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L shopseasidefurniture.com

Main Showroom

& Mattress Gallery

10356 SC Hwy 90
Little River

843-280-7632

Coastal Home Decor,
Gifts & More Store

N 527 Hwy 17 N.
th) North Myrtle Beach

Mon-Sat 9am -6 pm
& Sun 1-5pm

Mattress Gallery Top Brands
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Preferred Pariners

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

APPRAISAL SERVICES BUILDER

For What It’s Worth Chesapeake Homes
Michael Sichitano — Karlee Ponzi
(843) 808-1533 (757) 448-3742

1045 London St., Suite 202 cheshomes.com
Myrtle Beach, SC 29577

fwiwa.com CRM

Bonzo
ATTORNEY (614) 357-2367
Joye, Nappier, Risher, getbonzo.com
& Hardin, LLC
Wendy Hardin FURNITURE

(843) 357-6454
www.inletlaw.com

Sea Side Furniture
Gallery & Accents
Julie Almeida

BOATING (843) 280-7632

Freedom Boat Club shopseasidefurniture.com
Chris Speckman

(843) 732-3777 HOME BUILDER
www.freedomboatclub.com D.R. Horton

(843) 655-0347
www.drhorton.com

We Inspect Homes Like We're
BUYI!G_TI!EI!I QUBS_ELVES

r

Every Residental Home Ins
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Pool/ Hot tub
Inspections

Thermal Imaging
Wind Mitigation
Inspections
Irrigation Inspection

Mold Inspection

INSPECTIONS, LLC

Only Company with Residential, Commercial, and General Contractor's License.

843-817-8810 - islandinspectionsllc@gmail.com « Islandinspectionslic.com

K1 © (2 b Pinterest

4 . November 2026

Indoor Air Quality

HOME INSPECTION

Island Inspections, LLC

Matt Smoak

(843) 817-8810
www.islandinspectionslic.com

Rivertown Property Inspections
Justin Ferraro

(843) 360-4354

1203 48th Ave N

Suite 1M1

Myrtle Beach, SC 29577
www.rivertowninspects.com

Top to Bottom Home Inspection
John Pate

(843) 231-8532
www.homeinspection
toptobottom.com

HOME WARRANTY

Old Republic Home Protections
Stephanie Midgett

(910) 382-8048

INSURANCE

Coastal Insurance Group
Sarah Sichitano

(843) 808-0291

1136 44th Ave N. Suite 1,
Myrtle Beach, SC 29577
www.coastalinsurancellc.com/

IRRIGATION

Conserva Irrigation

(843) 979-7070
www.conservairrigation.com

MORTGAGE / LENDER
Cross Country Mortgage
(843) 574-8002
crosscountrymortgage.com/
mount-pleasant-sc-5315/

Legendary Mortgage
(843) 580-2490
legendarymortgage.com/home

Southern Trust
(757) 518-0700
www.southerntrust.com/

The Mortgage Nerd Group

— Benchmark Mortgage

Sarah Ellis

(843) 839-4992
www.SarahEllisHomelLoans.com

MOVING & LIQUIDATION
Caring Transitions
Charlene Blanton

(843) 997-5088
www.caringtransitions
myrtlebeach.com

PHOTOGRAPHY

High Tide Content, LLC
Jeremy Kierez

(843) 885-3088
www.hightidecontent.com

Weston Media
(843) 396-3609
www.weston-media.com

ROOFING

Klaus Roofing

(843) 491-9933
www.klausroofingsystems.com/

Leverage Roofing

(508) 369-3185
www.facebook.com/daniel.
shabanoff

Monarch Roofing
(843) 396-2802
monarchroofing.biz/

SIGNS, BANNERS & PRINTING
Design the Sign

Olga Kazakova

(843) 808-9301
www.facebook.com/
designthesign/
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PARTNER WITH US TODAY AND GIVE YOUR CLIENTS ONE MORE REASON TO LOVE COASTAL LIVING
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the views of The N2 Company d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not
endorsed or recommended by N2. N2 is not responsible for the statements, opinions, or business practices of any authors, contributors,
or advertisers featured herein. Portions of this publication may include content created with the assistance of artificial intelligence (Al) tools

@ DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect
by authors or contributors and may not be independently verified by N2.

PROFESSIONAL
SPRINKLER CARE.
LOCAL EXPERTISE.

Cn_rnplafa sprinkler system services
delivered by trusted local professionals
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¢ Reliable Maintenance * Premier Partners
® Lower Water Bills .
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(» 843-279-4497 2 Irria ""H(Wi
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Pre-Sales
Hapnening Now:
Lock In Your
Price & Floorplan

Available homes from
Georgetown, SC
to Ocean Isie, NG!

Offering Up To A 3%
Buyer Agent
GCompensation

D'RHORION
America’s Boudiater

s ) Tiorin Caroling myrils Beach
Flerea bospment Communilies

tommunilizs
Let us make it easy for you

to find the perfect home.
843.417.9575 - drhorton.com

2025 DR, Harton 4 an equal Housing opportunsty budlder. Hame and community infarmation,

including pricing , included features, torms, avallability and amonities are sublect 1o change or prior

sale at any time without notics or obligation,
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Expertly Built. Uniquely Yours.
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uxury Ho
Communities To
Choose From!

LITTLE RIVER, SC
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Welcome to our new community, Traditions
at Carolina Forest in Myrtle Beach, featuring

enjoy an active lifestyle with the help of the onsite
high-quality homes built by Chesapeake Homes. Lifestyle Director including get togethers, events,
Schedule a VIP Tour with your clientele to view socializing, clubs and lots more in a coastal-inspired

this new community and models. Be sure to go to cheshomes.com for the community and only minutes from the beach!
Experience the Togetherness. i most current information on each community

- <
i._‘{'l""ﬂ” " I_ | (ﬁm or call 843-806-1121. %N‘{ (ﬁfw ﬂ{gl'

Sales by Today Homes Realty , SC and Today Homes Realty , NC _Q__.

LONGS, SC LORIS, SC

Come live your best life in this Chesapeake Homes’
master-planned community filled with beautiful homes
and life-enhancing amenities! Located on the
South Carolina/North Carolina border, you'll live
close to everything you need!

Clus

OF THE CAROLINAS

BY CHESAPEAKE HOMES

If you're looking for a community central to many The Willows offers new
conveniences and a vacation- esque lifestyle featuring
a swimming pool, pickleball and bocce courts, then
you've found your future home! Located off Hwy 9

for easy access to Loris, Cherry Grove,

and North Myrtle Beach.

, e THE(/O[[Lowg

Experience the Reassurance. Experience the Comfort

beautiful single-family homes with community

amenities and many features and options that new

homebuyers have come to appreciate from us!



RISING STAR

TRENT SPENCER

WRITTEN BY ANITA JONES
PHOTOGRAPHY BY TYLER GRAHAM
- WESTON MEDIA

> Built to Keep Going

A 22 years old,

Trent Spencer
could easily be introduced
by the numbers.

He earned his South Carolina
real estate license in October
2025, beginning with Realty
ONE Group Dockside before
recently moving to Rowles
Realty. In less than a year,

he has already helped more
than forty-five clients and
families through over $16
million in real estate.

Those numbers would
be impressive for any
new agent. At 22, they’re
extraordinary.

But talk with Trent and
something else becomes
clear: The numbers may
get your attention, but the
work ethic behind them is
the real story. “I've always
had an entrepreneurial
mindset,” Trent says. That
may be an understatement.
Long before real estate,
there were cucumbers.

As a child, Trent sold
cucumbers from his
family’s garden. Pet sitting,
custom shirts and tumblers,
restaurant jobs and other
ventures followed.

Then, as a teenager
during COVID, Trent
found himself bored. So,
he started a business.

At 16, he opened Spencer’s
Snowballs & Ice Cream from
an 8-by-12 building in North

Trent's 1st Entreprenuerial Venture

Myrtle Beach. Still a minor,
he needed his parents’

help with the paperwork.
When WMBF News featured
the young entrepreneur,
business took off.

Trent eventually sold the
business and later had

the opportunity to buy it
back. Along the way, he
learned customer service,
risk, responsibility and
how to believe in an idea
before anyone else can see
what it might become.

WHEN HOME

BECAME PERSONAL
Trent had been fascinated
by houses from an early
age. But at about eight, real
estate took on an entirely
different meaning when
his family lost their home
to foreclosure. Growing up
in a paycheck-to-paycheck
household, he saw the
stress financial hardship
placed on a family. He also
watched his parents keep
working and rebuild—and
remembers the REALTOR®
who stood beside them.

“During that difficult chapter,
my parents had an amazing
Realtor who stood beside

our family,” Trent says. “I
never forgot the difference
that person made during a
time filled with uncertainty.”

Trent credits his parents
and grandmother with
teaching him resilience.

“Their example shaped my
work ethic and taught me
that where someone starts
does not have to determine
where they finish,” he says.

The experience also
shaped the REALTOR®
he would become.

“I do not share it for
sympathy,” Trent says.
“It is why I never judge
a client’s circumstances
and why I fight so hard
for every opportunity
entrusted to me.”

BUILT TO WORK

Trent didn’t take a
traditional college path. His
education came through
entrepreneurship, serving
the public, owning property,
and learning from people
willing to challenge him.

After selling his snowball
business, he began investing
in real estate. Owning
property showed him the
opportunities real estate
could create, while years
working in Grand Strand
restaurants taught him

to communicate with

all kinds of people.

Eventually, the pieces fit
together: the kid who loved
houses, the entrepreneur, the
investor, and the memory of
the REALTOR® who helped
his family. Real estate made

sense. Even getting licensed
required persistence. Trent
took the licensing exam more
than once before passing.

“A setback is only final
if you stop,” he says.

Once licensed, he brought
that determination into
his business. Open houses
became his bread and
butter. Some days, Trent
held as many as three—
putting out signs, learning
properties, meeting
people, and following up.
It wasn’t glamorous. That’s
precisely the point.

“Be willing to do the
unglamorous work
consistently,” he says.
“Answer the phone, follow
up, learn the contract,
preview the property, and
tell the truth even when

it may cost you a sale.”

Today, Trent works with
local buyers and sellers,
relocating clients, investors,
and first-time homebuyers.
He wants clients to see the

Carolina Coast Real Producers - 11



full picture—not simply
the property, but the
neighborhood, lifestyle,
costs, rental potential,
and long-term value.

For out-of-town clients,
that can mean video tours,
FaceTime walkthroughs,
and extra research. His
philosophy: Treat the
decision as though it
involved his own money,
home, and future.

“I don’t want to be viewed
as just a REALTOR®,” he
says. “I want my clients

to know they also have a
friend in their corner.”

12 - November 2026

MORE THAN

THE NUMBERS

For all the attention his
production might generate,
Trent talks far more about
people than numbers.
“The most rewarding part
is seeing the relief and
excitement when a client
realizes something they
thought was out of reach
is possible,” he says.

Success, to Trent, means
being trusted, keeping his
word, taking care of his
family, creating opportunities
for others and being proud
of how he treats people
when no one is watching.

“l don’t want to be viewed as
just a REALTOR®. | want my
clients to know they also have
a friend in their corner.”

He is quick to credit
those helping him,
including Rowles Realty
broker Desiree Rowles,
an important influence
in this next chapter.

“Desiree Rowles has not
only been an incredible
broker, but also a true
friend, role model, and
someone I deeply admire,”
Trent says. “I am incredibly
grateful for her guidance,
support, and belief in me.”

At 22, Trent knows he is still
learning and growing. And
he remains deeply grateful
for every opportunity.
“When clients, family,
friends, repeat clients, and
referrals choose to support
me, they are truly changing
my life and helping me build
my dream,” he says. “I will
always be thankful for that.”

Trent hopes to be
remembered as someone
who created opportunities
for others, stayed loyal

to those who believed

in him and remained

the same down-to-earth
person no matter how
much his business grew.
His real estate career may
be less than a year old,
but his story began long
before his first closing.

With a kid selling cucumbers.

An eight-year-old
watching his family lose
a home and rebuild.

A sixteen-year-old willing
to start a business.

An aspiring REALTOR® who
didn’t pass the exam the
first time—and tried again.

And a new agent willing
to put out the signs, hold
the open houses, answer
the phone, and follow up.

The $16 million is
impressive. Everything
Trent Spencer did before
the $16 million tells you
why it happened. He’s
built to keep going.

Protect your home

Protect your vehicle

@ Protect what
matters most

Enjoy the season!

' PEACE % MIND

FOR EVERY SEASC}N
G

PROPERTY INSPECTIONS

RP RIVERTOWN

ANNUAL PROPERTY REVIEW

An Annual Property Review (APR) is a comprehensive checkup
of your home thot is designed to identity maintenance
concerns, sofaty issues, and potential problems before they
become costly repairs, The review examines maojor
components including the roof, exterior, interior, electrical,
plumbing, HVAC systems, appliances, and crawlspace areas.
Additional services such as thermal imaging, wind mitigation,
SOwWer scopes, pool and spa inspections, lead, irrigation, and
well inspections are alse aveiloble and recommended.

Think of it os a yearly welinass check for
your home=haiping you stay aheod of
prablems and protect your investment.

CALL: 843% 360-4354

TEXT: (843) 800-2320
RIVERTOWNINSPECTS.COM

NG OASTAL

INSURANCE GROUP

i*'l

Ch OLD REPUBLIC

L

A Ifteputation
That Shines Bright

Built on trust. Backed by exceptional service.

‘When a home warranty company has over 10,000 five-star
reviews on Trustpitot, that's reputation you can trust,

Gave your clients home warranty sarvice that is out of this world.
Recommend Cid Republic Home Warranty.

Contact me toda
for details! g Stephanie Migett

Ea% Senior .l"-cc._-unl: Eih-ltxwe
O (380} 308-6510

- M: (910} 382-B048
L StephanieMEorhomewarranty.com

E = my.orhomewarranty. comistephaniemidgett
Thiy hiomae nldln Hom plan v not lvurenos. 11 mas W
Terms B ConOitons soedy. Dos woll Dur et ra'r-qr for P
gyiiad g may spply Flome earantes ©

a1 SErricy ConiTects msucd by Old Republe Home Prodeston C
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Charges Tos
Wartanly Br
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Sun, Sand & a,gecom/%ne

10% Down for Second

P

Homes up to $2MM

o 5% Down for Primary
’ Residences up to $2MM

ELEVATED LISTINGS.
HIGH-END MEDIA.

Make your client’s offer SW
Contact us today!

8

av

ALLIN
ONE PLACE.

SOUTHERN TRUST
MORTGAGE

James Burton James Wahl Stacy Todd & Ashley Bartol
Eanch Mavsges Loan Cficer Loam Officers | Palmetto Coast Lending Team HMLS# 2921 | nmisconsumeraccess.on
NI S# 212817 NMLSH 113 Seacy NMILSH JB06633 | Ashicy NMELSS 30513 Thids b thol a consribment 1o kind
843-240-2686 843-303-1052 Stacy: 843-455-1985 | Ashley: 843-685-2960 & Equal Housing Opporunity

MAKE MONEY.
SAVE MONEY.
SAVE TIME.

~ PROTECTING WHAT
MATTERS MOST.

JF QUALITY RODFING - HONEST SERVICE « COMPETITIVE PRICING

- " S500 OFF
T ; Connect— — YOUR NEW ROOF —
©+ Converse HEATNE SRS
- ' FINANCING REFERRAL KICKBACKS
g Convert— 6 AVAILABLE $200 PER ROOF DONE
Scan to ’@“' i i Rmans orvac, ' o
learn more and

worry Iess'

(3)BoNzo!

GetBonzo.com

L Dan Shabanoff

Call Now for
a FREE
Estimate.

m www.linkedin.com/in/daniel-shabanoff-a2

CONTACT FOR INQUIRIES

WESTON (4 ) MEDIA

14 - November 2026

FIRST TIME
AGENTS
RECEIVE

THEIR FIRST
SHOOT

FREE.

SERVICES

PHOTO - VIDEO - DRONE
FLOOR PLANS - 3D ZILLOW TOURS

MATTERPORT : TWILIGHT SESSIONS

AGENT BRANDING / HEADSHOTS
+ SO MUCH MORE!

843-396-3609 | hello@weston-media.com | www.weston-media.com
@weston.media | f Weston Media



FEATURE AGENT

hen asked what he wants

to be remembered for, Trey

White doesn’t mention
the brokerage bearing his family’s
name or the transactions he hopes to
close. “Being the best father I can be.”
For the North Myrtle Beach native and
broker-in-charge of White Realty, that
answer fits naturally with everything
else. Family shaped his understanding
of work, his approach to serving
others and, eventually, his decision
to bring a familiar local real estate
name back into business. But getting
there meant taking time to discover
what he wanted to build for himself.

Finding His Own Direction

A NAME

WORTH CARRYING

FORWARD

Coastal Carolina University, and
Trey grew up with a father whose
enthusiasm for sports left an
impression. At Coastal, Trey

studied early childhood education
with plans to teach and coach. Then

a summer job introduced another
possibility. In 2016, Trey went to work
at Shark Wake Park. What sounded
like a fun way to spend the summer
became a five-year chapter, including
two years running the operation and
time in West Palm Beach, Florida,
helping with another location.

It also put him in the path of people
who would help shape his next move.

management wasn’t the direction
he wanted to pursue, but sales

interested him. In November 2019,
he began his real estate career.

Learning Before Leading

Trey went to work with Bellamy and
credits both him and Scott Ellis with

helping him learn the business. Over

roughly four and a half years, he gained

experience, developed relationships
and found his footing as an agent.

Those relationships made the eventual
decision to leave difficult. He valued
the people who had invested in him.
Still, the idea of reopening White

(843) 310-8687
vw.White-Realty.co

Hours:

White Realty’s roots in North Myrtle Through the Wake Park, Trey connected Realty stayed with him. After earning - on - F r | ’] O n,.. :
Beach reach back to 1964, when Trey’s with Ty Bellamy, who encouraged him to his broker’s license, Trey continued a %
great-grandfather started the business consider real estate. Trey knew property working toward that goal. He formed

in property management and sales.
Growing up, Trey watched his parents
and grandparents work hard and take
care of people. He also worked in the
family business, getting acquainted
with the less glamorous tasks that kept
it running. His parents encouraged
him to pursue work he loved. For a
while, he thought that would mean

a classroom and a basketball court.

Sports were a family interest.
His mother played basketball at

16 - November 2026

the Trey White Team, brought a
cousin into the effort and eventually
took the step he had long envisioned:
reopening the family brokerage. “To
carry on my family’s legacy,” he says
of the motivation behind his career.

Today, doing that is among the most
rewarding parts of his work. His
parents are pleased to see the name
continue, and Trey has the opportunity
to put his own experience behind

the values he grew up admiring.

e
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WRITTEN BY ANITA JONES
PHOTOGRAPHY BY WESTON MEDIA



W

- -
.I}r f He

Mon-Fri 10 S

Hard

Work Works

Ask Trey how he handles the
challenges of real estate, and his
answer is straightforward.

“Hard work works.” It’s a favorite saying
and a fair description of his approach.

When business is difficult, he keeps

18 - November 2026

working. When a client needs
more help, he stays involved.
He wants to be known as
loyal, honest and willing to
go the extra mile, including
after a transaction is over.

Much of his business comes through
word of mouth. He says he has never
purchased leads, building instead
through the relationships and referrals
that develop as he serves his clients.

His measure of success is equally

personal. “Success, in my opinion, is
not measured by how much money
you make or how much volume you
sell,” he says. What matters is being
able to sleep peacefully, knowing he

He formed the Trey White
Team, brought a cousin into
the effort and eventually
took the step he had long
envisioned: reopening the
family brokerage.

he says of the
motivation behind his career.

That appreciation for family runs
through his story. He grew up looking
up to parents and grandparents
whose hard work and service shaped
him. Now, as a husband, father and
brokerage owner, he has his own
opportunity to set that example.

Reopening White Realty carries a
family name forward. The way Trey
treats people, follows through for
clients and shows up for his daughters
will give the next generation its

own reasons to be proud of it.

o il

has done everything he can to help his
clients achieve their goals. That gives
him a clear standard to work toward,
regardless of the size of a transaction.

His advice to newer agents follows
the same thinking: work hard
and don’t get discouraged.

Progress takes persistence, and
he believes the effort matters.

The Next Generation

Outside the business, Trey and his wife,
Stephanie, enjoy life with their two
daughters, Oaklee and Lainey. They are
enthusiastic Coastal Carolina fans and
sports fans in general, but Trey says the
activity matters less than being together.
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Creative flnoncmg. Straight answers.
\‘ A mortgage strategy built around you.

READY TO
GET STARTED?

LINDSAY BENTON

SENIOR LOAN OFFICER « NMLS ID 2277912

3 (843) 742-4649
Ibenton@legendarymortgage.com

«/N®\

o spray Foam&Blownin  KLAUS ROOFING
: Insulation, SYSTEMS

Crawlspace Encapsulation, -
Solar Attic Fans puta Klaus onvour House!

and Solatube Daylighting

Free Home Energy Evaluation @& an., Tu‘ﬂ 7
Aemien (jeaken

« Reduce attic temperature by 20 degrees or more!
« Eliminate hot or cold spots throughout your home. =
« Reduce electric bills. = ROOF

» Improve cooling efficiency in summer and heat =
efficiency in the winter. A= REPLACEMENT,

- We insulate garages and paties! : .! | ROOF REPAIR,
« All quotes are FREE! . ; AND GUTTERS

ROOF

@ CONSERVATION

PP RS iy e kY

Mention this ad for an upgraded Solatube lens!

843-748-0295 | www.CarolinaEnergyConservation.com
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YOUR GRAND STRAND REAL ESTATE MEDIA TEAM
EST 2018 | Licensed & Insured | Photo | Video | Drone | 3D | Creative

A small team of five that cares! Text/Call Us at 843.885.3088 or book online www.hightidecontent.com



SPONSOR SPOTLIGHT

Following
Finding Her Calling

PHOTOGRAPHY BY WESTON MEDIA
- TYLER GRAHAM

indsay Benton

has always been

curious about
people, places, and what
makes a business work.

The Conway native grew

up on forty acres and
graduated from the College
of Charleston with a business
degree. An active member

of the investment club, she
had an interest in finance
long before she considered
mortgage lending.

Today, as a residential
mortgage loan officer with
Legendary Mortgage, backed
by Atlantic Coast Mortgage,
Lindsay has brought
together the things that have
consistently motivated her:

finance, sales, people, and
problem-solving. Mortgage
was the unexpected part.
The interests that drew her
to it were already there.

When a friend invited
Lindsay to Guatemala, she
boarded a plane with ten
boxes of medical supplies.
She planned to stay five
weeks. She stayed a year,
working, volunteering,
and immersing herself in
a different way of life.

She loved the people, the
culture, and the experience
of seeing the world from

a unique perspective.

Travel remains a big

part of Lindsay’s life. At
work, her curiosity helps
her understand complex
situations and find solutions.

Lindsay built her sales
experience across different
industries, earning Rookie
of the Year honors at
Wyndham. Ambitious and
competitive, she enjoyed
connecting with people
and building business.

Her experience in timeshare
also helped clarify what

she wanted from her

career. As she came to
understand the product, she
recognized that she wanted
work that more closely
aligned with her values.

“T've always cared a lot
about doing right by
people,” she says. “I wanted
a career where I felt like

I was actually helping
someone move toward
something meaningful.”
She began considering

Carolina Coast Real Producers - 23



real estate. When a friend
suggested mortgage, she
saw an opportunity to
pair her sales experience
with her longstanding
interest in finance.

Her first mortgage position
was with Motto Mortgage
through RE/MAX Southern
Shores. She enjoyed
working with REALTORS®,
learning the mechanics
behind financing, and
tackling scenarios that
required problem-solving.

Her career eventually
brought her to
Legendary Mortgage.

Today, Lindsay works with
buyers financing primary
residences, second homes,
investment properties,
condos, condotels, and
more complicated scenarios
that sometimes require

a little creativity.

24 . November 2026

“If something gets difficult,
I tend to jump in headfirst,”
she says. “I want to
understand exactly what
the issue is, what options
we have, and what the best
path forward looks like.”

Access to in-house
underwriting for many
loans, including condotels
and portfolio products, helps
when a borrower or property
doesn’t fit neatly into a
traditional lending box.

One client seeking her first
investment property had
been told she might need

25 to 30 percent down on a
condotel. Lindsay found a
program that allowed her

to purchase with 10 percent
down, without the large
broker fee quoted elsewhere.

That client now owns several
investment properties and is
working toward retirement

through real estate. For
Lindsay, that’s what makes
the work meaningful. The
right financing can help

a client pursue plans that
reach well beyond closing.

For all the complexity
involved in lending,
Lindsay’s philosophy
about people is simple.

“Treat the janitor the same
way you treat the CEO.”

Lindsay’s family has roots
in Conway going back
generations. Adopted at
age four, she speaks with
tremendous gratitude
about her parents and the
life they gave her. She is
also close with her Aunt
Robyn, whom she jokingly
describes as sharing the
“math brain” in the family.

Service was part of that
upbringing as well.

Her grandfather spent
30 years serving as
chaplain at J. Reuben
Long Detention Center.

Those influences faith and
education help shape the
way Lindsay approaches
her clients and REALTOR®
partners. Everyone deserves
kindness and respect, she
believes, regardless of title,
income, or background.

Spend a little time talking
with Lindsay and it
becomes obvious that
she doesn’t measure her
life solely in closings.

She loves traveling, live
music, and almost anything
outdoors. Her concert list
includes Gregg Allman, Tom
Petty, The Rolling Stones,
John Fogerty and Buddy Guy.
She hikes, camps, works

out, and loves discovering
great restaurants.

Her circle of friends
stretches across the country
and around the world,
including a close-knit

group she affectionately
calls her Widespread Panic
family. And her Boykin
Spaniel, Thea, is very much
part of the family too.

| want to understand
exactly what the
issue is, what options
we have, and

what the best path
forward looks like.”

Lindsay has visited almost
every country in Central
America and recently spent
a combined six months

in Colombia. She’s now
making her way through
South America, with
Europe next on the list.

The flexibility to work
remotely has allowed her
to build a career she takes
seriously without giving
up the experiences that
make her life feel full.

She is proud of earning
President’s Club recognition,
but her definition of

success is personal, too.

Owning her first home,
helping her family, and
doing work she enjoys are
all part of the life she has
worked to build. “There

was a time when I never
imagined I would be able to
build something of my own
or provide for my family the
way I can now,” she says.

The curiosity that once
took Lindsay to Guatemala
is still part of who she

is. In mortgage, it has
found a professional
purpose, helping people
understand their options
and work toward the

lives they desire. ®
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THE CRESCENZO TEAM CROSSCOUNTRY
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FROM OUR WE MAKE

A mortgage isn't just about numbers. Experience the confidence that comes from working with
It's about people. a team that combines personal service, local expertise,
It's about possibilities. unmatched resources, and proven results.

It's about home.
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Regional Vice President Divisional Vice President
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“ phil.crescenzo@ccm.com ‘* (404) 495-1613
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TEAM C-THE #1 MORTGAGE TEAM IN THE SOUTHEAST WE CARE. WE COMMUNICATE. WE CLOSE.
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Bringing
Others
With Her
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When Real Producers
last featured Desiree
Rowles in January
2022, she was
already one of the
Grand Strand’s most
productive individual
agents, known for
an extraordinary
work ethic, a
: \ competitive drive,
] : . y and a commitment
to giving her clients
everything she had.

Four years later, the production
is still there. But the picture
has gotten much bigger.

Today, Desiree is the broker and owner
of Rowles Real Estate, is building

a new commercial office in North
Myrtle Beach, continues to pursue
investment opportunities of her

own and, most importantly to her, is
helping other agents build lives and
careers of which they are proud.

For Desiree, that evolution has changed
the way she defines success. “Success

is getting to choose my schedule every
day,” she says. “It’s being so happy
internally that you are able to be

kind to others, give to others, have
patience and lead by example.”

Growing Into Leadership

Desiree has always been wired to
work.She started working at 14 and
credits both of her parents with
shaping the person she became. From
her mother, she says she inherited a
kind heart and a natural instinct to
nurture, listen and give. From her
late father came a relentless work
ethic and competitive streak.

“He always worked,” she says. “Multiple
jobs, all hours of the day and night.”

Growing up in Georgia, Desiree
came from modest beginnings but
remembers an incredible childhood.

She began college in Georgia and
lived in Athens, where she developed
a lifelong love of Bulldogs football.

At 21, after visiting South Carolina
with her sister, she made the decision
to move to the Myrtle Beach area. She
later completed her marketing and
business degree at Horry Technical
College. Her path into real estate
began while she was bartending in
local restaurants. A small builder
noticed how naturally she connected
with people and suggested she get her
license. At first, the plan was simply to
help him with his listings. The career
quickly became much more than that.

Desiree earned her real estate license in
2017 and built a business at remarkable
speed. Her early years were marked by
high production, and she became one
of the area’s leading individual agents.

But today, one of the things that
makes her proudest has little to
do with her own numbers.

“The most rewarding part of my
business is seeing my agents grow,”
she says. “Watching them learn,
succeed, buy new homes, buy new
cars and provide for their families.”

That shift, from building her own
career to helping build other careers,
has become one of the defining
chapters of her professional life.
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A Bigger Vision

Desiree still loves the deal itself.
She enjoys finding investment
opportunities, completing flips,

and helping buyers save money or
sellers maximize the value of their
properties. She is also developing a
commercial office building that will
become Rowles Real Estate in the
new North Myrtle Beach location.

And even as her focus has
expanded to building a brokerage
and developing other agents, her
own production continues to reach
new heights. Year to date, Desiree
has nearly $75 million in closed and
pending transactions, a number
she says she never imagined
reaching as a solo agent. There is
an energy in creating something
from the ground up that suits her.

She has also learned that business
inevitably brings difficult moments,
unexpected disappointments, and
situations outside your control. Her
answer is to keep moving forward.

“I don’t let anything or anyone take
from my joy,” she says. “I give back
to the community and pour myself
into my agents and others.” That
mindset is closely connected to one
of the principles she hopes other
agents will take from her career.

“Always do the right thing,” she
says. “In every circumstance,
every opportunity, do the right
thing in the situation.” It is
advice that sounds simple. But
to Desiree, it is a standard.

She also believes agents should
protect their clients from unnecessary
drama and focus instead on the
information that is relevant to

the client’s best interests.

Home at the Center

For all the growth in her business,
Desiree’s center remains home. That
includes her brother, David Michael,
and her sister, Jessica Michael, both
of whom play important roles in her
life. David is a musician, a lender with
CrossCountry Mortgage, and, Desiree
says, an incredible father and brother.
Jessica has been Desiree’s assistant for
more than two years, helping keep both
her business and busy life on track.

Desiree describes Jessica as one of her
best friends and an inspiration, the
person who remembers the things she
might otherwise forget and helps make

sure nothing falls through the cracks.
She is quick to acknowledge that she
could not do what she does without the
support of both her brother and sister.

She and her husband, Kody,
are raising their three children,
Matthew, Madison, and Kayden.

Kody is a stay-at-home dad, and
Desiree lights up when she talks about
the life they have built together. As

a family, they love being outside and
enjoying the coastal lifestyle. Pool
days, boating, jet skis, beach trips,

and golf cart rides are all part of the
mix. They also enjoy movies, local
arcades, and plenty of games.

Games, in fact, are one of Desiree’s
favorite ways to unwind. Video games,
board games, and arcades all make the
list, along with travel and trying new
restaurants. Her faith is equally central
to her life. Desiree and her family attend
Palmetto Pointe Church in Myrtle Beach,
and she points to tithing as one of the
most meaningful practices in her life.
“Tithing has changed my life,” she says.

For Desiree, giving and gratitude are
connected. The more she can pour into
others, the more fulfilled she feels.

What Matters Most

Desiree is proud of what she has

built. But when she talks about

legacy, she does not begin with
transactions, rankings, offices, or sales
volume. She talks about people.

“I want to be remembered for the way

I make people feel,” she says. “I always
compliment someone when I meet them
or see them again. I always encourage
others to be the best they can be.”

That may be the clearest picture
of how Desiree has changed since
her first Real Producers cover. The
drive is still there. So is the work
ethic. So is the competitive fire.

But today, success is not simply
about how far she can go.

It is about how many people
she can bring with her. ®
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Mortgage Nerd Group Powered by Beng

Mortgage Advisor: | NMLS#688491

The Mortgage Nerds™

One Call Does It All

Transforming the way seniors and their
families transition through life's stages.

Our senior transitions specialists
take care of it all

Senior Relocation
Packing

Move Management
Resettling
Downsizing

Estate Sales

Online Auctions

Home Clean-Outs Protecting the rights and interests of our clients
and MORE through every step of real estate transactions

Personal Injury ¢ Criminal Defense ¢ Real Estate Law ¢ Business Law
Civil Litigation » Mediation ¢ Collection & Foreclosure

Caring Caring Transitions of Myrtle Beach

.'.\ Tra ns it i ons. CaringTransitionsMyrtleBeach.com | (843) 650-0885

- Senior Relocation - Downsizing - Estate Sales - cblanton@caringtransitions.net

Joye Nappier Risher & Hardin LLC

whardin@inletlaw.com | inletlaw.com | 843-357-6454
3575 Highway 17 Business Murrells Inlet, SC

2024 Caring Transitions, All rights reserved.Each office is independently owned and operated.Services & prices may vary.
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(843) 808-1533 | FWIWA.com | Info@fwiwa.com
1045 LONDON ST. UNIT 202, MYRTLE BEACH, SC 29577

WITH A PROPERTY INSPECTION FROM TOP TO BOTTOM, THE ONLY THING
YOUR CLIENT HAS TO WORRY ABOUT IS SETTLING INTO THEIR NEW HOME.

As a member of the Coastal Carolina - New construction preclose inspections

e 0] P LIRS, et wied - 1 month inspection for new construction
closely with Myrtle Beach Area Realtors for P

over 10 years! - Listing inspections

If you're buying a new home, make sure you get a final inspection done before you close, just
because it's new doesn't mean there are no issues!

John Pate, Certified Roof Inspector E|.l 3{.E|

TOP @ BOTTOM | &.fcet oo e o

Roof Inspections Book your Home Inspection online at
www.homeinspectiontoptobottom.com E A
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