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The Association That Elevates
Realtors® with One Voice, One

Vision, and as One Team. Why does RPAC matter?

Great American Realtor® Days RPAC - The REALTORS® Political Action Committee strengthens our
Events like Great American Realtor Days put that advocacy into profession's voice in the public policy arena. Through voluntary

action. It's when REALTORS® come together to meet directly with investments, REALTORS® help support candidates who understand the
elected officials, share real-world insights from our communities, and  importance of private property rights, vibrant local economies, and a
discuss policies impacting housing and homeownership. strong real estate market.

RPAC supports the broader advocacy framework that allows our For ECAR, RPAC is about advocacy. It ensures our industry is

message to be heard. Great American Realtor Days is where we show  represented in conversations that help guide laws and regulations

up - engaged, informed, and committed to advancing policies that affecting real estate professionals, property owners, and the

protect property rights and promote responsible growth. eommunities we serve.
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This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
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!

“CHECK OUT OUR
NEW SPONSORS!”
Coastal Sunrises

(850) 741-7820
join.coastalsunrises.com/
realtor-program

Fidelity National

Home Warranty
850-543-1512
www.homewarranty.com

Full Heart Rentals
(850) 832-5558
www.fullheartrentals.com

House Pickle
(850) 276-1957
Www.housepickle.com

LendSmart
(910) 818-8378
www.mallory
fotiades.com/

MadHouse Media
252-325-1086
www.madhousemedia.co

Mortgage Apex
(850) 974-2048
www.mortgageapex.com

RELI Title
850-641-1020
www.reli.us

Strategic Advantage
Consulting
407-753-7523
www.gostrategicadv.com

The Closing Agency
Emerald Coast
(305) 310-5608
www.theclosing
agencyec.com

“THANK YOU TO
OUR RENEWING
SPONSORS!”
Anchor Title

(850) 371-0696
www.anchortitle.co

Anchor Title
(850) 371-0696
www.anchortitle.co

Community Bank

(850) 499-7243
www.cbmortgage.
mymortgage-online.com/
mendygregory.html

Defender Insurance
(850) 830-5955
www.defenderinsurance
rocks.com

DV Inspection Services
(850) 710-0117
www.dvinspection
services.com

JP Carducci Inc
(850) 699-1028
www.jpcarducciinc.com

Movement Mortgage
(850) 621-1616
www.movement.com\
sheryl.douglas

South Walton Law, PA.
(850) 502-6378
www.southwaltonlaw.com

#ADVERTISING
Women'’s Council of of
Realtors Emerald Coast
817-301-6808

linktr.ee/
WCREmeraldCoast

HOME INSPECTION
Pillar to Post Home
Inspectors

(850) 819-5272
www.mclendonteam.
pillartopost.com

INSURANCE AGENCY
Hassler & Associates
Insurance Agency
(850) 872-0711
www.hassler
insurancepc.com

MEDIA PRODUCTIONS
MadHouse Media
252-325-1086
www.madhousemedia.co

MORTGAGE
Benchmark Mortgage
(859) 977-5239
www.bradhacker.com

PEST CONTROL
SERVICES

TruNorth Pest Control
(850) 988-1852
www.trunorthpest.com

REALTOR ASSOCIATION
Emerald Coast
Association of Realtors
(850) 243-6145
www.emeraldcoast
realtors.com

ROOFING
PROFESSIONALS
Warren Roofing, LLC
(850) 642-6075
www.warrenroofing
florida.com

TITLE COMPANY
East Coast Title
& Escrow

Becca Jenkins
(386) 282-1055
www.EastCoast
TitleFL.com

-
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Meet

The
Team

Taylor Labno Phylicia Bova Katrina Coker
Owner/Publisher Editor Operations Director

Follow us on our social
channels for the latest

info on exclusive events,
newsmakers and more.

Ashliegh Harsh Ethan Hamilton
Events Coordinator Videographer/
Podcast Producer

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

@ DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views
The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

BRAD HACKER
MORTGAGE PLANNER
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HIGH-PERFORMANCE

BUILT FOR TOP-PRODUCING AGENTS
LIKE YOU

Tim Weisheyer, Elite Coach
2025 President, Florida Realtors

Building
Custom
Homes

unlike
the rest!

We focus on building
Custom New Construction
homes throughout Okaloosa
and Walton counties

20 YEARS EXPERIE

NEW HOMES AND .
REMODELING SERVICES ST,

2023
Bia builder
of the year

JP CARDUCCI INC.
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Veteran & locally Owned

Parade of Homes winner
BIA’s 2022 builder of the year




PUBLISHER’S NOTE

/

Is More ®han A Mindset

When people hear the word luxury,
they often think of price point.
Waterfront estates. Designer
finishes. Gulf-front views.

But true luxury isn’t defined by square
footage or sales volume.

Luxury is a mindset.

It’s how you show up. It’s how you
communicate. It’s how you prepare
when no one is watching.

A luxury mindset means operating at

a higher standard—regardless of the
price range you serve. It’s anticipating
needs before they’re spoken. It’s
mastering your craft so thoroughly
that confidence becomes quiet, not
loud. It’s understanding that discretion,
strategy, and relationship capital
matter just as much as marketing.

On the Emerald Coast, we are blessed
to serve in one of the most desirable

markets in the country. But market
conditions alone do not create
excellence. People do.

The agents highlighted in this issue
understand that luxury is about
experience. It’s about delivering
white-glove service in every
interaction. It’s about mindset over
ego, preparation over assumption,
and long-term reputation over short-
term gain.

As we move deeper into 2026, I

challenge each of us to ask:

* Are we operating reactively
or intentionally?

» Are we investing in growth or
relying on momentum?

* Are we building brands that
reflect excellence at every level?

Luxury isn’t reserved for a select few.

It’s built through discipline, detail,
and decision-making.

This month, may we elevate our
standards, refine our systems, and
commit to the mindset

that separates good

from exceptional.

Because on the Emerald Coast, luxury

isn’t just what we sell. It’s how we lead.

Thank you to Brian Clowdus with
Christie’s International for letting
us use his listing at 5914 Sunset
Ave., Panama City Beach, FL.
Contact him at (256) 504-3799.

With
intention,

Taylor Labno
Publisher,

Emerald Coast
Real Producers
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BUILT BY WOMEN.
DESIGNED FOR RESULTS.

ROBIN BECCA ANGEL
'ﬂl\hl.l K JENKING BAILEY

Investor Lisl
Friendly Proeram Sessions

WE DON'T JUST CLOSE DEALS

WE SUPPORT AGENTS, SCALE BUSINESSES,

AND PROTECT REPUTATIONS.

CLOSE GROW BRAND
Title & Felch (i
Escrow Farming Branded
Services Marketing

Palm

Close Agenl Open
Anviime. Quoting House
Anvwhere Support

Ready to
1.1 Stralegy

" @ WINTER PARK DFFICE © NEW SMYRMA BEACH OFFICE  © PENSACOLA OFFICE © DAYTONA BEACH OFFICE @ DESTIN OFFICE

{407] 915-3564 (386) 515-32T1 (B50) 409-7534
186 Palafox 5t 51e 211
Wiater Park, FL 32789 HSE, IL 32168 Pensacala, Fl 32502

280 W Caston Ave, Ste 210 426 Canal Street

(386 BRE-5295 (B50) 409.7534
140 5 Beach 51 Ste 105 34990 Emerakd Coast Phwy W201F
Daytona Beach 7l 32114 Destin FL 37541

“Whatever you do, work at it with all your heart, as working for the Lord, not for human masters.” —

8 - April 2026

Colossians 3:23

INSPECTION 2

S ERV B )RS
COMMERCIAL & RESIDENTIAL

A= u,\.a.
| LIFETIME ) (@7103¢¢
AWARDS

850-710- 0117

WWW.DVINSPECTIONSERVICES.COM
SUPPORT@DVINSPECTIONSERVICES.COM

Inspection Types:

Pre-Listing & Post Sale
Property Mangement
11 Month Warranty
Insurance Reports
Docks & Seawalls
Pools & Spas

0 LENDSMAR |

RN

MORTGAGE SOLUTIONS
WITH INTEGRITY

Helping families build
stability, confidence, and a
future through personalized
home financing support
and compassionate
guidance.

MY SPECIALTIES:

W & Military Relocation
First-Time Buyers

Daown Paymant Assistance
Self Employed Bomrowers
Investment Loans
Refinance Solutions
Conventional & FHA

GGHHECT "HI'I'H M.ill.ﬁl'f
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EXPERT ARTICLE

ELEVATING YOUR STANDARD
IN A COMPETITIVE MARKET

Every market cycle has

its defining characteristic.
Some are driven by velocity,
others by scarcity, others by
volatility. What defines this
one is expectation, particu-
larly in a destination market
like the Emerald Coast.

Buyers are more informed,
sellers are more selective,
and competition among

agents is more sophisticated.

Regardless of price point,
consumers increasingly
expect a level of service
and strategic guidance that
feels refined, intentional,
and trustworthy.

That’s why conversations
about a “luxury mindset” are
gaining traction. Not because
every transaction is multimil-
lion-dollar, but because ele-
vated experience has become
the new baseline. The most
successful agents understand
that luxury is less about price
and more about standard.

It is a way of operating.

In today’s environment,
growth does not come from
doing more. It comes from
doing better. Here’s what
that looks like in practice.

Operate Like an Advisor,
Not a Salesperson
Top-producing agents
understand that transactions
are tactical, but trust is
strategic. Today’s buyers
have access to data before
they ever step into a
showing. What they are
looking for is interpretation
for context, insight, and
foresight. They want
someone who can connect
the dots between pricing
trends, development

10 - April 2026

patterns, economic shifts,
and long-term value.

To operate at a higher level:

* Study absorption rates,
not just list prices.

* Understand development
pipelines and
infrastructure changes.

* Articulate how broader
economic trends impact
local values.

* Frame decisions in terms
of long-term positioning
and wealth creation.

When you move from
simply presenting options
to providing perspective,
you shift your role entirely.
That shift is where
elevation begins.

Precision Creates
Confidence
High-performing
professionals in any
industry are precise.

They prepare thoroughly,
communicate clearly,
anticipate obstacles before
they surface, and execute
consistently. Clients feel
your confidence when they
sense control and clarity.
Precision is what creates
that sense of control.

If you want to elevate
your production, begin by
tightening your process.
Excellence rarely requires
reinvention. It usually
requires refinement.

Your Brand Is

Your Leverage

The Emerald Coast attracts
sophisticated buyers, many
of whom have worked with
advisors across multiple
markets. They recognize
professionalism quickly.

Your brand is not your logo
or color palette. It is the
reputation that precedes
you and the consistency
that follows you.

Ask yourself:
* What are you known for?
* Do peers describe you
as knowledgeable,
professional, and strategic?
e Are you known for
negotiation strength?
* Do clients feel guided
and protected?

If you intend to grow into
higher price points or more
complex transactions, your
brand must communicate
stability, depth, and
discretion. That level of
positioning is built over time
through consistency, not
through a single marketing
push. Trust compounds only
if consistently reinforced.

Elevation Requires
Internal Discipline

There is a misconception that
moving into more premium
markets requires dramatic
reinvention. In reality, it
requires discipline.

Do you invest in education
beyond what is required?
Do you surround yourself
with professionals who
elevate your thinking?

Do you track your numbers
and refine your systems?

Do you protect your time as
carefully as you protect your
clients’ investments?

Top producers are
intentional about how they
spend their time, who they
align with, and how they
show up in the marketplace.
The luxury mindset, when

BY TIM WEISHEYER

stripped of surface signals,
is simply a commitment

to higher standards
regardless of price point.

5 Action Steps to Raise Your
Standard This Quarter

If you are looking for practical
next steps, begin here:
* Refine Your Client Journey
* Upgrade One Core System
* Deepen Market Mastery
* Strengthen Strategic
Relationships
* Protect and Build
Your Reputation

Get your free 5 Actions Steps
to Raise Your Standard Tip
Sheet by scanning below!

The Emerald Coast continues
to attract buyers who value
lifestyle, stability, and long-
term opportunity. As the
market matures, expectations
will only rise. The agents
who thrive will not be those
who simply work harder or
market louder, but those who
operate with greater clarity,
discipline, and intention.

Elevation is not about chasing a
new identity. It is about refining
the one you already have and
committing to a higher standard
of execution. When you raise
your standard, your business
rises with it, and in a market

as dynamic and opportunity-
rich as ours, that distinction
matters more than ever.

——
N g A

Our agency provides a wide

variety of Coverage,
such as:
Specializing in Homeowner's
Flood | Auto
Commercial Packages

X Joe@hasslerinsurancepc.com
. 850-872-0711
& hasslerinsurancepc.com
9 400 W 11th St, Suite A, Panama City, FL 32401

HASSLER & ASSOUTATES INSURANC

Anchor
A Title

TITLE COMPANY ¥
/' Co.

for LIFE

.

Kathleen M. Headley
Owner | Title Agent
Katie@anchortitle.co

Jessica E. Bennett
Owner | Title Agent
jessica@anchortitle.co

(V) (888) 552-7636 (9) ;o . coe S o,

Yaur const to coast title eampany!

Honored To Be Part of
the Emerald Coast Real
Producers Community!

Here is to strong partnerships, smooth
transactions, and keeping clients at
the center of everything we do.

If you need a lender who answers the
phone, communicated clearly, and
closes on time... lets connect!!

Sheryl Douglas
850-621-1616
NMLS 518429

Lindsay Fretina
850-797-8881
NMLS 1449525

@ MOVEMENTMORTGAGE
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Availability, Integrity, Support

PHOTOGRAPHY BY ETHAN ¢ HAMILTON, MADHOUSE MEDIA

or Tomell Johnson, real estate
F is not about transactions. It

is about service. It is about
showing up consistently, doing the
right thing when no one is watching,

and building a reputation that
lasts longer than any single deal.

Born and raised in Tallahassee, Tomell
graduated from Lincoln High School
and attended Florida A&M University
before making a move that would
shape the rest of his life. In 2002, Publix
Super Markets expanded into the
Panhandle, and Tomell relocated to the
Emerald Coast. What started as a career
move quickly became home.

Today, he is a husband and father first.
He and his wife Michelle have built their
life here, raising their children, Kobe and
Kyndall. His faith keeps him grounded,
and his family fuels his purpose. Much
of what drives him professionally comes
from the desire to build something
meaningful for the people he loves and
the community he serves.

From Bagging Groceries

to Store Manager

Tomell’s professional journey began
at 16 years old, bagging groceries

at Publix. Over nearly 25 years, he

worked his way up to Store Manager,
eventually retiring in 2016. That time
shaped him in profound ways.

“Publix gave me a front row seat to what
consistency, service, and leadership look
like at a high level,” he says.

Retail management is demanding.
Long hours. Nights. Weekends.
Holidays. Accountability to hundreds
of associates and thousands of
customers. For years, he embraced
that challenge. But as the demands
grew heavier and the balance shifted,
he began to feel called toward
something different. Something that
offered greater control of his time
and a deeper sense of purpose.

That spark came unexpectedly when he
and Michelle decided to rent out their
previous home. Tomell self managed

the property and found he genuinely
enjoyed every part of the process.
Preparing it for the market. Fielding calls.
Scheduling showings. Understanding
what buyers and tenants truly value.

“That’s when it clicked,” he says.

He earned his real estate license in 2018,
and it felt like a natural fit from day one.

Strategy Meets Service

Tomell was drawn to the balance real
estate offers. Strategy paired with
service. Helping people make major life
decisions with clarity and confidence.
Advocating for them. Protecting

them. Guiding them forward.

Whether it is a first time buyer, a
military relocation, or a family
selling a home filled with memories,
he approaches every client
relationship with steady leadership
and honest advice.

“I wanted a career where integrity
matters, relationships matter, and
results matter,” he explains. “That’s
exactly what this has become for me.”

Pushing Through the Early Stage
Like most new agents, Tomell’s biggest
challenge early on was simply getting
started. Building confidence. Creating
momentum. Learning the business
while trying to grow the business.

He often tells new agents the hardest
part is staying consistent long enough
for the momentum to build.

Today, his challenges look different.
He focuses on balancing active clients
with consistent lead generation,

Emerald Coast Real Producers - 13
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understanding that real estate rewards
discipline. You cannot turn prospecting
on and off like a switch.

Competition is another constant. There
are many talented agents in the market,
and consumers have options. Tomell
believes the key is clearly communicating
why someone should choose him in a
way that feels authentic and relatable.

His strategy is simple but powerful.
Consistent follow up. Clear expectations
from the beginning. Calm, steady
communication. No surprises.

“I focus on being the calm guide,” he
says. “Strong plan. Honest advice.
Steady communication.”

Over time, that approach builds
trust. And trust builds repeat business
and referrals.

When the Sun Comes Up, You
Better Be Running
Tomell stays motivated by discipline.

He often references a parable about the
lion and the gazelle. Each morning, the
gazelle must outrun the fastest lion to
survive, and the lion must outrun the
slowest gazelle to eat. Either way, when
the sun comes up, it is time to run.

“That mindset reminds me I can’t rely
on yesterday’s wins,” he says. “I have to
do the work daily.”

For Tomell, that means consistent lead
generation, follow up, market study, and
refining systems as technology evolves.
Growth is not a mood. It is a habit.

A Full Circle Moment

One of Tomell’s proudest moments
came during a recent closing with a
young family purchasing their first
home. One of the buyers had once
worked for him at Publix. Tomell
had hired her as a teenager years
earlier when he was Store Manager.

When that former employee was ready
to buy her first home, she called Tomell.

“That trust meant everything,”
Tomell reflects.

Helping them reach the closing table
was special, but what mattered most
was knowing that the way he treated
people years ago still mattered.
Leadership leaves an impression.

“That one hit different,” he says.

Relationships That Matter
Mentorship and networking

have shaped Tomell’s growth,
though often informally. He believes
there is something to learn from
nearly everyone in the business.
Sometimes it is a best practice to
adopt. Sometimes it is a lesson on
what not to do.

The common thread is respect.

“Respect opens the door. Trust
keeps it open,” he says.

Networking also strengthens
transactions. Real estate is a
relationship business. Agents,

like clients, want to work with
professionals they know, like, and
trust. Tomell strives to ensure that
when his name is on a deal, it makes
the process smoother, not harder.

He frequently shares advice with
newer agents, remembering what
those early days felt like. For him,
long term success is rooted in
relationships with clients, partners,
and fellow agents.

Intention at Home

Balancing work and family requires
intention. Real estate will take as
much time as you give it. The market
does not operate on a schedule.

It helps that Michelle owns an
insurance agency. She understands
the pace and unpredictability. But
even with that shared understanding,
they intentionally draw boundaries.

“If you don’t draw lines, the lines
won’t draw themselves,” Tomell says.

He builds systems that keep
his business organized and
creates purposeful time for
family. He remains responsive

but protects certain windows
to be fully present at home.

“Balance isn’t about perfect hours,”
he explains. “It’s about discipline,
clear communication, and making
sure the people who matter most
don’t only get what’s left over.”

A Service Business

If there is one thing Tomell wants
people to know, it is this. He does
not treat real estate like a
transaction business. He treats it
like a service business.

He is especially grateful for the
trust of military families and out of
state clients making high pressure
decisions, sometimes sight unseen.

He takes pride in being steady,
proactive, and honest so they feel
supported from start to finish.

The Emerald Coast has been home to

his family since 2002, and he remains
committed to giving back and staying
involved in the community.

At the end of the day, his goal is
simple. To be the kind of agent people
feel comfortable calling anytime they
need real guidance.

That is what his tagline represents.

Availability. Integrity. Support.

And for Tomell Johnson, those are not
just words. They are the standard.

Emerald Coast Real Producers - 15



(Glevatear  Ashleigh Harsch
(850)368-9884

elevatedservicesofnwfl@outlook.com
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VACATION RENTAL TURNOVERS
5-STAR STANDARD STAGING & PRESENTATION
REAL ESTATE POST MOVE-OUTS & PRE MOVE-INS

VACATION RENTAL CO-HOSTING:
Guest communication * Turnover coordination
Quality assurance * Supply management

MID-STAY MICRO EVENTS:
Brunches, Themed Set-Up, Pool Side Picnics, Decorated Arrivals

A LA CARTE AMENITIES-DESIGNED TO ELEVATE EVERY STAY.

—APE

WHAT OUR

(ILI#&\' W\\

‘|' NAME : DYLAN

Albert is great at what he does! He'is very
helpful and is always updating you and
‘educating you throughout the entire process.
As a buyer that's all | can ask for, highly
recommend Albert and his team!

:-WWW.H'E' RTGAGEAPEX . COM

Cleration’ ©6O06

{o) Women's Councilof RELI ON US

S REALT&RS FOR YOUR CLOSING
Emerald Coast The Largest & Most Trusted Title Company in the Southeast

N Fvents

April 17  Spring inte Summer| 10am | Shoreline

May 14 EVENT: Purse Bingo| 5:30pm | TBA

May 09 Diane Keller Kiwanis 5k Run |Walk | Buffalo
Wild Wings

June 11 Member Appreciation & 2027 Elections
| 12p | Regatta

Sept 10 Leading with Purpose | 10 am| Shoreline

Oct 08 Techor Treat: Spooky Good Tools for Lead
Generation] 10am | Shoreline

Oct 14 5P Appreciation Event [Regatta Bay [ 10:00 - 12:00
=1 Why Choose Reli Title?

- Fast, accurate, and reliable service
Cutting-edge technology for superior

: - S - re I l customer service
Dec. 04  Installation | 6:00-10:00] Emerald Grande Experienced staff with decades of expertise

S Management always accessible to clients
Register for Events«\Q_\Y :
- ; B3y

Proven track record for 26 years
16 - April 2026

Nov 12 Business Planning |10 am| Shoreline

WE MAKE REAL ESTATE CLOSINGS EASY—EVEN ENJOYABLE!

(205) 970-2200 | www.reli.us | facebook.com/reli.title

Serving Alabama - Tennessee - South Carolina - Florida

At Mortgage Apex, we
simplify the homebuying
process with
transparency and
honesty—while striving to
be the most trusted

mortgage broker in
downtown Fort Walton
Beach.

Contact Us

196 Miracle Strip Pkwy SE Unit |
Fort Walton Beach, FL 32548
Info@mortgageapex.com
850-972-8527

Meet Albert Sousa, the
visionary principal broker and
owner of Mortgage Apex.

With a robust foundation in the
mortgage industry, Albert’s
journey began in 2017, fueled by
a passion for learning and a
commitment to excellence.
Having trained loan

officers nationally, he

distilled his extensive
experience to launch

Mortgage Apex in

2020.

Albert Sousa
President | NMLS#1676384




PARTNER SPOTLIGHT

LENDSMART MORTGAGE

PHOTOS BY ETHAN HAMILTON, MADHOUSE MEDIA

As a producing Branch Manager with LendSmart, Mallory
serves clients across Florida, Alabama, Arizona, Alaska,
Colorado, North Carolina, and Georgia. She runs a high-
touch, strategy-driven mortgage practice built on clarity,
communication, and execution. When you work with
Mallory, you work directly with the decision-maker. There
are no layers, no hand-offs, and no confusion about who is
structuring the file. Realtors and clients have direct access to
the person analyzing guidelines, protecting the contract, and
ensuring the deal is built correctly from the start.

Her leadership style is intentional, but her inspiration is
deeply personal.

Mallory grew up in a home where financial instability
created stress and uncertainty. She witnessed firsthand how
money impacts families, not just financially, but emotionally.
That experience shaped her work ethic, strengthened her
faith, and fueled her desire to help families build stability
through homeownership.

Today, she specializes in first-time homebuyers, military
families near Eglin Air Force Base, Hurlburt Field, Duke Field,
and 7th Group, as well as clients who need creative financing
strategies. Her mission is simple: lead with integrity and bring
calm, strategic guidance into what can otherwise feel like a
chaotic process.

Mallory is clear about one thing: she does not build her
business on being the lowest rate. “I don’t approach lending
as rate-quoting,” she explains. “I approach it as strategy.”

That strategy begins long before underwriting. She proactively
anticipates concerns, structures clean approvals upfront, and
communicates consistently from contract to close. She does
not submit what she calls “hope files.” Preparation is thorough.
Expectations are clear.

Because she personally manages her files, there is no
confusion about accountability. Clients feel supported.
Realtors feel protected. Contracts stay intact.

In a strong military community, her extensive VA lending
knowledge is especially valuable. She understands

the urgency and complexity of PCS timelines and the
responsibility that comes with serving those who serve. If a
client is not ready, she will say so. Then she will create a plan
to get them ready.

That level of honesty is part of her foundation.

Mallory’s core values are simple: integrity, preparation,
communication, and dedication.

Integrity means doing the right thing even when it costs
her in the short term. Preparation means structuring

files thoroughly before they ever reach underwriting.
Communication means proactive updates so Realtors are
never left guessing. Dedication means every client receives
personal accountability, not a system.
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Her faith underpins all of it. She believes leadership is
demonstrated through service, excellence, and consistency.

Over the past five consecutive years, Mallory has consistently
ranked among the Top 5 in production within her company.
In 2024 and 2025, she was honored as ECAR Affiliate of the
Year, a recognition reflecting both production and meaningful
partnership within the Realtor community.

But ask her what she is most proud of, and it is not the accolades.

“Im most proud of my reputation among Realtors as a
problem-solver and closer,” she says. She is often brought
in on files other lenders could not structure. She protects
contracts. She communicates clearly. She closes on time.

That consistency is her competitive advantage.

While production milestones matter, Mallory measures
success in moments. One of the most meaningful
experiences in her career involved a buyer who had been
turned down multiple times due to credit challenges.

I’'m most proud

of my reputation
among Realtors as
a problem-solver
and closer.”
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Instead of saying no, Mallory created a plan. Months
later, that same buyer held the keys to their first home.
“That moment reminded me why I do this,” she says.

Building a multi-state, referral-based practice while serving as
a producing Branch Manager is another milestone she holds
close. Her business is fueled primarily by referrals, a testament
to relationships built on trust.

Beyond lending, Mallory is deeply rooted in the community.
She actively supports organizations such as Hope House,
Soldiers on the Water, Children’s Volunteer Health Network,
and Building Homes for Heroes. Giving back is not an
afterthought; it is part of who she is.

She describes it as being the hands and feet of Jesus in a tangible
way, serving families not only financially but personally.

That commitment extends to Realtor education. Mallory is
expanding initiatives focused on buyer consultation strategy,
competitive offer positioning, and navigating underwriting
myths that often derail contracts. With the Emerald Coast’s
strong military presence, she is also deepening her VA education
efforts to better serve service members and their families.

Her focus is growth with structure.
Speed with precision. Systems that
support scale without sacrificing the

Outside of business, Mallory’s greatest
passion is her family. She and her
husband are raising four children,
and building a strong, faith-centered
home is her highest priority.

She is passionate about leadership
development, personal growth,
and helping people overcome
both financial and emotional
obstacles. For her, success is not
simply production volume.

“Success is impact,” she says.

Mallory Fotiades has built her
career on preparation, partnership,
and purpose. In an industry where
noise can easily overshadow
substance, she has chosen a
different path: strategic, disciplined,
and deeply rooted in service.

And that foundation continues to
close loans, protect contracts, and
change lives one family at a time.

personal experience her clients value.
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Serving Families with Faith, Structure, and Heart
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lexandria Botehlo

did not enter real

estate chasing a title
or a trend. She stepped into it
out of obedience, faith, and a
deep understanding of what
“home” truly means.

Originally from a small

town in Washington State,
Alexandria married her high
school sweetheart and began
building a life together long
before the military became
part of their story. Four
years into their marriage,

he enlisted, and her world
shifted into one marked by
relocations, deployments,
and constant transition. She
spent five years as a stay-
at-home mom to her four
sweet children navigating the
unpredictability that comes
with serving families.

That season shaped her.

“It taught me resilience,
adaptability, and just how
significant ‘home’ really is,”
she says.

For military families, home
is not just an address. It is
stability in uncertainty. It
is comfort in change. It is
where milestones happen
between duty stations.

Alexandria felt a clear calling
toward real estate. At the
same time, she recognized a
gap in how military families
were being supported during
PCS moves. She had lived
that experience personally
and knew it could be better.

“I wanted to be the kind of
agent who understands both
the logistics and the emotions
behind those transitions,” she
explains. “Not just someone
opening doors, but someone
advocating well.”

With four children and
an active-duty husband,

building a business has
not been simple. But it
has been purposeful.

“This career allows me to
serve other families while
still honoring my own,” she
says. “And I'm incredibly
grateful for that.”

Systems Create Clarity.
Connection Builds Loyalty.
One of the higgest lessons
Alexandria has learned

is that real estate is both
fast-paced and deeply
emotional. Managing

client expectations

around timelines and
communication can make or
break an experience.

What may feel routine
to an agent can feel
uncertain to a client.

Because of that, Alexandria
operates proactively rather
than reactively. She sets
written expectations at the
beginning of every client
relationship, outlining
response times, negotiation
strategy, document
timelines, and what each
phase of the transaction will
look like. She implements
weekly check-ins, even
when there is no major
update, so clients never feel
left wondering.

“Systems create clarity,”
she says. “Connection
builds loyalty.”

Balancing growth with
integrity has also been a
defining challenge. In an
industry that often rewards
volume, Alexandria has
intentionally built a referral-
based business rooted

in trust, education, and
service over pressure.

The result is steady, long-
term relationships rather
than short-term wins.

Discipline Over Motivation
Alexandria is quick to say
she does not rely

on motivation.

“Motivation comes and goes,”
she explains. “Discipline is
what carries you.”

Her schedule includes non-
negotiables: lead generation,
follow-up, continued
education, and intentional
client care. She treats her
business like a business, not a
hobby. That structure creates
momentum, and momentum
builds confidence.

But her true anchor is
her faith.

She does not view success as
something achieved through
striving or outcompeting
others. She views it as
stewardship. Serving well.

Showing up consistently.
Trusting God with
the outcome.

“When you operate from
stewardship instead of
scarcity, it changes how you
show up,” she says. “You're
not chasing. You’re serving.”

A Moment That

Defined Success

One of Alexandria’s most
meaningful milestones came
when she helped her first
military family purchase
their first home.

They were already friends,
which made the experience
even more personal.

During their first showing,
Alexandria casually
mentioned that if they
planned to grow their family,
the home might not offer
enough room.
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| didn’t step into real estate
with everything figured out.

I stepped into it

because I felt the
Lord leading me here.

They laughed and responded,
“Funny you say that... we just
found out we’re pregnant.”

From that moment, the search
took on deeper meaning. This
was not just about bedrooms
and square footage. It was
about where they would bring
their first child home.

— When they found “the”
house, the listing agent sent
over a letter from the seller
describing their time in the
home. In it, the seller shared
that they had brought their
first baby home there as well
and spoke about feeling safe
walking the neighborhood
as a new mother. “Talk
about divine intervention,”
Alexandria says.

Today, that family has been in
the home for over a year and
recently welcomed a baby
boy. They painted a mountain
and jungle-themed mural in
his nursery.

“That’s success to me,” she
says. “Finding home.”

Community and
Mentorship

Mentorship has played a
significant role in Alexandria’s
growth. She intentionally
surrounds herself with people
aligned in values and vision,
investing time in authentic
community-building.

“You are the sum of the five
people you spend the most
time with,” she says. “That’s
absolutely true.”
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She believes real estate was
never meant to be done alone.

Balance, or

Something Like It

When asked about work-life
balance, Alexandria laughs.

“I think balance is a lie,”
she says.

Some days include multiple
closings, inspections, and

a sick child all at once.
Military life has taught her
flexibility, and she is grateful
for a husband who steps in
when needed and family
nearby who supports them.

For her, success is not
perfection. It is showing up
faithfully in both business
and family.

Rooted in Obedience
At the heart of Alexandria’s
story is obedience and trust.

“I didn’t step into real estate
with everything figured out,”
she says. “I stepped into it
because I felt the Lord leading
me here.”

Military life has given her
resilience and perspective.

It has taught her to stay
grounded in uncertainty and
to serve families navigating
significant life transitions with
empathy and steadiness.

She does not view her growth
as something she built alone.
She sees it as the fruit of faith,
hard work, and genuinely
caring about the people in
front of her.

Alexandria Botelho is not just
helping clients buy and sell
homes. She is helping families
find stability in transition,
clarity in complexity, and
peace in the middle of change.

And for her, that is the true
definition of success.
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Chris Imel’s story in real
estate is not one of overnight
success. It is a story of
rebuilding, resilience, and
long-term discipline.

Originally from Indiana,
Chris spent much of his
early career serving his
community. Before real
estate, he was involved

in public service,
volunteering with the
local fire department and
working alongside the
county coroner’s office.
Those roles shaped his
character. They taught him
responsibility, steadiness
under pressure, and the
importance of showing
up for people during life’s
most critical moments.

He first entered real estate

in 2009. Like many agents
who launched during that
challenging market, he
struggled and eventually
stepped away. But in 2020, he
made a decision that would
redefine his trajectory.

He came back.

Not long after restarting

his career, Chris and his
family made another bold
move: relocating to Florida.
That meant starting over
completely in a new market
without a local network, past
clients, or name recognition.

“I understand what it feels
like to relocate, rebuild,

and start fresh,” Chris says.
“That’s exactly what many of
my clients are doing.”

Today, he primarily serves
relocation buyers, military
families, second-home
buyers, and investors across
the Florida Panhandle.

His personal experience
navigating major transitions
gives him a perspective that

resonates deeply with the
clients he represents.

He and his wife, Liz,

who owns a mobile dog
grooming business they also
launched from scratch in
Florida, have built their life
around growth, faith, and
family. Real estate is not just
a career for Chris. It is the
vehicle that supports their
vision for stability and long-
term opportunity.

Rebuilding the Right Way
One of the smartest decisions
Chris made after relocating
was plugging into a strong
local team, The Hiller Group.
Instead of attempting to
build everything alone,

he stepped into proven
systems and leadership.

That move accelerated
his growth.

“Success in real estate isn’t
about doing everything
yourself,” he explains.

“It’s about having the
right systems and the
discipline to execute.”

Daily prospecting, consistent
follow-up, and structured
routines became his
foundation. He leverages
virtual assistants and clear
operational systems to
handle administrative tasks
so he can focus on high-value
activities that drive growth.

Authenticity has also been
key. Rather than presenting
a polished, perfect image,
Chris focuses on showing
up consistently and
delivering real, helpful
information. Trust, he
believes, is built over time
through steady action.

The lesson he carries
forward is simple:
this business rewards

persistence, systems, and
a long-term mindset.

Growth Over Hype

Chris stays motivated by
focusing on daily activities
rather than monthly results.
Real estate, he knows, can
feel like a roller coaster

if you tie your mindset

to individual deals.

His mornings begin
around 4:00 AM. That early
quiet time is dedicated to
prospecting, follow-up, and
lead generation before the
day pulls him in different
directions. Protecting that
window has strengthened
his pipeline and removed
much of the uncertainty
agents often feel.

Being surrounded by high-
performing professionals
also fuels his growth.
Mentorship through The
Hiller Group, particularly
from Mark Hiller, has
influenced both his business
and personal habits.
Discipline, consistency,
and mindset are recurring
themes in his journey.

Today, Chris is focused on
generating more of his
own leads, strengthening
his database, and building
long-term referral
relationships. He is not
chasing quick wins. He is
building infrastructure.

Meaningful Moments
One of Chris’s proudest
accomplishments was
rebuilding his business
after relocating to

Florida. Establishing
momentum in a new
market reinforced his belief
that strong systems and
consistency can overcome
nearly any obstacle.

But the moments that matter
most are client-centered.

He recently worked with

a military family relocat-
ing under tight orders and
significant pressure. From
navigating the market re-
motely to ensuring a smooth
closing before their report-
ing date, Chris became their
local advocate. After closing,
they shared how much less
stressful the experience

felt knowing someone
steady was guiding them.

“That’s what I'm most proud
of,” he says. “Helping people
through major transitions
with confidence.”

Discipline and Balance
Balance is something Chris
continues to refine. He admits
he is naturally all in, and real
estate can easily consume
every hour if allowed.

He relies on structured
systems and leverage to
protect his time. Sundays
are reserved for family,
rest, and resetting for the
week. Living in Florida was
a lifestyle decision, and he
and Liz make it a priority to
enjoy it.

For Chris, balance is not
about perfection. It is
about intention.

A Defining Decision
Perhaps the most
transformative milestone in
Chris’s life has nothing to do
with transactions.

Today, he has 870 days sober.
And yes, he is counting.

That decision brought clarity,
discipline, and alignment into
every area of his life. Sobriety
sharpened his focus and
reinforced his commitment

to long-term growth, strong
relationships, and doing
the right thing every time.

“It changed my
perspective,” he says.
“I'm not focused on
shortcuts. 'm focused
on consistent effort.”

That same mindset defines
his business. No gimmicks.

il

No quick wins. Just discipline,
service, and long-term impact.

Chris Imel is building more
than a sales record. He is
building systems. He is
building community. He

is building a life rooted in
growth and purpose.

And he is just getting started.

“SUCCESS IN REAL ESTATE ISN'T ABOUT
DOING EVERYTHING YOURSELF. IT'S ABOUT
HAVING THE RIGHT SYSTEMS AND THE
DISCIPLINE TO EXECUTE.” -CHRIS IMEL
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