
Strategic Partners

Offering:
Health
Life
Dental
Vision
Supplemental Coverage

Helping:
Small Businesses | Self-Employed
Individuals & Families

Contact Tommy Mattern at

R, 985-788-8154
DM Tommy.Mattern@USHAdvisors.com
@) Facebook.com/TMattern1
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Your Home Loan Specialists

Joey Piel Ryan Thomassie Mark Boasberg

NMLS# 365511 NMLS# 350514 NMLS# 111912

PG

G _~ Coleena Zimet  Georgia Harrington ~ Rachel West  Luzine Bickham, Jr.  James Fidler
.~ NMLS#394007  NMLS#131411 NMLS# 360470  NMLS#708043 NMLS# 408681

0o

Courtney Dorris Jenkins  Jennifer Lovecchio David Gilyot Christen Amick Jones Mia Hegwood Jason Gauthier
NMLS# 832159 NMLS# 1326123 NMLS# 430774 NMLS# 1587777  NMLS# 206433 NMLS# 684701

Meredith Garrett
NMLS# 755832

Casey P. McCarthy  Nathan Hubbell

Jeremy Whipple
NMLS# 1999078 NMLS # 2002278 NMLS # 699586

Whether you're buying or improving, NOLA Lending Group has the experience and expertise to guide home buyers
through the financing process. With Loan Production offices on the Southshore and Northshore, plus all over the South,
our lending specialists can assist your clients in determining which type of loan is the most appropriate and affordable.

Nobody knows NOLA like NOLA Lending Group.

X VA Loans K RD Loans—Finance up to 100% of home value® L
X Conventional & FHA Loans K  Purchases & Refinance x
K  Jumbo® & Condo Loans Local Lenders with Personal Touch

A NOLA

A Division of Fidelity Bank
Loan Production Office

NolaLending.com

1Available only in select markets to qualified borrowers. Financing cannot exceed 100% of the subject property’s fair market value. Consult your tax advisor regarding deductibility of

interest. The services and products advertised are not approved or endorsed by HUD, USDA, the Department of Veterans Affairs, or any government agency. 2To qualify the minimum loan Member
amount is $647,200 or greater for a single family home in all states (except Hawaii and Alaska and a few federally designated high-cost markets, where the limit is $970,800.
Interest rates may increase after consummation. Restrictions apply. This does not constitute an offer to lend. All loans subject to credit approval. Not all applicants will qualify for all FDIC {“ﬁ"&ﬁﬁ
products offered. Loan programs subject to change without notice. Fidelity Bank NMLS Co. ID 488639

Take The Worry Out Of
Home Ownership With

WARRANTY

Home Warranty of America

a Home Warranty

Serving New Orleans, Baton Rouge,
St. Tammany, & Tangipahoa Parish

Lydia and her team are the highest of professional in any industry. From the
initial meeting, we were blown away with her knowledge, research and ideas of
how to help us best market our listings. Always present, she returned texts, calls
and e-mails seemingly around the clock. We from the bottom of our heart thank

Lydia and her team for everything they do to continue supporting our team

through assisting with new orders to follow up with existing clients.

Juli Jenkins Team
KW First Choice
#1 Producing Team

Lydia Hodges, Sales Representatti_g e
i

Call today to find out about our current promotion! Ask

985-869-6111 - LHodges@hwahomewarranty.com about our

100% FREE
Sellers

Coverage

www.hwahomewarranty.com | Customer Service - 888-492-7359

IMPACT

]

.
o]

VIDEO INSPECTIONS

"NOLA's Clear Choice in Video Plumbing
Inspections & Hydro Drain Jetting Services!"
Licensed and Insured

SKILLS TRAINING

NEW AGENT TRAINING

Contact IMPACT to discuss our Coaching Solutions

%, Deidra Jones @ 504-717-6706 %, Nichole Donald @ 504-491-5059
[ calendty.com/impacices

Scott Marino cell-504-250-2928
Andrew Derbes cell-504-296-3052
Email-clearchoicenola@gmail.com

impact@impactocs.com

Impact Coaching and Consulting Services () @impact_ccs
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FLEUR DE LIS

LAW & TITLE COMPANY

Simple Facts About Estate Planning

ONLY THE VERY ELDERLY OR VERY SICK NEED ESTATE PLANS

INCORRECT - Anyone who owns anything would benefit from putting
an estate plan in place.

I DON'T HAVE CHILDREN, SO | DO NOT NEED AN ESTATE PLAN

INCORRECT - Whether you have children or not, by law you still have
legal heirs. A comprehensive estate plan will allow you to dictate who
receives your assets

I CAN'T AFFORD ESTATE PLANNING

YOU ABSOLUTELY CAN - Estate planning is an ounce of prevention
that is worth a pound of cure. Our expertise and advanced systems help
reduce your planning to very affordable rate.

I CAN'T THINK ABOUT MY DEATH, IT'S TOO SCARY.

As we all know, death is unavoidable, and your estate will not benefit in
any way if you ignore the planning process.

www.fdltitle.com




