M O B I L E B AY

C O N N E C T I N G .

E L E VAT I N G .

I N S P I R I N G .

RISING STAR

Heather Evans
PARTNER SPOTLIGHT

Alabama Ag Credit
BROKER IN CHARGE

Melanie Bunting Seymour

Top Agent

JAIME LYON
COOPER

JUNE 2020
@realproducers

2 • June 2020

@realproducers

realproducersmag.com

Mobile Bay Real Producers • 3

TABLE OF

CONTENTS
06

11

12

Meet The
Team

Publisher’s
Note:
Everyone
Has a Story

Top Agent:
Jaime Lyon
Cooper

18

22

26

Rising
Star:
Heather
Evans

Alabama
AG Credit

Broker In
Charge:
Melanie
BuntingSeymour

If you are interested in contributing or nominating Realtors for certain stories,
please email us at Robert.orso@RealProducersMag.com
.DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the
author(s). The paid advertisements contained within the Mobile Bay Real Producers magazine are not endorsed or recommended by N2 Publishing or the publisher. Therefore,
neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies.

South Baldwin's Most Experienced
Title and Closing Service!
Jim Owen, President
www.gulfshorestitle.com | gst@gulfshorestitle.com
Gulf Shores Office
251-968-6185 • 1-866-33-TITLE (84853)
100 Cove Avenue, Gulf Shores, AL 36535
Foley Office
251-943-9973 • 305 N. Cedar Street, Foley, AL 36535
Bay Minette Office
251-968-6185 • 410 Courthouse Square, Bay Minette, AL 36507
ALL TITLE RESEARCH PERFORMED BY OUR TITLE EXAMINERS AT OUR IN-HOUSE TITLE PLANT
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Design... Inspire... Sell!


 

Kim Odom

Tel: (251) 622-5004
Email: kodom@showhomes.com



Call today and let us help you secure a quick and higher sale.

Follow Us On
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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!

CABINETS/CUSTOM
Jimmy Stocks Woodworks
James Stocks
10251 Gayfer Road
Fairhope, AL 36532
(251) 895-5524
Jimmy Stocks Woodworks
James Stocks
10251 Gayfer Road
Fairhope, AL 36532
(251) 895-5524
HOME WARRANTY
Old Republic
Home Protection
Christine Dern
(800) 445-6999 x1481
www.ORHP.com
INSURANCE
The Myrick Agency
Miranda Bennett
3794 McKenzie Street
Foley, AL 36535
(251) 517-5603
themyrickagency.com
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LENDER
Alabama Ag Credit
Andy Grant
9810 Timber Circle
Spanish Fort, AL 36527
(251) 626-2929
alabamaagcredit.com
Bancorp South
Richard Fuquay
3290 Dauphin Street
Suite 600
Mobile, AL 36606
(251) 340-1760
www.bxs.com
MOVERS
Eastern Shore Transfer, Inc.
Angie Garner
586Theakston Street
Fairhope, AL 36532
(251) 517-4434
x2512093868
PHOTOGRAPHY
Cornerstone Photography
Rose Muse
1781-A Dawes Road
Mobile, AL 36695
(251) 634-1272

Sam Whitt Photography
Sam Whitt
11650 Stucki Road
Elberta, AL 36530
(251) 213-3570
STAGE & DESIGN
Show Homes,
Mobile - Baldwin
Kim Odom
526 Caliber Steet
Fairhope, AL 36532
(251) 622-5004
Spruced Up Staging
Stephanie Cunningham
20750 State Highway 181
Fairhope, AL 36532
(251) 404-8726
sprucedupstaging.com
TITLE COMPANY
Anchor Title Company
Preston Nash
3173 - B Dauphin Street
Mobile, AL 36606
(251) 478-9800
anchor title.com

Clear Title
Lisa Walker
1680 West 2nd Street
Unit A
Gulf Shores, AL 36547
(251) 747-2550 x2517524181
www.getcleartitle.com
Fairhope Title Services, LLC
Brian Britt
455 Magnolia Street
Suite C-1
Fairhope, AL 36532
(251) 928-9900
www.fairhopetitle.com
Gulf Shores Title
James Owen
100 Cove Avenue
Gulf Shores, AL 36547
(251) 968-6185
gulfshorestitle.com
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Story

F U L L S E RV IC E HOM E S TAG I NG

publisher’s note

By Robert Orso

Everyone
Has a
Planning to sell your home in the future?
Let's schedule a virtual consultation!

Stephanie Cunningham

If there is one thing I have learned during my adult
and professional life, it is that everyone has a story. Some people want to tell theirs and are not
really interested in hearing yours. You know the
type. No matter how interesting your adventure
or experience was, they always try to tell about
one that one-ups yours! Fun people to be around.
But then there are those people who may feel uncomfortable talking about themselves. They are usually the strong
silent type, a little shy, humble, and usually authentic. I have
found that these types often tell the most interesting stories
if you can get them to talk.

251.404.8726 | stephanie@sprucedupstaging.com
sprucedupstaging.com

Many of the top agents I have interviewed for future articles
in this magazine are that way. They mostly just keep their
heads down, focusing on their business and family without
realizing that with each passing week, month, and year, they
are adding to their story. I have enjoyed every REALTOR®
interview I have conducted and there were very few that I
walked out of without being inspired and challenged. I have
met single moms who are raising or have raised one to three
children and are in the top REALTOR® community. I’ve met
those who had nothing when they started, those who moved
here not knowing anyone, yet rocketed their career in a
short time, those with physical challenges who have been
amazingly successful and others who have overcome or are
still dealing with all types of adversities.
Your story is important and needs to be told. You may
think it is not interesting enough to be told, but someone,
maybe many, will be inspired by your journey. The purpose
of Mobile Bay Real Producers is to Connect, Inspire and
Elevate the top REALTORS® in this market. Although your
accomplishments and accolades in real estate are impressive, the real story is about who you are, where you came
from, what you have overcome, how you got to the place you
currently occupy, what or who inspired you and what keeps
you going.
10 • June 2020
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Being the owner and publisher of this magazine is
a perfect fit for me because several years prior to
being here, I began to have a great personal interest
in other people’s stories. Maybe because my own
journey has had a few curves and bumps. The fact
is that I just love people and I want to know about
them and their journey. There have been occasions
when I have talked to someone whom I have been
acquainted with for many years but never heard
their amazing story. There are those I have met and
in short order heard their story. All one must do
is show some genuine interest, ask the right questions, and listen. The experience is a catharsis for
the one telling the story and a lesson on life for the
listener or reader. The benefits of telling your own
story to someone who wants to hear it are that you
go through some self-discovery and realize how you
really feel about the people and events in your past.
And, it is an opportunity to redirect your future, if
needed or solidify the path you are on.
So, what is your story? Have you thought about it
lately? What are you most proud of? What do you
want to be remembered for? How do you define success? Is your definition based on money and possessions or on things that matter the most? Happiness,
peace, love for others, a good name.
If you are receiving this magazine, you are already
on my list and eventually, I will reach out to you to
schedule your article and photo session. I ask that
you think about your personal story. What can you
say to inspire and direct the readers? Mobile Bay
Real Producers is here to tell your story.

Mobile Bay Real Producers • 11

top agent

JAIME LYON
COOPER
DELIVERING ON THE DREAM

As Jaime came of age, she was graduated from Vanderbilt University
with a Bachelor of Science degree in
Human Organizational Development
and moved to Washington, D.C., where
she worked for The Ritz Carlton Hotel
Company for a year. She also worked
as a recruiter for a small Information
Technology company.
From there, Jaime embarked on a
career as a consultant with the
federal government.

By Dave Danielson
Photography by Cornerstone Photography

If the American Dream is defined as a set of ideals in which freedom
includes the opportunity for prosperity and success, and owning or selling
a home is believed to be an essential part of the dream, Jaime Lyon
Cooper feels very passionate about doing all she can to assist her clients.
As a REALTOR® with EXIT Realty Lyon, she takes extreme pride
in delivering on that dream to people throughout Coastal Alabama.
In some ways, her passion for what she does is in her DNA.
“I grew up around real estate and interior design. My dad, James
‘Jimmy’ Lyon, was a builder by trade and developed several subdivisions in Mobile before opening his own real estate franchise,
EXIT Realty Lyon,” Jaime remembers. “My granddaddy, William
‘Billy’ Lyon, was the consummate real estate developer and built,
among other things, Bel Air Mall, also in Mobile. While my mother, Cynthia ‘Chee Chee’ Jackson, shared with me the secrets to
incredible interior design.”
FIRST IMPRESSIONS

Sometimes, it takes a while to discover our passion. That was the
case with Jaime’s connection to real estate.
“As a child, I can remember spending a lot of time driving around
with my dad and granddaddy looking at lots/land. It seemed like
we looked at every unimproved parcel in Mobile County, and
they would tell me how a subdivision with this many lots would
be ideal, while this land would make a great strip center, etc.

12 • June 2020

Both my dad and granddaddy were so
consumed with it. Meanwhile, I didn’t
grasp their real estate affection and I
actually hated it,” she laughs. “But as
a child, there are some things you just
don’t understand.”

@realproducers

“I worked for Accenture and
performed internal communications for federal
government clients. I liked
the people and the work,
but not the restraints of
a desk job, nor the clock
in/clock out part of it,”
she recalls.
She spent 10 years
in Washington,
D.C. While in the
nation’s capital, Jaime met
the man who
would become
her husband,
Colby Cooper,
who worked
at the White
House and
Department
of State as an
advisor to Condoleezza
Rice in the Bush Administration. Their son, Kyle, was born
in 2007 while they lived in the
Washington, D.C., area.

realproducersmag.com
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EXIT is deeply
committed to team
building and creating
a support apparatus
to give REALTORS®
the best chance for
success.

When the Bush Presidency came to
an end, so did the time in Washington for Jaime and Colby. Colby
moved to Palo Alto, California, to
continue working with Secretary
Rice. In summer 2009, Jaime and
Kyle moved to Fairhope, where
Jaime continued her work remotely and Colby commuted home on
weekends. After experiencing
tragedy through the loss of their
daughter, Skye, Jaime and Colby
decided to reunite the family and
make Coastal Alabama their permanent home.
Their daughter, Cate, was born in
2010. At that time, Jaime resigned
to stay home with the couple’s
growing family. As the years passed,
Jaime started working at Sadie’s, a
women’s boutique in Fairhope.

FINDING HER WAY

@realproducers

“When I got into the business,
I hung my license at EXIT
Realty Lyon in Mobile, owned
by my dad and stepmom, Sue.
Two years into it, I convinced
them to open up a second
office in Fairhope to expand
EXIT Realty Lyon’s reach
throughout Coastal Alabama,”
Jaime says. “In less than four
years, we have welcomed more
than 30 producing agents to
our Fairhope location.”

As the idea of real estate
came to the surface, Jaime
realized this is what she was
meant to do. Whereas she
originally resisted the notion
that the real estate gene
transcended from generation
to generation, she gradually
accepted that it was becoming
her passion and undoubtedly
was part of her DNA.
“I thought I didn’t have anything to lose by trying real
estate, and the entry costs
were relatively low. I talked
with my dad about it,” she remembers. “My dad said, ‘Let’s
set expectations. How many houses do you think you will sell in
your first year?” My goal was 25+ houses. He stopped me there
and said, “The average real estate agent sells one to five houses in
their first year.”
While her expectations had been right-sized, her determination
was undaunted.
“I got my real estate license in 2014, and I was a sponge. Whatever people told me, I tried it and evaluated if it worked,” Jaime
says. “I was making deals and new friends. I loved the pace, the
energy and helping people reach whatever outcome they wanted. Every day was different and exciting. I absolutely loved it! I
thought, ‘Gosh, why didn’t I get into real estate when I finished
college? I’m really fortunate that I love what I do and truly have
found my passion!’”

Jaime says that speaks volumes about the organization.
“EXIT is deeply committed to team building and creating a support apparatus to give
REALTORS® the best chance for success. We have an expansive
mentoring and training network. Additionally, EXIT is constantly evaluating technology advances to help transactions become
more efficient. At EXIT, we are truly a professional family
committed to helping people enjoy the home sale and purchasing
experience,” she explains.
FAMILY SPIRIT

When she’s away from work, Jaime cherishes family time with
Colby and their children, whether that is cheering on Kyle (12) in
a cross-country race or triathlon; or, rooting for Cate’s (9) soccer
team. Family and friends are central to Jaime’s world. “I love
being around happy people. It gives me great energy,” Jaime says.
“My parents taught me early on that the preciousness of life is
not what you have, but the times and experiences you share with
others. This is the motto I try to live by at both home and work.”

SIGNS OF SUCCESS

She continued and excelled, earning Rookie of the Year honors
during her first full 12 months. Two years later, she received her
Broker’s license.

14 • June 2020

In the meantime, Jaime’s success has continued to mount.
In fact, in 2019, alone, she
accounted for an impressive
$19.25 million in sales volume,
representing an astonishing
75 transactions. For the past
four years, Jaime has finished
as the number one producing
agent for EXIT Realty in the
State of Alabama.

“I started in 2011 and ended
up working there about five
years. I loved the fashion
world, and the ability to help
people look and feel their best.
One day, a client offhandedly
asked if I ever thought about
being a REALTOR®, needless
to say, the seed was planted,”
Jaime recalls.

realproducersmag.com

In her free time, Jaime has a passion for playing tennis, exercise,
reading, gardening, and travel.
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Jaime also has a drive for giving back. She’s a member of Impact 100, a women’s organization committed to making a significant, lasting difference in the
lives of Baldwin County citizens. In addition, Jaime
also has been active with the Junior League of
Mobile, as well as serving on the Board of Directors
for the Baldwin REALTORS® Association.
LIFE OF PURPOSE

In just a few years, Jaime has built an extremely
successful and continuously growing business.
And, of course, that doesn’t just happen. It’s the
direct result of her tenacious accountability and
drive to follow through on her commitments.
“Clients know if I say I’m going to do something,
I’m going to find a way to do it,” she says.
At the same time, she is guided by happiness.
“That’s such a big part of it. I think it’s about being
happy with what you do. I enjoy my profession.
I’m helping people each and every day. You have to
have passion for what you do,” Jaime emphasizes.
“Then, once I’ve helped them with a real estate
transaction, they look to me to be their resource
for other things, including what store to go to, who
to call for this or that … it’s a really cool feeling as
the relationship blossoms. They trust me, and they
know I am looking out for their best interests.”

That is what this country is all about,
helping one another in the pursuit of
the proverbial American Dream.

16 • June 2020

“When I can help a person or a family
through the purchase or sale of a home
and they tell me ‘Thanks for being
there,’ I know I have done my small
part in the greater story of their lives.
That is what this country is all about,
helping one another in the pursuit of
the proverbial American Dream,” she
says with a smile.
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rising star

Even if you aren’t in the market to buy or sell
a home, it’s fun to follow RE/MAX Partners
REALTOR® Heather Evans on Instagram.

By Jill Clair Gentry
By Cornerstone Photography

Her feed is an intentionally curated mix of personal and real estate content. You’ll find selfies of
Evans with captions explaining behind-the-scenes
tasks she’s completing for a client alongside posts
featuring new listings, reviews of her services
imposed over photos of homes she’s sold, a few
snapshots from her personal life and posts that
emphasize the perks of living and working along
the Gulf Coast. Every photo is high quality, and
her short captions tell interesting stories or give
useful tips. Evans, a Mobile native who began her
real estate career in 2017, understands that a positive social media presence provides value to her
followers—even those who will never hire her.

Heather
Evans

Incorporating social media into her real estate
strategy is natural for Evans, a Millennial with a
degree in communications from The University
of Southern Mississippi.
“It’s so important to balance humor and professionalism and make it something people can
relate to and want to follow,” Evans says. “Social
media is more important in real estate than a lot
of people think it is. I’ve had several clients find
me on social media that I wouldn’t have connected with otherwise. If you can’t do it yourself,
it’s worth it to hire someone to do it for you.
Whether we like it or not, everyone’s heads are
down looking at their phones. Why not use that
to introduce yourself to the community and get
some traction?”

Newcomer
Heather Evans
finds success
with a focus on
relationships,
referrals and
social media

18 • June 2020
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I strive to be there
for people in a
professional, yet
comfortable way.

In addition to her social media presence, Evans relies on relationships and
referrals to attract new clients. Last
year—only her second full year in real
estate—she closed 20 transactions
worth just under $5 million.
“This is a relationship-based business,”
she says. “You’re working very closely
with clients—you’re in their finances,
their homes, their family life. I always
remember that these transitions we
are assisting with are not just transactions. I strive to be there for people in
a professional, yet comfortable way.
When you do a good job for them, they
are going to refer you to their friends
and family.”
For Evans, doing a good job for a client
means going above and beyond. When
she lists a property, Evans isn’t afraid
to give honest feedback about staging
or bring her own cleaning supplies and
freshen up a vacant home.

When you do a
good job for them,
they are going
to refer you to
their friends and
family.
One story, in particular, illustrates
the way Evans does business. A couple had trouble selling their home,
and after it sat on the market for
six months with no showings, they
hired Evans.
“I really fought for them, and they
allowed me to get messy with them,”
she says. “I came in and brought people with me and we cleaned the house
and rearranged furniture. I bought a
ton of stuff to stage it. It sold in three
days. In return, they have sent a lot
of people my way. That’s how it’s
supposed to be, and that’s what I love
about this job.”

“For me, it’s about serving people, and
it’s also honestly a little bit of pride,”
she says. “My name is on this listing, and I like to imagine if I walked
through as a buyer’s agent—what
would I think?”

20 • June 2020
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Rural Lending Experience, Expertise, and Results

Credit
AG

Alabama

By Dave Danielson
By Cornerstone Photography

22 • June 2020

Not many lenders like to lend on
unimproved lots and small acreages in rural areas, but we offer a
long-term (up to 15-year) package
for buying a future home site. It
is a very competitive product that
we offer.”
The capabilities Alabama Ag
Credit delivers to customers are impressive, provided
through 10 office locations,
representing more than 80 employees. As part of that, three
lenders in the Spanish Fort
office focus on the needs of residents in Baldwin, Washington,
and Mobile counties.
Lending Agent Amanda Ryan

stockholders, so we are operated by our
owners. Plus, our structure allows us to
pay our profits back to our customers in
the form of cash. That typically averages
around 1 percent. Last year, we paid back
a total of $9.8 million to our customers
as declared by our board.”

Vice President Andy Grant

Your clients each have specific, individual needs.
They count on your background and know-how to
help them achieve their goals.
The same holds true for Alabama Ag Credit. For
over a century, the organization has applied its
extensive rural lending experience and expertise to
deliver results throughout rural Alabama.
In turn, Alabama Ag Credit provides a powerful
lending resource for you and your clients in agricultural areas and rural communities. The organization
has over $1 billion in loan assets, representing more
than 5,000 customers, including a significant presence in its Spanish Fort office.

Structured for Success

Andrew S. Grant is VP Relationship Manager at Alabama Ag
Credit. As he says, the organization’s unique set of offerings
begins with its structure.

Rural Home Program

One of the organization’s powerful offerings is its residential Rural Home Program.
“With that program, we make loans in the
rural areas,” Andrew explains. “And as
part of that, we are really able to shine for
clients with our Rural Home Site Program.

As Andrew explains, there’s a
fulfilling sense of pride in the
work being done to serve the
needs of rural residents.
“It starts with the service you
get with our association. Most
of our employees and staff
are well-tenured experienced
lenders who have been in the
rural ag lending business for
quite some time,” Andrew emphasizes. “The most satisfying
thing that I see in my staff
and myself is being able to
pass that experience on to the
customer and give them the
best service that can be offered
through this type of lending.”
A Strong Link to the Land
and People

As he says, “We are a cooperative, and we’re owned by our
customers in connection to the
loans they acquire from us. They
purchase stock to become a member-stockholder. Our Board of Directors are also selected from our

@realproducers

Lending Agent Drew Milligan

Amber Pratt is Director of Marketing and Public Relations. As
she says, the link that Alabama
Ag Credit has to the rural land
is strong.

realproducersmag.com
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“If you look at our 24-member lending staff, at least
80 percent of them have a tie to agriculture or rural
properties themselves. Our tagline, ‘Some don’t get it,
but we do,’ is something we hold deep within us. We
understand building a house on a small-acre tract. We
understand buying recreational property. We understand timber prices, cattle prices, and more,” Amber
emphasizes. “They call us for more than questions
on their loans, and we understand that lifestyle, and
how to make sure they get the financing they need to
maintain that lifestyle. It’s a unique perspective that
we have … one that we’ve lived ourselves.”
Through time, Alabama Ag Credit has continued to
grow its reputation for results through the tried-andtrue principles of service that leads to true relationship lending.
“It means a lot to us that much of our business comes
from referrals,” Andrew explains. “Treating a person
the way we would want to be treated and giving them
an outstanding service experience leads to referrals
and people coming back to us. Most of our business
comes from a customer telling a good friend about us.”
Deep Understanding. Unmatched Service.

“When it comes to rural property, we want to understand what they’re buying the land for … defining what
they want in regards to whether they’re buying it for
an investment, or recreation, or as a future primary
residence. We want to identify with that customer and
pinpoint exactly what their need is and what they’re going to do with the property. That allows us to best serve
what their specific needs are.”

90 percent of the Alabama Ag Credit appraisals
are done by staff appraisers. We are aware of
the values in the market and what the market is
doing, so the borrower is getting a good value for
his dollar.”

The organization offers tangible advantages in its available lending options.

“We started doing surveys of customers in early
2019, and we haven’t received one negative
comment, which is extremely rare in business,”
Amber emphasizes. “Some of the words our
customers use to describe us include efficient,
knowledgeable, friendly, experienced, as well as
accessible. When buyers go through the process,
they have a lot of questions, and we are accessible
and here to answer their questions.”

Customer satisfaction is paramount … and it’s one
of the areas where the organization excels.

“We have the unique ability to go out in the market and
secure long term debt through the sale of bonds in the
bond market where Farm Credit gets its money,” Andrew
says. “Other lenders can’t offer longer-term financing
packages with fixed rates on these larger rural properties. That’s where we really shine and exceed with that
type of lending.”

For More Information About Alabama Ag Credit:
Website: www.AlabamaAgCredit.com
Phone: 251-626-2929

At the end of the day, Andrew points to the strong value
customers get with Alabama Ag Credit.
“A lot of our team have personally owned timberland
or grew up on a farm so they can guide and teach not
just the lending part of it, but also in relation to the
management of the property, too,” Andrew says. “About

In its work with customers, the Alabama Ag Credit team
often begins by diving in and working with REALTOR®
partners and their clients to understand their goals.
Residential and Commercial Closings
1031 and Reverse 1031 Tax Deferred Exchanges

For the ultimate
protection of
your client, choose
Clear Title, LLC.

1680 West 2nd Street, Unit A
Gulf Shores, AL 36542

getcleartitle.com
251.980.1500
24 • June 2020
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Melanie
Bunting-Seymour
P u t t i n g i t A l l To g e t h e r
broker
in charge
By Dave
Danielson
By Cornerstone
Photography

W

hen you’re working on something, do you
ever feel like you’re putting together a
puzzle with a few pieces missing?

When you find those pieces that fit, it can be a very
rewarding experience.
Just ask Melanie Bunting-Seymour.
As Founder/Broker of 1702 Real Estate, the day she
first had that same feeling was the day she had a
vision for her brokerage, and she started putting it
all together.
New Territory

Rewinding the clock back to 2002, Melanie had just
moved to Mobile from Birmingham.
“I had a degree in psychology from UAB, and couldn’t
find a job that would pay me something I could live off
of,” Melanie recalls.
Her then-boyfriend’s mother owned a real estate
company. So one thing led to another, and, after some
discussion, Melanie moved forward and got her real
estate license.

26 • June 2020

“The transition to sales was hard for me.
I wasn’t from the area, so I didn’t know
anyone,” she remembers. “I had a job as a
waitress at the time, too. Then, in 2005 I was
watching her, and she was renovating houses.
Something about what she was doing hit me. I
had a Rosie the Riveter moment and said, ‘I can
do this!’”

“I’m not a
big f an of
the word,

While that relationship didn’t last, her career in
home restoration was born.
Steps Ahead

At the ripe age of 25, Melanie borrowed some
start-up money from her father and started
flipping homes.

‘FL IP.’

“I had made a couple of contacts from
being a waitress that helped me. I had
to learn everything because I was a
woman and I was so young,” Melanie
says. “I learned all of the trades,
just so I couldn’t get taken
advantage of.”

@realproducers
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I pu t a l o t into
t he p roper ties I
g e t i nvo lved w ith,
i nc lu d i ng custo m
cabine tr y and
h i g he r - e nd
f i n ishe s .

In the proces s ,
I feel li ke my
d e si gn has
evolved so m u c h
throu gh ti me.

tell clients, ‘If you do things here, here and
here, you can sell your house quicker and for
more money.’”
Family Time

A self-admitted workaholic, there isn’t a ton
of free time to enjoy. But when she has it,
Melanie looks forward to time spent with
her husband, Jon, and their daughter, Lola.
Jon coaches baseball at the University of
Mobile, so they spend a lot of time at the
baseball diamond, especially during the
season from the start of February to the end
of May. They also have three rescue dogs
and three cats. In addition, several of their
friends live nearby in their historic neighborhood. They enjoy hanging out or having
dinner together.
Giving back is also a priority for Melanie.
With her love of animals, she volunteers
with several animal rescue groups, she is
Vice President of Habitat for Humanity of
Southwest Alabama and a longstanding
board member of Restore Mobile INC.
Honing the Experience

Three years into having her own brokerage,
Melanie’s mind continues to focus on honing
the experience for clients.

Melanie focused on renovating and less on sales. In
fact, she has completed more than 50 houses now.
As she says, “I’m not a big fan of the word, ‘flip.’ I
put a lot into the properties I get involved with, including custom cabinetry and higher-end finishes.
In the process, I feel like my design has evolved so
much through time.”
The Missing Piece

She enjoyed what she was doing. At the same time,
she thought about the traditional real estate model.
And, for what she wanted to be doing, that’s when
she had the feeling that there was something missing.
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“After doing the renovations for a while, I was getting good at it
and people started asking me for design advice. I noticed there was
a void in the market,” Melanie explains. “You were either a real
estate agent or in construction. There wasn’t an agency that did
more than sales.”

Fulfilling Her Vision

Since opening 1702 Real Estate
(named for the year Mobile was
founded), Melanie feels good about
being able to offer a comprehensive
range of services to her clients.

The missing piece came into focus.
“I had all of this experience and know-how from renovation, and I
thought that part was missing from the market … that we needed
someone who can do the sales, who has the renovation knowledge,
and who could stage houses, which I had also done. That’s why I
opened 1702.”

@realproducers

“We have three other agents right
now,” Melanie says. “I don’t ever envision having more than 10 people on
our team. As I bring other people in, I
like to add those who do other things
in addition to sales.”

realproducersmag.com

In the process of starting 1702 Real
Estate, Melanie’s personal workflow
has changed.
“Now, the amount of time I dedicate
has completely swapped. I do mostly
sales and renovate one house a year
myself,” she explains. “In the meantime, I do design consultations and give
clients ideas on what they can do with
their property, and how much it’s going
to cost. I do the same thing for the
listing side. I can look at a home and

“I love solving problems and making people
happy. I like for people to rely on me. I want
to be the one who can solve the problems or
guide them to ways they can come up with a
solution. When it all comes together it’s so
humbling for me,” she says. “Success to me
is having a hand in improving my community
and helping the people in it succeed in creating their home dreams.”
Expect more referrals to come … with stories
about how Melanie Bunting-Seymour and
her team at 1702 Real Estate are putting it all
together for clients day by day.
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FAQ

ABOUT THIS MAGAZINE

We realize that Real Producers is a new concept here in the Mobile/Baldwin area, and
some of you may be wondering what it’s all about. That is why we have created an
“FAQs About This Magazine” page. Here we will answer the most commonly asked
questions around the country regarding our program. My door is always open to
discuss anything regarding this community – this publication is 100 percent designed
to be your voice!
Q: Who receives this magazine?
A: The top 300 agents in the Mobile and Baldwin

County markets. We pulled the MLS numbers (by
volume) from January 1, 2018-December 31, 2018.
We cut the list off at number 300, and the distribution was born. For this year’s list, the minimum production level for our group is on pace for $4.5 million
in 2019. The list will reset at the end of 2020 for next
year, and continue to update annually.
Q: What is the process for being featured in
this magazine?
A: It’s really simple – every feature you see has

first been nominated. You can nominate other
REALTORS®, affiliates, brokers, owners, or even
yourself! Office leaders can also nominate REALTORS®. We will consider anyone brought to
our attention because we don’t know everyone’s
story, so we need your help to learn about them.
A nomination currently looks like this: You email
us at robert.orso@realproducersmag.com with the
subject line, “Nomination: (Name of Nominee),”
and explain why you are nominating them to be
featured. It could be they have an amazing story
that needs to be told – perhaps they overcame
extreme obstacles, they are an exceptional leader,
have the best customer service, or they give back
to the community in a big way. The next step is
an interview with us to ensure it’s a good fit. If it
all works out, then we put the wheels in motion
for our writer to conduct an interview and for our
photographers to schedule a photoshoot.
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Q: What does it cost a REALTOR®/team to
be featured?
A: Zero, zilch, zippo, nada, nil. It costs

nothing, my friends, so nominate away! We
are not a pay-to-play model. We share real
stories of real producers.
Q: Who are the preferred partners?
A: Anyone listed as a “preferred partner” in the

front of the magazine is a part of this community. They will have an ad in every issue of the
magazine, attend our quarterly events, and be
a part of our online community. We don’t just
find these businesses off the street, nor do we
work with all businesses that approach us. One
or many of you have recommended every single
preferred partner you see in this publication.
We won’t even meet with a business that has
not been vetted by one of you and “stamped
for approval,” in a sense. Our goal is to create
a powerhouse network, not only for the best
REALTORS® in the area but the best affiliates,
as well, so we can grow stronger together.
Q: How can I recommend a preferred partner?
A: If you have a recommendation for a local

business that works with top REALTORS®,
please let us know! Send an email to robert.
orso@realproducersmag.com.

@realproducers

realproducersmag.com
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