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RP reaches the top 300-500 real
estate agents in 100+ major markets
across the country (like this one).

Your business can reach those agents too.

Client: Lamberth Insurance Services

Size: Full
Location; Standard

. REAL PRODUCERS

Partner with one or multiple Real Producers magazines to reach this coveted
Top Producer audience. Visit realproducersmag.com/locations.
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Preferred Partners

This section is designed to make it easier for you to find trusted real estate affiliates. Take

a moment to get to know the businesses that sponsor your magazine. These local partners
are proud to support both you and the publication, helping make it possible. Please consider
supporting them in return and thank them for their commitment to the real estate community!

Lauren Schuster Emma Dollenmayer Justin Whitt Josh Freeman
Publisher & Owner Writer Photographer Photographer
Lighthouse Visuals Lighthouse Visuals

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.

@ DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2

WHY USE US?

* Schedule everything
you need with just one
simple call

» A team of inspectors
that work together to
make this process easier
for you

« Discounts Available for

Military, First

Responders, Teachers, &

Nurses!
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ARTIFICIAL INTELLIGENCE
Vates Domus Al

(281) 797-8720
vatesdomusai.com

BUILDER

JC Jackson Homes, LLC
(252) 558-9174
www.jcjackson.com

GARAGE FLOORING

Granite Garage Floors

(252) 646-9221
www.granitegaragefloors.com/location/
coastal-carolina

GOLF CARTS

John’s Golf Cars

(252) 531-5872
www.johnsgolfcarsinc.com

HOME INSPECTION
Brad Inspects

(910) 934-8833
www.bradinspectsnc.com

MAD Home Inspections
Brandon Boggs
603-833-0154
madinspecctions.com

Tidemark Home Inspections
Jonathan Morgan

(910) 358-3345
www.tidemarkhomeinspections.com

HOME WARRANTY

Old Republic Home Protection
Stephanie Midgett

(910) 382-8048

www.orhp.com

INSURANCE

April Jones Insurance

April Jones

(910) 660-0215
april@apriljonesinsurance.com

Flatlands Insurance Group
(252) 638-9000
www.flatlandsjessup.com

Goosehead Insurance

Heather Sargent

(252) 773-4090
www.goosehead.com/agents/nc/
morehead-city/heather-sargent/

Lamberth Insurance Services
Tammy Lamberth

(910) 389-5428
www.lamberthins.com

North Carolina Farm Bureau
Insurance Group

Bradley Carroll

(910) 346-9812
www.ncfbins.com/bradley.carroll

MORTGAGE

Carolina Family Mortgage

Sara Hoopes Ingram

(910) 478-8014
www.carolinafamilymortgage.com

CrossCountry Mortgage
www.crosscountrymortgage.com

EMM Loans, LLC
Drew Blakely
(269) 569-6818

www.emmloans.com/gardencitymortgageteam

Movement Mortgage
(910) 232-4112
www.movement.com

Southeast Mortgage

Marc Carter

(240) 779-5345
www.southeastmortgage.com

PHOTOGRAPHY- REAL ESTATE
Lighthouse Visuals

(252) 814-0804
www.lighthousevisuals.com

PROPERTY MANAGEMENT
Spinnaker’s Reach Realty
(252) 424-7580
www.spinnakersreach.com

ROOFING

Maven Roofing
(402) 770-9056
www.mavenroof.com

Patriot Roofing Company LLC
Stephanie Bolton

(910) 218-0600
patriotroofer.com/

North Carolina Coast Real Producers - 7



PUBLISHER’S NOTE

Have You Seen
the Online Hub

Exclusively for

RP Realtors?

Your Essential
Resource to
Making the Most
of Real Producers

elcome to another issue of
North Carolina Coast Real
Producers! A community

built to connect, elevate, and celebrate
the very best in our industry. Each
month, I'm reminded how powerful
this network is, and I want to make
sure you have every tool at your
fingertips to fully experience all that
Real Producers offers.

That’s why I'm excited to highlight a
resource created just for you: Your Real
Producers online hub

The QR code is linked to your go-to space
for everything happening in our local
Real Producers community. Here’s what
youw’ll find:

+ Upcoming events & past event recaps:
Stay plugged into what’s ahead and
relive the memories from our most
recent gatherings.

* Update your contact information:
Make sure your magazine arrives at
the right address every month.

* Nominate an agent (or yourself!) for
a feature: Help us spotlight the stories
shaping our market.
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Preferred Partner directory: Explore
our trusted vendors, complete with
contact information and direct links
to their businesses.

Download your Real Producers
badge: Perfect for email signatures
and social media.

Join our private Facebook group:
Collaborate, share listings, promote
off-market deals, ask questions, and
connect with the best of the best in
our region.

Follow our Facebook and Instagram
pages: Stay in the loop and help us
amplify our community.

Common questions & answers: A
quick resource for anything you've
been wondering about the program.
Information about Real Producers
and about me as your publisher: So
you can get to know the mission, the
platform, and the person behind it.
Vendor referrals: Share your favorite
businesses that you believe deserve to
connect with top agents.

Digital copies of every magazine: Flip
through all issues anytime, anywhere.

My goal is to make this platform as
valuable, accessible, and engaging as
possible for you. Whether you’re looking
to grow your brand, connect with
exceptional partners, or simply stay
informed, consider this link your Real
Producers home base.

Thank you for being a part of this elite
community. 'm proud to serve you,
cheer you on, and continue building
something extraordinary together along
the North Carolina Coast.

on ol
Publisher & Owner
North Carolina Coast Real Producers

SALES + SERVICE -

RENTALS

SALES

arolina Hwy 58 eret,

www.johnsgolfcarsinc.com

RAISE YOUR HOME'S
VALUE UP TO Flatlands #-

A clean roof can raise a homes
perceived value by up to 10%,

while extending its life and o
instantly improving curh appeal. North Carolina’s Trusted

Insurance Partner since 1963

1. 8.8.0 .8 ¢

5-star rating on both

Kim Lemaont

Washington | New Bern | Greenville
Email us today!

North Carolina Coast Real Producers - 9



Your Closing Starts Here.

& OVER 20 YEARS OF COMBINED EXPERIENCE
@ LICENSED AND CERTIFIED

& SAME-DAY SERVICE AVAILABLE

& QUICK, FREE OVER-THE-PHONE ESTIMATES
& LOCALLY AND FAMILY-OWNED

& VETERAN-OWNED

BRANDON BOGGS
OWNER / INSPECTOR

FARM
BUREAU

IMSURAMCE

NOW ALONG OAST

#

1(240)779-5345 a"f"“
Marc.Carter@SoutheastMortgage.€offl =
Southeast Mortgage is expanding to the North Carolina coast,

bringing the same trusted service that buyers across the
Southeast have relied on for years.

Marc Carter -
=

Our coastal team delivers tailored lending solutions to
help builders, buyers, and investors grow with confidence,
making every transaction seamless!

OF
i o T
SOUTHEAST b

'/’7”70/27,57@& @k
= v NMLS #2251623 NCADO92024A

GA Branch: 3575 Koger Blvd. NC Branch: 5710 Oleander Drive,
Suite 400 | Duluth, GA 30096 Suite 104 | Wilmington, NC 28403
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HOME INSPECTIONS

757-770-8413 | madinspections@gmail.com | www.madinspections.com

AMERICA'S
BEST INSURANCE
COMPANIES

HOMEOWNERS
INSURANCE

IN THE NATION

(910) 330-3699

Bradley Carroll

FSCP

Agent

3965 Richlands Hwy
Jacksonville, NC 28540

North Carolina Farm Bureau® Mutual Insurance Company Farm Bureau® Insurance of North Carolina, Inc.
Southern Farm Bureau® Life Insurance Company, Jackson, MS Life Insurance and Annuity products offered by SFBLI, Jackson, MS

MORTGAGE. WE REDEFINE THE
REALTOR-LENDER RELATIONSHIP TO
ENSURE A SUCCESSFUL PARTNERSHIP!

@ A WINNING TEAM FOR YOUR CLIENT'S

CROSSCOUNTRY
MORTGAGE
: V- ] .,

4GRANITE

GARAGE FLOORS — N

j) Your Local Partner
FOR EMERALD ISLE RE

] il I ICARITAL C
IERALD I5LE RENTALS

e | W"a,ﬁ,n-:,

RESIDENTIAL & COMMERCIAL COATINGS

Custom revenue projections, ready when you need them
Hands-on care for your client that reflects highly on you

Your go-to resource for vacation rental investment guidance

REZZCY
Business Development Executive
(252) 424-46510 | jill@spinnakersreach.com
Residential and Commercial
;@M Concrete Coating Systems
Interior and Exterior
g #GRANITE.

Storage Solutions

] [=] 252-368-6843

Serving all of Eastern North Carolina

O P e S|
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COVER STORY

TH F_/- e TEAM

Diane Castro-Perez’s
success in real estate
is rooted in more than

t.
[eqdlng W||'h HeCI I’|"‘ ‘ - - impressive production

¥ L. A numbers. As the leader of
. _-. .‘_.., T one of the top-producing teams
m ne CaStro' Peru..‘. y with Coldwell Banker Sea Coast
- Advantage, Diane has become a trusted
# *{ ' . 4 name throughout Onslow County,
Et‘- | - L A Pender County, New Hanover County,
H g and Brunswick County, yet she measures
: impact not only by volume, but by the
lives she touches and the people she
helps grow. For her, the story has always
been about heart, purpose, and people.

At the center of her world is family,
especially her grandchildren. “My
grandkids are my heart,” Diane says.
“They keep me grounded and remind me
that no matter how busy life gets, what
really matters is being present.” That
perspective carries into every part of her
work, shaping how she leads, mentors,
and builds opportunities for others.

Diane’s approach to real estate is deeply
personal. She understands that buying

WRITTEN BY LAUREN SCHUSTER
PHOTOGRAPHY BY JOSH FREEMAN
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or selling a home is one of the biggest
decisions a person can make, and she
treats that responsibility with care.
“This business isn’t transactional,” she
says. “People are trusting you with their
future, their finances, and their peace of
mind. You have to honor that.”

That sense of purpose carries

into the way she leads her team,
intentionally, consistently, and with

a level of involvement rarely seen

in top-producing groups. Diane is

fully invested in her agents’ success,
beginning every morning at 8:30 a.m.
with a team-wide huddle. “We meet
every single morning, Monday through
Friday,” she explains. “It’s our way of
staying connected, accountable, and
energized. Everyone takes turns leading
topics, so the entire team has a voice.”

These morning calls set the tone for

the day, but Diane doesn’t stop there.
She also hosts two Zoom meetings each
week for training, strategy, and problem-
solving, plus in-person team meetings
twice a month. On top of that, she holds

North Carolina Coast Real Producers - 13



Having the right support
behind you makes
growth sustainable.”

—_—

weekly accountability check-ins with
agents to ensure they’re staying on track
toward goals. “I'm very hands-on,” she
says. “If 'm asking them to show up,
then I have to show up even more.”

Diane is intentional about building

an environment where agents don’t
just stay busy, but build sustainable,
profitable careers. One of her core goals
as a leader is ensuring that every agent
on her team has a clear path to earning
at least a six-figure income.

“I don’t want agents guessing or
struggling year after year,” Diane
explains. “We focus on clear goals,
strong systems, and consistent
habits so they can realistically
earn $100,000 or more and still
have a life outside of work.”

Rather than pushing volume for
volume’s sake, Diane helps her
agents break production down into
manageable, achievable steps. She

14 - March 2026

works closely with them to understand
their goals, strengths, and personal
priorities. “Everyone’s version of

success looks a little different,” she says.

“My job is to help them build a business
that supports the life they want, not
burns them out.”

With 40 agents on her team, Diane led
them to an extraordinary $180.2 million
in sales volume in 2025. Her team’s
consistent production across multiple
counties reflects both market expertise
and strong internal support. From
military families relocating in Onslow
County to lifestyle-driven buyers and
sellers throughout New Hanover and
Brunswick Counties, Diane’s team adapts
to each client’s needs with local insight
and personalized service. “You can’t take a
one-size-fits-all approach in this market,”
she says. “Listening is everything.”

Outside of real estate, Diane’s
entrepreneurial spirit shines through her
Dry Bar business, a creative venture that

allows her to connect with people in a
different way. “I've always loved helping
people feel confident,” she says. “The Dry
Bar gives me that outlet. It’s fun, creative,
and still centered around making people
feel good about themselves.”

That balance between business and
passion is something Diane encourages
within her team as well. She believes
agents perform better when they’re
supported as whole people, not just
producers. “You can love your work and
still make room for joy,” she says. “It
doesn’t have to be one or the other.”

Her partnership with Coldwell Banker
Sea Coast Advantage has allowed her to
scale while maintaining that personal
touch. With strong brokerage support
and trusted systems in place, Diane is
able to focus on mentoring her agents
and elevating the client experience.
“Having the right support behind you
makes growth sustainable,” she says.

As the North Carolina Coast continues
to grow, Diane remains focused on
intentional expansion rather than rapid
scale. Her priority is longevity for her
business, her agents, and herself. “I
want what we build to last,” she says.
“That means steady growth, strong
foundations, and taking care of people
along the way.”

Looking ahead, Diane’s goals are
simple and deeply rooted: continue
helping her agents reach financial
stability and success, serve clients
with integrity, grow the businesses she
loves, and spend meaningful time with
her grandchildren. “If my agents are
thriving, my clients are happy, and I'm
present for my family,” she says, “that’s
success to me.”

Diane Castro-Perez shows that in real
estate, success doesn’t have to come at
the expense of balance. Her approach
proves that agents can produce at a
high level, earn strong incomes, and
still protect the life they love. Across
the North Carolina Coast, her influence
is seen not only in the homes her team
sells, but in the careers she strengthens
and the lives she helps shape.

66

People are trusting you
with their future, their
finances, and their
peace of mind. You
have to honor that.”
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BADGE PROGRAM

Real Producers

Badge Program

Have you downloaded
your badge yet?

Share it on social media to celebrate
your achievement and increase visibility

within our top-agent community.

Congratulations to the agents who
earned a Real Producers badge, your
dedication and results continue to
move this industry forward. And to our
valued vendor partners, thank you for
supporting the Real Producers mission.

T he Real Producers badge is
awarded exclusively to the top
agents in each market, based
solely on verified transaction volume.

It’s a visible mark of excellence,
credibility, and success.

Download your badge now!

Your badge is designed to elevate your
marketing and can be used across all
platforms, including:
* Social media posts and profiles
* Email signatures
 Listing presentations
* Websites and business cards
* Flyers, print ads, and
digital marketing

SPRING
MAKEOVER?

ROOFING « SIDING « WINDOWS « DOORS

PATRIOT

ROOFING & EXTERIORS
(910)218-0600 | PATRIOTROOFER.COM
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Looking for a specific badge
for Top 20, Top 50, Top 100, Top
200? Check your email!

Realtor Badge

<FERp
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PARTNER

North Carolina Coast

REAL PRODUCERS
20 @ 26

300

North Carolina Coast

REAL PRODUCERS
20 & 26

TIDEMARK

HOME INSPECTIONS

Setting the mark for home inspections in
North Carolina’s Tidewater Region.

HOME | SEPTIC | RADON
MOLD | WATER TESTING

Veteran-Owned & Operated
45+ 5-Star Google Reviews

. , Jonathan Morgan
P 910-358-3345

Jonathan@tidemarkhomeinspections.com
www.tidemarkhomeinspections.com
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in the North Carolina Coast Real Producers

PUBLICATION

We design, print and distribute a monthly social publication
for the top performers in the local real estate community. The
articles in the publication are all about what is relevant to top
performers. We share stories about top producers on what
their routines are, what motivates them and how they got to
the level they are at. We have articles that feature agents at
different levels, leaders in the industry, popular and reliable
partners, upcoming developments, luxury listings, investment
properties, incredible admin staff, inspirational nonprofit
activities and events.

Remember, all of our stories are procured through YOUR
nominations, and there is NO COST to participate! We publish
these stories for your benefit and enjoyment. To nominate an
agent or vendor to be featured in our platform in 2026, go to
our nomination link that can be found in our Instagram bio at
@NorthCarolinaCoastRP

EVENTS

We have an exciting lineup of events coming your way in 2026.
While we can’t share everything just yet, there’s plenty to look
forward to! Keep an eye out for more details on our realtor
socials, they’re always a great time.

SOCIAL MEDIA

In addition to having a print presence, we are active on
Facebook and Instagram! Don’t forget to like us and follow us
on Instagram at @NorthCarolinaCoastRP and Facebook at
@NorthCarolinaCoastRealProducers! We post snippets of
some of our articles there, promote upcoming events for the
real estate community and showcase our preferred partners.
All who have been vetted, do great work, bring you solutions to
help you sell homes faster, and they have all been referred to
us by real estate agents in the top 300!

¢) Follow us on social media for the latest info on exclusive
O events, article highlights and more.

North Carolina Coast Real Producers - 17




SPECIAL FEATURE

Jenna

b
e

1,300 and Counting:
A Career Built
on Commitment

WRITTEN BY EMMA
DOLLENMAYER
PHOTOGRAPHY BY
JOSH FREEMAN

When Jenna Morton talks about numbers,
she doesn’t talk about them as transactions.
She talks about them as people.

“This year my goal is to help 80
families,” she says. “Right now, I have 5
closed and 12 pending. So I have 17 out
of my goal of 80. Who are the other 63
people that I get to help this year?” That
framing says everything.

Licensed in September 2005, Morton has
been a full-time real estate agent for 20
years. She joined Coldwell Banker Sea
Coast Advantage in February 2008 and
is approaching her 18th anniversary
with the firm. Over two decades, she has
weathered market crashes, hurricanes,
inventory shortages, bidding wars,

and dramatic industry shifts, all as an
individual agent.

In 2026, she will close her 1,300th
transaction. “I'm really excited about
that,” she says. “When I closed out 2025,
I'was at 1,272. 've already closed five
this year. So 23 more people and we’ll hit
1,300. Who's that going to be?” she asks.

Every client matters to her. But
milestones still mean something. “One
of my investors was my 1,000th deal,”
she recalls. “I told them, ‘You’re my
thousandth client.’ It wasn’t a big deal
to them, but it was to me!”

That balance between production
and purpose has defined her

career. In 2006, her first full year

in the business, Morton closed 11
transactions. Today, that number
represents something very different.
“Now it’s like I need to have 11 or
more pending, or I feel like I’'m not
doing my job,” she says with a laugh.

The growth from 11 deals in a year
to surpassing 100 units, twice, didn’t
happen accidentally. It came from
structure, accountability, and a clear
understanding of how this business
actually works.



Every client matters
to her. But milestones
still mean something.

Jenna’s dogs!
Left: Frank
Right Oscar

“Real estate is nothing but a bunch of
90-day cycles all stacked in between
each other,” she explains. “What you do
right now is what’s going to feed you in
90 days.”

That mindset became foundational
early on. In 2009, she hired a coach
through the Mike Ferry Organization.
She has worked with them ever since.
“I'will 100 percent give them credit.
Not for my success, but for holding me
accountable,” she says. “Pushing myself
with stretch goals and staying mindful
of what I need to do to achieve them.”

For years, her target was 100 units in a
single year. She hit it in 2019 with 109
transactions. She did it again in 2020 with
107. Between 2019 and 2021, she closed
nearly 300 deals as a solo agent. “It’s a
lot,” she admits. “You don’t realize it’s
taking a toll on you until you step back.”

After an intense stretch through COVID,
navigating multiple-offer negotiations
and helping nearly 140 buyers in a
three-year span, 2023 brought a slower
market and a moment of recalibration.
She closed 41 units that year.

But for Morton, slower doesn’t mean
stagnant. It means strategic.

In 2024, she reevaluated. What
was working? What needed
to evolve? She added
new construction
relationships to
complement her
resale business,
creating what
she calls a hybrid
model and
helping resale
families while also
guiding first-time
buyers through the
build process.

“We get to show the
transformation. Here’s the
dirt, here it is framed, here it is
drywalled, here it is finished,” she
says. “It makes their homeownership
experience unique.”

The shift also reflects something else
she’s learned over 20 years: adaptability
is survival. When she entered the
industry, agents controlled access to
listings. Today, buyers have everything
at their fingertips. The difference-maker
is no longer access, its expertise.

“There are a lot of order-takers out
there,” she says. “But I know the
market. I can promise you I will find
the house.” That confidence comes from
experience and discipline. Early in her
career, she learned the importance of
becoming a listing agent rather than
solely working buyers.

“When you’re working a buyer,
that’s the only buyer you can work
with that day,” she explains. “If I
have 15 active listings, 15 buyer’s

i

|

agents could bring me contracts. It
puts you in a different position.”

It’s strategic thinking like that that
allowed her to scale without building a
team. And yet, despite the production
milestones, what keeps her in the
business isn’t volume, it’s variety. “It’s
never the same,” she says. “At no time
ever do I have to say, ‘Do you want fries
with that? Every day is different.”

Originally from Michigan, Morton
moved to North Carolina after college
and chose to stay, trading snow for surf
and building a life in a place people
dream of vacationing. “We get to live
where other people want to vacation,”
she says. “What’s not to love about that?”

She’s sold everything from $25,000
foreclosures to a $1.8 million

"%‘-“-gets to help next.

y
sactions. I’s
asured by how
many people she

beachfront home. She’s navigated
hurricane evacuations, inventory
shortages that dropped below 300
homes countywide, and markets with
nearly 2,000 active listings.

Through it all, her approach remains
the same: know the numbers, know
the market, and remember that every
transaction represents a family.

After 20 years, 1,300 clients, and
multiple 100-unit years, she isn’t chasing
an exit strategy. “No end date in sight,”
she says.

The goal now? Get back to 100 families
served annually. Keep stacking 90-day
cycles. Keep showing up. Because for
Jenna Morton, success isn’t measured
by transactions. It’s measured by how
many people she gets to help next.
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PARTNEJ SPOTLIGHT

The Story Behind

Spinnaker’s Reach Realty

WRITTEN BY LAUREN SCHUSTER ® PHOTOGRAPHY BY JUSTIN WHITT

pinnaker’s Reach
Realty has always
been a family story,
one that began in 1996
when Kyle Lagos’s mother,
Judy O’Neill, became the
original listing agent for
the Spinnaker’s Reach
community in Emerald
Isle. As homes rose, so did
the demand for vacation
rentals, and the property
management business
grew naturally alongside
the neighborhood it served.
For years, it remained a
small, tightly run operation
rooted in loyalty, long-term
relationships, and repeat
guests who built their family
traditions around its cottages
and beach houses.

But in 2014, everything
changed when Kyle and her
husband, Matias, moved
back home. At the time they
were living in Los Angeles,
working in hospitality, design,
construction, and real estate.
“I told him that my mom

was thinking of selling the
business,” Kyle laughed. “I
said, ‘We might want to think
about moving home.” And he
didn’t sleep after that, he was
convinced this was what we
needed to do.”

The business was charming,
but tired. When Kyle and
Matias stepped into the
business, they focused on
refreshing the systems and
bringing everything up to
date. Their goal was simply

to help the company grow
into its next chapter.

Together, they rebuilt
everything from technology,
systems, customer service,
marketing, and most
importantly, momentum.
Today Spinnaker’s Reach
manages nearly 110 rentals,
with 60% still in the original
community but a growing
presence across Emerald
Isle, Pine Knoll Shores, and
toward Atlantic Beach.
They’ve tripled revenue since
taking over, thanks in part
to the post-COVID surge in
vacation demand, but even
more to their intentional
operational overhaul and
commitment to quality.

Kyle calls their portfolio a
curated collection. “What we
want is a curated group of
homes whose owners care
about hospitality as much

as we do. Homes with pools,
great spaces, thoughtful
details, and but, mainly
owners who want guests to
feel special,” she said.

“We know these houses
are their investments,
but also their happy
places. Our job isn’t just
fo rent them, but it’s to
take care of them.”
-Kyle Lagos

Where Legacy and Community Meet

And that mindset is exactly
what sets them apart.

While most vacation rental
companies focus strictly on
bookings, the Lagos team
goes far deeper. In the
off-season, they manage
kitchen remodels, bathroom
upgrades, painting projects,
and full-scale renovations.
“We really partner with

our homeowners,” Kyle
explained. “We know these
houses are their investments,
but also their happy places.
Our job isn’t just to rent them,
but it’s to take care of them.”

Matias oversees the
operations side, coordinating
contractors, project
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timelines, and upkeep. “A

lot of our owners live in

New York or California,” he
said. “They trust us to make
sure the home is cared for,
updated, and ready. We map
out every house, like where
the water shut-off is and how
the systems work because
those details matter.”

Last year, the couple
moved their office out of
the original neighborhood
and into a more visible
standalone space.

An important step in
repositioning the company
as island-wide experts
rather than a community-
only team. And with growth
came the need for a key
hire: someone who could
expand their reach, nurture
owner relationships, and
help them scale with
intention. They welcomed
Jill Rizzo to the team.

24 . March 2026

“What we want is a
curated group of homes
whose owners care
about hospitality as
much as we do.”

Jill joined the company in
June, bringing decades of
experience in corporate
sales, real estate, home
building, and property
management. Her arrival
accelerated their expansion
and helped bring in new
communities and higher-
quality homes. “I just

love working for a small
company where the team
puts in 100%,” Jill shared.
“Kyle and Matias care so
deeply. They’re people-
pleasers by nature, and they
go above and beyond for
guests and owners. It’s really
a labor of love for them.”

But behind the business
is an equally meaningful
story of family, balance,
and community.

Kyle grew up on Emerald
Isle, and now her own
children are building their
lives in the same tight-knit
community. “Our kids are
completely ingrained in this
community,” she said. “They
know the police officers, the
lifeguards, the firefighters.
They go to the after-school
programs, the local camps,
the lifeguard camp, they
really feel connected.”

As a family,

the Lagos crew
spends as much
time outdoors

as possible.
Camping at Cape
Lookout, hiking
in the mountains,
adventuring
beyond the island.
They prioritize
unplugged, messy,
real childhood
moments. “At
school it seems
the kids are inside
with technology

Kyle and Matias’s kids

all day,” Matias said. “We
want them outside, getting
dirty, running wild, and
learning by exploring.”

And now, life has taken an
even more unexpected turn:
in November, Kyle was elected
mayor of Emerald Isle.

“It’s been a learning curve,”
she admitted with a smile.
“But serving on the tourism
board for six years really
prepared me. I understand
how important tourism is for
our local economy, and now
I get to balance that with the
needs of full-time residents.
I’'ve always cared deeply
about this community, but
now the picture is bigger.”

The dual roles of mayor and
business owner align more
naturally than one might
expect. Both require listening,
long-term thinking, and a
genuine love for Emerald
Isle’s people and future.

For Kyle and Matias, the
work is personal. Their
business is rooted in
family tradition. Their
children are growing up
on the same beaches Kyle
did. Their company has
become a modern reflection
of the hospitality they
both lived and breathed
while developing their
careers. And their vision
continues to grow, fueled
by dedication, innovation,
and community pride.

Spinnaker’s Reach

Realty isn’t just a rental
company, it’s a family-

built, community-minded,
hospitality-driven legacy.
And under Matias and Kyle’s
leadership, both the business
and the town she now serves
are poised for a bright,
thoughtfully curated future.

Left: Tomas, 11 Right: Pilar, 10
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