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EXCEPTIONAL
MORTGAGE
EXPERIENCE

Martha Cooper Kathryn Bornac
Loan Officer

NMLS #111632

Cell (336) 215-1474

martha@helmsmortgage.com

Loan Officer It’s not too late to make strategic tax moves before year-end. Our experts help you reduce

NMLS #113717 your 2025 tax burden, plan ahead for 2026, and stay prepared long before problems arise.
Cell (336) 287-8257

kathryn@helmsmortgage.com

From proactive planning to IRS resolution, we keep you one step ahead—so tax
season never catches you off guard.

You can trust our team
to be a helpful pariner
during your purchase

MORTGAG E% and refinance.

STRATEGIC TAX ADVISORY

Helms Mortgage LLC, NMLS #1283399 « (visit www.nmlsconsumeraccess.org for a complete list of licensing information) ¢ 717 Green Valley Rd Ste 200 Greensboro, NC d uaIViSioninc.com I (336) 229-5545
27408, 336-478-6820 is licensed by the NC Commissioner of Banks License #163562, licensed by SC DCA, licensed by the SCCB of Financial Institutions in VA #MC-7169,
and licensed by Montana Department of Admin BFI. Contact Helms Mortgage LLC directly to learn more about the mortgage products it offers and your eligibility for such

products. Other restrictions may apply. Equal Housing Opportunity. All rights reserved.

Helms Mortgage, LLC ¢ 717 Green Valley Rd, Ste 200 ¢ Greensboro, NC 27408 @ DualVision Inc. | Licensed in NC | Schedule Your Free Consultation
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As the snow falls and a fresh year begins, it's the perfect
time to help your cIients turn the page 5nd step into a
new home. Partner with us for smooth, stress-free ;
flnancmg that helps you close dear faster in 2026!
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Preferred Pariners

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
Windsor Homes
(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
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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

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

TAX STRATEGY
DualVision Inc.
(336) 229-5545

STAGING & HOME DESIGN
Envision Interiors NC
NANCY JONES

(336) 778-6566

STRUCTURAL ENGINEERING
Modulus, PLLC.

JAY CUMBUS

(336) 970-9104

IT'rusted Attorney"”

REAL ESTATE LAW - BUSINESS LAW « ESTATE & PROBATE

"Your Local,

BARKER LAW, P.C.
ATTORNEY AT LAW

truman@ncbarkerlaw.com
(336) 823-2448 « NCBarkerLaw.com
1006 N. Main St., High Point, NC 27262
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$1000 OFF OR
NO MONEY DOWN
Payments As Low As
$99 /month

T _(_44!»\.. L

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

Veteran-Owned
& Operated

Our mission at Capital Moving & |
Storage is to provide you witha |
guaranteed care-free and
affordable moving experience.

We accomplish this by treating.yousike
family! We will prepare, secure, and move
your property as if it were our own. You will
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 can as

(0] Jo)

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

a company to relieve you of the stress and
burden of the moving process.

4.7/5 Customer Reviews [440)

Welcome to Your Local Resource
Ashley Williams

2026} e
® awilliams@firstam.com

Your 2026 roadmap to success starts
today! Update your marketing plan,

set new goals, and reach out to me for
home warranty support. Remember, I'm
always here for you.

Let’s connect.
MAEGAN ALL'SON firstamrealestate.com "Brotectina Client Relationshi
336.600.3552 | TRIAD@CAPITALMOVINGNC.COM Phone Orders: 800-444-9030 Budgetand Time®

1585 GABLE STREET HIGH POINT, NC 27260
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Meet
The

Team

Alexis Brinkley Ashley Doremus Jason Weber Joe Larz
Publisher & Editor Content Coordinator Writer & Account Executive Writer
& Ad ManagerWriter

MEET MORE OF
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Dave Danielson Nick Ingrisani Joseph Manser III

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
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. NOTE: When community
events take place, photographers may be present to take photos for that event and they may be used in this publication.
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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

(C(n\\l TEAM HAYS

1l CROSSCOUNTRY MORTGAGE

Equal Howusing Oppontunity. All loans subject 1o undenaniting approval. Certain restrictions apphy. Call for details. All Domrowers must mest minimum credit
score, laan-to-walue, debt-to income, and ather requirements to qualify for any mortgage program. CrossCountry Mortgage, LLE MMLUS30 NMLS1£45990

WA, "\l"'\ll'.d\.'.II'ul]""\."-\.Il.'.l'.':u'.-.l'."'"_il e T ]

12 - January 2026

i”Q@@ ce
= —  Heating, Air Conditioning
S = 4 i
) And Mechanical Solutions

336-875-5439

WWW.DILLIGENCEHEATINGANDAIR.COM

©) PROTECTING YOUR CLIENTS' INTERESTS,
ONE INSPECTION AT A TIME
SERVICE, INSTALLATION, AND MAINTENANCE




RISING STAR

A STEADY
HAND IN'A
FAST MARKET

BY JOE LARZ
PHOTOS BY JARVIS HARRIS

If you spend even five minutes with Megan Gibbs, you notice

something right away. She has this easy way of making you feel

like she’s really listening, even when the day is packed and her

phone keeps buzzing in the background.

She has a calm focus that doesn’t feel forced. It’s the kind of
presence that makes sense once you hear how she ended up
in real estate.

Before she was helping people buy and sell homes, she was
running The Barker Shop, her dog grooming business. Most
people don’t connect grooming with real estate, but she laughs
when she talks about it because the connection is obvious to her.

“You learn a lot when people trust you with their pets,” she
said. “Communication, service, consistency, all of it. You're not
just trimming fur. You're building a relationship.”

That business sharpened her eye for details and taught her
how to treat people, especially when they’re nervous or
unsure. And in a way, that gave her a head start. When she
finally stepped into real estate, she already understood the part
most new agents struggle with.

The people part and the relationship part.

Still, she’ll tell you the transition wasn’t all smooth. The market
was competitive. Everyone seemed a step ahead, already
seasoned, already confident. She remembers the pressure of
figuring out her schedule, how to keep leads flowing, how to
stay grounded when the workload doubled overnight.

“It’s a lot at first,” she said. “You'’re trying to stand out while
also just trying to keep up. It took time to find my footing.”

But she didn’t fold. That’s not Megan. She’s naturally driven,
the kind of person who sees a challenge and decides to grow
into it rather than back away. She focused on relationships. She
concentrated on getting better with every conversation, every
showing, every contract.

Little by little, people started coming back to her. Then they
started referring their friends. And that’s when things really
began to take shape.

Her clients will tell you something that explains a lot of her
success: she makes people feel like they matter. Every single
one of them. She doesn’t rush calls. She doesn’t disappear

between steps. She treats them like they’re the only file on her
desk even when she’s juggling ten.

“I just want people to feel taken care of,” she said. “Buying a
home is huge. It affects everything. They deserve to feel like
they’re a priority.”

Ask Megan what qualities make a great agent, and she won’t
talk about sales tactics or scripts or social media strategies.
She’ll talk about consistency and integrity. Showing up when
you say you will. Doing what you said you’d do even when it’s
inconvenient. Caring enough to slow down and explain things.
It’s simple, but simple usually holds up the longest.

HOMETEAM INSPECTION SERVICE.

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

Your clients loved this house. And you wanted them toget it

But you also wanted to build trust beyond this transaction. S
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

Triad Real Producers - 15



She’s big on advice too, especially for younger agents trying to
build a path the way she did.

Her guidance isn’t sugarcoated.

“Stay consistent. Stay coachable. Learn your contracts. Know
your market,” she said. “Confidence shows up after the reps.
Not before.”

There’s no magic trick in her formula. It’s the fundamentals.
Over and over again.

In November, Megan opened Realty Hub 101, Inc, her own
brokerage. She wanted to build something rooted in the
same values she built her career on. A place that puts people
first, both agents and clients. It’s a natural extension of who
she is, another step in building something steady,
trustworthy, and real.

When she talks about the future, she doesn’t
sound rushed. She’s not chasing some
imaginary finish line. She just wants

to grow at a steady pace. She wants to
expand her brokerage. Build a brand

people trust without hesitation. Create
something her kids can be proud of. You

get the sense she’ll do exactly that, one
decision at a time.

Balancing everything is its own
challenge, especially with a busy
career and two kids who need her
attention. She’s intentional about
keeping space for them. It’s not
always perfect, but she does
her best to protect those
pockets of time that keep
her connected to them and
to herself.

“You've got to recharge,”
she said. “If you burn
out, the work doesn’t
get better. Your life
doesn’t get better. So I
try to stay organized
and focus on what
really matters.”

Outside of real
estate, Megan

16 - January 2026

lights up when she talks about her hobbies. Pilates helps her
reset, gives her a quiet hour where nobody needs anything
from her. And the dog world is still a big part of her life.

She goes to shows when she can, keeps up with different
breeds, and even has a dog of her own that competes. When
she mentioned it, there was this little spark in her voice, like
that part of her life still feels like home.

And then, of course, she grinned and said, “And I love to shop
when I get the chance. What girl doesn’t?”

It’s in moments like that you see the whole picture. She’s
professional, but she’s human. She’s driven, but she’s grounded.
She takes her work seriously, but she doesn’t lose the parts of
herself that make the work worth doing.

Megan Gibbs may be earlier in her real estate
career than some of the veterans in the field,
but she carries herself with the confidence of
someone who has earned every step.

Nothing about her path was handed to
her. She built it patiently and honestly,
in a way that lasts because it’s rooted
in real relationships and real effort.

If there’s a theme to her story, it’s
simple. Show up. Treat people
well. Keep growing.

It isn’t flashy, and she isn’t
trying to be. She’s genuine,
steady, and completely herself.
In a crowded industry, that
kind of authenticity is what
people remember.

66

| just want
people to feel
taken care
of. Buying a
home is huge.
It affects
everything.
They deserve
to feel like
they're a

priority.”




Want to GROW and SAVE TIME? Partner with us!

All Closing Coordinators are NC Licensed Real Estate Brokers

h _L/‘? | ___

Managing Real Estate
closing transactions
for over 20 years.

e

Kim Del Favero, Owner .

REALTOR®, BIC, ABR
336-214-7657 [SlE= )
Kim@repscc.com A

RepsForYou.com E Real Estate Protessional services

Craige Jenkins
Luipfert & Walker wip

Attorneys at Law

Malia M. Williams, Esq. [
Real Estate Attorney Rising Stars
mwilliams@craigejenkins.com Malla Willlams
336.714.2560  (_SuperLawyers.com

RESIDENTIAL
AND COMMERCIAL

LEGAL
SERVICES
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- Don't trust your home to just anyone, put -
- your trust in the pros at -1

Exterior Painting/
Staining

Brick Painting

Interior & Cabinet
Painting

Home Repairs
& Renovations

it

Carpentry

i e

1.1_'
ﬁ:'tl' T
f -
L =5

The outcome was breathtaking! Thank you so much to you and your team!"” - Janet H

A A% 4x% FREE CONSULTATIONS #axx%x%

Ask about our Referral
Rewards Program

FIVE STAR 336.560.9168

b FiveStarPainting.com

: Pimighberly company

HL ME

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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PARTNER SPOTLIGHT

The Calm Voice
Families Trust When
Everything Feels Big

PHOTOS BY LIZ GROGAN PHOTOGRAPHY
BY JASON WEBER

hen you talk with Ashley
McKenzie Sharpe, the first
thing you notice is how

steady she is. She sounds like someone
who has spent years walking families
through big, emotional decisions
without making the moment about
herself. She listens. She explains things
in plain language. She stays calm when
everyone else is stressed. And if you ask
her where that comes from, she will
tell you the story the same way she tells
everything else, honestly.

Ashley did not plan on becoming one of
the top loan officers in the country. She
started in banking, working closely with
mortgage originators and helping clients
with credit and home equity lines. She
enjoyed the finance side, and she liked
the problem-solving that came with it.
But her path shifted the day her branch
was robbed at gunpoint. She had only
been a manager for thirty days.

“It was one of those moments where you
realize something has to change,” she said.
“I loved the financial work, but I knew I
needed to get out of banking itself.”

Several originators she already knew
encouraged her to join their world. She
came on as an assistant, expecting to
ease into the job. Three weeks later,
she was promoted to loan officer. She
has stayed in that role ever since,
building a reputation for clarity,
honesty, and consistency.

20 - January 2026

Today, Ashley is in the top one percent of
mortgage originators nationally, and she
leads her team at Highlands Residential
Mortgage with the same values that
shaped her long before she ever learned
how to read a rate sheet.

A signature approach built on
honesty and clarity

Ask Ashley what sets her apart, and
she will not talk about awards or
production milestones.

She talks about people.

“We are very real with clients,” she said.
“We do not overcomplicate the process.
We explain things in a way they can
understand, and we communicate a lot. I
think the availability and honesty over the
years is what has made the difference.”

SHLEY

Ashley and her team approach each
loan as a relationship built on trust.
They text, email, answer questions late
at night, walk clients through difficult
credit situations, and stay with them
until they are ready, even if the process
takes a year or more. For Ashley, that is
the job. It is also why agents come back
to her again and again with their most
important clients.

Values shaped by family and faith
Ashley’s father has been a pastor at
Pinedale Christian Church for many
years, and she grew up watching him
show up for people at their highest
and lowest moments. Births, losses,
celebrations, emergencies, he was
always there.

“That taught me a lot about work ethic
and compassion,” she said. “He worked
constantly, and he did it from a place of
service. My parents led our family with
honesty and love, and that is how I try to
approach my business.”

Those values show in the way she
handles stressful moments. People
buying or selling a home are often
stretched thin emotionally. Ashley tries
to be the calm in the middle of it all, the
person who can look them in the eye
and say, “We have it handled.”

A defining leadership moment

A major shift in Ashley’s career came
when she left the company she had
been with for more than a decade. She
led her team through two transitions
before ultimately finding her home at
Highlands Residential Mortgage.

“It changed me,” she said. “I had to listen
more. I had to lead differently. I do not
believe in being the person who knows




There is no easy way tosu |
Anyone who says-otherwise is
not being honest. y

everything. I want everyone on our
team to have a voice in decisions. That
season bonded us. It strengthened the
way we work together.”

Creating pathways, not transactions
Ashley returns often to the word
“pathway.” To her, homeownership is
not a single moment. It is a process, and
for many clients, it is a long one.

22 . January 2026

There are first-time buyers who need
guidance. Investors building portfolios.
Families constructing new homes.
People who need credit repair or
education before they can take their
first step.

“Everyone’s path is different,” she said.
“Some people need time. Some need
knowledge. Some need hope. I think part
of our job is to meet them where they

are and help them move forward at the
pace that is right for them.”

Nearly twenty years in, that is what
keeps her passionate, the gratitude from
clients who trust her with their families,
their friends, and their futures.

Advice for the next generation

If she could share one piece of advice
with someone entering the mortgage
world, she would keep it simple.

“There is no easy way to success. Anyone
who says otherwise is not being honest.
You have to work hard, stay passionate,
learn from your mistakes, and show up
as the person you say you are. That is
what creates real success.”

The garden, the quiet, and

the recharge

Outside of work, Ashley stays grounded
through gardening and Pilates. Her
backyard oasis is more than a hobby. It
is where she resets.

“Mortgage work is nonstop. Calls,
numbers, conversations, you are pulled
in every direction. Gardening slows
everything down. It lets my mind be still.
It reminds me of the things that matter.”

A family business at heart

One detail that surprises most people
is that Ashley’s team truly is her family.
Her identical twin sister, Jennifer
Kaydas, and her younger sister, Cara
Zimmerman, both work alongside her
every day.

“It changes the whole experience for
clients,” she said. “They get to know one
of us, and when the process moves to
the next step, they are met with another
sister who grew up with the same values
and the same approach. It gives clients a
sense of continuity and trust.”

And then there is Birkin, her
English Bulldog, who Ashley calls
her “ride or die.” Birkin goes
everywhere with her and has
become the unofficial team mascot.

“She is the star of the show,” Ashley said,
laughing. “Everybody loves her.”

A mortgage career built on service,
steadiness, and heart

In a world where real estate can feel
chaotic and unpredictable, Ashley
McKenzie Sharpe has built a career on
clarity, calm, and genuine care.

She shows up for her clients the same
way her father showed up for his
congregation, with consistency, honesty,
and a steady belief that people deserve
someone they can trust with their
biggest decisions.

And for nearly twenty years, that is
exactly what she has given them.

And then there is Birkin,
her English Bulldog, who
Ashley calls her ride or die.

66

She is the star of the
show. Everybody
loves her.”
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) mason@tccjunkremoval.com
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Residential Distress Evaluations

Property Condition Assessments

Jay Cumbus, PE
336.970.9104

Retaining Wall Design

A Veteran-Owned

Company

SpecPROS”

Licensed Home Inspectors

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

24 . January 2026

<026 REALTOR '

g
5

RESOLUTIONS -

e warle arth o 'L{.M:L:_f
ahas is reliakle,
'!Lﬂ.ﬂwﬂ\ta%c&}ﬂt] end has

| 1‘hm‘ eliewtis ."nt?lf weierests

Chloe Joines Brewer

s Beawer, Loan Officer, MMLS o, 20uBorg. Licensed in NC.SC, GA,
FL 19 H NC Hwy 42 N, Ashebord, NC 27203 hilps Sintegritymigs

Mot o commitrmonl Lo lend: not all borrawers will quadify. W

M,
d'f




Serving the Piedmont Triad

Experienceci Excellence
in Property Management

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

AN

Fortified Dreams

NEEB FROFERTY SOLUTIONS
i3 Aleka DeGraaf
g 4thdps.com Property Manager/REALTOR®

AT

OUR SERVICES : ——— IMAGE IS ———888 —

EVERYTHING

AND WE ARE PASSIONATE ABOUT YOUR IMAGE!

| : Headshots
'ts'aﬁj'zza:a-ssm

Children

J Kows

photography &design

CARPENTRY LLC

p PIEDMONT CUSTOM
4

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

FRATERNAL FINANCIAL

you do well

You help us
do good

Peace of mind when
you need it most.

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.

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

Andrew L. McNeal, FICF, CFFM
Liberty, NC 27298
B.336-202-1432

C. 336-894-4907
andrew.l.mcneal@mwarep.org
reps.modernwoodmen.org/
amcneal

Jennifer M. McNeal, FIC
Liberty, NC 27298

B. 336-894-4977
jennifer.m.mcneal@mwarep.org
reps.modernwoodmen.org/
jmcneal

Life insurance | Retirement planning | Financial services | Member programs
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BY CHRIS PAPPALARDO

A brand-new

year is here—no
rewinds, no do-
overs, just fresh

days le‘ld fI‘CSh

opportunmes.

January 2026 isn’t waiting for anyone
to catch up. The market will move
with or without you. So, the real
question is: are you stepping into this

year as a SpCCtQtOI‘... ora COI‘ItCI‘ldCI‘?

Success in real estate has never belonged
to the agents who sit back and “see

what happens.” It belongs to those who
intentionally shape their mindset and
build momentum right from day one.
This is the month to set the tone, claim
your space in the market, and operate
like a professional who expects results.

Stand Tall in a Shifting Market

If there’s one thing consistent about real
estate, it’s change. Rates rise and fall.
Inventory tightens and loosens. Buyer

28 - January 2026

sentiment shifts like the weather. But
the agents who will win in 2026 are the
ones who refuse to let the market dictate
their mindset.

When conditions get tougher, your
value as a professional only becomes
more important. Clients need guidance,
clarity, and confidence—things that
don’t come from guessing or hoping.
They come from preparation, market
expertise, and a belief in your ability to
help people make smart decisions.

You're not just selling homes—you’re
navigating families, investors, and
communities through one of the biggest
financial choices of their lives. That isn’t
a hobby. It’s a calling.

Sharpen Your Habits—

They Build Your Future

January isn’t just another month. It’s the
runway for your entire year. How you
operate now will echo into spring selling
season and beyond.

Commit to habits that raise your floor,

not just your ceiling:

* Daily lead generation before
touching anything reactive

* Studying your local market so
you're the expert in every room

* Follow-up like it’s oxygen, not an
optional chore

* Build relationships, not contact lists

» Exercise, gratitude, and mental
reset time so you stay sharp

You don’t need twelve new goals—you
need discipline around the basics. The
fundamentals always pay the bills. The
flash is optional.

Play Offense, Not Defense

Too many agents enter January waiting:

Waiting for buyers to feel confident...

Waiting for sellers to get motivated...

Waiting for the “right time”...

* Newsflash: the right time is not
coming. It’s already here.

* Being proactive creates business.
That means:

* Hosting consultations even if clients
“aren’t ready yet”

* Educating your database weekly with
value-based insights

* Re-engaging every “maybe
next year” lead

» Networking like people still matter
(because they do)

 Offense builds pipelines. Defense
builds excuses.

Protect Your Mindset Like It’s a
Business Asset

Let’s be blunt—average is overcrowded.

The real estate industry has plenty
of people who dabble, coast, and
complain. You're starting 2026 with a
stronger standard.
* Guard your mindset:
* Limit time with negativity and drama
* Audit what you consume—news,
social feeds, conversations
* Surround yourself with growth-
minded peers
* Celebrate small wins instead
of waiting for a closing to
feel accomplished

Your attitude is the battery that powers
your actions. If it drains, everything stops.

Make January a Statement

This month is your chance to show—not

say—who you intend to be this year:

* Are you the agent who sets goals... or
the one who hits them?

* The agent who waits for business... or
the one who creates it?

* The agent who talks a big game... or
the one who plays one?

The market doesn’t crown champions in
December—it starts doing it right now.

2026 is wide open. You can coast into

it and hope for the best... or you can
attack it like the year that changes your
life. Show up early. Stay consistent. Lead
with confidence. Build momentum that
doesn’t slow down.

January is speaking loudly: This is your
year—if you’re willing to claim it.

Your biggest fan!!!
Chris Pappalardo

If we can help you in anyway Call text or
email me, 336-525-1289
Chris@pappalardoteam.com

Coltrane
& Overfield ruc

Attorneys and Counsellors at Law

& Broyiding creative solutions
to complex legal issues with
integrity and perseverance

336.279.8707

wwWw.caolaw.com

John Covington Overfield

.Illl F#;

2. FOME INSPECTIONS

336-252-8667
OFFICE@ELITE-INSPECT.COM
WWW.ELITE-INSPECT.COM

MEFE T
|HOME INSPECTIONSES

BROOKE MICHAEL, OWNER

J
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OLD SCHOOL

HOME REPAIR/IMPROVEMENTS
“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

L.
J‘
l

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

f-“i
2

-1
-‘ DONATO LAW PC

® Residental Real Estate
Commercial Real Estate

Business Law
Wills & Estates

W

Brassfield Professional Center 336-235-0888

3 2016 New Garden Road, Suite A adonato@anthonydonatolaw.com
k Greensboro, NC 27410 www.anthonydonatolaw.com
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gy
UNIONHOME

MORTGAGE

a

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

u lthl 1

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

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



Roofing HIGHSTREET

Systems, INC

North Carolina’'s Most Trusted
Home Improvement Company @INSUREDBYALYSSA

o) Upgrade your home now with no upfront cost
« Complele your rocfing or home improvemeant
project today,
v Make payment when your home sells,
simple and slress-froe,

(" PAY AT CLOSING PROGRAM
| Ask 1 |

CONTACT US TODAY

. Phone
(336) 671-5208 midatlanticroofingsystems.com

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

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

Savings when You need it, covernge whew it counts.

Jniclolielines Espe il Available by phone until 10PM,

Descubre cuanto podrias ahorrar en tu

seguro de casa. / 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, In:

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

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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You Either
Sink or Swim

Kim Frazier didn’t plan to become a real
estate agent. She certainly didn’t plan

to become one at 49, freshly separated
after a 20-year marriage, holding the
keys to her first house bought entirely
on her own. But life has a way of making
plans for you when you’re not looking.

“I'd been in supply chain management
most of my career,” Kim tells me. “My
husband and I had been together for 20
years. We decided to amicably separate
in the fall of 2019. I was a nervous wreck
buying my own house for the first time.
When we bought our house together, I
just kind of showed up at the closing. I
didn’t know what I was doing.”

Two months after buying that house,
Kim was getting ready to make her
second mortgage payment. It was the
end of February 2020. Her boss, who
lived in Switzerland, called her on
Zoom. The company had sold off the
product line Kim managed as a sourcing
manager for a medical device company.
They gave her a severance package over
the phone.

“I was shocked,” she says. “I just bought
this house. What am I going to do?”

BY JASON WEBER ¢ PHOTOS BY BRIAN ANTHONY

When Your Back’s Against the Wall,

Two weeks later, COVID hit.

“I was even more of a wreck because
now, where am I going to find a job?
How am I going to make my mortgage
payment? What is going to happen to
me? I'm going to be 50.”

Kim filed for unemployment for the first
time in her life. And she got her real
estate license.

The agent who helped her buy that house
had eased her fears and concerns during
one of the most vulnerable times in her
life. Kim wanted to be able to do the same
for what would become her clients.

Looking back, she laughs a little at the
timing. “The first couple years in real
estate with COVID were insane. I feel
like I got a real big crash course to start
off my career.”

I ask her if her back was against the
wall. She doesn’t hesitate. “Yeah, exactly.
It was kind of that sink or swim. And I
just decided to swim.”

Building on What She Already Knew
Kim didn’t come into real estate
empty-handed. She’d spent years in
management, negotiating contracts and
building relationships with vendors.

Her last company even sent her to
Switzerland for a negotiation certification
through the Karrass company.

“I thought, well, hey, I love people. I

love working with people, building
relationships. It’s kind of what I like to do.
And I have experience with negotiating,”
she says. “People skills, relationship
building, and negotiation were all kind

of what I had done for years. So that was
kind of the easy transition.”

The harder part? Learning to be self-
employed. Learning what taxes look like
when no one’s withholding them for
you. Learning how to drum up business
instead of having it handed to you.

“I'd never had to do that before,” Kim
admits. “Business was kind of given to
me and then they said, hey, here’s the
suppliers we think we want to work
with, you kind of take it from here. Now
I'was the one having to say, hey, do you
want to buy or sell a house? How about
working with me?”

She joined Your Home Team of Allen
Tate, part of Smith Marketing, and
leaned on a teammate who’d been in the
business for years.

“I'm going to pat myself on the back for a
minute because I've always worked very
hard. Work ethic has never been an issue
for me. It was just trying to apply that skill
set to now being self-employed and 100%
responsible for me and my income.”

Her kids were heavily involved in
sports, which expanded her network.
She’s always shared her life story with
open transparency. Referral and repeat
clients have become the strongest
aspects of her business.

What Actually Matters
I ask Kim what she thinks sets a great real
estate agent apart from everyone else.

“Communication,” she says without
missing a beat. “Keeping all parties in
the loop as to what’s going on is huge.
And then again, you have to be able to
negotiate. We are hired to do a job for
our clients, and that doesn’t just mean
getting them the house of their dreams.
There’s a lot that goes into that. Just
being in touch and in tune with people
and able to understand where they’re at
and what they truly need and want.”



I learned that
if you don’t
have some
kind of work-
life balance,
you’re going to
burn out in this
business.

This business is hard,
and it requires nights and
weekends and holidays.

You have to
be able to
take care of
yourself.”

It’s more relational than
transactional, I say.

“Yes,” she agrees. “And

I think people forget

that if I work with you
on a transaction today,
agent to agent, and it’s

a terrible experience,
there’s a chance we
could be on opposite
sides of a deal next week,
next year, five years
from now. And I want to
know going into this that
you and I can work well
together. That’s huge.”

Her advice to new
agents is simple but

not easy. “Don’t think
that this industry is
easy breezy. You have

to work hard. But if
you put people before
paychecks, I believe you
will be successful.”

Kim’s success came quickly. In 2021,
after just her first full year in real
estate, she won the Bright Beginnings
Award, given to only one new agent
per year. By year two, she was already
getting major referral business.

In 2022, she earned the Rise Award
through NC Realtors. She was the
Community Services award recipient for
2024 through the High Point Association,
and that same year, she was elected

to serve a three-year term on the High
Point Regional Association of Realtors
Board of Directors.

In 2025, she won the Barbara Tate
Legendary Service Award.

Full Circle Moments

Kim’s favorite story from this past year
says everything about why she does this
work. A friend asked her to help her
boyfriend find a house when he moved
to the area. Kim did. Eventually, the
couple moved in together and decided
they wanted to buy a house together. So
Kim sold their current house and helped
them buy a new one.

This past weekend, they threw their
first big annual party at the new house.
Kim was there with about 90 other
people when he got down on one knee
and proposed.

“That to me is kind of what it’s all
about,” Kim says. “They’re building their
future, and I got to be a part of that.
I'had no idea this was even going to
happen that night. It was fantastic.”

Kim was also featured in the October
2024 breast cancer awareness issue,
another meaningful moment in a year
full of them.

Finding Balance

When I ask about work-life balance, Kim
laughs. “When I saw that question on
this list, I thought, boy, this is going to be
a good one. I'm not real good at that. I'll
be honest with you.”

For the first five years in real estate,
Kim didn’t take a single vacation. “I just
felt like there was nobody else helping
me pay my bills, and I could not turn
down an opportunity while 'm away on
vacation if one were to arise.”

This year, she made up for it. She took
a week and went to Spain with her best
friend, then several little two and three-
day trips.

“Ilearned that if you don’t have some
kind of work-life balance, you’re going
to burn out in this business. This
business is hard, and it requires nights
and weekends and holidays. You have to
be able to take care of yourself.”

When she does have downtime,

Kim loves to travel, preferably
internationally. And she has what she
calls Sinatra Sundays. “I clean in the
morning, I spend all day cooking, I've
got music playing and I am just kind of
in the moment enjoying life.”

Sometimes you don’t choose a new path.
Sometimes it chooses you.

Kim Frazier’s back was against the wall
in 2020. She could have sunk. Instead,
she swam.
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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

e 336-302-6644

MODERN DAY
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NEW HOME FOR THE NEW YEAR?
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IT HIGHT BE EASIER THAN YOU THINK!

DON OWENS MORTGAGE TEAM

PROUDLY PROVIDING LOCAL HOME LOANS | PURCHASE & REFINANCE

www.DonOwensLoans.com | 336-542-2494

WHAT PEOPLE ARE SAYING ABOUT OUR TEAM:

W HRRX

“Don and his team were wary kind, patient,
and made (he homea buying process axtramely
easy, They ware available for any questions
and took time to guide us through the process
<0 we could make the best financial decision
for our family’s needs. We are very grafeful
and highly recommend their sendoes.”

- Wi M.

~

-

N RENR R
"Don and his leam were excellent in avery
aspecl. They were prolessional and patient,
In this climate where great customer sendice
is rare, | can vouch for this beam. Anthomy was
consistent and courteous... If you're reading
this and are considering this company, stop
searching, It will not get any better than this,”

- Robert D,
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“Dian and his team were all wanderful (o work
with. As a first ime homebauyer Don took the
time to explain everything as many bimes
as il took, In addition 1o giving invaluable
Iinfermation pertinent to my SuUCcess as 4
home ownel. | would recommend the team to
anyone and truly cowdd not have asked for a
better experience!”

- Davida H.

INVESTORS GROUP

204 Muirs Chapel Rd, Suite 318

LY FOUTTY, weereen

Greensboro NC 27410
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THE MORTGAGE BEAT

Are We Finally

Looking at
a Market
Ready to

Move-?

BY RJ MEYERHOFFER, VP OF
MORTGAGE LENDING

After three years
of headlines,
hesitation, and
enough mortgage-
rate chatter to
last a lifetime,

the Piedmont Triad enters 2026 with
something we haven’t felt in a while:
movement. Not dramatic movement,
not headline-grabbing movement — but
the kind of steady shift that finally lets
buyers and sellers breathe again.

The past few years dragged under the
weight of rates parked in the mid-to-
upper sixes. Nothing froze completely,
but nothing accelerated either. Even
early 2025 had us stuck near 7%, making
it hard for buyers to feel confident about
much of anything.

Then something finally broke loose. Rates
slipped nearly a full percent, settling
near 6% — the lowest level we’ve seen in
close to three years. Activity picked up.
Conversations restarted.

Buyers who’d stepped back began
running the numbers again.

But with every improvement comes the
same familiar question:

“Should we wait for even lower rates?”
No one knows — and no one ever does.
But credible forecasts for 2026 point to
moderate improvement. Fannie Mae is

the most optimistic, estimating a year-

end average around 5.9%. Most other
institutions cluster between 6.0% and 6.4%.
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Meanwhile, home prices in the Triad are
expected to rise another 2-4% this year
— steady enough that “waiting for a deal”
looks more like a gamble than a strategy.

Which brings us to the real story of the
year ahead.

A More Active Market — Not a
Cheaper One

Talk to agents across Greensboro,
Winston Salem and High Point, and
youwll hear the same thing: the market
finally feels workable again.

Here’s why:

Rates Offer Real Breathing Room

No one’s throwing a parade over 6%,
butit’s a tangible improvement from the
tight, unforgiving environment buyers
faced in 2024-2025. For many households,
the payment that felt impossible twelve
months ago now looks achievable — or at
least worth considering.

Home Prices Keep Rising — Calmly
No crash. No reset. Just the steady
appreciation that has defined the Triad
for years. Local migration, relocations,
job growth, and relative affordability
continue to support values and prevent
the correction some buyers still hope for.

A Slight, Needed Increase in Inventory
New construction adds supply, and some
homeowners who locked in ultra-low
2020-2021 rates are finally contemplating
a move again. It won’t flip the market,
but it provides more choices than buyers
have had in several years.

Together, these shifts make 2026
more active, more fluid, and far
easier to navigate — even if it’s not
suddenly “cheap.”

Affordability Takes Center Stage —
And Rightfully So

Affordability has dominated national
headlines recently — and that’s no
coincidence. The Trump administration
pushed housing back into the
spotlight with big, attention-grabbing
proposals aimed at easing long-term
affordability pressure. Whether these
ideas ultimately stick or not, they forced

a conversation the country has avoided
far too long.

Because mortgage rates aren’t the only
weight on buyers. Monthly payments
are shaped by:

* property taxes

* insurance

* maintenance

But the broader affordability challenge
runs deeper. One underlying factor
rarely gets mentioned:

The federal minimum wage has been
$7.25 since 2009.

Seventeen years without an increase
while inflation, housing costs, and
everyday expenses surged ahead.
What hasn’t surged? Wages. And oddly
enough, that part barely gets talked
about. But the gap between what life
costs and what many workers earn is a
major factor in why affordability feels
stretched — with or without rate relief.

And that’s where the proposals deserve
closer attention.

50-Year Mortgages: A Big Headline
With Limited Payoff

When the administration floated the
idea of a 50-year mortgage, the headlines
came fast. But the math behind it is far
less dramatic than the commentary.

Extending the term from 30 to 50 years
doesn’t reduce the payment nearly

as much as the public assumes. And
because lenders price based on risk, a 50-
year loan would almost certainly carry a
higher rate than today’s 30-year option.

Helpful for a narrow slice of buyers? Sure.

A meaningful affordability solution?
Not remotely.

Portable Mortgages: The Idea With
Actual Promise

Another proposal — and one with far
more practical potential — is mortgage
portability. The idea: homeowners keep
their existing rate when buying their
next home.

Forecasbed Bi-Year Fued Bate (%
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2036 Mortgage Rate Forocasts by Magor Instituficng

In aregion like the Triad, where
thousands of owners feel stuck in the
ultra-low rates they secured years ago,
portability could unlock real movement.
It doesn’t fix affordability, but it restores
mobility — something our inventory-
starved market desperately needs.

Average 30-Year Fixed Mortgage Rate - 2025 (Jan-Nov*)
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What 2026 Really Means for Buyers
and Sellers
2026 marks the first year in a long time
where housing decisions can be made
with genuine confidence instead of
caution. The landscape looks like this:
* Rates moving lower
* Prices continuing modest growth
* Inventory improving, though

still limited

Jun Jul ALg Sep oct Now*
Month

Affordability rising back into national
focus, even if solutions vary in
practicality

In short: the market works again.
But one truth hasn’t changed:

If the house is right and the payment
fits your long-term plan, waiting isn’t
strategy — it’s risk.

ENVISION t/-‘ﬂ:(;rw ry

design + stage + renwate

Nancy Jones, Owner
(© 336.778.6566

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

¥ Interior Design
¥ Staging

B> Styling

B> Renovations

B> And More!

¥ Short-Term Rental Design

Formerly Showhomes of the Triad
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Senior
Relocation

Downsizing &
Decluttering

A

L)

Estate Sales &

Online Auctions
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2% Caring
& Transitions.

You have a speciality, so do we.

QOur experts support families through life’s transitions and relocations, making
the process smoother and more manageable. We handle everything from
organizing and packing to decluttering, cleanouts, donations, and liquidating
valuable items. By removing barriers and simplifying the process, we clear the
way s0 you can focus on what you do best: selling the home.

Let us take care of the details and help get the house market-ready.

Caring Transitions of Winston Salem

336-290-6021 | CaringTransitionsWS.com

________ efferson Capital
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Norma Matto 336-317-0843
With 20 years in the mortgage
world, I'm an NC native who loves
books, family, and hiking with my
dogs. I'm passionate about great
rates and dream homes.
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Aaron Bray 336-253-9523
| specialize in FHA, VA, convention-
al, and jumbo loans. My focus is
building strong relationships and
finding the best fit for every client.

Varnetta Jones 336-908-7882
Every client is unique. | take time to
listen and find the mortgage that
truly fits your goals and lifestyle.

Chris Falthers 336-337-6030
As a husband, father of three, and
business owner, | understand
real-life needs. I'll guide you through
the mortgage process with
confidence and care.

Melissa Novak
As our in-house Processor, | help
ensure each loan runs smoothly and
every client enjoys a seamless
experience from start to finish.

Pete Allen 336-253-8431
As Branch Manager, | support our
team through every challenge so our
clients always receive the best
service possible.

3859 Battleground Ave - Greensboro, NC 27410 | (336) 617-7441 1=

NMLS #1636660 CENBER



Stop the Bleeding

How Fortitied Dreams Solves the
Major Multi-Family Investment Pitfalls

BY ALEKA DEGRAAF

For sophisticated multi-family investor
owners, the difference between a thriving
asset and a constant drain often comes
down to one thing: management. In
today’s volatile market, the traditional
on-site model exacerbates common pitfalls,
directly eroding your Net Operating Income (NOI) and limiting
your appreciation potential.

Fortified Dreams Property Solutions was built to directly
tackle these systemic hurdles by leveraging technology and
operational agility, effectively “fortifying” your investment
against the biggest risks.

Navigating the Hurdles: Solving the Pitfalls of

Traditional Management

Traditional multi-family ownership is plagued by several costly
hurdles that Fortified Dreams has specifically engineered its
model to solve, leading to direct increases in property value
and NOL
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1. The Expense of On-Site Staffing

The problem is the high fixed costs of paying a full-time Property
Manager, Assistant Manager, Leasing Agent, and dedicated
Maintenance staff for every property. This is a massive drain on
operational expenses.

The Fix: Fortified Dreams utilizes a Centralized Agile Team.
We eliminate those fixed labor costs through economies of
scale, as our off-site specialists handle multiple portfolios. This
results in significantly reduced operating expenses (OpEx)
and a direct increase in your Net Operating Income.

2. High Turnover and Slow Lease-Up

Traditional staffing often limits showing hours to 9-to-5,
missing key prospective tenants. When a unit is vacant, that
rent loss directly damages your cash flow.

The Fix: We leverage 24/7 Leasing Access and Hyper-Focused
Marketing. Our self-showing technology allows prospects

to view units after hours and on weekends, effectively
doubling showing opportunities and minimizing vacancy loss.

Furthermore, our Portfolio Managers give smaller unit counts
more focus, ensuring targeted and consistent marketing for
higher occupancy and faster lease-up.

3. Reactive Maintenance and Costly Deferred Repairs
A common pitfall is reactive maintenance where small issues
are ignored until they become expensive emergency repairs,
driving up costs and frustrating tenants.

The Fix: We implement a Predictive and Proactive
Maintenance System. Our robust tech platform tracks
recurring issues, manages vendor performance, and auto-
schedules preventative maintenance (PM). On-demand,
specialized maintenance crews are dispatched based on data,
not proximity. This leads to lower repair costs and increased
tenant retention because small issues are fixed before they
become expensive capital expenditures.

4. Inconsistent Rent Collection and Enforcement
Reliance on on-site staff can lead to inconsistent rent collection
practices, slow enforcement of late fees, and ultimately, poor
cash flow.

The Fix: We use an Automated Financial Platform. Rent
collection, late fee enforcement, and detailed financial
tracking are all managed digitally and automated. This
removes the “personal bias” often found in on-site staff and
ensures prompt compliance, resulting in maximized revenue
and improved cash flow that consistently supports debt
service and investor distributions.

5. Low Owner Visibility and Overwhelming Reporting
Owners often struggle with binders of paper

reports and cryptic spreadsheets that make it

difficult to quickly gauge performance.

The Fix: You receive access to Concise, Real-Time Owner
Portals. Forget the administrative clutter. Owners get 24/7
access to actionable Key Performance Indicators (KPIs),
vacancy rates, and financial reports through a secure,

clean dashboard. This empowers you with data-driven
decision making, allowing you to be a strategic owner, not a
frustrated administrator.

Why Agility is Your Greatest Asset
The traditional model is inherently rigid and risky. When a
single on-site Property Manager, who tries to be the leasing

Ready to stop letting management
hurdles erode your investment returns?
Let Fortified Dreams fortify your
portfolio for maximum performance.

expert, the accountant, the HR rep, and the maintenance
coordinator, inevitably leaves (and industry turnover is
high!), your entire asset is disrupted.

Our agile, centralized model means your property is
never dependent on one person. It is supported by a
team of specialized experts, all using the same high-
end platforms, ensuring uninterrupted service and
consistent quality.

By choosing Fortified Dreams Property Solutions, you

are not just outsourcing management; you are upgrading
your asset’s operational infrastructure. You are moving
from a costly, reactive, and localized model to a lean,
proactive, and scalable platform designed for today’s
market realities.

RJ delivers a smart, simple and streamlined mortgage process.

Second time using RJ and his team!
Excellent as usual. Seamless and smooth,
just the way it should be. Thanks RJ!!

- Stephanie L

RJ Meyerhoffer, ‘
" VP of Mortgage Lending
PRESIDENT Yy CLUB

0:(336) 455-3444
Rate.com/RJMeyerhoffer | RJ@rate.com
445 Dolley Madison Rd., Ste. 210,

Greensboro, NC 27410

Equal Housing | © Guaranteed Rate 2024 @
NMLS ID 2611 NC - I-105 C - MLO - 99907, VA - MLO-56605VA  &Ee
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PHOTO RECAP OF THE HOLIDAY FEAST!

SUPPORTING SECOND HARVEST
FOOD BANK OF NW NC

PHOTOS BY BRIAN ANTHONY

Huge thanks to our Presenting Sponsor
The Don Owens Mortgage Team!
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Big thanks to Platinum Sponsor Stegall &
Clifford, PLLC!

STEGALL L
CLIFFORD, PLLC

Hats off to Andrew McNeal, Modern
Woodmen of America for matching
$1000 of the funds raised.
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Mook Wood

Thanks also to Gold Sponsors Ryan
Hays of CrossCountry Mortgage, Ashley
West Williams First American Home
Warranty, Steele & Vaughn Moving

and Storage, and Caring Transitions of
Winston Salem!
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Moving and Siorage

Shout out to all the amazing talent at
Triad Arial Arts!
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And thanks to Tia Woller for her
caricature drawings!
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HOMEOWNERSHIP

Keal Options.
Actiievable Dreams.

Every buyer’s journey looks different—and _
the financing strategy should, too. Ao =
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Partner with The Sharpe Mortgage Team to give your clients more ways to win in today's market. From
first-time buyers to seasoned investors, our flexible loan solutions are built to meet a wide range of
needs and keep your transactions moving forward.

V') Business Cash Flow Program: Qualify ) Luxury Property Solutions: Tailored Financing
borrowers using business performance rather for condos, co-ops, and unique property
than traditional income documentation, types outside conventional guidelines.

perfect for self-employed clients.
@ Equity Bridge Loan: Leverage existing home
@ Simplified Income Verification (P&L/1099): equity to help clients act quickly on the right
Streamlined approvals using CPA-prepared opportunity.
financials or recent 1099s.
@ Investor Advantage (DSCR): Qualification
@ Buy Before You Sell Advantage: Empower based on property cash flow, not personal
clients to purchase their next home before income.
listing their current one.
@ Professional Graduate Program: Tailored
@ Prestige Jumbo: Loan amounts up to $5M with financing for new professionals entering high-
flexible down payment options starting at 3%. earning fields.

No matter where your client is on their R.0.A.D. to homeownership, our team delivers creative
solutions, proactive communication, and a seamless experience from pre-approval to closing.

Ashley McKenzie-Sharpe — Branch Manager
NMLS #100776 | (336) 575-9448
ashley@sharpeloans.com

sharpemortgageteam.com
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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



