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“I like to joke that I’ve never seen a
good real estate market,” says Jacob
Hartley, founder of the Hartley Real
Estate Group with Bellator Real
Estate & Development LLC.
Indeed for Jacob who earned his
license during his first year of
college at Auburn, and delved into
the real estate industry while con -
currently serving in the United
States Marine Corps as an infantry
reservist, with the Lima Company
3rd Battalion 23rd Marines; the
housing market of 2008, was
anything but hot. 

“I became interested and began
studying the strategies of some of the
founding fathers of modern business
like Andrew and Dale Carnegie,
John Rockefeller and J.P. Morgan.
They all had major real estate
investments. The next thing I knew I
had my real estate license,” he says.  

Though he initially became in -
terested in real estate from an
investment standpoint, he saw that
the downturn was coming, and
strategized accordingly. “I started
working with short sales before most
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people even knew what they were in
Mobile and Baldwin Counties,” he
says. “I began working with a lot of
banks, and I was able to help a lot of
people in really bad situations,” he
adds. “It was very gratifying to be
able to help people to avoid being
evicted from their homes. Don’t get
me wrong, it was hard. It was very
challenging at times, but at the end
of the day-maybe it’s the Marine in
me—I just refuse to quit.”

As the market has changed, Jacob’s
business has adapted right alongside

of it due to his determination to stay
ahead of the curve through extensive
education. But instead of just sur -
viving, he has found his business
thriving due in large part to the large
numbers of people he helped during
the downturn. “The backbone of my
business is referrals, and I’ve built it
from short sales and investors,” he
says. “The people I helped early in
my career helped spread my name,”
Jacob says.

In 2012, Jacob partnered with
Melanie Green. This partnership not
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only brought 10 years of experience
to the table, it also added a whole
new dynamic to the group. Prior to
this partnership, Melanie earned a
reputation for being one of the best
in the business when it comes to
marketing and making her clients
homes outshine their competition.
With her incredible eye for interior
design paired with her professional
photography skills, Melanie’s

marketing is second to none, which
is what has propelled her niche for
marketing high-end real estate.
Together Jacob and Melanie’s part -
nership has given birth to a power -
house marketing strategy backed by
a successful business model based
on building relationships.

Today, their referrals have turned
into a client base, which is fairly

“AT THE END OF THE DAY—MAYBE IT’S T       
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       THE MARINE IN ME—I JUST DON’T QUIT.”

evenly split between buyers and
sellers, and amounted to more than
$9 million (with an average sales
price of $130K) in closed trans -
actions in 2013. However, Jacob
doesn’t gauge success on numbers or
volume. “I measure success by my
ability to achieve my clients’ goals.
Whether that’s buying a house, or
selling a house, to me success is
applying whatever amount of effort

necessary to achieve the goals of my
clients,” he says. 

Of course, that doesn’t mean that
Jacob isn’t strategic about planning,
and looking towards the future,
based on the information he studies
about the past. “During the down -
turn new construction was hit the
hardest. For every cause there is an
effect, and we’re going to have to
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make up for the loss in new
construction during the recession,
with new developments,” he says,
which is precisely why he’s focusing
his marketing efforts on developers
in the coming months and years.  

In doing so, Jacob plans to grow his
team, commensurate with market
demands, while juggling a busy
family life with his wife Laura and
two young daughters. He’s also an
active member of the Knights of
Columbus. And of course, he hopes
to make time for a bit of leisure
activity as well. “I’m an out doors -
man. Anytime I have spare time I’m
in the woods or on the water, hunting
or fishing,” he says.

“SUCCESS IS DOING WHATEVER 
I NEED TO  DO TO ACHIEVE 
MY CLIENT’S GOALS.”


