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COASTAL CARRIER

MOVING & STORAGE COMPANY

e HOUSEHOLD & COMMERCIAL MOVES ¢ PACKING SERVICES
o LOCAL & LONG DISTANCE ¢ CLIMATE CONTROLLED STORAGE

MOVING YOU

TO MAKE A DIFFERENCE

GET A FREE QUOTE!
SINCE 1985

Ok#ii0 910-392-1916
COASTALCARRIER.COM
&L

Right now, during these uncertain market conditions, it takes a PARTNERSHIP to sell a house.
A Realtor®, a mortgage broker, a home appraiser, a mortgage lender, home inspector, title
company and insurance agent, just to name a few. Put Coastline Insurance on your team
this year and reap the benefit of an independent agency, shopping many different insurance
carriers for your clients, finding them the best coverage at the best price.
We specialize in insuring coastal properties. We live here too ... we get it!

This Year, Partner With The Coastal Specialists at Coastline Insurance

PR EN R ESHDF RV ITRNINT
910-454-0707

Now Open In
Three Locations

Fy
\"'I/'—\ Coastline Insurance

Is There When, and

COASTLINE Where You Need Us!

INSURANCE Southport, Oak Island
HOME = AUTO = BUSINESS wrightSVi"E Beach

www.Coastlinelnsurance.com




Preferred Pariners

This section has been created to give you easier access when searching
for a trusted Real Estate affiliate. 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!

ACCOUNTING/TAX SERVICES
Barbara M Williams Accounting
and Tax Services

Barbara Williams

(910) 363-4165
www.bmwaccounting.com

ATTORNEY

A.B. Miller Law, PLLC
Lance Miller

(910) 363-1007
abmillerlaw.com/

BUILDER

Chesapeake Homes
Nicole Maggio-Deaton
(757) 448-3742
ChesHomes.com

FLOORING
Perez Flooring Solutions
(910) 524-7478

GIFTS

Cutting Edge Gifting

Eric Chandler

(336) 437-2102
www.CuttingEdgeGift.com

HOME INSPECTION
Amerispec Inspection Services
Elizabeth Smith

(910) 392-3132
www.amerispec.com/

INSURANCE

Coastline Insurance

Jonathan Peele

(910) 454-0707
Jjonathan@coastlineinsurance.com

FinPoint Insurance

Chad Litton

(910) 454-9800
chad@finpointinsurance.com

LAND SURVEYING
Chandler Land Surveying, PA
(919) 291-9163

FLOORING
SOLUTIONS

MORTGAGE / LENDER
ALCOVA MORTGAGE

- Chris Waggett

(910) 619-2689
alcova.com/chris.waggett

Highlands Mortgage

- David Starling

(910) 620-3210
highlandmtg.com/david-starling

Mark Allen - Edge
Home Finance
(607) 624-7650

The Don Owens Mortgage Team
(336) 558-3629
www.donowensmortgage
team.com

MOVERS

Miracle Movers - Brunswick
Kristi Tucker

(910) 523-3170
miraclemoversbrunswickco@
gmail.com

MOVING & STORAGE
Coastal Carrier
Moving & Storage
Josh Shipman

(910) 742-7914
coastalcarrier.com/

MOVING COMPANY
Southern Moving & Storage
Macon Bullard

(910) 703-3908
www.southernmovingnc.com

PAINTING

Drechsel Professional Painting
T.J. Drechsel

(910) 297-4821
tdrechsel@gmail.com

PHOTOGRAPHY
Drechsel Photography
T.J. Drechsel

(910) 297-4821
tdrechsel@gmail.com

JAYLENE PEREZ
(910) 524-7478

perezflooring15@gmail.com

/YOUR HOME DESERVES

.Z PRECISION.

FROM HARDWOOD TO LAMINATE,
WE LAY THE FOUNDATION FOR
BEAUTIFUL LIVING.

4 . December 2025

VILYX®AM[) MOVERS

Your Property Is Our Priority

What makes us the top pick | Full-Service Move
for moving companies
in Charleston, SC?

Professional Packing Services
Climate-Controlled Storage

Local & Long Distance

4B MOVERs
L TTT ) Frageity 1y T -

(843)203.0210
LELIL DL P T e

Let Miracle Movers of Charleston take the hassle
out of your client's upcoming move!

RATED #1 IN CHARLESTON FOR OVER 6 YEARS

(843) 203-0210 O




Meet

The
Team

Gabe Chandler T.J. Drechsel Bradley Strickland Jacob Shnider
Publisher Drechsel Photography Photographer/Videographer Photographer
Lighthouse Visuals Shnider Productions

Logan Burke Dave Danielson Lee Eatmon Kim Nagal
Photographer Contributing Writer Contributing Writer Executive Assistant
Burke’s Meida Photographer

remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.
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Client: The Don Owens Mortgage Team

Size: Full
Location; Standard
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SOUTHERN

MOVING & STORAGE

Friendly | Prompt
Mindful | Professional

Call or visit our website

for your moving quote.
BY GABRIEL CHANDLER

910-769-5628

As we close out another year, take a moment to reflect—not
just on what you accomplished, but on who you became in
the process.

networ k—partners, mentors, and colleagues who make the
journey easier, more profitable, and more fulfilling.

That’s why Real Producers exists —to connect you with
Success in real estate is never just about the deals closed or the the right people, the right opportunities, and the right
commissions earned. It's about the relationships built, the conversations to keep you at the top of your game.
challenges overcome, and the growth that happens when
you push yourself beyond what you thought was possible.

AMERISPEC

The Work Never Ends, But Neither Do the Rewards e T kT
INSPECTION SERVICES

2026 is coming fast, and the next chapter of your business
What This Year Taught You is about to be written. Will it be a year where you stay
Every transaction had a lesson. Every client interaction shaped comfortable? Or will it be the year you level up, expand your
your approach. Every deal—whether easy or impossible— network, and take bolder action than ever before?
helped refine you into a stronger, more experienced, and more
resilient professional.

dens @

PODCAST

Success isn’t built in a day. It’s built in the quiet, consistent
decisions you make every single day.

Think back: * To show up when others don’t. H
, o . . flen other: , , Gillespie Group ]
* What was your biggest challenge this year? What did it * To build relationships instead of chasing transactions.
teach you? * To step into rooms that challenge you instead of staying in “Many of/my clients

Which relationship or partnership had the greatest
impact on your business?

your comfort zone.

Same Brand, New Reach —

* How have you grown—not just as an agent, but as a
leader in your market?

So here’s my challenge to you as we close out this year: Tune in for free today

Take what you’ve built in 2025 and amplify it in 2026. Listen on
The agents who truly thrive in this industry aren’t just focused d Apple Podcasts
on what they do —they’re intentional about who they

become. They show up. They build relationships. They invest

in the long game.

Make this the year you grow, evolve, and solidify your name as - ] '
not just a top producer, but a market leader. LISTEN ON @ Spotify -

TOP REAL LETATL AOENTR

AmeriSpec helps my
clients feel informed, =
supported, and confident.” '

Call or text 910.392.3132 to
schedule or to find out more.
AmeriSpec.com/Locations/NC/Wilmington

See you at the top. Listen on .
amazon music

Real Estate Is a Relationship Business
As you prepare to step into a new year, remember that the
strongest agents don’t succeed alone. They have a trusted

Gabriel Chandler
Publisher, Cape Fear & Real Producers

wrrm ot FESIMNGTON RAMSEY

O @AmeriSpecWilmingtonNC @AmeriSpecNC
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RP reaches the top 300-500 real
estate agents in 100+ major markets
across the country (like this one).

Your business can reach those agents too.

1. REAL PRODUCERS

Partner with one or multiple Real Producers magazines to reach this coveted
Top Producer audience. Visit realproducersmag.com/locations.

ROOTED IN THE COMMUNITY.
TRUSTED BY REALTORS.

THE CHRIS WAGGETT 1AM o T L eoy Astortonger

+ 25+ years of mortgage expertise

\ « Local, dedicated team support
A « 11-15 day guaranteed closings with Pre-Approval Plus

+ $5,000 paid to both buyer & seller if we
M O R T G A G E miss the closing date

- b-Year Rate Drop Pledge: refinance later with
no lender or appraisal fees

Oh 0

chris.waggett@alcova.com
910.619.2689

prmmm L0V Hormaaae, LT HALS 103 ADSCE | Guswnir s

Loan Programs Offered:
Conventional, FHA, VA, USDA, Jumbo

Construction-to-Permanent & Bridge Loans

Down Payment Assistance « Non-QM Options




DESIGNATIONS AND CERTIFICATIONS

In today’s competitive real estate market,
education and expertise set professionals
apart. Earning designations and
certifications not only enhances a
realtor’s knowledge but also builds

trust and credibility with clients. These
professional credentials demonstrate a
commitment to excellence, continuing
education, and ethical practice.

Designations and certifications
provide specialized training in key
areas of real estate such as luxury
homes, commercial properties, buyer
representation, or green building. This
advanced knowledge allows agents

to better serve their clients, offering
insights and solutions that go beyond
basic licensing requirements.

.rec151on You Can Trust

& Certifications

919-291-9163 » jchandler@chandIerlandsurveymg

Clients often feel more confident
working with a realtor who has taken
the time to pursue additional education.
Designations like GRI (Graduate, Realtor
Institute) or ABR (Accredited Buyer’s
Representative) signal professionalism
and expertise, giving clients peace of
mind that they are in capable hands.

Real estate is relationship-driven,

but credentials add an extra layer of
distinction. Agents with certifications
often stand out in crowded markets,
making it easier to attract and retain
clients. For brokerages, having agents
with advanced credentials can also
elevate the firm’s reputation.

CHESAPEAKE

kxperience | THE DIFFEREN

= @0@

@

WOLDEN BEACH

Many designations come with
membership in professional
organizations, providing access to
exclusive networking events, resources,
and referral opportunities. This
community of like-minded professionals
helps realtors expand their reach and

stay updated on industry trends.

Real estate designations and
certifications are more than just
letters after a name—they represent
dedication, expertise, and a higher
standard of service. By investing in

professional growth, realtors not only

~
chandler

Q\ND SURVEYING
o’
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(1) Sellingin
Bolivia, NC
Final Opportunities Remaining!

Another fine community with quality homes
built by Chesapeake Homes in Bolivia, NC.
Brunswick County is perfect for buyers
looking for a serene atmosphere that is also a
quick trip away to nearby beaches like
Holden or Ocean Isle Beach

GOOSE
MARSH

BOLIVIA, NC

Selling in
@ Calabash, NC

A brand new master-planned community on the
South Carolina/ North Carolina border. Here's
where your clients can Live Their Best Life
enjoying a sweet serene coastal lifestyle in
beautiful single-family homes! Proposed
amenities include a resort style pool, clubhouse,
pickleball, dog parks, and much more!

OF THE CAROLINAS

BY CHESAPEAKE HOMES

e I

g .
= o w

erience «Experience
S ~ A the'Satisfaction.

(3) Coming Soon to
Leland, NC

Welcome to our newest community in
Coastal North Carolina. With both townhomes
and single-family homes, there is bound
to be the perfect home for you. Sign up for our
VIP list and you will be among the first to know
the latest and greatest about this community!

Riverwalk
POINTE

Leland. NC

Sales By:

Go to cheshomes.com for current information on each community or call 910-335-4368. oy Homes Reaiy, N
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The Power of People
One of the most rewarding
parts of life is supporting
the dreams of others. That
spirit of contribution drives
Matthew Kane, REALTOR®
and Team Leader of Tidal
Realty Partners. While
Matthew’s own journey is
inspiring, what truly sets
him apart is the team he’s
building—an energetic
group of professionals who
not only serve clients at the
highest level but also push
each other to grow, compete,
and succeed.

“With the right people
around you, anything is
possible,” Matthew says. “I'm
fortunate to have a team of
awesome agents and staff
who share that same hunger
and energy.”

From Service to Strategy
Before real estate, Matthew
built a career in service and
leadership. A Marine Scout
Sniper turned firefighter,

he thrived in high-pressure
environments where
teamwork meant everything.
Later, he earned his degree
at UNCW and joined a Big 4
consulting firm, sharpening
his skills in business strategy.

But consulting lacked one
thing—opportunity tied
directly to effort. “I wanted
a career where my results
were based on my drive,
not a fixed salary,” Matthew
recalls. That mindset led him
to real estate in 2016, where
he discovered a passion

for helping families while
building something bigger
than himself.

A Teamerage

with Momentum

Today, Matthew leads Tidal
Realty Partners, operating
under Real Broker LLC.

16 - December 2025

The group has grown into

a “teamerage”—a hybrid
between a team and a
brokerage model—designed
to provide both structure
and opportunity for agents.

“We’ve created an
environment where agents
can thrive,” Matthew
explains. “It’s competitive,
collaborative, and fun. Our
people push each other, and
that makes us all better.”

That model is paying off.
Tracking towards $100m in
2025 in career sales volume

and a rapidly growing track
record in the investment
arena, Tidal Realty Partners
is quickly becoming one of
the most dynamic groups in
the Wilmington market.

Success Through
Teamwork

Matthew has earned
recognition in the Top 1%
of Real Trends, multiple
Platinum distinctions at
Real Broker, and multiple
Icon Awards at eXp Realty.
But ask him what he’s most
proud of, and his answer is
quick: the people.

“Sales volume is great, but
it’s nothing without the team
behind it,” he says. “From
my assistant, who keeps my
business running, to our
agents who grind every day,
our success is truly shared.”

Tidal Realty Partners is not
just about selling homes—
it’s about creating careers.
Matthew invests heavily in
coaching, accountability, and
systems so his agents can
build predictable, thriving
businesses. Beyond training,
the team also partners

with agents in real estate

It’'s competitive,

Ll
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collaborative,
and fun. Our:

people push

cachother, and
that makes us

all better.”
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investments, giving them the
opportunity to own, flip, or
build long-term wealth.

“My mission is to give people
the same opportunity I had:
the chance to take control

of their future through real
estate,” Matthew says. “And
that means helping them
succeed not only in sales, but
in wealth-building too.”

Balancing Business

and Family

For Matthew, family remains
the anchor. With three
young daughters, his days
are carefully structured to
balance production, leader-
ship, and dad life. “I'm up at
5 a.m. to train, I lead gen in
the mornings, and by 5 p.m.,
I'm fully with my family,”

he shares. “My girls are my
world, and my business is
built around them—not the
other way around.”

Looking Ahead
Matthew’s vision extends
beyond sales. He’s growing

18 - December 2025

an investment portfolio with
plans for 40-50 investment
deals a year and pursuing
large commercial and
multifamily opportunities.
Just as important, he’s
focused on building Tidal
Realty Partners into an
exclusive team that agents
are excited to join.

“I want this to be a group
where talented people
compete, support one
another, and win big
together,” he says. “At the end
of the day, my job is to create
opportunity—for my clients,
my team, and my family.”

Making Dreams a
Shared Reality

For Matthew Kane and Tidal
Realty Partners, success is
not just about numbers on
a board. It’s about creating
a culture where people
thrive, dreams are realized,
and opportunities multiply.
With the right people in the
right seats, the future looks
brighter than ever.

At the end of
the day, my
job is to create
opportunity—
for my clients,
my team, and
my family.”
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FinPoint Insurance

LOCAL EXPERTISE. PERSONAL SERVICE.

When it comes to navigating the unique
challenges of coastal living, having

the right insurance partner makes

all the difference. For Chad Litton,
Managing Agent of FinPoint Insurance
in Southport, NC, protecting clients isn’t
just about policies and premiums—it’s
about relationships, education, and
peace of mind.

FinPoint Insurance is a multi-line
agency that specializes in both personal
and commercial insurance. Originally

opened in 1989 as Hibiske Insurance,

a captive Nationwide agency, it
rebranded to FinPoint Insurance in

2020 when the team transitioned to
being an independent agency. That
change expanded their ability to provide
customized coverage options from
multiple carriers, ensuring clients get
the right fit for their needs.

A Family Connection to the Business
Chad’s journey into the insurance field
began after a major move. In 2014,

he and his wife Alecia relocated with
their daughters, Madison and Grace,
from the Charlotte area to Wilmington.
His brother, Adam Litton, was already
managing the Southport agency, and
when a long-time agent retired, Adam
invited Chad to join the team.

It was a natural fit. Chad had earned
his NC Property and Casualty license in
2008, and his previous career in retail
sales and furniture store management
had shaped his commitment to

Brunswick Real Producers - 21



“We keep our clients’
best interests as our top
priority at all times.”

customer service. “Dealing with people
daily taught me the importance of
listening, solving problems, and always
aiming to deliver the best service
possible,” he says.

One of FinPoint Insurance’s greatest
strengths is its understanding of coastal
risks—from hurricane exposure to
flood zone requirements. “We make
complex coastal insurance simple and
dependable... especially when it matters
most,” Chad explains. This expertise

is particularly valuable to real estate
agents and their clients, who often face
unfamiliar insurance requirements
when purchasing property in the area.

For Chad, supporting Realtors is a big
part of the mission. “I take pride in
helping agents and their clients navigate
the process, answering questions, and
providing tailored solutions. The goal is
to make the transaction smoother so the
sale can close with confidence,” he says.

w
*

FinPoint’s Southport office is home to

a dedicated group of professionals.
Alongside Chad is Customer Service
Representative Sarah Butler; Account
Managers Holly Mitchell, Zane Duncan,
and Shane Vaczy; and Personal Lines
Service Manager Christine Genovese.
Each team member plays a vital role in
ensuring clients feel heard, protected,
and valued.

Their efforts have not gone unnoticed—
FinPoint Insurance was recently named
the Southport-Oak Island Chamber of
Commerce “Customer Service of the
Year” for 2024-2025. “We keep our
clients’ best interests as our top priority
at all times,” Chad says.

Chad’s approach to business is rooted
in his personal philosophy: the Golden
Rule—treat others as you wish to be
treated. That means slowing down to
understand each client’s unique needs,

#™ FINPOINT
—

INSURANCE
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FinPoint

Your Local Insurance Partner.

“Being there when clients truly
need us—that’s what makes
this career so meaningful.”

educating them about their options,
and being available when they need
help most.

This commitment extends beyond

the office. In his free time, Chad

enjoys exploring all that coastal

North Carolina has to offer with his
family—whether that’s relaxing at the
beach, trying new restaurants, getting
out on the water, or playing a round of
golf (weather permitting). “I strive to
be the best version of myself every day
and someone my girls can look up to,”
he says.

24 . December 2025

Looking Ahead

FinPoint Insurance’s goals for the
future are rooted in relationship-
building. Chad and the team aim to
continue strengthening partnerships
with real estate agents and growing
their reputation for reliability, honesty,
and results. They want to be the go-to
resource for agents who need quick,
accurate insurance recommendations to
keep closings on track.

For Realtors, Chad’s message is clear: “I
understand your time is one of the most
valuable resources you have. You and

your clients deserve a smooth experience
handled with confidence. Let’s work
together to deliver exceptional service
and build a partnership that truly adds
value to the home-buying process.”

A Career Built on Helping Others
Whether it’s guiding a first-time
homebuyer through their coverage
options or supporting a client through
the aftermath of a storm, Chad finds

the greatest reward in knowing he has
helped someone feel protected during a
stressful time. “Being there when clients
truly need us—that’s what makes this
career so meaningful,” he says.

In an industry where trust is everything,
FinPoint Insurance stands out for its
personal approach, deep local knowl-
edge, and unwavering commitment to
service. For Chad Litton, it’s about much
more than selling insurance—it’s about
protecting dreams, building confidence,
and being a steady presence in a com-
munity he’s proud to serve.

910-454-9800

910-383-0303

WECT %



RISING STAR
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For Jennifer Ronan, real estate is more than a profession—it’s a natu

extension of her life experience, business acumen, and passion for help
others navigate meaningful transitions. As a single agent with St James
Properties in Southport, NC, Jennifer brings a unique international 1
perspective to her work, shaped by her roots in Dublin, Ireland, and a

successful corporate career that preceded her move into real estate.



Jennifer’s journey to the Carolina

coast began across the Atlantic. Born
and raised in Dublin, she studied
Business Management at the Institute of
Technology University before launching
a high-level career in insurance. She
eventually rose to the position of Senior
Vice President in the corporate division
of a leading insurance brokerage. Her
early career sharpened her analytical
thinking, honed her negotiation skills,
and deepened her understanding of how
people and markets connect—skills that
would serve her well in real estate.

After relocating to the U.S. in 2002

and ultimately settling in Southport,
Jennifer’s path began to shift. “I've
always enjoyed connecting with people
from different backgrounds,” she says.

28 - December 2025

“Having lived in three countries, I
understand what it feels like to navigate
change. That, combined with my interest
in market trends and design, made real
estate a natural next step.”

In 2023, Jennifer earned her North
Carolina real estate license and dove
headfirst into her new career. “The

first year was quiet,” she admits. “But I
used it to learn and build relationships.”
That patience and persistence paid

off. In 2024, she closed 14 transactions
totaling $8.9 million in sales volume—a
significant accomplishment for a
second-year agent.

Jennifer’s approach to real estate is
grounded in empathy, professionalism,
and a genuine desire to serve. “Many of

my clients are relocating—sometimes
across the country. I know how
overwhelming that can be, and I do
everything I can to make the process
smooth and stress-free,” she explains.
Her attention to detail, tireless work
ethic, and clear communication have
earned her the trust and appreciation of
both buyers and sellers.

Though she’s relatively new to the
industry, Jennifer has already found
what makes her stand out: “I care,”
she says simply. “My clients feel that.
I'walk alongside them at every stage
of the transaction. They know I'm in
their corner.”

Technology has also been a game-
changer in Jennifer’s workflow. “We can
work from anywhere now,” she says.
“That flexibility allows me to respond
quickly, which makes a big difference in
today’s fast-moving market.”

A typical day in Jennifer’s world doesn’t
follow a set schedule—something she
embraces. Whether she’s previewing
listings, attending inspections, or
strategizing on a negotiation, each

day brings fresh challenges and
opportunities. “Real estate is really
about problem-solving,” she says. “You
have to adapt constantly, and that keeps
it exciting.”

Outside of work, Jennifer lives a full and
balanced life with her husband, Kevin,
and their three rescue cats—Rigley,
Stubby, and Nubby. She’s a lover of the
outdoors and often finds herself boating
along the Intracoastal Waterway,
walking the beach, or enjoying a scenic
motorcycle ride. “Being outdoors helps
me recharge,” she says. “And it’s often
when I meet new people and share
whatIdo.”

Maintaining balance in a business
that doesn’t follow a 9-to-5 schedule
is key, and Jennifer prioritizes time
with her husband and space for rest.
“It’s important to carve out time just

““Real estate is really
about problem-
solving. You have to
adapt constantly, and

that keeps it exciting.”
- _ .




for ourselves,” she says. “That’s how
I stay energized and able to serve my
clients well.”

Jennifer also keeps in close contact with
her family in Ireland, who remain a
strong source of support and pride. Her
background and experiences have made
her adaptable, resourceful, and deeply
resilient—qualities she believes are
crucial for success in real estate.

To new agents or those just getting
started, Jennifer offers this advice: “Stick
with it. The first year can be tough—
there are ups and downs—but use that
time to build relationships and soak up
knowledge from those around you. Even
if you’re not closing a deal today, you're
planting seeds for the future.”

Jennifer’s goals for the future are
centered on continuous improvement.
“I want to continue learning and
deepening my expertise,” she says.
“There’s something new to take in every
day in this business, and that’s part of
what I'love about it.”

For Jennifer Ronan, success is defined
simply: “Doing my job well.” But talk
to her clients, and they’ll tell you she’s
doing much more than that. She’s
guiding, supporting, and making a
difference—one transaction, one
relationship, one story at a time.

® EDGE

FINANCE

Relationships > Transactions

WE OFFER

Customized Fixed Mortgages HELOC's
CONV, FHA, VA, USDA Loans Investment Options (DSCR)

Jumbo Loans Commercial Options
OTC Construction Loans Bank Statement Loans
Down Payment Assistance No Income Loans
Refinancing Options

o’ to Get Your Client Their
/ Dream Home!
\ iy

Mark Allen
Your Mortgage Guide | NMLS: 2351873
607.624.7650
Mark.Allen@EdgeHomeFinance.com




120 years of affordable
housing experience,
improving lives through
transparency, simplicity,
and expert guidance.

&, Fixed Rate Mortgages
ﬁ FHA Loans

&y VA Loans

No and Low Down Payment Options

& Adjustable Rate Loans

% 'Rural Development

HomeReady and Home Possible Mortgages
@ Buydown Advantage Program

M Construction & Bridge Loans

Devid Stasling

Branch Manager / Sr. Mortgage Consultant

NMLS# 119565
david.starling@highlandmtg.com
(910) 620-3210

YOUR TRUSTED REAL ESTATE ATTORNEY

ANNA MILLER

A.B. MILLER LAW

910.363.1007 | abmillerlaw.com
4002 Executive Park Boulevard, Southeast | Suite 100 | Southport




A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063
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B ACCOUNTING & TAX SERVICES

Thank You

for voting us

Best Accountant!

Scan o Call to Schedule a Fnee Cenaultation!

(910) 363-4165 Thank you for voting us Best Accountant in
bmwaccounting.com Brunswick Marketplace People's Choice Awards!




