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Creating the Dream



His unique spin on the real estate business has made his
team the premiere boutique brokerage in Atlanta
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Mikel Muffley

Necessity, as the saying goes, is the 
mother of invention.  Real estate agent 
extraordinaire Mikel Muffley seems 
to understand this adage well.  He 

has learned to adapt to the ever-changing metro 
Atlanta real estate market by finding, and then 
filling, its voids. 

The strategy is working. His team at Muffley 
& Associates – now 25 people strong – has 
experienced unprecedented growth during one 
of the worst half-decades in Atlanta real estate 
history. Since the start of the “Great Recession” 
in 2008, Mikel and his group have doubled their 
gross sales volume every year. During the period 

when real estate agents were getting out of the 
business by the hundreds, Muffley & Associates 
was putting their unique spin on customer service 
and adapting to the prevailing market conditions. 
At the time, they were working with a number of 
builders who found themselves with inventory 
they couldn’t sell. Muffley created a short sale 
division to help builders and banks get out from 
under their burdens. “More importantly, we were 
able to help a lot of people who were in a really 
bad financial situation, through no fault of their 
own, and help them get a fresh start,” explains 
Muffley. “I truly believe we were able to make a 
positive impact of many people’s lives.”

Muffley & Associates does professional sales training as a group every single week.  “This is why our agents’ average incomes are higher than most other 
companies,” Muffley explains. “If you want to be successful, be accountable!”
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More recently, as 
the Atlanta real estate 
market began to 
improve, Muffley saw 
yet another unfilled 
niche. As the number 
of decent, high-end 
resales was almost 
nonexistent, and very 
little in-town new 
home construction 
was happening, 
Muffley pioneered 
the innovative Dream 
Home Program. 

He hand-selected 
several of Atlanta’s 
top custom high-end 
luxur y  bui lders , 
e a c h  a v e r a g i n g 
more than 25 years’ 
experience, two of 
the South’s premiere 
architectural firms 
in Harrison Design 
Associates and Pak 
Heyt & Associates, 
and renown interior 
designer Stanley Ellis with 30 years’ experience. 
Together they began offering a unique custom design 
and building experience to Muffley’s clients, at a volume 
price comparable to buying a resale home. In addition, a 
portion of the Muffley & Associates 10,000 sq. ft. Virginia 
Highlands office was transformed into a custom design 
center for these clients. A select group of dedicated team 
members now focus strictly on lot acquisition to find prime 
Intown properties.

“The Dream Home Program has helped many of 
our clients get out of their current home and into their 
new dream home of choice, in their neighborhood of 
choice, at costs much less than they expected,” explains 
Muffley. “In fact, our system is so tight that the majority 
of our Dream Home clients actually walk into equity 
the day they close!” 

The philosophy behind the program is, like most 
of Mikel Muffley’s approaches to real estate, a little 
different. Instead of finding the land first, he arranges 
for clients to meet with an architect to design their 
dream home. Only then does his team find the lot to 
fit the home. Muffley then takes it a step further by 

matching the client with the right builder to create their 
Dream Home.

Part of Muffley’s success strategy may seem 
counter-intuitive – to stay small. Muffley’s goal 
has always been to create a “boutique” agency, 
keeping his offices at around 20-25 agents,  

with just a handful of key locations in select Intown 
neighborhoods, he explains. He does not want to be all 
things to all people, but prefers to focus on the top in-
town neighborhoods inside Atlanta’s perimeter. Their 
coverage area includes 15-20 neighborhoods inside the 
285 loop.

“Our goal is to provide a higher level of service and 
integrity than anyone could ever expect from us,” he 
says. “We strive to be the number one sales team inside 
the perimeter every year.”

Muffley & Associates has certainly achieved their 
aim, being honored as the No. 1 Intown Large Team for 
2011 and 2012 sales, and No. 2 metro-wide. The team 
has also been in the top 1 percent for sales in metro 
Atlanta since 2004. 
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“There’s not one day that goes by that there’s not something fun and exciting going on in our business” says Mikel, shown here 
going over their new homes construction division with agent Jamie Simpson and Heritage Bank loan office Adrienne Holmes. 
“We’re always trying to offer new opportunities for our clients and our agents.”
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While the core business model for the company 
is rather unique, it’s clear he runs his team much 
differently as well. He is emphatic about the company 
not existing just to make money for the brokerage. 
Muffley cares about the success of each agent and the 
satisfaction of each client. He dedicates a good deal of 
his time acting as a professional “accountability coach,” 
and assures new agents to the team they will have a 
closing within 60-90 days if they follow the plan. The 

results are agents who have been with him for years and 
an average agent income over $250,000.

Builder/developer Steve Ficarra, with Betancourt 
Communities, has worked on a number of projects with 
Muffley over the years and recommends him highly. 
“Mikel is a salesman, but he’s also a practical business 
man. His good business practices have saved me many 
times. Mikel is aggressive and driven. That’s what 
makes him a success.”

With Muffley’s strong business and marketing 

background (he holds a marketing and advertising 
degree as well as an MBA), he runs his team as a business. 
Not wanting to be bogged down with the duties of a 
managing broker, he hired Niona Morris, a 30-year real 
estate veteran,  to  take on those responsibilities. This 
frees Muffley up to do the vast majority of training. He 
also believes in leading by example, as he would not ask 
an agent to do anything he has not done himself. While 
leading this large team, Mikel maintains his builder 

connections, has regular contact with his clients, and 
typically carries 50 listings himself.

“You have to have the right work ethic and mentality 
to work here,” explains Muffley. “We have a lot of 
accountability, goal setting, and target sales numbers. I 
require my agents to work in the office, wear professional 
attire and monthly sales meetings are mandatory.”

Agents who have not hit their quarterly or annual goals 
are required to attend mandatory guerilla sales training 
every Friday with Muffley. Listings have a 30-60-90 day 

marketing plan, and agents 
are required to communicate 
by phone with their sellers at 
least once a week. Muffley 
believes that relying strictly 
on email updates is too 
impersonal and is taking the 
easy way out. 

In return for their hard work, 
dedication and accountability, 
Muffley rewards agents with a 
very competitive commission 
split program that was put 
together from an agent’s 
eyes – Muffley’s –  because 
he comes from an agent 
background. In addition, he 
supplies everything needed 
to succeed – lock boxes, hi-
end multi-color brochures, a 
highly professional working 
environment with no desk 
fees, extensive sales training, 

“Our goal is to provide a higher level of service and integrity than 
anyone could ever expect from us. We strive to be the number one 

sales team inside the perimeter every year.”

Mikel goes over building plans with Dan Dehart. As part of the Dream Home Program, the company makes 
sure that each client is ecstatic with their custom-designed home before construction begins.
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high-level 7-days-a-week office support staff  and an in-
house marketing company called Fresh Creative, which 
is owned and run by Mikel’s wife Melinda Chandler.

Muffley’s detailed marketing program is clearly 
working. The team sells more than 60 percent of its 
own listing inventory – an unheard of success rate in the 
real estate industry. Muffley & Associates is on track to 
have another record breaking year in 2013.

“An agent is only as good as the people behind him,” 
he explains of his organizational philosophy. “My staff 
receives incentives based upon the success of the 
agents they serve. And we have the best support staff 
in the business – they are experienced, well trained…
and not cheap!

Muffley is adamant about not allowing an 
agent to sell new construction unless 
he or she understands it. He requires 
them to learn everything about it – how 

the foundation is poured, the construction process, 
etc. Those who list properties must preview the 
inventory in the area prior to giving the listing 
presentation (rather than just relying on the paper 
comps pulled off the Internet). He also pushes his 

agents to understand that, to do volume, they have to 
have inventory. Daily prospecting for 2-3 hours is not 
uncommon at the company. 

“I run a professional sales environment. Real estate 
just happens to be what we sell. I require them to be 
experts in their neighborhoods and regions. I tell them 
to use their lockbox key and go see as many listings as 
possible,” says Muffley. “How can you be a professional 
agent if you don’t know the inventory?”

Tony Teixeira, the agent who has been with him 
the longest, says Mikel has incredible drive 
and ambition. “He pushes you and takes you 
under his wing. He helps mold people, gives 

them drive and a reason to do better. Mikel gives you 
all the tools and resources you’ll need. He doesn’t 
leave you to flounder.”

In return for their hard work and dedication to their 
fellow team members, a variety of fun group activities 
are planned, such as an annual overnight fall retreat in 
the North Georgia Mountains, out-of-state seminars 
and conferences, and charity events, which are often 
held in some of the team’s listings and new construction 
projects as an added marketing bonus for the sellers. It 

Mikel and his wife Melinda enjoy weekend walks in Piedmont Park with their 7-month-old daughter Maddison, near their own home. “This is one 
of our favorite areas in Atlanta,” he says of this Intown location. “We have some of our most popular Dream Homes in the Virginia Highlands, 
Morningside and Ansley Park neighborhoods.”

r.e. REAL ESTATE MAGAZINE > FALL 2013    

P
ho

to
 b

y 
Su

e 
B

ux
to

n



 

r.e. REAL ESTATE MAGAZINE > FALL 2013

all circles back to a true team-building environment and 
is not just a catch-phrase that looks good on paper in the 
hopes of attracting more agents.

Muffley is, in fact, extremely particular about the 
agents he recruits to the team. He does not want the 
agent who is just in it for the quick commission. “It’s 
not about the quantity of the transactions, but the 
quality of these transactions,” he states. Muffley 
understands that a client who feels valued and who is 
told the truth no matter what, will be a repeat client 
in the future, will speak highly of the company and 
will happily send referrals. It’s not uncommon for 
Mikel to recruit people with little real estate sales 
experience – as was the case with Tony Teixeira – 
or to bring them into real estate from a completely 
different sales industry.

Operations Manager Suzanne Bowen knows how 
careful Muffley is with his recruiting. In the five years 
she has been with the team, Bowen has witnessed 
several instances of Mikel taking an agent from near 
poverty to earning six figures. “He is very much into 
the ‘you-get-out-of-it-what-you-put-into-it’ approach!” 

Muffley continues to look for agents who desire to 
take their business to the next level, as well as industry 
leaders who desire a more exciting and challenging 
environment where the sky is the limit.

TC McClenning is a marketing consultant and writer who has 
helped hundreds of Realtors®, companies, builders and Realtor® 
associations with their marketing efforts, media coverage, 
websites, blogs and social media. Author of the award-winning 
book, All In a Day’s Work for Real Estate Agents, contact TC at  
404-819-0643, tc@topcatcreative.com or follow @RealtorPR.

Mikel enjoys some down time with Ava, the latest of four Weimaraners he has owned over the years.
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404-273-3186
404-848-0996

www.MuffleyHomes.com



A “Dream Home Program” residence recently completed and featured on the Virginia-Highland Tour of  Homes. 

“They made the process of building our dream home  
simple. If you know the neighborhood where you want

to live - they can make it happen.”
– Mark and Colleen, Actual Dream Home Clients
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TRADE YOUR OLD HOUSE FOR A NEW, CUSTOM HOME!

  Our Dream Home Program Makes It Possible. 
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Muffley & Associates Real Estate | Brookhaven | Virginia-Highland  | 678-705-5761 | MuffleyHomes.com

MIKEL MUFFLEY
Founder & Realtor

TO LEARN MORE CALL: 
MIKEL MUFFLEY
404-273-3186 or 678-705-5671 
Mikel@MuffleyHomes.com

Our Dream Home program’s unique, streamlined, cost-effective approach – which includes neighborhood 

selection, lot acquisition, architectural design, CP financing, design center and design team, plus volume-

purchasing power, guaranteed prices and strict completion deadlines – has been welcomed by many 

new, happy, custom homeowners. Aligned with the high-powered teams of Harrison Design Associates, 

Pak Heydt Associates, Stanley Ellis Interiors and a guild of some of Atlanta’s top luxury custom home 

builders, the Dream Home Program is making building a custom home more cost-effective for everyone. 

Call today to learn more about the Dream Home program.  

HARRIsON DEsIgN AssOCIATEs
PAK HEYDT AssOCIATEs
sTANLEY ELLIs INTERIORs 
& A gUILD OF TOP LUXURY HOME BUILDERs


