








PREFERRED PARTNER SPOTLIGHT

DAVIS CLIMATE

BRINGS FAMILY
VALUES TO
HVAC INDUSTRY

In the bustling world of real estate, comfort is key. For
top-producing REALTORS® and homeowners alike,
Davis Climate Control stands out as a cornerstone

of reliability in the Lexington, South Carolina, area.
Owner Jay Topolski has transformed this locally
owned and operated heating and air conditioning
service company into a family-oriented business that
prioritizes customer satisfaction above all else.

Jay’s journey in the HVAC industry began in 2002,

in his hometown of Wheatfield, New York, near
Buffalo. His passion for the trade grew over the years,
culminating in a bold move to South Carolina in 2021
when he purchased Davis Climate Control. Now,

with over four years at the helm, Jay has infused the
company with his personal philosophy of treating
clients like family.

“Our motto is simple: treat people with respect, offer
fair pricing, and always be honest,” Jay explains. This
approach has set Davis Climate Control apart in a
competitive market. The company’s commitment to
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customer service, clear communication, and swift
action has earned them a reputation for reliability
among homeowners and real estate professionals.

In an industry where trust is paramount, Davis
Climate Control has positioned itself as a go-to
partner for REALTORS®. “We understand the
importance of maintaining relationships in real
estate,” Jay says. “Our goal is to be someone
REALTORS® love to refer to, knowing we’ll never
jeopardize their client relationships.”

The company’s success is built on a foundation of
competitive pricing, professional presentation, and
rapid response times. These qualities are especially
crucial in the fast-paced real estate market, where
timely HVAC services can make or break a sale.
Whether it’s a last-minute repair before a home
showing or a full system replacement, Davis Climate
Control ensures the job is done efficiently and
effectively, giving REALTORS® and homeowners
peace of mind.

Jay finds fulfillment in solving
problems efficiently and
affordably. “There’s nothing quite
like fixing someone’s equipment
quickly and at a reasonable
price,” he shares. This dedication
to customer satisfaction has
helped Davis Climate Control
navigate recent industry
challenges, including equipment
price hikes since 2020 and the
increasing presence of private
equity groups in the local HVAC
market. These challenges have
reshaped the landscape of the
HVAC industry, but Jay remains
steadfast in his commitment to
providing quality service without
compromising affordability.

Adapting to these changes,

Davis Climate Control has

focused on growth to secure

better equipment pricing and

increase volume. The company

has also introduced financing

options to help clients manage

larger investments in their home comfort systems.
These financing solutions have been particularly
beneficial for homeowners looking to upgrade
their HVAC systems without straining their budgets,
ensuring that comfort remains accessible to all.

For Jay, business success is deeply intertwined

with family life. He and his wife, Heather, are
proud parents to five children: Hannah (age 14),
Ella (age 13), Henry (age 9), and Luke and Colton

(4 year old identical twins). When not overseeing
HVAC operations, Jay can be found cheering on his
daughters at softball games or tossing a football
with his sons. His dedication to family is evident not
only in his personal life but also in the way he runs
his business.

This family first mentality translates directly to

his business approach. “We want to build lasting
relationships with our clients and partners,” Jay
explains. “It’s about creating a legacy of honesty, fair
pricing, quality workmanship, and genuine care

for our customers.” This philosophy has resonated
with clients, many of whom return to Davis Climate
Control for their HVAC needs year after year. The
company’s emphasis on building trust and fostering
long-term relationships has become a cornerstone of
its success.
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Looking to the future, Davis Climate Control aims to
continue its growth while maintaining the personal
touch that has become its hallmark. Jay is committed
to expanding the company’s reach without losing
sight of the values that have made it a trusted name
in the Lexington area. For REALTORS® seeking
areliable HVAC partner, Jay offers this advice:
“Choose a company that values your reputation

as much as their own. In this business, trust and
integrity are everything.”

As the real estate market evolves, Davis Climate
Control remains committed to providing
top-notch service with a personal touch. By
combining technical expertise with a family-
oriented approach, Jay Topolski and his team are
ensuring that homes in the Lexington area stay
comfortable, and REALTORS® stay confident in
their HVAC recommendations. The company’s
ability to adapt to industry changes while
staying true to its core values has positioned

it as a leader in the local HVAC market.
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DEVIS
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OUR MOTTO IS SIMPLE.:
TREAT PEOPLE WITH
RESPECT, OFFER FAIR
PRICING, AND ALWAYS
BE HONEST."

For more information about Davis Climate Control’s
services, visit Davisclimatecontrol.com or call 803-359-
6638. With their dedication to excellence and customer
care, it’s clear why this local HVAC company has
become a trusted partner in the real estate community.
Whether you’re a homeowner in need of reliable
service or a REALTOR® looking for a dependable
referral, Davis Climate Control is ready to deliver
comfort with a personal touch.

DAVIS CLIMATE CONTROL
Website: Davisclimatecontrol.com
Phone: 803-359-6638

803-359-6638
T

E o

Turning mortgage
expertise into
realtor success.

Knowledge Is Key

PARTNER WITH A LENDER WHO ELEVATES YOUR SERVICE.

Loan Originator with 25 Years of Experience.
To get to know me better, please call 301.919.6944

@
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" Scan for my MORTGAGE
»  Bio & Unsolicited Equal Housing Opportunity.
F Reviews! NMLS3029

Loan Originator/ Branch Manager
. NMLS #216306

SOUTH CAROLINA REAL ESTATE
& HOME SOLUTIONS

Quality Restorations
That Speak for Themselves

TURN EVERY LISTING INTO
A STANDOUT PROPERTY.

Connect with Us Today!
803.807.0700
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Residential Moving
Commercial Moving
Packing and Unpacking
Long Distance Moving
Local Moving

WE TAKE THE PAIN OUT OF YOUR MOVE!

(864) 643-2213
sales@swamprabbitmoving.com
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is Your Hometown Mortgage Banker

Mark worked really Mark is exceptional!
hard to get us He’s extremely
approved! Even with patient. He got
us both owning our everything done for a
£ ) J) ) ;
own businesses and quick closing and was

Mark was very helpful
and always called
€€ mebackextremely 99 ({1
quickly. Great

all the documents — always positive about
. . communication! . .
required, he made it getting everything
as easy as possible! done on time.
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O W— J— Jeremy T. of Chapin, SC Sandra H. of Clinton, SC Marleah G. of Lexington, SC
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JACOB STEVENSON
Owner & Lead Inspector Delivering The Peace of Mind All Homebuyers Deserve

MAGNOLIA | 5 - —
INSPECTION €2+ £y e DISCOVER WHY HOMEBUYERS LOVE WORKING WITH MARK SMITH

We are a locally owned and operated
full service home inspection company.

We prioritize clear communication with your
clients, ensuring that the inspection process is
free of unnecessary stress. We offer
comprehensive, detailed, and easy-to-read
Home Inspection reports within 24 hours.

Market Leader, NMLS #156485

Licensed in GA #156485, SC, NC

803-920-8914 | marksmith@atlantichay.com
www.atlantichay.com/marksmith

* Home Inspections
* CL100s

+ HVAC Inspections x - o b - - -' /\ A
* Pre-Drywall Inspections Aoy pria-l’ e L thntlc Bay®
» Re-Inspections ey ol . 864.529.7924 / =\ Mortgage Group

* Commercial Inspections 8 - .
P jacob@Magnolialnspections.com
Information is for educational purposes only and should not be relied upon by you. Information deemed reliable but not guaranteed. Communication is intended for real estate and/or financial

° . 3
SC hed Ule YO ur I ns peCfIO n TOd GY! @ MOgnOlIG Ins pectlons.com professionals only and not intended for distribution to the general public. Atlantic Bay Mortgage Group, L.L.C. NMLS #72043 (nmlsconsumeraccess.org) is an Equal Opportunity Lender. Located at
600 Lynnhaven Parkway Suite 100 Virginia Beach, VA 23452.
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SOPHISTICATION MEETS EXPERTISE
WIN A

HoME INSPECTIONS FOR ELITE REAL EsSsTATE AGENTS

GIFT CARD!

] Scan the QR code to enter now!

Our BuNDLE

INTEGRITY
PROPERTY Packaces OFFER Client’s Inspection with

" INSPECTIONS LLC SAVINGS FOR "E::' 4 our Convenient
< LSS Your CLIENTS! @EM One-Stop-Shop Service

|:.!-

!'.E Take our quick survey (it's just 1 minute) and you'll be

entered for a chance to win a $250 gift card.

F— ndingpath

one lucky winner will be chosen. YOUR WAY HOME™

Will it be you?

MY NAME IS
JOHN HINKS, JR.

and | love the mortgage business!

Big John's
Got Your Back

REAL PRODUCERS AT |

COLUMBIA

NO PURCHASE NECESSARY. Open to U.S. residents (excluding AZ, FL, NY, and RI), 18+. ( . )h h k .
One $250 gift card awarded per month. Odds vary. Void where prohibited. One winner a month from WWW. IO nnin SI r.com
2/1/2026-12/31/2026.
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THE HEART BEHIND
REAL ESTATE SUCCESS

or Dani Thomas, real

estate has never been

just about houses—it
has always been about people.
Licensed in 2019 and now six
years into a thriving residential
real estate career, Dani brings a
rare blend of passion, creativity,
grit, and authenticity to every
transaction. A former educator
and finance professional, her
path to real estate was anything
but conventional, yet perfectly
aligned. Having spent years
buying, remodeling, and selling
homes of her own—particularly
older homes rich with character—
Dani often found herself saying,
“One day, I'll sell real estate.”
When a pivotal career crossroads
arrived, she decided that “one
day” had finally come. She went
all in, and the Columbia market is
better for it.

Dani chose to build her business
with RE/MAX Home Team, drawn
not by size but by substance.

She was intentional about
surrounding herself with driven,
successful professionals who
would push her to grow—and
she found exactly that. Under the
leadership of broker John Smith,
whose commitment to agent
success and genuine care stood
out immediately, Dani found both
support and inspiration. Early

in her career, she spent a year
shadowing industry legend Patti
Smith, assisting with transactions
and paperwork. That experience
proved invaluable. In Dani’s
words, it was a gift—one that
exposed her to more real-world
transactions and lessons than any
class ever could. From Patti, she
learned not only how to negotiate
fiercely and effectively, but how to
do so with integrity, fairness, and
unwavering respect for clients
and colleagues alike.

At the core of Dani’s success is
her people-first philosophy. She
believes the key to finding the
right home isn’t simply checking

boxes on a wish list, but truly
knowing the person behind it.
Dani takes time to understand
her clients’ lives—their family
dynamics, routines, hobbies,
and unspoken needs—often
uncovering priorities they
didn’t yet realize mattered. She
intentionally shows a range

of properties early on, paying
close attention to what clients
don’t like, knowing those
reactions often reveal more than
what they say they want. This
thoughtful, intuitive approach
has earned her deep trust and
long-lasting relationships.

Her dedication to clients is
perhaps best illustrated through
a story her clients will never
forget. While helping buyers
relocate from Alaska during a
red-hot market, Dani braved a
pouring rainstorm to FaceTime
them through a new construction
showing. With no driveway, no
steps, and a yard that quickly
turned to quicksand, she quite
literally got stuck—sinking
thigh-deep in mud. Undeterred,
she slipped out of her shoes,
army-crawled to the porch
while protecting her phone,
and finished the showing with
professionalism (and humor)
intact. The home was secured,
the clients are still thrilled, and
the story has become a perfect
reflection of Dani’s “whatever it
takes” mentality.

Like many high-performing
agents, Dani has had to learn
how to work with her strengths
rather than against them.
Openly sharing her ADHD, she
recognized early on that while
she excels at relationship-
building, negotiation, and
problem-solving, administrative
details were not where she
shined. Her solution was both
strategic and empowering—she
hired an exceptional transaction
coordinator, Priscilla, and
unapologetically made her “the

boss.” This decision
allowed Dani to focus
on what she does
best, brought
balance back

into her life,

and elevated

her business.

It’s a testament

to her self-
awareness and
leadership that

she views asking
for help not as

a weakness, but

as a strength.

Beyond the
relationships she
treasures, Dani’s results
speak loudly. With a career
volume of more than $34,585,096
and newly inducted into the RE/
MAX Hall of Fame, her business
continues to grow year after year.
Yet even with those milestones,
Dani measures success differently.
She is deeply passionate about
fair housing and expanding
access to homeownership for

all. Helping first-time buyers,

in particular, fuels both her
educator’s heart and her

belief in homeownership as a
pathway to long-term stability
and wealth. One of her most
meaningful experiences involved
assisting an elderly veteran in
purchasing his first home, where
she learned his parents had

been signers of Briggs v. Elliott,
the case that became Brown v.
Board of Education. Hearing

his story reminded Dani of the
profound privilege it is to truly
see and know people—and of

the powerful role real estate can
play in shaping more inclusive,
diverse communities.

That same sense of purpose
carries into her philanthropy.
Dani donates a portion of every
closing to Children’s Miracle
Network and St. Jude Children’s
Research Hospital, inspired by
witnessing firsthand the life-

changing care St. Jude provided
to a friend’s child battling a
brain tumor. She also supports
local charities, her church, and
the arts—an extension of her
belief that strong communities
are built not just through
housing, but through creativity,
culture, and compassion.

Family remains the anchor

of Dani’s life. Married to her
husband Dave since 1999, she

is the proud mother of four
children—twins Callie and Lily
(23), Ellie (21), a senior at the
University of South Carolina,

and Charlie (15), a sophomore

at Spring Valley High School.
Together, they enjoy USC
football, traveling, and time on
Lake Murray. Outside of real
estate, Dani embraces life with
enthusiasm—singing in her
church choir and praise team,
hiking, skiing, traveling the world,
and immersing herself in art,
music, and live performances.
And while many assume she

was a cheerleader, Dani proudly
reveals her lesser-known identity
as a band nerd and percussionist,
with a special talent for mallets
and African drumming.
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There’s another side of Dani that
surprises people. She is a self-
proclaimed space nerd, fascinated
by exploration and the possibility
of what lies beyond our world.

In fact, after reaching a major
business goal a few years ago, she
rewarded herself by attending
Space Camp. One day, she says
with a laugh, she fully intends

to travel to space. For Dani,
dreaming big has always been
part of the plan.

Looking ahead, Dani sees real
estate not as a chapter, but as
a calling. Retirement isn’t on
her radar—she loves this work
too much. Instead, she hopes to
continue growing her business
as a platform to give back,
mentor others, and eventually
teach and train future agents.
Her advice to those coming up
in the industry is refreshingly
honest: any personality can
succeed in real estate if you
focus on your strengths and
show up every single day.
Consistency, she believes, is
what turns effort into impact.

When asked how she defines
success, Dani offers a definition
that feels both grounded and
aspirational—doing what you
love, using it to make a difference,
knowing there is always more
growth ahead, and having
the ability to keep
pursuing it. Ultimately,
she hopes to be
remembered as
someone who
loved God, loved
people, and
never forgot
to have fun
along the way.
In a business
driven by
numbers, Dani
Thomas stands
out by leading
with heart—and that
may be her greatest
achievement of all.
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HOUSING CENTER

Because Local Matters

EXCITING NEWS FOR
REAL ESTATE AGENTS: FULL COMMISSION
PAID ON MANUFACTURED HOME SALES!

At 803 Housing Center, we're redefining what manufactured home living looks like—and
making it easier than ever for agents to confidently guide their buyers to affordable, high-
quality homeownership. Today's manufactured homes offer stunning designs, customizable
layouts, split floor plans ideal for multi-generational living, and upgraded finishes like
granite countertops, stainless steel appliances, overhead ducts, and smart home
technology. Even better? \WWe pay full commission to buyer's agents—no cutbacks, no
exceptions. Your clients win with unbeatable value, and you win with a strong commission
for your expertise.

Modern manufactured homes rival site-built construction in durability, style, and energy
efficiency. Built to HUD standards in a climate-controlled environment, these homes offer
consistent quality, weather resilience, and impressive eco-friendly features like upgraded
insulation and sustainable materials. With flexible placement options—private land or
community settings—and features like built-in porches, fireplaces, and designer cabinetry,
the homes at 803 Housing Center are the perfect fit for today's buyers.

Send your clients our way and experience firsthand how we're changing
the manufactured housing game—one beautifully built home at a time.

LET'S WORK CONTACT:
TOGETHER! 803-463-8424

WWW.B03HOUSINGCENTER.COM
BO3HOUSINGCENTEReGMAIL.COM
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PREMIERE WHAT TO LODK FOR BEFORE LISTING

[:I-USE MDRE REAL ESTATE At Premiere Roofing, we value the real estate community

R u u F I N G and understand the impact that a solid, beautiful roof has
on property value. That's why we offer Lunch & Learn sessions

‘ ‘ |
REEiI]EHTIAL P m— exclusively for real estate and mortgage professionals!

(~*) TIMELY RODF INSPECTION JOIN US TO LEARN:

55 PROFESSIONAL DRONE CAPABILITIES % { /J‘_*I _‘O’_

‘O] COMPREHENSIVE PHOTO REPORTS

— The Latest in The Impact Tips for Spotting
= Roofing Materials of Roofing on Roofing Issues
‘ I] ETAI I'E[I I]u [lTES & Technologies Property Valuations During Showings

>< DEDICATED REPAIR TEAM

SCHEDULE YOUR COMPLIMENTARY

al=  §03.884.9148
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

BLAIR CATO

Because your clients deserve a closing that feels like a celebration — not a chore.

&
o=

9 Locations

Spanish Liaison

Fraud Protection

Direct Attorney Access
1,000+ Five-Star Reviews

Elevated Closing Experience

Dl |cato | pekoen |casterline
X

803.400.8600 | BLAIRCATO.COM

COLUMBIA | LEXINGTON | CHAPIN | CAMDEN | SUMTER | GREENVILLE | SPARTANBURG | MAULDIN | MYRTLE BEACH



