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you

Kathryn Bornac
Loan Officer
NMLS #113717
Cell (336) 287-8257
kathryn@helmsmortgage.com

Martha Cooper
Loan Officer
NMLS #111632
Cell (336) 215-1474
martha@helmsmortgage.com

Helms Mortgage LLC, NMLS #1283399 • (visit www.nmlsconsumeraccess.org for a complete list of licensing information) • 717 Green Valley Rd Ste 200
Greensboro, NC 27408, 336-478-6820 is licensed by the NC Commissioner of Banks License #163562, licensed by SC DCA, licensed by the SCCB of
Financial Institutions in VA #MC-7169, and licensed by Montana Department of Admin BFI. Contact Helms Mortgage LLC directly to learn more about the

mortgage products it offers and your eligibility for such products. Other restrictions may apply. Equal Housing Opportunity. All rights reserved.

EXCEPTIONAL
MORTGAGE
EXPEREINCE

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 !

Helms Mortgage, LLC • 717 Green Valley Rd, Ste 200 • Greensboro, NC 27408 DualVis ion Inc .   |   L icensed in  NC  |   Schedule  Your  Free Consultat ion

dualvisioninc.com  |  (336) 229-5545

on your terms.

It’s not too late to make strategic tax moves before year-end. Our experts help you reduce 
your 2025 tax burden, plan ahead for 2026, and stay prepared long before problems arise.

From proactive planning to IRS resolution, we keep you one step ahead
so tax season never catches you off guard.

Schedule Your Tax Strategy Session

TA X  S E A S O N  C L A R I T Y  F O R  R E A L  E S TAT E  P R O F E S S I O N A L S

Stay ahead of the IRS—
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*North Carolina Farm Bureau® Mutual Insurance Co. *Farm Bureau® Insurance of North Carolina, Inc. *Southern Farm Bureau®

336-214-2119
Kevin Limon, Agent

1455 River Ridge Dr.
Clemmons NC 27102

If you are interested in nominating people for certain stories, 
please email us at: alexis.brinkley@realproducersmag.com.
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336-252-8667

office@elite-inspect.com

www.elite-inspect.com

But don’t just take our 
word for it. Take theirs.
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GEORGESCOTT

RESIDENTIAL | COMMERCIAL

Contact Us for a FREE Estimate! 336-999-4581
www.martinpressurewashing.com
Email: service@martinpressurewashing.com

LyonMark Mortgage LLC, NMLS #2498024, For licensing information, go to: (www.nmlsconsumeraccess.org), Licensed in NC & SC 
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.

Simple Process, Expert Industry Knowledge, 
and a Passion for Excellence

Mark Gannon,
Co-Founder & CEO NMLS 119951

(704)737.1291
mgannon@LyonMarkMortgage.com

Sharon Reilly, 
Co-Founder & President, NMLS 516398

(336)707.5300
sreilly@LyonMarkMortgage.com

TRANSFORMING

your
mortgage
experience
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We Kill What's 
Bugging You!

www.raypestcontrol.com  //  336.722.1307

336-235-0888
adonato@anthonydonatolaw.com

www.anthonydonatolaw.com

Brassfield Professional Center
2016 New Garden Road, Suite A
Greensboro, NC 27410

Business Law
Wills & Estates

Residental Real Estate
Commercial Real Estate

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

Preferred Partners

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
SARAH FAUDE
(336) 978-0195
ELIZABETH NEWSOME
(336) 209-8919

Rate
RJ MEYERHOFFER
(336) 455-3444

Union Home Mortgage
JEFF BENFIELD
(336) 880-4796

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

BUILDER
MUNGO HOMES
(336) 395-5098 

STANLEY MARTIN
(336) 282-3535

CLEANING SERVICES
Modern Day Maid
MORGAN GILBREATH
(336) 302-6644

CONTRACT TO CLOSE 
SERVICES
Real Estate Professional 
Services, Inc. (REPS)
KIM DEL FAVERO
(336) 214-7657

CUSTOM CARPENTRY
Piedmont Custom Carpentry
MIGUEL SOLACHE ROMAN
(336) 223-5330

ESTATE LIQUIDATION
Caring Transitions of 
Winston Salem
JULIE BILYEU
(336) 290-6021

EXTERIOR CLEANING 
/ SOFT WASH
Martin Pressure Washing
GEORGE ABDELLMELK
(336) 999-4581

FINANCIAL PLANNING
Modern Woodmen
ANDREW MCNEAL
(336) 202-1432

HANDYMAN/HOME 
IMPROVEMENT
Old School Home Repair/
Improvements
JERRY POTKAY
(336) 669-7252

HOME INSPECTION
Elite Home Inspections 
of the Triad
BROOKE MICHAEL
(336) 252-8667

Hometeam Inspection Service
DREW BRANYON
(336) 339-8424

SpecPROS
NICOLE BECK
(336) 316-8727

HOME PREPARATION 
SPECIALIST
HOMEstretch
RACHAEL CULLOP
(540) 239-3137
(336) 269-4302

HOME WARRANTY
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
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Pete Allen 336-253-8431 
As Branch Manager, I support our 

team through every challenge so our 
clients always receive the best 

service possible.

Chris Falthers 336-337-6030
As a husband, father of three, and 

business owner, I 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. I take time to 

listen and find the mortgage that 
truly fits your goals and lifestyle.

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.

Aaron Bray 336-253-9523
I specialize in FHA, VA, convention-

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

finding the best fit for every client.

Melissa Novak
As our in-house Processor, I help 

ensure each loan runs smoothly and 
every client enjoys a seamless 
experience from start to finish.

 NMLS #1636660 
3859 Battleground Ave • Greensboro, NC 27410  |  (336) 617-7441

apital
M O R T G A G E
Je�erson C

R O D DY  A K B A R I   |   ( 3 3 6 )  3 3 7 - 2 4 0 2   |   W W W. I N F I N I T E I N V.C O M

WE BUY IT. WE RENOVATE IT. YOU LIST IT.WE BUY IT. WE RENOVATE IT. YOU LIST IT.

BRING US A POTENTIAL HOME.

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.

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

Give us a call or schedule online

336-316-8727
www.specprosinc.com
info@specprosinc.com
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Meet
The

Team
Alexis Brinkley

Publisher & Editor
Joe Larz

​Writer

Joseph Manser III
Videographer

Nick Ingrisani
Writer

Ashley Doremus
Content Coordinator  
& Ad ManagerWriter

Dave Danielson 
Writer

MEET MORE OF  
OUR TEAM HERE!

Jason Weber
Writer & Account Executive

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but 
remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the 
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

$1000 OFF OR
NO MONEY DOWN
Payments As Low As 

$99/month

30% FEDERAL TAX CREDIT 
& 25YR WARRANTY

AVAILABLE ON SOLAR

MATT SEARS

(336) 441-8006  |  Matt@mjakcompany.com

WWW.MJAKCOMPANY.COM

CEO

Veteran-Owned
& Operated



Triad Real Producers • 1514 • April 2026

Life insurance | Retirement planning | Financial services | Member programs

We help  
you do well
You help us 
do good
Peace of mind when 
you need it most.
As we help you protect your future, you help us build member bene�ts 
and programs to address individual and community needs. Discover the 
peace of mind that comes from partnering with a local Modern Woodmen 
of America representative. And enjoy the sense of purpose that comes from 
giving back to your community.

We can help you plan for life. Let's talk.

Andrew L. McNeal, FICF, CFFM
Liberty, NC 27298
B. 336-202-1432
C. 336-894-4907
andrew.l.mcneal@mwarep.org
reps.modernwoodmen.org/
amcneal

Jennifer M. McNeal, FIC
Liberty, NC 27298
B. 336-894-4977
jennifer.m.mcneal@mwarep.org
reps.modernwoodmen.org/
jmcneal

Experienced Excellence
in Property Management

Aleka DeGraaf
Property Manager/REALTOR®

At Fortified Dreams Property Solutions, we are more 
than just a property management company - we are 

partners in your success.

4thdps.com
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MAISONET

RISING STAR

DASAN

BY JASON WEBER 

PHOTOS BY JARVIS HARRIS

BUILDING THE PORTFOLIO EARLY

By his early twenties, Dasan 
Maisonet was already representing 
investor clients in small claims 

courts and managing properties across 
the Triad. While many agents spend their 
first few years learning how to close 
deals, Maisonet was learning something 
very different: the legal, operational, 
and financial realities that come with 
protecting someone else’s investment.

At just 20 years old, he found  
himself in situations most new  
agents never experience.

“Doing evictions in property 
management was crazy,” Maisonet says. 
“I was 20 years old, going to court and 
representing my clients there.”

In North Carolina, licensed real estate 
agents have the ability to represent their clients in certain 
small claims matters involving property management. That 
early exposure gave Maisonet a perspective on the industry 
that many agents never develop.

“In the real estate world there’s a lot of things agents don’t real-
ize,” he explains. “But we have the ability to represent our cli-
ents in small claims court for cases up to ten thousand dollars.”

For Maisonet, those early experiences helped shape how he 
views the role of a real estate professional.

“My job isn’t just to close deals,” he says. “It’s to protect my 
clients’ investments and help their properties perform long 
after the transaction.”

His path to North Carolina included a few moves before 
eventually settling in the Triad. Maisonet was born in Arizona 
and spent the first six years of his life there before relocating 
with his mother to Vermont. After about five years, the family 
realized the move was not the right fit.

“We found out that really wasn’t our area. We missed  
North Carolina.”

After spending additional time living in Arkansas, Maisonet 
returned to North Carolina in 2021 with a clear goal already 
in mind.

“My goal was to get my real estate license before I turned 20 
years old,” he says. “I got licensed a month before my 20th 
birthday in March of 2022.”

Since then, he has steadily built a business that combines prop-
erty management with investor-focused real estate sales across 
the Triad. Many of his transactions originate from relationships 
with investors whose properties he already manages.

“I’ve probably done around ten sales in the past couple 
years,” he says. “But recently the sales side has started picking 
up a lot more.”

At the time of this interview, eight of his listings were active on 
the market.

“I’ve got eight listings on the market right now, which is crazy 
for me.”

Alongside sales, Maisonet has also built a growing property 
management portfolio that now includes 124 doors across the 
Triad, ranging from Lexington to Summerfield.

Managing that many properties requires a level of involvement 
that often surprises people outside the industry.

“I’d say about seventy percent of my job is communication,” 
he explains. “Talking back and forth and being the middleman 
connecting the right people.”

Many investor conversations begin the same way. A property 
has just been purchased and needs repairs before it can be 
rented. Maisonet’s role is to connect the investor with the 
right vendors, contractors, and timelines to get the property 
stabilized and income-producing as efficiently as possible.

But the work often goes beyond coordination.

“I want my clients to know that if something needs to be 
handled, I’m the one who will show up,” he says.

That hands-on approach developed partly from watching how 
larger management operations function. Many firms handle 
communication almost entirely from an office through emails 
and phone calls. Maisonet prefers to remain directly involved 
with the properties and people connected to them.
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Early in his career he also had to adjust to the realities of 
entrepreneurship. Transitioning from traditional employment 
to running a business requires a shift in mindset.

“In a job someone sets the schedule and expectations,” he says. 
“When you’re running your own business, you have to set the 
direction yourself every day.”

Learning to be proactive rather than reactive was one of the 
biggest lessons.

These days, the pace rarely slows down.

“A productive day looks like more problems than I can solve in 
one day,” he says.

But that constant flow of decisions, repairs, tenant concerns, 
investor questions, and operational issues is also what keeps 
the business moving forward. Instead of focusing only on 
individual transactions, Maisonet has built his work around 
developing a portfolio of managed properties that provide 
consistent income while continuing to grow.

At the center of that effort is a responsibility he takes seriously.

“I care most about protecting my clients’ investments and 
making sure those properties perform for as long as they want 
to keep them.”

Outside of business, another major milestone is approaching. 
Maisonet and his girlfriend, Jasmine, are expecting their first 
child, a boy, with a due date of June 11.

“I’m really bad at keeping secrets,” he says with a laugh. “So I 
let that slip pretty early.”

The couple has already chosen a name but plans to keep it 
private until the baby arrives. 

His experiences in court have also influenced how he thinks 
about the future. After high school, Maisonet chose not to 
attend college immediately because he was unsure what 
direction he wanted to pursue. Real estate provided a way to 
begin working and building income while figuring that out.

But those early court appearances sparked a new interest.

“That kind of sparked my imagination about going back to 
school,” he says. “Eventually I’d like to go to law school and 
become an attorney.”

His long-term plan includes earning a bachelor’s degree in 
finance or economics while building a deeper understanding of 
the legal system.

That same long-term thinking drives the strategy behind 
his business. Rather than chasing individual transactions, 

Maisonet focuses on building systems and managing assets that 
generate long-term performance for his clients.

For Maisonet, the goal isn’t simply to manage properties. It’s 
to build the infrastructure around real estate ownership in 
the Triad.

Today he manages more than 120 units across the  
region while continuing to expand his sales business and 
investor relationships.

While many agents build their careers one deal at a time, 
Maisonet is focused on something different: building a long-
term platform around real estate ownership.

The portfolio continues to grow.

And in June, Maisonet’s life will grow as well, with the arrival 
of his first son and a new chapter at home alongside the 
business he has already begun building.

“I care most about protecting my 
clients’ investments and making sure 
those properties perform for as long 
as they want to keep them.”
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Our mission at Capital Moving & 
Storage is to provide you with a 
guaranteed care-free and
affordable moving experience. 

We accomplish this by treating you like 
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 guarantee 
means that we will do everything we can as 
a company to relieve you of the stress and 
burden of the moving process.

GUARANTEED
CARE-FREE

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

BY JOE LARZ 

PHOTOS BY BRIAN ANTHONY

COVER STORY

& Amy Oakley 

A B O U T  T H E M 
B U T  A L L 

A B O U T  Y O U
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The conversation eventually turned 
toward careers, and they suggested he 
consider real estate.

“They told me they thought I’d be good 
at real estate, and my response was 
basically, ‘Alright… let’s go.’”

Looking back, Westmoreland describes 
the period before real estate simply as 
chaos. He remembers living paycheck 
to paycheck and sometimes wondering 
whether he could afford toilet paper.

“I’m not embarrassed to say that,” he 
said. “Real estate, and more importantly 
the people who helped me get started, 
genuinely changed and probably saved 
my life.”

His first transaction came while working 
in new construction with DR Horton. 
The sale involved a townhome in 
Winston-Salem, and he remembers how 
smoothly the process unfolded because 
of the agent who brought him the buyer.

“Shoutout to Nicole Gillespie,” he said. 
“She probably doesn’t realize how much 
that first experience meant.”

Like many agents early in their  
careers, Westmoreland also dealt  
with imposter syndrome.

“I still battle with that,” he said.

Meeting Amy Oakley and another 
mentor, Matt Tanner, became an 
important turning point.

“There were a lot of laughs, some tough 
conversations, and a few ‘get your life 
together’ moments,” he said.

Over time, that confidence grew.

During a performance review  
several years later, someone told him 
he could be good at real estate. That 
moment changed how he viewed 
himself in the industry.

“I walked out thinking, No. I am good 
at this.”

A Partnership Takes Shape 
Oakley eventually made her own 
transition in the industry.

In 2015, with three young children at 
home, the rigid schedule of builder 
sales became difficult to balance with 
family life. She returned to general 
brokerage and joined Keller Williams  
in Burlington.

At the same time, she launched All About 
You Realty, bringing her sister Stacy 
Smith on as the firm’s administrator.

“My goal had always been to own my 
own firm, independent from any larger 
organization,” Oakley said.

About a year later, Oakley moved 
her business to the Keller Williams 
Greensboro office to be closer to home. 
She also encouraged Westmoreland to 

Amy Oakley didn’t originally plan 
to work in real estate. She spent 
four years working at Women’s 

Hospital while preparing for a career 
in nursing. During that time, she found 
herself curious about real estate but 
wasn’t sure how to get started.

That changed when she went through 
the homebuying process herself. 
Seeing the transaction from the client’s 
perspective sparked an interest in 
learning the business.

In 2004, she enrolled at Dan Mohr 
Real Estate School in Greensboro and 
earned her broker’s license. Early on, 
she wanted to learn from experienced 
professionals in the market. One of the 
people she was encouraged to learn 
from was Mel Kriegsman, widely known 
in Greensboro real estate circles.

Oakley spent nearly two years at 
Kriegsman and Associates, where  
she learned the market through 
firsthand exposure.

She remembers Kriegsman taking 
agents through different communities, 
explaining the history of neighborhoods 
and sharing how the local market 
developed over time. The experience 
gave her a foundation that shaped how 
she approached real estate.

Her first transaction was memorable.

She listed a property and later showed it 
to a couple who decided to purchase it. 
At the time, dual agency was common, 
and the sale allowed her to represent 
both the buyer and the seller.
On her first transaction, she earned 
commission on both sides of the deal.

Two years later, a broker approached 
her about working for a builder. Oakley 
was interested in learning more about 
new construction and decided to 
pursue it.

She joined DR Horton in 2006 and 
spent the next eight years working in 
builder sales. During that time, she 

built relationships that still support her 
business today.

She also experienced considerable 
success in new construction, frequently 
ranking as a top sales agent and earning 
company trips and bonuses.

In 2014, she was asked to train a new 
agent joining the team.

That agent was Andrew Westmoreland.

At the time, neither of them knew  
how much their professional paths 
would overlap.

Westmoreland’s introduction to real 
estate came in an unexpected way.

“I wish I had some glamorous story,” 
he said. “But I got invited to the beach 
to party with a buddy. Somehow we 
ended up out on a boat with his sister 
and mom, both absolute OGs in the real 
estate world.”

We both knew we 
were ready to grow 
the company and 
agreed it was time to 
take a leap of faith”

My goal had always 
been to own my own 
firm, independent 
from any larger 
organization”
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www.steeleandvaughn.com

Serving the Triad since 1934

leave DR Horton and join her team as a 
buyer’s agent.

The partnership continued to evolve 
over the next several years.

In 2018, Westmoreland stepped into 
the role of Team Leader at the Keller 
Williams Greensboro office during a 
difficult period for the market center. 
While he focused on leadership 
responsibilities, Oakley handled many of 
the team’s client transactions.

By 2019, Westmoreland decided to 
return to full time sales. At that point, 
both of them recognized an opportunity.

“We both knew we were ready to grow 
the company and agreed it was time to 
take a leap of faith,” Oakley said.

The early days of that transition came 
during an unusual moment in history.

“I’ll never forget us going to the bank 
during the COVID pandemic to open 
our accounts through the drive through 

because we weren’t allowed inside,” 
she said.

In 2021, they began expanding the firm.

The company operated from several 
locations before finding the space that 
felt like home in 2024. Since then, the 
business has grown beyond the Triad 
into additional markets.

Today the firm operates in the Triad, 
Triangle, and Asheville markets. In 2025, 
Oakley obtained her Virginia real estate 
license, which allowed them to open an 
office in Danville.

“We’re continuing to grow those markets 
with the goal of building them to match 
our Triad presence,” Oakley said.

For both Oakley and Westmoreland, the 
work continues to center on the people 
they serve.

“Our clients often tell us that 
communication and creativity set us 
apart,” Oakley said. “We believe in 

thinking outside the box and truly 
valuing each person we work with. 
Their goals become our goals.”

Westmoreland shares a  
similar perspective.

“If a client walks away from a 
transaction understanding the buying 
or selling process far better than when 
we started, I feel like we’ve done our 
job,” he said.

Looking ahead, their focus remains on 
continuing to grow the company they 
built together.

“We’ve built something special with 
an incredible group of people,” 
Westmoreland said. “It’s never been 
about units. It’s about people.”

We’ve built something 
special with an 
incredible group  
of people. It’s never 
been about units. It’s 
about people.”
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�d bey�dCOMFORT, INNOVATION,

336-875-5439
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P r o t e c t i n g  y o u r  c l i e n t s ’  i n t e r e s t s ,
o n e  i n s p e c t i o n  at  a  t i m e

S e r v i c e ,  i n s ta l l at i o n ,  a n d  m a i n t e n a n c e
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PAY AT CLOSING

Harrington
PARTNER SPOTLIGHT

Mid Atlantic Roofing Systems, based 
on Reynolda Road in Winston-Salem, 
is now ten years in business. His 
grandfather was a builder. John took a 
different route for a while, moved into 
home improvements, and eventually 
narrowed his focus to roofing and 
exterior systems. The path wasn’t 
shaped by a single moment. It unfolded 
gradually as he responded to what he 
kept seeing in the field.

“The perception of roofers in general is 
really bad,” he told me, and he said it 
without hesitation.

There was no edge in his voice. It 
sounded more like a conclusion he 
reached early and decided to build 
against. Starting without a reputation 
meant earning trust project by project, 
especially in an industry where 
homeowners make decisions under 
pressure. A leak shows up, a storm rolls 
through, and the lowest estimate often 
arrives first.

John has built his company around 
slowing that moment down.

One of the clearest examples is what he 
calls the Pay at Closing Program. The 
concept is simple on paper and more 
strategic in practice. Mid Atlantic Roofing 
Systems completes a full roof replace-
ment, new gutters, siding, or windows 
before a home hits the market or while 
it is under contract. The seller doesn’t 
write a check up front, and payment is 
collected from proceeds at closing.

On page 2 of his program overview, 
the description is straightforward. The 
company handles 
the exterior work 
and “the payment 
is deferred until 
your home sells 
and closes.” 
It’s less about 
convenience 
and more 
about removing 
a common 
obstacle. Many 
sellers know a 
roof will come 
up during 
inspection, and 

fewer have the liquidity to replace it 
before listing.

John has watched deals wobble for 
that reason, so he began offering Pay at 
Closing to keep transactions intact.

Under the program, the sequence is 
structured. There is a consultation to 
evaluate what the house actually needs, 
and then the renovation is completed 
by his crew. When the property sells, 
the cost is deducted from proceeds. The 

John Harrington doesn’t spend much time talking about himself. 
When I reached him by phone late morning, he was between 
projects, steady and direct, more interested in explaining how 
something works than in revisiting how he got here.

John BY JASON WEBER  |  PHOTOS BY ALEXIS BRINKLEY

“Roofing 
is rarely 

visible 
work, and 
it becomes 

visible 
when 

it fails. 
John has 
built his 

business in 
the space 
between 

what 
people see 
and what 

actually 
keeps a 

house 
protected.”
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Hot-dipped 
galvanized nails 
are submerged 
in molten zinc, 
which creates a 
thicker zinc- 
steel alloy 

coating. They cost more and they last 
longer. John told me he brings them 
in by the container because local 
suppliers rarely stock them. In part, 
that is because most contractors are not 
buying them, so suppliers have little 
reason to carry them.

“No supplier that I can find in North 
Carolina has hot-dipped galvanized,” he 
said. “We have to bring in a container of 
those nails for us to use.”

It’s not a talking point for him because 
most homeowners will never see the 
difference once shingles are down. The 
decision sits underneath the visible 
surface of the roof, where fasteners hold 
everything in place through humidity, 
heat, and wind.

Mid Atlantic Roofing Systems is an 
Owens Corning Platinum Preferred 
Contractor, which places it in a small 
percentage of companies nationally. 
Crews are trained and inspected, and 
third-party inspections occur at random. 
If a roof is built incorrectly under a 
Platinum warranty, the manufacturer 
can require replacement. John chose to 
operate within that framework, and it 
creates accountability beyond code.

He also keeps a Gorilla Profile, which 
allows his company to perform certain 
insurance inspections directly. For 
homeowners on fixed incomes who’ve 
been hit by hail or wind, that can mean 
the difference between patchwork and a 
full replacement negotiated properly.

The office on Reynolda Road is 
permanent, the crews are trained, and 
the warranties are transferable. Those 
details matter only if the roof still holds 
years after the sign in the yard is gone.

Toward the end of our conversation, 
we drifted briefly into his time on the 
water. He’s been sailing for decades, 
and his boat is currently in St. Lucia. He 
mentioned it simply, then steered the 
conversation back to Pay at Closing.

“I want the word to get out,” he said. 
“Nobody’s really doing it.”

There was no sales pitch in his voice, and 
it sounded more like someone describing 
a tool that solves a recurring problem.

Roofing is rarely visible work, and it 
becomes visible when it fails. John has 
built his business in the space between 
what people see and what actually keeps 
a house protected. 

The Pay at Closing program and the 
choice of a nail most homeowners 
will never notice both point to the 
same instinct. If a system can be built 
stronger and a deal can be steadied 
before it unravels, he’d rather do it that 
way and let the results speak when the 
weather turns.

framework is outlined step by step in 
the packet, but what matters is how it 
plays out locally.

Insurance companies are tightening 
standards, and John said they’re 
increasingly hesitant to insure roofs 
older than ten years without riders or 
additional inspections. If a roof can’t be 
insured, a lender may not underwrite 
the mortgage, and a listing that looks 
clean on paper can stall quietly.

With Pay at Closing, the roof is new 
before that friction appears.

He has also seen the numbers shift.  
“We usually see six to ten percent 
increase in the property value when  
we put new windows in it and the  
new roof,” he said. Not every property 
yields the same result, but the pattern  
is consistent enough that agents  
have started asking where the  
program has been.

The other detail he returned to, almost 
unexpectedly, was nails.

Everybody uses galvanized nails,  
and that part is true. The difference  
is in the process. Electro-galvanized 
nails have a thin zinc coating applied 
with an electric current, and they’re 
less expensive and widely available. 
Over time, especially in moisture,  
that thin coating wears away, and  
rust follows.

“We usually see six to 
ten percent increase 
in the property value 
when we put new 
windows in it and 
the new roof.”
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Contact us for a free estimate!

“No Job Too Small”

Decks, 
deck repairs, 

deck resurfacing, 
build screen 

porches, wood rot 
repairs on door 

jambs & 
windowsills,

bathroom 
remodeling and 

much more!

( 3 3 6 )  6 6 9 - 7 2 5 2   | |   o l d s c h o o l s j h r @ t r i a d . r r . c o m
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Let’s be honest—last year was brutal for 
many real estate agents. Between higher 
interest rates, hesitant buyers, and fewer 
transactions, it felt like the market had the 
parking brake on.

For many professionals, it was the toughest 
environment since the mid-1990s. But March is a turning point. 
Spring is approaching, buyers slowly reappear, and the energy 
of a new selling season begins to build. The key is making sure 
your mindset is strong enough to take advantage of it.

Here are five powerful ways real estate agents can reset their 
mindset and build momentum in March.

1. Recommit to Your Daily Success Habits 
When business slows down, routines often disappear—and 
that’s the worst thing that can happen to a professional 
mindset. March is the perfect time to rebuild your foundation. 
Start each day with activities that strengthen your mental 
clarity and discipline: exercise, journaling, meditation or 
prayer, and reviewing your goals. These habits may seem 
simple, but they create stability and focus when the market 
feels uncertain.

5 Ways Real Estate Agents 
Can STRENGTHEN THEIR 
MINDSET After a Tough Year
BY CHRIS PAPPALARDO

COACHING CORNER

REALTOR®, BIC, ABR
336-214-7657
Kim@repscc.com
RepsForYou.com

Managing Real Estate 
closing transactions 
for over 20 years.

All Closing Coordinators are NC Licensed Real Estate Brokers
Want to GROW and SAVE TIME? Partner with us!

Kim Del Favero, Owner

M A R C H  M O M E N T U M :

Successful agents don’t wait for motivation. They create it 
through daily habits.

2. Control What You Can Control 
You can’t control interest rates. You can’t control inventory 
levels. And you certainly can’t control the news headlines. 
What you can control is your effort, attitude, and consistency.
Focus on conversations, follow-ups, and adding value to the 
people in your database. The agents who win in challenging 
markets are the ones who stay active when others retreat. 
Think of March as the month to double down on the activities 
that move your business forward.

3. Limit the Noise and Protect Your Mind 
Constant negative media about the housing market can drain 
your confidence quickly. If you spend your mornings scrolling 
through doom-and-gloom headlines, it will eventually affect 
how you talk to clients.

Instead, protect your mindset. Listen to podcasts that inspire 
growth, read material that sharpens your skills, and surround 
yourself with positive professionals who believe opportunity 
still exists. The market may shift, but opportunity never 
disappears—it just changes shape.

4. Reconnect With Your Database 
Your past clients and personal network are one of the greatest 
sources of stability in a challenging market. March is a great 
time to reach out, reconnect, and simply check in with people.

No sales pressure. No agenda. Just genuine conversation. These 
relationships create long-term trust and remind you that real 
estate is ultimately a people business.

Ironically, the simple act of helping others often strengthens 
your own mindset.

5. Focus on the Opportunities Ahead 
Every real estate cycle creates new leaders in the industry. 
Agents who stay committed during the difficult years often 
emerge stronger when the market rebounds.

March represents a fresh start. Buyers begin thinking about 
summer moves, sellers start preparing their homes, and 
momentum slowly builds. The agents who maintain a strong 
mindset now will be the ones best positioned to benefit when 
activity increases.

The market may have been difficult—but your future in real 
estate is still unwritten. March is the perfect time to turn the 
page and move forward with renewed focus and confidence.

As always, If we can help you in any way. Reach out
Chris@pappalardoteam.com or call or text 336-525-1289

Your biggest fan,
Chris Pappalardo 
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SARAH FAUDE
SR. LOAN OFFICER

NMLS# 84047
(336) 978-0195

SARAH.FAUDE@MOVEMENT.COM

www.movement.com 620 GREEN VALLEY RD. SUITE 208 GREENSBORO, NC 27408 | MARIA CERVANTES: NC-I-164126 | 
ELIZABETH NEWSOME: NC-I-2667458 | SARAH FAUDE: NC-I-84047 |MOVEMENT MORTGAGE LLC. ALL RIGHTS RESERVED. 

NMLS ID #39179 (FOR LICENSING INFORMATION, GO TO: WWW.NMLSCONSUMERACCESS.ORG). 
ADDITIONALINFORMATION AVAILABLE AT MOVEMENT.COM/LEGAL. INTEREST RATES AND PRODUCTS ARE SUBJECT TO 

CHANGE WITHOUT NOTICE AND MAY OR MAY NOT BEAVAILABLE AT THE TIME OF LOAN COMMITMENT OR LOCK-IN. 
BORROWERS MUST QUALIFY AT CLOSING FOR ALL BENEFITS.

8024 Calvin Hall Rd. Indian Land, SC 29707

The agents who prepare now will define the 
year ahead! This spring is your opportunity to 
refresh your marketing, reignite buyer 
confidence, and step into a season of 
momentum that leads to real, lasting growth.
Partner with a mortgage company that moves 
quickly, closes on time, andshows up as more 
than just a lender.

fast, reliable approvals

proactive communication

smooth closings

50% of our profits to charitable causes

Let’s connect over a lunch and learn or a quick 
coffee and talk about how we can help make this 
your most profitable and meaningful year yet.

MARIA CERVANTES
SR. LOAN OFFICER

NMLS# 556505
(336) 633-9140

MARIA.CERVANTES@MOVEMENT.COM

ELIZABETH NEWSOME
LOAN OFFICER

NMLS# 2667458
(336) 209-8919

ELIZABETH.NEWSOME@MOVEMENT.COM

FREE CONSULTATIONS

Don't trust your home to just anyone, put 
your trust in the pros at Five Star Painting

Ask about our Referral
Rewards Program

The outcome was breathtaking! Thank you so much to you and your team!" - Janet H

Exterior Painting/ 
Staining

Brick Painting

Interior & Cabinet 
Painting

Home Repairs 
& Renovations

Carpentry



Triad Real Producers • 4140 • April 2026

As we navigate the 
2026 real estate 
market, one thing 
is abundantly clear: 
the competition 
for standard buy/

sell listings in the Triad is fierce. You’re 
competing against hundreds of other 
agents, all vying for the same pool of 
ready-now buyers and sellers. But 
what if you are exhausting your energy 
fighting over just half of the available 
market share?

If you are ignoring the rental  
market, you are ignoring a massive, 
untapped goldmine.

Across the North Carolina Triad—from 
the bustling urban centers of Winston-
Salem and Greensboro, stretching east to 
Burlington, up north to Eden, and down 
south to Asheboro—the demographic 
data reveals a compelling reality. 
Renters make up a staggering portion 
of our local population. By shifting your 
mindset to serve these clients today, you 
can secure immediate income and build 
an impenetrable pipeline of homebuyers 
for the next one to three years.

Why the Triad’s 
“Other 50%” is 
Your Ultimate 
2026 Pipeline

BY ALEKA DEGRAAF

THE MANAGEMENT PLAYBOOK

With self-showing tech and lockboxes, 
you can show your clients highly-
desirable multi-family units on your 
schedule, without waiting around for an 
onsite leasing agent.

The Long-Term Play: Filling Your 1 to 
3-Year Pipeline 
The true wealth in real estate isn’t just 
about your next commission check; 
it’s about predictable, future income. 
Every renter you help today is a highly 
qualified, loyal buyer 12 to 36 months 
from now.

Here is how you build that pipeline:

•	 Month 1 (The Rental Execution): 
You help them secure a great rental, 
negotiate their terms, and earn your 
Tenant Rep fee. You establish yourself 
as their trusted real estate advisor.

•	 Month 6 (The Check-In): You reach 
out to see how the rental is going. You 
introduce them to a trusted lender to 

start a soft credit check and create a 
roadmap for down-payment savings.

•	 Month 9 (The Prep Phase): The lease 
renewal is coming up. You review 
their financial progress. If they are 
ready, you start the formal pre-
approval process.

•	 Month 10-11 (The Hunt): You are 
actively showing them houses to buy. 
Because you helped them when they 
“just needed a rental,” they wouldn’t 
dream of using another agent to buy 
their first home.

The PM Partnership: Your Secret 
Weapon for Sustainability 
To truly thrive in 2026 and beyond, you 
need strategic partnerships. Aligning 
yourself with a professional property 
management company creates a 
symbiotic relationship that fortifies 
your career.

When you refer an investor client who 
wants to buy a multi-family property to 

a PM firm, or when you place a tenant 
into a managed unit, you need to know 
your relationships are protected. At 
Fortified Dreams Property Solutions, we 
respect the agent-client boundary. We 
are experts in management; you are the 
expert in sales. We manage the day-to-
day asset, but when that tenant’s lease is 
up and they are ready to buy, or when 
that investor is ready to sell, we send 
them right back to you.

Stop fighting over half the pie. By 
embracing the 50% of the Triad that 
currently rents, you can generate income 
today while building an unstoppable, 
sustainable pipeline for tomorrow.

Are you ready to learn the exact 
mechanics of how to charge for 
Tenant Representation and start 
converting renters into buyers? I’d 
be happy to send you the schedule 
for our upcoming Agent Partnership 
classes—just let me know! 

Equal Housing Lender | © Guaranteed Rate 2024
NMLS ID 2611  NC - I-105174, SC - MLO - 99907, VA - MLO-56605VA

RJ was great. Attentive and helpful. Answered all 
of my questions as they came up and helped to 

make this home buying as painless as possible! He 
is great to work with!

- Lorah T

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

www.jharrisphotography.net

Headshots Families

High School Seniors Children

IMAGE IS

EVERYTHING
AND WE A�E PASSIONATE ABOUT YOUR IMAGE!

Jarvis T. Harris

The Numbers Don’t Lie: The Triad’s 
50/50 Reality 
Many agents assume that everyone 
who can buy, is buying. But the latest 
census and market data paint a different 
picture. In many of our core Triad cities, 
the population is split nearly evenly 
between homeowners and renters.

Let’s look at the breakdown of the renter 
population across key Triad markets:

•	 Greensboro: The market is split 
right down the middle, with a 50.4% 
homeownership rate and a 49.6% 
renter rate. That is tens of thousands 
of households currently leasing.

•	 Burlington: Following a similar 
trend, Burlington sits at roughly a 
52% homeownership rate, meaning 
48% of the population relies on the 
rental market.

•	 Eden: Even in our northern markets 
like Eden, renters make up 48.5% of 
the local households.

•	 Winston-Salem & Asheboro: Urban 
density in Winston-Salem, combined 
with the economic shifts across 
Randolph County, means a massive 
segment of these populations are 

currently renting, waiting for the 
right time—or the right guidance—to 
transition to homeownership.

The Short-Term Win:  
Immediate Revenue Through  
Tenant Representation 
The most common excuse agents use to 
avoid renters is, “I don’t get paid enough 
to deal with rentals.” In 2026, that is 
simply a lack of strategy.

By becoming a dedicated Tenant 
Representative, you can charge a 
professional fee (often equivalent to 
half or a full month’s rent) directly to 
the tenant for your services. Renters 
are tired of navigating online scams, 
unresponsive landlords, and confusing 
lease terms. They are willing to pay a 
professional to guide them safely into a 
quality home.

Furthermore, by partnering with 
modern, agile property management 
companies (PMCs) like Fortified 
Dreams Property Solutions, the 
logistics of showing rentals have never 
been easier.

Stop Fighting 
Over Half the Pie:
Stop Fighting 
Over Half the Pie:
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336.279.8707
www.caolaw.com

John Covington Overfield

Providing creative
solutions to

complex legal
issues with integrity

and perseverance

Residential Distress Evaluations
Property Condition Assessments

Retaining Wall Design

A Veteran-Owned
Company

ENGINEERING |  DUE DILIGENCE |  DESIGN

Jay Cumbus, PE
336.970.9104

Do You Need a Solution for the Lack of Inventory? 
Ask Me About Construction Financing 

for First & Second Homes Today!
Conventional, FHA & VA Options Available

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 I-163451 | SC MLO-106920 | VA MLO-22979VA

Union Home Mortgage Corp. | NMLS 2229 | nmlsconsumeraccess.org | 8241 Dow Cir, | Strongsville | OH | 44136
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You’ve heard the old saying: The only two 
things certain in life are death and taxes.

Here in Guilford County lately, it feels like 
the second one is on everyone’s mind.

For the past several weeks, the 2026 property tax reassessment 
has dominated conversations across the local real estate 
landscape. Homeowners are opening their reassessment 
notices with raised eyebrows. Buyers are recalculating 
affordability. Realtors are fielding questions from both sides of 
the transaction.

Across the county, we’re seeing assessed values jump 30%, 40%, 
and in some cases even 60%. Naturally, that has created a lot 
of discussion—and in some cases concern—about what this 
means for monthly mortgage payments, buyer affordability, 
and the direction of the market in 2026.

But those higher numbers aren’t appearing out of thin air.

“From a real estate perspective, these higher assessments are 
actually a reflection of how strong the local housing market 
has been,” said Beth Sauer of Keller Williams One. “Buyers 

have been willing to pay more for homes in this area, and the 
revaluation is based on that real sales data.”

In other words, the reassessment isn’t creating value—it’s 
simply catching up to it.

But it’s important to remember one key detail: while the new 
property values are now public, the final tax impact is still 
unknown. Guilford County officials won’t announce the actual 
tax rate until June. Whether that rate is lowered, remains the 
same, or increases will ultimately determine how these new 
assessments translate into real tax bills.

In the meantime, the reassessment is already influencing 
conversations with both buyers and homeowners.

The Immediate Impact on Homebuyers 
For buyers entering the market this spring, the reassessment 
has a direct and immediate effect on the mortgage payment.

On purchase transactions going forward, property taxes are 
estimated using the new assessed value, not last year’s tax bill. 
In many cases, that results in higher tax estimates being built 
into the mortgage calculation.

What It Means for the Spring Housing Market

BY RJ MEYERHOFFER, VP OF MORTGAGE LENDING

THE MORTGAGE BEAT

For some buyers, this can increase the monthly payment by 
$150 to $200—and sometimes more depending on the property.

Those higher tax estimates flow directly into several key parts 
of the loan approval process: debt-to-income ratios, cash 
required to close, overall payment comfort, and ultimately 
whether a borrower qualifies within their desired price range.

For buyers currently shopping or under contract, it creates 
an important reminder: preapprovals based on outdated tax 
estimates may no longer reflect the true payment.

Updating the numbers with the new assessed values ensures 
buyers understand exactly where they stand financially and 
avoids surprises later in the process.

What Current Homeowners Should Expect 
Existing homeowners will likely experience the effects of  
the reassessment later this year through their mortgage 
escrow accounts.

When you have a mortgage with escrow, your loan servicer 
collects a portion of property taxes each month and pays the 
county on your behalf. Once the new tax bills are issued, the 
servicer performs an annual escrow analysis comparing what 
was collected versus what is actually owed.

If property taxes increase, the monthly mortgage payment 
increases as well.

In some cases, homeowners may also see a shortage 
adjustment, meaning the servicer did not collect enough 
during the year to cover the higher tax bill. When that 
happens, the payment increase reflects both the higher tax 
amount going forward and repayment of the shortage.

For homeowners who believe their reassessed value may 
be higher than what their home would realistically sell for, 
Guilford County has provided an opportunity to challenge the 
valuation. Appeals must be filed by May 15. 

For those simply trying to anticipate the potential impact, 
multiplying the new assessed value by the current tax rate can 
provide a reasonable early estimate of where property taxes 
could land if the rate remains similar.

What Local Realtors Are Seeing 
Because this reassessment has become such a central topic 
across the industry, I also conducted a brief survey among local 
Realtors to better understand their early reactions.
One theme stood out immediately: affordability.

With housing affordability already a nationwide concern, 
56% of agents surveyed said their biggest reaction to the 
reassessment was concern about buyer affordability. 

When asked how disruptive the reassessment could be to the 
2026 market, more than 60% of respondents said they expect 
a moderate disruption, suggesting agents believe the market 
will adjust but not necessarily stall.

Looking ahead to June’s tax rate decision, the largest group of 
respondents—39%—believe the county will likely keep the 
tax rate roughly the same. 

If that happens, many agents believe the market could feel 
the impact during the summer months, with a majority of 
respondents expecting the possibility of slower activity as 
buyers adjust to higher total monthly payments.

Even so, the outlook from the real estate community remains 
largely positive.

When asked whether the reassessment changes their outlook 
for the remainder of 2026, the most common response—48% of 
agents—said they remain optimistic. 

A Realistic but Optimistic Perspective 
That sentiment was echoed by Bill Warmath of Keller Williams 
One and the 2026 President of the Greensboro Regional 
Realtors Association.

“I’m realistic, but optimistic at the same time,” Warmath said. 
“With the betterment of mortgage rates of late, I believe we’re 
going to have a strong spring market—one that I sincerely feel 
will last through 2026 and into 2027.”

His advice to buyers reflects the long-term perspective many 
experienced agents share.

“My advice to my buyer clients is to take a deep breath, buy to 
your best ability, and accept that taxes invariably go up. I am 
hopeful that actual market values continue to outpace the tax 
value for the coming four to six years.”

The Bottom Line 
While the reassessment numbers have certainly captured 
everyone’s attention, the full picture won’t come into focus 
until the county announces the tax rate in June.

Until then, buyers should make sure their mortgage  
numbers reflect the new assessed values, homeowners  
should review their reassessments carefully and consider 
whether an appeal makes sense before the May 15 deadline, 
and real estate professionals will continue guiding clients 
through the uncertainty.

If the past few weeks have proven anything, it’s that property 
taxes may not be the most exciting topic in real estate—but 
they can certainly become the most talked about one.

THE GUILFORD  
COUNTY REASSESSMENT:
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RESIDENTIAL
AND COMMERCIAL

LEGAL
SERVICES

Malia M. Williams, Esq.
Real Estate Attorney 

mwilliams@craigejenkins.com

336.714.2560

Malia Williams

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.

Windsor Homes
is now part of 
Stanley Martin Homes.

WindsorHomes.US  |  StanleyMartin.com
©Stanley Martin Homes, LLC

Let’s Connect

WIN A
$250
GIFT CARD

Answering a few questions could be worth $250!

Take our quick survey (it’s just 1 minute) and you’ll
be entered for a chance to win a $250 gift card.

Scan the QR code to enter now!

No purchase necessary. Open to US residents (excluding AZ, FL, NY, RI) 18+.
One $250 gift card awarded per month in 2026. Odds may vary. Void where prohibited.
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9151 Currency St.
Irving, TX 75063

Because it's not just a house, it's your home.

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

(336) 281-3110
packages@stegallcliffordlaw.com

WWW.STEGALLCLIFFORDLAW.COM

FRIENDLY, EFFICIENT
LEGAL SERVICES

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


