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chris.waggett@alcova.com
910.619.2689

ROOTED IN THE COMMUNITY.
TRUSTED BY REALTORS.

LET YOUR CLIENT CHOOSE!
1% rate buy-down paid for by lender the first
year OR 1% lender credit towards closing cost

Eligible Programs
• Conventional Loans

• FHA, VA, and USDA Loans
• Primary and Second Homes only

• Investment Properties are excluded
from the rate buy-down, 

but are lender credit eligible

AlCOVA Mortgage, LLC | NMLS ID#40508 | www.nmlsconsumeraccess.org
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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!

Preferred Partners

APPLIANCE SHOWROOM
Atlantic Appliance & Hardware
Mark Edwards
(910) 471-6275
Mark@AtlanticAppliance.net

BUILDER
Dream Finders Homes 
-Brad Norris
(910) 988-4888
dreamfindershomes.com

Gannon Building Group
(910) 712-2767
www.gannonbuildinggroup.com

Logan Homes
(910) 332-3765
www.loganhomes.com

CLOSING ATTORNEY
The Humphries Law Firm, P.C.
Justin Humphries
(910) 899-8584
www.HumphriesFirm.Law

CUSTOM HOMES
16 Pointe Properties
Jason Akins
(704) 506-2404
www.16PointeProperties.com

CUSTOM WINDOW FASHIONS
Coastal Window 
Fashions NC LLC
(910) 388-6995
www.coastalwindow 
fashionsnc.com

DENTIST
Live Oak Dental
Daniel Duffy, DMD
910-274-8996
www.liveoaksmiles.com

FLOORING
Perez Flooring Solutions
(910) 524-7478

GENERAL CONTRACTING
Aberle Construction
(910) 471-4197
AberleConstructionllc.com

GIFTS
Cutting Edge Gifting
Eric Chandler
336-437-2102
www.CuttingEdgeGift.com

HOME INSPECTION
Sand to Sky  
Inspections Services
(910) 599-6470
Sandtoskyinspections.com

Seahawk Inspection Services
(910) 547-5269

HOME STAGING & DESIGN
Custom Home Staging 
and Design
Julie Crouch
(252) 646-8758
Julie@shopcustomhome.com

HOME WARRANTY
HWA Home Warranty 
of America
Lisa Orecchio
(910) 610-5985

INSPECTIONS
Uncharted Home Inspections
(910) 541-3315
www.unchartedhome 
inspections.com

INSURANCE
April Jones Insurance
April Jones
(910) 228-4234
april@apriljonesinsurance.com

Christian Gibbs - NC 
Farm Bureau
(910) 232-6345

Coastline Insurance
Jonathan Peele
(910) 454-0707
jonathan@coastline 
insurance.com

FinPoint Insurance
Danielle Johnson
(910) 799-6161
danielle@finpointinsurance.com

My Carolinas Insurance
Ryan Hales
910-202-3699
Ryan@mycins.com

The Huneycutt Group Insurance
Holly Angermeier
(910) 233-7049
holly@huneycuttgroup.com

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

LENDER
Alpha Mortgage
(910) 612-9999
www.alphamortgage.com

Alpha Mortgage - 
Mortgage Loan Officer
Tara Stewart
910-352-6506
Tara.Stewart@Alpha 
Mortgage.com

Rate
Chris Hutchens
(910) 231-4375

LENDERS
Cross Country Mortgage
Adam Slack
704-242-4108
www.rate.com/adamslack

MORTGAGE / LENDER
ALCOVA MORTGAGE 
- Chris Waggett
(910) 619-2689
alcova.com/chris.waggett

Movement Mortgage
Omar Washington
(910) 233-2684
www.TeamWashingtonILM.com

One Presidential Mortgage 
- Wade Coble
(910) 538-7821
www.onepresidentialmtg.com/
loan-officers/wade-coble

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

NON-PROFIT
Easterseals UCP North 
Carolina & Virginia
Cheryl Tuning
704-519-6331
Cheryl.Tuning@easterseals 
ucp.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

PROPERTY MANAGEMENT
Unlimited Property Solutions
Lee Eatmon
(252) 205-6333
www.upswilmington.com/

REAL ESTATE SCHOOL
Southern Choice Real 
Estate Academy
Lee Eatmon
(910) 791-9813
www.southernchoice.com/

ROOFING
Patriot Roofing Company LLC
Stephanie Bolton
(910) 746-9833
patriotroofer.com/

WATER & FIRE DAMAGE 
RESTORATION
Puroclean Restoration 
Professionals
(910) 523-6846
www.puroclean.com/wilmington-
nc-puroclean-restoration-
professionals/
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Meet
The

Team
Gabe Chandler

Publisher
T.J. Drechsel

Drechsel Photography
Bradley Strickland 

Photographer/Videographer
Lighthouse Visuals

Dave Danielson
Contributing Writer

Lee Eatmon
Contributing Writer

Kim Nagal
Executive Assistant

Jacob Shnider
Photographer

Shnider Productions

Logan Burke
Photographer

Burke’s Meida Photographer

REAL ESTATE • CIVIL LITIGATION • MARITIME/ADMIRALTY
CORPORATE & TRANSACTIONS • ESTATE PLANNING + PROBATE

CRAFT LEGAL SOLUTIONS.

910.332.0721 | closings@humphriesfirm.law | humphriesfirm.law

@thehumphrieslawfirm The Humphries Law Firm, P.C.

L U M I N A  S T A T I O N
1 9 0 4  E A S T W O O D  R D .  S T E .  3 1 0 A  W I L M I N G T O N ,  N C

Andrew Penny Attorney at Law

A Fresh Start
STARTS HERE

REAL ESTATE CLOSINGS YOU CAN COUNT ON.

We make closing easy!

Scan MeDISCLAIMER: 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 
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 
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

DISCOVER THE FREEDOM OF CHOICE, CALL HOLLY
910.233.7049 | huneycuttgroup.com
holly@huneycuttgroup.com

Holly Angermeier
Agent

AUTOMOTIVE | BOAT | HOME

Coa��   
C��age

That keeps your
closings on course.



Cape Fear Real Producers • 98 • April 2026

WHY THE ROOMS YOU CHOOSE 
SHAPE THE RESULTS YOU CREATE

PROXIMITY

BY GABRIEL CHANDLER

PUBLISHER’S NOTE

Let Our Team Help Your Clients Navigate 
the Complex World of Insurance.

Insurance Coverage for 
Every Aspect of Life

Scan to 
Request 
a Quote 
Today!

Home     |     Auto     |     Umbrella     |     Flood Insurance     |     Boat

MyCarolinasInsurance.com

Ryan Hales
Managing Partner

910-202-3699
ryan@mycins.com

Madison Tuton
Account Executive

910-202-3699
madison@mycins.com

Success in real estate is rarely about information alone.
It’s about environment.

Who you spend time with.
What conversations your part of.
Which rooms you consistently choose to enter.

We often hear the phrase “your network is your net worth,” yet 
many professionals continue to operate in isolation—staying 
busy, staying active, and hoping momentum follows. But 
growth doesn’t happen by chance.

Hope isn’t a strategy. Proximity is.

The most effective agents understand this. They don’t simply 
work harder—they place themselves in environments where 
perspective expands, relationships deepen, and opportunity 
naturally follows. They know that the right conversations can 
accelerate progress faster than effort alone ever could.

That understanding is why Real Producers exists.

A Room Designed With Intention 
Real Producers isn’t another networking group or industry 
association. It’s a carefully curated platform created for the 
top 300 agents in our market—because when high-level 
professionals gather with purpose, the impact multiplies.

Every feature, every event, and every introduction is 
intentional. The goal isn’t volume—it’s alignment. We bring 
the right people together so collaboration happens organically, 
trust forms naturally, and growth becomes sustainable.

This is what turns presence into progress.

Busy Versus Intentional 
There’s a difference between motion and momentum.

Staying busy can feel productive—but true growth comes 
from investing in relationships that stretch your thinking, 
sharpen your execution, and open doors you didn’t even 
know were there.

If you’re reading this, you’ve already earned your place among 
the best in the business. The real question is this: are you fully 
leveraging the ecosystem around you?

Are you showing up consistently?
Are you building meaningful relationships with  
partners and peers?
Are you placing yourself where long-term opportunities  
are created?

The Next Quarter Starts Now 
April marks a natural reset point. The first quarter is behind 
us, and the foundation for the rest of the year is being set 
right now.

This is the moment to be intentional about where you invest 
your time, energy, and attention.

If you’re already engaged—continue leaning in.
If you’ve been on the sidelines—this is your invitation.

This is your community.
This is your network.
This is Real Producers.

I look forward to seeing you at the next event. Let’s make this 
quarter count.

Gabriel Chandler

Publisher
Cape Fear & Brunswick 
Real Producers

The Power of
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Does the Code 
of Ethics expect 
a REALTOR® to 
verify buyer and 
sellers identity?

������������������������������������������

(910)  900-7767
��

����
����	��������������������������

W I T H  YO U R  T RU S T E D  PA RT N E R

I N  P R O P E RT Y  M A NA G E M E N T

Maximize Success 

R E S I D E N T IA L  &  C O M M E R C IA L  
P R O P E RT Y  M A NA G E M E N T  

SouthernChoice.com
4900 Randall Pkwy, Ste. A  |  Wilmington

910.791.9813

Sign Up for a Course Today!

Private firm instruction 
for Form Updates and 

CE classes

The North Carolina Real Estate Commission’s monthly eBulletin 
has included descriptions of several cases where licensed 
agents were disciplined for failing to discover what has been 
called “seller impersonation fraud” or a “fake seller scam.” 
In addition to facing potential discipline by the Real Estate 
Commission, could the failure of a REALTOR® to discover such 
a scam also result in discipline under the Code of Ethics?

While the outcome of any ethics proceeding will ultimately 
depend on the facts of that particular case, we believe that there 

are several articles of the Code of Ethics that could apply if an 
agent listed a property for sale without taking reasonable steps 
to verify that their client is actually the owner of that property.

Article 2. Article 2 of the Code of Ethics obligates REALTORS® 
to avoid misrepresentation of material facts relating to the 
property or the transaction in which they are involved. While 
REALTORS® are not expected to discover latent defects in the 
property, ownership of real property is not “latent”; it is almost 
always a matter of public record. Failure to verify a known fact 
could therefore lead to an Article 2 violation in some cases.

Article 11. Article 11 of the Code states that the “services 
which REALTORS® provide to their clients and customers 
shall conform to the standards of practice and competence 
which are reasonably expected in the specific real estate 
disciplines in which they engage.” Given the proliferation of 
fake seller scams and their prevalence throughout the industry, 
a professional standards hearing panel could conclude that 
failure to conduct due diligence as to a seller’s alleged identity 
constitutes incompetence.

Article 12. Article 12 of the Code requires REALTORS® to be 
honest and truthful in their real estate communications and 
to present a “true picture” in their advertising, marketing, and 
other representations. Standard of Practice 12-4 is perhaps 
most directly on point: “REALTORS® shall not offer for sale/
lease or advertise property without authority.” If a REALTOR® 
fails to use reasonable diligence to confirm whether their 
seller-client is the true owner of the property they are listing, 
Article 12 may also apply.

Scammers are becoming more sophisticated every day, and so 
this article should not be read to cast blame on any REALTOR® 
who becomes a victim of a scam. It should also be noted 
that other articles of the Code could apply depending on the 
circumstances. All that said, listing agents are expected to 
be vigilant and take reasonable steps to verify a seller’s true 
identity. Failure to do so may not only violate the License Law, 
but also the Code of Ethics.
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Crossing New 
Thresholds

HUNT
WRITTEN BY DAVE DANIELSON 

PHOTOS BY: LOGAN BURKES OF BURKE’S MEDIA

RISING STAR

Corey

Corey Hunt’s real estate career is rooted 
in something that can’t be taught in a 
classroom: work ethic. Born and raised 
in Wilmington, North Carolina, Corey 
understands the local market not just 
from data and trends, but from lived 
experience. Today, as a member of the 
Warwick Team with Coldwell Banker 
Sea Coast Advantage, he brings that 
hometown knowledge together with 
consistency, hustle, and a genuine desire 
to guide clients through some of the 
biggest decisions of their lives.

A Wilmington Native with Blue-
Collar Roots 
Growing up in Wilmington gave Corey 
a front-row seat to the area’s growth 
and evolution. From established 
neighborhoods to new construction 
communities, he has watched the region 
transform—and that familiarity has 
become a powerful asset in his business. 
Corey attended East Carolina University, 
where he studied Communications with 
a Business minor, a combination that 
would later prove invaluable in client 
relationships and negotiations.

Before real estate, Corey owned and 
operated a landscaping company. 
That experience instilled discipline, 
accountability, and an appreciation for 
long hours and physical work. “Coming 
from a blue-collar background makes 
you appreciate what you get to do every 
day,” he says. “You learn quickly that 
showing up—especially when you don’t 
want to—is part of success.”

From Dabbling to Diving In 
Corey has held a real estate license 
since 2014, initially using it for personal 
purchases and investments. Over time, 
he became increasingly drawn to the 
flexibility and variety the profession 
offered. About three years ago, he made 
the decision to go all in.

“The transition was eye-opening,” Corey 
admits. “From the outside, real estate 

can look easy, but you don’t know what 
you don’t know.” Determined to shorten 
the learning curve, he immersed himself 
in on-the-job training and sought 
guidance from more experienced 
agents. That commitment paid off when 
he joined Coldwell Banker Sea Coast 
Advantage full time in June 2023.

After starting as a solo agent, Corey 
joined the Warwick Team six months 

later—a move he credits as a major 
turning point. “Rob Warwick has  
been a tremendous help,” he says.  
“We have a great working relationship, 
and being from Wilmington gives us 
a shared understanding of the market 
and our clients.”

Momentum and Measurable Results 
Since committing to real estate full time, 
Corey’s production has accelerated 
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quickly. His career volume now sits at 
approximately $33 million, with nearly 
$20 million closed in the past year 
alone. Along the way, he has earned 
recognition from Coldwell Banker and, 
as part of the Warwick Team, multiple 
awards for top production.

While the numbers are impressive, 
Corey is quick to point out that success 
hasn’t come without challenges. “This 
business has very high highs and very 
low lows,” he says. “You can have 
the deal of your life happening while 
another deal is completely falling apart.”

What gets him through is perspective. 
By stepping back, focusing on the bigger 
picture, and treating each day as a fresh 
opportunity, Corey has learned to stay 
steady through the swings that define 
real estate.

A Day Built on Discipline  
and Availability 
Corey’s typical day starts early. He begins 
by reviewing the MLS hot sheet, grabbing 

coffee, and heading to the gym. From 
there, it’s emails, follow-ups, showings, 
and listing appointments. Much of his 
day is spent onsite at the Waterstone 
Community, where he meets buyers, 
shows homes, and stays closely connect-
ed to new construction opportunities.

“I enjoy learning new strategies and 
staying up to date with communities 
and builders,” Corey says. “Every day is 
different, and I like that.”

What Sets Him Apart 
If there’s one thing Corey believes 
distinguishes him, it’s his willingness 
to work when others won’t. Early 
mornings, late evenings, weekends, 
holidays—he understands that real 
estate doesn’t run on a nine-to-five 
schedule. “You have to work on other 
people’s time,” he explains. “If you want 
to grow, you have to take the business 
when it comes.”

That mindset carries into how he treats 
clients. Whether he’s representing a 

“This business 
has very high 
highs and very 
low lows. You 
can have the 
deal of your 
life happening 
while another 
deal is 
completely 
falling apart.”
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FROM DISASTER
TO SOLD ONE CALL TO RESTORE

AND CLOSE.

Available
24/7

• MOLD REMOVAL  • FIRE AND SMOKE DAMAGE
• WATER DAMAGE • BIOHAZARD CLEANUP (910) 793-8586

Wilmington Office

(910) 712-2767 | gannonbuildinggroup.com | @gannonbuildinggroup

GANNON BUILDING GROUP LLC
LUXURY CUSTOM HOMES | RENOVATIONS

transforming outdated to authentic

Jason Akins • President & General Contractor

910-434-5001 • 16PointeProperties.com

Scan to Learn More!

NC GC#64649

EXCEPTIONAL CUSTOM HOMES

$175,000 purchase or a $2 million sale, 
Corey approaches every transaction as 
if it were his own. His phone is always 
on, and his goal is simple: provide clear 
guidance, honest advice, and steady 
support from start to finish.

Life Outside the Transaction 
When he’s not working, Corey enjoys 
being on the water—boating, jet skiing, 
surfing, and recently, spear fishing. 
He’s also an avid sports fan, following 
ECU football and the Carolina Panthers. 
Family plays a central role in his life, 
and he credits his parents, Randy and 
Heidi, as his biggest supporters. “They’ve 
always been there—from sports growing 
up to answering questions about life and 
business,” he says.

Defining Success & Looking Ahead 
To Corey, success isn’t just measured in 
volume. It’s about waking up each day 
excited about his career and enjoying 
the opportunity to help people make 
meaningful decisions. His goal for this 
year is $25 million in sales, with plans to 
eventually double that production.

His advice to up-and-coming agents is 
straightforward: answer the phone, be 
ready to show property, and go with 
the flow. “There will be slow days,” he 
says. “That’s why you have to take the 
business when it shows up.”

At the heart of it all, Corey Hunt simply 
loves what he does—and that passion 
shows in the way he serves his clients, 
his team, and his hometown market.

“There will be 
slow days. That’s 
why you have to 
take the business 
when it shows up.”
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FROM HARDWOOD TO LAMINATE,
WE LAY THE FOUNDATION FOR 

BEAUTIFUL LIVING.

JAYLENE PEREZ
(910) 524-7478

perezflooring15@gmail.com

YOUR HOME DESERVES

Per ez Precision.

Precision You Can Trust

 919-291-9163 • jchandler@chandlerlandsurveying.com

���������������

Transform ����������
��������������������������
���������


CALL FOR YOUR FREE SHOP AT HOME ESTIMATE.

Coastal Window Fashions presents the Coastal
Design Center — featuring certified designer Angela 

Crittenden of Teal Interiors and Blade Window &
Door with Pella and hurricane products — to help
you customize your entire home, inside and out.

CoastalWindowFashionsNC.com | 910.388.6995

SPECIALIZING IN
Window Coverings, Upholstery, Ivp Flooring, Bahama Shutters & More
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ANSWERING 
THE CALL  
TO SERVE

HAROLD 

WRITTEN BY DAVE DANIELSON 

PHOTOS BY T.J. DRECHSEL

COVER STORY

or Jacob Dempster, real 
estate isn’t just a career—

it’s a calling shaped by 
family, mentorship, and a 
passion for helping others 
achieve their dreams. Born 
and raised in Fayetteville, 
North Carolina, Jacob 
grew up watching his 
father balance a thriving 
law practice with being a 
present and devoted dad. 
That example of leadership 
and service would lay the 
foundation for Jacob’s 
approach to business: 
combine hard work with 
integrity and prioritize 
people above all else.

A Career Built on Vision 
and Mentorship 
Jacob earned his marketing 
degree from Methodist 
University’s Reeves School 
of Business in 2019 and was 
licensed in real estate by 
March of 2020. “I knew I 
wanted a career that allowed 
me to build something 
meaningful while leaving 
room to be present for my 
future family,” he says. He 
immediately joined the 
Harold Chappell Team at 
NextHome Cape Fear, where 
he learned the nuances of 
the industry and how to run 
real estate as a true business.

His first months coincid-
ed with the onset of the 
COVID-19 pandemic, a 
challenge that might have 
overwhelmed any new 
agent. “I didn’t close my first 
transaction until six months 
in,” he recalls. But Jacob 
leaned on Harold’s guidance, 
learning to work by referral 
and to focus on providing 
exceptional service long after 
a closing. This mentorship 
would shape not only his ear-
ly success but the leadership 
style he now brings to the 
NextHome Cape Fear office.

Teamwork and Leadership 
at the Forefront
Today, Jacob is a key partner 
in NextHome Cape Fear 
and a guiding force for the 
team’s agents. A typical day 
begins at 8 a.m., opening 
the office and preparing for 
the team’s daily call, where 
they coordinate strategies 
and discuss client needs. 
Much of Jacob’s focus is on 
growth—both in nurturing 
client relationships and 
helping agents expand their 
businesses. He even travels 

weekly to NextHome’s 
Jacksonville office to mentor 
staff there. “Being a leader 
and protector—for both 
agents and clients—is the 
most rewarding part of my 
career,” he explains.

The results speak for 
themselves. In 2025, the 
Harold Chappell Team 
closed over $84 million in 
sales, and Jacob continues 
to focus on growth through 
referrals, relationships, and 
mentorship. “Working by 

& JACOB

F
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referral changed the game 
for me,” he says. “It allows 
me to work with people I 
genuinely care about while 
having time for family.”

Passion Beyond  
Real Estate 
Jacob’s personal life is rich 
with travel, cooking, and 
exploration. His love of 
travel began in childhood, 
with family trips across 
the U.S., and expanded 
in college while studying 
abroad in England, Ireland, 
and Scotland. He and his 
wife, Lauren, are committed 
to exploring the world 
together before starting a 
family, with a trip to Italy 
planned for 2026. Cooking 
is another passion—he 
often experiments with new 
recipes and shares them 
with colleagues, blending 
creativity with camaraderie.

Jacob’s commitment to 
service extends to the 

community. He supports 
Canine Companions through 
NextHome, contributes to 
his church LifePoint, and 
works with WARM NC on 
home restoration projects. 
“Real estate is a service 
industry,” he says. “Our job 
is to provide an exceptional 
experience for clients and 
agents alike.”

The Mentors Behind  
the Success 
Much of Jacob’s growth can 
be traced to the influence 
of two key mentors: his 
father, who taught him 
the value of kindness, 
integrity, and balance, and 
Harold Chappell, whose 
decades of experience 
have been a blueprint for 
excellence. Harold, a former 
top-producing agent and 
successful entrepreneur, 
has guided Jacob from his 
first transactions through 
to becoming a partner in 
the brokerage. “Harold has 

shown me how to be a great 
agent, a great businessman, 
and a great mentor,”  
Jacob notes.

Harold Chappell: A 
Legacy of Excellence 
Harold’s story is one of 
entrepreneurship and 
dedication. Born in Nash 
County, North Carolina, he 
earned an accounting degree 
from King’s College in 1969 
and later built IllumElex 
Corporation into one of the 
largest lighting management 
companies in the U.S. After 
selling the business in 1996, 
he transitioned to real 
estate, founding what would 
become NextHome Cape 
Fear and growing it into two 
thriving offices with a team 
that closed over $84 million 
last year.

For Harold, the heart of 
real estate has always been 
relationships. “Success 
comes as you build trust,” 

Our job is to provide an exceptional 
experience for clients and agents alike.”

“REAL ESTATE IS A 
SERVICE INDUSTRY.
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a new agent, helping a 
first-time homebuyer, or 
consulting on a complex 
transaction, they approach 
every opportunity with care, 
expertise, and dedication.

Looking Ahead 
Jacob’s goals are as ambitious 
as they are thoughtful: grow 
the NextHome Cape Fear 
office, expand the team 
with motivated agents, and 
continue refining systems 
that prioritize people over 
transactions. “We want to 
be the happiest and most 
productive office, not just the 
biggest,” he says. Both mentor 
and protégé recognize that 
real estate success isn’t 
defined by numbers alone—
it’s measured by the impact 
they have on lives, the trust 
they build, and the legacy 
they create.

In Wilmington’s dynamic 
real estate market, the 
partnership between 
Harold Chappell and Jacob 
Dempster exemplifies 
the power of mentorship, 
vision, and human-centered 
leadership. Together, 
they are not only selling 
homes—they’re building a 
community rooted in trust, 
integrity, and shared success.

he says. “Trust with 
staff, clients, agents, and 
vendors is the greatest gift 
this business offers.” He 
continues to mentor Jacob, 
helping him develop not 
only as an agent but as a 
leader, ensuring the next 

generation of NextHome 
agents is equipped to thrive.

A Focus on People  
and Purpose 
Both Harold and Jacob 
share a philosophy that 
sets NextHome Cape Fear 

apart: Humans Over Houses. 
Their work emphasizes 
relationships, mentorship, 
and integrity, creating a 
culture where agents are 
supported, clients are guided, 
and communities benefit. 
Whether it’s mentoring 

and most 
productive 
office, not just 
the biggest.”

“WE 
WANT TO 
BE THE 
HAPPIEST
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DAVID YOUNGS
910.541.3315
NC License #5658

Pre-Purchase Home Inspection | Pre-Listing Home Inspection
New Construction Inspection | Builder Warranty Inspection

INSPECTION CLARITY 
THAT HELPS YOU CLOSE 
WITH CONFIDENCE.

Christian Gibbs
NC Farm Bureau Insurance Agent

(910) 232-6345 | christian.gibbs@ncfbins.com

PROTECTING 
YOUR CLIENTS’
NEXT CHAPTER.

PROTECTING 
®

910-622-0531 • www.loganhomes.com

HELP YOUR CLIENTS
FIND THEIR
DREAM HOME
New Logan Homes Communities
from the $200s to $700s

Follow us on Instagram @loganhomesus to see our
latest homes, designs, and community launches.

home collections Select, Signature,
Premier, and Luxe designed to fit every

luxury coastal living.

Let’s work together your clients will thank you.
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Jonna Baker

WRITTEN BY DAVE DANIELSON 

PHOTOS BY BRADLEY STICKLAND

LEADER IN THE OFFICE

Jonna Prince Baker’s story begins and thrives in the coastal 
charm of Wilmington, North Carolina. Born and raised in 
the Masonboro area, Jonna has spent the majority of her 

life rooted in this vibrant community. The city’s charm, the 
warmth of familiar streets, and a deep connection to the coast 
have shaped her personal and professional identity, creating a 
realtor whose knowledge runs as deep as her love for home.

Early Inspiration and a Lifelong Passion 
Jonna’s fascination with real estate started long before 
it became a career. As a child, she joined her mother on 
weekend drives across Wilmington—from Wrightsville Beach 
to Carolina Beach—exploring neighborhoods and imagining 
possibilities. Those long rides, punctuated with discussions 
of home designs, green spaces, and community layouts, 
planted the seeds of her eventual profession. While she may 
have dozed off during those excursions as a youngster, the 
memories would shape her understanding of what makes a 
neighborhood more than just a collection of homes—it’s about 
community, care, and vision.

At 25, encouraged by someone close, Jonna took the decisive 
step to pursue her real estate license through Laney Real 
Estate. Shortly thereafter, she began her career at Clark-
Teachey and later moved to Coldwell Banker, where she 
gained invaluable experience and exposure to residential 
development at Sentry Oaks. Her early years combined 
mentorship, hands-on learning, and a growing appreciation 
for the intersection of real estate and construction—an 
intersection she would later make central to her career.

From Real Estate Agent to Broker and Business Owner 
In 2002, Jonna earned her Broker’s License, solidifying her 
foundation to lead her own team. Partnering strategically with 
a future business partner who pursued a General Contractor’s 
License, she combined her expertise with construction 
knowledge, creating a holistic approach to real estate. This 
collaboration laid the groundwork for the growth of their 
business and informed Jonna’s unique ability to guide clients 
through both buying and building.

Over the years, Jonna expanded her horizons, founding George 
Rouse Builders and Rouse Realty, and joining high-performing 
teams such as the Jennifer Bullock Team at RE/MAX Executive. 
These experiences allowed her to refine her skills, learn 
from mentors, and build a reputation as a trusted, hands-on 
agent. Today, Jonna leads Jonna Prince Realty, Inc., a boutique 
brokerage based in her home office. Despite being a single-
agent operation, she brings unmatched dedication, managing 
every step of each transaction personally, ensuring clients 
receive attentive and personalized service.

Challenges and Triumphs 
Jonna’s journey hasn’t been without obstacles. Entering a 
male-dominated construction and real estate environment at 
a young age, she initially faced skepticism and the challenge of 
earning credibility. But Jonna embraced learning, preparation, 

and perseverance, letting her work speak for itself. Over 
time, her consistency, professionalism, and integrity earned 
respect from clients, contractors, and colleagues alike. Those 
experiences shaped her into a resilient, confident leader who 
thrives on challenge and impact.

Professionally, she has been recognized multiple times as a 
top producer, particularly during her tenure with the Jennifer 
Bullock Team. Last year, Jonna closed over $5.5 million in sales, 
and her commitment to excellence continues to set her apart. 
Her hands-on approach, combined with her construction and 
remodeling expertise, allows her to guide clients with a level of 
insight that few agents can match.

M A D E  F O R  T H I S

Professionally, she has been recognized 
multiple times as a top producer, particularly 
during her tenure with the Jennifer Bullock 

Team. Last year, Jonna closed over $5.5 
million in sales, and her commitment to 

excellence continues to set her apart. 
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Passion, Family, and Community 
At the heart of Jonna’s life is family. She and her husband, 
Travis, along with their children—Chance, Cameron, and 
Caitlynn—share a love for the simple joys of life: amusement 
parks, arcade games, walks with their Chocolate Lab, Lila 
Grace, and family board game nights. These moments keep 
her grounded and fuel her dedication to her clients. Jonna’s 
approach to work-life balance is intentional: she prioritizes 
family and personal time, then dedicates focused hours to her 
business, ensuring she can be fully present in both areas.

Beyond family, Jonna supports her community through holiday 
drives, coat and food donations, and helping neighbors in 
need. She believes that small acts of care can make a significant 
impact, reflecting the values that guide her personal and 
professional life.

A Realtor Defined by Integrity and Relationships 
Jonna’s philosophy centers on honesty, transparency, and 
accessibility. Being hands-on in every transaction, returning 
calls promptly, and prioritizing communication, she builds 
trust and lasting relationships. Her clients benefit from a 

professional who not only understands 
real estate but also genuinely cares 
about their goals and experiences.

Her advice for up-and-coming agents 
is simple yet profound: be hands-
on, be available, and communicate 
consistently. Persistence, resilience, and 
authenticity are the keys to success in a 
competitive industry.

Looking Forward 
Jonna Prince Baker continues to grow 
her business thoughtfully, with long-
term goals of expanding her expertise 
and maintaining a client-focused, 
integrity-driven operation. For her, 
success isn’t measured solely by sales 
volume—it’s about the satisfaction of 
clients, the happiness of her family, and 
the fulfillment that comes from living a 
life aligned with her values.

With decades of experience, a hands-
on approach, and a dedication to 
both people and place, Jonna Prince 
Baker exemplifies what it means to 
be a realtor, community member, 
and family-focused professional in 
Wilmington. She’s not just selling 
homes—she’s building relationships, 
shaping communities, and leaving a 
lasting legacy.

With decades of experience, a hands-
on approach, and a dedication to both 

people and place, Jonna Prince Baker 
exemplifies what it means to be a realtor, 
community member, and family-focused 

professional in Wilmington.
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L E A P  I N T O
Style. Value. Luxury.

Inspection Intelligence for
Faster, Smarter Closings

Comprehensive Reports and Responsive
Service Top Realtors Appreciate

J. Keith LeRoy
Owner & InterNACHI

Certified Inspector

910.599.6470
sandtoskyinspections.com
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Marcia

WRITTEN BY DAVE DANIELSON 

PHOTOS BY: LOGAN BURKES OF BURKE’S MEDIA

DOING GOOD IN THE COMMUNITY

Merkle
People-First Perspective
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M be provided within minutes—
removing uncertainty and 
empowering confident decisions.

“The privilege is very much  
the same,” Marcia says of her 
work across education, real 
estate, and renovations. “We 
get to be part of somebody’s 
story and usher them into a new 
season of exciting adventures.”

The Power of Relationships
Although Marcia has been in 
real estate for just four years, 
she credits much of her growth 
to collaboration with other 
agents across the Cape Fear 
region. “I didn’t realize when I 
got into the business how vital 
those relationships would be,” 
she admits. Working alongside 
professionals who share a values-
driven mindset has reinforced 
her belief that success is bigger 
than any single transaction.

That people-first perspective is 
one reason Barber Realty Group 
felt like home. Marcia’s journey 
into real estate was influenced 
by two key figures: a CrossFit 
friend whose passion was clearly 
PEOPLE—not just sales—and her 
father, who transitioned into real 
estate after a 30-year engineering 
career. That CrossFit friend, Greg 
Barber, would later become her 
Broker in Charge. Her father’s 
example left a lasting imprint. 
“His desire to serve people with 
excellence and integrity reframed 
my thinking,” Marcia says. “Real 
estate is much more than a job—
it’s an opportunity to serve.”

Life Beyond Business
Marcia and Steve share a deep 
love for adventure—and for their 
two-year-old boxer, Samson, who 
goes nearly everywhere with 
them. Whether paddleboarding, 
boating, kayaking, hiking, 
camping, or off-roading in 
their Can-Am side-by-side, the 
trio embraces life outdoors. 
Motorcycle rides and travel to new 

Marcia Merkle never expected 
her second career to mirror the 
fulfillment of her first—but four 
years into real estate, she sees 
the connection clearly. After 
retiring from New Hanover 
County Schools, where she spent 
26 years teaching and mentoring/
coaching beginning teachers, 
Marcia stepped into a profession 
that once again placed people, 
purpose, and partnership at the 
center of her work.

Now a Realtor with Barber  
Realty Group serving Wilmington 
and the greater Cape Fear region, 
Marcia approaches real estate 
with the same heart that guided 
her career in education. “One 
similarity between the two is  
the honor/joy of coming 
alongside somebody in their 
journey and walking with them 
as they take their next steps,” 
she says. That philosophy shapes 
every client interaction—and 

explains why so many clients 
quickly become family.

From the Classroom to the 
Closing Table
Marcia loved her years in 
education, particularly the 
opportunity to support and 
retain beginning teachers as they 
refined their craft. Retirement 
became a doorway into something 
new. “I had no idea that after 
retiring and stepping into the real 
estate world that I would love it as 
much as education,” she reflects.

At the same time she earned her 
real estate license, Marcia part-
nered with her husband, Steve, 
in their renovation company, 
Kitchen Creations. Together, they 
discovered they were living at the 
intersection of real estate and ren-
ovation—an overlap that allows 
them to serve clients in a uniquely 
innovative manner.

Where Real Estate  
Meets Renovation
Kitchen Creations has become a 
powerful extension of Marcia’s 
real estate work. The company 
offers discounts to buyers and 
sellers who partner with them, 
helping sellers prepare homes 
for the market and enabling 
buyers to envision what a 
property could become. In many 
cases, renovation estimates can 
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PARTNER WITH US!
Wade Coble
910.538.7821
Wade.coble@onepresidentialmtg.com

ONE Presidential Mortgage NMLS 421593. All loans are subject to approval.

MORE BUYING POWER FOR
WILMINGTON HOMEBUYERS

We help buyers unlock thousands in assistance through North 
Carolina Housing and Federal Home Loan Bank of Atlanta grant 

programs—reducing cash to close and expanding a�ordability.

Stronger o�ers. Happier clients. More closings.

places round out a lifestyle rooted 
in curiosity and exploration.

Faith at the Center
For Marcia, faith is not separate 
from her work—it informs and 
even transforms it. She has been 
involved with Lifepoint Church 
for 19 years and currently serves 

as Small Group Coordinator at 
the Lifepoint Carolina Beach 
Campus. In that role, she 
supports leaders who create safe 
spaces for connection, reflection, 
and growth.

“Lifepoint is more than a church,” 
Marcia says. “It’s a place where 

the gospel of Jesus Christ is 
shared unashamedly and lives 
are changed.” Her own life is a 
testament to that transformation.

The church’s motto, “No Perfect 
People Allowed,” reflects a 
philosophy Marcia lives out 
daily—meeting people where they 
are and walking alongside them. 
Lifepoint’s outreach partnerships 
include First Fruits Ministries, 
Vigilant Hope, Good Shepherd, 
Samaritan’s Purse, Convoy of 
Hope, and global missions in 
Nicaragua, Guatemala, and Africa. 
Marcia has personally served with 
several of these organizations, 
including three years as a 
missionary in Honduras before 
moving to Wilmington.

Giving Back in a Tangible Way
Gratitude fuels generosity in 
Marcia and Steve’s lives. In 
2026, Kitchen Creations will give 
away a kitchen to a deserving 
family—an idea they prayerfully 
considered for more than a 
year. “We have been joyfully 
overwhelmed with the word-of-
mouth referrals and friendships 
that have developed through 
remodels,” Marcia shares. “Our 
heart is to give back to the 
community and bless a sweet 
family in need as we have been 
blessed by the Lord.”

A WHY Bigger Than Business
At the core of everything 
Marcia does is a simple but 
profound truth: her “why” 
extends far beyond real estate or 
renovations. “I am in awe of the 
fact that I have the privilege of 
being part of somebody’s story,” 
she says.

Whether guiding a buyer/seller, 
collaborating with an agent, 
serving her church, or giving back 
to the community, Marcia Merkle 
continues to show that the most 
meaningful success is found not in 
transactions—but in relationships, 
service, and purpose.
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Roofing,
Remodeling,

New Construction

Improving Homes, Earning Trust
One Project at a Time

Call for a FREE Estimate!
910-471-4197

aberleconstruct ionl lc .com

910.660.0215Local & Independently Owned

CHOICES MATTER. 
COASTAL INSURANCE IS OUR TOP PRIORITY.

1650 MILITARY CUTOFF
Wilmington, NC 28405

51 S. END CT
Hampstead, NC 28443

apriljonesinsurance.com | info@apriljonesinsurance.com

Scan to
Get Your 

Client's Quote 
Started & We 
Will Take It 

From There!

Contact us today
to get started!

As your local independent insurance team, we represent many 
leading insurance companies. We are able to o�er your clients 

choices and provide the protection that is right for them.

R e s i d e n t i a l  &  C o m m e r c i a l  M o v i n g
S t o r a g e  |  I n t e r i o r  D e s i g n

Your clients are ready to move
without moving a thing.

Friendly | Prompt
Mindful | Professional

910-769-5628
SouthernMovingNC.com

Call or visit our website
for your moving quote.
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Now, with a growing presence in Wilmington and the 
surrounding coastal communities, MIG is offering a 
fresh yet deeply seasoned mortgage resource to one 
of North Carolina’s most dynamic markets.

Operating out of its Wilmington office at 1209 
Culbreath Drive, Suite 213, MIG combines the 
strength of a long-established regional lender with the 
responsiveness and accessibility of a local team. The 
result is a high-touch lending experience designed 
to support first-time buyers, move-up clients, 
relocations, and refinances—all while serving as a 
reliable partner to Realtors throughout the region.

A Company Built on Experience and Trust 
What sets Mortgage Investors Group apart is 
not simply its longevity, but how the company 

is structured. MIG’s in-house processing and 
operational support allow loan officers to focus on 
education, communication, and strategy. Clients 
benefit from transparency, consistency, and a 
smoother path from application to closing.

At the local level, the Wilmington branch is led by 
Branch Manager Don Owens, whose consultation-
based approach emphasizes clarity, preparedness, 
and thoughtful guidance. The branch also benefits 
from the leadership and market knowledge of 
industry veteran Jeff Gilley, who is well known and 
highly respected throughout the Wilmington area. 
Together, they provide a strong foundation for a 
team-oriented culture that prioritizes relationships 
over transactions.

C O M M I T T E D  T O  C O M M U N I T Y

INVESTORS GROUP
WRITTEN BY DAVE DANIELSON 

PHOTOS BY JACOB SHNIDER

PARTNER SPOTLIGHT

Mortgage Investors Group (MIG) has officially arrived in southeastern North 
Carolina, bringing with it more than 35 years of experience as one of the Southeast’s 
most respected independent mortgage lenders. Founded in 1989, MIG has built its 
reputation on personalized service, clear communication, and a commitment to 
helping homebuyers find financing solutions that truly fit their long-term goals. MORTGAGE
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A Local Team with Complementary Strengths 
Powering MIG’s southeastern North Carolina 
presence is a tight-knit team of three local loan 
officers: Adam Herendeen, Andrew Buchbinder, 
and Tom Pritchard. While each brings a distinct 
background and skill set, they share a common 
philosophy—putting clients and partners first.

Adam Herendeen is known for his proactive 
communication and problem-solving mindset. 
His ability to anticipate issues and keep all parties 
informed helps transactions stay on track and 
reduces stress for both clients and agents.

Tom Pritchard brings a calm, steady presence to 
every transaction. With decades of experience 
working directly with homeowners, Tom is valued 
for his thoughtful guidance, attention to detail, and 
ability to relate to clients navigating important 
financial decisions.

Andrew Buchbinder adds a client-first, strategy-
driven perspective shaped by nearly two decades 
of experience in sales, marketing, communications, 
and leadership. His consultative approach focuses 
on helping buyers understand their options and feel 
confident about the path they choose.

Together, the three loan officers collaborate closely, 
drawing on one another’s experience to ensure 
clients receive well-rounded support and Realtor 
partners have dependable, knowledgeable lending 
professionals at their side.

Serving the Market with Purpose 
Mortgage Investors Group specializes in full-service 
residential mortgage lending, offering a wide range 
of loan products tailored to individual needs. Rather 
than quoting rates in isolation, the team focuses on 
building personalized solutions that align with each 
client’s financial picture and long-term objectives.

This approach resonates strongly with top-
producing Realtors in the region. MIG’s partners 
value dependable pre-approvals, fast and honest 
communication, and a team that addresses 
challenges early and collaboratively. By working 
transparently and proactively, MIG helps protect both 
the client experience and the agent’s reputation.

Rooted in Community and Relationships 
Beyond the loan process, MIG’s local team is deeply 
invested in the community it serves. The Wilmington 
area’s blend of coastal living, military presence, and 
steady growth makes it a unique market—one that 
benefits from lenders who understand both local 
nuances and broader market conditions.

While the mortgage industry often demands 
availability beyond traditional hours, the MIG 
team embraces that responsibility as part of its 
commitment to service. Being present when clients 
and partners need guidance is not viewed as an 
inconvenience, but as a core part of the job.

A Mortgage Partnership Built to Last 
At its core, Mortgage Investors Group’s expansion 
into southeastern North Carolina is about building 

lasting relationships—within the community, with 
Realtor partners, and with the clients who trust the 
team with one of life’s most important financial 
decisions. By combining regional strength with local 
expertise, MIG offers something increasingly rare 
in today’s lending environment: experience without 
ego, expertise with empathy, and a truly collaborative 
approach to home financing.

For Realtors and homebuyers alike, MIG’s 
Wilmington team represents a mortgage partner 
committed to clarity, consistency, and long-term 
success—today and well beyond the closing table.

Mortgage Investors Group specializes in full-
service residential mortgage lending, offering a 
wide range of loan products tailored to individual 
needs. Rather than quoting rates in isolation, the 
team focuses on building  personalized solutions 
that align with each client’s financial  picture and 
long-term objectives.
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This week, top agents from across Cape 
Fear and Brunswick didn’t show up for 
another networking event.

They showed up for a shift.

Hosted by Real Producers, The 2026 
Luxury Market Playbook brought 
together some of the most driven agents 
in the market for a focused, high-level 
training led by Todd Conklin — a 
brokerage CEO, luxury market strategist, 
and one of the leading voices in modern 
real estate positioning.

And from the moment he took the stage, 
it was clear:

This wasn’t about motivation.
This was about control.

LUXURY ISN’T A PRICE POINT — 
IT’S POSITIONING 
One of the biggest takeaways from the 
session challenged a belief that still 
holds too many agents back:

Luxury is not defined by the home.
It’s defined by the agent.

Todd broke down how top-performing 
agents are no longer competing on 
effort, hustle, or even service — they’re 
competing on perception, authority, 
and narrative control. 

In today’s market:
•	 The agent who controls the 

narrative controls the listing
•	 The agent who builds authority 

commands pricing power
•	 The agent who positions correctly 

wins before the conversation even starts

This isn’t theory.
It’s how modern markets are being won.

Position. Negotiate. 
Elevate.

The 2026 Luxury Market Playbook 

BY GABRIEL CHANDLER

FROM TRANSACTIONAL TO 
AUTHORITY 
A major theme throughout 
the training was the shift 
from being a “good agent” to 
becoming a market authority. 

Because good agents:
•	 Work hard
•	 Stay busy
•	 Chase opportunities

But authority-driven agents:
•	 Attract listings
•	 Set the terms
•	 Operate with leverage

Todd introduced frameworks 
like the Authority Pipeline 
Engine™, showing how agents 
can turn their digital presence 
into a consistent pipeline of 
inbound listing opportunities 
— not by being louder, but by 
being more precise.

The message was simple, but 
not easy:

If you’re still relying on effort 
alone, you’re already behind.

THE ROLE OF AI IN 
THE MODERN CLIENT 
EXPERIENCE 
Another key layer of the 
conversation focused on AI — 
not as a gimmick, but as a tool 
for scale without sacrificing 
quality. 

Todd broke down how top 
agents are integrating AI to:
•	 Deliver faster, 

more personalized 
communication

•	 Enhance the client 
experience without losing 
the human element

•	 Create systems that allow 
them to operate at a higher 
level consistently

The takeaway wasn’t “use AI.”
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It was:
Use systems to create leverage — or 
get replaced by those who do. 

A ROOM THAT MATTERS 
What made this event different wasn’t 
just the content.

It was the room.

Real Producers events aren’t built for 
the masses — they’re built for the agents 
who are actively shaping the market.

And that showed.

The conversations were sharper.
The questions were deeper.
The intent was different.

This is what happens when you put the 
right people in the same room with the 
right strategy.

What Happens Next 
The real value of an event like this isn’t 
what happens during the session.

It’s what happens after.

Because the agents who execute on what 
was shared:
•	 Will refine their positioning
•	 Will elevate how they show up in  

the market
•	 Will separate themselves from  

the noise

And over the next 6–12 months, that gap 
will become obvious.

FINAL THOUGHT 
The market is changing. Fast.

Consumers are more informed.
Technology is evolving.
And the gap between average agents 
and elite operators is widening.

The ones who win won’t be the busiest.

They’ll be the ones who:
Own the authority.
Own the listings.
Own the market. 



Cape Fear Real Producers • 5150 • April 2026



9151 Currency St.
Irving, TX 75063


