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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!

BUILDER
MUNGO HOMES
(336) 395-5098

STANLEY MARTIN
(336) 282-3535

CLEANING SERVICES
Modern Day Maid
MORGAN GILBREATH
(336) 302-6644

CONTRACT TO CLOSE
SERVICES

Real Estate Professional
Services, Inc. (REPS)
KIM DEL FAVERO

(336) 214-7657

CUSTOM CARPENTRY
Piedmont Custom Carpentry
MIGUEL SOLACHE ROMAN
(336) 223-5330

ESTATE LIQUIDATION
Caring Transitions of
Winston Salem

JULIE BILYEU

(336) 290-6021

EXTERIOR CLEANING

/ SOFT WASH

Martin Pressure Washing
GEORGE ABDELLMELK
(336) 999-4581

FINANCIAL PLANNING
Modern Woodmen
ANDREW MCNEAL
(336) 202-1432

HANDYMAN/HOME
IMPROVEMENT

Old School Home Repair/
Improvements

JERRY POTKAY

(336) 669-7252

HOME INSPECTION
Elite Home Inspections
of the Triad

BROOKE MICHAEL
(336) 252-8667

Hometeam Inspection Service
DREW BRANYON
(336) 339-8424

SpecPROS
NICOLE BECK
(336) 316-8727

HOME PREPARATION
SPECIALIST
HOMEstretch

(336) 269-4302

HOME WARRANTY

First American Home Warranty
ASHLEY WILLIAMS

(336) 482 - 6034

HVAC SERVICES
Dilligence Heating, Air
Conditioning & Mechanical
JASON DILL

(336) 875-5439

INSURANCE

Highstreet Insurance Partners
ALYSSA KENDRICK

(336) 773-1322

Kevin Limon Insurance
Services, Inc.
KEVIN LIMON
(336) 214-2119

Young Insurance Group, Inc
MATTHEW YOUNG
(336) 303-8313
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"Your Local,
IT'rusted Attorney”

REAL ESTATE LAW + BUSINESS LAW + ESTATE & PROBATE

BARKER LAW, P.C.
ATTORNEY AT LAW

truman@ncbarkerlaw.com
(336) 823-2448 « NCBarkerLaw.com
1006 N. Main St., High Point, NC 27262

JUNK REMOVAL/DEMOLITION
TCC Junk Removal

(336) 420-7900
tccjunkremoval.com

LAW FIRM

Barker Law, P.C.
TRUMAN BARKER
(336) 823-2448

Coltrane & Overfield, PLLC
JOHN OVERFIELD
(336) 279-8707

Craige Jenkins Liipfert
& Walker LLP

MALIA WILLIAMS
(336) 725-2900

Donato Law, PC
ANTHONY DONATO
(336) 235-0888

Stegall & Clifford, PLLC
BRIAN CLIFFORD
(336) 281-3110

MORTGAGE LENDING
CrossCountry Mortgage
RYAN HAYS

(336) 416-0623

Helms Mortgage
(336) 478-6824
KATHRYN BORNAC
(336) 287-8257
MARTHA COOPER
(336) 215-1474

ROBERT HELMS
(336) 908-9669

Highlands Residential Mortgage
ASHLEY MCKENZIE-SHARPE
(336) 714-1556

Integrity Mortgage Group
CHLOE JOINES
(336) 964-4983

Jefferson Capital
(336) 617-7441
NORMA MATTO
(336) 317-0843
CHRIS FLATHERS
(336) 337-6030
VARNETTA JONES
(336) 908-7882

Lyon Mark Mortgage
SHARON REILLY
(336) 365-4981

Mortgage Investors Group (MIG)
DON OWENS
(336) 558-3629

Movement Mortgage
ADAM MOORE
(336) 250-5052
MARIA CERVANTES
(336) 633-9140

Rate
RJ MEYERHOFFER
(336) 455-3444

Union Home Mortgage
JEFF BENFIELD
(336) 880-4796

MOVING & STORAGE
Capital Moving & Storage
MAEGAN ALLISON

(336) 600-3552

Steele & Vaughn Moving
And Storage

BRYAN JONES

(336) 255-3753

PAINTING
Five Star Painting
(336) 790-8319

PEST CONTROL/
WILDLIFE REMOVAL
Ray’s Pest Control and
Wildlife Removal

(336) 880-6633

PHOTOGRAPHY
Brian Anthony
Photography, LLC
BRIAN ANTHONY
(516) 509-9820

J. Harris Photography
JARVIS HARRIS
(336) 327-7400

PROPERTY MANAGEMENT
Fortified Dreams

Property Solutions

ALEKA DEGRAAF

(802) 355-0277

REAL ESTATE INVESTMENTS
Infinite Investments

& Properties, Inc.

RODDY AKBARI

(336) 337-2402

ROOFING
Mid-Atlantic Roofing
Systems, Inc.

JOHN HARRINGTON
(336) 671-5208

SOLAR ROOFING &
INSULATION

MJAK Company
MATT SEARS

(336) 441-8006

STAGING & HOME DESIGN
Envision Interiors NC
NANCY JONES

(336) 778-6566

STRUCTURAL ENGINEERING
Modulus, PLLC.

JAY CUMBUS

(336) 970-9104

TAX STRATEGY
DualVision Inc.
(336) 229-5545

MODULUS, suc

Enginaaring | Dus Disgence | Design

ENGINEERING | DUE DILIGENCE | DESIGN

Residential Distress Evaluations
Property Condition Assessments
Retaining Wall Design

Jay Cumbus, PE
336.970.9104

A Veteran-Owned

Company
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Writer Writer Videographer

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but
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Making every & 4
mortgage feel

like a win.

Ryan Hays
Senior Loan Officer
NMILSZ2298124

M 336.416.06235
E ryan.hays@ccm.com
W com.com/Ryan-Hays
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arpy OLD SCHOOL

HOME REPAIR/IMPROYEMENTS
“No Job Too Small”

Decks, deck repairs, deck resurfacing, build
screen porches, wood rot repairs on door jambs
& windowsills, bathroom remodeling and much more!

Window sidelight repair

§

e - BEFORE AFTER

Contact us for a free estimate! 28
: - BEB
(336) 669-7252 || oldschoolsjhr@triad.rr.com

YOUNG INSURANCE GROUP, INC
WE'RE YOUR PREFERRED INSURANCE AGENCY

Savings when You need it, covernge whew it counts.

Available by phone until T0PM,
/ days a week

Matthew Young

4401 W Wendover Ave Ste 103,Greensboro, NC 27407
matthew@younginsurancegroup.net

336-303-8313

Licensed in NC, SC and VA Young Insurance Group, Inc

AUTO | HOME | COMMERCIAL | BOAT | JEWELRY | MOTORCYCLE | RENTERS | LANDLORD | RV

Some discounts, coverages, payment plans, and features are not available in all states, in Young Insurance Group, Inc, or in all situations. Homeowners, renters, and condo coverages
are written through non-affiliated insurance companies.
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FRATERNAL FINANCIAL

Windsor Homes
is now part of
Stanley Martin Homes. youdo well
You help us
do good

Peace of mind when

The trusted Windsor team you know,
now backed by the strength, resources,
and momentum of Stanley Martin Homes.

Same people.
Same commitment to quality and service.
Even more opportunity ahead.

you need it most.

e As we help you protect your future, you help us build member benefits
% and programs to address individual and community needs. Discover the
peace of mind that comes from partnering with a local Modern Woodmen
of America representative. And enjoy the sense of purpose that comes from
giving back to your community.

N s

:;_ We can help you plan for life. Let's talk.

. ] ! Andrew L. McNeal, FICF, CFFM Jennifer M. McNeal, FIC
£ Liberty, NC 27298 Liberty, NC 27298
B.336-202-1432 B. 336-894-4977
C. 336-894-4907 jennifer.m.mcneal@mwarep.org
andrew.l.mcneal@mwarep.org reps.modernwoodmen.org/
reps.modernwoodmen.org/ jmcneal
amcneal

WindsorHomes.US | StanleyMartin.com @

CEENIETL s R s Life insurance | Retirement planning | Financial services | Member programs



RISING STAR
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One

Honest
Step at a
Time

PHOTOS
BY JARVIS
HARRIS

Meredith Tanner did not set out to reinvent her life.
She didn’t wake up one day inspired by change or
motivated by reinvention. What happened instead
was quieter and much harder to prepare for.

“I found myself'in a place I never thought I'd
be,” she said. “I'd spent my entire life dreaming
about a perfect marriage, a perfect family, a
perfect life. Then one day it shattered.”

Almost overnight, she became a single mom
of two daughters.

There was no gradual transition, no careful
planning. There was the immediate reality
of needing a place to live, a way to earn
money, and a way to support her girls.
Underneath all of that was something less
visible but just as heavy.

“It was a massive identity crisis,” Meredith
said. “I had no choice but to figure out who
I am and how to get up every day and figure
out what the next tiny step would be.”

Starting over is rarely clean. It often comes
with loss layered on top of loss. For Meredith,
that included the quiet unraveling of
community.

“T've always loved figuring things out

on my own,” she said. “I always say,
‘Everything is figure-out-able.” But for the
first time, I couldn’t figure it out. I was too
lost, too tired, too upside down.”

Some of the community she had

built during her marriage technically
remained available to her, but staying
connected meant reopening wounds that
had not healed.

“Every interaction was a reminder of
what I'd lost and what I’d left,” she said.




“Everything was a reminder of what used to be, and it was
incredibly painful.” I was

“When my world turned upside down, I learned pretty
quickly that people are hurting,” she said. “Even the

What remained was smaller but steadier. Her immediate
family. Two close friends. People she could reach with the
simplest message.

“I remember sending text messages simply saying,
‘Hey. 'm not okay.””

Before real estate, Meredith worked in ministry. She had spent
years being the person others leaned on during their hardest
moments. Becoming the one who needed help required
learning something new.

“I had no idea how to be the one that wasn’t okay,” she said.
“Now having been that person, I look back and grieve the ways
I did or didn’t show up for people who were hurting because I
simply didn’t get it.”

Real estate was not a romantic calling. It was a practical
decision shaped by motherhood, time, and necessity.

“T’'ve got to be really honest here because the truth isn’t
glamorous at all,” she said. “What drew me to real estate was
honestly that problem I have with thinking I can do pretty
much anything decently well.”

HOMETEAM INSPECTION SERVICE.

IT'S THE QUICKEST WAY TO GAIN
A CLIENT FOR LIFE.

d this house. And you wanted them t

nted to build trust beyond this transac
you tumed to us, And we provided a thomough, thoughtful, and
accurate report. Which gave you and your clients what you
needed to move forward, With this house, and the next one.

HomeTeam of Triad
{336)-645-5112

Triad@hometeam.com
www. hometeam.com/triad
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just their friend who
happened to be able to
help them find a home.”

She knew agents who had flexibility. As a single mom,
flexibility was not a luxury. It was non-negotiable.

“I was not going to work in a job that was going to cost my kids
more than it gave them,” she said. “If they could do it, I figured
I could too.”

The learning curve came fast. The 2023 market offered no
softness. Early optimism collided with reality. Still, something
shifted after her first few sales.

“I remember saying to a fellow agent, ‘Wait, what if I can
actually do this?!”

That moment mattered.

“It was no longer ‘I hope this works out,”” she said. “It became,
‘It is absolutely going to work out.”

Refusing mediocrity became a quiet line she would not cross.
Not because she was chasing status, but because settling had
already taken too much.

“Irealized I had a choice,” she said. “I could sell some homes
and pay the bills and feed my kids, or I could put in the work to
build an absolutely beautiful life for them.”

Momentum came from consistency, not intensity.

“I decided early on I would do something for real estate every
day,” she said. “I also chose to think of myself as a business
owner. 'm running my business.”

She works almost every day. She also protects time with her
kids, time at the gym, coffee with friends. None of it feels
performative. It feels intentional.

Her background working with people became her advantage.

“I was never salesy,” she said. “I was just their friend who
happened to be able to help them find a home.”

Loss reshaped how she sees clients.

strong ones.”
That awareness keeps her grounded.

“I have no choice but to see clients as people
who are trying to navigate this really big
thing that is scary and kind of unknown,”
she said.

Motherhood sharpens everything.

“I'm not just rebuilding for me,” she said.
“I want them to see what self-respect and
courage look like.”

She wants her daughters to learn that hard
seasons do not get the final word.

Redefining what “enough” meant
took time.

“Staying small feels safer,” she said. “But it
costs you everything.”

Giving herself permission became an act
of repair.

“I didn’t need permission or validation
from someone else,” she said. “I can make
choices today that redeem those years.”

When Meredith speaks to people who feel
stuck, her words are steady, not dramatic.

“My life looks nothing like I thought it
would,” she said. “But looking back, I'm
so grateful for the opportunity to stop, to
sit in the discomfort, and ask, ‘What do I
want my life to look like?”

She doesn’t frame starting over as failure.

“You don’t have to burn your life down
to build something better,” she said. “You
just have to be brave and take the next
honest step.”

It’s not advice delivered from a
distance. It’s a lived experience.
And it carries the quiet authority
of someone who rebuilt her
life through honest, deliberate
steps.
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COACHING CORNER

BY CHRIS
PAPPALARDO

Nobody’s excited, everyone’s sore from January

F ebruary is the real estate equivalent of leg day.
optimism, and the weather is doing its best to convince

you that the couch is a solid career plan. The market is slower,

daylight is limited, and motivation feels optional. This is
exactly why February matters.

Great agents aren’t built in spring—they’re built now.

When the market slows and the cold sets in, your biggest
enemy isn’t inventory or interest rates. It’s distraction.
February tests your discipline, your routines, and your ability
to work without applause. If you can stay focused now, you’ll
be dangerous when things heat up.

1. Shrink the Time Horizon
February feels long because agents think too far ahead. Stop

obsessing over the next six months and focus on winning today.

One focused day beats a month of half-effort. Set daily non-
negotiables: contacts made, follow-ups completed, and skills
practiced. If you win the day, the month takes care of itself.

Momentum doesn’t come from motivation—it comes from action.

2. Treat Slow as Strategic

A slow market isn’t dead time; it’s preparation time. This is
when you tighten systems, clean your database, refine your
messaging, and sharpen your skills. Most agents wait for
business to “force” them into action. Pros build capacity before
demand shows up.

February is where you plant seeds that bloom in April and May.

Ignore this, and you’ll be scrambling later.

3. Control Your Environment

Cold weather kills energy if you let it. Shorter days mean routines
matter more, not less. Get up at the same time. Get dressed like
you’re going to work—even if you’re working from home.

20 - February 2026

How to Stay Focused
in February When the
Market Is Slow and It's
Cold Outside

Move your body daily. You don’t need to train for a marathon,
but you do need circulation and oxygen to your brain.

Your environment either pulls you forward or drags you back.
Choose wisely.

4. Double Down on Conversations

When transactions slow, conversations must increase.
February is prime time for relationship building—check-ins,
value-based outreach, and genuine connection. People are
still thinking about moves; they’re just quieter about it. Be
the professional who shows up consistently, not the one who
disappears until spring.

Silence now costs you listings later.

5. Remember Why You Started

February strips away external validation. No headlines. Fewer
closings. Less excitement. That’s good. It forces you back to
your “why.” Freedom. Income. Impact. Growth. Whatever
drives you—revisit it. Write it down. Read it daily.

This month isn’t about feeling good. It’s about becoming better.

Bottom line: February rewards discipline, not enthusiasm.
Stay focused, stay consistent, and keep building when it’s
uncomfortable. The agents who win the year are the ones who
refuse to hibernate.

Spring doesn’t reward potential—it rewards preparation.
And February is where that preparation happens.
If we can help in anyway, call text or email,

Chris Pappalardo 336-525-1289
chris@pappalardoteam.com
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www.martinpressurewashing.com
Email: service@martinpressurewashing.com

PEST CONTROL
& WILDLIFE REMOVAL

We Kill What's
Bugging You!

www.raypestcontrol.com // 336.722.1307

MODERN DAY MAID

OFFERING A 5% KICKBACK TO REALTORS' FOR BOOKED DEEP CLEANS!

(LIMIT OMNE KICKBACK PER REALTOR™)

MOVE IN/OUT DEEP CLEANS

NEW CONSTRUCTION CLEANS

WEEKLY/MONTHLY CLEANS FOR

+« RESIDENTIAL
* SMALL BUSINESS
+« AIRBNBS

MODERN DAY

e 336-302-6644 MAID
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ONE INSPECTION AT A TIME
SERVICE, INSTALLATION, AND MAINTENANCE

RODDY AKBARI | (336) 337-2402 | WWW.INFINITEINV.COM
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THE MORTGAGE BEAT

The

Difference
Between

HOPINC
KNOWI

BY RJ MEYERHOFFER, VP OF MORTGAGE LENDING

One of the

most common
breakdowns

in a real estate
transaction has
nothing to do with
the house, the seller, or even the market.

It’s timing.

More specifically, it’s buyers
delaying preapproval.

Somewhere along the way, preapproval
became optional in the minds of
consumers. Buyers assume it’s stressful,
invasive, or something they should wait
on until they “find the right house.” The
problem is that waiting doesn’t reduce
friction later—it increases it.

And when it shows up, it shows up on
your side of the deal.

Let’s clear something up.

Getting preapproved is not a binding
commitment. It’s not locking a buyer
into a loan. And it’s certainly not
something that should feel intimidating
or overwhelming.

In reality, it’s one of the most effective
tools you have to protect your client
and the transaction. Still, hesitation is
common — and not hard to explain.

After decades in this industry, it’s
clear why buyers procrastinate on

24 . February 2026

preapproval. It does make people
anxious. Whether it’s a first home,

a move-up purchase, or a third trip
around the homebuying block, the
unknown feels uncomfortable. Most
buyers aren’t avoiding the process —
they’re avoiding the stress they assume
comes with it.

Preapproval isn’t about deciding to buy
a house. It’s about confirming the buyer
is actually positioned to write a clean,
competitive offer.

Here’s why delaying preapproval creates
problems downstream.

When buyers skip this step, they

often fall in love with homes outside
their comfortable payment range,
underestimate the cash required to
close, or assume their credit profile

is “fine” without verification. That
uncertainty doesn’t disappear—it
compounds. And it usually surfaces after
a contract is written, when timelines are
tight and leverage is limited.

That’s when deals wobble.

The irony is that preapproval today

is easier than most buyers expect—
and far easier than cleaning things up
mid-transaction.

It’s free.
It uses a soft credit pull, so there’s no
impact to a buyer’s score.

And it gives everyone clarity before
decisions are made emotionally.

Here’s what actually happens
when a buyer gets preapproved
with your lender.

The buyer completes a short

online application. No pressure. No
commitment. Because the credit review
is a soft pull, there’s no damage to

their score and no sense of “point of no
return.” It’s simply a snapshot of where
they stand right now.

Next, they upload a few standard
documents so the lender can give real
guidance instead of estimates:

» Last two years of W-2s

* Two recent pay stubs

* The last two months of statements for
down payment and closing funds

* And for self-employed buyers, the last
two years of federal tax returns

That’s it.

Once everything is reviewed, the lender
walks the buyer through the details—
real numbers, not ranges. Rate options,
estimated payments, required funds,
and the smartest path forward based on
timing and goals. Whether the buyer is
ready now or planning ahead, they leave
with clarity instead of assumptions.

And that clarity benefits
everyone involved.

Most buyers feel relief after
preapproval—not pressure. Because
uncertainty is far scarier than facts.
When buyers understand their numbers
early, they write stronger offers, move
faster with confidence, and are far less
likely to panic once under contract.

Preapproval doesn’t slow the process—it
stabilizes it.

For Realtors, it means fewer surprises,
cleaner negotiations, and transactions
that stay on track. For buyers, it means
confidence and control. And for the deal,
it means fewer last-minute issues that
could have been avoided.

Before the offer, before the showing,
before the emotion—preapproval.

It’s not a commitment.

It’s a plan.

And it simply makes every
transaction better.

RJ delivers a smart, simple and streamlined mortgage process.

RJ and his team were the best! They worked hard and
got me approved for my new home within just 2 weeks.
After going through a terrible experience with another
lender, they restored my hope and gave my family the
best Christmas we could possibly ask for.

-Dana R
gl
ate

RJ Meyerhoffer,

VP of Mortgage Lending
PRESIDENT ST CLUB

O: (336) 455-3444
Rate.com/RJMeyerhoffer | RJ@rate.com

445 Dolley Madison Rd., Ste. 210,
Greensboro, NC 27410

Equal Housing Lender | © Guaranteed Rate 2024
NMLS ID 2611 NC - I-105174, SC - MLO - 99907, VA - MLO-56605VA  &Eex

T

@

i.;

DONATO LAW PC

Residental Real Estate
Commercial Real Estate

Business Law
Wills & Estates

Brassfield Professional Center

336-235-0888

adonato@anthonydonatolaw.com
www.anthonydonatolaw.com

2016 New Garden Road, Suite A
Greensboro, NC 27410
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NEED
REPAIRS
FAST?

OUR SERVICES :

« Trim wiork (interiar &
extarior)

* Baseboards & crown
malding

= Framing repairs:
* Custom cabi
* Fances & decks

Quick High-Quality
Fixes!

(336) 223-5330
www.piedmontcustomcarpentry.com

services@piedmontcustomcarpentry.com

PIEDMONT CUSTOM
p} CARPENTRY LLC
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Experzenced Excellence
in Property Management

At Fortified Dreams Property Solutions, we are more
than just a property management company - we are
partners in your success.

AD
FDPI:tnI'EIESjH Drea ms

Aleka DeGraaf
Property Manager/REALTOR®

4thdps.com

— IMAGE IS —

EVERYTHING

AND WE ARE PASSIONATE ABOUT YOUR IMAGE!

® ik
-~ ‘}

Headshots Families

48

Children

* photography &design

1451 S. Elm Eugene St. | Greensboro, NC 27406
jarvis@jharrisphotography.net | 336-327-7400
www jharrisphotography.net

B,
UNIONHOME

MORTGAGE

Do You Need a Solution for the Lack of Inventory?

Ask Me About Construction Financing

for First & Second Homes Today!
Conventional, FHA & VA Options Available

Jeff Benfield Senior Loan Officer

jbenfield@uhm.com | www.nchomeloan.expert

C:(336) 880-4796 | O:(336) 355-4934

2212 Eastchester Dr., High Point, NC 27265

NMLS 106920 | TN 241919 | NC 1-163451 | SC MLO-106920 | VA MLO-22979VA

2 Union Home Mortgage Corp. | NMLS 2229 | nmlsconsumeraccess.org | 8241 Dow Cir, | Strongsville | OH | 44136
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The Untapped

5095

y Top Agents Ar_ﬁotm
to Tenant Representdtion

BY ALEKA DEGRAAF

In the dynamic real
estate landscape

of the Triad, the
numbers tell a
story that many
agents overlook.
Statistics show that
our local housing market is split almost
evenly: roughly 50% of residents are
homeowners, and 50% are tenants.

For the traditional real estate agent,
focusing exclusively on the “buy-sell”
transaction means effectively ignoring
half of the potential client base. In a
market where inventory can be tight
and interest rates fluctuate, the most
successful agents are diversifying.
They are realizing that the path to

a robust, recession-proof business
involves bridging the gap between
sales and leasing.

28 - February 2026

At Fortified Dreams Property
Solutions, we view buy/sell agents not
as competitors, but as vital partners

in the housing ecosystem. We believe
that by adding Tenant Representation
to your repertoire and learning

how to seamlessly collaborate with
modern Property Management (PM)
firms, you can unlock immediate
income streams and build a powerful
pipeline of future buyers.

The “Tenant Agent” Strategy:
Incubating Your Future Pipeline
Becoming a “Tenant Agent” isn’t just
about unlocking a door for a renter; it is
about applying your fiduciary expertise
to the leasing process. Renters today face
a fragmented market filled with scams,
unresponsive landlords, and confusing
terms. They are increasingly willing

to pay for professional guidance to
navigate this landscape.

Here is why this pivot is a strategic win
for your business:

Immediate Cash Flow: Sales
commissions are great, but they
can be months in the making.
Tenant representation fees offer
a faster turnaround, smoothing
out the “feast or famine” cycle
of commission-based income.

Incubating Future Buyers: When you
help a client find the perfect rental,
you earn their trust and loyalty. By
maintaining that relationship, you
position yourself as the only agent they
will call when their lease expires and
they are ready to buy. You aren’t just
finding them a rental; you are securing

a listing or buyer contract for 12 to 24
months down the road.

Market Authority: By understanding
rental rates and neighborhood nuances,
you become a more well-rounded
advisor to your investor clients who are
looking to buy rental properties.

The Mechanics: Negotiating Fees
and Mastering NC Forms

Many agents hesitate to enter the

rental space because they are unsure

of how to get paid. Unlike the MLS sales
cooperation, rental commissions aren’t
always guaranteed or standardized.
This is where your negotiation skills and
form knowledge are paramount.

Secure Your Commission: Never
work on a handshake. Just as you
wouldn’t drive a buyer around
without an agreement, you should
utilize the NC REALTOR® Form
530 (Exclusive Buyer/Tenant
Representation Agreement). This
form allows you to negotiate your fee
directly with the tenant—whether
it’s a flat fee or a percentage of one
month’s rent (often 50-100%)—
ensuring you are compensated

for your time and expertise.

Protect Your Client: Familiarize
yourself with NC REALTOR® Form 410-
T (Residential Rental Contract). Even
if a property management company
uses their own lease, understanding the
standard protections in the 410-T allows
you to advise your client on what is
standard and what is a “red flag.”

Partnering with the “New School” of
Property Management

The old days of chasing down an on-site
property manager to borrow a physical
key are fading. Companies like Fortified
Dreams Property Solutions are moving
toward an agile, tech-forward model
that actually makes your life as an
agent easier.

We have removed the friction from
showing rentals:

Tech-Enabled Access: We utilize
advanced self-showing platforms and
smart lockboxes. This means you can
show your clients our multi-family units
on their schedule—even after hours or
on weekends—without coordinating
with an office manager.

Referral Confidence: We stay in our
lane. We are property managers; you
are the sales expert. When you refer an
investor client to us for management,

SpecPROS is a woman
owned business providing
home inspections to the Triad
and surrounding areas.

In addition to scheduling general
home inspections, we will work with
you to coordinate your septic, well,
HVAC, and pest inspections for
one-stop-shop customer service.

Give us a call or schedule online
336-316-8727

www.specprosinc.com
info@specprosinc.com

SpecPROS"

Licensed Home Inspectors

or a tenant client to one of our units, we
respect your relationship. We manage
the asset, but when that client is ready
to sell or buy again, we send them back
to you.

Join the Movement: Monthly “Agent
& PM Partnership” Classes

We are passionate about bridging the
gap between agents and managers to
elevate the industry standard in the
Triad. To facilitate this, Fortified Dreams
Property Solutions is now hosting
monthly classes exclusively for real
estate agents.

In these interactive workshops, we cover:

“The Art of the Tenant Rep”: detailed
strategies on how to price your services
and pitch value to renters.

“Navigating the PM Relationship”:
best practices for showing managed
properties and communicating with
property managers.

“Forms & Compliance”: A deep dive
into using Form 530 and Form 410-T
correctly to protect your license and
your income.

Ready to expand your toolkit and
capture the other 50% of the market?
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As the snb‘v‘\: falls and a fresh year begins,it's the perfect
time to help your clients turn the page r!md step into a
new home. Partner with us for smooth, stress-free ;
financing that ttel_ps youl'close deals faster in 2026!

Lofg Distancs Maving - Packing
Bronige - Local Meving

__S9-20054 _ 4 ; . “kocuson Serious Buyers :
Wmter buyers are motivated. Encourage pre- approval early S0 they re ready to make competitive offers fast.
“F  Embrace the Cozy Factor

Help sellers stage for warmth — think soft lighting, neutral tones, and a welcoming vibe that photographs well even ¢

[ -

‘ . When the sun sets early
se Low Inventory to Your Advantage =~ ﬂ; -

-
Fewer listings mean less competition. Position your seIIe‘rs satrateglcally for quick, strong offers.

%Ian for Spring Now | g ]

i
Start building your springpipeline. Prepping buyers and sellers now glves you a head start when the thaw hits.
= “ﬂ**Partner with a Proactive Lender, : o=

Serving the Triad since 1934

o 78

£ Caring

& Transitions.
Senior

Relocation

You have a speciality, so do we.

v
ﬁ Our experts support families through life's transitions and relocations, making
Downsizing & the process smoother and more manageable. We handle everything from
Decluttering organizing and packing to decluttering, cleanouts, donations, and liquidating

valuable items. By removing barriers and simplifying the process, we clear the s’ MARIA CERVANTES, SR LOAN OFFICER ADAM MOORE, MARKET LEAmﬁ
NMLS# 556505 NMLS# 216450

o . H
way 50 you can focus on what you do best: selling the home. _ (336) 633-9140 (336) 250-5052

MARIA.CERVANTES@MOVEMENT.COM ADAM.MOORE@MOVEMENT.COM

I Let us take care of the details and help get the house market-ready. 1624 CAfrriall Rl Indian Land, SC 28707 | wwwmovemgtco
"’ 85 PREMIER DR, STE 11THHIGH POINT, NC 27265 | MARIA CERVANTES: nc+1641 6] ADA MOORE : NC 599, SC-BFIMLO -
216450, VA-MLO-. 49087VA[ 8RITTNI Cd E: NC-1-172452 |M0 MENT MORTGAGE LLC. ALL RIGH RVED. NMLS ID #3w9

Gal’ing Transitions of Winston Salem ! : WWW.NMLSCONSUMERACCESS.ORG). ADBITO NFORMATION AVAILABLE AT

MOVEMENTRCOM/LEGALL INTEREST RATES AND PRODUCTS ARE SUBJ CT TO CHANGEMW E AND MAY OR MAY NOT BE

_ _ : i cind BsiNG RO A s.
335 EQD 6021 | Gan HQTranﬁlt IDHSWS.CDm :\VAILABLEATTHETIMEOFLOAN COMI\.IIITMENTOR LO ; BOBROWERS MU$ ’;) LL BENEFIT:
3 e e
erved. Each office i independently owned and operaled. Sarvices & prices may vary. ¢
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AERIAL WITH FRIENDS

Sabrina
Woods

of Triad Arial Arts

Where
Movement
Becomes
Connection

STORY AND
PHOTOS BY
JASON WEBER

hen you walk into Triad Aerial

Arts, the equipment stops you

for a second. It’s beautiful in
the way serious tools are beautiful, the
kind of setup you only see when someone
has spent years refining what they do and
investing in doing it right.

Silks, lyra, straps, trapeze, spirals, ropes,
all of it set up for real training, not display.
Then you notice the rest: the height, the
light, the quiet charge in the air.

Sabrina doesn’t greet you like a
salesperson. She greets you like
someone who already knows you, like
you’ve been friends for years and just
haven’t seen each other in a while.

“This is a collection of 30 years of my
effort to make everyone else fit and stay
fit, too,” she told us, looking around the
studio like she could still remember
each phase of her work hanging in the
air. “But I'm really concerned about how
my client thinks and feels, what their
feedback is, and how they’re doing. That
actually matters to me. They’re not just
a metric. They’re a person I want to be
friends with, and I want to make happy.”

That’s the difference you feel
immediately. In a lot of fitness spaces,
you're a number, or a before-and-after
waiting to happen. Here, you’re a person
having a day. That matters, because
aerial arts looks intimidating from the
outside. You see performers on fabric,
upside down like gravity is optional,
and it’s easy to assume you need to be a
certain kind of body to even try. Alexis
came in with that exact hesitation.

“My takeaway from session one was
that I felt very, very deterred thinking
about myself up on these objects,” she
said. “I thought back to these lovely
girls I saw performing aerial arts at the
Second Harvest Food Bank event, and I
remember thinking, this is not going to
look pretty.”

And that’s where Sabrina is at her best.
She doesn’t talk you out of your fear.
She simply builds trust in real time.
She watches your range of motion,
notices what you do when you’re

unsure, then gives you something
you can succeed at, with just enough
edge to make it interesting.

“I'm looking at what you’re doing to
decide what the next move should be,”
she explained, “so you feel somewhat
comfortable, but I can also take you a
little out of your comfort zone and teach
you things you didn’t already know.”

By the end of the session, Alexis wasn’t
performing. She was present. You could
see it in her posture, her shoulders
dropped and her face softened once the
work was done.

“Im impressed,” she said. “I feel like

it was a really excellent workout and
stretch, and I feel grounded. While I was
doing it, it felt hard, but I didn’t feel like
I was exercising in the orthodox way.
Now I feel toned, I feel stretched, and it
feels good.”

Sabrina noticed something else too, and
it wasn’t about form.

“I was impressed by you because you
were able to let go of the fabric and
trust my instructions,” she told Alexis.
“Normally with a new person, I come off
the apparatus a lot more.

One of my goals is to build trust, because
when we have that, we maximize our
time and learn more from each other.”

Alexis
Brinkley
and Sabrina

Woods
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One of my goals is to build
trust, because when we
have that, we maximize
our time and learn more
from each other.”

That phrase, maximize more time, kept
coming up. Sabrina talks about fitness
the way an operator talks about systems.
She’s not interested in workouts that
look cool but don’t carry over into

real life. She wants the work to show

up when you're not in the studio. For
people to move with big range of motion
and stay dynamic, instead of becoming
stiff. To feel better, look better, and stay
capable as they get older.

“I think it’s important to mention how
possible this is after forty,” she said, then
looked at Alexis with genuine surprise.

And she meant it. She’s trained people
long enough to see what happens when
adults give up on their bodies because
they assume it’s too late. She’s also seen
the opposite, which is the real point of
her studio: people can do more than they
think, especially when they’re supported.

“I've had moms bring their daughters
in, and I end up training both,” she told
us. “They had no idea they could do
anything close to what their daughter

could do, and they ended up enjoying it
and having quality time together.”

Over time, that became a theme in her
work: aerial arts as connection, not
just exercise. Sabrina has built groups
around shared threads, the way real
communities form.

“I've had three generations of

clients going at once,” she said. “The
granddaughter, the mother, the
grandmother. I use my studio to host
family-type events, as well as events for
certain causes or fundraising efforts.
Friends are just a great way to approach
exercise in general.”

She even has a name for it, and it stuck
with me because it’s so simple it almost
sounds obvious once you hear it: Aerials
with Friends.

“It has to have a common thread,” she
explained. “It might be colleagues who
are physicians, electricians, dentists,
or Realtors. People already have their
professional or family group, and then
they get to share an activity together.”

Alexis lit up when we talked about
that idea.

“After this experience, I'm convinced it’s
possible to get a group of adults together
and do something like a mastermind,”
she said. “Not everyone has to engage
physically. Some people could watch,
and we could still hear from you.”

Sabrina didn’t hesitate.

“I do groups like that all the time,” she
said. “Everyone gets to stay in their
comfort zone, but they’re around people
they like. With friends, people become
supportive and patient, and it’s charming.”

That word, charming, might sound
small, but it’s the right one. There was a
lightness in the space. Nothing forced or
showy. Just the feeling that comes when
adults realize they’re still allowed to
learn something new.

Sabrina told us her own story too, and it
matters because it strips away the myth
that people like her were born fit.

“My parents were pretty unhealthy,”

she said. “Smoking, drinking, eating
cheap food. We were poor. My first

year of college, I was borderline high
cholesterol, so I decided to do a complete
180. I became a group fitness instructor,
worked my way through college, and I
never looked back.”

That’s what Triad Aerial Arts feels like.
Not a place for perfect bodies, but for
people making a turn. People who want
to feel alive again. People who want
strength without ego, flexibility without
self-consciousness, and movement that
doesn’t feel like punishment.

When we left, I kept thinking: most
people aren’t avoiding fitness because
they’re lazy. They’re avoiding it because
they’re bored, intimidated, or tired of
pretending they enjoy what they hate.

Sabrina said it best early on, almost like
she was describing half the adults in this
area without trying.

“For some people, they’re just bored
out of their mind with conventional
exercise and want to do something
different,” she said. “They don’t realize
it’s just as hard.”

The difference is that here, the hard part
feels meaningful. You’re not grinding
through something you hate. You're
learning as you go. You're trusting the
process. You end up laughing with the
person you came with, and for a lot of
people, that’s the doorway back into
taking care of themselves.

Not because someone sold them on it.
Because they can finally imagine

themselves there.
Triad Real Producers - 35



. FOME INSPECTIONS

Coltrane
& OverﬁEId PLLC

Attorneys and Counsellors at Law
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HOMES

A CLAYTON COMPANY

MUNGO

New Homes in Winston-Salem, Greensboro,
High Point & Surrounding Areas
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PARTNER SPOTLIGHT

The Conversations That Matter Most

BY JOE LARZ

Joe Larz in conversation with
Sarah Faude, Maria Cervantes, and
Elizabeth Newsome | Movement
Mortgage

Most buyers don’t reach out because
they feel ready.

They reach out because they’re unsure,
excited, nervous, sometimes all at
once. That’s where these conversations
usually begin.

When I sat down with Sarah Faude,
Maria Cervantes, and Elizabeth Newsome
of Movement Mortgage, the conversation
didn’t go where you might expect. There
was no talk of “closing loans.” Instead,
they talked about people: the stress, the
fear, the responsibility, and what it really
means to guide someone through one of
the most emotionally charged decisions
they’ll ever make.

Joe Larz: What do buyers
underestimate most about the
emotional weight of buying a home?

Sarah Faude:

“I think people underestimate just

how vulnerable the process feels.

You're supplying documents, signing
disclosures, going through underwriting.
It can feel like drinking out of a fire
hose. And it doesn’t matter if you're a
first-time buyer or someone who’s done
this before. That stress still shows up.”

Joe: When timelines tighten or
something unexpected comes up,
how do you stay present for clients?

Sarah:

“I try to bring solutions before I bring
concerns whenever I can. But even with
planning, things happen. Appraisals

fall short. Situations change. When that
happens, my priority is making sure my
clients know they’re heard and supported.
I put myself in their shoes. They don’t buy
a home every day. It’s my responsibility

to make sure they feel comfortable and
confident from start to finish.”
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Elizabeth Newsome
Sarah Faude
Maria Cervantes

MOVEMENT MORTGAGE
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“They don’t buy

a home every day. It’s my
responsibility to make
sure they feel comfortable
and confident from

start to finish.”

Joe: What does it actually look like
to advocate for a buyer, not just
process their loan?

Sarah:

“My most meaningful transactions are
with clients who don’t fit into standard
lending scenarios. People who’ve

been told no without being given any
guidance. I don’t tell clients no,” she said.

“It’s usually ‘not yet,’ and then we build
aplan.”

She shared one example that still
stands out.

“I had clients who needed a bigger home
because their family was growing, but
they’d accumulated credit card debt

due to health issues. Instead of putting
all their proceeds toward a larger

down payment, we reduced the down
payment, paid off higher-interest debt,
and helped them build emergency
savings. Their mortgage payment was
higher, but they saved about $1,500
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“I tell them to think of me
as their mortgage doctor.
I’'m here to diagnose and
guide, not judge.”

a month overall. I always try to look
beyond the transaction.”

Joe: How do you handle the hard
conversations, when a loan can’t
move forward?

Sarah:

“Those are never easy. Especially
knowing there are costs clients can’t
get back. I focus on transparency. I
give them space to express frustration,
then we step back and look for another
path forward. Most of the time, there

is one. And if there isn’t, I know I did
everything I could and helped set them
up for the future.”

Joe: Maria, when buyers first reach
out to you, what emotional space
are they usually in?

Maria Cervantes:

“They’re usually excited and eager, but
also nervous. That nervousness almost
always comes from not knowing where
they stand. Credit. Income. Affordability.

“Confidence comes from
trust and understanding.
Second-guessing usually
comes from fear or outside
pressure. Education helps
quict that noise.”

Once we talk through those things, a lot
of that fear softens.”

“I really value those first conversations.
I ask about their current housing, what
payment feels comfortable, where they
want to live, whether they’re first-time
buyers. By the end of that call, I want
them to feel informed and confident.”

Joe: Buying a home brings fear
around money and commitment.
How do you help clients move
through that?

Maria:

“Education is everything. Qualifying and
affordability are not the same thing. Just
because you qualify doesn’t mean the
payment fits your lifestyle. I walk clients
through the loan terms in detail so they
understand the long-term responsibility.
Confidence comes from clarity.”

Joe: What do buyers worry about
but rarely say out loud?

Maria:

“A lot of them worry about being judged.
They’re opening up personal finances.

I explain why we ask the questions we
ask. I tell them to think of me as their
mortgage doctor. I'm here to diagnose
and guide, not judge.”

Joe: Elizabeth, many buyers
struggle with knowing when
they’re truly ready. How do you
help with that?

Elizabeth Newsome:

“We talk through what ‘ready’ actually
means. Savings, down payment options,
credit, income stability. I remind them
that being nervous is normal and that
they shouldn’t let the market push them.
My job is to guide, not pressure.”

Joe: What separates confident buyers
from those who second-guess?

Elizabeth:
“Confidence comes from trust and
understanding. Second-guessing usually

comes from fear or outside pressure.
Education helps quiet that noise.”

Joe: How do you personally
measure success?

Elizabeth:

“I feel successful when clients tell me
they felt supported the entire way. I
never take it lightly when someone
trusts me with such personal details
about their life and finances.”

Joe: Sarah, what’s a moment that’s
stayed with you?

Sarah:

“I worked with a single mother of

three whose builder’s preferred lender
couldn’t close her loan two weeks before
closing. Her lease had ended and she
didn’t know what to do. I reviewed her
file and was able to close the loan. She
cried at the closing table. She was just
grateful someone fought for her.”

Joe: When buyers look back years
later, what do you hope they
remember?

Sarah:
“That I cared and made the process as
simple as possible.”

Maria:
“That they felt confident and informed.”

Elizabeth:
“That they felt supported every step of
the way.”

None of them focused on rates, speed, or
winning.

They talk about how people experienced
the process while deciding something

that would change their lives.

That’s the part people carry with them.
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Want to GROW and SAVE TIME? Partner with us!

All Closing Coordinators are NC Licensed Real Estate Brokers

. Managing Real Estate
- closing transactions
for over 20 years.

Kim Del Favero, Owner .

REALTOR®, BIC, ABR
336-214-7657 E E

Kim@repscc.com A
RepsForYou.com E

REPS

reqal Esiare Protessional services

Craige Jenkins
Luipfert & Walker wip

Attorneys at Law

Malia M. Williams, Esq. [

Real Estate Attorney Rising Stars
mwilliams@craigejenkins.com Malia Williams

336.714.2560 | SuperLawyers.com

RESIDENTIAL
AND COMMERCIAL

LEGAL
SERVICES
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Fall in Love
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PROUDLY PROVIDING LOCAL HOME LOANS | PURCHASE & REFINANCE

www.DonOwensLoa

WHAT PEOPLE ARE SAYING ABOUT OUR TEAM:
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“Don and his leam were very kind, patient, "Don and his team were excellent in every “Dan and his team were all wandertul o work
and made the home buying process extremely aspect. They were professional and patient, with. As a first time homebuyer Don tock the
easy, They wete avallable for any questions In this climate where great customer senvice time to explain everything as many times
and took time to guide us through the process Is rare, | can vouch for this team. Anthomy was as it took, in addition to giving invaluable
so we cauld make the best financial decision consistent and courtecus... If you're reading information pertinent to my success as a
tor our family's neads. We are very grateful this and are considering this company, stop home owner, | would recommend the team ta
and highly recommend their sendoes.” searching, It will not get any better than this,” anyone and truly coukd not have asked for a
= MM, - Robert D, better experience!™
- Davida H.
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MOORIGIAGE 204 Muirs Chapel Rd, Suite 318

INVESTORS GROUP  Sreenshoro NC 27410
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COVER STORY

WHEN IT
MATTERS
MOST

BY JASON WEBER
PHOTOS BY
BRIAN ANTHONY

Jennifer Washburn is usually waiting
on a call. Not in a dramatic way—just
with the awareness that at any moment,
someone will need something. A client
with a question they don’t yet know
how to ask. An inspection that didn’t go
as planned. A situation that needs calm
more than urgency.

That’s the rhythm of her days: quiet
responsibility, showing up, and carrying
more than most people realize.

She didn’t plan on a career in real
estate. She’s clear about that. “It really
wasn’t some big dream of mine,”

she says. The beginning was simple,
almost accidental. Years ago, she was
sitting by the pool at her friend Tracy’s
parents’ house. Tracy was already in the
business—running her own brokerage,
handling foreclosures, grinding it out.
At some point, Tracy looked at her and
said, “Why don’t you just become a real
estate agent?”

Jennifer remembers laughing, then
getting practical. “I told her, if you can
guarantee I'll make my investment back,
I'll do it.” Tracy didn’t hesitate. She said
she knew Jennifer could. Jennifer took
the class, passed the exam, and within
two weeks of getting licensed, received a
referral that paid back her investment.
“That was it,” she says. “Ever since then,
I've been in this business.”

Before real estate, Jennifer followed a
familiar path. She graduated from UNCG
with a degree in economics and stepped
straight into sales. “If you graduate

with a business degree and don’t go get
a master’s or doctorate, you end up in
sales,” she says matter-of-factly.

Wells Fargo Financial came first—long
days filled with cold calls, refinances,
and loans that barely made sense

on paper. After that came payroll

sales in downtown Greensbhoro. “I've
always been in sales, so that part came
naturally,” she says.

What didn’t come naturally was the idea
of living on commission. “I never thought
I'd be in a 100 percent commission role,”

she admits. “At first, it’s hard to wrap
your head around. And honestly, it’s still
hard.” Every month carries uncertainty.
“December might be great. February
might be nothing. You’re always
wondering, what am I going to do?”

When she started in real estate, she
didn’t jump in all at once. For years, she
worked a full-time job while treating
real estate like a second full-time job at
night and on weekends.

“If T had gone all in right away, I don’t
know that I would’ve made it,” she

says. “I focused on money. I had to.”
Eventually, the numbers shifted. “When
I was making more part-time in real
estate than full-time at my job, that’s
when I quit.”

She went full-time shortly after her
daughter was born. Sophia is eleven and
a half now, and everything Jennifer talks
about eventually comes back to her.
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“I'm a single mom,” she says plainly. “It’s
been a blessing and a challenge all at
once.” During a five-year custody battle,
she spent years in the court system—an
experience she describes as make-or-
break. “That was one of the biggest
struggles of my life,” she says.

That period changed her in unexpected
ways. Through the legal process, she
built relationships with attorneys, one
connection leading to another. “I didn’t
even realize that was a part of real
estate I could step into,” she says.

Today, she does significant work tied
to divorce situations and understands
just how emotionally charged those
moments can be. “When people are
going through the worst time of their
life, I get it,” she says. “I've been there.”

She’s since served as an expert witness
in real estate in Guilford County—
something that grew directly out of lived
experience, not strategy.

Ask Jennifer what’s contributed most

to her success, and she doesn’t hesitate.
“I'm patient,” she says. “And I really
believe if you care about people first
and put their needs ahead of your own,
the rest will follow.” She’s quick to
clarify what that looks like in practice. “I
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honestly don’t care if someone buys the
house. I care if it’s the right fit.”

During due diligence, she pushes

for clarity, even when it costs her.
“Sometimes it kills the deal,” she says.
“They walk away. But I'd rather that
than have someone buy something they
don’t understand.”

She knows that approach can cost time
and money. “Sometimes you lose the
deal. Sometimes you lose the client.
Sometimes you lose both,” she says.
“But if your intention is truly to protect
people, most of the time they see that.”

Four years ago, Jennifer moved to RE/
MAYX, a shift she describes as a turning
point in both her career and her life. The
change gave her something she hadn’t
had before: support.

Josh Mann stepped in to handle night
and weekend showings and manage
backend paperwork, allowing her to
be more present at home. “He doesn’t
get the spotlight,” she says. “But he’s
the reason I can be home for dinner
and bedtime.”

That support extended beyond business.
When her father passed away, the
office carried her workload for a month

IF YOU'RE A GOOD
AGENT, YOU WEAR A
LOT OF HATS. YOU'RE
THE THERAPIST, THE
ADVOCATE, THE
PROBLEM-SOLVER.”

without hesitation. “That’s family to me,”
she says.

She still speaks warmly about Tracy
Shrouder, the friend who started it all.
“She got me into real estate, and she’s
still one of my biggest supporters,”
Jennifer says. “She’s rooted for me for
fifteen years.”

Jennifer doesn’t seek attention. “I

don’t like the spotlight,” she admits.

She turned down being featured for
years, and being on the cover made her
uncomfortable. Over the past four years,
she’s ranked number one in her office
for volume and units—but she mentions
it carefully. “That’s not just me,” she
says. “That’s who I work around.”

Outside of work, her life is small and
intentional. “My biggest hobby is my
kid,” she says with a smile. Family.
Friends. Church. Serving together.
Time outside. “That’s really it,” she says.
“That’s the day.”

When people say real estate agents just
open doors, Jennifer shakes her head.
“If you're a good agent, you wear a lot
of hats,” she says. “You’re the therapist,
the advocate, the problem-solver.” By
the time she gets home, she’s often quiet.
“Im not mad,” she says. “I just don’t
have anything left to say.”

For Jennifer Washburn, success isn’t
measured in headlines or projections.
“My goals always come back to my kid,”
she says. “Providing. Being present.
Giving back when I can.”

It’s simple, hard-earned, and built one
conversation at a time.




THE TRIAD'S MOST
CTRUSTED ROOFING

S1000 OFF OR
NO MONEY DOWN

Payments As Low As
$99 /month

30% FEDERAL TAX CREDIT
& 25YR WARRANTY
AVAILABLE ON SOLAR

Veteran-Owned
& Operated

IMATIISEARS

(0] Jo)

(336) 441-8006 | Matt@mijakcompany.com
WWW.MJAKCOMPANY.COM

Why Do Homeowners
LOVE Our Warranties?

Home systems and appliances don't last forever.
When they break, we step in with a budget-

friendly repair/replacement solution that halps=)
homeowners save time, money, and stress.

Contact me for details.

firstamrealestate.com
Phone Orders: 800-444-9030
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Your Local Resource

Ashley Williams

336-482-6034
awilliams@firstam.com

*Protecting Client Relationships,
Budget and Time"

ENVISION w:(;frw r

Whether buying, selling or staying, our trusted & experienced
team offers a wide variety of services including:

¥ Interior Design
I g /] ALALAM
> Staging i

design + stage + renovate " 5> Styling

B
B
B> Renovations
B
B

B> Short-Term Rental Design
#> And More!

Nancy Jones, Owner
(© 336.778.6566

Formerly Showhomes of the Triad

H[ ME ﬁé; masﬁ-@@a
stretch ‘:

HOME PREPARATION SERVICES

Value-added services to prepare homes for sale.

. Home clear outs . Landscape clean up

. Painting . Move out cleaning
. Carpet & Flooring

www.home-stretch.com/greensborows
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@INSUREDBYALYSSA

HOMEOWNERS
INSURANCE
There is no place
like home.
Protect it, for all it
means to you.

NCE AGENT. ¢

Our mission at Capital Moviné &

Storage is to provide you with a
guaranteed care-free and
affordable moving experience.

We accomplish this by trec_|ting you-like
family! We will prepare, secure, and move

your property as if it were our own. Youwill .

be met with friendly, warm faces and easy
interactions from the moment you first

contact us. Our 100% satisfaction guarantee ¥
means that we will do everything we canas

a company to relieve you of the stressand
burden of the moving process. el

\ 00.3
BLE ST

l

[TTIT]

m

TTT1]

T
[Hnaaan

.~ MAEGAN ALLISON

Pl GNC.COM
Ol 0]

L N N N N Rd




A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

@ecause it's not just a house, it's your home.

y

STEGALL &
CLIFFORD, PLLC.

FRIENDLY, EFFICIENT
LEGAL SERVICES §
(336) 281-3110 7 g

packages@stegallcliffordlaw.com

g :
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Greensboro Office
445 Dolley Madison Rd., Suite 102 | Greensboro, NC 27410

WINSTON-SALEM

Winston-Salem Office
202 Fair Oaks Lane | Winston-Salem, NC 27127

WWW.STEGALLCLIFFORDLAW.COM



