mGE
_Craig

" McIntosh

CONNECTION FIRST:

WRK BUILT ON TRUST

.

MARCH 2026

The Mortgage Beat
RJ MEYERHOFFER

Coaching Corner
CHRIS PAPPALARDO

The Management Playbook
ALEKA DEGRAAF



EXCEPTIONAL | / .;;.
el MORTGAGE L

s EXPEREINCE \&f 8
Kathryn Bornac
O] Loan Officer
NMLS #113717
Cell (336) 287-8257
kathryn@helmsmortgage.com

Martha Cooper
O30 Loan Officer

% NMLS #111632
[=]&r Cell (336) 215-1474

martha@helmsmortgage.com

Mortgages. Simplified. Brokers are Better.

We pride ourselves in getting to know you and your mortgage needs,
taking the uncertainty out of the process.

()¢ do the rate shopping for you!
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1301 Carolina Street Suite 110 Greensboro NC 27401 The information contained herein is for informational purposes only and is
not a commitment to lend. The program, rates, terms, and conditions are subject to change at any time without notice. All loans

are subject to credit approval. Not all products and options are available in all states.
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solutions to
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Preferred Pariners

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

BUILDER ESTATE LIQUIDATION HOME INSPECTION
MUNGO HOMES Caring Transitions of Elite Home Inspections
(336) 395-5098 Winston Salem of the Triad

JULIE BILYEU BROOKE MICHAEL

STANLEY MARTIN
(336) 282-3535

(336) 290-6021 (336) 252-8667

EXTERIOR CLEANING Hometeam Inspection Service

CLEANING SERVICES / SOFT WASH DREW BRANYON
Modern Day Maid Martin Pressure Washing (336) 339-8424
MORGAN GILBREATH GEORGE ABDELLMELK
(336) 302-6644 (336) 999-4581 SpecPROS
NICOLE BECK
CONTRACT TO CLOSE FINANCIAL PLANNING (336) 316-8727
SERVICES Modern Woodmen
Real Estate Professional ANDREW MCNEAL HOME PREPARATION
Services, Inc. (REPS) (336) 202-1432 SPECIALIST
KIM DEL FAVERO HOMEstretch
(336) 214-7657 HANDYMAN/HOME RACHAEL CULLOP
IMPROVEMENT (540) 239-3137
CUSTOM CARPENTRY Old School Home Repair/ (336) 269-4302
Piedmont Custom Carpentry Improvements
MIGUEL SOLACHE ROMAN JERRY POTKAY HOME WARRANTY
(336) 223-5330 (336) 669-7252 First American Home Warranty
ASHLEY WILLIAMS

(336) 482 - 6034

HVAC SERVICES
Dilligence Heating, Air
Conditioning & Mechanical
JASON DILL

(336) 875-5439

INSURANCE

Highstreet Insurance Partners
ALYSSA KENDRICK

(336) 773-1322

Kevin Limon Insurance
Services, Inc.
KEVIN LIMON
(336) 214-2119

Young Insurance Group, Inc
MATTHEW YOUNG
(336) 303-8313

JUNK REMOVAL/DEMOLITION
TCC Junk Removal

(336) 420-7900
tccjunkremoval.com

"Your Local,
IT'rusted Attorney”

REAL ESTATE LAW - BUSINESS LAW « ESTATE & PROBATE

BARKER LAW, P.C.
ATTORNEY AT LAW

truman@ncbarkerlaw.com
(336) 823-2448 « NCBarkerLaw.com
1006 N. Main St., High Point, NC 27262
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LAW FIRM

Barker Law, P.C.
TRUMAN BARKER
(336) 823-2448

Coltrane & Overfield, PLLC
JOHN OVERFIELD
(336) 279-8707

Craige Jenkins Liipfert
& Walker LLP

MALIA WILLIAMS
(336) 725-2900

Donato Law, PC
ANTHONY DONATO
(336) 235-0888

Stegall & Clifford, PLLC
BRIAN CLIFFORD
(336) 281-3110

MORTGAGE LENDING
CrossCountry Mortgage
RYAN HAYS

(336) 416-0623

Helms Mortgage
(336) 478-6824
KATHRYN BORNAC
(336) 287-8257
MARTHA COOPER
(336) 215-1474
ROBERT HELMS
(336) 908-9669

Highlands Residential Mortgage
ASHLEY MCKENZIE-SHARPE
(336) 714-1556

Integrity Mortgage Group
CHLOE JOINES
(336) 964-4983

Jefferson Capital
(336) 617-7441
NORMA MATTO
(336) 317-0843
CHRIS FLATHERS
(336) 337-6030
VARNETTA JONES
(336) 908-7882

Lyon Mark Mortgage
SHARON REILLY
(336) 365-4981

Mortgage Investors Group (MIG)
DON OWENS
(336) 558-3629

Movement Mortgage
ADAM MOORE
(336) 250-5052
MARIA CERVANTES
(336) 633-9140

Rate
RJ MEYERHOFFER
(336) 455-3444

Union Home Mortgage
JEFF BENFIELD
(336) 880-4796

SpecPROS”

Licensed Home Inspectors

SpecPROS is a woman
owned business providing
home inspections to the Triad
and surrounding areas.

In addition to scheduling general
home inspections, we will work with
you to coordinate your septic, well,
HVAC, and pest inspections for
one-stop-shop customer service.

Give us a call or schedule online

336-316-8727

www.specprosinc.com
info@specprosinc.com

MOVING & STORAGE
Capital Moving & Storage
MAEGAN ALLISON

(336) 600-3552

Steele & Vaughn Moving
And Storage

BRYAN JONES

(336) 255-3753

PAINTING
Five Star Painting
(336) 790-8319

PEST CONTROL/
WILDLIFE REMOVAL
Ray’s Pest Control and
Wildlife Removal

(336) 880-6633

PHOTOGRAPHY
Brian Anthony
Photography, LLC
BRIAN ANTHONY
(516) 509-9820

J. Harris Photography
JARVIS HARRIS
(336) 327-7400

PROPERTY MANAGEMENT
Fortified Dreams

Property Solutions

ALEKA DEGRAAF

(802) 355-0277

REAL ESTATE INVESTMENTS
Infinite Investments

& Properties, Inc.

RODDY AKBARI

(336) 337-2402

ROOFING
Mid-Atlantic Roofing
Systems, Inc.

JOHN HARRINGTON
(336) 671-5208

SOLAR ROOFING &
INSULATION

MJAK Company
MATT SEARS

(336) 441-8006

STAGING & HOME DESIGN
Envision Interiors NC
NANCY JONES

(336) 778-6566

STRUCTURAL ENGINEERING
Modulus, PLLC.

JAY CUMBUS

(336) 970-9104

TAX STRATEGY
DualVision Inc.
(336) 229-5545
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$1000 OFF OR
NO MONEY DOWN
Payments As Low As
$99 /month

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

THE TRIAD'S MOST
- TRUSTED ROOFING
£ SOLAR EXF

A 2.8

Veteran-Owned
& Operated

IMATTRSEARS;

(0] Jo)

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

(LIMIT OME KICKBACK PER REALTOR™

MOVE IN/OUT DEEP CLEANS

NEW CONSTRUCTION CLEANS

WEEKLY/MONTHLY CLEANS FOR

+« RESIDENTIAL
* SMALL BUSINESS
+« AIRBNBS

@ 336-302-6644

MODERN DAY
MAID
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MUNGO

New Homes
High P

HOMES

A CLAYTON COMPANY

in Winston-Salem, Greensboro,
oint & Surrounding Areas

&

\

.

\ @

B Bell West

From the Mid $§300s | Limited Opportunities!
4736 Bell West Dr | Kernersville, MC

#) Brayden
Fram the High $300s
142 Brayden Dr | Bermuda Run, NC

£) Brooke Hill
Fram the High $400s
407 Brooke Hill Dr | Lewisville, NC

) Fieldstone
Fram the Low $300s - Low 55005
125 Lavender Ln | Lexington, NC

B Hanes Lake
From the High 52005 - Low $600s
2815 Spicewoocd Dr| Winston-Salem, NC

£) Rogers Spring
MNew Phase Coming Soon! From the Low $400s
1902 Channel 5t | Graham, NC

1 Jessups Place 10} Stapleton

Townhomes from the Mid $300s Coming Soon!

Horse Pen Creek Rd | Greensbora, NC Spirit Drive | Clemmons, NC
B Lilah Grove B watkins Landing

Maorthwest Gilford Schools! From the Mid $500s
8501 Lermur Lo | Summerfield, MC

1 Home Remaining! From the High $300s
T169 Watkins Landing Dr | Kernersville, NC

) Meadow Valley

Coming Soon! From the High 53005
High Point, NC

SCAN FOR MORE INFORMATION

ON OUR TRIAD COMMUNITIES




Meet
The

Team

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

MEET MORE OF
OUR TEAM HERE!

Dave Danielson Nick Ingrisani Joseph Manser III
Writer Writer Videographer

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

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

Making every &
mortgage feel

like a win.

Ryan Hays
Senior Loan Officer
NMLSZ2298124

M 3356.416.0623

E ryan.hays@ccm.com
W coem.com/Ryan-Hays

@ TEAM HAYS

CROSSCOUNTRY MORTGAGE

Equal Housing Opportunity. All loans subject o undenwriting approval, Certain restrictions apply. Call for detaifs. All Domowers must mest minimmum credit
soore, loan-to-value, dobt-to income, and ather requirements to qualify for any mortgage program. CrossCountny Mortgage, LLC MMLS30F MM LS L4950

(e nmilsconsurmeracoess ong) B B
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a1y’ OLD SCHOOL

HOME REPAIR/IMPROVEMENTS
“No Job Too Small”

Decks, deck repairs, deck resurfacing, build
screen porches, wood rot repairs on door jambs
& windowsills, bathroom remodeling and much more!

Window sidelight repair

BEFORE

Contact us for a free estimate! 28
(336) 669-7252 ||

oldschoolsjhr@triad.rr.com

Mid Atlantic /S¥»

ROMOFING SYITEMS INC

Roofing i
Systems, INC

North Carolina’'s Most Trusted
Home Improvement Company

L.|L:~:__;||.]-:_‘.|_: yOur home now with o updror

Complele your rocfing or home improvemeant
project today,

vihen your home selks,
S,

" PAY AT CLOSING PROGRAM |
| Ask s how It works!?
S A L N O e R F
CONTACT US TODAY
. Phone f Website
(336) 671-5208 midatlanticroofingsystems.com
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> e Windsor Homes
is now part of
Stanley Martin Homes.

(3160 500-0820 ﬁ (o] 'Ei @
AWARDSE'

The trusted Windsor team you know,
now backed by the strength, resources,
and momentum of Stanley Martin Homes.

Same people.
Same commitment to quality and service.
Even more opportunity ahead.

WEDDINGS COUPLES FAMILIES
LOMCATED 1IN GREENSBORO, SERVING NORTH CAROLIXA AND BEYTRN M

el Veterans __
SCOTT  GEORGE First Responders <

L2 g -H
Seniors VMARTIN
Teachers [ PRESSURE WASHING ¥

www.martinpressurewashing.com = WindsorHomes.US | StanleyMartin.com Y
Email: service@martinpressurewashing.com ©Stanley Martin Homes, LLC =
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RISING STAR

Where Finance
Ends & Trust
Begins

Katlyn Hamm does not describe her
pathinto real estate as a leap so much
as a careful turn. She came into the
industry with a finance degree, a few
years of corporate experience, and

a sense that the work she was doing
mattered, even if it didn’t quite fit the
life she wanted long term.

After graduating from East Carolina
University with a finance degree, Katlyn
went straight into corporate America. She
spent a year in Charlotte working at a
large firm before realizing that the small-
town part of her had never really left.
That realization pulled her back to the
Triad, where she began working under

a local financial advisor with offices in
Winston-Salem and Greensboro, where
her days settled into a familiar Monday-
through-Friday rhythm.

Her work involved meeting with clients,
rolling over 401(k)s, managing IRAs and
annuities, and guiding people through
decisions that carried real financial
weight. She was young, but she paid
attention, and she absorbed more life
experience than she expected at that
age. Even so, something felt unfinished.

She knew she liked advising people, but
she also knew her passion wasn’t fully
there. Toward the end of her time in
finance, she found herself paying closer
attention to homes, interiors, and the
way people lived inside their spaces.

She describes having an interior design
instinct at heart, and real estate began
to feel like a place where her financial
background could meet something
more personal.

Katlyn worked her finance job during
the week and took her real estate
courses on weekends, spending long
days studying from eight in the morning
until four in the afternoon. She passed
her licensing exam on the first attempt,
completed the month-long course, and
walked away from her finance position
to step fully into real estate.

Triad Real Producers - 17



When she entered the industry, she
knew she wasn’t starting from zero.
That financial background gave her

a lens that carried over naturally,
especially for first-time buyers,
seasoned clients, and anyone trying to
understand the long-term implications
of a purchase or sale. She saw advising
as something that extended beyond the
transaction itself.

Her first deal arrived quickly and came
with pressure she didn’t expect. She
represented her best friends, who were
selling their home, while also working
with another close friend as a buyer.
The transaction happened within her
first few months in the business, and

it forced her to navigate contracts,

18 - March 2026

paperwork, attorneys, and boundaries
all at once.

At one point, the situation became
tense enough that friendships felt at
risk. Katlyn went to her Broker-In-
Charge (BIC) for guidance, knowing she
couldn’t manage the situation alone.
Her buyers were first-time homebuyers,
and her sellers were first-time sellers.
The experience showed her quickly
how much value a realtor provides
simply by helping people move through
unfamiliar territory.

The deal closed successfully, but it left
a mark. She describes it as instructive,
and formative, especially because it

confirmed what many agents already

know. Working with friends and family
can be the hardest work in the business.

Her first year brought another surprise.
Katlyn left behind a salaried position
with benefits and steady pay, and she
didn’t expect what followed. Within her
first year in real estate, she closed over
three million dollars in volume and
earned Rookie of the Year in her office.
She was twenty-three years old at the
time, and the experience challenged
her fear that being young would hold
her back.

When asked how clients would
describe her now, Katlyn points first

to communication. She emphasizes
accountability, both in holding herself
responsible and in keeping transactions
grounded and transparent. She believes
consistency matters, especially when
things don’t go smoothly.

One aspect of the business that surprised
her was the lack of professionalism she
occasionally encountered, particularly
early on as a younger agent. She
expected respect and discovered that it
isn’t always automatic. Over time, that
expectation shifted, and she learned
how to remain steady without taking
those moments personally.

Protecting clients remains central to
her work. She takes pride in ensuring
that none of her clients have bought or
sold in a way that left them financially
vulnerable, even during volatile market
conditions. She believes her finance
background allows her to protect clients
by keeping financial stability in focus,
even when markets shift.

A good day in real estate, for Katlyn, is
simple. It’s an accepted offer, a smooth
due diligence period, and keys placed in
a client’s hands.

Her journey also includes time away.
About two years into real estate, she
expanded her business to Wilmington
and worked between the coast and

the Triad. She learned quickly how
demanding it was to drive three and a
half hours between markets while trying
to serve clients well in both places.

It’s a story
about learning
how to

speak when
conversations
are hard, how
to slow down
when stakes
are high, and
how to build
a career that
feels sceady

CnOU‘{h to lllSt.
C

The pull back home came from family,
friendships, and the sense of belonging
she felt in her office community. She
returned to the Triad full time about a
year and a half ago, while maintaining
referral relationships along the coast.

Mentorship and community have
shaped her career more than any single
transaction. She credits the bond within
her High Point office as something she
never experienced in finance, and she
values the relationships that extend
beyond business.

Outside of work, Katlyn’s life centers on
family, friends, and her two yellow labs,
Millie and Tucker, who’ve become part
of her daily rhythm and her identity
around town.

Her story isn’t one of shortcuts or
spectacle. It’s a story about learning how
to speak when conversations are hard,
how to slow down when stakes are high,
and how to build a career that feels
steady enough to last.

HOMETEAM INSPECTION SERVICE.

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

your cient
,and the next one

HomeTeam of Triad
(3316 12

Eochofice iy independepel ownod and
operalen 22027 The HomeTean fnapection
Servod Ine Allli.ﬁjh'-!i.'\r.'.\dr'-'-}sl.

\
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UNIONHOME

MORTGAGE

a

Do You Need a Solution for the Lack of Inventory?

Ask Me About Construction Financing
for First & Second Homes Today!

Lontg Dintares baving - Pogiin,

Slorign - Loca vy : Conventional, FHA & VA Options Available

336-273-0546

PEST CONTROL
. & WILDLIFE REMOVAL

Jeff Benfield Senior Loan Officer

jbenfield@uhm.com | www.nchomeloan.expert

C:(336) 880-4796 | O:(336) 355-4934

2212 Eastchester Dr., High Point, NC 27265

NMLS 106920 | TN 241919 | NC 1-163451 | SC MLO-106920 | VA MLO-22979VA

We Kill What's
Bugging You!

www.raypestcontrol.com // 336.722.1307

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

Why Top Agents Are Pivoting to
the “Forgotten 50%” of the Market

BY ALEKA DEGRAAF

In the high-stakes world of real estate,

the spotlight is almost always on the
immediate sale. Agents are trained to hunt
for the “ready, willing, and able” buyer or
the seller with a pristine home ready to
list. But in a shifting market characterized
by tight inventory, fluctuating interest rates, and affordability
challenges, the “sales-only” approach is becoming a grind.
While the majority of agents fight tooth and nail over the same
small pool of active buyers, a quiet revolution is happening
among top producers.

They aren’t just hunting for the quick close; they are
building an empire by tapping into the other 50% of the
market: The Renters.

The reality is stark: if you are ignoring renters, you are
leaving a massive amount of future revenue on the table.

But working with tenants has long been viewed as the “grunt

22 - March 2026

work” of real estate—low commissions, high effort, and no
guarantee of loyalty.

At Fortified Dreams Property Solutions, we are challenging
that narrative. We believe that understanding the rental side

of the business isn’t just about “property management”—it is
about protecting your license, getting paid for your time, and
building a guaranteed buyer pipeline for next year. That is why
we are inviting you to our bi-monthly Agent Training Series
at our Downtown Greensboro office.

The “Right Now” Trap vs. The Long Game

Most agents operate in a 90-day cycle. If a lead isn’t going to buy
in the next three months, they are often discarded or relegated
to a generic drip campaign. This is the “Right Now” trap.

The average first-time homebuyer rents for several years
before purchasing. These are future buyers who are currently
sitting in your CRM, unmarked and un-nurtured. If you

ignore them now because they “only” want to rent, they won’t
remember you later when they are ready to buy.

We teach the “Incubator” Strategy. Think of a rental
placement not as a throwaway transaction, but as paid lead
incubation. When you help a client find a rental home, you
become their hero. You solve an immediate pain point. But the
fear for most agents is valid: “If I place them in a rental, I lose
control. The property manager will take them.”

This is where the Fortified Dreams difference lies.

The Partnership Model: We Manage, You Sell

Our training sessions break down the mechanics of a true
referral partnership. When you place a tenant in a property
managed by Fortified Dreams, you aren’t losing a lead; you are
securing a future sale.

We handle the late-night maintenance calls. We handle the
lease compliance. We handle the headaches. Meanwhile, you
keep the relationship. We respect your agency. We nurture the
property, while you nurture the client. We position you as the
trusted advisor so that when that tenant’s credit improves or
their savings hit the target in 12-24 months, you are the only
agent they call.

It is a symbiotic relationship that turns a one-time renter into a
guaranteed pipeline of verified, pre-screened buyers maturing
every single year.

3 Reasons You Cannot Miss These Training Classes

If you are serious about longevity in this business, attendance
isn’t just recommended—it’s essential. Here is why you need to
be in the room:

1. Future-Proof Your Income Against Market Shifts
Markets cycle. Interest rates rise and fall. But housing is a
fundamental need. When sales slow down, the rental market
invariably heats up. By attending these classes, you learn to
monetize the “down” cycles. We teach you how to maintain
cash flow and client engagement even when buyers are
scarce, ensuring your business thrives in any economic
climate. You aren’t just an agent; you become a recession-
proof housing consultant.

2. Bulletproof Your License from Accidental Violations
“Shadow Management”—holding keys, coordinating repairs, or
collecting checks for a client—is the silent killer of real estate
careers. It seems helpful, but the North Carolina Real Estate
Commission views it as unlicensed activity. Our training draws
a bright red line between “helping a friend” and “risking your
license.” We give you the scripts and strategies to say “no” to
liability while still saying “yes” to serving your client, keeping
you compliant and your insurance valid.

3. Unlock the “Hidden” Inventory Your Clients Can’t See
Your value proposition depends on your ability to find what
others can’t. If you rely solely on the MLS, you are missing

nearly half the available rental stock. Property Management
companies use different syndication networks and showing
protocols (like self-showings) that bypass the MLS entirely. We
hand you the keys to this “hidden market,” teaching you how
to navigate PM systems so you can offer your clients exclusive
access to homes other agents don’t even know exist.

Stop Working for Free: The Power of Form 530
Let’s address the elephant in the room: Commissions.

How many times have you shown a rental, driven across town,
and spent hours coordinating schedules, only to walk away
with $0 because the listing broker didn’t offer a commission?
Or perhaps you’ve avoided working with renters entirely
because “there’s no money in it.”

That is a myth, but only if you don’t know how to use your tools.

In our workshops, we dive deep into North Carolina Form 530
(Exclusive Buyer/Tenant Representation Agreement). This
is one of the most underutilized documents in a residential
agent’s arsenal. We teach you how to properly structure

this agreement to ensure you are compensated for your

time and expertise, even when the listing broker offers zero
compensation.

We roleplay the conversations and provide the scripts to
present this form to tenants confidently. It filters out the
“tire kickers” and elevates you from a “door-opener” to a
hired professional. When a tenant understands that you are
providing them access, protection, and negotiation expertise,
they are willing to secure your services.

Join Us in Greensboro

Real estate is shifting. The agents who survive and thrive will
be the ones who adapt, the ones who see value where others
see work, and the ones who build long-term partnerships.

Don’t leave money on the table. Join us for our bi-monthly
sessions to snack, network, and fortify your business with
actionable strategies that turn today’s renters into your
future closings.

Event Details:

¢ What: Fortified Dreams Agent Training Series

¢ When: 2nd & 4th Wednesdays of the Month

¢ Where: Fortified Dreams Property Solutions,
Downtown Greensboro Office

* Topics: Tenant Representation, Form 530
Mastery, Building a Future Pipeline, Compliance
& Risk Management.

Reach Out for More Information!
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Your at Its Best.

il Expert Home Prep Done Right
: for Homeowners and Real

stretc h Estate Professionals. _ N IL

HOMEstretch helps prepare homes quickly and iy L]
Home Preparati ce: professionally so they look great, sell faster and J] _— d

Modern Woodmen
FRATERNAL FINANCIAL

Greensboro & Winston-Salem create confidence for buyers and sellers alike.

]

I
One trusted team covering all major home prep needs - Professional workmanship S =S8y ||
en Update

that enhances value - Fast, reliable results with clear communication
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Life insurance | Retirement planning | Financial services | Member programs

Some discounts, coverages, payment plans, and features are not available in all states, in Young Insurance Group, Inc, or in all situations. Homeowners, renters, and condo coverages
are written through non-affiliated insurance companies.
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COACHING CORNER

FIVEWWINTER MOVES
THAT SET YOU UP TO
WIN THE SPRING

CHRIS PAPPALARDO

The agents who
thrive in the spring
market aren’t the
ones who “get
started” in March.
They’re the ones
who went to work
when it was cold, quiet, and everyone
else was binge-watching Netflix.

Five Things to Do This Winter to
Strengthen Your Spring Market:

1. Build Your Pipeline Like It’s Your
Job (Because It Is)

Winter is the perfect time to reconnect
with your database. The spring market
rewards the agents who already have
conversations happening before the first
tulip blooms.

Call past clients. Check in with your
sphere. Reach out to leads that went cold.

Not with a cheesy sales pitch — just
real connection:

“Hey, how are things going? Any real
estate plans for this year?”

Plant seeds now, so spring doesn’t feel
like a scramble.

2. Get Obsessed with Follow-Up
Most agents don’t lose deals because
they’re bad at real estate.

They lose deals because they disappear.

Winter is when you tighten your systems:
» weekly follow-up blocks
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* automated reminders
* consistent touchpoints

Your future listings are sitting in
someone’s inbox waiting for the agent
who stays consistent.

Spoiler: it’s not the one who only works
when it’s busy.

3. Sharpen Your Skills Before the
Crowd Shows Up

Spring brings competition. Winter
brings preparation.

Use this slower season to improve
your craft:

* Practice listing presentations

* Role-play objections

* Study market stats

* Get better at pricing and negotiation

Spring clients expect confidence. Winter
is where you earn it.

4. Create Spring-Ready

Marketing Now

You don’t want to start marketing when
the market is already moving. You want
to be the agent everyone already sees
before they’re ready.

Winter is content season:

* Record videos

* Schedule social posts

* Write market updates

* Build buyer and seller guides

Marketing in spring without preparation
is like showing up to the Super Bowl
without practicing.

5. Take Care of Your Energy

and Mindset

Let’s be honest — winter can mess with
your motivation.

Cold weather, slower deals, shorter
days... it’s easy to drift.

But thriving agents protect their mindset
like it’s part of the business plan.

Daily non-negotiables help:

* exercise

* journaling

» gratitude

* learning

 staying around driven people

Your spring success starts with
winter discipline.

Final Thought
Spring is the harvest season.

Winter is the planting season.

The agents who win big in spring aren’t
doing anything magical — they’re just
doing the work early, while everyone
else is waiting for things to “pick up.”

So don’t wait.

Because the spring market is coming...
and it doesn’t care if you're ready.

As always if we can help you in any way..

Call text or email Chris@
pappalardoteam.com, 336-525-1289
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But don’t just take our
word for it. Take theirs.
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BROOKE MICHAEL, OWNER
336-252-8667
OFFICE@ELITE-INSPECT.COM
WWW.ELITE-INSPECT.COM

J

L] . I Your Local Resource
Bring a B'E o’ Luck Ashley Williams
to Your Clients 336-482-6034

. : awilliams@firstam.com
Home warranties are like good luck

charms for your clients. Whenever a
covered home appliance or system
breaks, our coverage helps their
households run smoothly again.

Let's connect.

firstamrealestate.com
"Protecting Client Relationships,

Budget and Time”

Phone Orders: 800-444-9030
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ice Junk Removal
liticn

336-420-7900

) mason@tccjunkremoval.com
HE www. tccjunkremoval.com

Residential Distress Evaluations
* Property Condition Assessments
Retaining Wall Design

Jay Cumbus, PE
MODULUS ~..  336.970.9104

A Veteran-Owned
Company

2% Caring
& Transitions.

You have a speciality, so do we.

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

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

Caring Transitions of Winston Salem

336-290-6021 | CaringTransitionsWS.com

raring Trans 5, All ights mserved. Each office is independantly owned and operated, Serices & prices may vary
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Norma Matto 336-317-0843
With 20 years in the mortgage
world, I'm an NC native who loves
books, family, and hiking with my
dogs. I'm passionate about great
rates and dream homes.

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

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

Aaron Bray 336-253-9523

| specialize in FHA, VA, convention-

al, and jumbo loans. My focus is
building strong relationships and

finding the best fit for every client.

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

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

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

NMLS #1636660 CENBER
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For the last few years, the Spring
real estate market has been...
meh. Lackluster. Challenged by
stubbornly high mortgage rates,
ongoing inventory shortages,
and a frustrating “wait-and-see”
attitude among buyers and sellers alike. But Spring
2026 feels different — hopeful, usable, and real.

As of this writing, mortgage rates are hovering near
multi-year lows. That matters — because when rates
stop spiking and start stabilizing, people don’t wait...
they move. This isn’t noise anymore. This is a usable
window — a real breakpoint after three years of
market frustration.

30 - March 2026

Mortgage rates have settled into the upper-5% to
low-6% range. — the lowest we’ve seen in over three
years,down significantly from the nearly 7% levels
seen just a year ago.

When mortgage rates get this close to 6% — and
especially when they hold there — buyers start
acting. Refinances jumped nearly 30% when rates
dipped. Meanwhile, purchase applications are
up nearly 18% year-over-year, even with tight
inventory. Translation? Homeowners are fixing bad
math — and buyers are quietly stepping back in.

Stability — or just the expectation of stability —
drives behavior more than day-to-day movement.
When people see rates stop spiking and mortgage
payments become somewhat predictable, decision
fatigue fades and action happens.

Rates aren’t on a straight line down. They’ll continue
to oscillate based on inflation reports, jobs data,
Federal Reserve policy expectations, and 10-year
Treasury yield mood swings that look more like a
roller coaster than a trend line.

There’s been a lot of buzz around government
action — most notably the federal government
directing an aggressive program of mortgage-backed
security purchases aimed at pushing rates lower and
boosting affordability.

In simple terms: when government-backed entities
step in and buy mortgage bonds, it puts theoretical
downward pressure on mortgage rates. The market
did react favorably but experts caution that a
single $200 billion purchase program may not
fundamentally move the long-term cost of housing
because the mortgage market is massive and
influenced by more than one policy action.

That’s why we’re seeing good weeks, bad weeks, and
a lot of head-fakes. It’s the nature of a market that’s
moving back toward equilibrium.

Affordability is front and center in today’s housing
conversation — and for good reason. A couple of
things are true right now:

Mortgage payments are meaningfully lower than they
were during the peak pressure of 2022-2023, because
rates have finally eased from the mid-to-upper 6’s.

Because inventory is finally creeping back up and
price growth is slowing compared to the red-hot
pandemic years, some markets are giving buyers
leverage they haven’t had in quite some time.

But let’s be honest: affordability isn’t “easy” yet.
Payroll wages, rents, and household budgets still
have to align. What’s changed is — buyers finally see
the doorway, not just a wall.

Young buyers under 35, long priced out of the market,
are finally returning. Homeownership among this

group rose in late 2025, helped by rate relief and
slight price adjustments.

Here’s where the outlook turns optimistic without
being delusional:

National Association of Realtors (NAR ) economists
see home sales climbing again in 2026, boosted by
lower rates and improving affordability. Inventory
looks more balanced than it has in nearly a decade.

Fannie Mae forecasts moderate market growth,
with home sales rising and home price appreciation
continuing — just at slower, more sustainable levels
than the pandemic boom era.

Realtor.com predicts mortgage rates averaging
around 6.0% and modest home price gains,
while inventory nudges higher and affordability
improves slightly.

Across the board, forecasts aren’t talking about a
reset to ultra-low rates, but they are pointing toward
a calmer, more balanced market where buyers and
sellers can finally make decisions without panic. That’s
the big story of Spring 2026.

Here’s the simple truth: when someone says, “I'll just
wait for rates to drop,” they’re making a bet — and
bets don’t pay bills.

When rates dip, competition usually picks up,
prices respond, and monthly payments don’t always
improve the way someone expects. Waiting isn’t
neutral — it’s a strategic gamble against time, life
events, and opportunity cost.

This Spring, prepared buyers have an edge. They’re
acting with data, clarity, and math — not hope.

Now is not the time to be focused on catching the
absolute lowest rate — it’s about understanding the
numbers well enough to act with confidence. When
buyers and sellers know the math behind their
options, decisions stop being emotional and start
being intentional. In this market, informed strategy
consistently outperforms guesswork.”

Spring 2026 may not be a “boom,” but it’s certainly

a breakout season. That’s a real headline Realtors
can sell.
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WITH A HOME LOAN FROM

PROUDLY PROVIDING LOCAL HOME LOANS | PURCHASE & REFINANCE

DwensLoans.com | 336-542-2494

WHAT PEOPLE ARE SAYING ABOUT OUR TEAM:

’ " » LC e N\ [ N\ [ 2

L Lae e “Don and his team were very kind, patient, “Don and his team were excellent in every “Don and his team were all wonderful to work

—— and made the home buying process extremely aspect. They were professional and patient. with. As a first time homebuyer Don took the

’—\) Heatin &: Air Conditio 111110 easy. They were available for any questions In this climate where great customer service time to explain everything as many times

== And Mechanical \)Olunonk and took time to guide us through the process is rare, | can vouch for this team. Anthony was as it took, in addition to giving invaluable

so we could make the best financial decision consistent and courteous... If you're reading information pertinent to my success as a

for our family’s needs. We are very grateful this and are considering this company, stop home owner. | would recommend the team to

3 3 6 8 7 5 5 4 3 9 and highly recommend their services.” searching, it will not get any better than this.” anyone and truly could not have asked for a

- Jill M. - Robert D. better experience!”
WWW.DILLIGENCEHEATINGANDAIR.COM - Davida M,

\_ /L /L J

5 PROTECTING YOUR CLIENTS' INTERESTS,
ONE INSPECTION AT A TIME MOERITMEAGS 204 Muirs Chapel Rd, Suite 318

Greensboro NC 27410
SERVICE, INSTALLATION, AND MAINTENANGE INVESTIORSIGCROU P Eivisthdbdnis

NMLS #34391, www.nmisc g.Don NMLS #93786



COVER STORY

BY JOE
PHOTOS B

People had always told Craig
that she would be a natural if
she decided to make a career
in real estate. Her aunt, a
successful Realtor in the
Southern Pines area, had told
her this when Craig helped
her at a young age with a
multi-million-dollar listing

of a historic property. So did
the founder of a well-known
residential real estate firm in
Raleigh when Craig briefly
lived in that city.

But the first time Craig
McIntosh seriously
considered real estate was
when the world had just
tilted into COVID.

Her husband works in
commercial real estate, and
like everyone else in 2020,
he was working from home
and found himself taking a
continuing education class
online. During a break in the
class, he looked at Craig and
said, basically, “You need to
get your real estate license.”

Craig didn’t jump at the idea.
She’d been managing a full
house of three children and

a complicated stretch of
caregiving for her son, Finn,
who was born with a rare
condition. The traditional
full-time job had never been
a clean fit. Life could change
fast. Flexibility wasn’t a perk.
It's what made everything
else possible.

Still, her husband kept
nudging. “Take the course.
You’d be great. Even if you
get the license you don’t have
to use it right away, maybe
down the road.” So she did.

Craig took the pre-licensing
course in the spring, right
as COVID hit. She passed
the class without telling
anyone that she was taking
it and then passed the State
exam in the middle of all
that uncertainty. Even the
logistics were difficult. Her
son had been very sick and
hospitalized at UNC-Chapel
Hill. Craig had to study for
the exam in his hospital
room and drive back to
Greensboro to take the test.

That’s how real estate
entered her life. Not as a

lifelong goal or a clearly
defined plan, but as an
option that could work
alongside everything else
she was already carrying.
Because people knew how
good she could be at helping
clients with their needs.

Craig is a Greensboro native
and says it plainly. “I'm a
Greensboro girl.” She comes
from a very large family. She
grew up as one of five girls,
with ten years between the
oldest and the youngest. Her
roots run deep. She describes
it as four generations in the
area, and it shows in how
easily she talks about the city.

She left town anyway;, like

a lot of people do when
they’re young and curious.
She went to the University
of Texas because she wanted
somewhere big and fresh
with lots of new people.
After college, she moved

to Los Angeles and worked
as a personal assistant to a
famous party producer in
Hollywood. She was around
major events and tons of
celebrities. She describes this
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chapter as fun and exciting,
but also as unfulfilling. It
looked good from the outside,
but it didn’t feel like her.

So she came back home to
North Carolina.

Craig decided to become

an elementary school
teacher and taught at the
school she’d attended

from kindergarten to high
school. Around that same
time, she reconnected with

a friend who would later
become her husband. They’d
gone to school together in
Greenshoro. Eleven months
into dating, she was engaged,
then married soon after.

Motherhood changed
everything, faster and more
completely than she expected.
Craig shared that she always
had difficult pregnancies with
times of bedrest and that her
youngest, Finn, was born
with a rare blood disorder. As
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a baby, he had several surger-
ies and stays in the hospital.

She described frequent trips
to Chapel Hill for blood
transfusions and ongoing
medical oversight. Finn’s

condition meant that even
minor illnesses required
immediate attention. A fever
wasn’t something you waited
out at home. It meant a trip
to the emergency room and
IV antibiotics.

“That’s why I never went
back to work after that,”
Craig said. Somebody had to
be with him all the time.

As Finn got older, school
helped, but it also introduced
a different kind of stress.
Keeping a three-, four-, five-,
or six-year-old healthy while
trying to live a normal life
isn’t simple. Craig was his
caretaker for years, and it
shaped how she thinks about
time, responsibility, and

the things people carry that
aren’t obvious.

Now Finn is 13. Craig calls
him “a ray of sunshine”
and talks about how hard
he’s fought and how well
he’s doing. She also has two
older children. Adelaide is
a senior and plans to attend
the University of Alabama.

Fletcher is in tenth grade at
Greensboro Day School.

So when the idea of a career
in real estate became an
option, Craig looked at it
through a family lens first.
Could she do it without
risking the stability she’d
worked so hard to protect?

She also paid attention to the
people who had provided
encouragement. Craig and
her family had always

used the Tyler Redhead &
McAlister firm. She’d long
admired Marti Tyler as a
friend and a realtor. So when
Craig reached out to Marti to
ask if this path made sense,
Marti’s response was direct.
“You must do this.”

Starting during COVID was
strange. Showings were
different. Offers were being
written on homes people
hadn’t even stepped inside.
Craig built momentum
anyway. Her growing up

in Greensboro and her
network let her hit the
ground running. After a few
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So when the idea of
a career in real estate

became an option,
Craig looked at it
through a family lens
first. Could she do it
without risking the
stability she’d worked
so hard to protect?
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months, she was off to
the races.

Looking back, she says it was
absolutely the right decision

for her.
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If you ask Craig what people
say about working with her,

she doesn’t reach for slogans.
She talks about trust, respect,

and responsiveness. If
someone calls or emails, she

responds. She wants clients
to feel like they have her full
attention. She also believes
she can work with all kinds
of people, and she enjoys
that part.

The clearest picture comes
when she talks about what
she loves most. Craig isn’t
only helping people buy
and sell homes. She’s
helping them find their
footing in Greensboro.

She shared a story about
clients who were new to
town, with a child attending
the school where Craig
graduated and where she
used to teach. They didn’t
know anyone. Craig did. She
called friends with kids the
same age and organized a
lunch so the new family could
meet other parents. Those
families became close friends.

She described hosting

a housewarming in a
neighborhood where a
family had never lived
before, setting out food
and inviting everyone

on the street so the new
homeowners could meet
their neighbors. She talked
about the calls that come
after closing too. Do you
know a good electrician?
Where’s a good frame
shop? Who should we get
to do our landscaping?

Craig works from a simple
belief. People settle into

a home faster when they
feel connected to the place
around it.

Her story moves from
Greensboro to Texas to Los
Angeles and then back again,
but the reason she returned
has never changed. She
knows what it feels like to

be far from your people. She
also knows what it feels like
when someone makes you
feel at home.

In her business, she tries to
be that person.

ALYSSA KENDRICK

HIGHSTREET INSURANCE PARTNERS
VICE PRESIDENT, CLIENT DEVELOPMENT




Want to GROW and SAVE TIME? Partner with us!

All Closing Coordinators are NC Licensed Real Estate Brokers

Managing Real Estate
closing transactions
for over 20 years.

Kim Del Favero, Owner , .

REALTOR®, BIC, ABR
336-214-7657 E E

Kim@repscc.com A
RepsForYou.com E

REPS

are Protessional services

Craige Jenkins
Luipfert & Walker wip

Attorneys at Law

Malia M. Williams, Esq. [

Real Estate Attorney Rising Stars
mwilliams@craigejenkins.com Malia Williams

336.714.2560 SuperLawyers.com

RESIDENTIAL
AND COMMERCIAL

LEGAL
SERVICES
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DONATO LAW PC

Residental Real Estate Business Law
Commercial Real Estate  WIills & Estates

Brassfield Professional Center 336-235-0888

2016 New Garden Road, Suite A adonato@anthonydonatolaw.com

www.anthonydonatolaw.com

Greensboro, NC 27410

— IMAGE IS ———

EVERYTHING

AND WE ARE PASSIONATE ABOUT YOUR IMAGE!
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Headshots Families

RJ delivers a smart, simple and streamlined mortgage process.

RJ is my trusted lender and brings a wealth of experience
to every transaction. After horror stories on previous
transactions with other lenders, I'll never use anyone other
than RJ. He catches what others miss and has a broad
range of products he can apply to fit every situation.

- ColeM

RJ Meyerhoffer, ..
" VP of Mortgage Lending ate
PRESIDENT Y7 CLUB

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

Greensboro, NC 27410

photography &design

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

Equal Housing Lender | © Guaranteed Rate 2024

NMLS ID 2611 NC - I-105174, SC - MLO - 99907, VA - MLO-56605VA &
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PARTNER SPOTLIGHT

BY JASON WEBER
PHOTOS BY KEVIN GREENE PHOTOGRAPHY

WHEN STRATEGY
REPLACES GUESSWORK

Cyril NeSmith doesn’t talk much about That thinking became the structure

tax season. He talks about what happens behind DualVision. The firm operates

when small decisions compound quietly. across three connected divisions.

The focus stays on those moments, when Clients receive year-round support,

laws change without warning and when tax preparation during tax season,

people do what they were told only to and resolution help when payment

find out later that it wasn’t enough. isn’t possible. The design reflects lived
experience, not theory.

Before any of that, the foundation

came from engineering. Cyril is an

electrical engineer by training, and that

background still shapes how he thinks.

Systems matter. Failure points matter

too. Patterns matter most when no one’s

really watching for them.

The experience that pushed him into
this work didn’t come from a textbook.
He bought his first house at twenty-one
and said he was diligent about filing
his taxes. Each year meant a trip to
H&R Block, and each year brought a
different person sitting across the desk.
At the time, that didn’t raise alarms.
Preparation felt sufficient. He brought a
W-2, mortgage documents, and receipts
he’d been told could be deducted.

That confidence unraveled quickly. The
preparer pulled out the W-2, typed for
about ten minutes, and said he owed the
IRS. None of the other documents were
reviewed. Frustration took over, and he
left. That year went unfiled. Fear carried
into the next year, and that return
wasn’t filed either.

Two years later, the IRS stepped in. Half
of a paycheck disappeared on a Friday,
and a bank account locked at the same
time. Hours followed on the phone
trying to unfreeze both. Filing eventually
happened, but the balance couldn’t be
paid, and garnishment followed.

That moment shaped everything that
came next. When a bank account is
frozen and half a paycheck disappears,
fear doesn’t need an explanation. Cyril
said he wanted to build something for
people standing in that exact place,
especially those who didn’t know where
to turn or who to trust.

What separates the model isn’t branding
language. It’s access. A subscription
structure was built early, even though
taxes remained the core service. Clients
retain the firm for accounting strategy
and payroll, with meetings included
rather than billed by the hour. People
avoid calling professionals when
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they expect a bill, and that hesitation
tends to show up later as a bigger
problem. Removing that friction lets
conversations happen earlier, before
things turn reactive.

When complex cases come in, structure
matters. One client hadn’t filed taxes

for roughly four years. The first step
involved helping that client start paying
estimates to stop the debt from growing.
After several years of consistency, proof
existed that the issue had been corrected.

From there, resolution options could
be evaluated carefully, not rushed.
Shortcuts weren’t part of the process.

That approach shows up most clearly
when the work involves more than
compliance and the margin for error is
already gone.

Dwight L. Epperson, Broker Realtor,
said he was referred to Cyril during a
difficult period involving tax issues.
He described Cyril and his staff as
responsive, positive, and attentive to
professional needs, adding that he
now refers his own clients and friends
to DualVision for both business and
personal tax services.

Education came up again and again.
Most financial problems don’t start
with intent. They start with not
understanding the numbers. Clients
are walked through profit and loss
statements, balance sheets, cash flow,
and income statements. The goal isn’t
to turn anyone into an accountant. The
goal is clarity, so conversations about
the business are grounded in reality.

One example made that clear. Revenue
was climbing, but labor costs had
increased at a much higher rate.
Because the numbers were broken out
and reviewed, the issue surfaced early.
Without that understanding, the cost
could’ve continued unnoticed for years.

Strategy isn’t reserved for large
businesses, even though a lot of people
treat it that way. There’s a common
belief that planning only matters once
a company reaches a certain size. That

44 - March 2026

A
>

People avoid calling
professionals when
they expect a bill, and
that hesitation tends
to show up later as a
bigger problem.

Removing that friction
happen earlier, before

things turn reactive.




Roads change. Laws

change. Tax codes chone

Waiting until problems

appear is like navi g9
without GPS becau e
destination feels familiar.

idea doesn’t hold up. Roads change.
Laws change. Tax codes change. Waiting
until problems appear is like navigating
without GPS because the destination
feels familiar.

Kenneth J. Walker, Broker/Owner, RE/
MAX Diamond Realty, and Partner at
Walker Brothers Real Estate, LLC, said
Cyril and his team have handled Walker
Brothers’ accounting needs for years,
including annual state reporting and
ongoing tax planning. He noted that
Cyril’s experience with the IRS and
current knowledge of tax code changes
has helped them develop strategies that
create annual tax savings for the LLC.

Industry differences matter, too. A roof-
er’s cost structure looks nothing like a
therapist’s. A real estate professional fac-
es income cycles that require a different
approach altogether. Advice has to match
reality, which is why selectivity matters.
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Over time, that approach narrowed the
work to clients who actually benefit from
this level of involvement.

One myth shows up often. Owning a busi-
ness doesn’t automatically make some-
one a business owner. In many cases, a
person has simply replaced an employer
with themselves. When the work stops,
the income stops. Shifting from employee
thinking to employer thinking requires
intention, and that mindset shift is built
directly into the advisory process.

Looking back, earlier coaching
would’ve changed the trajectory. Early
profitability created confidence, but

it also delayed mentorship. A coach
eventually pointed out patterns in
minutes that had gone unnoticed for
over a decade. That lesson stuck.

Looking ahead, technology plays a
growing role. Al-driven data matching

has led to more IRS letters, especially
around income reporting. That shift has
increased resolution work. At the same
time, Al tools allow internal processes to
move faster, freeing attention for client
conversations instead of paperwork.

The role Cyril describes for himself

is simple but specific. Acting as the
“chairman of your financial board”
means coordinating with attorneys,
estate planners, and other professionals
so decisions stay cohesive year-round.
That level of involvement requires
capacity, which is why a waiting

list exists.

The work isn’t built on slogans. It’s
shaped by outcomes people don’t want
to learn about the hard way. Systems
exist to prevent clients from learning
the hard way what happens when
preparation ends at compliance instead
of strategy.

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

¥ Interior Design =

ENVISIONUtferinry — momm™™ Qe

design + stage + renovate '™

*-.\-/

Styling
Renovations

Nancy Jones, Owner Short-Term Rental Design

(©) 336.778.6566

Y ¥YY¥YY¥Y Y

- And More!

Formerly Showhomes of the Triad

Don’'t trust your home to just anyone, put
your trust in the pros at

Exterior Painting/
Staining

i Brick Painting

Interior & Cabinet
Painting

Home Repairs
& Renovations

Carpentry

*k k% FREE CONSULTATIONS & &%
336.560.9168

Ask about our Referral
Rewards Program

FIVE STAR
TING W= FiveStarPainting.com

AND

SCHEDULE TOOAY
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~ NEED
REPAIRS‘
FAST?

OUR SERVICES :

+ Trim work (interlar &
extarior)

+ Baseboards & crown

g

Quick High-Quality h
Fixes!

(336) 223-5330
www.piedmontcustomcarpentry.com
services@piedmontcustomearpentry.com

PIEDMONT CUSTOM
0/ CARPENTRY LLC
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FIRSTTIME Y™
CLIENT SPECIAL

« Matterport or Zillow Virtual Tour

wilight Ima ges BETTEH;J:'I.'H i

336-933-9821 | info@lighthousevisual.com B4

Experienced Excellence
in Property Management

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

Fortified Dreams

FAROQPFERTY SO0OLUTIONS

Aleka DeGraaf
4thdps.com Property Manager/REALTOR®

{{lll\\\

Our mission at Capital Moving & | i
Storage is to provide you witha § | i
guaranteed care-free and

affordable moving experience.

We accomplish this by treating.youslike=
family! We will prepare, secure, and move
your property as if it were our own. You will
be met with friendly, warm faces and easy
interactions from the moment you first
contact us. Our 100% satisfaction gudrantee
means that we will do everything we can as
a company to relieve you of the stress and
burden of the moving process.

MAEGAN ALLISON
336.600.3552 | TRIAD@CAPITALMOVINGNC.COM
1585 GABLE STREET HIGH POINT, NC 27260



This St. Patrick’s Day, give your clients more than luck—give them a
mortgage partner they can count on. When the rlght home comes

along, we help your buyers move fast, stay {:ﬂmpetl
finish line with confidence. Because successful closi

chance—they re about having the right team.

Fast pre-approvals when timing matters
Competitive options to strengthen offers
» Clear, proactive communication

Smooth, on-time closings

A trusted parftner for every transaction

CONSTRUCTION
: LENDING

WITHOUT THE CHAOS

Smarter Way to Finance Construction:

One-Time Close Financing
r Construction and permanent financing close
Y - together—locking buyer qualification upfront and
" eliminating re-qualification risk at completion.

tive, and cross the

ings aren’t about

Flexible Construction Rate Locks
" i h Float-down and hard- Iock options allow buyers to
. in North Caroling, construction deals qualify at rates up to 15% lower when nesded.

succeed when the financing is structured
Upfront Appraisal on the Finished Home
correctly from the start. “Subject-to-completion” appraisals are ordered
during initial underwriting to reduce last-minute
: ; value or condition surprises.
When | partner with agents and builders
across the Triad and throughout n=Houss Constt IcHmINdiiagemant

Draw reviews, inspections, and approvals are
North Caroling, construction lending is handled internally, with same-day wires once

approached with clarity, structure, and a INspRcRons are recalad,

predictable process so buyers, agents, Digital Draw Transparency
1 s e : 2 . Builders and buyers track progress through
We're lucky to hﬂ\?'E business partners like }”Dll' Make sure to schedule i and builders know exactly what to expect GetBuilt o nrn—r: Sia ol sibilﬁycfgr averyon é;i Bbleit
' before construction begins.
a call or coffee with us to find out our newest products or refresh your & . g svosider ConstieloR ENGRIN) |
memory of programs exclusive to Movement Mortgage. b Suppaorts land-owned and land-purchase bulilds,

f= ELIZABETH NEWSOME, LOAN OFFICER - MARIA CERVANTES, SR. LOAN OFFICER
NMLS# 2687458 NMLS# 556505

(338) 209-8919 (338) 633-9140
ELIZABETH.NEWSOME@MOVEMENT.COM MARIA.CERVANTESEMOVEMENT,COM
- — ol — Ty ——— = == —

tg o | ¢ The goal isn't just approval. It's a steady tear-down rebuilds, barndominiums, modular
e : and manufactured homes, and FHA, VA, and

s and Builders Partner Early: Construction deals fall apart when structure is missing at the
3 ng, not at the end. Early financing protects timelines, reduces friction, and creates a better
ex p. rience for buyers while keeping contracts and schedules intact. If construction is on the table at any
point, structuring financing early makes the difference.

SARAH FAUDE, SR. LOAN OFFICER ' AShIEY McKenzie—Shurpe

NMLSF 84047
{336} 678-0195 Branch Manager | NMLS 100776

SARAH FAUDE@MOVEMENT.COM _ ¥cr C:336.575.9448

8024 Calvin Hall Rd, Indian Land.iSC 29707 | wwnw movement.oom

Ashley@Sharpeloans.com
2098 Frontis Plaza Boulevard
Winston Salem, NC, 27103




A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

@ecause it's not just a house, it's your home.

y

STEGALL &
CLIFFORD, PLLC.

FRIENDLY, EFFICIENT
LEGAL SERVICES §
(336) 281-3110 7 g

packages@stegallcliffordlaw.com

g :
G R EENSB O R O

Greensboro Office
445 Dolley Madison Rd., Suite 102 | Greensboro, NC 27410

WINSTON-SALEM

Winston-Salem Office
202 Fair Oaks Lane | Winston-Salem, NC 27127

WWW.STEGALLCLIFFORDLAW.COM



