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O DREAM FINDERS HOMES

Local Lending. National Strength.
Built for Your Deals. RIVER LAKE

Yes starts here — with the flexibility of an More Ways to Win... O R S T A N D A R D I S
independent lender, bank-backed strength, The flexibility of an independent lender—with bank backing U

and the product depth to support more
buyers nationwide.

Nationwide lending in all 50 states

Construction loans handled in-house

100% financing for doctors (portfolio program) T H E I R U P G R A D E
Access to state DPAs, including FHLB
Broker products to say yes more often

& & & & & @

Why settle for less when more comes standard? At River Lake in Supply, every
detail is designed to elevate your daily life - without the upgrade price tag.

.J"RI » l,q (2 -

WADE COBLE
Leadership Team | Loan Officer | NMLS 86018

.

PAT MCGUIRE
Loan Officer | NMLS 415509 828.773.1114

|

910.538.7821

DAVID MACAION
Senior Loan Dfﬁ.:§| NI:SL)S 153?3 910.512.6659

COURTNEY ALLEE
Loan Officer | NMLS 2539107 337.912.4572

CRAIG GORE
Loan Officer | NMLS 2349838 910.599.3161

|

JENNY MATTI
Loan Officer Assistant

LORI HARRILL

Loan Officer Assistant

THE RIVER LAKE STANDARD THE COMPETITION

[] More Outdoor Space KL Smaller Homesites

Larger Homesites with More Space and Generally Smaller Lots with Less Privacy and
Separation between Homes Tighter Spacing

Carpet-Free Living E Mixed Flooring Materials
LVP Flooring throughout (No Carpet), Offering LVP Limited to Main Living Areas, with Carpet
a More Modern Look and Easier Maintenance in Bedrooms and Studies

Move-In Ready Appliances |Z[ Appliances Cost Extra
Washer, Dryer, and Refrigerator All Included as Appliances (Washer, Dryer, and Refrigerator)
Part of the Standard Appliance Package Are Not Included as Standard Features

Elevated Finishes Throughout E Less Consistent Finishes
Quartz Countertops in Both Kitchen and Granite in the Kitchen, Quartz in Bathrooms,
Bathrooms for a More Elevated, Cohesive Finish Creating Less Consistency in Material Selection

DISCOVER THE DIFFERENCE
AT RIVER LAKE | SUPPLY, NC g

onepresidentialmtg.com

This offer only applies for the purchase of select existing or under construction inventory homes from Dream Finders Homes in the
Wilmington metropolitan area with an original contract purchase date of May 1, 2026 through May 30, 2026 that closes by June 30, 2026.
PRE s IDENTIAL M {) RT G A G E Washer, dryer, and refrigerator package consists of a 4.0 Cu. Ft. Top Load Washer WWTW4105SW 7.0 CU Ft Front Load Electric Dryer
Al inans subge b credd apgnowal | Company MMLS 427593 LEunts WWED4105SW, and a stainless-steel finish side by side 24 cu. Ft. refrigerator WWRS315SDHM. Pedestals not included with washer and
dryer. Dream Finders Homes reserves the right to substitute appliances or blinds, based on availability.




“]loan officer of eastern NC
for the 1) lh year in row!
2.25 Billion

2

«
THE ADAM SLACK TEAM

CROSSCOUNTRY MORTGAGE
910-444-1621

in loan volume

!

Preferred Pariners

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!

APPLIANCES

Atlantic Appliance & Hardware
Mark Edwards

(910) 791-2222
Mark@AtlanticAppliance.net

BUILDER

Dream Finders Homes
-Brad Norris

(910) 988-4888
dreamfindershomes.com

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

Stello Construction
(910) 443-1363
www.stelloconstructioninc.com

CLOSING ATTORNEY

The Humphries Law Firm, P.C.
Justin Humphries

(910) 332-0721
www.HumphriesFirm.Law

CUSTOM WINDOW FASHIONS
Coastal Window

Fashions NC LLC

(910) 388-6995
www.coastalwindow
fashionsnc.com

FLOORING
Perez Flooring Solutions
(910) 524-7478

FURNITURE/DECORATING
Sugar Wood Interiors

(910) 319-7779
sugarwoodnc.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) 660-0215
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
danielle@finpointinsurance.com

My Carolinas Insurance
Ryan Hales

(910) 202-3699
Ryan@mycins.com

NC Farm Bureau
(910) 332-9900
www.ncfbins.com/wilmington-nc

The Huneycutt Group Insurance
Holly Angermeier

(910) 233-7049
holly@huneycuttgroup.com

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

LENDER

Rate

Chris Hutchens
(910) 231-4375

LENDERS

Cross Country Mortgage
Adam Slack

(704) 242-4108
www.rate.com/adamslack

MORTGAGE / LENDER
Casey Corn - Integerty
Mortgage

(336) 848-1801
www.Casey.loans

Movement Mortgage

Omar Washington

(910) 233-2684
www.TeamWashingtonlLM.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

MOVERS

Coastal Carrier
Moving & Storage
Josh Shipman
(910) 742-7914
coastalcarrier.com/

MOVING COMPANY
Southern Moving & Storage
Macon Bullard

(910) 703-3908
www.southernmovingnc.com

PROPERTY MANAGEMENT
Unlimited Property Solutions
Lee Eatmon

(910) 900-7767
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) 218-0600
patriotroofer.com/
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Meet
The

Team

v
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Gabe Chandler T.J. Drechsel Bradley Strickland Jacob Shnider

Publisher Drechsel Photography Photographer/Videographer Photographer
Lighthouse Visuals Shnider Productions

Logan Burke Dave Danielson Lee Eatmon Kim Nagal
Photographer Contributing Writer Contributing Writer Executive Assistant
Burke’s Meida Photographer

d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the

a DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2.

C['__,].STO[\!I HPME ’_ Transforming Listings Into
Staging & Design | U T rg=sennscbpors

""

Irusted by local Realtors & Builders for 10+ Years

www.custornhomestaginganddesign.com | 910.399.4017 | Staging Wilmington, NC & beyond, 0@

6 - August 2026

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

TURNING SUMMER CONTRACTS INTO

REAL ESTATE CLOSINGS YOU CAN COUNT ON.

Jlumphries

LAW FIRM-»-c.

CRAFT LEGAL SOLUTIONS.

Attorneys at Law

910.332.0721 | closings@humphriesfirm.law | humphriesfirm.law

@thehumphrieslawfirm 0 The Humphries Law Firm, P.C.

LUMINA STATION
1904 EASTWOOD RD. STE. 310A WILMINGTON, NC




PUBLISHER’S NOTE

Raising the
Standard

WHY EXCELLENCE IS NOT A DESTINATION—BUT A DISCIPLINE

BY GABRIEL CHANDLER

In a competitive industry,
good is common.

What separates the professionals who
lead the market from those who simply
participate is not access, opportunity, or
tools—it’s standards.

The agents operating at the highest level
didn’t arrive there by chance. They
stayed committed when conditions
shifted. They adapted when the market
demanded more. And they consistently
placed themselves around people who
sharpened their thinking and elevated
their expectations.

At Real Producers, that commitment to
excellence is foundational.

What Truly Separates

High Performers

Every agent has access to the same
resources—technology, data, marketing
channels, and platforms. The difference
isn’t availability. It’s application.

Top performers don’t simply stay busy.
They execute with intention.

They build relationships with depth.
They lead through consistency,

not convenience.

They don’t chase trends—they set tone.
They don’t aim to keep up—they aim to
raise the bar.

8 - August 2026

That’s why this platform exists:

to highlight excellence, facilitate
meaningful connection, and create
environments where high standards are
reinforced—not diluted.

Excellence Requires Intention
Growth doesn’t happen passively.

* It begins with honest reflection:

* Who is influencing your thinking?

* Where are you showing
up consistently?

* What standards are you reinforcing
through your daily habits?

The difference between strong and
exceptional often comes down to the
willingness to refine, recalibrate, and
recommit—especially when momentum
is already present.

If you’re reading this, it’s likely because
you expect more—from yourself, your
business, and the people around you.

The Rooms That Shape Results
The most meaningful shifts in a
career rarely happen alone. They
happen through conversation,
proximity, and presence.

Whether it’s a Real Producers event, a
panel discussion, or a simple exchange
with a trusted peer, growth accelerates

when you step into the right rooms and
stay engaged in the right conversations.

August is a natural checkpoint. A
moment to assess, reset, and elevate.

The market will continue to evolve.
The professionals who commit

to excellence—who protect their
standards and stay connected—will
continue to rise.

Let’s keep raising the bar.

Gabriel Chandler
Publisher

Cape Fear & Brunswick
Real Producers

A\ MY CAROLINAS
INSURANCE

Flood Insurance Boat

Home Auto Umbrella

Insurance Coverage for Every Aspect of Life

Scan to g\

Request
Ryan Hales a Quote Trusted Madison Williams
| WXL Choice*®
910-202-3699
ryan@mycins.com

910-202-3699

MyCarolinasinsurance.com madison@mycins.com

Sand to Sky

10N SERV

s Warranty of Amenics

CREDIBILITY ¥OU CAN COUNT ON COVERAGE THAT GIVES YOU
Trusted for Over 25 Years! REAL-LIFE ASSURAMNCE!

Inspection Intelligence for
Faster, Smarter Closings

G (ees) 4927359

Z) HWAHomewarranty.com

GET 13 MONTHS OF PROTECTION
L E(}A’U("I'agl!' for Mare Than 120 ltems

SN 206 Semrictions: All aymems aualtly Comprehensive Reports and Responsive

SPArR Ak Laine Eoimrane Service Top Realtors Appreciate

= Eagy Claims: Quick & hassle-Iree

= Affordable: Quality coverage, low cost!

Sign up today and experience peace of mind! SCAM TO PLACE AW ORDERY

-
»

Lisa Orecchio

Account Executive

910-610-5985
lorecchio@hwahomewarranty.com

J. Keith LeRoy
Owner & InterNACHI 910'599'6470 .
Certified Inspector sandtoskyinspections.com
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RP reaches the top 300-500 real S on s omng’:%;

° ° ; oy,
estate agents in 100+ major markets Sf;:;’;:t,'il,f‘;,ﬁ?,:“g":;,;',?'_°_V'E |

across the country (like this one).

MOVING & STORAGE

Your business can reach those agents too. BRI = = SOUTHERN

Friendly | Prompt
Mindful | Professional

Call or visit our website
for your moving quote.

910-769-5628

Sail safely [/z/s &(mﬂze/'

/‘Q . W|th Our Hot

Deals on Insurance'

“  :_;_ '|ve mto:
before they evaporate

@ REAL PRODUCERS. TAG

Partner with one or multiple Real Producers magazines to reach this coveted INSURANCE 910.233.7049 | HuneycuttGroup.com | HoIIy@HuneycuttGroup com
Top Producer audience. Visit realproducersmag.com/locations.
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__2026 BUILDER EXPO
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Built on Relationships.
Driven by Experience.

Top producers, builders, developers, and industry professionals from across the region
came together for a morning of meaningful connections and practical lessons from some of
Southeastern North Carolina’s most accomplished real estate professionals.

On August 6, Brunswick Real Producers
joined Cape Fear Real Producers at
Hotel Ballast in Wilmington for the
2026 Regional Builder Expo & Market
Update, bringing together leading
REALTORS®, builders, developers, and
industry professionals from across
Southeastern North Carolina.

The morning was built around two
things that remain invaluable in real
estate: strong relationships and
learning from people who have
already achieved what others are
working toward.

The Builder Expo created the
connections, giving Brunswick agents
an opportunity to meet directly with
builders and industry partners from
across the region. The program that
followed brought the experience—
covering everything from land and
builder relationships to branding,
luxury real estate, leadership, team

12 - August 2026

culture, mindset, and the habits behind
sustained success.

Experience Worth Sharing

Peter Vinal opened the program with a
comprehensive

look at commercial development and
economic growth across the region,
giving attendees a broader perspective
on the projects and investment taking
place throughout Southeastern North
Carolina.

From there, five accomplished real
estate professionals took the stage to
share lessons drawn from very different
paths to success.

Mike Rokoski broke down land

and development, including how to
recognize development potential, better
position land for sale, and become a
valuable resource to builders rather
than simply another agent sending
them listings.

Julio Fuentes shared how
differentiation, branding, niche
expertise, relationships, and relentless
work helped him build his business

in a highly competitive industry. He
also spoke about the importance

of understanding every side of a
transaction to better serve the client.

Lynne Galloway offered a look inside
luxury real estate, from winning high-
end clients to marketing properties

at a level that reflects their value and
understanding how luxury buyer
expectations have evolved.

Stephanie Lanier focused on leadership
and culture—sharing insight into
building a high-performing team,
identifying the qualities that can’t be
taught, and creating an environment
where talented people want to stay.

Jack Hamilton drew from decades of
transactions and coaching to address

Al b
o i i LY

i

| g

b

PEPRPPRR)
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the habits, mindset, and mistakes

that separate agents who consistently
perform at a high level from those who
struggle to reach the next level.

Different specialties. Different
experiences. Different paths to success.
But each conversation gave attendees
something they could take back and
apply to their own business.

More Than $50,000 Given Back to
the Room

The morning also came with some
serious surprises.

Dream Finders Homes gave away
$50,000 in commission vouchers,
while participating builders and
Real Producers Preferred Partners

COASTLINE l'.]'
INSURANCE_L___

HOME - AUTO « BOSINESS

CustoM HOME

Staging & Design

MY CAROLINAS

6\ FINPOINT

INSURANCE

CHESAPEAKE

HOMES

hlntegrit}f Home

MORTGAGE CORPORATION

®ONE

" MORTGAGE
INVESTORS
GROUP

ZMcKee

contributed more than $3,000 in
additional raffles and prizes
throughout the event.

Events like this are possible because of
partners who continue to invest in our
real estate community. A special thank-
you to our Brunswick Real Producers
event sponsors and partners: Coastline
Insurance, Chesapeake Homes,
Coastal Carriers Moving & Storage
and Mortgage investors Group.

Beyond the speakers, giveaways, and
presentations, however, the greatest
value of the morning may have been
much simpler: getting the right people
in the same room.

Builders met agents. Relationships were
strengthened. Ideas were exchanged.

SOUTHERN
010-769-5628

Flu

CRAFT LEGAL SOLUTIONS

New connections were made. And
professionals from Brunswick County
and the greater Cape Fear region had
the opportunity to learn from one
another and build relationships across
the markets we serve.

Thank you to Peter Vinal, Mike
RokoskKi, Julio Fuentes, Jack Hamilton,
Stephanie Lanier, and Lynne
Galloway, along with every builder,
partner, sponsor, and REALTOR® who
helped make the 2026 Regional Builder
Expo & Market Update such a success.

Real estate is built on relationships.
And the stronger those relationships
become, the stronger our entire real
estate community becomes.

mphries

LAW FIRM e

DREAM FINDERS HOMES

HOMES BUILT TO FIT YOUR LIFESTYLE
DESIGN B
‘ BUILD KE “NT LOGAN
McCORQUODALE MUNGO @ HOMES

MIALS IO 208514

)

BUILBERS

COASTAL CARRIER
MOVENG & STORAGE
My ing b b Sk 8 AT

NEW LEAF

SUGARWOOD

N BUREAU
HTMEAQUT_G INSURANCE

X O\Pallo ®

Comnstructiion Inc

Centom Home Bullder Since 1080

Homes

)
|
E

14 - August 2026 Cape Fear Real Producers - 15



l_':i:;lﬂl”

AT

i agn

16 - August 2026 Cape Fear Real Producers - 17



b

--_-....
L L
oo
...
.-:. -
. .
,.u
L
L 1

B f

5 E oiB
3
N s LLEL

Assacssanpooed
§ ¥ §oowy o
i uE

[ =

18 - August 2026 Cape Fear Real Producers - 19




WEHAT WILMINGE

As North Carolina’s real estate market
continues to evolve—especially

in fast-growing coastal areas like
Wilmington—2026 has introduced
several regulatory updates that every
broker, firm, and investor should
understand. While none of these
changes radically alter brokerage
practice overnight, together they
signal a continued push toward
transparency, accountability, and
professional standards.

Fee Adjustments and
Administrative Updates

One of the most immediate changes
impacting all licensees is financial.
Effective April 1, 2026, the North
Carolina Real Estate Commission
(NCREQ) increased the annual license
renewal fee from $45 to $50. This
modest adjustment reflects rising
administrative costs but also reinforces
the importance of timely renewal during
the May 15-June 30 window.

Additionally, application fees for
new brokers have increased slightly,
now sitting at approximately $105.
While not burdensome, these
incremental increases are worth
factoring into brokerage budgeting
and recruiting conversations.

20 - August 2026

Rule Modernization and
Compliance Focus

The NCREC approved a series of rule up-
dates in early 2026, many of which focus
on clarifying existing practices rather
than introducing entirely new ones. The
overarching theme is tighter compli-
ance—particularly around licensing,
education, and brokerage conduct.

Education requirements remain
consistent at 8 hours annually, but
updated course content for 2025-2026
places heavier emphasis on legal
updates, fair housing, and agency
responsibilities. For Broker-in-

Charge (BIC) roles, supervision and
accountability continue to be a focal
point, reflecting ongoing concerns about
team structures and oversight.

Wholesaling Clarified as
Brokerage Activity

Another important legislative update
affecting investors and off-market
transactions is the clarification that
residential property wholesaling
constitutes brokerage activity and
therefore requires licensure.

This change is especially relevant
in markets like Wilmington, where
investment activity and assignment

contracts have grown in popularity.

The law also introduces consumer
protections, including cancellation rights
for homeowners, signaling increased
scrutiny of investor-driven transactions.

What This Means for

Wilmington Professionals

For brokers operating in Wilmington

and the surrounding Cape Fear region,
the takeaway is clear: professionalism
and compliance continue to take center
stage. The regulatory environment is
tightening—not dramatically, but steadily.

Firms should prioritize:

* Strong BIC oversight and
documentation practices

* Clear communication around
compensation structures

* Ongoing education that goes beyond
minimum CE requirements

 Careful handling of investor and
wholesale transactions

In a market defined by growth,
relocation demand, and coastal
investment, these updates reinforce a
simple reality: the agents who succeed
in 2026 and beyond will be those who
adapt quickly, operate transparently,
and stay ahead of regulatory change.

l".

UNLIMITED
PROPERTY
- SOLUTIONS

Wlaximige Guccess

WITH YOUR TRUSTED PARTNER
IN PROPERTY MANAGEMENT

GANNON BUILDING GROUP LLC

LUXURY CUSTOM HOMES | RENOVATIONS r‘""-"""‘\

Private firm instruction
orm Updates and

SouthernChoice.com

4900 Randall Pkwy, Ste. A | Wilmington I

Pl

L4 910.791.9813
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DOING GOOD IN THE COMMUNITY

For Robin Perron, real estate is

more than transactions—it’s about
A N relationships, service, and making a
tangible difference in the community.

Her journey to the housing industry was
I M PACT unconventional, shaped by careers in
airlines, sports, corporate America, and
education. Yet each experience built a
foundation for the empathy, discipline,

and leadership she now brings to her
clients and colleagues.

From Airlines to Real Estate

Robin’s professional story began in

the skies. From 1989 to 1998, she
worked with American Airlines and
Midway Airlines, which brought her

to North Carolina. Following that, she
explored opportunities in the sports
and entertainment sectors, including
Team Connection, Total Sports, and
OnSport, alongside the dot-com boom.
Despite these exciting ventures, Robin
realized she needed formal education
to unlock her next chapter. Returning
to college at NC State, she graduated
cum laude with a degree in education
and a minor in business management.
While the classroom wasn’t the ultimate
fit, coaching middle school and travel
softball teams planted the seeds for her
natural talent in mentorship—a skill she
would later apply to both clients and
new agents.

Her corporate journey continued with
roles at Cintas First Aid and Safety and
Cintas Fire National Accounts, but Robin
still felt the pull toward something more
WRITTEN BY DAVE DANIELSON personal, flexible, and rewarding. In
PHOTOS BY: LOGAN BURKES OF BURKE’S MEDIA
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local schoolchildren during the holidays,

Your Village ' providing warmth, comfort, and
k inclusion to those in need—her third

can make e year of involvement yielded 299 pairs

L] . . .
sm all imp acts... for children across the commumty. With

. o : the Pleasure Island Sea Turtle Project,
when ]ﬂlned " Robin participates in early morning

patrols to monitor nesting turtles, a

togethel’, huge process that has provided her with the
< ” i i
lmp acts. unforgettable experience of holding a

baby loggerhead in her hands.

2016, during the process of buying her invited to sit on Keller Williams’ Agent seem so big,” she says. Her main

own home in North Carolina, a friend Leadership Council. Real Producers volunteer projects include the Surf

and real estate agent noticed her keen recognized her in 2025 as one of the Top Rider Foundation, Pajama Jams, and

attention to detail and suggested she 300 agents in New Hanover, Brunswick, the Pleasure Island Sea Turtle Project, A Personal Philosophy of Service

pursue a license. That small observation and Hampstead counties—a milestone among other initiatives. and Balance

ignited a passion that would become that speaks to her commitment to both Robin’s approach to life mirrors her

her career. Robin earned her real estate professional excellence and service. With Surf Rider, Robin participates in professional ethos: small actions,

license in 2017, initially balancing beach cleanups and dune restoration, compounded, create meaningful

it with her corporate work before Passion Beyond the Closing Table ensuring that the coastline and oceans results. Whether it’s helping clients

committing full-time in 2020. For Robin, real estate is inseparable remain protected. Pajama Jams allows navigate the complexities of buying or
from her volunteerism. She believes that her to collect and distribute pajamas to selling a home, mentoring new agents,

Rising Through the Ranks

Since joining Keller Williams Innovate
and Coastal Living Enterprises, Robin’s
growth has been impressive. In her first
year at Keller Williams, she received
the LEAP Award for her significant
earnings jump. Over the past few

years, she has advanced from Bronze

to Gold status, steadily increasing her

helping others,
even in small
ways, creates
lasting impacts.
“No matter what
kind of challenge
you have going
on in your life,
the moment

or cleaning a stretch of beach, her
philosophy is consistent. “Your village
can make small impacts... when joined
together, huge impacts,” she says.

Her hobbies reflect the same sense of
grounding—spending time outdoors,
tending her yard, enjoying beach visits,
crafting, puzzles, and music.

transaction count from 8 in her early you put yourself Support Systems and Mentorship
years to 20 closings in 2025, securing aside and do Robin credits much of her success to
a spot in the top 20% of agents at her something good a strong support network. At Keller

market center. Robin also earned the
prestigious Spirit Award for community
engagement and volunteerism and was

24 . August 2026

for someone else,
your challenges
just don’t

Williams, Manda Price and the
leadership team have nurtured her
growth, revealing untapped potential




she didn’t know she had. Her personal
life is equally important, with Lauren
providing unwavering support as both
a cheerleader and partner in creating a
life aligned with Robin’s values. Though
Robin’s parents are no longer here to
witness her achievements, she carries
their memory in her commitment to
“do the next right thing... and above
all... be grateful.”

A Legacy in the Making
Robin Perron’s story is one of

adaptability, purpose, and heart. From

26 - August 2026

Do the

next right
thing... and
above all...
be grateful.”

the airline industry to real estate, from
mentoring youth to volunteering for
causes close to her soul, she has forged
a career that blends professional
success with personal fulfillment. Her
dedication to clients, colleagues, and the
community exemplifies the philosophy
that real estate is about people
first—building relationships, creating
opportunities, and making a positive
impact every step of the way.

In Wilmington, Robin Perron is not just

a realtor; she is a mentor, volunteer,

and advocate for her community.
Through her work, she continues to

show that success isn’t measured only in
transactions but in the lives touched, the
trust earned, and the legacy left behind. #

FARM YOUR CUIENISS
BUREAU

—nsurance | UNEANIGHAENERS

Christian Gibbs

NC Farm Bureau Insurance Agent

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

0
' l‘ﬁ

Pre-Purchase Home Inspection | Pre-Listing Home Inspection

New Construction Inspection | Builder Warranty Inspection

INSPECT'ON_CLARITY IS YOUR HOME STORM READY?

THAT-HELPS YOU CLOSE
WITH CONFIDENCE o g

w’\'\

BFIT IOT

OFING & EXTERIORS
{9]!‘.’!]2]3 0800 | PATRIOTROOFER.COM

N
UNCHARTED

HOME INSPECTIONS

DAVID YOUNGS ‘
910.541.3315 Torch  SOMlicais
NC License #5658 vk F.ﬂf’.ﬁ‘ =
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/" Integrity Home

V4

MORTGAGE CORPORATION
NMLS ID# 208516

YOUR GO-TO LENDER FOR SEAMLESS DEALS.

Mortgage Loan
Originator

NMLS ID#1996596  &ees
336.848.1801 ’
ccorn@ihmcloans.com

This information is for use by real estate professionals only and should not be
distributed to or used by consumers or other third parties. For informational
purposes only. Information is accurate as of the date of printing @nd is subject
to change without notice. IHMC is licensed in FL, NC, SC, and TN.

NMLS ID #208516 (www.nmlsconsumeraccess. .org).

6N\ FINPOINT
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RISING STAR
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Tamara Fosdick’s story begins in Glen
Cove, New York, where coastal living
wasn’t a luxury—it was a way of life.
Raised in Locust Valley along Long
Island Sound, she grew up surrounded
by the rhythm of the water and the
elegance of the Gold Coast. Early on,
she developed an appreciation for
homes, communities, and the feeling of
belonging—an appreciation that would
later define her career.

Her childhood also instilled compassion
and resilience. When her grandfather
suffered from aphasia after a medical
trauma, a young Tamara helped him
communicate again in Russian, her first
language. That experience—quiet but
profound—planted the seeds for her
lifelong passion: helping people find
their voice and their place in the world.

Before entering real estate, Tamara
spent 17 years in the beauty industry
working with powerhouse brands like
Bumble and Bumble, American Crew,
Revlon, and CND. Her role focused on
distribution and partnerships with
salons and sales teams, where she
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honed her skills in relationship building,
marketing, and negotiation.

“Best hair days ever,” she jokes, but the
experience was no laughing matter—it
was foundational. The beauty business
taught her how to present, position, and
sell a vision, all of which translate seam-
lessly into her real estate career today.

Tamara’s interest in real estate was
ignited at a young age. At just eight years
old, she witnessed her family navigate a
major life transition—selling two homes
and merging into one. The real estate
agent guiding them, “Miss Anne,” left a
lasting impression. She was polished,
compassionate, and attentive—someone
who made a complex process feel
manageable and even reassuring.

“If you can
read the story,

That moment stuck. Tamara knew she
wanted to do what Miss Anne did—
help people through one of the most
significant transitions of their lives with
care and confidence.

Licensed in December 2020, Tamara
quickly established herself in the
industry. She began her career with
Keller Williams on the Summers Real
Estate Team, where she was the team’s
original agent. It was a formative
experience that gave her both structure
and momentum.

In 2022, she joined Berkshire Hathaway
HomeServices Carolina Premier
Properties, where her business
flourished. With approximately $30
million in career volume and $15
million in recent production, she has

consistently proven her ability to deliver
results. Her accolades include Top
Listing Agent 2025, Top Selling Agent
2025, Presidents Circle, and Chairmans
Circle honors—along with recognition as
a Top 300 agent.

What sets Tamara apart is her blend of
strategy and authenticity. She doesn’t
sugarcoat, and she doesn’t discount—her
focus is on value, honesty, and precision.

She approaches real estate like a puzzle,
using data, numbers, and storytelling

to find the right fit. “If you can read the
story, the numbers reveal patterns,” she
explains. That analytical mindset allows
her to comp homes accurately and guide
clients with confidence.

But beneath the strategy lies something
deeper: heart. Tamara is deeply
motivated by people—their stories, their
needs, and their dreams. She views real
estate as more than transactions; it’s
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about aligning lives with the right spaces
at the right time.

Tamara’s daily life reflects her
priorities. Each morning begins

with her 13-year-old son, Maxim—a
moment she cherishes as irreplaceable.
After school drop-off, her “Tamara
mode” kicks in: follow-ups,

showings, planning, and client care.
Fitness, family time, and business
responsibilities weave together in a
dynamic, ever-changing rhythm.

She doesn’t believe in a perfectly
balanced life. Instead, she believes in
awareness—showing up fully where she
is needed most, whether that’s for her
family or her clients.

Her husband, a radio personality known
as “Foz,” plays a major role in both

her personal and professional growth.
He models discipline, risk-taking, and
consistency—values that influence their
shared business ventures, which include
a brewery, a welcome service, a med
spa, and a growing real estate portfolio.
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Tamara entered real estate later in
life, which initially posed challenges—
especially in adapting to digital
marketing and social media. Instead
of resisting, she embraced learning,
partnering with trusted professionals
and refining her voice.

Her philosophy is simple: age is not

a barrier, and authenticity wins. She
shows up as herself—honest, direct,
and committed. That authenticity has
become one of her greatest assets in a
competitive market.

Outside of real estate, Tamara finds
joy in gardening, landscaping,
paddleboarding, biking, and home
design. Travel fuels her spirit, while
music—especially 90s rock and EDM—
keeps her grounded and inspired.

She also gives back through charitable
efforts, supporting organizations

like Dream Makers, Ripple Effect
Foundation, and Pipeline To A Cure.
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For Tamara, success isn’t measured by
numbers alone—it’s defined by impact.
Success means being present, raising her
son with intention, and leaving people
better than she found them.

Her goal is not just to close deals, but to
create meaningful experiences and help
clients transition into the next chapter
of their lives with confidence and peace
of mind.

At the core of Tamara Fosdick’s business
is a simple but powerful philosophy:
how people feel matters most.

“I want my clients to always remember
how I made them feel,” she says.

In an industry driven by numbers and
transactions, Tamara stands out by
prioritizing connection, care, and trust—
ensuring every client not only finds the
right home, but feels truly at home along
the way.

FElevating every moment.
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Denise ulis has spent

more three decades
quietly ng a reputation
louder than any

d broker-in-charge
e Limit Realty, Inc.,
has created a business
efined not by scale, but

by consistency, trust, and a
deeply personal commitment
to doing things the right way.



“You're

honest and

trustworthy,

and people

value that.”
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From Legal Precision to
Real Estate Expertise
Before entering real estate,
Denise built a successful
career in the legal field as

a paralegal, specializing in
personal injury, workers’
compensation, and business
litigation. It was in business
litigation where she found
her stride—working closely
with clients, preparing
cases for trial, and
mastering the details that
often determine outcomes.

Her aptitude didn’t go
unnoticed. At one point, an
attorney she worked with of-

fered to pay for her to attend
law school, recognizing that
she was already performing
many of the responsibilities
of an attorney. While the
opportunity was compelling,
life had other plans.

A relocation to Wilmington
would ultimately shift her
path—and introduce her to a
new career that would draw
heavily on the very skills she
had developed in law.

A Leap of Faith—and a
Fresh Start

When Denise arrived

in Wilmington, she

faced a blank slate. No
established network. No
local connections. No
built-in client base. Instead
of returning to the legal
profession, she made a
bold decision to pursue
real estate.

It was her father’s words that
helped solidify that choice.

“You’re honest and
trustworthy, and people
value that,” he told her.

Those words became the
foundation of her business.

Denise began working
full-time in real estate in
January 1993, and from

the very beginning, she
approached the profession
with discipline, focus, and

a long-term mindset. Over
the years, she worked

with several respected
firms, including Coldwell
Banker Seacoast and RE/
MAX, where she found a
culture that aligned with her
standards of professionalism
and performance.

In 2015, she took the
next step—launching her
own firm, Sky’s the Limit
Realty, Inc.

Building a Business

on Reputation

Unlike many in the industry,
Denise has intentionally
chosen to remain
independent. While she has
successfully led a team in
the past, she now works solo
by design, allowing her to
maintain complete control
over the client experience.

Her business is built almost
entirely on referrals—a
reflection of the trust she
has cultivated over decades
of service.

“Referrals are one of the
greatest compliments I can
receive,” she says.

That trust has been earned
through consistent, high-
level performance across
multiple market cycles.
While she has achieved
numerous accolades—
including Rookie of the
Year honors, RE/MAX
Platinum Club recognition,
Hall of Fame status, and
Top Producer awards—
Denise places far more
value on longevity and
client relationships than on
annual production numbers.

Standing Out with
Strategy—and a

Little Creativity

Early in her career, Denise
encountered an unexpected
challenge: her name was
often mispronounced or
forgotten. Rather than seeing
it as a setback, she turned it
into an opportunity.

Branding herself as “The
Skydiving Agent,” she
created a memorable identity
that sparked conversation
and helped her stand out in a
crowded market.

It wasn’t just a clever mar-
keting move—it was authen-
tic. Denise had completed
over 100 skydives, a per-
sonal accomplishment that
reflected her adventurous
spirit and willingness to take
calculated risks.

That same mindset—bold,
strategic, and grounded
in preparation—has
carried through every
aspect of her career.

A Detail-Oriented, Results-
Driven Approach

Denise’s legal background
continues to shape how she




operates as a real estate
professional. She places a
strong emphasis on contracts,
documentation, and clear
communication, ensuring
that every transaction is
handled with precision.

“Put everything in
writing,” she advises.
“It protects everyone
involved and eliminates
misunderstandings.”

Her commitment to ethics
and professionalism has also
led to leadership roles within
the real estate community,
including serving as Chair
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and Vice Chair of the Ethics
and Professional Standards
Committee. She has also been
invited to share her expertise
on a panel at the RE/MAX
International Convention.

Known for her calm,
solution-oriented approach,
Denise navigates challenges
with confidence and
clarity—qualities that
clients value, especially in
complex transactions.

Passion, Balance, and a
Life Well Lived

While Denise is deeply
committed to her work,

“Waking up
every day and
still enjoying

what I do—
that’s success.

Taking care
of my clients
at the highest

level and loving

the work.”

she also understands the
importance of balance. Her
days often begin early and
extend into the evening
when needed, but she
remains intentional about
creating space to recharge.

Travel is one of her personal
goals moving forward—

an opportunity to step

away, gain perspective, and
return refreshed.

Outside of real estate, Denise
has led a life rich with
adventure. In addition to
skydiving, she has earned
her pilot’s license with an
instrument rating, traveled
internationally, and explored
interests ranging from skiing
and scuba diving to writing
music and playing guitar.

Today, she enjoys a quieter—
but no less fulfilling—life
with her two Shih-poos,
Lulubelle and Delilah, who
often accompany her on
daily drives.

Family, Fulfillment, and
Forward Momentum
Family plays an important
role in Denise’s life. Married

in 2015, she gained a
daughter and son through
marriage, along with their
spouses, and is now a proud
grandmother to three.

For Denise, success is not
defined by numbers or
accolades, but by something
far more personal.

“Waking up every day and
still enjoying what I do—
that’s success,” she says.
“Taking care of my clients at
the highest level and loving
the work.”

Her advice to others in the
industry reflects that same
philosophy: prioritize people
over profit, stay ethical, and
never cut corners.

A Career Defined

by Integrity

At her core, Denise Dakoulis
is decisive, driven, and deeply
committed to her clients.

She moves quickly, solves
problems efficiently, and
approaches every transaction
with a sense of responsibility
that never wavers.

But beyond the
professionalism and
precision is something
equally important—
approachability.

“I believe professionalism,
integrity, and personality can
coexist,” she says.

It’s that balance that has
defined her career—and
continues to set her apart.

In an industry that often
chases the next deal,

Denise remains focused on
something more enduring:
doing the job right, building
lasting relationships, and
proving—day after day—that
when it comes to real estate,
the sky truly is the limit. ®
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onathan Peele has built more than just an insurance

agency—he’s built a reputation. As President of Coastline

Insurance Associates, headquartered in Southport, Peele
has spent over two decades redefining what it means to serve
clients in an industry often perceived as transactional.

JONATHAN

PEELE

.
WITH COASTLINE INSURANCE ASSOCIATES

From Humble Beginnings to Coastal Leadership

Peele’s journey into the insurance world began in 2002, but the
seeds of his philosophy were planted much earlier. Growing
up in Hickory, North Carolina, he was deeply influenced by his
mother, who served as the executive director of a nonprofit
organization. Watching her help families through times of
crisis instilled in him a lifelong commitment to service.

After graduating from the University of North Carolina
Wilmington with a degree in Business Finance, Peele chose
to make southeastern North Carolina his home—a decision
inspired by childhood visits to his grandparents in Carolina
Beach. That sense of community would later become the
foundation of his business.

The Birth of Coastline Insurance Associates

In 2010, a pivotal moment reshaped Peele’s career. The
agency he had been managing was sold, and its owner retired.
Rather than seek another position, Peele saw an opportunity
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to preserve something he valued deeply: a culture rooted in
service, integrity, and relationships.

“I wanted to maintain the level of service my mentor taught me,”
he reflects. That mentor, Walter Hester, had shown him not only
the mechanics of the insurance business but also the importance
of treating clients and partners with respect and care.

With that vision in mind, Coastline Insurance Associates
was born.

A Service-First Philosophy

What sets Coastline apart is its unwavering commitment

to a service-over-sales approach. In an industry where
commission-driven incentives often dominate, Peele has taken
a different path. His agents are not paid based on commission
splits. Instead, the focus is entirely on advising clients.

“We’re not here to sell a policy,” Peele explains. “We’re here to
educate and guide.”

This philosophy plays out in every client interaction. Whether
helping a homeowner understand coverage nuances or
assisting a small business owner in finding the right policy,
the team takes time to explain options thoroughly. They shop
across multiple carriers to find the best fit—not just the lowest
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price—because, as Peele emphasizes, “not all policies are
created equal.”

A Trusted Partner for Realtors and Clients

For real estate professionals, having a dependable insurance
partner can make or break a transaction. Peele understands
this dynamic intimately.

“Realtors trust us with their clients, and that means we’re an
extension of their reputation,” he says.

Coastline’s approach ensures that referred clients receive
personalized attention, clear communication, and thoughtful
guidance. This not only protects the client but also reinforces
the Realtor’s credibility. It’s a collaborative relationship built
on shared goals: delivering exceptional service and ensuring
clients are adequately protected.

Culture as the Cornerstone of Success
Ask Peele what drives the company’s success, and his answer is
immediate: culture.

“Our mission is simple—we’re here to help people,” he says.

That mission resonates throughout the organization. Every
team member is licensed, highly trained, and committed to
continuous learning. Peele believes that knowledge is power,
and he invests heavily in educating his team so they can better
serve clients and referral partners.

The agency’s growth—spanning offices in Southport, Oak Island,
Wilmington, and Wrightsville Beach—is a testament to that
culture. But for Peele, success isn’t just measured in numbers.

“The most rewarding part is
watching my team grow. Helping
someone develop their career
and achieve success—that’s
what drives me.”

Giving Back to the Community

One of the defining characteristics of Coastline Insurance
Associates is its deep commitment to community involvement.
Peele firmly believes that businesses have a responsibility to
give back.

“If you want your community to support your business, you
must first support your community,” he says.

This philosophy is more than words—it’s a requirement. Every
agent is expected to engage with local charities and nonprofit
organizations, whether through financial contributions or
volunteer work. For Peele, this commitment is both personal and
professional, rooted in the values he learned from his mother.

Mentorship and Meaningful Rewards
While business growth is important, Peele finds his greatest
fulfillment elsewhere.

“The most rewarding part is watching my team grow,” he
shares. “Helping someone develop their career and achieve
success—that’s what drives me.”

He also takes pride in guiding clients through complex
situations, particularly during claims. In those moments, the
agency’s role shifts from advisor to advocate, ensuring clients
feel supported when they need it most.

Peele credits much of his own success to the people around
him. His wife, Beth, has been a constant source of support,
while his Vice President, Josh Whitaker—who has been with
him since day one—has played a critical role in shaping the
agency. Together with their team, they’ve built something that
extends beyond business.

Looking Ahead

As Coastline Insurance Associates continues to grow, Peele’s
vision remains clear: help more people. Expanding the team
into underserved areas will allow the agency to reach new cli-
ents while maintaining its commitment to personalized service.

At the heart of it all is a simple yet powerful philosophy:
“Providing a helping hand is the best gift you can give
somebody else.”

In an industry often defined by policies and premiums,
Jonathan Peele has proven that success is ultimately about
people. And in the communities he serves, that approach is
making all the difference. ®




FARM
BUREAU

An Authorized Agency for
910-332-9900 ®
+ ' P Auto-Home- Life - Health - Bank
Y Kevin Limon, Agent
BlueCross BlueShield . °
s Eue i 5815 Oleander Drive anb'ns.C0m
Wilmington, NC 28403
NCSVBB44174
*North Carolina Farm Bureau® Mutual Insurance Co. *Farm Bureau® Insurance of North Carolina, Inc. *Southern Farm Bureau® Life Insurance Co., Jackson, MS *An independent licensee of the Blue Cross and Blue Shield Association

Precision You Can Trust

I~
chandler
LAND SURVEYING

d

Z PRECISION.

FROM HARDWOOD TO LAMINATE,
WE LAY THE FOUNDATION FOR
BEAUTIFUL LIVING.

' 3JAYLENE PEREZ

|\ FLOORING
\ SOLUTIONS i/ (910) 524-7478
perezflooring15@gmail.com

46 - August 2026

or may not be available at the time of loan commitment or lock-in. Borrc

YOU’LL
MAKE AN
IMPACT

TOP REALTORS AND MOVEMENT LOAN
OFFICERS LINKING UP - THAT’S A MATCH
MADE IN HEAVEN.

You’re an experienced realtor with a stellar reputation.
We’re a top 10 lender* who closes loans crazy fast (buyers
love that). Together, we can make your business boom.

PARTNER PORTAL AUTOMATED MILESTONE EMAILS

Nurture your captured leads and potential buyers with a You and your borrowers will always be on the same
seamless flow between you and your Movement loan officer. page with automated milestone updates throughout
You can also... the loan process.

e Stay informed about national average rates

with our Daily Rate Watch email SHOWCASE LISTINGS FAST & PROFESSIONALLY

* Get updates on your leads with our Pipeline Get ready to...

il
Status Update emails * Take advantage of easy-to-use co-branded custom

listings and open house flyers, and single property
and monitor your pipeline on the go! landing pages

Plus, with the mobile app, you can view pre-approval letters

¢ Access open house and home valuation lead capture
apps for seamless lead generation

INTRODUCE CLIENTS TO IMPACT LENDING

READY TO SELL MORE
HOMES WITH MOVEMENT?

Contact me to learn more about why
realtors love working with us.

Movement is an Impact Lender, which means we commit
a percentage of our profits to helping the neighborhoods
we serve. With every home we close together, we open
doors to more.

*2023 Scotsman Guide, Top Overall Lenders

Omar Washington

BRANCH LEADER & LOAN OFFICER ﬂ
NMLS# 1212992 f“i’i
phone: 910.428.7767 | cell: 910.233.2684 =
teamwashington@movement.com V

teamwashingtonilm.com

@ MOVEMENTMORTGAGE ‘ MORTGAGES THAT MEAN MORE

8262 Market Street

FL-LO61733, NC-1-164696, SC-MLO - 1212992, VA-MLO-56767VA | Movem

tgage LLC. All rights reserved. NMLS ID #39179 (For licensing information, go to: www.nmisconsumeraccess.org). Additional information available at movement.com/legal. Interest rates and products are subject to change without notice

s must qualify at closing for all benefits.
PID 12620.2 | AO0524



LEADER IN THE OFFICE

/|

. *

FORD =

A Stewardship Approach to Success
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Along the shoreline of
Coastal North Carolina,
where salt air meets
10ng—term vision,
Crystal Danford has
quietly built more than
a real estate brokerage—
she has built a legacy. As
Broker-In-Charge and
Owner of Buy Coastal
Real Estate, Inc.,
Danford approaches her
work with a philosophy
rooted not in volume,
but in stewardship—of
property, relationships,

and community.

From Classroom to

Coastline Leadership

Danford’s journey into real estate began
with a strong foundation in education.
A lifelong resident of Coastal North
Carolina, she earned her Master’s
degree in Educational Administration
& Supervision from UNC Wilmington
and spent years as both a teacher and
administrator in New Hanover County
Schools. That experience, she says,
continues to shape how she leads today.

“Preparation, structure, and thoughtful
guidance—those principles came from
my time in education,” Danford explains.
“They’re still central to how I run my
business and support my clients.”

In 2006, she transitioned into real
estate, while she continued working in
the school system until 2015. By 2015,
she had stepped into a leadership role
as Broker-In-Charge, marking a new
chapter not only for her career but for
her family as well.

A Family Business, Built

for Generations

What began as a mother-daughter
partnership with her daughter,
Courtney Hanley, has evolved into a
multi-generational enterprise. Courtney
played a pivotal role in shaping the
foundation of the business, and today,
additional family members are involved,
with even the next generation growing
up immersed in the work.

“Family is central to everything we
do,” Danford says. “We’re not building
volume—we’re building legacy.”

This family-first approach influences
every aspect of the brokerage’s
culture. Rather than pursuing rapid
expansion, Buy Coastal Real Estate
has remained intentionally boutique,

focused on long-term relationships and
sustainable growth.

A Boutique Brokerage with
Strategic Vision

In an industry often driven by numbers,
Danford has taken a different path. Her
firm emphasizes quality over quantity,
offering a highly personalized approach
to residential brokerage and advisory
services. From investment analysis

to renovation planning and property
staging, Danford remains deeply
involved in each step of the process.

Her day-to-day work spans a wide range
of responsibilities: advising clients on
residential and commercial opportuni-
ties, overseeing renovation projects, opti-
mizing rental strategies across long- and
short-term properties, and mentoring
agents within the brokerage.

“I enjoy the transformation process,” she
says. “Whether it’s helping a client see
the potential in a property or guiding a
renovation from start to finish, there’s
something incredibly rewarding about
bringing a vision to life.”

Real-World Experience That

Shapes Expertise

What sets Danford apart is her hands-
on experience as both a broker and

an investor. Over the years, she has
renovated and flipped properties,
managed rental portfolios, and explored
coastal land opportunities—including an
island property that reflects a long-term
development vision.

She is currently overseeing a renovation
within Landfall, a project that under-
scores her strategic approach to property
positioning and long-term value.

“These experiences give me a different
perspective,” Danford explains. “I'm not
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just advising clients from theory—I've
been in their position. I understand the
risks, the opportunities, and the impor-
tance of making informed decisions.”

Culture Rooted in Integrity

and Accountability

At the heart of Buy Coastal Real Estate
is a culture defined by integrity,
preparation, and accountability.

For Danford, reputation is not just a
business asset—it’s deeply personal.
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“In a coastal community, your
reputation compounds over time,”
she says. “Every transaction
matters. Every interaction matters.
I approach each one as if my
family name is attached to it—
because itis.”

This philosophy extends to how
she recruits and mentors agents.
Drawing again from her background in
education, Danford prioritizes building
a smaller team of well-prepared
professionals rather than scaling quickly
without structure.

“I believe in developing strong agents
with clear systems and accountability,”
she says. “That’s how you build
something sustainable.”

Navigating a More Strategic Market
As the real estate landscape continues
to evolve, Danford sees a shift toward
greater complexity—and greater
opportunity for those prepared to
meet it.

“Today’s market requires more strategy
than ever before,” she notes. “Buyers
are more analytical, and sellers need to
be intentional about how they position
their homes.”

Her ability to guide clients through
these complexities—whether evaluating
investment potential, planning
renovations, or identifying land
opportunities—has become a defining
strength of her business.

Defining Success

Beyond Transactions

For Danford, success is not measured in
closed deals or annual volume. Instead,
it is defined by longevity, impact, and the
ability to create something meaningful
for both her clients and her family.

“Success means building something
that lasts,” she says. “It’s helping
families create stability, protecting
value through thoughtful strategy, and
creating a business that can continue
for generations.”

Every transaction

matters. Every interaction
matters. | approach each
one as if my family name
is attached to it—

because it is.”
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opportunities. But at its core, her
mission remains unchanged.

“I approach real estate as stewardship,”
she says. “We’re not just facilitating
transactions—we’re helping shape the
future of our community.”

In a fast-paced industry often defined
by short-term wins, Crystal Danford
stands apart by playing the long game—
building not just a business, but a legacy
rooted in integrity, vision, and the
enduring value of home.

Outside of work, Danford embraces the
very lifestyle she helps others discover.
Whether boating, walking coastal trails,
or simply enjoying the rhythm of life by
the water, her connection to the region
remains as strong as ever.

A Legacy in Motion

As Buy Coastal Real Estate continues
to grow, Danford remains focused
on refining systems, supporting her
team, and expanding her advisory
role in investment and development
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INTO HOMEOWNERS

www.MIGNorthCarolina.com

SOME BUYERS NEED MORE THAN A STANDARD MORTGAGE SOLUTION.
We can help you unlock more opportunities for your clients.
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Speedy Customer Follow-Ups
Fast Pre-Qualification

ANDREW TOM ADAM
BUCHBINDER PRITCHARD HERENDEEN Proven Track Record & Reputation

Check out what over 3,100 MIG customers have to say about their experience on ﬂ Zi “uw TR AN
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www.Coastlinelnsurance.com
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Pictured left to right - Doug Pratt, Jessma Niedomanski, Jonathan Peele, Brina Neeley Justln Barber, Josh Whitaker

Summer can mean serious weather events, let us make sure your clients are covered!
“When We Shop” means that as an independent agent, we are able to shop
dozens of insurance carriers, research hundreds of policies and make sure that
“You (your clients) Win!” - The flexibilty we offer truly means you can be ...

Protected With Coastline - A Patriot Partner Agency
Let Our Team, Be YOUR Team!

With three locations to serve you in Southport, Oak Island and our
newest in Wrightsville Beach, we're the local coastal insurance experts

We Getlt 910-454-0707 We Live Here!
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THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

Live in a Home That
Inspires Your Clients
CUSITON HOMES

BUILT TO SUIT A building Dreams Since 1989

telloconstructioninc.com
=-910.443.1363
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1st place award winner in The Parade of Homes for coastal family homes




