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Welcome our

Preferred Partners

of North Carolina Coast Real Producers

When you see them out and about or at our events, please say hello!
We look forward to bringing their excellence to our platform!

Who are your favorite, trusted vendors? Send yours to lauren.schuster@realproducersmag.com
to see if they're a good fit for NCCRP to partner with!
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Real Estate Agents!

Do you know of any businesses
who would want to hear about
partnering with Real Producers?

Send recommendations to
lauren.schuster@realproducersmag.com

Preferred Pariners

This section is designed to make it easier for you to find trusted real estate affiliates. Take
a moment to get to know the businesses that sponsor your magazine. These local partners

are proud to support both you and the publication, helping make it possible. Please consider
supporting them in return and thank them for their commitment to the real estate community!

ARTIFICIAL INTELLIGENCE
Vates Domus Al

(281) 797-8720
vatesdomusai.com

BLINDS/SHADES/SHUTTERS/DRAPES
Budget Blinds of Elizabeth

City/The Outer Banks

(252) 562-0262
www.budgetblinds.com/
elizabeth-city-the-outer-banks-nc/

Budget Blinds of Jacksonville NC
(910) 219-3910
www.budgetblinds.com/jacksonvillenc/

BUILDER

JC Jackson Homes, LLC
(252) 558-9174
www.jcjackson.com

Wavecrest Builders
252-354-7610
www.wavecrestbuilders.com

GARAGE FLOORING

Granite Garage Floors

(252) 646-9221
www.granitegaragefloors.com/location/
coastal-carolina

GOLF CARTS

John’s Golf Cars

(252) 531-5872
www.johnsgolfcarsinc.com

HOME INSPECTION
Brad Inspects

(910) 934-8833
www.bradinspectsnc.com

MAD Home Inspections
Brandon Boggs

(603) 833-0154
madinspecctions.com

Tidemark Home Inspections
Jonathan Morgan

(910) 358-3345
www.tidemarkhome
inspections.com

HOME WARRANTY

Old Republic Home Protection
Stephanie Midgett
910-382-8048

www.orhp.com

INSURANCE

April Jones Insurance

April Jones

(910) 228-4234
april@apriljonesinsurance.com

Flatlands Insurance Group
252-638-9000
www.flatlandsjessup.com

Goosehead Insurance

Heather Sargent

(919) 439-0228
www.goosehead.com/agents/nc/
morehead-city/heather-sargent/

Lamberth Insurance Services
Tammy Lamberth

(910) 389-5428
www.lamberthins.com

North Carolina Farm Bureau
Insurance Group

Bradley Carroll

(910) 330-3699
www.ncfbins.com/bradley.carroll

Wavecrest Insurance
(252) 354-1414
www.wavecrestinsurance.com

LAW FIRM
Law Office of Debra Whaley
(252) 222-4555

MORTGAGE

Carolina Family Mortgage

Sara Hoopes Ingram
910-478-8014
www.carolinafamilymortgage.com

CrossCountry Mortgage
(919) 632-8647
www.crosscountrymortgage.com

EMM Loans, LLC

Drew Blakely

(269) 569-6818
www.emmloans.com/gardencitymortgageteam

Movement Mortgage
(910) 232-4112
www.movement.com

Southeast Mortgage

Marc Carter

(240) 779-5345
www.southeastmortgage.com

PHOTOGRAPHY- REAL ESTATE
Lighthouse Visuals
252-814-0804
www.lighthousevisuals.com

PROPERTY MANAGEMENT
Spinnaker’s Reach Realty
(252) 424-7580
www.spinnakersreach.com

ROOFING

Maven Roofing
(402) 770-9056
www.mavenroof.com

Patriot Roofing Company LLC
Stephanie Bolton

(910) 746-9833
patriotroofer.com/
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We operate with the highest
levels of integrity, expertise,
transparency, personalized

solutions, and heartfelt advice.

Our commitment is to build
lasting relationships, and link
arms with every client who
dreams of home ownership.
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269.569.6818 | 5725 Oleander Drive Suite A4, Wilmington, NC 28403

TIDEMARK COVERAGE THAT
HOME INSPECTIONS MOVES YOUR DEALS

Setting the mark for home inspections in
North Carolina’s Tidewater Region. WCZ
HOME | SEPTIC | RADON &- >> ; )>
MOLD | WATER TESTING _‘..

'| Veteran-Owned & Operated E :
| 45+ 5-Star Google Reviews Fresh coverage solutions to ﬁ.

help your spring buyers move L
Jorward with confidence
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FIRST TIME CLIENT SPECIAL INCLUDES:
Jonathan Morgan Heather Sargent gOOSEhead Taylor Beamon g = Matterport Virtual Tour = Floor Plan
Agency Owner INSURANCE Agent i HDR Photos + 2 Virtual Twilight
910-358-3345 (252)773-4090 (919)725-7515 * Dro s Images

Jonathan@tidemarkhomeinspections.com
www.tidemarkhomeinspections.com

4644-C Arendell Street, Morehead City, NC, 28557 (252) 508-0868 | info@lighthousevisual.com
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COVER STORY

From Marine to
M|arket Leader

| PR |

WRITTEN BY LAUREN SCHUSTER f
PHOTOGRAPHY BY JUSTIN WHITT -

Scott 1
Morrison’s
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For Scott Morrison,

real estate was never just
about selling homes. It was
about people, relationships,
and a lifetime of experiences
that prepared him for a

career built on trust.

Long before he became a
recognizable name in local
real estate, Morrison spent
more than two decades
serving his country in the
United States Marine Corps.
A chapter of his life that
shaped nearly everything
that came afterward.

Morrison served 23 years in
the Marine Corps, traveling
the world and gaining the
kind of life experience that
only military service can
offer. His time in uniform
included deployments
during both the first

Gulf War and the Iraq

War, along with many
assignments in between.

While the Marine Corps
instilled discipline and
resilience, one particular
assignment unexpectedly
prepared him for the
world of real estate. As a
young Marine, Morrison
was selected to become a

recruiter, a role that required
completing an intensive
13-week training program
focused on communication
and persuasion.

“I was an introvert,”
Morrison admitted. “But
when I was a sergeant in the
Marine Corps, they sent me
to be a recruiter. That school
was very hard... but it’s the
best sales training you can
ever have.”

The experience forced him
out of his shell. Recruiting
required reading people,
understanding motivations,
and building trust quickly.
Skills that later proved
invaluable in real estate.
“They teach you how to
communicate. They teach
you how to read people,” he
said. “Sales came naturally
for me when I got into it.”

After retiring from the
Marine Corps in 2007,
Morrison briefly transitioned
into healthcare sales,
managing branches that
delivered home medical
equipment. But the shift
from an active military life
to an office-based role didn’t
suit him.

“He did it for six months
and didn’t love it,” his wife
Danielle recalled with a
laugh. The work involved
long hours and little of the
interaction or energy he had

grown accustomed to during
his military career.

That dissatisfaction led
Morrison to real estate
school, where he earned
his license later that same
year and joined Century
21 Coastal Advantage.
The timing, however,
could not have been more
challenging. The housing
market was entering one
of the most turbulent
periods in modern history.

“When I started in 2007,

that was when all the
foreclosures were going on,”
Morrison said. “But when
you’re new, you don’t really
know anything different, you
just keep plugging along.”

Plugging along turned out to
be a good strategy. Morrison
approached real estate the
same way he approached
recruiting, by getting out
into the community and
building relationships. He
talked to people everywhere
he went, from local
businesses to restaurants.

“T used to go to Buffalo Wild
Wings every Tuesday night
to meet a buddy,” he said.

“I got to know the workers
there, and I sold probably
five houses out of there in a
couple years.”

His relentless networking
and natural ability to connect

North Carolina Coast Real Producers - 11
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“If you wake
up at two

or three in
the morning
thinking
about it,
that’s because
you truly
care about
your people.”
- Scott

with people quickly paid

off. By his third year in real
estate, Morrison had earned
Century 21’s prestigious
Centurion status, placing him
among the top two percent of
agents in the company.

“By my third year, I was a
Centurion agent,” Morrison
said. “And I've been a
Centurion for 15 years.”

His reputation continued to
grow when he developed
strong relationships with
local builders. What
started as a friendship
built around hunting trips
soon turned into a major
professional opportunity.

“I'met a builder here in
Jacksonville,” Morrison
said. “He gave me a listing
here, a listing there. Then
he gave me a neighborhood
where I was the only

agent for him. We sold 136
houses in two years.”

Those sales helped establish
Morrison as a go-to agent

in the area, particularly in
new construction. At one
point, he was working with
multiple builders from
across the state, including
companies based in Raleigh
and Wilmington.

Even with that success,
Morrison never forgot the
core of the business: helping
people navigate one of the
most important decisions of
their lives.

His wife Danielle, who
entered real estate herself in
2019 and now runs her own
firm, Creekside Realty Group,
shares that perspective.

“When you’re helping
somebody buy or sell, you're
helping them with one of
the biggest purchases of
their life,” Danielle said.
“Emotions run really high,
and you have to understand

“In real estate,
emotions run really
high and you have to
understand that and
be compassionate
with your clients.”

- Danielle

that and be compassionate
with your clients.”

That mindset is something
the couple takes seriously.
They admit that even after
years in the business, some
transactions still keep them
awake at night.

“If you wake up at two

or three in the morning
thinking about it,” Scott said,
“that’s because you truly care
about your people.”

When they’re not working,
the Morrisons enjoy making
the most of coastal living.

On weekends you can often
find them out on the water,
boating to sandbars with their
dog Lucy, or spending time
with their grandchildren.
They also share a passion
for cooking and travel. Their
custom-built home, designed
largely by Danielle, centers
around a spacious kitchen
where they experiment with
new recipes together.

And despite decades of
hard work, Morrison still
approaches life with the
same curiosity and energy
that led him to join the
Marines in the first place.

Whether it’s traveling,
boating, or helping another
family find their home,
Morrison continues to build
his legacy the same way he
built his career, through
dedication, relationships,
and a commitment to
serving others.

N




WHY USE US?

*» Schedule everything
you need with just one
simple call
A team of inspectors
that work together to
make this process easier ===
for you :
Discounts Available for
Military, First
Responders, Teachers, &

VATRES, DOMUSHA

The Realtors Al Assistant
vatesdemusal.com

infe@vatesdomus.com
281797 8720
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The Realtors Al Assistant

Nationwide MLS
Map Search
MLS Chat
MLSGPT

Al Generated CMA
with

* Property Tax data
« Avg Martgage rates
+ Market Position
« Comp Price Anaklysis
« Comp Comparison
 Trends and Timing
« Location Analysis
* Recommendations
» Risk Factors

Your Closing Starts Here.

0 OVER 20 YEARS OF COMBINED EXPERIENCE

Q LICENSED AND CERTIFIED
Q SAME-DAY SERVICE AVAILABLE

Q QUICK, FREE OVER-THE-PHONE ESTIMATES

& LOCALLY AND FAMILY-OWNED
& VETERAN-OWNED

]
¥ BRANDON BOGGS
OWNER / INSPECTOR

We LOVE Realtors! From registration to closing,

a partnership with JC Jackson Homes is simple.

Unlock endless possibilities for your clients and
make their homeownership dreams a reality.

252-838-1530

LN

JC JACKSON &

HOMES, LLC

Learn more about our Realtor Program at

1l 1l
M.A.D.

HOME INSPECTIONS

FARM ERICA'S
BUREAU STINSURANCE
" INSURAMCE MPANIES

HOMEOWNERS
INSURANCE

IN THE NATION

(910) 330-3699

Bradley Carroll

FSCP

Agent

3965 Richlands Hwy
Jacksonville, NC 28540

NCAD092024A

North Carolina Farm Bureau® Mutual Insurance Company Farm Bureau® Insurance of North Carolina, Inc.
Southern Farm Bureau® Life Insurance Company, Jackson, MS Life Insurance and Annuity products offered by SFBLI, Jackson, MS
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AGENT ON THE RISE
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PATH TO THE CRYSTAL COAST

here’s a quiet confidence about

Darcel Browning that makes people

feel at ease almost immediately.
Maybe it’s the way she listens carefully
before she speaks. Maybe it’s the warmth
in her voice when she talks about helping
clients. Or maybe it’s the life she’s lived,
one that has taken her around the world
and ultimately led her right where she
believes she’s meant to be.

Today, Browning is with Coldwell
Banker Sea Coast Advantage, where she
continues to build a thriving real estate
career on North Carolina’s Crystal Coast.
But her journey here has been anything
but ordinary.

16 - April 2026

Before real estate, Browning spent
decades in the financial world. A CPA
with both a bachelor’s and master’s
degree from East Carolina University.
She held roles ranging from regional
manager at Navy Federal Credit Union
to assistant controller for a hotel

and resort management company to
the accounting officer for the Naval
Criminal Investigative Service (NCIS).

Layered into that career was another
adventure: following her husband’s
military career across the globe.

“I grew up in Pensacola, Florida,”
Browning says. “But with my husband’s
career, we lived here in North Carolina,
then Hawaii, Puerto Rico, southern
Georgia, Northern Virginia, back to
Georgia and then Italy before
retiring back here.”

Each move became its own
chapter, including tropical
beaches in Puerto Rico,
/ hiking in Hawaii and
exploring Europe from
/ their home base in Italy.
Instead of choosing a
[ favorite place, Browning
prefers to think of each
destination as its own
adventure. “We tried to make
the most and the best out of
every place we lived,” she says.

WRITTEN BY
EMMA DOLLENMAYER
PHOTOGRAPHY BY
JUSTIN WHITT

That global perspective eventually led
the family back to North Carolina, where
they had long kept ties. Nearly eight
years ago, they returned to the coast for
good, drawn by family, community and
a place that simply felt like home.

For Browning, the Crystal Coast isn’t
just where she lives. It’s where she helps
others find their way, too.

“Ilove hearing people’s stories about
how they’ve found the Crystal Coast,”
she says. “So many people grew up
coming here or have friends here. I love
being able to help them achieve their
dreams, whether that’s moving to the
beach, finding a second home or going
through the emotional journey of selling
and relocating.”

Her path into real estate started
naturally. After returning to North
Carolina, Browning and her husband
renovated a property themselves,
transforming it into a short-term
rental. Around the same time, she
spent precious years at home with
her daughter during the pandemic.
When the moment felt right, she
stepped into real estate full time,
blending her financial expertise
with her love for people.

Just four years in, her business has
grown steadily each year.

| love being able to help my clients achieve their dreams,
whether that's moving to the beach, finding a second home or
going through the emotional journey of selling and relocating.”

L




| was very blessed to
have a very successful -
year last year.”

“I didn’t even realize how great of a
year I was having,” Browning says with
alaugh. “People started calling me and
inviting me to events because I was a
top producer. I was very blessed to have
a very successful year last year, and I
have realized that I do need to set goals,
but I'm not overly focused on it.”

For Browning, success is measured
in moments.

Like the client who spent years trying
to make their move to the coast happen.
With job changes and home sales, the
timing all had to align. Browning stayed
alongside them through the entire
journey. When everything finally came
together and they moved into their new
home, she checked in afterward.

18 - April 2026

“The client told me, ‘I think about you
every single day. Thank you so much for
helping us,” Browning recalls.

Those are the words that stay with
her. Moments like that affirm
what she already believes: the
right people cross her path
for a reason.

“I feel like God sends

me the clients that 'm
supposed to help,” she says.
“Whatever that looks like,
I'm always open to helping
whoever crosses my path.”

That openness defines how she
approaches every transaction.
Browning prides herself on

listening deeply, communicating
clearly and guiding clients through
what is often the largest financial
decision of their lives.

“I'work very hard to make sure
they understand what’s happening
in the process,” she says. “I don’t
want someone walking away
unhappy or not understanding
what they’re getting into.”

It’s a philosophy rooted in trust and
in adventure.

Browning admits she isn’t always the
first person to say yes to something
new. But she’s learned to challenge
that instinct.

On a family trip through a rainforest,
she once faced a cliff jump into deep
water, something far outside her
comfort zone. Her daughter was
watching and said she would jump if
her mom did first.

“So I did it,” Browning says, smiling.
“Now I always say, I jumped off a cliff.
I can do anything.”

In many ways, that leap mirrors the
new chapter she’s writing today, one
where every client, every home and
every story becomes part of the journey.

And if you ask Browning, she’ll
tell you she’s exactly where she’s
supposed to be.

Build your dream home with Wavecrest Builders and protect it with Wavecrest Insurance

‘i
.""-. ‘Il;iﬁi

RESTH 3

‘,'i

WAVECREST

INSURANCE

WAV E

BUILDERS

www.wavecrestinsurance.com WWW. wavecrestﬁilr Iders. ch

252-354-1414 252-354-7610 "“‘"""‘

201 Mangrove Drive Emerald Isle, NC 28594

j) The Sale Is the Beginning
s, NOT THE END

Why Post-Sale Perception Matters More Than Ever

You work hard to earn your client’s trust—and your recommendations carry weight long
after the close. How their rental performs and how well their home is cared for can
reshape how they remember the entire buying experience.

That's why the right rental partner matters. When things run smoothly:

Clients associate you with clarity, care, and smart guidance
Your recommendation continues to deliver value after closing
Repeat purchases and lasting referrals come naturally

Want to See How This Partnership Supports You?

Reach out for a quick conversation or rental projection to close with confidence
and protect your reputation long after the sale—plus up to $500 per bedroom,
paid within 7 days of an owner signing on.
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PARTNER SPOTLIGHT
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FOR TAMMY LAMBERTH,

insurance is about far more than policies and
paperwork. It’s about people, relationships
that span decades, and doing the right thing
for her clients every single day.

That philosophy is what ultimately led her to launch Lamberth
Insurance Services, a business built on trust, integrity, and a
deeply personal approach to client care.

But Lamberth’s career didn’t begin in insurance. Before
becoming an agency owner, she spent 12 years with Bank of
America, working her way up to Assistant Vice President with
Bank of America in Surf City, NC. It was a successful career, but
in 2008 life unexpectedly shifted directions.

“I got really sick and resigned from my banking career,”
Lamberth recalled. “And then I just kind of found my way into
the insurance world.”

At the time, one of her banking clients happened to be a State
Farm agent who often spoke about how much she enjoyed the
business. The idea stuck with Lamberth, and once she stepped
away from banking, she decided to give insurance a try.

The transition turned out to be a perfect fit.

“It was similar to what I was already doing at the bank,” she
said. “You’re building those client relationships. You learn
about their families and their lives, and they become more
than just your clients, they become your friends.”

After earning her
license, Lamberth
spent several

years learning

the industry. First
working with State
Farm and later
with a Nationwide
agency for more
than a decade. In
total, she has now
spent 17 years in the
insurance business.

In 2020, she took
one of the biggest
steps of her career:
launching her own
independent agency.

B 2

Left to right: Amanda Moore, Tammy Lamberth, Danielle Brown, Yazmin
Villanueva - Not photographed: Flora Howard and Anita Tyndall

“It was terrifying,” she admitted with a laugh. “Me and Danielle
Brown worked seven days a week on a laptop with a hotspot. I
didn’t think we were going to make it.”

But what happened next confirmed that the leap of faith was
the right decision. Clients she had worked with for years began
reaching out, eager to follow her to the new agency. “We had
so many people that were supportive,” Lamberth said. “They
called and said, ‘We don’t just need insurance, we need you to
be our agent.’ That was very humbling.”

Those loyal relationships helped fuel the rapid growth of
Lamberth Insurance Services. What started with just two
people quickly expanded into a full team of licensed agents
working together to serve clients across multiple states.

Today, the agency is licensed in nine states, including North
Carolina, South Carolina, Georgia, Florida, Virginia, Tennessee,
West Virginia, Utah, and Iowa. Many of them added simply
because clients moved and wanted to continue working with
her. “They said if they moved, I had to come with them,”
Lamberth joked. “So I got my license there for them.”

That loyalty speaks to the heart of her business philosophy. Rather
than treating insurance as a transactional industry, Lamberth
focuses on education, guidance, and long-term service.

As an independent agency, her team can shop policies through
multiple carriers to help clients find the right coverage and
pricing. But what truly sets the agency apart is the time they
take to review policies in detail.

North Carolina Coast Real Producers - 21



“One of the things that’s u ThCy become
very important to me is

that our clients hear from more than ]USt
us every single year,” she your CliCl’ltS, tl‘lcy

said. “We do full reviews b
so they understand exactly ccome y our

what coverage they have FRIEND S J

and why.”

Those reviews often reveal

coverage gaps clients didn’t even realize existed, something
especially important in a coastal region where weather risks
can be significant.

“We don’t just write a policy and never talk to you again,”
Lamberth explained. “We’re here to help guide our customers
and help them make the right decisions.”

While her agency serves a wide range of clients,
from homeowners to commercial businesses,
Lamberth admits she has a particular soft spot
for working with restaurant owners. “Ilove
restaurants,” she said. “There’s so much you can
do with a restaurant policy, and I enjoy helping
them make sure they’re protected in all the
right ways.”

Outside of work, Lamberth enjoys spending
time with her husband, her dog Jasmine, and
most importantly, her growing family. As the
proud grandmother of seven grandchildren,
she often travels to visit them in Florida and
across North Carolina.

When she does manage to step away from the
office, she and her husband also enjoy taking
cruises together. A chance to recharge before
returning to the work they both value so deeply.
Still, even when she’s away, the relationships
she’s built remain at the center of everything.

“Honesty and integrity are the core values we
built this business on,” Lamberth said. “If you do
things the right way, the blessings will come.”

And for Tammy Lamberth, those blessings
have come in the form of a thriving business
and a community of clients who trust her with
some of life’s most important protections.

business on.”
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“HONESTY and INTEGRITY

are the core values we built this

0 their next home
or application fees

Sara HooPes In 0

Mortgage Loan Officer
NMLS #928764
(910)478-8014
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RAISE YOUR HOME'S
VALUE UP T0 10% Flatlands #-

A clean roof can raise a homes —
perceived value by up to 10%, ey known o= 0 Flaflands Jessup
while extending its life and
instantly improving curh appeal.
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North Carolina’s Trusted
Insurance Partner since 1963
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5-star rating on both
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Washington | New Bern | Greenville
Email us today!
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n February 25, North Carolina
Coast Real Producers officially
celebrated its launch with an

unforgettable afternoon at Carolina
Home and Gardens. The event marked
the beginning of something special for
the local real estate community. We
celebrated our first four publications
while recognizing the top 300 realtors
who make this market thrive.

The evening highlighted the incredible
professionals who were featured in our
first issues. Our cover stories included
Carey Otto, the Bailey-Basnight Real
Estate Group, the Beach Life Properties
Team, and Diane Castro-Perez. Each of
these leaders represents the dedication,
innovation, and commitment that drives
our local industry forward.

We were also proud to feature standout
agents Joe Zuba, Kathy Perry, Jenn Britt,
and Jenna Morton in our feature stories,
sharing their journeys, insights, and
impact on the community.

In addition, our partner spotlights
recognized the trusted businesses who
support realtors and their clients every
day: Heather Sargent with Goosehead
Insurance, Maven Roofing, Bradley
Carroll with North Carolina Farm
Bureau Insurance, and Spinnaker’s
Reach Realty.
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This celebration would not have
been possible without the support
of our incredible event sponsors.
A heartfelt thank you to Cedric
Burke and Davis Orebaugh with
CrossCountry Mortgage, Jonathan
Morgan with Tidemark Home
Inspections, Bradley Carroll with
North Carolina Farm Bureau
Insurance, and Spinnaker’s Reach
Realty for helping bring this event
to life.

We are also grateful to Carolina
Home and Gardens for providing
such a beautiful venue for the
evening. Guests enjoyed delicious
bites from Michelle & Laura’s
Charcuterie Creations, whose
charming charcuterie cart was a
highlight of the event.

The launch event was more than

a celebration, it was the start of

a growing community built on
relationships, collaboration, and
recognition of the professionals who
make the North Carolina coast real
estate market so exceptional.

Stay tuned for our next event,
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Publisher & Owner
North Carolina Coast Real Producers
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<< Check out
our Launch
Event Video
on Instagram
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B BUDGET
B BLINDS

When your clients expect a seamless closing experience, partner Request a FREE Consultation
with the.tecm that dellv.ers. Budget Blln.ds prowfjes professmnql JACKSONVILLE AREA
measuring, custom design, and expert installation—handled with 910-219-3910

clear communication and white-glove service from start to finish.

Make us your Preferred Window Treatment Partner and give your OUTER BANKS AREA

buyers one less thing to worry about. 252-562-0262

Mention this ad to receive preferred partner pricing! BUDGETBLINDS.COM

©2026 Budget Blinds, LLC. All Rights Reserved. Budget Blinds is a trademark of Budget Blinds, LLC and a Home Franchise Concepts Brand. Each franchise independently owned and operated.
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GARAGE FLOORS

RESIDENTIAL & COMMERCIAL COATINGS
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NOW ALONG OAST

Marc Carter .
1(240)779-5345 Q‘ .
Marc.Carter@SoutheastMortgage. €l =

Southeast Mortgage is expanding to the North Carolina coast,

bringing the same trusted service that buyers across the
Southeast have relied on for years.
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LNS UR ANCE
Local & Independently Owned

Our coastal team delivers tailored lending solutions to
As your local independent insurance team, we \ help builders, buyers, and investors grow with confidence,
represent many leading insurance companies. We are making every transaction seamless!

able to offer your clients choices and provide the Residential and Commercial

protection that is right for them. E E Concrete Coatin g Systems
;Fp% Interior and Exterior
éctag to 1213 CULBRETH DRIVE R MORANITE . Storage Solutions SOU THEAST
et Your i - -

Set Your  Wilmington, NC 28405 Formra? | —~ ol :*al:._‘
lentsquors T 910.660.0215 OO AD  252-368-6843 IR Potoge (O

Will Take It 51S. END CT .
GA Branch: 3575 Koger Bivd.  NC Branch: 5710 Oleander Drive,

From Therel! Hampstead, NC 28443

apriljonesinsurance.com | info@apriljonesinsurance.com

Serving all of Eastern North Carolina

Suite 400 | Duluth, GA 30096 Suite 104 | Wilmington, NC 28403
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063
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