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Parade of Homes winner
BIA’s 2022 builder of the year

Veteran & locally Owned

20 YEARS EXPERIENCE 

NEW HOMES AND
REMODELING SERVICES

Building 
Custom 
Homes 
unlike 

the rest!
We focus on building 

Custom New  Construction 
homes throughout Okaloosa 

and Walton counties

2022, 2023, 2024
Bia builder
of the year

MORTGAGE
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This section has been created to give you easier access when searching for a trusted real estate 
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 
These local businesses are proud to partner with you and make this magazine possible. Please 
support these businesses and thank them for supporting the REALTOR® community!

Preferred Partners

“CHECK OUT OUR NEW SPONSORS!”
Coastal Sunrises
(850) 741-7820
join.coastalsunrises.com/realtor-program

Fidelity National Home Warranty
(850) 543-1512
www.homewarranty.com

Full Heart Rentals
(850) 832-5558
www.fullheartrentals.com

House Pickle
(850) 276-1957
Www.housepickle.com

LendSmart
(910) 818-8378
www.malloryfotiades.com/

Mortgage Apex
(850) 972-8527
www.mortgageapex.com

RELI Title
(850) 641-1020
www.reli.us

Strategic Advantage Consulting
(407) 753-7523
www.gostrategicadv.com

The Closing Agency Emerald Coast
(850) 427-2900
www.theclosingagencyec.com

United Direct Lending
uniteddirectlending.com/erica-davis/

“NEW SPONSORS!”
Bayway Mortgage Group
(850) 764-8164
www.chriscarterbroker.com

Destin Remodeling
(205) 532-8953

J&V Cleaning Services LLC
(448) 218-9446
www.jvcleaningservicesllc.com

“THANK YOU TO OUR 
RENEWING SPONSORS!”
Anchor Title
(850) 371-0696
www.anchortitle.co

Community Bank
(850) 502-1466
www.cbmortgage.mymortgage-online.com/
mendygregory.html

Defender Insurance
(850) 830-5955
www.defenderinsurancerocks.com

DV Inspection Services
(850) 710-0117
www.dvinspectionservices.com

JP Carducci Inc
(850) 699-1028
www.jpcarducciinc.com

Movement Mortgage
(850) 621-1616
www.movement.com\sheryl.douglas

South Walton Law, PA.
(850) 837-0155
www.southwaltonlaw.com

#ADVERTISING
Women’s Council of of 
Realtors Emerald Coast
(817) 301-6808
linktr.ee/WCREmeraldCoast

HOME INSPECTION
Pillar to Post Home Inspectors
(850) 271-0501
www.mclendonteam.pillartopost.com

INSURANCE AGENCY
Hassler & Associates Insurance Agency
(850) 872-0711
www.hasslerinsurancepc.com

MEDIA PRODUCTIONS
MadHouse Media
(252) 325-1086
www.madhousemedia.co

MORTGAGE
Benchmark Mortgage
(859) 977-5239
www.bradhacker.com

PEST CONTROL SERVICES
TruNorth Pest Control
(850) 988-1852
www.trunorthpest.com

REALTOR ASSOCIATION
Emerald Coast Association of Realtors
(850) 243-6145
www.emeraldcoastrealtors.com

ROOFING PROFESSIONALS
Warren Roofing, LLC
(850) 642-6075
www.warrenroofingflorida.com

TITLE COMPANY
East Coast Title & Escrow
Becca Jenkins
(386) 282-1055
www.EastCoastTitleFL.com

Roshana Remo
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Follow us on our social 
channels for the latest 
info on exclusive events, 
newsmakers and more.

Meet
The

Team
Taylor Labno

Owner/Publisher

Ashliegh Harsh 
Events Coordinator

Phylicia Bova 
Editor

Dan Allsup
Partner Ad Support

Ethan Hamilton 
Videographer/ 

Podcast Producer

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.

MARCUS JONES
marcus@coastalsunrises.com • 850-741-7820

FREE RENTAL
PROJECTION

Panama City • Panama City Beach • Rosemary Beach • Santa Rosa • Miramar Beach

www.jvcleaningservicesllc.com  |  (448) 218-9446
@Vierasevilla        @jvcleaning2        @Viera_sevilla
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Ensuring Homes Are
Market-Ready!

• PREVENTION OPTIONS
• PRE-SALE INSPECTIONS
• FAST & RELIABLE TREATMENT SOLUTIONS
• EASY-TO-USE CUSTOMER PORTAL
• SEAMLESS SCHEDULING & FREE QUOTE!

 Cody Carder
cody.carder@trunorthpest.com
850.988.1852
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People
Content That 
Moves

PUBLISHER’S NOTE

We put relationships first, and we will put our 
full heart into taking care of your client!

Contact the Full Heart Rentals Team
850-832-5558  |  team@fullheartrentals.com

17651 Panama City Beach Pkwy #7 Panama City Beach, FL 32413

Brittni Shisler-Smith, Property Manager/Realtor®
Britt Matthews, Broker/Owner 

People
In today’s market, everyone is creating content.

Listings.
Reels.
Email blasts.
Market updates.
Podcasts.
Print features.

But not all content moves people.

There’s a difference between posting to stay visible 
and creating something that actually resonates. The 
difference is intention.

Content that moves people isn’t about algorithms. 
It’s about authenticity.

It isn’t about going viral. It’s about being valuable.

It isn’t about volume. It’s about impact.

On the Emerald Coast, we are surrounded by 
beauty. But what truly captures attention isn’t just 
a sunset over the Gulf—it’s the story behind the 
home. The family that built memories there. 

The investor who saw a long-term vision. The agent 
who navigated complexity with confidence and care.

The most powerful brands in our industry 
understand this: people connect with people, not 
production numbers.

When you share why you do what you do, when 
you highlight the journey behind the success, when 
you educate instead of impress—you create trust. 
And trust is what moves markets.

This month, I challenge you to think differently 
about the content you create:
•	 Does it reflect your values?
•	 Does it serve your audience?
•	 Does it build authority and connection at the 

same time?
•	 Would it still matter if likes didn’t exist?

Whether through print, social media, video, or 
conversation, your voice has influence. Use it 
intentionally. Use it strategically. Use it to elevate.

Because the agents who win long-term aren’t  
just seen.

They are remembered.

And content that moves people doesn’t  
chase attention.

It earns respect.

With purpose,
Taylor Labno

Publisher
Emerald Coast Real 
Producers

Let your light shine 
before others, that 
they may see your good 
deeds and glorify your 
Father in heaven.”
— Matthew 5:16
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BY TIM WEISHEYER

EXPERT ARTICLE

Scan Here! 
Scan here to download The 

Intentional Content Playbook 

for REALTORS® and start 

creating content that builds 

trust and drives real results.

I
f you spend any amount of time on 
social media right now, especially in 
our profession, it’s easy to feel like 

you’re supposed to be doing more.

More posts, videos, consistency… more 
of everything.

And while there’s certainly value in 
showing up, we’ve reached a point 
where more content isn’t the answer. 
In fact, in a lot of cases, it’s part of the 
problem. There’s so much being put 
out into the market that very little of 
it is actually landing with people in a 
meaningful way.

That is where the real opportunity is 
right now. We should not be so focused 
on producing more, but on producing 
something that actually connects. People 
are craving authenticity.

When you really look at how people 
make decisions, especially in real 
estate, it’s rarely based on who posted 
the most or who had the best-looking 
video. It’s based on who they trust, who 
they feel understands them, and who 
they believe can guide them through a 
major life decision. 

CONNECTION

The Shift Happens When Content 
Becomes Intentional 
One of the biggest shifts I’ve seen in 
top producers over the years is how 
they think about content. Early on, it’s 
very tactical. What should I post today? 
What’s working in the algorithm? 
What are other agents doing that I 
should replicate? But as their business 
grows, that thinking evolves. Content 
stops being a task and becomes a 
reflection of how they think, lead, and 
serve their clients. 

It becomes less about filling a feed and 
more about shaping perception.

That’s an important distinction, 
because perception is what ultimately 
drives decisions. Someone may follow 
you for months, even years, before 
ever reaching out. During that time, 
they’re forming an opinion about you 
and how you communicate, handle 
challenges, and show up in the market. 
Whether you realize it or not, your 
content is doing that work for you 
every single day. The question is, is it 
helping you or hurting you?

What Actually Connects with People 
What I’ve found is that the content that 
actually moves people tends to feel a 
little different. It’s the content that’s not 
overly polished or produced and doesn’t 
try too hard. It reflects real experiences, 
real conversations, and real insight.

It might be a story about a client 
navigating a tough decision, not just 
the outcome of the transaction, but 
what it took to get there. It might be a 
perspective on what you’re seeing in 
the market that others aren’t talking 
about yet. It might even be a moment 
where something didn’t go perfectly, 
but there’s a lesson in how it was 
handled. Those are the types of things 
people remember.

Always remember, real estate isn’t 
just about properties. It’s about people 
making decisions during moments of 
change, sometimes exciting, sometimes 
stressful, but often a mix of both. 
When your content reflects that 
understanding, it creates a different 

kind of connection. It tells people that 
you’re not just there to facilitate a 
transaction, you’re there to guide them 
through a process that actually matters. 
That’s where trust starts to build.

A Different Way to Think About It 
There is also an opportunity right 
now to simplify. Not every piece of 
content needs to be a production. 
Some of the most effective things 
I see are simple observations 
shared consistently over time.

What are your clients asking you  
right now?

What concerns are coming up 
in conversations?

What misconceptions are you having to 
clarify on a regular basis?

Those are signals. And when you start 
speaking to those things in a clear, 
honest way, your content becomes 
incredibly relevant, and that relevance 
is what cuts through the noise.

If you were to make one shift this 
month, I would encourage you to slow 
down just enough 
to think about the 
person on the other 
side of the screen. 
Before you post, take 
a moment and ask 
yourself what they’re 
walking away with. 
Not what you’re 
trying to say, but 
what they’re actually 

receiving. Are they gaining clarity? Are 
they seeing something differently? Are 
they feeling more confident about a 
decision they’ve been putting off?

When you start approaching content 
that way, it naturally becomes more 
impactful, because it’s rooted in service 
rather than visibility. The agents 
who continue to grow, regardless of 
market conditions, have learned to 
communicate in ways that resonate. 
They don’t rely on volume to stay 
relevant, but focus on consistency, 
clarity, and a genuine understanding of 
the people they’re trying to serve.

Over time, that compounds. When your 
content reflects how you think and how 
you show up for your clients, it stops 
being just another post and becomes an 
extension of your business.

And more importantly, it becomes a 
reason for someone to choose you.

Want to turn your 
content into a true 
business driver?

Content That Builds
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June 11  Member Appreciation & 2027 Elections 
 | 12p | Regatta

Sept 10  Leading with Purpose | 10 am | Shoreline

Oct 08  Tech or Treat: Spooky Good Tools for 
 Lead Generation 10am | Shoreline

Oct 14  SP Appreciation Event | Regatta Bay 
 | 10:00 - 12:00

Nov 12  Business Planning | 10 am Shoreline

Dec. 04  Installation | 6:00-10:00 | Emerald Grande

I’ve created multi-million dollar sales 
results in the mortgage industry, 
averaging �19M in yearly production.

Through that experience, I’ve identified
3 core principles that help real estate 
professionals grow to consistent 
6-figure incomes.

If you’re ready to grow your business 
and close more deals, let’s connect.

Erica Davis
Mortgage Advisor
& Realtor Partner

850-590-8992

shinewitherica.com

Book your Business Blueprint 
Call today

and let’s grow your 
business together.

BUILD A 6-FIGURE
REAL ESTATE

BUSINESS

VA, DSCR, FTHB programs.
JUMBO, CONDO, NON QM.
FREE APPRAISAL when
closing with me.
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PHOTOS 

BY ETHAN 

HAMILTON, 

MADHOUSE 

MEDIA

FEATURED AGENT

FRANKFRANK
A Leap 
of Faith

For Frank Smith, the path into 

real estate was not part of 

some long-term plan. It was 

shaped by life, faith, and 

a willingness to pivot when 

everything changed.

Before real estate, Frank built a 
successful career with AT&T, managing 
multiple retail locations across 
markets, including Crestview, Destin, 
Walton County, and even Baton Rouge. 
With momentum on his side, he was 
preparing to take on a larger territory in 
Atlanta. Then life intervened.

When his father was diagnosed with 
pancreatic cancer, Frank made the 
decision to step away from his career 
and return home to support his family. 
“I left to help my mom take care of 
my dad before he passed,” he shares. 
During that difficult time, he went 
back to school and earned a finance 
degree, setting his sights on becoming a 
financial advisor.

He made it to the final stages with 
multiple firms. Then COVID hit.

Like so many others, Frank suddenly 
found himself at a standstill. Hiring 
freezes put his plans on hold, leaving him 
at a crossroads. Instead of forcing the 
next step, he took a moment to reflect.

“I prayed about it,” he says. “I already 
had an investment property and always 
liked real estate. I felt led into it.”

That leap of faith changed everything.

Today, as a team lead with Bastion 
Realty and head of the Pinnacle 
Group, Frank has spent the past six 
years building a business rooted in 
consistency, service, and relationships. 
But like many successful agents, his 
early days were far from easy.

“My first year was tough,” he admits. 
“You get fed so much information, and I 
felt like I was spinning my wheels.”

Despite the challenges, he stayed the 
course. He closed deals, learned the 
business, and gradually found his 
rhythm. That persistence became the 
foundation of the business he runs today.

Now, much of Frank’s success is 
driven by repeat clients and referrals, 
something he takes great pride in. “A lot 
of my clients turn into friends,” he says. 
“That’s been a blessing.”

To maintain those relationships, 
he stays intentional. From using a 
CRM to sending market updates and 
neighborhood reports, to simple touches 

like holiday cards, Frank focuses on 
staying connected and adding value long 
after the transaction closes.

It’s a strategy that reflects his broader 
philosophy on what separates top agents 
from the rest.

“We have a lot of agents in this industry, 
but a lot of them aren’t doing what they 

“You need that 
reset. Otherwise, 
you’ll burn out.”

SM I T H
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(205) 970-2200  |  www.reli.us  |  facebook.com/reli.title
Serving Alabama • Tennessee • South Carolina • Florida

WE MAKE REAL ESTATE CLOSINGS EASY—EVEN ENJOYABLE!

Why Choose Reli Title?
      Fast, accurate, and reliable service
      Cutting-edge technology for superior 
     customer service
      Experienced staff with decades of expertise
      Management always accessible to clients
      Proven track record for 26 years

RELI ON US
FOR YOUR CLOSING

The Largest & Most Trusted Title Company in the Southeast

“Whether it’s a 
$200,000  
home or a  
$3 million home,  
I treat them  
all the same.”

need to do,” he explains. “There are a lot 
of part-time agents. For me, this is full-
time. If I don’t sell, I don’t make money.”

That mindset shows up in his daily work 
ethic. Frank is constantly prospecting, 
following up, and staying engaged with 
his pipeline. He also works closely with 
the Zillow team, ensuring a steady flow 
of opportunities. But more importantly, 
he treats every client with the same 
level of care.

“Whether it’s a $200,000 home or a $3 
million home, I treat them all the same,” 
he says.

That consistency has helped him build 
trust across the board, and it is a big 
reason his business continues to grow.

Of course, in an industry that never 
truly shuts off, balance can be a 
challenge. Frank is honest about the 
demands of the job.

“You can work seven days a week if you 
let it,” he says.

That is why he has made a conscious 
effort to create boundaries where he 

can. For Frank, Sundays are reserved 
for family and personal time whenever 
possible. “You need that reset,” he 
shares. “Otherwise, you’ll burn out.”

Outside of real estate, Frank keeps things 
simple. He enjoys traveling when he 
can, staying active in the gym, watching 
movies, and spending time with family. 
And while he jokes about being “a 
boring guy,” his recent adventures tell a 
different story, including parasailing, zip 
lining, and even skydiving to celebrate 
his daughter’s 21st birthday.

At the end of the day, Frank’s 
journey is a testament to 
resilience and trusting the 
process. What started as 
an unexpected detour 
has turned into a 
thriving career built on 
hard work, faith, and 
genuine relationships.

“I wouldn’t go back,” 
he says.

And for Frank Smith, it is 
clear he is exactly where 
he is meant to be. 

Simple. Quick. Stress Free.

Strong partnerships.
Smooth transactions.

Clients always come first.
Need a lender who answers the 
phone, communicates clearly, 

and closes on time?

Let's connect!

Sheryl Douglas
850-621-1616
NMLS 518429

Lindsay Fretina
850-797-8881

NMLS 1449525

Joe@hasslerinsurancepc.com
850-872-0711 

hasslerinsurancepc.com 
400 W 11th St, Suite A, Panama City, FL 32401

PROTECT 
YOUR FAMILY
Our agency provides a wide 

variety of Coverage,
such as:

Specializing in Homeowner's
Flood | Auto

Commercial Packages
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BU I LD ING 
MORE 
THAN 
HOMES

Habitat For Humanity
NONPROFIT

In Walton County, where 
luxury beachfront 
properties sit just miles from 
communities struggling to 
afford basic housing, Teresa 
Jones is working to bridge a 
gap that continues to widen.

As the CEO of Habitat 
for Humanity of Walton 
County, Teresa has spent 
the past 15 years leading 
an organization that is 
not only building homes 
but reshaping what is 
possible for everyday 
working families.

“We bring people together 
to build homes, community, 
and hope,” Teresa shares.

That mission carries real 
weight in a market where 
affordability has become 
one of the most pressing 
challenges. With average 
home prices reaching 
$461,910 in Freeport and 
climbing to $950,546 in 
North Santa Rosa Beach, 
even the most modest 
options are far out of reach 
for many. In North Walton 
County, considered the 
most affordable area, the 
average home price still 

sits at $282,523. To afford 
that, a household must earn 
over $83,000 annually, not 
including other financial 
obligations like auto loans, 
credit cards, and rising 
insurance costs.

For teachers, county 
employees, hospitality 
workers, and first 
responders, the math simply 
does not work.

That is where Teresa and her 
team step in.

Habitat for Humanity 
of Walton County is the 
only nonprofit affordable 
housing builder serving 
the area. Since Teresa 
stepped into her role, the 
organization has completed 
75 homes, with additional 
builds currently underway 
and plans for a new nine-
home neighborhood in 
DeFuniak Springs.

But what sets their work 
apart is the foundation it is 
built on. Habitat is not about 
giving homes away. It is 
about creating opportunity 
through partnership.

Homeowners are required 
to complete 250 hours 
of sweat equity and 
participate in financial 
education, budgeting 
classes, and homeownership 
training. In return, they 
receive a zero percent 
interest mortgage, making 
homeownership not only 
attainable but sustainable.

Because of this model 
and the support provided 
along the way, the 
organization has never 
experienced a foreclosure.

OF WALTON COUNTY

Learn more and get involved: 
Phone: 850-660-6004

Email: info@waltoncountyhabitat.org

Website: www.waltoncountyhabitat.org

“The process works because 
we walk alongside our 
homeowners every step of 
the way,” Teresa explains.

The families they serve 
are the backbone of 
the community. Many 
are working full-time 
jobs that keep Walton 
County running. In fact, 
approximately 86 percent of 
local Habitat homeowners 
are single mothers.

For Teresa, that piece is 
especially meaningful.

“It’s already difficult to afford 
a home with two incomes, let 
alone one,” she says.

Through homeownership, 
these women gain more 
than just a place to live. 
They gain stability, safety, 
and the ability to build 
generational change. Teresa 
has seen firsthand how that 
impact extends to the next 
generation, from children 
excelling in school to 
becoming the first in their 
families to attend college.

Beyond building homes, 
Habitat’s reach extends 
across the community in 
ways many may not expect.

Their ReStore, a building 
materials thrift store, 
plays a critical role in both 
funding and service. With 
over 18,000 transactions 
annually, the store provides 
affordable furniture, 
appliances, and home 
goods to the public while 
keeping usable materials 
out of landfills. Even more 
impactful, the ReStore fully 
funds Habitat’s operational 
costs, ensuring that every 
donated dollar goes directly 
toward building homes.

“It’s a huge benefit to the 
community,” Teresa says.

The organization also focuses 
heavily on education and 
empowerment. Through 
workshops hosted both on 
job sites and at the ReStore, 
community members 
can learn practical skills 
like installing cabinets, 
refinishing furniture, 

or handling basic home 
repairs. These workshops 
help families save money 
while building confidence in 
maintaining their homes.

One of their most powerful 
initiatives is the Women 
Build program.

Through this initiative, 
women from across the 
community come together 
to build homes, learn 
construction skills, and 
support one another. The 
program also includes 
an annual women’s 
empowerment luncheon 
that brings together 
over 200 women for 
connection, encouragement, 
and fundraising.

“It’s about creating a support 
system,” Teresa shares.

Still, despite all of these 
efforts, the need continues 
to grow.

Many workers are now 
forced to live outside Walton 
County and commute long 
distances to support the 
local economy. Even areas 
that were once considered 
affordable are quickly 
becoming out of reach.

For Teresa, the mission is far 
from finished.

“We wish we could build 
thousands of homes 
tomorrow,” she says.

While that may not yet 
be possible, the impact of 
each home, each family, 
and each opportunity 
continues to ripple 
throughout the community.

Through leadership, 
compassion, and an 
unwavering commitment 
to service, Teresa Jones is 
not just building homes. 
She is building a stronger, 
more sustainable future for 
Walton County.
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In a Pickle? Sell your house fast!
We buy homes in any condition

Looking to sell your home quickly? We purchase houses in any condition. No fees, no repairs, and flexible closing. 
We love working with agents!!! Find out how our home buying process works! What Makes a House a Pickle?

Inheritance • Foreclosure • Bankruptcy • Needs Repairs • Divorce

Call or Text: 850-276-1957Call or Text: 850-276-1957

Personalized Approach | Knowledge and Professionalism
Insured and Guaranteed | Family Owned and Operated

850-642-6075 | www.warrenroofingflorida.com

CALL NOW FOR A FREE ESTIMATE:

The REALTORS® Roofer

Committed to
Top Quality

Roofing

Committed to
Top Quality

Roofing

 o. 850-427-2900 
  f. 800-256-5366
m. 305-310-5608 

142 Eglin Pkwy SE, Suite 100  |  Fort Walton Beach, FL 32548
dalisse@theclosingagencyec.com
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Living Her Calling Outloud
PHOTOS BY ETHAN HAMILTON, MADHOUSE MEDIA

AGENT WITH HEART

Remo
For Roshana Remo, real estate 
is not just about homes. It is 
about people. It always has been.

Long before she became an agent 
with Epique Realty, Roshana built 
her life around serving others in the 
most meaningful ways possible. Her 
journey began in healthcare, where she 
dedicated 14 years as a nurse, following 
in the footsteps of her mother, a woman 
she describes as strong, compassionate, 
and deeply influential in shaping who 
she is today.

“I just wanted to be like her,” Roshana 
says. “She had a heart of gold, and I 
wanted to give that same kind of love to 
other people.”

In nursing, she found purpose, but 
she also experienced the emotional 
weight that comes with caring deeply. 
She stood beside patients during their 
most vulnerable moments, sometimes 
becoming their only source of comfort. 
She prayed with them, encouraged them, 
and, in many cases, became like family.

“I saw people who had no one,” she 
shares. “So I became their person. Their 

daughter, their niece, whatever they 
needed in that moment.”

While the work fulfilled her, it also 
challenged her. After years of giving 
so much of herself, Roshana began to 
question how long she could continue 
carrying that emotional burden. Still, her 
desire to serve never left. 
It simply began to evolve.

When she relocated to Florida due to 
a military move, Roshana once again 
stepped into nursing, continuing her 
education and expanding her career. 
She earned her RN and advanced 
degrees, eventually helping open and 
grow multiple care facilities in her 

ROSHANA
compassion, and intention to every 
client she works with. She listens deeply, 
shows up fully, and ensures that each 
person she encounters feels seen, 
supported, and valued.

Outside of her career, Roshana’s greatest 
pride is her role as a mother. After 
experiencing multiple miscarriages, she 
calls her daughter her “miracle baby.”

“She is my everything,” Roshana says. 
“I just want to give her the world and 
show her what it means to love and 
serve others.”

Whether she is helping clients find 
a home, mentoring young girls, or 
uplifting her community through her 
church, Roshana Remo leads with heart 
in everything she does.

Because for her, success is not measured 
in transactions or titles.

It is measured in lives touched, people 
uplifted, and the lasting impact she 
leaves behind.

community. But even outside of her 
profession, she found herself constantly 
drawn to people in need of guidance, 
structure, and encouragement.

That calling became even clearer during 
the COVID era.

Seeing a lack of opportunities for kids, 
Roshana partnered with the local YMCA 
in Navarre to create an affordable cheer 
and dance program. What started as a 
small effort quickly grew into something 
much bigger.

“I thought it would be temporary,” she 
says. “But it turned into something that 
changed lives.”

At its peak, the program expanded 
from just a dozen kids to over 30, all 
fully supported by Roshana herself. She 
funded uniforms, developed routines, 
and created an environment rooted in 
discipline, respect, and self-worth.

“I ran a tight ship,” she says with a laugh. 
“But it was about more than cheer. It 
was about teaching these girls who they 
are and how to carry themselves.”

Parents began to notice the difference. 
Confidence grew. Attitudes shifted. 
Respect deepened.

“They would tell me, ‘My child is 
different because of you,’” Roshana 
recalls. “That meant everything to me.”

Her impact did not stop there. Through 
her church, Beulah First Baptist Church in 
Fort Walton Beach, Roshana stepped into 
leadership roles, mentoring youth and 
helping lead programs like Camp Victory. 
Despite initially feeling unsure about 
teaching Bible studies, she embraced 
the challenge, studying, preparing, and 
showing up with the same heart she 
brings to everything she does.

By the end of one program, more than a 
dozen young people chose to give their 
lives to Christ.

“That was a defining moment for me,” 
she says. “It showed me that when you 
step outside of your comfort zone, you 
can truly change lives.”

That same mindset is what ultimately 
led her into real estate. For Roshana, it 
was never about the transaction. It was 
about expanding her ability to connect 
with and serve people in a new way.

Today, as an agent with Epique Realty, 
she brings that same level of care, 

“It showed me that when you step 
outside of your  
comfort zone,  
you can truly  
change lives.”



Emerald Coast Real Producers • 2726 • June 2026

PARTNER SPOTLIGHT

RENTALS
F U L L  H E A R T

B r i t t  M a t t h e w s  B r i n g s 
E m p a t h y  B a c k  t o 
P r o p e r t y  M a n a g e m e n t

real estate has never just been 
about transactions. It is about 
people. As the broker and 
owner of Full Heart Rentals, 
Britt Matthews has built a 
business rooted in something 
often overlooked in the industry. 
Genuine care.

Raised in a real estate family, 
Britt’s foundation was set early. 
Her mother is the founder and 
co-owner of Beachy Beach Real 
Estate, and her late stepfather 
was also deeply involved in 
the business. With more than 
15 years of experience, real 
estate has always been part of 
her world. The true inspiration 
behind Full Heart Rentals came 
from a moment of crisis.

When Hurricane Michael 
devastated Bay County in 2018, 
Britt witnessed firsthand the 
overwhelming need for housing 
and the gaps in how people were 
being served. Communities were 
displaced overnight. Families 
were calling, desperate for 
help. Britt stepped in and began 
connecting displaced residents 
with property owners who had 
available homes.

“I had a nurse with three kids 
who needed a place to stay,” she 
recalls. “I would call someone 
with an empty beach house 
and ask if they would consider 
renting it. It became about 
making connections and helping 
people feel safe again.”

That experience changed 
everything. It revealed not only 
a need for housing but also a 
need for compassion within the 
rental space.

“The most underserved 
demographic in our industry is 
the tenant,” Britt explains. “They 
are often not treated with the 
respect, kindness, and dignity 
they deserve.”

That realization became the 
emotional foundation of Full 
Heart Rentals.

In 2022, as market conditions 
shifted, Britt saw another 
opportunity to serve. With rising 
interest rates and a slowdown in 
sales, many homeowners found 
themselves unable to sell. Britt 
anticipated the change early.

“This market was not 
sustainable,” she says. “We 
needed a way to serve 
people when selling was 
not the right option.”

Together with her mother, Britt 
launched Full Heart Rentals, 
focusing on long-term residential 
property management. 
While her mother remained 
a silent partner the first few 
years, Britt led as managing 
broker. In just a few years, the 
company has grown to manage 
around 100 properties.

What truly sets Full Heart 
Rentals apart is its philosophy.

“If I am not going to do it with a 
full heart, I am not going to do it 
at all,” Britt says.

F o r  B r i t t  M a t t h e w s ,

I f  I  a m  n o t  g o i n g 
t o  d o  i t  w i t h  a  f u l l 
h e a r t ,  I  am no t  go ing 
to  do  i t  a t  a l l . ”
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Anchor Title Co. takes the stress out of closings, 
creating a memorable closing experience for everyone!

(888) 552-7636 438 N. Cove Blvd.
Panama City, FL 32401
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That mindset shapes every part 
of the business. Britt believes 
that serving landlords and 
tenants does not have to be one-
sided. In an industry that can 
sometimes feel transactional, she 
is proving there is another way.

“Serving the landlord and 
serving the tenant do not have 
to be mutually exclusive,” she 
explains. “When you operate by 
the golden rule, you can create a 
win for everyone.”

Her approach is collaborative 
and client-focused. Full Heart 
Rentals allows outside agents to 
show their properties, creating 
more exposure for landlords and 
a better experience for tenants. 
Britt also goes above and beyond 
to help people, even when there 
is no immediate benefit.

In one recent situation, when 
a property was unexpectedly 
taken off the market, Britt 
refunded the applicant’s fees 
and personally connected them 
with another rental through a 
different agency.

“That kind of thing might not 
come back to you tomorrow,” 
she says. “But it will come back 
to you.”

That belief in long-term 
relationships over short-term 
gain has earned her trust across 
the industry. Nearly half of her 
referrals come from agents 
outside her company. These 
agents know she will respect 
their client relationships.

“If someone sends me their 
client to help with a rental, they 
know I am not going to take that 
relationship,” she says. “When it 
is time for that client to buy or 
sell again, they go right back to 
their original agent.”

Britt also brings creativity and 
flexibility to her work. From 
offering dual listing options 
for properties to waiving 
cancellation fees for military 
clients, she is always looking 
for ways to meet people where 
they are.

Her commitment to service 
extends especially to military 
families, first responders, and 
veterans. These clients receive 
discounted fees and added 
support throughout the process.

At its core, Full Heart 
Rentals lives up to its name. 
It is a business built with 
intention, empathy, and 
a deep desire to serve.

The name itself is inspired by 
a mantra borrowed from the 
Coach Taylor of the show Friday 
Night Lights, Britt has always 
loved: “Clear eyes, full hearts, 
cannot lose.”

For Britt, that is more than a 
phrase. It is how she runs her 
business every day.

“I want people to know that we 
care,” she says. “Even if we do 
not have what they need, we are 
going to try to help them find it.”

In an industry that often 
prioritizes transactions, Britt 
Matthews is proving that leading 
with heart is not only the right 
thing to do. It is what builds 
lasting success. 

E v e n  i f  w e  d o  n o t  
h a v e  w h a t  t h e y  n e e d ,  
we are  go ing  to  t r y  
t o  he lp  them f i nd  i t . ”

Ta��ed Exp��nc�. Elev
ed  M�
ts.
PROFESSIONAL CLEANING SERVICES

VACATION RENTAL TURNOVERS
5-STAR STANDARD STAGING & PRESENTATION
REAL ESTATE POST MOVE-OUTS & PRE MOVE-INS
VACATION RENTAL CO-HOSTING:
Guest communication • Turnover coordination
Quality assurance • Supply management
MID-STAY MICRO EVENTS:
Brunches, Themed Set-Up, Pool Side Picnics, Decorated Arrivals

À LA CARTE AMENITIES-DESIGNED TO ELEVATE EVERY STAY.

C�tact us
Ashleigh Harsch
(850)368-9884

elevatedservicesofnwfl@outlook.com
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She Just Went For It
PHOTOS BY ETHAN HAMILTON, MADHOUSE MEDIA

RISING STAR

WELLBORN
Ashton

Because in an industry 
where many try to follow a 
formula, Ashton Wellborn is 
proving that sometimes the 

most powerful move you can 
make is betting on yourself 
and showing up exactly as 
you are.

I believed 
in myself 
enough to 
keep going.”

nearly $3.85 million in 
volume, an impressive 
milestone for any new agent, 
let alone someone building 
from scratch.

But behind that success was 
a level of grit most people 
never see.

“I maxed out my credit 
cards. My credit score 
dropped. I was figuring it 
out as I went,” she says. 
“But I believed in myself 
enough to keep going.”

For Ashton Wellborn, 
real estate was never part of 
the original plan. But once 
she stepped into it, she did 
not just learn the business. 
She rewrote the way she 
showed up in it.

Her journey began in a 
completely different field. 
After earning her bachelor’s 
degree in psychology and 
a master’s in occupational 
therapy, Ashton followed a 
more traditional path, moving 
to Arizona before eventually 
returning to Florida. It was 
not a career pivot she had 
planned, but rather one that 
found her when her family 
needed her most.

After Hurricane Michael, 
Ashton moved back to 
Panama City to help her 
mother manage a large 
portfolio of rental properties 
originally built by her 
grandfather. What started 
as stepping in to lend a 
hand quickly turned into 
something much bigger.

“I was on job sites doing 
punch-out work,” she recalls. 
“Then about nine months 
in, I caught the property 
manager stealing.”

Just like that, Ashton stepped 
into a new role, taking over 
as property manager and 
running operations for the 
portfolio for the next four 
years. It was hands-on, high-
pressure, and nonstop.

“I was working 12-hour 
days, seven days a week,” 
she says. “It got to a point 
where I was completely 
burnt out and knew 
something had to change.”

So she made a decision 
that most people spend 
years overthinking.

She walked away.

With no backup plan and 
limited savings, Ashton quit 
and committed fully to real 
estate. She got her license 
and jumped in headfirst, 
knowing there was no safety 
net waiting for her.
“I didn’t have a choice,” she 
says. “I had to make it work.”

That mindset became the 
foundation of everything 
that followed.

Her first year in the business 
did not go well. It exceeded 
expectations. Ashton closed 

From the start, Ashton 
understood that if she 
wanted to compete, she 
needed to stand out. And 
she did not try to do that by 
copying anyone else.

Instead, she built a brand that 
was unapologetically her.

Early on, she realized that 
traditional lead platforms 
were not working in her 
favor. Without a track 
record, clients were hesitant 
to choose her. So she found 
another way in.
“I invested in high-end open 
house signs,” she says. “They 
looked like I had been doing 
this forever.”

That investment opened 
doors, literally. Established 
agents began allowing her 
to host open houses for their 
listings, giving her exposure, 
experience, and, most 
importantly, opportunity.

But what truly set 
Ashton apart was not 
just her strategy. It was 
her authenticity.

“At first, I was trying to dress 
and act a certain way,” she 
says. “It didn’t feel natural, 
and people could tell.”

So she stopped trying to fit 
into a mold.

Today, Ashton shows up 
to open houses in Levi’s, a 
graphic tee, and a blazer, 
often with Pearl Jam or 
Metallica playing in the 
background. It is a reflection 
of who she is, and it works.
“When I started being 
myself, everything changed,” 
she says.

Her branding follows that 
same philosophy. From 
custom candles to creative 
marketing touches, Ashton 

has built a presence that 
feels both intentional and 
approachable. One of her 
most memorable strategies 
even came from something as 
simple as a pickleball game.

After connecting with a 
fellow player, she gifted him 
one of her branded candles. 
That small gesture turned 
into a conversation, which 
turned into a listing.

“I’m always working, even 
when it doesn’t look like it,” 
she says.

That mindset carries into 
her client relationships as 
well. Ashton prides herself 
on being honest, direct, and 
responsive. She is not the 
agent who tells clients what 
they want to hear. She is the 
one who tells them the truth.

“I’m not going to overprice a 
home just to get the listing,” 
she says. “That’s not how you 
build trust.”

Now aligned with the team 
Bode At the Beach under 
Salty Marlin Realty, Ashton 
continues to build momentum 
with a clear vision for where 
she is headed.

Outside of real estate, her life 
moves just as fast. Whether 
she is playing tennis or 
pickleball, doing Pilates, 
or spending time with her 
grandmother, she finds ways 
to integrate her business 
into her everyday life. Even 
her wardrobe doubles as 
marketing, with branded 
hats and gear that keep 
her business top of mind 
wherever she goes.

For Ashton, there is no 
separation between who she 
is and how she works.

And that is exactly what 
makes her stand out.

I’m not going to overprice 
a home just to get the 
listing. That’s not how you 
build trust.”
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The RED 
CARPET 
Experience

BRIAN
PHOTOS BY ETHAN HAMILTON, 

MADHOUSE MEDIA
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CLOWDUS

In an industry where many agents follow the 
same playbook, Brian Clowdus is rewriting the 
script entirely, and doing it with undeniable flair.

A Realtor with Christie’s International 
Real Estate on the Emerald Coast, Brian 
may be relatively new to real estate, 
but his impact has been anything but 
small. In just over two years, he has 
built a thriving business, carved out a 
unique niche, and proven that creativity, 
consistency, and confidence can 
accelerate success in any market.

But Brian’s journey didn’t begin in real 
estate. It began on stage.

“I’ve been in entertainment my entire 
life,” Brian shares. “I started as an 
actor in musical theater, then became a 
director and producer. Everything I’ve 
ever created has been about building 
an experience.”

That background became the foundation 
for his real estate approach, one that 
feels more like storytelling than selling.

“For me, you’re not selling a product, 
you’re selling a story,” he explains. “Your 
job is to get someone to fall in love with 
that story.”

And Brian delivers on that vision in a 
way few agents do. His listing videos are 
cinematic, often resembling mini films 
where he steps into the role of storyteller 
and guide. His open houses are equally 
memorable, designed to feel less like a 
showing and more like an event.

“I roll out the red carpet, literally,” he 
says. “When people walk in, it feels 

like an experience. That’s what creates 
connection and trust right away.”

That connection has been a driving force 
behind his rapid success.

From the start, Brian set his sights on 
luxury real estate, a goal many told 
him was unrealistic for a new agent. He 
didn’t see it that way.

“People said I needed to ‘pay my dues,’ 
but no one could explain why,” he 
recalls. “So I said, ‘Watch me.’”

He did just that, closing his first deal, a 
$1.5 million cash transaction, within just 
two weeks of getting licensed.
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personal grounding is part of what 
makes Brian so dynamic, not just as an 
agent, but as a person.

And his story is still unfolding.

Recently featured on HGTV’s Cheap 
A$$ Beach Houses, Brian is beginning 
to expand his presence beyond real 
estate, with the potential for even bigger 
opportunities ahead.

For now, though, he remains focused 
on what he does best, creating 
unforgettable experiences and helping 
clients fall in love, not just with homes, 
but with the stories they represent.

Because for Brian Clowdus, real estate 
isn’t just a transaction.

It’s a performance. 

From there, the momentum only 
grew. Brian achieved $10 million in 
production in his first year, followed by 
over $20 million in his second.

While many agents struggled in a 
shifting market, Brian saw it as 
an opportunity.

“Starting in a more challenging market 
was actually a gift,” he says. “It forced me 
to build a strong work ethic right away.”

That mindset, paired with relentless 
drive, has helped him stand out in a 
crowded industry. But according to 
Brian, success comes down to something 
even simpler.

“Resilience and hard work,” he says. 
“And honestly, just being kind.”

It’s a philosophy he brings into every 
client interaction. Brian prides himself 
on creating an experience where clients 
feel cared for, supported, and most 
importantly, at ease.

“The best compliment I’ve ever gotten 
is that I make people feel like they’re 
my only client,” he shares. “My job is to 
absorb the stress so they can actually 
enjoy the process.”

For Brian, that enjoyment is essential. 
Buying or selling a home is one of life’s 
biggest decisions, and he believes it 
should feel exciting, not overwhelming.

“I want my clients to have fun,” he says. 
“That’s a huge part of it.”

It’s this mindset that has fueled his 
referral-based growth, as happy clients 
naturally share their experiences  
with others.

Outside of real estate, Brian stays 
grounded through the things that matter 
most: family, health, and balance. He 
is incredibly close with his family, 
including his sister, niece, and nephews, 
and values the time they spend together.

He also prioritizes health and fitness, 
using workouts as a way to reset and 
recharge. When he is not working, 
Brian finds his greatest sense of peace 
outdoors, whether that is spending time 
in nature or simply enjoying the quiet 
and privacy of his home.That balance 
between high-energy creativity and  

“My job is to 
ABSORB THE 
STRESS so they 
can actually enjoy 
THE PROCESS.”

“For me, you’re 
not selling A 
PRODUCT, you’re 
selling A STORY.” 
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Anchor Title Co. takes the stress out of closings, 

creating a memorable closing experience for everyone!
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9151 Currency St.
Irving, TX 75063

YOUR MORTGAGE
PARTNER FOR
Every Buyer

• Diverse Loan Products: First-Time Buyers to Investors

• Exceptional VA Program for Military & Veterans

• Fast Pre-Approvals & Smooth Closings

• Dedicated, Personalized Service
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Serve your clients better—
partner with Chris

today!
Chris Carter

Military Lending Specialist | Mortgage Broker, MLO
850.764.8164

(cell) 904.403.4030 
ccarter@baywaymtg.com

www.chriscarterbroker.com
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