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Committed to -nsuring Homes Are
e Market-Ready!

Roofing
TruNerth
PEST CONTROL

Your Pest Control Heroes

.........

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

CALL NOW FOR A FREE ESTIMATE:

* PREVENTION OPTIONS

* PRE-SALE INSPECTIONS
850-642-6075 | www.warrenroofingflorida.com * FAST & RELIABLE TREATMENT SOLUTIONS  cody Carder
* EASY-TO-USE CUSTOMER PORTAL cody.carder@trunorthpest.com
e SEAMLESS SCHEDULING & FREE QUOTE! 850.988.1852
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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!

“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.mallory
fotiades.com/

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

RELI Title

(850) 641-1020
www.reli.us

r

(= SUCCESS

MENDY GREGOEY

Strategic Advantage
Consulting

(407) 753-7523
www.gostrategicadv.com

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

United Direct Lending
uniteddirectlending.com/
erica-davis/

“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.defenderinsurance
rocks.com

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

COMMITTED

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.hassler
insurancepc.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.emeraldcoast
realtors.com

ROOFING PROFESSIONALS
Warren Roofing, LLC

(850) 642-6075
www.warrenroofing
florida.com

TITLE COMPANY

East Coast Title & Escrow
Becca Jenkins

(386) 282-1055
www.EastCoast
TitleFL.com

astal Sunrises
Vacations
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Securing a home loan should be effortless

MORTGAGE
— APE
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Meet

The
Team

Taylor Labno Phylicia Bova Dan Allsup
Owner/Publisher Editor Partner Ad Support

Follow us on our social
channels for the latest

info on exclusive events,
newsmakers and more.

Ashliegh Harsh Ethan Hamilton ARaE i
Events Coordinator Videographer/ I I HAME. -.t}?LAN
Podcast Producer

Albert is great at what he does! He is very
helpful and is always updating you and
educating you throughout the entire process.
As a buyer that's all | can ask for, highly
‘recommend Albert and his team!

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

a DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views
The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

S NATIONAL RELI ON US o . il
1-800-TO-COVER (800-862-6837) HOME WARRANTY FOR YOUR CLOSING _. WWW.MORTGAGEAPEN.COM

The Largest & Most Trusted Title Company in the Southeast

At Mortgage Apex, we

simplify the homebuying Meet Albert Sousa, the
process with visionary principal broker and
transparency and owner of Mortgage Apex.
honesty—while striving to With a robust foundation in the

be the most trusted mortgage industry, Albert’s
mortgage broker in journey began in 2017, fueled by

a passion for learning and a
downtown Fort Walton commitment to excellence.

Beach. Having trained loan
=1 Why Choose Reli Title? officers nationally, he

™ Fast, accurate, and reliable service o uv . .
re I l Cutting-edge technology for superior ‘ o n ta Ct U s distilled his extensive

MORE Coverage!
LOWER Price!
SUPERHERO Service!

customer service experience to launch

Experienced staff with decades of expertise

Todd Powell Management always accessible to clients . . . Mortgage Apex in
Home Warranty Superhero =2 Proven track record for 26 years 1 96 eraC|e Strlp Pkwy SE Unlt I 2020
850-739-HERO (4376) WE MAKE REAL ESTATE CLOSINGS EASY—EVEN ENJOYABLE! Fort Walton Beach, FL 32548 )

Todd.Powellafnfcom

Info@mortgageapex.com Albert Sousa
850-972-8527 President | NMLS#1676384

(205) 970-2200 | www.reli.us | facebook.com/reli.title

Serving Alabama - Tennessee - South Carolina - Florida
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PUBLISHER’S NOTE

Real estate may look like an individual
sport from the outside. The sign has
one name. The award has one name.

The production ranking has one name.

But anyone who has built a lasting
business knows the truth:

Success is never solo.

Behind every top-performing

agent is a network of trusted
partners—lenders, title professionals,
inspectors, attorneys, contractors,
marketers, photographers, mentors,
coaches, and collaborators—

who help create seamless client
experiences and sustainable growth.
Strategic partnerships aren’t

about collecting business cards.
They’re about alignment.

Alignment in values.
Alignment in work ethic.
Alignment in communication.
Alignment in standards.

The strongest partnerships are built
intentionally. They’re nurtured
through consistency, integrity,

8 - May 2026

The Power of Sirategic Partnerships

and mutual investment. They are
rooted in trust, not transactions.

In a shifting market, partnerships
become even more critical.
Clients need certainty. They need
reliability. They need teams

that operate with precision and
professionalism. And that only
happens when the relationships
behind the scenes are strong.

At Emerald Coast Real Producers, one
of our core missions is connection.
Not surface-level networking—

but meaningful collaboration

that elevates everyone involved.
When agents and partners work
strategically together, businesses
scale smarter, service improves, and
the entire community benefits.

This month, I encourage you
to evaluate your circle:

* Who truly aligns with your standards?
* Who elevates your brand?
*  Who communicates proactively

and protects your reputation

as if it were their own?

Strategic partnerships are not accidental.
They are built with intention and
maintained with excellence.

Because when the right people
lock arms, growth isn’t just possible
—it’s inevitable.

Here’s to building
smarter, stronger,
and more strategic
—together.

With gratitude,

Taylor Labno
Publisher,

Emerald Coast
Real Producers

“Two are better than one, because they have a good return for their labor: If
either of them falls down, one can help the other up.” — Ecclesiastes 4:9-10

In a Pickle? Sell your house fast! Tr
We buy homes in any condition ?

PICKLE

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

TITLE COMPANY $,  qhter
for LIFE ol

- "-.
Jessica E. Bennett
Owner | Title Agent
jessica@anchortitle.co

Kathleen M. Headley
Owner | Title Agent
Katie@anchortitle.co

(%) (888) 552-7636 (9) roo ot Ph 5001

INSPECT ION ©

S ERV B )RS
COMMERCIAL & RESIDENTIAL

AWARDS

FINALIST

850-710-0117

WWW.DVINSPECTIONSERVICES.COM
SUPPORT@DVINSPECTIONSERVICES.COM

Inspection Types:
Pre-Listing & Post Sale
Property Mangement
11 Month Warranty
Insurance Reports
Docks & Seawalls
Pools & Spas

Emerald Coast Real Producers -




EXPERT ARTICLE

THE MULTIPLIER EFFECT OF THE
RIGHT PARTNERSHIPS

BY TIM WEISHEYER

One of the biggest
misconceptions I see in
business, especially in real
estate, is the belief that
growth comes from simply
doing more.

More marketing. More
prospecting. More hours.
More transactions.

And while hard work
absolutely matters, the
longer you’re in this
profession, the more you
realize something important:
the people who truly scale
their business aren’t the
ones trying to do everything
themselves. They’re the
ones who learn how to

align with the right people.

The right partnerships
don’t just add a little
momentum; they multiply
it. They expand your reach,
strengthen your credibility,
and create opportunities
that you simply wouldn’t
see ONn your own.

The Difference
Between a Contact
and a Real Partner
Most REALTORS® have
large networks. Between
open houses, industry
events, closings, and
community involvement,
we have met many people
over the years. But not
every connection turns into
a strategic relationship.

A real partnership is built
intentionally. It’s based

on shared values, trust,

and a commitment to
helping each other succeed.
When you find those
relationships, things change
in how you do business.
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You’re now working with a
lender who communicates
before issues become
problems, a title professional
who anticipates challenges
instead of reacting to

them, and an inspector

who protects the client
experience rather than just
delivering a report.

When everyone around the
transaction operates at a
high level, customers and
clients feel it. The process
feels smoother, and those
served remember it long
after the closing table.

That’s where long-term
referral opportunities come
from, too.

Partnerships Expand
Your Influence
Something I was fortunate
to learn early in my career:
the right partnerships help
you close deals and expand
your influence.

Think about the
professionals who

serve the same types of
customers and clients you
do. Attorneys. Financial
advisors. Business owners.
Builders. Developers.
Community leaders. When
those relationships are
genuine and mutually
beneficial, you begin to
find yourself in rooms and
conversations you might
not otherwise be part of.

Your name comes up when
someone needs a trusted
advisor. You’re brought into
opportunities earlier in the
process. You gain insights
into what’s happening in the
market before it becomes
common knowledge.

And in a relationship-driven
business like ours, that kind
of positioning matters.

The Mindset That
Changes Everything
There’s another difference I
train top performers on - the
power of intentionality. Our
methodology teaches how

to approach relationships
differently. A transactional
mindset asks: What can this
relationship do for me? A
partnership mindset asks:
How can we help each other
grow? It sounds simple, but
that shift changes everything.

You start introducing people
who should know each
other, share opportunities
when they arise, and
celebrate the wins of the
people around you. Over
time, that builds trust. And
trust is what opens doors.

Curating the People

Around You

At some point in every

successful career, you

become more intentional
about the people around
you. Not just the customers
and clients you serve,

but the professionals

you align with.

It’s worth taking a step back

occasionally and asking

yourself a few questions:

* Are the people around me
elevating the experience
for the people I serve?

* Do Ihave partners who
challenge me to grow and
think bigger?

* Where could the right
relationship strengthen
my business?

Sometimes the next level of
growth doesn’t come from
working harder. It comes

from being more intentional
about who you build with.

Success Is Rarely a Solo Act
Looking back on my own
career, some of the most
meaningful opportunities I've
had didn’t happen because I
was the smartest person in the
room or the hardest worker.
They happened because I

had the privilege of building
relationships with remarkable
people whose expertise,
perspective, and integrity made
everyone around them better.

Those partnerships were
built over time through trust,
consistency, and a shared
commitment to doing the
right thing. And if there’s one
thing I know for certain after
nearly three decades in this
profession, it is that long-term
success in real estate is rarely
a solo act. It’s built through
collaboration, sustained through
trust, and grows when great
professionals choose to build
something bigger together.

Are Your Professional
Partnerships Helping or
Hurting Your Business?
Download our Strategic
Partnership Checklist for Top
Producers and discover the
framework high-performing
REALTORS® depend on us to
teach them to build powerful,
scalable, and sustainable
professional networks.

Scan the

QR code to
download your
free checklist.

/\ THE MCLENDON TEAM
| | PILLARTOPOST

HOME INSPECTORS
HOW MARKET READY

INSPECTIONS

g o

() - o
80%

of all real estate deals are Be PROACTIVE and stand out from the competition
conditional on a home inspection’ by performing a Market Ready inspection for your seller

ATTRACT THE HIGHER OFFER

$‘ ‘ o For every $1,000 of perceived defect,
$$ the buyer will ask for a $3,000 to $5,000
$s5
reduction off the asking price?

More $$$ Commission %

for you

You want to know about the issues NOW, not when the buyer’s inspector shows up

BETTER NEGOTIATING POWER

As the listing agent, you are the most
knowledgeable person about the product - No s urprlses

Use the Market Ready
inspection as a marketing tool

’/\

When you know about
the potential issues of
a home, you can decide
if the seller should fix
them or leave the
option to the buyer

<=

in hot & competitive real estate markets

This is particularly effective

BOOK YOUR INSPECTION!

* Reports produced on-site

* E&O insured 850-271-0501
* Convenient online scheduling mclendonteam.pillartopost.com

¢ Choice of Home Inspection Packages




FEATURED AGENT

IT’S NOT

JUST ABOUT
TRANSACTIONS.
IT'S ABOUT
BUILDING
SOMETHING
THAT LASTS.”

1TAIVIEFS LI A—=I
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BUILT ON LEGACY, DRIVEN BY CONSISTENCY

PHOTOS BY ETHAN HAMILTON, MADHOUSE MEDIA

For James Ruckel, real estate was never just a career path. It was part of his DNA.

A fourth-generation local in Florida’s
Emerald Coast, James grew up
surrounded by the industry. His family’s
roots in the area run deep, dating back to
his great-great-grandfather, who played
a pivotal role in shaping the region by
donating land that would become Eglin
Air Force Base. That decision helped
fuel the local economy for generations
to come, leading to the creation of

one of the area’s first banks and a
thriving development company that
still operates within the family today.

With a developer father and a real
estate agent mother, James was
immersed in the business from an
early age. Whether tagging along on
showings or spending time in the office,
he saw firsthand what it meant to build
something lasting through real estate.

“I’kind of grew up in it,” he shares. “It
was always around me.”

While attending Northwest Florida
State College, James worked for his
family’s company, gaining hands-on
experience that would later shape his
career. But like many agents, his official
start in real estate came with challenges
he could not have predicted.

He earned his license in 2007, just as the
market was on the brink of collapse.

“It was the worst possible time to get
into real estate,” James says. “I sat in a
sales office for a year and didn’t write a
single contract.”

At the time, he was selling land
through his family’s development
business, but with lending restrictions
tightening and buyer confidence at
an all-time low, the market came to

a standstill. For many, that would
have been enough to walk away. For
James, it became a defining moment.

“It took a couple of years before

things started to shift,” he explains.
“But once it did, that’s when everything
started to click.”

By 2010, the market began to recover,
and James leaned into the experience
and mentorship he had gained from
working alongside his father and
grandfather. He later expanded his
perspective
by moving to
Dallas, where
he spent four
years building

his business in a completely different
market before eventually returning
home to Florida.

That combination of legacy knowledge
and real-world adaptability has
become one of his greatest strengths.

Today, James is an agent with Berkshire
Hathaway Beach Properties of

Florida, where he continues to grow
his business while also investing in

and managing his own properties.

His work spans multiple facets of

real estate, from sales to long-term
investments, giving him a well-rounded
understanding of the industry.

But ask him what truly separates
top agents from the rest, and
his answer is simple.

“Consistency,” he says. “It’s doing
the same things over and over again,
even when you’re not seeing results
right away.”

Emerald Coast Real Producers - 13



CONSISTENCY IS EVERYTHING. IT'S

YJOING THE SAME THINGS OVER AND

OVER AGAIN, EVEN WHEN YOU’RE

He has seen it time and time again. New
agents start strong, putting in the effort,
hosting open houses, making calls, and
building systems. But when results do not
come quickly, many lose momentum.

“The ones who stick with it, who don’t
get discouraged, those are the ones who
break through,” he explains. “Once you
get that first win, everything changes.
You realize the system works.”

That mindset has been a driving force
throughout James’s career, especially
as the industry continues to evolve.
From social media to Al-driven
marketing, he believes adaptability is
no longer optional.

14 - May 2026

“You have to stay with the times,”

he says. “The tools we have now are
incredible, and the agents who are using
them are the ones staying ahead.”

Even so, some aspects of the business
remain refreshingly simple.

For James, relationships are at the core
of everything he does.

Being born and raised in the area has
given him a strong foundation, but

he continues to build and maintain
connections through an active lifestyle
and genuine community involvement.
Whether it is through church, jiu-jitsu,
or simply being out and about, he is
constantly meeting new people and
strengthening existing relationships.

In a market like Destin, that approach
becomes even more powerful.

“This is such a big tourist area,” he
says. “You meet people who are here on
vacation, and they fall in love with it.
That naturally turns into conversations
about buying property.”

His ability to connect in an authentic,
organic way has helped him grow a
steady stream of clients, many of whom

start as casual conversations and turn
into long-term relationships.

Outside of real estate, James keeps

life just as full. He is an avid jiu-jitsu
practitioner, a passionate boater, and

a self-proclaimed “dog dad” to his dog,
Honey. He also enjoys playing guitar,
with a particular love for country music,
something that makes trips to Nashville
especially meaningful.

And while real estate remains his
primary focus, his entrepreneurial spirit
has led him to explore creative side
ventures, including hosting speed dating
events in his community, bringing people
together in a completely different way.

At the end of the day, whether he

is helping clients find their next
home, managing investments, or
simply connecting people, James
approaches everything with the same
mindset that carried him through

the toughest start imaginable.

Stay consistent. Stay adaptable. And
never lose sight of the bigger picture.

Because for him, real estate is not just
about transactions. It is about building
something that lasts. ¥

.

Building
Custom
Homes

unlike
the rest!

We focus on building
Custom New Construction
homes throughout Okaloosa

and Walton counties

20 YEARS EXPERIENCE

NEW HOMES AND
REMODELING SERVICES

L i

P

JP CARDUCCI INC.

Bia builder
of the year

[=]¥¥ =]

Veteran & locally Owned

Parade of Homes winner
BIA’s 2022 builder of the year
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PHOTOS BY MIKE RAGSDALE

For Amanda Abbott, the
water has always been

more than just part of the
Emerald Coast lifestyle. It
has been a place of peace,
healing, and perspective, and
ultimately, the inspiration
behind something much
bigger than herself.

Amanda is the founder of
Gulf Therapy, a nonprofit
rooted in the belief that
nature, and especially the
water, can offer a powerful
reset for the mind, body, and
spirit. Officially launched in
2017 and later established

as a 501(c)(3), Gulf Therapy
has grown into a meaningful
community built around
connection, intentionality,
and mental wellness.

The heart behind it all began
years earlier.

After walking through a
traumatic season in 2011,
Amanda found herself drawn
to the water in a completely
different way. Early mornings
on a paddleboard became

16 - May 2026

WHERE HEALING MEETS THE WATER

a place where she could
breathe, reflect, cry, heal,
pray, and simply be still.
Rather than using the board
in the traditional sense,

she would often lie on it,
drifting in the Gulf, letting
the quiet, the waves, and
the stillness do their work.

That experience changed her.

She began to realize that
what was helping her might
also help others, and in 2012,
that idea first took shape
through an annual event
called Paddle for Prevention,
created in support of suicide
prevention and in honor of
a close friend’s father. What
started as a once-a-year event
quickly revealed a deeper
need in the community.
People kept asking when
they could come back.

So Amanda created Gulf
Therapy, a more consistent,
welcoming space where
people could gather on

the water, slow down, and
reconnect with themselves
and each other.

Today, Gulf Therapy meets
on the first and third Friday
of every month year-round
at 7 a.m., launching from
Grayton Beach and paddling
Western Lake before making
their way toward the Gulf
when conditions allow. It is
not about performance or
athleticism. In fact, Amanda
is quick to explain that this is
not typical paddleboarding.
Sometimes participants
paddle. Sometimes they

sit. Sometimes they float.
Sometimes they simply walk
down to the beach to meet
the group there. Amanda
brings coffee, conversation
flows naturally, and the
experience becomes less
about activity and more
about presence.

That is what makes Gulf
Therapy so special.

There is an openness to it.
A calm. A sense that people
can come exactly as they
are. Some participants
return month after month.
Others come once and leave
with exactly what they
needed. In that peaceful
setting, conversations
often happen naturally
and honestly. Amanda

has seen people open up,
release emotions they have
been carrying for years,
and leave feeling lighter
than when they arrived.

While she is not a therapist,
Amanda has created a space
where people feel safe, seen,
and supported. And when
someone needs a deeper
level of help, Gulf Therapy is
there for that, too.

Through its annual Paddle
for Peace fundraiser each
September, the nonprof-

it raises money to help
connect individuals with
licensed counselors and
professional mental health

support. Last year alone, the
organization raised more
than $30,000, allowing those
funds to go directly back into
the community for people
who need that next layer of
care.

Amanda’s work with Gulf
Therapy has also shaped the
way she approaches real
estate. In an industry that is
often fast-paced, emotionally
charged, and constantly con-
nected, she has become even
more intentional about hon-
oring peace, creating balance,
and helping people truly enjoy
the lifestyle they are chasing.

For Amanda, Gulf Therapy
is not just a nonprofit. It is
a mission. It is proof that
something painful can be
transformed into purpose.
And it is a reminder

that sometimes healing
does not begin with a big
solution. Sometimes it
begins with a few quiet
moments on the water.

To learn more about
Gulf Therapy, sign
up for a paddle, or
support the
mission, visit:
Website:
gulftherapy.org
Instagram:
@gulftherapy
Facebook:

Gulf Therapy
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BUILT BY WOMEN.
DESIGNED FOR RESULTS.

ROBIN BECCA ANGEL
WINKLER JENRKING BAILEY

JEVELDI
VIAMNA

@ WINTER PARK OFFICE
(407 915-3564
280 W Ganton Ave. Ste 110
Wister Park, FL 32789

(386) 5153277

HSB. FL 32168

Emerald Coast
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April 17  Spring into Summer] 10am | Shoreline

May 14 EVENT: Purse Bingo| 5:30pm | TBA

May 09 Diane Keller Kiwanis 5k Run [Walk | Buffalo
Wild Wings

June 11 Member Appreciation & 2027 Elections
| 12p | Regatta

Sept 10 Leading with Purpose | 10 am| Shoreline

Oct 08 Techor Treat: Spooky Good Tools for Lead
Generation] 10am | Shoreline

Oct 14 5P Appreciation Event [Regatta Bay | 10:00 - 12:00

Nov 12 Business Planning |10 am| Shoreline

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

Register for Events«MQ;r

@ NEW SMYRMA BEACH OFFICE @ PENSACOLA OFFICE
{350) 4031534
476 Canal Street 186 Palad

WE DON'T JUST

CLOSE DEALS.

WE SUPPORT AGENTS, SCALE BUSINESSES,
AND PROTECT REPUTATIONS.

CLOSE

GROW

BRAND

o Title & Felch + (D-

Escrow
Services

Farming

Branded
Marketing

Palm
Close Agenl Open

Anytime,
Anvwhere

Quoting House

support

Ready to

Investor Lisl
Program

Friendly

(380 BAE-H295

St Ste 211 140 5 Beach 5t Ste 105
Pensacala, Fl 32502

Daytona Beach, Fl 32114

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
husiness and close more deals,
let's connect.

1:1 Strategy
SeSSI0NS

@ DAYTONA BEACH OFFICE @ DESTIN OFFICE

[B50) 4037534
34990 Emerakd Goast Pkwy #2015
Destin, FL 32541

UN I'I'ED DIRECT

BUILD A 6-FIGURE
REAL ESTATE
BUSINESS

Book your Business Blueprint Call today
and let’s grow your husiness together.

As a honus, | will pay for the
appraisal on our first 5 closings.

Erica Davis

Mortgage Advisor
& Realtor Partner

850-590-8992

shinewitherica.com
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AGENT WITH HEART

Chrissy Hartley

Saying Yes to the Address,
and to a Life of Service

For Chrissy Hartley, real estate has never just been about
transactions. It’s about people. It’s about service. It’s
about using her platform in real estate to give back to the
community. And in many ways, it all started over tacos.

“I always joke that if something’s wrong,
just give me a taco and I'll be fine, or I
can fix it,” Chrissy laughs. It was during
one of those casual dinners with friends
that Jennifer Vo suggested she come
work in her mom’s real estate office. At
the time, she was finishing college and
working in a bridal shop, where she often
asked clients if they “say yes to the dress.”
Naturally, that phrase evolved into what
would later become her signature in
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real estate: “say yes to the address”. Her
buyers hold up a house-shaped sign at
closing with this very phrase.

What began as a simple opportunity
quickly turned into a lifelong calling.
Chrissy joined Dream Team Realty
in 2008, right as the market shifted
dramatically, and immersed herself
in every aspect of the business, from
office management to property

PHOTOS BY ETHAN HAMILTON, MADHOUSE MEDIA

management to eventually helping
clients buy and sell homes of their own.

Along the way, one thing became
clear. Real estate was not the end goal.
It was a vehicle.

“That’s really why I do this,” Chrissy
shares. “Real estate allows me to
serve others and give back in ways
that matter.”

Service and Leadership have always
been part of her life. From a young

age, she was involved in church-led
outreach programs and watched her
mother dedicate years of service as an
educator, church leader, and, more
recently, as a disaster relief team leader.
That foundation shaped how Chrissy
approaches not only her career, but

her everyday life now as she serves

in many service and leadership roles.
Chrissy is deeply rooted in her faith and
emphasized that as believers we are
commanded to “Love the Lord your God
with all your heart and with all your
soul and with all your mind and with all
your strength. The second is this: Love
your neighbor as yourself. There is no
commandment greater than these.”
Mark 12: 30-3. These verses are etched
into a brick with her name outside of the
Emerald Coast Association of Realtors®
as a reminder to all who walk over them.

Today, her impact across the Emerald
Coast community is both wide-reaching
and deeply personal. At the center of it
all is one organization that has become
her passion project over the past decade:
Building Homes for Heroes.

For more than 11 years, Chrissy has
played an integral role in supporting
the nonprofit through the Emerald
Coast Association of REALTORS®.
The organization builds or modifies
homes for wounded veterans,
providing them and their families

with safe, accessible places to live
after returning from service.

Through an annual fundraising event,
Bowling For A Cause, and hands-on
involvement, Chrissy has helped raise
approximately $220,000 locally for
the cause. With matching funds, that
impact has grown to over $440,000.

“It’s something I just can’t let go of,”

she says. “Once you see what it does for
these families, you’re all in.” There is no
better feeling than attending a

home dedication.

One of her most meaningful moments
came when she was asked to personally
announce to a veteran, Justin Day, that
he would be receiving a home. What he
thought was a simple event turned into
a life-changing surprise.

“It was emotional for everyone in the
room,” Chrissy recalls. “And then to
be there for the groundbreaking and
turning the first dirt to the final home
dedication,
and just to
see it all come
full circle,
that’s when

it really hits
you. Every
hour, every
dollar, it’s all
worth it.”

While

Building

Homes for Heroes is at the heart of

her efforts, it is far from the only place
Chrissy gives her time. From delivering
weekend food backpacks through

the Food for Thought organization to
volunteering with organizations like
Sleep in Heavenly Peace, Okaloosa 100
Women Who Care, and Love Loud with

“There are needs everywhere,” she
says. “Not everything requires money.
Sometimes it’s just showing up and
doing the work.”

Her dedication has not gone unnoticed.
Chrissy was named the 2024 Florida
Realtors Humanitarian of the Year, an
honor that came as a complete surprise.
During the announcement, dozens of
fellow REALTORS® held up oversized
cutouts of her face in celebration.

“I had no idea,” she laughs. “As I walked
off the stage and headed back to my seat,
all T could see was a sea of my face just
waving in the air, and I just thought,
What is happening?”

Despite the recognition, Chrissy
remains grounded in her purpose.
She is quick to shift the focus

away from herself and back to the
organizations and people she serves.

“Idon’t do it for awards,” she says. “If
anything, I just hope it brings awareness
so more people

can get involved.”

matter.”

Real estate
allows me to
serve others
and give back
in ways that

At home, life is just as full. Chrissy

and her husband, her high school
sweetheart, are raising three boys,
balancing school, church, sports, and
a schedule that rarely slows down.
Between laundry, carlines, homework,
and community work, she describes
their life as “layered” rather than busy.

“We’re always doing something,
but it’s all meaningful,” she says.
“We feel really blessed.”

And that perspective carries through
everything she does. Every day is a new
opportunity to meet someone or help
someone. “I wake up every day and
ask, How will you use me today, Lord?”

Whether she is helping a client

find the perfect home, delivering food
to a child in need, or raising funds for
a wounded veteran, Chrissy Hartley
continues to live out a simple but
powerful mission. “Love God,

Love People”

Say yes to the address. And always say
“yes” to serving others.

Cinco Baptist Church, she is constantly
finding ways to meet needs in her
community. “I want my life to preach.”

Sometimes, that impact is as simple as
reading to a classroom full of students,
loading her XL SUV with backpacks
for those local students, or spending a
weekend pressure washing the Boys
and Girls Club.
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) YOUR HOME
WARRANTY
SUPERHERO

POy

ome people build careers by
following a plan. Others build
them by following a calling.

For Todd Powell, that calling has always
been rooted in service.

Known by most as the “Home
Warranty Superhero,” Todd has spent
more than two decades building
relationships, protecting homeowners,
and helping real estate professionals
better serve their clients. Now,

after years of success in the home
warranty industry, he has stepped
into an exciting new chapter with
Fidelity National Home Warranties.

For Todd, the move was not about
change for the sake of change. It

was about aligning himself with

the company he believed could best
support the people he serves every day.

Todd’s story in the industry began long before his own career
officially took off. His father, Farris Powell, was the first East
Coast representative for Todd’s previous home warranty
company, helping lay the foundation for a path Todd would
eventually follow himself. About 20 years ago, Todd entered
the business and quickly made an impact, taking on territories
across Florida, Georgia, and Alabama over the years.

From Tallahassee to Tampa, and from Naples to North
Alabama, Todd built his reputation one relationship at a
time. Eventually, when his father retired, Todd returned
home to take over his father’s territory. But even while
growing his own footprint, he was paying close attention to
shifts happening within the industry.

Vol
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One of the biggest was the move of longtime industry leader
Lorna Mello to Fidelity National Home Warranties. Todd had
known Lorna for years and respected her leadership. As more
and more people he trusted began making the transition to
Fidelity, he started asking questions.

What he found was a company that was innovating, growing, and
creating a level of support that truly stood out.

Todd ultimately became the first East Coast representative for
Fidelity National Home Warranties, helping usher in a new era for
the brand on this side of the country. It was a major step, but one
he felt confident making.

At the heart of that decision was Todd’s commitment to excellence.
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My mission is to help
agents cultivate their
existing clients into

raving fans. If they want to sell 10
houses, | want to help them sell 15.”
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“At the end of the day, my goal has always been to provide the
very best,” he says. “The best coverage, the best service, and the
best overall experience.”

That mindset is what has shaped Todd’s personal brand for
years. The superhero theme may be playful, but the mission
behind it is serious.

Todd does not see himself as someone simply selling a product.
He sees himself as a partner to agents, someone who can help
them strengthen relationships, create better client experiences,
and ultimately grow their businesses.

“My mission is to help agents cultivate their existing clients into
raving fans,” Todd explains. “If they want to sell 10 houses, I
want to help them sell 15. If they want to sell 30, I want to help
them sell 35.”

It is a philosophy inspired in part by one of Todd’s longtime
heroes, Zig Ziglar, whose famous quote continues to guide him:
You can have everything you want in life if you help enough
other people get what they want.

That perspective is woven into every aspect of Todd’s work.
Whether he is sharing marketing tools, helping an agent create
more value for a client, or stepping in when a homeowner is
facing a costly repair, he is focused on solving problems before
they become bigger ones.

For Todd, the real value of a home warranty is peace of mind.
It is the opportunity to protect a homeowner from the shock
of unexpected expenses like a failed air conditioning system,
a broken refrigerator, or a ruptured water heater. More
importantly, it is a way for agents to continue showing up for
their clients long after the closing table.

That service-first mentality is what continues to set Todd apart.

Outside of work, Todd’s greatest pride is his family. He and his
wife, Paige, are approaching their 21st wedding anniversary,
and together they have built a life centered around faith,
family, and adventure. Paige, whom Todd calls the “real
superhero,” has homeschooled their three children, Zoie, Rylie,
and Gabriel, since the very beginning.

Their family stays busy with writing, culinary studies, running,
acting, and travel, and Todd treasures every bit of it. Whether
they are taking a weekend trip to Pensacola or dreaming about
future adventures once the kids are grown, the Powells are
rooted in making memories together.

For Todd, success has never been just about business. It is
about people. It is about showing up, doing the right thing, and
finding ways to help others win.

In this next chapter with Fidelity National Home Warranties,
Todd Powell is doing exactly what he has always done best,
putting on the cape and showing up when it matters most.
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RISING STAR

EDUCATED. EMPOWERED. EXECUTING WITH PURPOSE.

Victoria Pope is building her real
estate career the same way she
served her country: with precision,
discipline, and a commitment to
something bigger than herself.

A rising star along Florida’s Emerald
Coast, Victoria has built her business
around educational, client-focused real
estate guidance. She does not believe real
estate should feel rushed, confusing, or
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transactional. Instead, her mission is to
help clients fully understand the process,
the numbers, and the long-term impact
of their decisions so they can move
forward with clarity and confidence.

Her inspiration is deeply personal.
After transitioning out of the military,

Victoria experienced the real estate
process firsthand. In the military,

attention to detail, integrity, and
service before self were non-negotiable
values. She quickly realized those
principles were often missing in

the way many buyers and sellers
experienced real estate. Too many felt
overwhelmed. Too many were told
what to do without understanding why.

That gap became her opportunity.

“I realized clients didn’t just need
representation,” Victoria says. “They
needed education and advocacy.”

And so she built a business where going
above and beyond is not a bonus. It is
the standard.

What sets Victoria apart is her education-
based, transparency-first philosophy.
Every recommendation is rooted in data,
strategy, and long-term thinking. She
breaks down pricing strategies, financing
options, and market trends so clients feel
empowered, not pressured.

Her military background gives her

a natural advantage. Precision,
accountability, and follow-through
are ingrained in her. Nothing is left to
assumption. Nothing is rushed
without explanation.

Clients are not just represented. They
are supported, informed, and equipped
to make smart decisions.

The core values guiding her business are
integrity, transparency, accountability,
service, and continuous learning. These
are not talking points. They shape how
she operates every single day.

One of the most meaningful moments
in Victoria’s career came when she
helped a first-time buyer who believed
homeownership was out of reach.

When they first connected, the client
was overwhelmed by loan options,
concerned about affordability, and
unsure who to trust. Instead of pushing
forward quickly, Victoria slowed the
process down. She explained the
numbers. She walked through scenarios.

She clarified loan programs and long-
term financial implications.

By the time they reached the closing
table, the transformation was clear.

“They weren’t just buying a home,” she
says. “They understood why the decision
made sense for their future.”

That shift in confidence is how Victoria
defines success. Not just a closed
transaction, but an empowered client.

Victoria’s professional foundation

is built on discipline and growth.

During her military career, she earned
commendations for leadership, precision,
and performance under pressure. Those
traits now fuel her real estate business.

Beyond formal recognition, one of her
proudest accomplishments has been
building personal wealth through real
estate investing. During her transition
out of the military, she strategically
purchased two homes and successfully
converted them into investment
properties. She is currently working on
acquiring her third.

That hands-on experience gives her
credibility when advising buyers and
investors on long-term wealth strategy.
She understands risk management,
leverage, and financial planning
because she practices it herself.

While awards and milestones matter,
Victoria says she is most proud of the
reputation she is building.

“I want to be known as someone
who shows up prepared,
communicates clearly, and
delivers more than expected.”

Like many entrepreneurs transitioning
from structured service to independent
business ownership, Victoria faced early
challenges building visibility and trust
in a competitive market.

Real estate rewards consistency,
and that consistency often requires
patience before momentum builds.
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Instead of chasing quick wins, she leaned
into education, relationship-building,
and systems. She invested in learning.
She refined her workflows. She focused
on delivering exceptional experiences to
each client, knowing referrals and repeat
business would follow.

Now, her business is in a strong
growth phase.

She is expanding educational content
for buyers and sellers, creating clearer
guides and step-by-step resources that
simplify the process before clients ever
sign a contract. She is strengthening

her digital systems and CRM workflows
to enhance communication and
responsiveness. And she continues to
grow her investment portfolio alongside
her client work.

Her vision is clear: build a sustainable,
education-driven business that creates
lasting value.

Outside of real estate, Victoria is
passionate about personal growth,

INFORMED
CLIENTS,
CONFIDENT
DECISIONS.”

financial literacy, and mentorship—
especially for military families
transitioning into civilian life. She
understands how critical guidance can
be during seasons of change.

Her goal extends beyond transactions.
She wants clients to feel confident,
informed, and equipped for the future.

Because for Victoria Pope, real estate is
not just about property.

It is about empowerment.

And as she continues to rise in the
Emerald Coast market, she is proving
that discipline, education, and heart

are a powerful combination.

Emerald Coast Real Producers - 25



'/ aj (\%Ue&&n@
— — \J ADVOCATES FOR PRIVATE PROPERTY RIGHTS & THE REAL ESTATE INDUSTRY

Golden “R” Golden “R” Golden “R” Golden “R”
.--;&\ .d

" Hall f Fame' Hall of Fame

Cathy Alle Amber Mary Anne
y y % Carpenter Windes

CRYSTAL “R”

I" m : ‘“
AN a K Si ]
Ben Acock Ashley Bowen Joe Capelotti Maria Howell 5 Wanda Jackson Taylor Labno Melissa Nancy Wendel
Skoniecki

STERLING “R”

-

Nickolas Brown Gloria Frazier Geoffrey Goodsell Judy Griffin Kimberlie Griggs Bonnie Hall Christina
Hartley

Z 4 .
el |

Samantha Debbie Lewis Richard McNeese Jason Miller Erle Morring Lydia Pelegrina Dale Peterson Terry Pilcher Sabine Robertson Diyana Rosas
Lapomardo

Sherrie Salas Joyce Serina Rachel Simerly Tammy Summers Tula Tucker Melinda Vazquez Lori E Ward Keith Wood

CORPORATE MAJOR INVESTORS

030
y¥in
:

t)} D-RHORTON iﬂ

i\( = President’s Circle

FLORIDA REALTORS"PAC

Invest In Your Profession

=

MCNEESE
TITLE LLc

] =T Snanddard by Which Oohers are Moasred™

Univers SOUTH #OAK
Lending Grou
Contributions to RPAC are not deductible for federal income tax purposes. Contributions are voluntary and are used for political purposes. The The smart cheice for mortgades:
amounts indicated are merely guidelines and you may contribute more or less than the suggested amounts. The National Association of
REALTORS® and its state and local associations will not favor or disadvantage any member because of the amount contributed or a decision
not to contribute. You may refuse to contribute without reprisal. Your contribution is split between National RPAC and the State PAC in your
state. Contact your State Association or PAC for information about the percentages of your contribution provided to National RPAC and to ;
the State PAC. The National RPAC portion is used to support federal candidates and is charged against your limits under 52 U.S.C. The Emerald Coast Association of Realtors® would like to thank the dedicated professionals who work hard to

30116. Contributions received from corporate entities shall be forwarded to the National Association of Realtors Political Advocacy Fund promote and protect the American dream of homeownership.

TITLE

SERVICES

Almericas Buitater

Sponsored by Emerald Coast Association of Realtors




COVER STORY

FAITH, FAMILY, AND
FEARLESS SERVICE

For Mallory Tidwell, real estate is
not just a business. It is a calling
rooted in faith, family, and a deep
love for the place she calls home.

Raised in the Florida Panhandle,
Mallory’s connection to the water
began early. The beach was not just
scenery. It was part of her story.
After moving away to Atlanta to
marry her soulmate, life unfolded
beautifully. But once she and her

husband welcomed their two children,

something became clear. They wanted
to raise their family by the water.
So they came home.

Before stepping into real estate,
Mallory spent eleven years as a
piano teacher, investing in students
and nurturing creativity. Teaching
shaped her patience, discipline, and
ability to guide others with clarity.
But as her husband launched Tidwell
Properties and began flipping homes
full-time in 2020, a new chapter
emerged. Mallory stepped in as his
trusted Realtor, and together they
built something of their own.

“We are so blessed to be here,” she
says. “And we always encourage

others to take the risk too.”
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Navigating a Changing

Market with Confidence

Like many agents, Mallory faced one
of her biggest professional challenges
when the market softened. After

the lightning speed pace of 2020,
sellers understandably struggled
when homes began sitting longer.

“It was frustrating for them,” she
explains. “Especially when expectations
were shaped by such a fast market.”

For Mallory, the solution was education
and honest conversations. Setting
expectations early and explaining
market realities became essential.
She believes Realtors must be experts
in every aspect of the transaction,
especially when conditions shift.

To stay sharp, she prioritizes ongoing
education and real estate classes,
ensuring she can confidently guide
both buyers and sellers with up-to-
date knowledge and strategic insight.

Integrity Over Everything
Mallory does not struggle with
motivation. She genuinely loves
her job. But what fuels her growth
in a competitive industry runs
deeper than drive or ambition.

“I truly dedicate my business to the
Lord and pray over it intently,”
she shares.
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One scripture shapes her daily
mindset: A good name is to be chosen
over great riches. For Mallory,
integrity is everything. Her reputation
matters more than any commission.

She does not pay for leads. Instead, she
nurtures relationships. She stays in
touch with clients throughout the year
with thoughtful follow-ups, small gifts,
and genuine connections. Most of her
business comes from friends, referrals,
and people who trust her name.

“And I'm always so grateful
when someone refers me,” she
says. “It means everything.”

Mallory credits much of her
early success to a strong mentor.
For her first ten transactions,
Jacquelyn walked beside her
through every detail.

“To have someone come alongside
you through those first deals is
critical,” Mallory reflects.

That mentorship reinforced the
value of trust and collaboration.
She believes that when you build
strong relationships within your
industry, transactions become
smoother and even more enjoyable.
Working with people you respect
and trust makes all the difference.

For Mallory, balance is intentional.

Her phone goes on silent every night
from 7 pm to 8 am. Unless something
is truly urgent, work waits until
morning. When her family goes to
dinner, the phone stays in the car.

Her children are little athletes with
busy sports schedules, and she has
made it clear that she will not miss
their events unless a transaction

is at a truly critical stage.

“My husband and my kids are my
priority,” she says without hesitation.
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I’'m always
so grateful
when
someone
refers me.
It means
everything.”

That clarity does not weaken her
business. It strengthens it. Clients
know where she stands and respect
the boundaries she has built.

Grateful to Serve

At the heart of Mallory Tidwell’s
business is gratitude. She is
grateful to live in a place she loves.
Grateful to serve families in her
community. Grateful for every
referral and every opportunity.

“Always honored to serve,” she says.

With faith as her foundation, integrity
as her compass, and family as her
anchor, Mallory continues to build a
business that reflects exactly who she
is. In a world that often moves too
fast, she stands firm in what matters
most, and that is precisely what
makes her impact lasting.
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‘Contact Us
Soutrn Warron Law, P.A. (850) 837-0155
Attorney & Title Services msﬂﬁmmm onLaw.com

HERE TO HELP GET YOUR CLIENTS THROUGH THE DOOR.

Full Heart Rentals
A Property Management Company With Heart

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

Honored To Be Part of
the Emerald Coast Real
Producers Community!

Here is to strong partnerships, smooth
transactions, and keeping clients at
the center of everything we do.

If you need a lender who answers the
phone, communicated clearly, and
closes on time... lets connect!!

Sheryl Douglas Lindsay Fretina
850-621-1616 850-797-8881
NMLS 518429 NMLS 1449525

@ MOVYEMENTMORTGAGE
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