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FREE ESTIMATES

803.908.7131

MAGNOLIAROOFSSC.COM

LOCALLY 
OWNED

& 
OPERATED

MAGNOLIAROOFINGSC@GMAIL.COM

Brian Prahl
"I had a fantastic and stress-free experience working 
with Brian for my mortgage loan! He is so professional, 
knowledgeable and kind! My BEST experience ever 
getting a mortgage loan! Thank you so much, Brian!"
- Ann J.

803-971-7150 • prahlteam@palmettomtg.com • palmettomtg.com

#1 LOAN OFFICER FOR THE MIDLANDS

NMLS #279339

W e ’ r e  c o m m i t t e d  t o  p r o v i d i n g  a  t r u e  w h i t e  g l o v e  c u s t o m e r  s e r v i c e  e x p e r i e n c e
f r o m  s t a r t  t o  f i n i s h  for  you and your  c l ients .  From pre-approval  to  c losing,
we keep the buyer ’s  agent ,  sel ler ’s  agent ,and your  c l ients  informed every
step of  the way with our  weekly  Tuesday updates.  Our  goal?  Clear  to  c lose
at  least  a  week in  advance,  so everyone involved can enjoy a smooth,
low-stress transact ion.

Turn More Cl ients
Into  H o m e o w n e r s

with Port fo l io  Se lect
We real ize  not  everyone is  in  the same s i tuat ion

when i t  comes to  buying a home.  With our
“Port fo l io  Select”  Products ,  we make homebuying

possible  for  everyone.

L i s t  o f  P o r t f o l i o  S e l e c t  P r o d u c t s
1099 Loan • “Near Miss” Loan • P&L Loan

Bank Statement • No Ratio Loan
Investment Property (DSCR) Loan • Asset Qualifier Loan
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W
hen homebuyers in Columbia need a mortgage 
lender who truly understands their journey, they 
turn to John Hinks Jr. and his team at Lending Path. 

Located in the heart of Columbia on Richland Street, the John 
Hinks Jr. Mortgage Team has built a reputation for making the 
home financing process smooth, transparent, and individually 
tailored to each client’s unique situation. 

John’s path to mortgage lending wasn’t a straight line, 
but rather a journey shaped by genuine relationships 
and a passion for helping people achieve their dreams of 
homeownership. His approach to lending goes beyond simply 
processing applications. It’s about educating clients, building 
trust, and being a reliable partner throughout one of life’s most 
significant financial decisions.

As a second generation mortgage lender, John’s connection to 
Columbia runs deep. “My father started his mortgage company 
in 1983. I remember visiting his office as a kid and watching 
him match the right loan option with each individual home 
buyer,” recalls John. “His commitment to customer service 
has been a driving force for me from those early days.” He 
considers himself blessed to be able to continue contributing to 
the community. 

What sets John Hinks Jr. Mortgage Team apart is their 
commitment to personalized service in an industry that 
often feels more like an impersonal numbers game. John’s 
team recognizes that every client is different, with different 
histories, needs, and concerns, so they take the time to 
understand each client’s financial picture and goals in order 
to provide the most effective and efficient service. They 
believe that informed borrowers make better decisions, so 
they prioritize education and communication at every step 
of the mortgage process. Whether someone is a first-time 
homebuyer navigating unfamiliar territory or an experienced 
investor seeking their next property, the team provides the 
same level of dedicated attention.

Operating under the Lending Path banner, John’s team offers 
a comprehensive range of mortgage solutions designed to 
meet diverse needs. From conventional loans to FHA and 
VA financing, they work diligently to find the right fit for 

LENDING PATH

PARTNER SPOTLIGHT

each borrower. Their local expertise in the Columbia market 
proves invaluable, as they understand the neighborhoods, 
property values, and unique characteristics that make the 
Midlands special.

He recognizes that real estate professionals and homebuyers 
alike need a lender they can count on, someone who returns 
calls promptly, meets deadlines consistently, and navigates 
challenges with creative solutions. This reliability has made his 
team a trusted partner for real estate agents throughout the 
area who know that their clients will be in good hands.

John Hinks Jr. 
M O R T G A G E  T E A M  AT 
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JOHN HINKS,  JR .  |  NMLS  335154

MY NAME IS
JOHN HINKS,  JR .

and I love the mortgage business!

Big John's
Got Your Back

(803) 832-2472
www.johnhinksjr.com

JOHN HINKS, JR. | NMLS 335154
(803) 546-0522
JOHNJR@LENDINGPATHMORTGAGE.COM
JOHNHINKSJR.COM

The mortgage industry continues to 
evolve with ever changing regulations, 
programs, and market conditions, but 
John’s philosophy of putting people 
first remains constant. He understands 
that behind every application is a 
family’s dream, a couple’s future, or an 
individual’s fresh start. This perspective 
drives the team’s work ethic and 
commitment to excellence.

For real estate professionals seeking 
a mortgage partner who will enhance 
their client relationships rather 
than complicate them, John offers 
straightforward advice: communication 
is everything. He encourages agents to involve their 
lender early in the process, ask questions freely, and work 
collaboratively to ensure smooth closings.

John Hinks Jr. Mortgage Team continues to grow its presence 
in Columbia, one satisfied client at a time. Their office 
on Richland Street serves as a welcoming space where 
homeownership dreams begin to take shape. For anyone 
navigating the mortgage process, John and his team stand 
ready to guide, educate, and deliver results that turn house 
hunters into homeowners. 
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In the competitive landscape of 
the Columbia and Lexington 
markets, few professionals embody 

discipline, leadership, and long-term 
vision quite like Welby Fowler, Broker-
in-Charge and owner of Experienced 
Real Estate Group. Since earning his 
real estate license in 2007—and most 
recently his broker’s license in 2025—
Welby has built a career defined not 
only by production, but by purpose. 
With more than 200 transactions and 
over $65 million in gross sales, including 
$7,118,499 in volume last year alone, 
his numbers reflect consistency and 
strength. But what truly sets him apart is 
the intentional way he approaches both 
business and life.

Welby’s path into real estate was 
anything but typical. Transitioning from 
full-time ministry into a commission-
based career required courage, 
conviction, and an unwavering work 
ethic. For Welby, the move was not 
about leaving a calling—it was about 
expanding it. He often describes real 
estate as “marketplace ministry,” a 
platform where leadership, stewardship, 
and service intersect with one of the 
most significant financial decisions a 
family can make. Rooted in faith and 
guided by values instilled early in life, he 
entered the industry determined to build 
something meaningful while providing 
for his young family without the safety 
net of guaranteed income. That leap 
demanded growth. He committed himself 
to mastering contracts, sharpening 
negotiation skills, studying market 
trends, and building disciplined systems. 
Ministry shaped how he leads; business 
refined how he executes.

His foundation began at Century 21 / 
Bob Capes Realty, where he developed 
a deep understanding of contracts 
and client service. Over the years, 
experience with national brands 
expanded his perspective on systems 
and brokerage models. Eleven years ago, 
he joined Experienced Real Estate Group 
under the leadership of his longtime 
mentor, Shelley Metropol. For over 
15 years, Shelley’s steady, disciplined 
leadership helped shape Welby’s 
approach to contracts, professionalism, 
and composure under pressure. When 
she retired in 2025, Welby stepped 

Welby
TOP PRODUCER

FOWLER

LEADERSHIP 
IN THE 
MARKETPLACE

confidently into ownership and the 
Broker-in-Charge role, choosing to 
preserve and strengthen the boutique 
model he believes in. For him, boutique 
means high standards, hands-on 
leadership, and empowering agents to 
truly own their businesses rather than 
simply operate within them.

Serving Columbia and Lexington—with 
a particular expertise in Lake Murray 
properties and the resale market—
Welby is known for strategic clarity. 
While many agents focus on showing 
homes, he focuses on decision-making. 
He asks direct questions, identifies 
concerns others may overlook, and 
ensures that both the numbers and 
the neighborhood make sense before 
emotions take over. His clients describe 
the process as controlled rather than 
chaotic, confident rather than rushed. 
A significant part of his niche includes 
guiding seniors through transitions—
downsizing, relocating, or simplifying 
life—where patience and leadership are 
essential. He takes that responsibility 
seriously, knowing those moves often 
represent both emotional and financial 
turning points.

One transaction in particular illustrates 
why experience matters. In what 
became known as the “Windy Hill 
Almost Disaster Deal,” a 10-acre listing 
in Gilbert seemed smooth at first—
strong marketing, quick contract, and 
even a backup offer secured. But red 
flags emerged in underwriting just days 
before closing. The night before the 
scheduled closing, the call came: the 
deal was dead. With multiple contingent 
contracts and three families’ moves 
hanging in the balance, the domino 
effect threatened to collapse everything. 

Instead of panicking, Welby acted 
decisively. He re-engaged the backup 
buyer, restructured the deal into a cash 
purchase, and closed just eight days 
later. What could have been a disaster 
became a testament to experience, 
composure, and relentless follow-
through. For Welby, real estate is never 
just about reaching the closing table—
it’s about protecting clients when the 
unexpected happens.

Beyond production, Welby is deeply 
passionate about building people 
alongside the business. He believes 
growth should show up not only in 
revenue, but in stronger character and 

leadership. As Broker-in-Charge, he 
is intentional about attracting driven 
professionals who want both autonomy 
and accountability. His vision for the 
future extends beyond transactions into 
ownership—expanding into short-term 
rentals and long-term portfolio building. 
To him, real estate is not just something 
to sell; it is something to leverage, hold, 
and build into lasting assets that create 
freedom and opportunity.

At home, success looks different—but 
matters more. Welby and his wife, Joye, 
an entrepreneur and owner of Salon 
561 in West Columbia, understand the 
discipline required 
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INSPECTIONS THAT EMPOWER YOUR CLIENTS, NOT OVERWHELM THEM.
— 120 day warranty with all services —

Shane Johnson
706.825.1460
MetroAugustaInspectionServices.com

Setting a Higher StandardSetting a Higher Standard
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to build something meaningful. They 
have three grown children—Farrah 
(Matthew) in Greenville, Ava (Carson), 
soon returning to Columbia to attend 
medical school at Carolina, and Dallas, 
pursuing engineering at Clemson. Time 
together on Lake Murray, early morning 
workouts, travel, and simple dinners 
around the table remain priorities. “No 
business win compares to winning at 
home,” he often says.

That discipline extends into his 
personal life in remarkable ways. 
In 2019, a simple challenge with his 
father to lose ten pounds turned into a 

50-pound transformation. Since then, 
Welby has trained six days a week, 
often beginning his mornings at 4:10 
a.m. His garage gym—equipped with 
Sorinex equipment—reflects a long-
term investment in physical and mental 
strength. He applies the same standard 
to golf, having shot a personal best of 75, 
notched several rounds in the low 80s, 
and even recorded a hole-in-one in 2017.

When asked to define success, Welby 
is direct: ownership, discipline backed 
by obsession, and refusing to become 
a slave to excuses. He believes excuses 
are the quiet killer of potential and that 

doubt has ended more dreams than 
failure ever will. His advice to up-and-
coming producers mirrors that mindset: 
stay in constant communication, let 
obsession fuel consistency, and never 
forget to ask for the business. Activity 
is not progress—clarity and confidence 
close deals.

If there is one theme that runs through 
every layer of Welby Fowler’s story, it 
is attitude. He operates with a forward-
moving, positive mindset regardless 
of market conditions. Dwelling on 
problems only magnifies them; gratitude 
creates momentum. As author John 
Gordon writes, “You can’t be stressed 
and grateful at the same time.” That 
philosophy shapes how Welby leads, 
serves, and builds.

Ultimately, Welby hopes to be 
remembered not just as a top producer, 
but as a kind man who loved his wife 
and children well, led with integrity, and 
showed up every day looking for the 
win—in faith, family, and business. In an 
industry defined by numbers, his legacy 
will likely be measured by something 
greater: the people he served, the 
leaders he developed, and the standard 
he refused to lower. 

Favorite Quote 

You can’t be stressed and 
grateful at the same time 

- John Gordon 
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The energy was undeniable as 
Columbia’s top real estate professionals 
gathered on March 24, 2026, for the 
highly anticipated Columbia Real 
Producers 2026 Kick Off Event. 
Hosted at the vibrant Expansive Main 
Street venue in the heart of downtown 
Columbia, the afternoon set the tone 
for what promises to be an exceptional 
year ahead.

This exclusive event welcomed the Top 
350 agents in the Columbia market, 
alongside Columbia Real Producers 
alumni and valued preferred partners. 
With limited space and RSVP-required 
entry, the room was filled with some 
of the most driven, influential, and 
successful individuals in the local real 
estate community.

From the moment doors opened, 
excitement filled the air. The first 
100 agents through the door were 
recognized with trophies celebrating 
their hard work and success—a fitting 
tribute to the dedication it takes to 
perform at the highest level in this 
competitive industry.

Guests enjoyed an elevated experience 
throughout the event, complete with 
complimentary drinks, delicious hors 
d’oeuvres, and the upbeat sounds of live 
music that kept the atmosphere lively 
and engaging. Sponsors added to the 
excitement with exclusive door prizes, 

Columbia Real Producers Kicks Off 2026 in Style

A Powerful
WRITTEN BY: AMY PORTER  ••  PHOTOS BY: GREENVILLE REAL ESTATE PRODUCTIONS (GVL REP)

EVENT RECAP

creating moments of surprise and 
celebration throughout the afternoon.

More than anything, the event delivered 
what Columbia Real Producers is known 
for—meaningful connections. Attendees 
had the opportunity to network with  
the very best in the business, exchanging 
ideas, building relationships,  
and strengthening the sense of 
community that defines Columbia’s real 
estate market.

Events like this are more than just 
gatherings—they are a reflection of the 
collaboration, excellence, and forward 
momentum that drive the industry. The 
2026 Kick Off Event served as both a 
celebration of past achievements and an 
inspiring launch into the year ahead.

A special thank you goes out to the event 
sponsors—Swamp Rabbit Moving, bc 
blair cato pickren casterline, Atlantic 
Bay Mortgage Group, and New Level 
Construction—for helping make this 
experience possible. Appreciation is also 
extended to media sponsor Greenville 
Real Estate Productions (GVL REP) for 
capturing and sharing the moments that 
made the day unforgettable.

As the conversations lingered and 
connections continued beyond the 
event, one thing was clear: Columbia’s 
real estate community is stronger than 
ever—and 2026 is already off to an 
incredible start.

START
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HomeHome
Ensure Every Listing

Installation | Repair
Preventative Maintenance Plans

CONTACT US FOR A
RELIABLE HVAC PARTNERSHIP

Will Jaco | 803-319-6798 | jacohvac.com

Feels Like

Bryan Caskey
ATTORNEY

803.708.3252
CaskeyLawOffice.com

Trust Bryan to make every deal hassle-free
while ensuring every detail is handled with care.

Smooth Transactions, 
Confident Closings!

Family Owned & Operated

RockTheTopResurfacing.com • 803.998.2088 • Rockthetopinfo@gmail.com

Quality Materials & Craftsmanship Save Thousands Over Replacement

Tubs • Countertops

Tile Walls & Floors

BEFORE AFTER

Like-New Surfaces Without the Remodel
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9151 Currency St.
Irving, TX 75063

COLUMBIA | LEXINGTON | CHAPIN | CAMDEN | SUMTER | GREENVILLE | SPARTANBURG | MAULDIN | MYRTLE BEACH  

Because your clients deserve a closing that feels like a celebration — not a chore.

9 Locations 

Spanish Liaison

Fraud Protection

Direct Attorney Access

1,000+ Five-Star Reviews

Elevated Closing Experience  

BLAIR CATO

803.400.8600 | BLAIRCATO.COM


