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ROOTED IN THE COMMUNITY.
TRUSTED BY REALTORS.

chris.waggett@alcova.com
910.619.2689

Loan Programs Offered:
Conventional, FHA, VA, USDA, Jumbo
Construction-to-Permanent & Bridge Loans
Down Payment Assistance  •  Non-QM Options

Why Choose The Chris Waggett Team
at ALCOVA Mortgage:
• 25+ years of mortgage expertise
• Local, dedicated team support
• 11–15 day guaranteed closings with Pre-Approval Plus
• $5,000 paid to both buyer & seller if we
   miss the closing date
• 5-Year Rate Drop Pledge: refinance later with
   no lender or appraisal fees

AlCOVA Mortgage, LLC | NMLS ID#40508 | www.nmlsconsumeraccess.org

Scan for more information on these
communities

NEW YEAR. NEW HOME.
PROUDLY
BUILDING
THROUGHOUT 
THE NORTH
CAROLINA COAST

1 Riverlake | Supply, NC
Now Selling | Single Family Homes 
From the Upper $200’s

2 Richmond Hills | Supply, NC
Model Open | Single Family Homes 
From the Upper $200’s

3 Boiling Spring Lakes | Boiling Spring
Lakes, NC
Now Selling | Single Family Homes 
From the Low $200’s

4 East Lake | Leland, NC
Now Selling | Single Family Homes 
From the Upper $200’s

6 Squires Run Village | Richlands, NC
Model Open | Single Family Homes 
From the Mid $200’s

7 Muscadine  | Jacksonville, NC
Now Selling | Single Family Homes 
From the Upper $200’s

5 Bannerman’s Mill | Richlands, NC
Now Selling | Single Family Homes 
From the Low $300’s

8 Fairfield Harbour | New Bern, NC
Now Selling | Single Family Homes 
From the Upper $200’s

A The Reserve on 14th Street |
Southport, NC
Single Family Homes 

Sandy Hollow | Jacksonville, NC
TownHomes

D

C Brookhaven | Holly Ridge, NC
TownHomes

B Saw Mill Station | Leland, NC
Single Family Homes

COMING SOON

WWW.DREAMFINDERSHOMES.COM
910-621-2646  |  ONLINESALES-COASTALCAROLINAS@DREAMFINDERSHOMES.COM

*PRICING AND AVAILABILITY ARE SUBJECT TO CHANGE WITHOUT NOTICE. SEE A SALES ASSOCIATE FOR MORE INFORMATION.
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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!

Preferred Partners

APPLIANCE SHOWROOM
Atlantic Appliance & Hardware
Mark Edwards
(910) 791-2222
Mark@AtlanticAppliance.net

BLINDS
Budget Blinds of Wilmington
(919) 710-1952
budgetblinds.com/wilmington

BUILDER
Dream Finders Homes 
-Brad Norris
(910) 988-4888
dreamfindershomes.com

Gannon Buidler Group
(980) 241-7103
www.gannonbuildinggroup.com

Logan Homes
(910) 788-3668
www.loganhomes.com

CLOSING ATTORNEY
The Humphries Law Firm, P.C.
Justin Humphries
(910) 332-0721
www.HumphriesFirm.Law

CUSTOM HOMES
16 Pointe Properties
Jason Akins
(910) 434-5001
www.16PointeProperties.com

DENTIST
Live Oak Dental
Daniel Duffy, DMD
(910) 762-1772
www.liveoaksmiles.com

FLOORING
Perez Flooring Solutions
(910) 524-7478

GENERAL CONTRACTING
Aberle Construction
(910) 471-4197
AberleConstructionllc.com

GIFTS
Cutting Edge Gifting
Eric Chandler
(336) 437-2102
www.CuttingEdgeGift.com

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

INSURANCE
April Jones Insurance
April Jones
(910) 660-0215
april@apriljonesinsurance.com

Coastline Insurance
Jonathan Peele
(910) 454-0707
jonathan@coastlineinsurance.com

FinPoint Insurance
Danielle Johnson
(910) 799-6161
danielle@finpointinsurance.com

My Carolinas Insurance
Ryan Hales
(910) 202-3699
Ryan@mycins.com

The Huneycutt Group Insurance
Holly Angermeier
(910) 233-7049
holly@huneycuttgroup.com

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

LENDER
Alpha Mortgage
(910) 256-8999
www.alphamortgage.com

Alpha Mortgage - 
Mortgage Loan Officer
Tara Stewart
(910) 352-6506
Tara.Stewart@Alpha 
Mortgage.com

Loansteady
Tim Horst
(910) 617-0440
www.loansteady.com

Rate
Chris Hutchens
(910) 231-4375

LENDERS
Cross Country Mortgage
Adam Slack
(704) 242-4108
www.rate.com/adamslack

MORTGAGE / LENDER
ALCOVA MORTGAGE 
- Chris Waggett
(910) 619-2689
alcova.com/chris.waggett

Movement Mortgage
Omar Washington
(910) 233-2684
www.TeamWashingtonILM.com

The Don Owens Mortgage Team
(336) 558-3629
www.donowensmortgage 
team.com

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

MOVING COMPANY
Southern Moving & Storage
Macon Bullard
(910) 703-3908
www.southernmovingnc.com

NON-PROFIT
Easterseals UCP North 
Carolina & Virginia
Cheryl Tuning
(704) 519-6331
Cheryl.Tuning@easterseals 
ucp.com

PAINTING
Drechsel Professional Painting
T.J. Drechsel
(910) 297-4821
tdrechsel@gmail.com

PHOTOGRAPHY
Drechsel Photography
T.J. Drechsel
(910) 297-4821
tdrechsel@gmail.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/

WATER & FIRE DAMAGE 
RESTORATION
Puroclean Restoration 
Professionals
(910) 793-8586
www.puroclean.com/wilmington-
nc-puroclean-restoration-
professionals/
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Attorneys at Law

910.332.0721
closings@humphriesfirm.law | humphriesfirm.law

@thehumphrieslawfirm The Humphries Law Firm, P.C.

CRAFT LEGAL SOLUTIONS.

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

703 St Joseph St, Unit 201
Carolina Beach, NC 28428

Expanding Our Reach to 
Better Serve You

Now in
Carolina Beach!

We make 
closing 

easy!

L U M I N A  S T A T I O N
1 9 0 4  E A S T W O O D  R D .  S T E .  3 1 0 A  W I L M I N G T O N ,  N C

A N D R E W  P E N N Y

Meet
The

Team
Gabe Chandler

Publisher
T.J. Drechsel

Drechsel Photography
Bradley Strickland 

Photographer/Videographer
Lighthouse Visuals

Dave Danielson
Contributing Writer

Lee Eatmon
Contributing Writer

Kim Nagal
Executive Assistant

Jacob Shnider
Photographer

Shnider Productions

Logan Burke
Photographer

Burke’s Meida Photographer

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 
remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the 
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

Jason Akins • President & General Contractor

910-434-5001 • 16PointeProperties.com

Scan to Learn More!

NC GC#64649

EXCEPTIONAL CUSTOM HOMES
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Welcome to 2026. A new year, a fresh start, and another 
opportunity to push the limits of what’s possible in your 
business and your life.

But before we rush forward, let’s get one thing straight—
success doesn’t happen by accident. It’s the result of 
intention, discipline, and the relationships you cultivate 
along the way. 

What Real Producers Is All About 
If you’re holding this magazine, you’re not just any agent. 
You’re one of the best. 

Real Producers isn’t about mediocrity. It’s about the agents 
who set the pace, raise the standard, and drive the market 
forward. It’s about those who show up, build relationships, 
and play the long game. 

That’s why this platform exists—not just to recognize top 
Realtors, but to connect them. 
•	 To introduce you to the industry’s top professionals.
•	 To strengthen your network with partnerships that elevate 

your business.
•	 To inspire you with the stories of those who have built 

something extraordinary.

Because in this business, who you know is just as important 
as what you know. 

2026: The Year to Expand, Evolve, and Execute 
If last year was about grinding, this year is about growth. 

Ask yourself:
•	 What’s your next level? 
•	 Where are you playing small? 
•	 Who do you need in your corner to reach your  

biggest goals? 

The agents who will dominate in 2026 are the ones who put 
themselves in the right rooms, around the right people, and 
take relentless action. 

This year, let’s commit to something bigger than transactions. 
Let’s commit to legacy, impact, and mastery. 

This is the year you separate yourself. This is the year you 
sharpen your axe.

Welcome to 2026—let’s make it your best year yet. 

THE YEAR OF 
RELENTLESS 
GROWTH

BY GABE CHANDLER

PUBLISHER’S NOTE

Gabriel Chandler

Publisher
Cape Fear and Brunswick  
Real Producers
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What Is MLS Syndication? 
MLS syndication is the process by which a listing, once entered 
into the MLS, is automatically distributed to major portals such 
as Zillow, Realtor.com, Homes.com, franchise sites, and agent 
IDX websites. This means one listing entry can ripple out to 
dozens or even hundreds of websites. IDX, governed by NAR 
policy, allows participating brokers to display each other’s 
MLS listings on their own websites under strict accuracy and 
disclosure rules.

Benefits for the Wilmington Market 
Greater exposure for sellers: Broad data distribution ensures 
properties in areas such as Ogden, Monkey Junction, and 
Carolina Beach are visible to local and out-of-state buyers alike. 
This increased visibility can generate higher showing activity 
and competitive offers.

Buyer convenience: Syndication allows buyers to search 
Wilmington, Castle Hayne, Leland, and Wrightsville Beach 
listings from a single portal. It creates a sense of transparency 
and makes the region feel unified rather than fragmented 
across multiple broker sites.

Potential Downsides and Market Risks 
Stale or inconsistent data: Although the MLS is the source of 
truth, syndicated sites may lag in updating prices, statuses, 
or property details. This leads to consumer frustration and 
confusion, such as active listings online that are actually 
under contract

Distorted pricing perception: Automated valuations on syndi-
cated platforms may misinterpret Wilmington’s highly localized 
factors—such as flood zones, beach-access premiums, and his-
toric district boundaries—causing unrealistic expectations.

Loss of local context: National portals often flatten nuanced 
information relevant to coastal living, hurricane codes, and 
school districts. Local agents must often reintroduce this 
context for buyers and sellers.

Regulatory and Ethical Considerations 
The North Carolina Real Estate Commission requires accuracy, 
firm identification, and truthful advertising. Brokers must 
ensure their websites and marketing comply with NCREC rules 
and MLS data policies, even when using automated IDX feeds 
or syndicated content.

Best Practices for Brokers and Consumers 
For brokers:
•	 Update listing data in the MLS promptly.
•	 Monitor how listings appear on major portals.
•	 Educate sellers on the benefits and risks of syndication.
•	 Ensure all advertising complies with state and MLS rules.

MLS syndication has reshaped Wilmington’s online real estate 
landscape. It provides unmatched visibility and convenience 
but requires careful oversight to prevent misinformation from 
spreading. For brokers and consumers alike, the MLS remains 
the backbone of accurate market data, even as real estate 
becomes increasingly digital.

BY LEE EATMON

FROM HARDWOOD TO LAMINATE,
WE LAY THE FOUNDATION FOR 

BEAUTIFUL LIVING.

JAYLENE PEREZ
(910) 524-7478

perezflooring15@gmail.com

YOUR HOME DESERVES

Per ez Precision.

Precision You Can Trust

 919-291-9163 • jchandler@chandlerlandsurveying.com

CHARLOTTE

    

CHARLOTTE

GRAND RAPIDS     

LINCOLN  

NEW ORLEANS  

AMERICA'S BEST REAL ESTATE AGENTS

R E C O G N I Z E D

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers

REAL ESTATE SYNDICATION:
How MLS Data Shapes Local Markets
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Let Our Team Help Your Clients Navigate 
the Complex World of Insurance.

Insurance Coverage for 
Every Aspect of Life

Scan to 
Request 
a Quote 
Today!

Home     |     Auto     |     Umbrella     |     Flood Insurance     |     Boat

MyCarolinasInsurance.com

Ryan Hales
Managing Partner

910-202-3699
ryan@mycins.com

Madison Tuton
Account Executive

910-202-3699
madison@mycins.com

Specializing in home, commercial, pre-listing, and pre-drywall inspections.

Your local firefighter-owned 
small business.

L i c e n s e d  &  I n s u r e d

Scott
Andersen
910.538.4943 

      As a real estate
agent, I highly 
recommend Scott
he's thorough, 
reliable,
and always 
available
for questions.
 -Ben Szafran

“

“
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L E N D I N G  W I T H  T R U S T

WRITTEN BY DAVE DANIELSON 

PHOTOS BY JACOB SHNIDER

PARTNER SPOTLIGHT

MORTGAGEMORTGAGE
E

xperience matters. And few 
know that better than Chris 
Waggett, Producing Area Sales 

Manager at ALCOVA Mortgage, based 
in Wilmington, North Carolina. With 
27 years of industry experience under 
his belt, Chris has seen just about 
everything the housing market can 
throw at buyers—and he’s spent his 
career building a reputation as the kind 
of mortgage professional you want in 
your corner when it’s time to make one 
of life’s biggest financial decisions.

Rooted in Experience, Driven  
by Service 
Chris began his career in mortgage 
lending in 1998. After years of helping 
families secure the homes of their 
dreams, he joined ALCOVA Mortgage, a 
company founded in 2003 with a strong 
mission: to provide homebuyers and 
homeowners with smooth, personalized 
mortgage financing solutions.

“I’ve always believed that our role goes 
far beyond just offering a loan,” Chris 

explains. “It’s about understanding what 
our clients need, guiding them through a 
major milestone, and making sure they 
feel confident every step of the way.”

ALCOVA Mortgage specializes in both 
home purchases and refinancing. Chris 
and his team are especially focused on 
helping residential buyers find the best 
fit for their needs—whether it’s their first 
home, a vacation getaway, or a refinance 
that opens up financial flexibility.

The Power of a Local,  
Dedicated Team 
One of the major differences Chris brings 
to the table is the quality of his team. 
“My team is top-notch,” he says proudly. 
“They go above and beyond to deliver ex-
ceptional service and local support, and 
that’s what really makes the experience 
stand out for our clients and partners.”

From pre-approval to post-closing, Chris 
and his team make it their mission to 
keep communication clear, timelines 
on track, and surprises at bay. Their 

comprehensive approach is why 
many top-producing real estate agents 
consider Chris a trusted extension of 
their client service team.

“If an agent is working, I’m available—
no banker’s hours,” he says. “Whether 
it’s weekends or evenings, I make sure 
they can always reach me when a deal is 
in motion.”

Why Realtors Keep Coming Back 
Chris understands that real estate agents 
need lending partners they can trust—
professionals who not only understand 
the financial side but also recognize the 
value of a client relationship.

“I know how important every single 
referral is to an agent,” Chris explains. 
“When they introduce me to a client, I 
treat that referral like gold. I provide 
a complete and accurate pre-approval 
early in the process so agents know 
their buyers are qualified and ready. 
And if issues come up, I work fast to 
find solutions.”

ALCOVAALCOVA
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In addition to his lending expertise, 
Chris brings added value through co-
marketing opportunities, strategic event 
planning, and customized support to 
help agents grow their businesses. With 
nearly three decades in the industry, 
he’s a steady, experienced hand that 
delivers results without the stress.

Making Dreams a Reality 
For Chris, the most rewarding part 
of his career is seeing clients achieve 
something they once thought was out 
of reach.

“Helping someone own a home 
who didn’t think they could—that’s 
what keeps me going,” he says. “It’s 
incredibly meaningful to play a part in 
that journey.”

And it’s not just the clients who  
benefit. Chris has become a fixture  
in the Wilmington community,  
helping hundreds of local families 
while building strong partnerships  
with area agents who count on his 
reliability and responsiveness.

A Local Who Gives Back 
Born and raised in Wilmington, North 
Carolina, Chris knows the area—and 
its housing market—like the back of his 
hand. His deep roots in the region give 
him a local edge that national lenders 
simply can’t match.

“My knowledge of the market, combined 
with a hands-on approach, really helps 
set clients up for success,” he says.

At home, Chris is supported by his 
wife Hulya, son Connor, and daughter 
Madison, who have stood by him 
through the long hours and high 
demands of mortgage lending. “My 
wife has been my rock throughout this 
career,” he says. “She’s supported me 
every step of the way, and I couldn’t 
have asked for a better partner.”

Balancing a demanding profession with 
family life isn’t easy, but Chris makes 

it a priority. “I try to commit evenings 
and weekends to my family. They 
understand the nature of the business, 
and their support and flexibility have 
been essential.”

Faith, Focus, and a Forward- 
Looking Vision 
Chris credits his strength and success 
to his faith, quoting Philippians 4:13 as 
his personal motto: “I can do all things 
through Christ which strengtheneth me.”

That mindset fuels both his work 
ethic and his commitment to personal 
balance. “Work hard, play some, and 
be responsible for health, mind, and 
body,” he says. It’s a simple philosophy, 
but one that has served him—and his 
clients—well.

Looking ahead, Chris’s goals are clear: 
“Remain a top loan officer, continue to 
earn trust as a local expert, and keep 
providing exceptional service that leads 
to long-term relationships.”

A Final Word to Realtors 
“If you’re a top-producing real estate 
agent and want a lender partner who 
will treat every client like a VIP, keep 
your deals on track, and help you grow 
your business, I’m your guy,” Chris 
says. “With fast approvals, transparent 
communication, and a commitment to 
results, my team and I are here to make 
you look great—every single time.”

Contact Chris Waggett with 

ALCOVA Mortgage Today! 

1430 Commonwealth Drive, 

Suite 202 

Wilmington, NC 28403 

CONTACT

US!

“Helping 
someone own a 
home who didn’t 
think they could—
that’s what keeps 

me going.”
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Roofing,
Remodeling,

New Construction

Improving Homes, Earning Trust
One Project at a Time

Call for a FREE Estimate!
910-471-4197

aberleconstruct ionl lc .com

910.660.0215Local & Independently Owned

CHOICES MATTER. 
COASTAL INSURANCE IS OUR TOP PRIORITY.

1650 MILITARY CUTOFF
Wilmington, NC 28405

51 S. END CT
Hampstead, NC 28443

apriljonesinsurance.com | info@apriljonesinsurance.com

Scan to
Get Your 

Client's Quote 
Started & We 
Will Take It 

From There!

Contact us today
to get started!

As your local independent insurance team, we represent many 
leading insurance companies. We are able to o�er your clients 

choices and provide the protection that is right for them.

R e s i d e n t i a l  &  C o m m e r c i a l  M o v i n g
S t o r a g e  |  I n t e r i o r  D e s i g n

Your clients are ready to move
without moving a thing.

Friendly | Prompt
Mindful | Professional

910-769-5628
SouthernMovingNC.com

Call or visit our website
for your moving quote.
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Real Estate 
Meets the 
Spotlight

Hall
WRITTEN 

BY DAVE 

DANIELSON 

PHOTOS BY: 

BRADLEY 

STRICKLAND

RISING STAR

For Wilmington native Brook Hall, real estate was a calling. Although it 

wasn’t the career she originally pursued, it became the perfect blend of 

her skills, passions, and family legacy. From an early career as a public 

school teacher, to running her mom’s property management business, 

to becoming an award-winning Realtor and performing musician, Brook 

proves that success is found where hard work and passion meet. 

BrookHall
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A Wilmington Native with Deep Roots 
Born and raised in Wilmington, Brook has always felt a 
strong connection to the area. After graduating from North 
Carolina State University in 2015 with a degree in Elementary 
Education, she began her career as a third and fourth grade 
teacher in Raleigh. While she loved working with students, a 
return to Wilmington in 2019 shifted her path in a different 
direction. That year, she began working for her mother, 
Rebecca’s, property management company, Wilmington Realty, 
one of the oldest and largest in the region. To prepare for her 
role as property manager, she earned her real estate license, 
and found herself interested in the sales side of the business in 
the process. 

Finding Her Niche 
Working with investors on a daily basis opened Brook’s eyes to 
new opportunities. When the market shifted in 2020, many of 
her clients were ready to sell or add to their rental portfolios. 

At first, Brook referred them to other agents, since Wilmington 
Realty specialized in property management. It wasn’t long 
before she realized her relationship with the clients and 
knowledge of their properties made her the best choice to 
represent them. 

“We gained their trust and had longstanding relationships 
handling their rentals, so they often would ask us to handle 
their sales,” she recalled. “I began thinking “I really should 
start doing this myself. I know my clients and their properties 
better than anyone.” Not only was it an opportunity for Brook 
to serve her clients in a new capacity, but to expand the 
business as a whole. 

Learning from the Best 
In 2022, Brook joined Spot Real Estate, a boutique firm in 
Wilmington. Joining Spot put her in a position to learn from 
high-performing agents, while continuing her property 
management role with Wilmington Realty. “It was a great 
experience,” she says. “I sold a lot of real estate while having 
their support, and made lasting connections. It was a great fit 
for me and it helped set the foundation for my practice today.” 
Her efforts didn’t go unnoticed- she earned Rookie of the Year 
at Spot in her first year of sales. 

Balancing Growth and Responsibility 
Brook admits the early years were challenging. Balancing 
her responsibilities at Wilmington Realty—managing staff, 
supporting clients, and overseeing operations—while learning 
the sales side of the business required long hours and careful 
delegation. But with a strong team around her, she was able to 
expand both sides of the business. 

That balancing act paid off. To date, Brook has achieved more 
than $11.8 million in career sales volume. Looking forward, 
her goal is to grow Wilmington Realty’s sales division so it 
is recognized as strongly for brokerage as it is for property 
management. Soon, she will become part-owner of the 
company her mother has led for more than 40 years. 

A Typical Day 
Brook’s days are full, but intentionally structured. Mornings 
start at 6 am with a workout–whether hot yoga, running or 
the gym–followed by coffee and a podcast or music. At the 

“I get to ‘sell’ my favorite 
place in the world, which 
comes naturally. This job 
has endless possibilities, 
and it is what you make it.”



Cape Fear Real Producers • 2524 • January 2026

office, she divides her time between meetings with staff, 
property visits, and responding to the constant stream of 
calls and emails. Evenings often involve cooking at home, 
attending community events, practicing for gigs, or catching 
dinner with friends. 

“I don’t let a lot of time go by without doing something,” she 
says. “Even if I only have five minutes, I try to check one thing 
off my list.” 

What Sets Her Apart 
For Brook, the secret to success has been finding her niche. 
Instead of trying to do everything, she has focused on serving 
the needs of her investor clients and expanding outward 
from there. Along the way, she has embraced the power of 
networking, learning from those she admires, and giving back 
whenever possible. 

Her favorite part of the job? Selling Wilmington itself. “I get to 
‘sell’ my favorite place in the world, which comes naturally,” 
she says. This job has endless possibilities, and it is what you 
make it.” 

Passions Beyond Real Estate 
Outside of work, Brook has plenty of outlets for creativity 
and connection. A talented musician, she sings and plays 
guitar at venues across town, including Jimmy’s, Stoked, and 
The Commodore Club. She also enjoys boating, being on the 
water, and supporting local causes. With her background in 
education, she volunteers with Communities in Schools and 
Wilmington School of the Arts, helping young people succeed. 

Family remains a central influence in Brook’s life. Her father, 
J.K. Hall, owned 
and operated 
a commercial 
construction 
company called 
Cape Fear 
Maintenance for 
over 20 years, 
which he sold 
in 2013. Her 
mother built a 
respected legacy 
with Wilmington 
Realty. Both 
instilled in her
the values of hard 
work, integrity, 
and treating 
people fairly. “I owe my work ethic to my parents,” she says. 

Defining Success 
For Brook, success isn’t measured by numbers but by 
experiences. “When a client tells me I made the process easy, 
or refers me to a friend, that’s when I feel successful,” she 

says. She aims to be remembered for 
her professionalism, determination, 
and kindness. 

Her advice for new agents is simple but 
powerful: learn from others, think win-
win, and always be respectful. “Do the 
very best you can with the opportunities 
you’ve been given,” she adds. “They tend 

to multiply from there.” 

With her passion for people, her deep roots in Wilmington, and 
her drive to keep learning and growing, Brook Hall is not only 
honoring her family’s legacy—she’s shaping the future of real 
estate in her hometown.
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910-622-0531 • www.loganhomes.com

HELP YOUR CLIENTS
FIND THEIR
DREAM HOME
New Logan Homes Communities
from the $200s to $700s

Follow us on Instagram @loganhomesus to see our
latest homes, designs, and community launches.

home collections Select, Signature,
Premier, and Luxe designed to fit every

luxury coastal living.

Let’s work together your clients will thank you.
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I

PRIORITIZING PEOPLE

Wiggins

SPECIAL FEATURE

In the heart of Hampstead, North 
Carolina, REALTOR Haley Wiggins 
has carved out a reputation for 
more than just helping clients buy 
and sell homes. Known online as 
“Haley Sells Hampstead”, she has 
built her business on connection, 
creativity, and community. 

With Carolina One Properties 
as her professional home base, 
Haley serves clients with a client-
first approach that prioritizes 
relationships over transactions.

From Mount Olive to the Coast 
Born and raised in Mount 
Olive, NC, Haley pursued her 
degree in Marketing and Mass 
Communications at North 
Carolina State University, 
graduating in 2011. She later 
earned an MBA Essentials 
Certification from Shenandoah 
University in 2014. Though 
her first professional role was 
in higher education, she was 
influenced by a mentor who 
once owned a real estate firm 
and recognized her potential in 
the field.That advice stayed with 
her, and when Haley and her 
husband moved to the coast in 
2014, she decided it was time to 
follow her passion for design, 
marketing, and real estate. She 
earned her license that same 
year and dove headfirst into 
learning everything she could 
about the business.

Blending Marketing, 
Construction, and Design 
Haley’s career began with a 
builder on Topsail Island, where 
she quickly gained hands-
on experience in residential 
construction. By 2016, she was 
serving as Marketing Director 
for a real estate and property 
management firm in Surf City, 
helping vacation rental owners 
improve their homes through 
strategic updates. It wasn’t long 
before she was asked to manage 
a full-scale renovation for a client 
who didn’t live locally—a role 

that set her on a five-year journey 
into project management.

Those experiences gave her 
a unique skill set that blends 
construction knowledge, 
renovation expertise, and design 
insight with traditional real estate 
sales. Whether guiding a seller on 
smart upgrades or helping a buyer 
see the potential in a property, 
Haley brings a perspective that 
sets her apart from most agents.

A Shift Toward Balance  
and Family 
In 2020, after the birth of her 
first child, Haley reevaluated 

her career path. She shifted her 
focus away from renovation 
management and toward 
residential sales, choosing a  
path that provided more balance 
with her growing family. By 2022, 
she had aligned with Carolina 
One Properties, concentrating 
on the Hampstead and Topsail 
Island markets.

While she sometimes misses the 
hands-on world of renovations, 
Haley says she finds deep 
fulfillment in helping clients 
buy and sell homes they love. “I 
treat every client like I would my 
own family,” she explains. “This WRITTEN BY DAVE DANIELSON 

PHOTOS BY: BRADLEY STRICKLAND

Haley
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business isn’t just about houses—
it’s about helping people find a 
place that truly feels like home.”

Life in Hampstead 
Haley’s passion for community 
shines through her local lifestyle 
series, Hampstead Happenings, 
which spotlights small businesses 
and highlights the charm of 
coastal living. She also has plans 
to expand her storytelling with 
a mini podcast and enhanced 
online presence that celebrates 
Hampstead’s unique character.

She and her husband, Brady, 
have lived on Topsail Island, 
Wilmington, and now Hampstead, 
which she describes as “the sweet 
spot” for their family. Together 
they’re raising their two children, 
Emerson (5) and Rowan (3), along 
with their loyal labradoodle, 
Finley. As a family, they love 
boating, beach days, golf cart 
rides, and evenings outdoors—
simple joys that make coastal 
living so rewarding.

A Day in the Life 
No two days look the same for 
Haley, which is part of what keeps 
real estate exciting. Mornings 
often begin with school drop-
offs and a strong cup of coffee, 
followed by content creation, 

This business isn’t just 
about houses—it’s 

about helping people 
find a place that truly 

feels like home.”
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lead follow-ups, and business 
planning. Afternoons are 
client-focused, with showings, 
inspections, and negotiations 
filling her schedule. Evenings 
are reserved for family time, 
though she admits that real estate 
sometimes calls her back to her 
phone after dinner.

“Real estate isn’t 9–5,” she says 
with a smile, “but the flexibility 
it provides allows me to show up 
for both my clients and my family. 
That’s what makes it all worth it.”

Keys to Success 
Haley credits her success to  
three key practices: intentional 
time blocking, social media,  
and learning to say no. By 
structuring her days and 
focusing on clients who are the 
best fit, she has built a business 

that feels aligned with both her 
professional and personal goals. 
Social media, in particular, 
has been a powerful tool for 
attracting clients who connect 
with her authentic approach and 
love for coastal living.

Beyond Transactions 
What truly sets Haley apart 
is her commitment to seeing 
beyond the transaction. With 
her background in construction, 
design, and marketing, she 
brings a full-service approach 
that benefits buyers, sellers, 
and investors alike. As an 
Airbnb Superhost, she also 
offers valuable insight to those 
interested in short-term rentals 
and investment properties.

But above all, Haley emphasizes 
trust. “I’m not focused on closing a 

deal at any cost,” she says. “I want 
to do what’s right for my clients, 
even if that means advising them 
to wait or walk away.”

Defining Success 
For Haley, success isn’t defined 
by sales numbers but by balance, 
impact, and joy. “It’s about 
creating a life where my work 
and family complement each 
other, not compete with each 
other,” she reflects. “I want to 
serve well and live well—and 
that’s the rhythm I try to follow.”

With her client-centered 
philosophy and love for her 
community, Haley Wiggins 
continues to build more than a 
business in Hampstead—she’s 
building connections, stories, and 
a legacy of service rooted in both 
purpose and presence.
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FROM DISASTER
TO SOLD ONE CALL TO RESTORE

AND CLOSE.

Available
24/7

• MOLD REMOVAL  • FIRE AND SMOKE DAMAGE
• WATER DAMAGE • BIOHAZARD CLEANUP (910) 793-8586

Wilmington Office

Boutique Luxury Custom
Home Builder and Renovator

910.712.2767
gannonbuildinggroup.com

As a premier boutique custom 
home builder, we specialize in 

creating distinctive luxury homes 
and undertaking large-scale 

renovations that redefine 
living spaces.

TRANSFORMING
OUTDATED TO AUTHENTIC
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B U I L D I N G  C O M M U N I T Y  E A C H  D AY

Costin Group

WRITTEN 

BY DAVE 

DANIELSON

COVER STORY

The Matthew Costin and 
Caroline Holman 
have built a business 
defined by resilience, 
commitment, and a 
genuine passion for the 
community they serve. 
As The Costin Group 
at Nest Realty, the pair 
brings together two 
complementary paths, 
each shaped by unique 
beginnings and an 
unwavering dedication 
to clients across the 
Cape Fear region.

Rooted in North Carolina 
Both Matt and Caroline are proud to call 
North Carolina home. Matt was born in 
New Hanover County and raised in Pin 
Hook, a small town 45 minutes north 
of Wilmington known affectionately as 
“The Land of Swine and Wine.” Caroline 
was born and raised primarily in 
Winston-Salem before her family built 
a home on Wrightsville Beach in 2002, 
where they have lived ever since.

Their educational paths diverged early. 
Matt attended Pitt Community College 
before beginning a career in commercial 
construction. Caroline attended The 
University of Alabama, graduating in 
2016 with a degree in fashion and plans 
for a long-term career in retail.

Finding Their Way Into Real Estate 
Both discovered real estate through 
pivotal turning points. For Matt, the shift 
came unexpectedly in 2008 after losing 
his job in construction amid a turbulent 
economic period. Encouraged by 
respected Surf City Realtor Timmy Evans, 
he stepped into the industry with little 
more than determination and a belief in 
his ability to connect with people.

Caroline’s introduction to real estate 
came in 2018 during a time of transition. 

With a long family history in the 
profession—her grandmother and 
uncle both Realtors—she soon realized 
the industry was a natural fit. Within 
months, she met Matt and joined his 
growing team.

Early Challenges and Long- 
Term Growth 
Matt describes his entry into the 
business in 2009 as “diving into the 
deep end during a storm.” The market 

was still reeling from crisis, and many 
clients were navigating heartbreaking 
circumstances. Those early years, he 
says, shaped his resolve: If you can 
survive this, you can thrive when the 
good times come.

Caroline’s first year was also difficult, 
moving from a stable full-time job to 
months without income. Joining The 
Costin Group changed her trajectory, 
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giving her structure, mentorship, and a 
clear path forward.

Building The Costin Group 
Over the course of his career, Matt has 
worked with three companies: Century 
21, Coldwell Banker, and, since 2020, 
Nest Realty. His time at Coldwell Banker 
provided invaluable mentorship from 
industry veterans who helped solidify 
his professional foundation. Around 
2015, he launched The Costin Group, 
welcoming agents including Molly 
Tilyou, Michael Urti, and Katie Urti. 
He credits each with their own success 
while noting how grateful he is to have 
supported their journeys.

Caroline began her career at Coldwell 
Banker Sea Coast Advantage, immersing 
herself in training and prospecting 
before joining The Costin Group—an 
opportunity she now sees as the turning 
point in both her professional and 
personal growth. In 2023, she expanded 

her skill set further by earning her 
General Contractor license.

Together, Matt and Caroline closed over 
$42 million in volume last year, more 
than doubling their original 2025 goal of 
$20 million.

A Modern Approach to Marketing 
The Costin Group has become known 
for its strong digital presence and 
community-focused content. Social 
media has been a major catalyst for 
growth, helping them reach new 
audiences and showcase the lifestyle 
and culture of Wilmington.

Caroline has spearheaded much of 
this effort, particularly through her 
Wilmington Guides—comprehensive 
resources featuring more than 130 local 
businesses, restaurants, parks, and 
attractions, as well as neighborhood and 
first-time homebuyer guides. These tools 
have helped followers build trust and 

familiarity long before meeting the team 
in person.

What Sets Them Apart 
Education and authenticity serve as 
the foundation of their work. Matt 
emphasizes the importance of helping 
people understand the area long before 
they decide to move, while ensuring 
clients feel connected to the community 
from the start. Caroline focuses heavily 
on overcoming assumptions about 
her age, using consistent, high-value 
content to demonstrate competence 
and professionalism.

Above all, they strive to blend  
strong results with a memorable, 
personable experience.

Life Beyond Real Estate 
Outside the office, both are deeply 
committed to family. Matt’s wife, 
Emily, has worked in lending for 
many years, making theirs a true real 

Together, 
Matt and 
Caroline 

closed over 
$42 million in 

volume last 
year, more 

than doubling 
their original 

2025 goal of 
$20 million.
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estate partnership. Caroline and her 
husband, Klein—together for 13 years 
and married for two—spend weekends 
exploring the water by boat or watching 
Alabama football with their two dogs. 
Caroline’s family also founded the Paul J. 
Ciener Botanical Garden in Kernersville, 
an organization she proudly supports.

Matt recently completed a major 
personal goal: finishing the 140-mile 
Ironman Chattanooga, a challenge 
he calls one of the best and hardest 
experiences of his life.

Values, Mentorship, and the  
Road Ahead 
Both credit key mentors with shaping 
their careers, from seasoned agents 
who offered candid guidance to friends 
and family who provided unwavering 
support. Caroline cites Matt as her most 
influential mentor, noting his steady 
leadership and ability to make success 
feel both achievable and enjoyable.

Looking ahead, The Costin Group aims 
to continue expanding its reach, serving 
as a resource for locals and newcomers 
alike while strengthening ties with 
the businesses and people who make 
Wilmington special.

Their philosophy is simple: be authentic, 
work hard, stay humble, and make 
every client feel supported—long before, 
during, and after the transaction.

Their philosophy is 
simple: be authentic, 
work hard, stay humble, 
and make every client 
feel supported—long 
before, during, and after 
the transaction.
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W I T H  YO U R  T RU S T E D  PA RT N E R

I N  P R O P E RT Y  M A NA G E M E N T

Maximize Success 

R E S I D E N T IA L  &  C O M M E R C IA L  
P R O P E RT Y  M A NA G E M E N T  

SouthernChoice.com
4900 Randall Pkwy, Ste. A  |  Wilmington

910.791.9813

Sign Up for a Course Today!

Private firm instruction 
for Form Updates and 

CE classes

DISCOVER THE FREEDOM OF CHOICE, CALL HOLLY
910.233.7049 | huneycuttgroup.com
holly@huneycuttgroup.com

Holly Angermeier
Agent

AUTOMOTIVE | BOAT | HOME

New  
Ye�,

New Listings,
Seamless Coverage.



9151 Currency St.
Irving, TX 75063


