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The REALTOR® Who Moves

There’s something about Judi Wilcher that makes
people smile. Maybe it’s her Southern charm or
love for showing properties. Or maybe it’s her
whatever-it-takes approach to customer service or
the straightforward way she declares, “I don’t give
up easily.” When you spend time driving around
the metro Atlanta area with real estate agent Judi
Wilcher, you can’t help but feel the same delight
in the homebuying and selling process that she
feels. With a rare quality like that, it is no surprise
that she is one of Cobb County Board of
REALTORS®’ Top Producers.

“When you love what you do, it’s not like
working,” says the Kennesaw-based Transitions
REALTOR®, whose client portfolio consists of 75
percent buyers and 25 percent sellers. “I love
finding the perfect house for my buyers. I’m just
determined to find what they want, even if it takes
a long time. I don’t give up easily.”

Robin Ernest, a client searching for an upscale
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home in the metro Atlanta area, can attest to that
fact. Judi’s persistence and countless hours of
research and property scouting have been
especially helpful since Robin and her husband
currently live in Hong Kong. She calls Judi
“tenacious,” making it her focus “to get acquainted
with the area and the client’s preferences.” Judi has
also gone the extra mile by photographing certain
rooms and property features that are important to
the Ernests, and then creating an online virtual tour
with a link she can email to them. It’s clear that Judi
takes her official tagline seriously: “Combining
today‘s technology with old-fashioned service for
results that move.”

“It’s important to have a servant’s attitude in real
estate—because so much of this business is about
relationships,” explains Judi. “Yet it’s also important to stay up-to-date and invest in the latest
technologies. At the end of the day, I need to
communicate with my clients in a way that makes
them feel comfortable. If they prefer email, I email.

If they prefer text, I text. If they prefer to meet in
person, I will drive across town.”

Judi’s willingness to tailor the homebuying and
selling process to her clients is one of her greatest
strengths. A bonafide “people person,” she listens
carefully to her clients in order to understand their
needs and wants. Her objectivity and screening
ability also save her clients’ time while providing
them with an unbiased opinion of homes fitting
their criteria. She does copious amounts of research, scouring MLS listings and searching out
homes in neighborhoods far beyond her local
reach—which extends across the entire Atlanta
metro area, including Cobb, Bartow, Cherokee and
Paulding Counties.
As an example, a woman recently called Judi, who
happened to be on vacation in Florida. Over the
phone, the woman explained that her mother had
mobility issues and the time had come to sell her
split-level home in Atlanta. She specifically
wanted a single-level ranch-style home. Judi
listened carefully to her story and told her, “I have
the perfect house for you in Acworth.”
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child since her entrepreneurial-minded mother
would “flip” houses. In 1971, she obtained her real
estate license in New Mexico at a low point in the
market. She persevered until a divorce sent her
back to Georgia, where she took a corporate sales
position with benefits so she could support her
children. She excelled in sales for more than 25
years, though she always dreamed of returning to
real estate. In 1996, she battled and beat breast
cancer, further fanning her real estate fire.
“After you beat cancer, you start to look at the legacy
you leave behind,” she says. “You want to touch
more people’s lives, and I believe a house has a huge
impact on a person’s family. So I started to figure out
how I could return to real estate. I suppose you could
say it was on my ‘bucket list.’”

She finally returned to the real estate profession,
facing a housing market plagued by distressed
properties and underwater mortgages. The adversity didn’t faze her.

“The day after I returned from vacation, I took her to
see the house,” she remembers. “It was exactly what
she wanted for her mother. We wrote the offer that
day. They are still ecstatic about it today. It was a joy
to be a part of that sale. It was totally meant to be.”

Yet Judi is not one of those agents who rests on her
real estate laurels. Although she earned the
RE/MAX Skyrocket Award in 2008 and a
prestigious spot in the company’s 100 Percent Club
in 2009 (arguably one of the most challenging years
in the real estate industry), she is dedicated to
continuing her real estate education. As a result, she
has earned designations such as the National
Association of REALTORS®’s Accredited Buyer’s
Representative (ABR®), Green Designation and
Short Sales & Foreclosures Resource (SFR). She is
also a Certified Distressed Property Expert (CDPE).
This dedicated, hard-working “over-achiever”
attitude echoes throughout Judi’s life. A Georgia
native, she was “bit” by the real estate bug as a

Copyright Top Agent Magazine

Baby Boomer generation, and may or may not be
retired. They are highly active. They want to be close
to their families and live in the heart of everything,
with easy access to hospitals, airports and recreation.
The Atlanta metro area has all of that.”

Many Baby Boomers also have the responsibility of
caring for elderly parents, often facing the heart
wrenching decision of whether or not to sell their
parents’ homes. Judi herself faced this decision in
2003 when she put her parents’ home in Fort
Ogelthorpe on the market. This experience on the
customer side convinced Judi that she needed to
specialize in this niche.

“I try to do my best for my clients,” she says. “I want
them to have a good experience buying a home. There
are always challenges, of course, but a challenge can
become an opportunity if it’s handled right.”

Whether she’s negotiating a short sale, foreclosure
or sustainable home, she always applies the golden
rule. She treats her clients in the same respectable
manner she wants to be treated—and their gratitude
is evident. “Judi is not only our REALTOR® but is
also our friend,” says Ry Landry, a client who
recently bought a home in Marietta.

In addition to being a Realtor, friend and loyal
advocate, Judi is also an astute businesswoman.
Seeing a potential niche, she earned the Senior
Real Estate Specialist (SRES®) designation to
serve buyers who are in their prime years for
either downsizing or buying a second home.

“Currently, 39.2 million people in the United States
are ages 50 to 59, and I’m part of that age group
myself,” says Judi. “The 55+ population is also
expected to increase to 76.6 million in 2010 and to
85.3 million in 2014. These buyers are part of the
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“Nobody tells you how to get from point A to point
B,” she recalls. “It’s overwhelming because there
are so many choices, from townhomes and
condominiums to active adult communities and
assisted living. When it comes to elderly parents,
they might also be adverse to changes that are
necessary to sell a home, such as staging. But I can
step in and guide them through the process so my
clients aren’t fighting with their family.”

On the opposite end of the spectrum, Judi also enjoys
guiding first-time buyers through the real estate
process. Remembering her own experiences as a
young buyer, she keeps up-to-date on new grants and
tax credits, making sure to help those with good
credit who may not have a large down payment. She
has also begun carving out a niche for high-end
buyers, many of whom are living abroad and are
looking for second homes in the Atlanta area.

As for her future goals, the now married mother of
three and grandmother of six has her sights set on
building up her sphere of influence—which is
already quite impressive.

“I prefer referrals because it means my clients
valued the job I did enough to tell their friends and
family,” she says. “That is what truly moves me.”
For more information about Judi Wilcher,
please log onto www.resultsthatmove.com
or call (404) 316-2152.

