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Join real estate leaders and the top 5% of agents from across the country for a two-day experience
packed with industry insights, cutting-edge strategies, and powerful networking
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he best results in this business

don’t come easily. It requires

sustained effort, expertise and
experience. Those efforts can be eased
by joining with someone who shares
your vision for service and making an
impact for clients.
That’s what Holly Turner and Brian
Osborn share. As leaders of the
Waterway Living Team with Innovate
Real Estate, they pull together to create
real wins.

Holly Turner: From Critical Care to
Real Estate

Before becoming a real estate
professional, Holly dedicated 19
years of her life to nursing, primarily
working in critical care. After years
of saving lives and balancing family
responsibilities, she decided it was
time to pursue a career she had long
admired—real estate.

Holly’s father was a real estate
associate, and though she saw firsthand
the profession’s challenges, she also
admired the flexibility it provided.
After taking her real estate classes and
passing the exam in February 2020,
COVID-19 hit. Despite the difficult
timing, Holly persevered, learning to
thrive in a rapidly changing market.

“People often ask if I regret leaving
my nursing career,” she says. “Not at
all. It was rewarding, but real estate has
been better for me and my family.”

Holly’s nurturing background as a
nurse has been instrumental in shaping
her real estate career. “I treat all my
clients like they are family,” she says.
Her goal is to create lasting relationships
with her clients, built on trust and
transparency. This approach has helped
her defy industry statistics—while only
about 12% of buyers typically reuse

their realtor for future transactions, Holly’s referral and repeat
business rates are far higher.

Family is at the heart of Holly’s life. She’s been married to
Brad, a nurse anesthetist, for 18 years, and together, they have
two children—Bryce, 17, and Brinkley, 13. Their family life in
Myrtle Beach is vibrant, full of golf outings, beach trips, and
time spent with their two beloved dogs, Rico and Yogi.

With every commission she earns, Holly donates to the
Grand Strand Miracle League, showing her deep commitment
to giving back to her community. Looking to the future, Holly
hopes to be the go-to realtor for Canadians looking to buy
in Myrtle Beach and a trusted name in her neighborhood,
Waterway Palms Plantation.

Brian Osborn: From Automotive Design to Real Estate Success
Before becoming a REALTOR®, Brian spent years as a
mechanical automotive designer. His decision to pivot to

real estate came in 2016, driven by a desire for something
more dynamic. His wife’s family, longtime realtors in Myrtle
Beach, inspired him to take the plunge, and he relocated from
Michigan to South Carolina with his family.

In his first year, Brian focused on learning the area and
building his network from scratch. He took every opportunity
to host open houses and work company-provided leads,
closing 20 deals in his first year and earning recognition for his
performance. Today, Brian’s business is almost entirely driven
by client referrals and repeat business, a testament to his work
ethic and commitment.

“To know that you’ve done your job so well that past clients
go out of their way to tell others about you is an amazing
feeling,” Brian says.

He approaches every transaction with meticulous attention
to detail and a dedication to ensuring the best possible
outcomes for his clients. “I am not pushy in any way. I don’t
view my career as being in sales but as finding the perfect
property for my buyers,” he explains.

Brian’s personal life is equally fulfilling. He and his wife,
Michelle, have been married for 28 years, and together, they
have an 11-year-old daughter, Leah. The family loves to
take “staycations,” often packing up a cooler and heading to
the beach for a relaxing evening. Brian also enjoys golfing
and cruising down the Waterway—taking full advantage of
everything Myrtle Beach has to offer.

The Waterway Living Team: A Shared Vision

Holly and Brian’s paths crossed when they joined forces

to create The Waterway Living Team, a real estate brand
specializing in properties along the Intracoastal Waterway.
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Success for me is having
a well-balanced life and

having life prioritized
correctly.”
— Brian

“Every client experience
is different, but they will
consistently get the best
I can offer them.”

— Holly

Both share a love for the waterway
lifestyle and a deep commitment to
their clients, which has become the
driving force behind their business.
Their combined expertise
allows them to cater to buyers
and sellers in these unique
communities, offering a
level of insight and personal
experience that sets them apart
from other agents.
As a team, Holly and Brian
embody the perfect balance of
compassion, precision, and client-
first service. Their mutual respect
for each other’s strengths has fueled
the success of their partnership, and
they are excited to continue growing
their brand.

Lessons Learned and

Success Defined

For both Holly and Brian, success isn’t
just about the number of transactions
closed or the revenue earned. It’s
about balance, family, and authenticity.
They’ve each worked hard to build
careers that support their lives, rather
than consuming them.

“Success for me is having a
well-balanced life and having life
prioritized correctly,” Brian says. For
Holly, success is about honesty and
giving each client the best experience
possible. “Every client experience is
different, but they will consistently get
the best I can offer them.”

Together, Holly Turner and Brian
Osborn are redefining real estate in
Myrtle Beach, one client at a time. In
turn, they’re pulling together to create
real wins.
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Providing Commerical and
Residential Appraisal Services

Throughout Horry, Georgetown, and
Brunswick Counties

“We pride ourselves in extensive
knowledge of the marketplace, providing
exceptional service and
industry-leading turn-around time.”

843-808-1533 @OM
fwiwa.com | Info@fwiwa.com

For What It’s Worth
g%maamﬁ

1045 London Street, Unit 202, Myrtle Beach, SC 29577

We Inspect Homes Like We're
BUYING THEM OURSEI.VES

Every Res:dental Home lnspectmn |
l_Comes with a FREE Home Warranty

Indoor Air Quality

Pool/ Hot tub
Inspections

Thermal Imaging
Wind Mitigation
Inspections

Irrigation Inspection

Mold Inspection

Only Company with Residential, Commercial, and General Contractor's License.

843-817-8810 - islandinspectionsllc@gmail.com « Islandinspectionslic.com
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CRERTIVE F ENEINE
LET'S GET CREATIVE!!

Sotbrird gt hoie with a glgligh fence

VINYL = WOOD = ALUMINUM

WE TAKE PRIDE AND OWNERSHIP OF THE INSTALL!

CREATIVEFENCINGLLC.COM - (843) 267-7254
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TIDES EYE PHOTOGRAPHY
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Photography has always been more than
just a profession for Donald Hovis, Jr.;

it is a passion that is rooted in his deep
love for his community, his commitment
to helping people, and his natural ability
to tell compelling visual stories. His
journey into the world of photography
began in the hallways of Myrtle Beach
High School, where he picked up a
camera for the first time in 1999. Little
did he know that high school experience
would ignite a lifelong career that

has now spanned over two decades,
impacting both the real estate market
and the Myrtle Beach community.

Getting His Start

Hovis’ first encounter with photography
came when he was tasked with taking
pictures for his high school yearbook.
He quickly realized that this was not
just a hobby—it was his calling. “I fell

in love with it right away. I knew this

is what I wanted to do,” Hovis recalls.
His passion for the craft grew, and soon
after, he landed his first professional
photography job at the Dixie Stampede
dinner show, where he took photos

of guests enjoying their meal. Within

a year, he was promoted to lead the
photography department, a role that
allowed him to manage a team and hone
his leadership skills.

After graduating from college, Hovis
expanded his horizons, transitioning
into hospitality. One of his early jobs
involved taking and posting photos for
a hospitality business’s social media
pages. This blend of photography and
digital marketing solidified his expertise
in the field, preparing him for the future
of real estate photography.

Turning Passion into Profession:

Real Estate Photography

In 2012, Hovis began running Tides Eye

Photography as a part-time business,

focusing on real estate photography.

By 2018, he made the leap to full-time

real estate photography, and it has been

full steam ahead ever since. Today,

he photographs over 1,400 properties

a year—a staggering number that

highlights his commitment to the craft

and the trust his clients place in him.
Real estate photography, Hovis

explains, is a unique niche that requires

precision, attention to detail, and a

personal touch. “I treat every property
the same, making sure the blinds

are straight, and the trash cans are
hidden,” he says. His process involves
an order of operations that guarantees
the highest quality images every time.
He has become a master at the art of
showcasing a home, paying meticulous
attention to how the space is presented,
and making sure the house looks its
best, whether it’s for a sale or for an
Airbnb listing.

Being a stranger in someone’s home
comes with its own set of challenges,
but Hovis is quick to build a rapport
with homeowners. “I look for ways to
connect with them and talk with them
throughout the process,” he shares.
Whether it is helping them move a
piece of furniture or simply offering a
friendly word, Hovis ensures that the
experience is as smooth and pleasant
as possible. He is built a reputation
for being approachable, reliable, and
trustworthy—qualities that have earned
him a dedicated following of real estate
agents and clients alike.

What truly drives Hovis, however,
is the satisfaction of knowing his work
helps people achieve their dreams.
“One of the biggest things for people is
buying or selling property,” he explains.
“I take a lot of satisfaction in doing my
part to support that.” He finds immense
joy in the feedback he receives from
REALTOR® partners, whether it is
a compliment about the photos or a
suggestion for improvement. It is this
sense of purpose and connection that
fuels his passion for his work.

Community First: Giving Back to
Myrtle Beach
But photography is just one aspect of
Hovis’ life. He is deeply committed to
giving back to his community in Myrtle
Beach, a place he holds dear. His
involvement with local organizations,
such as the Grand Strand Miracle
League and Special Olympics, has
become a cornerstone of his personal
and professional life. Hovis serves as
the emcee for Miracle League events
on Fridays and Saturdays, where he
helps facilitate games for children
with disabilities.

“I'look for ways to give back all the
time,” Hovis says, emphasizing how
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FOR HOVIS, THE TRUE JOY LIES IN HELPING PEOPLE THROUGH HIS WORK. WHETHER IT IS
CAPTURING THE PERFECT SHOT OF A PROPERTY OR LENDING A HELPING HAND TO SOMEONE
IN NEED, HOVIS IS DRIVEN BY A PASSION FOR MAKING A POSITIVE IMPACT IN HIS COMMUNITY.

N

integral community service is to his
daily life. He also plays golf with Jacob,
a young man with Down syndrome,
and competes in state and national
tournaments. Hovis regularly volunteers
his time and resources to local causes,
such as cooking for homeless shelters
and supporting other initiatives that
benefit the people of Myrtle Beach.
Hovis credits much of his community-
focused mindset to his mother, who
passed away from breast cancer when
he was very young. “In my logo, there
are two doves,” he shares, pointing
to the symbolism behind the design.
“Those doves represent me and my
mom flying together. I want to let her
light shine through me.” His mother’s
passion for helping others has had a
lasting impact on him, and he continues
to honor her memory through his
community service work.

Balancing Work and Play: Family, Golf,
and Travel

When he is not behind the lens or
working on community service projects,
Hovis enjoys spending time with his
family. He is an avid golfer, often
playing with his dad at local courses like

26 - January 2025

Pine Lakes Country Club. He is also a
season ticket holder for Coastal Carolina
University and loves cheering on the
Chanticleers. Traveling is another of
Hovis’ passions, and he enjoys visiting
new cities to watch the Atlanta Braves
play in places like Pittsburgh, Boston,
and Los Angeles.

Hovis also makes a point of giving
back to the next generation of leaders.
He donates to Coastal Carolina
University and actively supports
the institution, helping to foster
opportunities for students to excel.

The Future of Tides Eye Photography
Looking ahead, Hovis is focused

on continuing to grow Tides Eye
Photography while maintaining his
commitment to excellence. He is known
for delivering photos the very next day,
which has earned him a reputation

for speed and professionalism. But for
Hovis, the true joy lies in helping
people through his work. Whether it

is capturing the perfect shot of a
property or lending a helping hand to
someone in need, Hovis is driven by a
passion for making a positive impact
in his community.

Contact Tides Eye Photography
Today! Phone: 843-504-8711

Your Most Trusted Lender

NATION ONE in the Lowcountry...

MORTGAGE CORPORATION

from New Jersey and we're laoking for a property and
had prabiems obtaining financing after six manths af
agony. We contacted Bhil and his team made the
transaction a Reality, Thei transparency and dear-cut
anproach helped us to make this a reality. Thank you
50 much - Google Review

o be in our hamel Thank you much! | v |
definitely recommend them to anyonel! Thank you
on One Team! - Google Review

The Team that Never Says No!
888.695.3774 | TeamC@NationOne.com | N1Mortgages.com
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FROM OUR HOME TO YOUR
HOME PEST CONTROL.
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© GUTTERS

© SOLAR

©@ NEW CONSTRUCTION  ©TEMPORARY TARPING
@ FREE INSPECTIONS
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Kitchens & Floors

WE'LL BRING THE SHOWROOM 10 You!
FLOORING SERVICE

Exclusive Shaw Flooring
Luxury Vinyl
100% Nylon Carpet
Porcelain & Ceramic
Engineered Hardwood

Wi pay (ASH FoR ALL_REAL
PRODUCERS REFERRALSII |UST TELL
US ¥OU'RE A REAL PRODUCERS
MEMEER WHEN YOU CaLL!

Ask For Keviw: 347-709-7033

KITCHEN CABINETS

1836 LONESTAR ST.
CONWAY, SC 29526

. WWW.DOORZ2DOORPRO.COM
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MOVE-IN
HOMES
AVAILABLE

Shop our floorplans,
see our homes in
progress, and tour our
v communities to start
m '.'Iﬂ o : T W L the journey to your
LR new home.

Offering 3%
Buyer Agent
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@2024 D.R. Horton is an equal Housing
opportunity builder. Home and community
information, including pricing , included

features, terms, availability and amenities
are subject to change or prior sale at any

time without notice or obligation.
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Building Success on Relationships and Hard Work

WRITTEN BY ANITA JONES * PHOTOGRAPHY BY DONALD HOVIS - TIDES EYE PHOTOGRAPHY

or Jon Griggs, real estate is
Fmore than just a career—it’s a

calling built on relationships,
perseverance, and a deep connection to
his family and clients. As he celebrated
his 19th year in the industry last
October, Jon reflects on the journey
that led him from managing a bar in
Columbia to becoming one of the top
agents along the Grand Strand. He
has been with the Dieter Company
since 2009.

“I've always been a people person,”
Jon shares. “My background in
hospitality management from the
University of South Carolina laid the
foundation, but it was my mother who
truly shaped my real estate career.” His

mother, a realtor since 1982, played

a pivotal role in bringing Jon into the
business. “She is not only my mentor
but also my best friend,” Jon says. “It
was a no-brainer to join her team, and
we’ve had what I would call a perfect
business relationship.”

Jon’s journey into real estate began
in 2005, a decision that was as much
about supporting himself as it was about
building something more meaningful.
Over time, his clients became more than
just transactions—they became friends.
“I am still in touch with many of my
clients, even long after the deal is done.
That’s what makes this job rewarding,”
Jon reflects.

Hard work has always been a driving
force in Jon’s life. “I was mowing yards
for my mom’s clients at 12 years old.
Since then, I've worked for tips or
commission, always understanding that
hard work is the only way to make a
living,” he recalls. That same work ethic
carried him through the tough times,
like when the 2008 market crash forced
him back into the restaurant business.
“I was working real estate during the
day and restaurant shifts at night. That
hustle motivated me to strive to be the
best realtor I could be.”

Now, Jon is passionate about
connecting people with their dream
homes and securing the best deals for
his clients. “Selling properties, whether
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ANY TIME | AM
NOT WORKING,
WE SPEND TIME
TOGETHER—
WHETHER IT’S AT
THE BEACH, THE
AMUSEMENT PARK,
OR JUST HANGING
OUT AT HOME.
WORK SUPPORTS
US, BUT BEING
WITH MY FAMILY
IS THE BIGGEST
REWARD.”

it’s a dream home or an investment, is
what excites me the most. I love getting
a home listed and ensuring my clients
get the best price while making the
process smooth,” he explains.

For Jon, success isn’t just about
closing deals; it is about providing
for his family. His partner, Brittany,
and their 6-year-old son, Phinn, are
his greatest motivations. “Any time
I am not working, we spend time
together—whether it’s at the beach, the
amusement park, or just hanging out at
home. Work supports us, but being with
my family is the biggest reward.”

Outside of real estate, Jon enjoys golf,
traveling, live music, and rooting for the
South Carolina Gamecocks. One thing
many people may not know? He is a
huge fan of the band Phish—so much
so that he named his son Phinn, with a
“PH” in honor of the band. “I love getting
down to Charleston or Wilmington for a
concert whenever I can,” Jon says with
a smile.

In an industry that can often
feel transactional, Jon’s approach is
refreshingly personal. “Return your
emails and phone calls,” he advises
aspiring realtors. “It is amazing how
many people lack communication skills,
but that’s what sets me apart. I've gained
clients simply because other agents
didn’t return a text or call.”

Jon’s commitment to his clients
doesn’t end when the deal is done. “I
always tell my clients that I am here
for them, even after the sale. When
they call me just to chat, that’s how
I know I did something right.” His
dedication to follow-through and
building long-lasting relationships is
what he hopes to be remembered for.
“The friendships I have made over the
years are what mean the most to me. I
have friends all over the country who I
still talk to regularly.”

Jon’s advice is simple but powerful:
“Be dependable and work hard. For me,
most days it doesn’t even feel like work
because I'love what I do so much.”

And his parting tip for those looking
to succeed in real estate. “Return your
phone calls, and go to the office. There’s
always something to be done that could
lead to your next sale.”
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Focus on Success
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Include an Old Republic home warranty with every
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

DREAM FINDERS HOMES

The perfect mix of lifestyle and location is all yours: a vibrant, coastal lifestyle, along with
Dream Finders Homes' unparalleled quality and style. Whether you choose a stunning

single-family hoame or luxury townhome, you'll find the key to a better life starts here.

EXPLORE COMMUNITIES

DreamFindersHomes.com | 866-948-9017




