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YOUR CLIENTS

DESERVE A
CLASSIC

ING

Modern Techniques with a Classic Approach

20+ Years of Experience
GAF Certified Contractor
Lifetime Warranty

Partner with Classic Roofing
Gar for Fast, Reliable Service

WY’ | 803.590.7870 PR ¢ 5 Ayl ) | - Y |
ClassicRoofingsSC.com b Forasaniy b Y e i — Biinn - -’:
i Bk T /: : e — |

Meet Toby & Lucy,

'| Our four-legged quality control team!
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is Your Hometown ortgage Banker

Personalized Service
High-Quality Materials

E?(pert Craftsmz.anship : Mark worked really Mark is exceptional!
Timely Completion hard to get us He’s extremely
. Mark was very helpful .
approved! Even with patient. He got
us both owning our and always called everything done for a
({1 & 1 £€ mebackextremely 39 (1 yeung

own businesses and quick closing and was

quickly. Great

all the documents — always positive about
. . communication! . .
required, he made it getting everything
as easy as possible! done on time.
Jeremy T. of Chapin, SC Sandra H. of Clinton, SC Marleah G. of Lexington, SC
Via Experience.com Via Experience.com Via Experience.com
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Delivering The Peace of Mind All Homebuyers Deserve

Mark Smith

Market Leader, NMLS #156485

Licensed in GA #156485, SC, NC

803-920-8914 | marksmith@atlantichay.com
www.atlantichay.com/marksmith

A Atlantic Bay.

/ \ Mortgage Group

Information is for educational purposes only and should not be relied upon by you. Information deemed reliable but not guaranteed. Communication is intended for real estate and/or financial
E AL A professionals only and not intended for distribution to the general public. Atlantic Bay Mortgage Group, L.L.C. NMLS #72043 (nmlsconsumeraccess.org) is an Equal Opportunity Lender. Located at
: 600 Lynnhaven Parkway Suite 100 Virginia Beach, VA 23452.

803.546.6631 « NewLevelConstructionllc.com
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If you are interested in contributing or nominating REALTORS®
for certain stories, please email us at robert.smith@
realproducersmag.com.

HOUSING CENTER

Because Local Mafters

EXCITING NEWS FOR
REAL ESTATE AGENTS: FULL COMMISSION
PAID ON MANUFACTURED HOME SALES!

At 803 Housing Center, we're redefining what manufactured home living looks like—and
making it easier than ever for agents to confidently guide their buyers to affordable, high-
quality homeownership. Today's manufactured homes offer stunning designs, customizable
layouts, split floor plans ideal for multi-generational living, and upgraded finishes like
granite countertops, stainless steel appliances, overhead ducts, and smart home
technology. Even better? \We pay full commission to buyer's agents—no cutbacks, no
exceptions. Your clients win with unbeatable value, and you win with a strong commission
for your expertise.

Modern manufactured homes rival site-built construction in durability, style, and energy
efficiency. Built to HUD standards in a climate-controlled environment, these homes offer
consistent quality, weather resilience, and impressive eco-friendly features like upgraded
insulation and sustainable materials. With flexible placement options—private land or
community settings—and features like built-in porches, fireplaces, and designer cabinetry,
the homes at 803 Housing Center are the perfect fit for today's buyers.

Send your clients our way and experience firsthand how we're changing
the manufactured housing game—one beautifully built home at a time.

LETIS WORK CONTACT:
803-463-8424
T 0 G E T H E R ! WWW.B03HOUSINGCENTER.COM

BO3HOUSINGCENTEReGMAIL.COM

15
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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!

HOME IMPROVEMENT
Cola Town Construction
and Renovations

(803) 250-1534

Envision Interiors By Jordan
(641) 691-4303
envisioninteriorsbyjordan.com

Jost Homes & Renovations
(803) 600-6061
www.josthomes.com

New Level Construction
(803) 546-6631

Pulte Homes
(843) 353-5447
www.pultehomes.com

HOME INSPECTION
Integrity Property
Inspections, LLC
(803) 521-4816
integrityproperty
inspectionslic.com

Magnolia Inspection Co.
(864) 529-2924
magnoliainspections.com

Metro Home Inspections
(706) 825-1460
metroaugustainspection
services.com

HOME RESTORATION & REPAIR
American Home Shield

(864) 901-8802
ahs.com/realestate

Classic Roofing
(803) 590-7870
classicroofingsc.com

Davis Climate Control
(803) 359-6638
davisclimatecontrol.com

Delta Plumbing LLC
(803) 834-9483
deltaplumbinglic.com

Electric Connection LLC
(843) 494-8877
electricconnectionllc.com

Jaco Heating and Air
(803) 873-6432
jacohvac.com

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

8 - November 2026

Olson Heating and Air
(839) 810-5350

Premiere Roofing
(803) 732-3322
roofteam.com

Rock The Top Resurfacing
(803) 998-2088
rockthetopresurfacing.com

Upgrade Construction & Design
(732) 731-9588

INSURANCE

Alexis Smith State Farm
(803) 760-2740
alexissmith.net

JUNK REMOVAL

Junk King Columbia, SC
(888) 888-5865
junk-king.com/locations/
columbia-sc

MORTGAGE

Assurance Mortgage
(803) 727-8049
assurancemortgage.
com/assurance_officers/
michele-rodgers/

Atlantic Bay Mortgage

- Mark Smith

(803) 920-8914
AtlanticBay.com/MarkSmith

Cross Country Mortgage
- Mark Niosi

(301) 919-6944
ccm.com/mark-niosi

Ossie Rogers

- First Citizens Bank
(803) 212-8089

bankers firstcitizens.com/
mortgage/sc/columbia/
ossie-rogers

Motto Mortgage Beyond
(803) 738-5676

Palmetto Mortgage
Group - Brian Prahl
(803) 727-1941
palmettomtg.com

Resource Financial

(803) 465-0388
resourcefinancialservices.com/
loan-officer/josh-tronco/

=il & AD DESIGN

SEAL EVERY DEAL

WITH NO PLUMBEBING SURPRISES

|

iy
Keep Your Listings Leak Free

MEGAN AND ERIC STEVENS | DELTAPLUMBINGLLC.COM | 803-834-9483
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CONTINUED
The Loan Partner
MOVING / STORAGE PEST CONTROL REAL ESTATE ATTORNEY Wylie & Washburn, LLC .
Pro Help Moving and Storage Streamline Blair Cato Pickren (803) 814-0015 |
(803) 776-4357 (803) 462-4951 Casterline, LLC wylieandwashburn.com "
prohelpmovers.com streamline-sc.com (864) 999-3576 |
blaircato.com REAL ESTATE EDUCATION L B
Swamp Rabbit Moving PROPERTY INSPECTIONS Real Estate School Of I
(864) 395-5373 NPI National Home Inspections Brent McGee Law South Carolina
swamprabbitmoving.com (803) 306-2413 (803) 739-0550 (803) 791-3800
npiweb.com/shadwell brentmcgeelaw.com realestateschoolofsc.com c h a I I e n e
g .
TP TR T 7Y
START WITH BETTER PREPARATION. With 11+ years of experience, Josh
| Y
g‘;ﬁ A completely updated Pre- Licensing provides strategic financing solutions that
m textbook, TEblli" with tﬂda'}"ls Hnld'ﬂﬂt help more deals reach the ClOS|ng table.
o ARG in mind, with clearer explanations,
# : ” !
’ , stronger exam preparation, and a « Zero Lender Fees on VA Loans
Bl S Iheres never beena  sharper focus on the concepts new
YOUR BEST CAREER tetter time to begin  Jicensees need to understand. - Creative Solutions for Complex Loans
U5 NEW BOOK. a career in real . L llvO d&O ted
_.UE =T D SNCE 3977 ihe lcensingaing Ihe learning doesn’t stop when c,:lama
] sh= REAL ESTATE SCHOOL OF S€ 1o Sﬂ‘ﬂﬂgﬁ'. ends. Students can access Coach’s
| Corner videos that reinforce
SE 0] " L . , Vi
v S | reie S concepts, explain challenging topics,
f . T ? ER L —— % i and bring the material to life.

PEnroll togay at www ReAlES 'iagc=a}*f§q,ca, I ronco

E nsure Evel‘y LiSting Mortgage Banker

& Feels Like %/W 803.465.0388

jtronco@rfsmortgage.com

Installation | Repair

Preventative Maintenance Plans NMLS# 1377585

JACO HEATING
AND AIR Will Jaco | 803-319-6798 | jacohvac.com i\ ), Resource Fl nanCial @ mEc#ijjfﬁilacces&‘)fg
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Meet

The
Team

Robert Smith Sierra Smith Amy Porter

Co-Owner & Publisher Co- Owner & Publisher Director of
Advertising Sales sierra.smith@n2co.com Content/Relations
robert.smith@realproducersmag.com 402-560-4555 amy.porter@n2co.com

843-560-6278

Jordan Wilson Sheena Summers Chelsea Marne
Director of Client Account Executive Photographer
Experiences, sheena.summers@n2co.com Chelsea Marne Photography
sc.ads@n2co.com 843-560-2681 chelseamarnephotography@gmail.com

724-289-6179

Lucas and Keke Kacie Woods
GVL Real Estate Productions Photographer
info@greenvillereal KWoods Photography
estateproductions.com kacierushton@gmail.com
864-528-7147 864-980-5784

Have an Idea?

Want to pitch,
nominate or
share a really cool
story with our
readers? Scan the
QR code below to
share with our
Publisher.

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

CONSTRUCTION & DESIGN

HANDY SOLUTIONS FOR HOMES THRT SELL

Whether it’s repairs, renovations, or land clearing, we’re your all-in-one property improvement partner.

Let us handle your Real Estate Punch List!
Call Bob Today! 803.626.3503 | upgradeconstructionanddesign@gmail.com
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Happy Thanksgiving!

As we welcome November and the
Thanksgiving season, we are reminded
of just how much there is to be grateful
for. At Columbia Real Producers, we
deeply appreciate the incredible real
estate professionals and Preferred
Partners who make this publication and
our industry so special.

On a personal note, this season brings
immense gratitude into our own lives.
We are deeply thankful for our family,
the growth of our business, and the

joy of celebrating our son, Caden, who
turned one on September 6th. Milestone
moments like these remind us how
important it is to cherish the people and
achievements that ground us.

This month, we are excited to spotlight
several outstanding individuals in
our community:

* Cover Feature: Liliana Carr with
Chuck Town Homes, whose inspiring
journey reflects true dedication to
client service.

=

N ]
—

» Top Producer Feature: Parker
Smith with RE/MAX Home Team,
demonstrating remarkable
perseverance and excellence in
the industry.

 Rising Star: Alivia Cavanaugh
with Real Broker, representing the
ambition and energy of real estate’s
next generation.

» Partner Spotlight: Pro Help Moving
and Storage, whose vital moving and
storage services seamlessly support
our agents and their clients.

Amid the busy schedules of showings
and closings, we hope you take time
to appreciate the clients, mentors,
colleagues, and family members who
make your success possible.

From our family to yours, we wish you
a very Happy Thanksgiving filled with
gratitude, warmth, and meaningful
time with loved ones. Thank you for
allowing us to celebrate your success
month after month.

Warmly,

Robert and Sierra Smith
Publishers, Columbia Real Producers

WYLIE & WASHBURN,

ATTORNEYS AT LAW
worry fbedd
»,
e

i
|

Kristen Washburn, Esq.
Managing Attorney

615 S. Coit Street
Florence, SC 29501

1601 Hampton Street
Columbia, SC 29201
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TOP PRODUCER

PHOTOS BY:
KACIE WOODS
(KWOODS
PHOTOGRAPHY)
PHOTOS

BY: LAUREN
GREGORY
PHOTOGRAPHY
WRITTEN BY:
AMY PORTER
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Built on Relationships

How Parker Smith Is Defining
Success One Client at a Time
Some people find real estate. For
Parker Smith, real estate found
him long before he ever earned
his license.

Growing up in a family
immersed in the business,
Parker witnessed firsthand

what it meant to serve clients
with integrity. His parents, Patti
Smith and John Smith, built their

careers on relationships, honesty,
and putting people first—values
that would ultimately become
the foundation of Parker’s own
business. While many assumed
real estate would always be part
of his future, Parker first chose

a different path, dedicating
himself to education as a teacher
and football coach before
transitioning into real estate full
time in 2021.

That background, however,
proved to be one of his
greatest assets.

“Teaching and coaching taught
me patience, communication,

and how to lead people through
challenges,” Parker says. “Those
skills translate directly into
helping clients navigate one of the
biggest decisions of their lives.”

Licensed since 2016, Parker
spent several years building

his business part time while
balancing his responsibilities in
education. Making the leap into
real estate full time required faith,
determination, and a willingness
to embrace uncertainty. Today,
that leap has paid off. With more
than $30.6 million in career sales
volume, including $8.6 million
in sales last year alone, Parker
has established himself as one

of the Midlands’ most respected
REALTORS®, serving alongside
his mother as co-leader of the
Smith Real Estate Team at RE/
MAX Home Team.

Although the numbers are
impressive, Parker is quick to
point out that statistics never tell
the full story.

“I became a REALTOR®
because I wanted to give back
to the community and help
people achieve their dreams
of homeownership or move
into the next stage of their
lives,” he says. “That’s what
it’s always been about.”

Ask Parker what separates him
from other agents, and his answer
comes without hesitation.

“Listening.”

It sounds simple, but in today’s
fast-moving market, truly listening
has become an overlooked skill.
Parker believes every client has

a unique story, unique goals, and
unique concerns. Rather than
pushing homes that fit the market,

he works tirelessly to find homes
that fit the people.

Sometimes that means
remembering a former client’s
home that perfectly matches a
buyer’s wish list. Other times it
means leveraging relationships
within his brokerage to uncover
listings before they officially
hit the market. For Parker,
success begins by slowing
down enough to hear what
clients are really saying.

His philosophy has created more
than satisfied customers—it has
created lasting relationships.

One recent experience perfectly
illustrates why he loves what

he does. After spending
considerable time helping clients
relocate from Alabama to South
Carolina, they finally found

the perfect home. Closing day,
however, presented its share of
unexpected challenges. Like many
transactions, there were stressful
moments and obstacles that
tested everyone’s patience.

But they made it to the finish line.

The next morning, Parker
received a text message that
reminded him exactly why he
chose this career.

His clients shared that waking
up in their new home filled

their hearts in a way they had
never experienced before and
thanked Parker for helping make
it possible.

Those moments, he says,
outweigh every late-night phone
call, every difficult negotiation,
and every obstacle encountered
along the way.

“It’s incredibly rewarding to be
part of someone’s story,” Parker
says. “You don’t just help them
buy a house—you become part
of one of the biggest moments in
their lives.”

While Parker’s
confidence today is
evident, it wasn’t always
that way.

Like many high
achievers, he once
carried a deep fear of
failure. Early in his
career, he worried
that making a mistake
would define him. He
feared disappointing
clients and cared too
much about what others
thought if something
went wrong.

Instead of allowing fear
to limit his potential,
Parker chose to confront
it head-on.

“I learned that we never grow
unless we step outside our
comfort zone.”

That mindset continues to shape
every aspect of his business.
Whether it’s trying new strategies,
serving in leadership roles, or
continually improving his systems,
Parker believes growth only
happens when we’re willing to
become uncomfortable.

It’s advice he now shares
with newer agents entering
the industry.

“Be comfortable being
uncomfortable,” he says. “Put
yourself in rooms where you
don’t think you belong. Learn
from those who’ve done it before
you, ask questions, and never
stop growing.”

No conversation about Parker’s
career would be complete without
mentioning the people who
shaped him most.

His greatest mentors have always
been his parents.

Watching the way they treated
clients—with kindness, respect,

and genuine care—left a lasting
impression. They taught him
that real estate isn’t about
chasing transactions; it’s about
serving people. That lesson

has become the cornerstone

of his business philosophy.

“When you treat people
the right way,” Parker says,
“the return is tenfold.”

That same heart for service
extends well beyond real

estate. Parker proudly supports
Children’s Miracle Network,
donating a portion of every
closing to help children facing
serious illnesses and their families.
Knowing that each transaction
contributes to improving
children’s healthcare gives every
closing an even greater purpose.

At home, Parker finds balance
with his wife, Marie, and their two
lovable Goldendoodles, Sully and
Poppy, in Forest Acres. Whether
they’re taking neighborhood
walks, exploring local events
around Columbia, traveling
together, or enjoying a quiet
evening at one of their favorite
local spots, family remains his
greatest priority. They even
attempted a 5K with Sully once—a
decision Parker laughs about now
after the exhausted pup refused to
move for days afterward.

Columbia Real Producers - 17
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When he’s away from work,
Parker is rarely sitting still.
Running, golf, and fitness help
fuel both his competitive nature
and his disciplined approach to
life. Though he describes himself
as easygoing, those closest to him
know there’s another side.

He’s fiercely competitive.

“I hate to lose,” he admits with
a smile.

That competitive drive isn’t
about outperforming others.
Instead, it pushes him to become
a better version of himself each
day—for his clients, his family,
and his community.

It's incredibly
rewarding

to be part of
someone'’s story.”

Perhaps no quote better captures
Parker’s outlook than the one
sitting on his office desk every
single day.

“Can’t never could.” - John Smith
(his dad).

His father repeated those words
throughout Parker’s childhood,
often to his son’s frustration.
Today, they’re among the most
meaningful reminders he owns.

Those three simple words
represent perseverance, resilience,
and refusing to let doubt dictate
the future.

Looking ahead, Parker sees

his future deeply rooted in the
profession he loves. Beyond
continuing to serve buyers and
sellers throughout the Midlands,
he hopes to make a lasting impact
on the REALTOR® community
by serving at the local, state, and
national levels while helping
shape the next generation of
industry leaders.

Yet if you ask Parker how he
defines success, his answer has
nothing to do with rankings,
awards, or production.

“Success to everyone is different,”
he says. “To me, success is making
even a small positive difference in
someone else’s life. When people
think about Parker, I want them
to remember how I impacted
their life and their family’s life for
the better.”

That perspective explains why
clients become lifelong friends,
why referrals continue to fuel his
business, and why his reputation
continues to grow throughout the
Columbia market.

At the end of the day, Parker Smith
isn’t chasing transactions.

He’s building relationships.

He’s earning trust.

He’s serving with purpose.

And in an industry where genuine
relationships often make all the
difference, that’s exactly the kind

of REALTOR® people remember
long after the closing table. #

Do you want to be featured in an
upcoming issue of CRP? Email us at
sierra.smith@n2co.com to join the list.

706.825.1460

Partner with inspection professionals who educate!

American Home Shield
is here for you.

We are here to support you and your clients’
every step of the way. Whether addressing your
clients’ home warranty needs or helping you
stay connected with clients, we want to make
your job easier.

We offer:

* Plans that protect parts of systems and appliances
+ A network of independent Pros
* And Market Managers like me to help howewver | can

Contact me for more information.

Aneha Chenault

Market Manager
864.901.8802
aneha.chenault@ahs.com

American
Home Shield
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MetroAugustalnspectionServices.com

INSPECTIONS THAT EMPOWER YOUR CLIENTS, NOT OVERWHELM THEM.

— 120 day warranty with all services —

METRO

INSPECTION SERVICES

HARRELL, MARTIN

HMP i reace i =

Real Estate Law

Closings can be very STRESSFUL and
WORRIESOME! Having a
knowledgeable and experienced
attorney on your side is CRUCIAL!
TREY HARRELL is one ’
of our REAL ESTATE
attorneys and can
assist you with
ensuring that your
transaction is SECURE
and ACCURATELY
EXECUTED!

Contact Us
803.345.3353 -
harrellmartinpeace.com

0
[
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MAGNOLIA

INSPECTION CO.

We are a locally owned and operated
full service home inspection company.

We prioritize clear communication with your
clients, ensuring that the inspection process is
free of unnecessary stress. We offer
comprehensive, detailed, and easy-to-read
Home Inspection reports within 24 hours.

* Home Inspections

* CL100s

¢ HVAC Inspections

* Pre-Drywall Inspections
¢ Re-Inspections

» Commercial Inspections

Schedule Your Inspection Today!

4 Incredible New Home
Communities Open Now, and
Even More Coming Soon!

Ptﬁ\te HOMES'

Scan to see all of our great
Columbia communities!

pulte.com/columbia

Call/Text to Schedule your appointment: 803-797-0444

20 - November 2026

JACOB STEVENSON
Owner & Lead Inspector

. 864.529.7924
jacob@Magnolialnspections.com
@ Magnolialnspections.com

SWALUETO, -

YOUR LISTINGS"%\

REAL ESTATE INSPECTIONS - REAL ESTATE REPAIRS - SEI:IINIJ IIPINIIINS
HUAC UNIT REPAIR AND REPLACEMENT - DUCTWORK REPAIR OR INSTALLATION

WHY DAVIS CLIMATE CONTROL IS BEST FOR YOU!
] Y - 0e® UU
= Eo3 i

PROFESSIONAL COMPETITIVE FAMILY SCHEDULE
& RELIABLE PRICES OWNED SERVICES

P

| BEFORE

OUR FAMILY OWNED BUSINESS

Ensures to respond to every
customer’s heating and cooling
needs as if they were our own

DAVIS
CLIMATE
CONTROL

The Name You Can Trust

PARTNERING TO MAKE
HOMEOWNERSHIP POSSIBLE

When buying a home seems out of reach, we're here to help open the door to new possibilities.
We bring dreams home with our range of affordable lending solutions.

-éﬁ%ﬁu Ossie Rogers First
- &5 Mortgage Banker | NMLS #225423 Citizens
m: 803-212-8089
Bank.

e: ossie.rogers@firstcitizens.com

Member
% ©2026 First-Citizens Bank & Trust Company. All rights reserved. MM#16362 ~ PLt-185-04.25

Affordable and
Transformations!

BEFORE B

RESURFACING

Save thousands compared
to replacement!

@ Fast turnaround with
beautiful results!

’, Less going in our landfills!

CONTROL SERVICE

803.359.6638
DAVISCLIMATECONTROL.COM

& Qunfr’fy

@ RockTheTopResurfacing.com

Satisfaction

% B03.998.2088 B Rockthetopinfo@gmail com
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Success stories ofren begin with
a leap of faith. For Liliana
Carr, that leap wasn’t fueled by
certainty—it was fueled by hope.
She couldn’t have predicted that
stepping away from a successful
career in the ﬁtness industry
would one day lead to more than
$28 million in career sales, 1275
families served, and a reputation
as one of the Midlands’ most
trusted real estate professionals.
What she did know was that she
wanted something more: a career
that would allow her to build a
meaningﬁll future while being
fully present for the person who

matters most—her daughter.

Today, as a Realtor with
ChuckTown Homes powered
by LPT Realty, Liliana has
become known not only for
her impressive production
but for something far more
enduring: her unwavering
commitment to people.
Every transaction, every
conversation, and every
relationship is guided by

the same principle she has
carried throughout her life—
to treat others the way she
would want to be treated.

That philosophy has become
the foundation of a career
built on trust.

Before real estate, Liliana
spent several years in the

fitness industry as a gym
manager and personal
trainer. Helping others
improve their lives
came naturally

to her, but after

the birth of her
daughter, Amelia,

her priorities

shifted. She wanted

the flexibility to
experience the
milestones that
matter—the school
events, the afternoon
conversations, the
everyday moments that
disappear far too quickly.
She chose to stay home
with Amelia until she began
school, and during that
season of motherhood, an
opportunity quietly emerged.

Real estate had always been
in the back of her mind,

but taking the first step
required courage. She didn’t
know exactly where the
journey would lead, only
that it aligned with both her
passion for serving others
and her desire to build a life
centered around family.

Looking back, she describes
it as one of the best decisions
she has ever made.

Liliana earned her real
estate license in 2022 and
began her career with SC Key
Group. Like every new agent,
she entered the industry

BuiLt oN
TRusT,
DRIVEN BY
PURPOSE

knowing there was an
enormous amount to learn.
Rather than pretending to
have all the answers, she

embraced the role of student.

She listened carefully, asked
countless questions, studied
the market relentlessly, and
surrounded herself with
experienced professionals
who were willing to teach.

That humility became one of
her greatest strengths.

In 2023, she joined
ChuckTown Homes, a move
she credits as one of the
defining moments of her

career. The collaborative
environment, ongoing
education, and supportive
leadership allowed her

to sharpen her skills

while continuing to grow
both professionally and
personally. Her dedication
did not go unnoticed. As
her business flourished, she
was promoted to Assistant
Team Leader and entrusted
with mentoring and training
newer agents.

For Liliana, helping fellow
Realtors succeed has become
just as rewarding as serving
her own clients.
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She understands what it feels
like to be new, uncertain,
and eager to learn because
she has lived it herself. That
perspective allows her to
encourage newer agents with
both empathy and practical
guidance, reminding

them that consistency and
integrity matter far more
than shortcuts.

Although her
accomplishments continue
to grow, her approach to
serving clients remains
remarkably simple.

She listens.

Before discussing
neighborhoods, floor plans,
or price points, Liliana
focuses on understanding the
people sitting across from
her. She wants to know how
they live, what they value,
where they see themselves in
five years, and what “home”
truly means to them.

She also recognizes that
buying a home is rarely
just a financial decision.
It is emotional. Dreams
evolve. Priorities change.
Families grow. What clients
believe they want at the
beginning of the process
often changes as they
gain clarity, which is why
communication remains
at the center of every
relationship she builds.

Rather than pushing clients
toward a quick sale, she
educates them, explains the
advantages and challenges
of each property, and
empowers them to make
confident decisions.

Her goal has never been
simply to sell houses.

Her goal is to help people
find home.

That commitment is

perhaps best illustrated
through one family she
still thinks about today.

When they first met,
homeownership felt
almost impossible. Their
credit needed work, and
they simply weren’t ready
financially. Many agents
might have moved on, but
Liliana saw something
more important than an
immediate transaction—she
saw determination.

For nearly two years, she
stayed connected with them.
She answered questions,
offered encouragement,
celebrated small victories,
and remained patient as they
worked toward improving
their financial situation.
Then one day, the phone call
finally came.

They had been pre-approved.

Together, they found the
home where their children
could grow, celebrate
birthdays, and create
memories for years to come.
Standing with them on
closing day, handing over
the keys after watching their
perseverance firsthand,
became one of the defining
moments of her career.

Those are the victories
that never appear in
production reports.

They are the moments that
remind her why she chose
this profession.

While many Realtors
measure success strictly
through numbers, Liliana
certainly has results worth
celebrating. Since entering
the industry, she has
surpassed $28 million in
career sales volume, helping

127.5 families buy or sell a
home. In the past year alone,
she closed more than $13.1
million in sales volume
while serving 66 families
across the Midlands.

Yet she is quick to point out
that numbers are simply the
byproduct of doing the right
things consistently.

Behind every closing is a
relationship built on honesty,
communication, and trust.

Building that reputation
hasn’t always been easy.

Launching a real estate
career while raising a
young daughter required
sacrifices that many people
never saw. There were days
filled with uncertainty,
moments of self-doubt, and
the constant challenge of
balancing motherhood with
entrepreneurship. Starting
without an established
client base meant every
opportunity had to be
earned. Every referral
represented trust that had to
be protected.

Giving up, however, was
never part of the plan.

Commit to the Lord
whatever you do, and
He will

your plans.”
—PROVERBS 16:3

[

T

my e

AL

[ .

&




Instead, Liliana focused

on showing up every

day, improving one step

at a time, learning from
mentors, and placing her
clients’ needs above her
own. Over time, those

small daily decisions
compounded into a thriving
business built almost
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entirely on relationships
and referrals.

Today, Amelia remains the
heart behind everything
she does.

Whether they’re attending
gymnastics, basketball
games, traveling, spending

“Success is not final. Failure
is not fatal, it is the courage

to continue that counts.”
—WINSTON CHURCHILL

time outdoors, or enjoying
weekends at the lake, every
success in Liliana’s business
is ultimately connected to
the life she is building for
her daughter. Amelia isn’t
simply her motivation—she
is her “why.”

Outside of real estate,
Liliana still values the
active lifestyle that first
shaped her professional
career. She enjoys working
out, traveling, exploring
new places, and spending
time outdoors. While she
naturally connects with
people through her work,
she admits something that
often surprises those who
know her professionally.

She’s actually an introvert.

After days filled with
appointments, negotiations,
and conversations, she
recharges through quiet
moments, exercise, and time
in nature. It’s a balance that
allows her to remain fully
present for both her clients
and her family.

Looking toward the future,
Liliana isn’t chasing
recognition for the sake

of accolades. She hopes

to continue growing her
business, expand into
additional markets, and
help even more families

achieve their dreams of
homeownership. Yet no
matter how much her
business grows, she is
determined that one thing
will never change—the
personal connection she
builds with every client.

When asked how she defines
success, her answer says
everything about the person
behind the production.

Success isn’t measured by
awards, rankings, or the
number of homes sold.

Success is earning trust.

Success is building
lasting relationships.

Success is knowing she made
someone’s life a little better
than she found it.

More than anything, Liliana
hopes her clients remember
that she genuinely cared—
that she worked hard,
remained honest, and always
placed their best interests
first. If those qualities
become the legacy attached
to her name, she believes she
will have built something

far more valuable than a
successful business.

She will have built
something meaningful.

Guided by the words of
Proverbs 16:3—"Commit

to the Lord whatever you
do, and He will establish
your plans”—Liliana Carr
continues to prove that when
success is rooted in integrity,
fueled by perseverance,

and centered on serving
others, the impact reaches
far beyond the closing table.
It becomes a legacy that will
continue opening doors for
generations to come. ¥

Turn More Clients
Into Homeowners
with Portfolio Select

We realize not everyone is in the same situation
when it comes to buying a home. With our
“Portfolio Select” Products, we make homebuying
possible for everyone.

List of Portfolio Select Products
1099 Loan - “Near Miss” Loan « P&L Loan
Bank Statement « No Ratio Loan
Investment Property (DSCR) Loan « Asset Qualifier Loan

THE PALMETTO MORTGAGE GROUP

POWERED BY CROSSCOUNTRY MORTGAGE™

We’'re committed to providing a true white glove customer service experience
from start to finish for you and your clients. From pre-approval to closing,

we keep the buyer’s agent, seller’s agent,and your clients informed every

step of the way with our weekly Tuesday updates. Our goal? Clear to close

at least a week in advance, so everyone involved can enjoy a smooth,
low-stress transaction.

803-971-7150 - prahlteam@palmettomtg.com « palmettomtg.com

#1LOAN OFFICER FOR THE MIDLANDS

‘I had a fantastic and stress-free experience working
with Brian for my mortgage loan! He is so professional,
knowledgeable and kind! My BEST experience ever
getting a mortgage loan! Thank you so much, Brian!"

- AnnJ.




Cola Renovations Made Simple.

Tewn

\Comrucion & Renovation e EXPERIENCES MADE EXCEPTIONAL.

[ ]
Trust is
At Cola Town Construction, we treat every client like family. No chasing

[ ]
volume. Just honest work, clear communication, and quality craftsmanship. not the ORIJ/‘ thlng
Kitchen, Bath & Whole-Home Renovations | Decks | Porches ° r
Fences | Handyman Services & More we bUlld well.

Sellers Moize: 803.269.3095 | Lynn Moore: 803.552.7066 | Chris Moore: 803.387.3261

Custom Lighting Packages Include:

$150 OFF

A CLEAN CLOSE STARTS HERE
HELPING REAL ESTATE AGENTS CLOSE WITH CONFIDENCE. 803.724.9439

ElectricConnectionlic.com

JUNK-KING.COM 888-888-JUNK 20+ Years of Experience
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FORD SHADWELL

Lead Inspector
5C Lic. #RBI 49909

YOUR TRUSTED CHOICE FOR

RESIDENTIAL PROPERTY INSPECTIONS

At NPI Greater Columbia, we truly value the relationships we create with our
customers and agents. With our multi-inspector operation, you can expect
high-quality inspections and exceptional customer service!

¥ Concierge Service & Repair Pricing + 203K Consulting (1D: A1324) ¥ Water Quality Testing
Estimate Reports " Termite Inspections (WDO) + Home Inspections

¥ HUD eertificates for Manufactured Homes + Sewer Scope Inspections ¥ Infrared Imaging

+ Engineering Foundation Evaluations + Pool & Spa Inspections + Asbestos Testing

¥ Mold & Indoor Air Quality Testing « Sprinkler Inspections ¥ Lead Paint Testing
¥ 4-Point Insurance Inspections

%, B03-565-7239 5 www.NPlweb.com/shadwell & SecondLookSC@gmail.com

BRENT L. MCGEE

| | T
& T

N T - -~ THE

P "l WINNING
i MOVE

From agent to attorney,
Brent knows the moves that

Residential Movmg protect your cl()sing.

Commercial Moving
Packing and Unpacking
Long Distance Moving
Local Moving

WE TAKE THE PAIN OUT OF YOUR MOVE!

(864) 643-2213 334 Old Chapin Rd, Lexington
sales@swamprabbitmoving.com brentmcgeelaw.com ¢ 803.739.0550
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PARTNER SPOTLIGHT

A LOCAL
SUCCESS
STORY
BUILT ON
CUSTOMER
SERVICE

When a business earns 90 percent

of its work through referrals,

something is clearly going right. Pro
Help Moving & Storage, based in
Columbia, South Carolina, has spent
more than a decade building that

kind of trust, one move at a time.
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Founded in 2012, Pro Help is
locally owned and has grown
steadily by doing things the
right way. The company’s
philosophy is straightforward:
operate with integrity, stand
behind every promise, and make
sure customers feel genuinely
cared for throughout what can
be a stressful process. That
commitment shows up not just
in the positive reviews clients
leave, but in the steady stream
of neighbors, friends, and
colleagues those clients send
their way.

“Pro Help did a great job with

a very complicated move,”
writes Lisa S. “The movers were
friendly, hardworking and very
good sports! They worked late,
even after an exhausting day

of travel, to make my deadline.
They took wonderful care with
my antique furniture. I would definitely
recommend Pro Help Movers.”

“We are a local small business and we
love the community that we serve,” the
company shares on its website. “We
operate with integrity and stand behind
our promises. We take care of our
customers, and our customer referrals
and moving reviews will prove it.”

For residential clients, that care
translates into a full-service approach to
packing and moving. The Pro Help team
specializes in handling belongings safely
and efficiently, with the kind of attention
to detail that protects furniture,
keepsakes, and everything in between.
Whether a family is relocating across
Columbia or moving across the country,
Pro Help serves clients throughout
South Carolina and nationwide, bringing
the same local standards to every job.

The company’s reach extends well
beyond residential moves, though.

PRO HELP DID A
GREAT JOB witha

very complicated move.
Y P

The movers were friendly,
hardworking and very
good sports! They
worked late, even after
an exhausting day

of travel, to make my
deadline. They took
wonderful care with my
antique furniture. | would
definitely recommend

Pro Help Movers."
—LISA S



Pro Help works with more than

PRO HELP MOVING & STORAGE 100 interior design firms, providing
PROHELPMOVERS.COM receiving, inspection, detailed inventory
(803) 776-4357 management, photography, and white
211 SHOPLINE DRIVE glove delivery services. For designers
COLUMBIA SC sourcing furnishings and decor, having
29201 a reliable logistics partner who treats
each piece with care is essential, and Pro
Help has made that niche a cornerstone
of its business. Their private, climate-
controlled warehouse adds another
layer of service, offering secure storage
and receiving for clients who need more
than just transportation.

Commercial moving is another area
where the team brings its decade-plus
years of experience to bear. Businesses
planning an office relocation or buildout
can count on Pro Help to coordinate the
logistics so that downtime is minimized
and the move goes smoothly from start to
finish. It is a broad portfolio of services,
but each one ties back to the same core
idea: reducing stress and prioritizing the
needs of the people being served.

What sets Pro Help apart in a crowded
industry is not a flashy marketing
campaign or a national brand behind
it. It is the steady, relationship-driven
reputation of a local company that
shows up, does the work, and earns
the next referral. For the Columbia
real estate community, where client
experience carries enormous weight,
that is a partner worth knowing.

WE OPERATE WITH INTEGRITY

and stand behind our promises. VVe take care

of our customers, and our customer referrals

and moving reviews will prove it.”

SOPHISTICATION MEETSs EXPERTISE

HoME INSPECTIONS FOR ELITE REAL EsSsTATE AGENTS

Our BuNDLE

:;\gc:-E g Eﬁ?\r PackaGES OFFER [k M&Zﬁﬁ Client’s Inspection with
INSPECTIONS LLC SAVINGS FOR %‘t&’ﬁ our Convenient
L e A AL U R Your CLIENTS! Gty X One-Stop-Shop Service

ENHANGE YOUR LISTINGS
WITH SEAMLESS
TRANSITIONS

v'Moving v Storage v Packing
v'Designer Services

PRO-HELP
MOVERS

803.776.4357
ProHelpMovers.com

Brandon & Parker
DOT#3304870 | MC#1048763 | PSC#9838

Owners
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Turning mortgage
expertise into
realtor success.

Knowledge Is Key

PARTNER WITH A LENDER WHO ELEVATES YOUR SERVICE.

Loan Originator with 25 Years of Experience.
To get to know me better, please call 301.919.6944

[W] =y 7] Mark E. Niosi ~ CROSSCOUNTRY

=1 Scan for my '“'°, E :
At Bio & Unsolicited Equal Housing Opportunity.

Mt Reviews! s

Loan Originator/ Branch Manager

. NMLS #216306

envisioninteriorsbyjordan.com
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RISING STAR

Al

CAVANAUGH

At just 25 years old, Alivia Cavanaugh
has already accomplished what many
real estate professionals spend decades
striving to achieve. With more than

$30 million in career sales volume,

100 homes sold, a thriving business,
and an unwavering passion for serving
others, she has quickly become one

of the rising names in the Midlands

real estate market. Yet, ask her what
she is most proud of, and she won’t
mention production numbers, awards, or
impressive statistics. Instead, she’ll talk
about the people whose lives she has
had the privilege of changing.

That perspective is exactly what makes
Alivia this month’s Rising Star.

Her story didn’t begin with a real

estate license. It began years before,
immediately after graduating high
school, when she accepted a position as a
nanny for a family involved in residential
remodeling and rental properties. What
started as childcare soon evolved into
something much bigger. Before long,

she found herself managing renovation
projects ranging from modest $10,000
updates to complete six-figure home
transformations while also overseeing

a portfolio of 16 rental properties. Long
before she ever represented buyers

and sellers, Alivia was learning every
aspect of homeownership—from
construction and renovations to property
management and investment real estate.

Those early experiences gave her a
unique perspective on the industry, but
more importantly, they revealed where
her true passion lived.

“Irealized it wasn’t just the houses,” she
says. “It was helping people accomplish
their goals.”

34 - November 2026

\ &

PHOTOS BY: KACIE WOODS
(KWOODS PHOTOGRAPHY)
WRITTEN BY: AMY PORTER

Determined to become a trusted resource
for families navigating one of life’s
biggest financial decisions, Alivia earned
her real estate license in June 2022. For
six months she balanced selling homes
while continuing to work in renovations
before making the leap to full-time real
estate in January 2023.

Like many new agents, she entered the
business with enthusiasm, ambition, and
a willingness to learn. She joined The
Brannan Team at Century 21 Vanguard,
surrounding herself with experienced
professionals who helped shape her

Building
Relationships,

Changing .
Lives, and

Leading with
a Servant’s
Heart

foundation. She absorbed every lesson
she could, spent countless hours studying
YouTube training videos, perfected her
organizational systems, and developed
disciplined follow-up habits that quickly
became one of her greatest strengths.

The hard work paid off
almost immediately.

During her first full year in business, she
sold 23 homes—an accomplishment that
would be impressive for any new Realtor.
Since then, her business has continued to
accelerate, culminating in a career sales

volume exceeding $30.3 million and a
personal best of more than $10.4 million
in production last year alone.

But behind the impressive numbers lies a
philosophy that has never changed.

“I don’t look at real estate like a
transaction,” Alivia explains.
“This business is about people
and relationships.”

That belief shapes every interaction she
has with her clients.

Rather than rushing buyers into homes,
she begins with an in-depth consultation
focused on understanding not only

their finances and timeline but also
their “why.” She believes every family’s
story is different, and every successful
transaction begins by understanding
what truly matters to the people sitting
across the table.

Buying or selling a home can

be emotional, intimidating, and
overwhelming. Alivia makes it

her mission to replace uncertainty

with confidence. Throughout every
transaction, she checks in frequently—
not simply to discuss contracts or
deadlines, but to make sure her clients
feel supported, informed, and genuinely
cared for.

It’s a level of service that has become
her signature.

Perhaps no story illustrates her servant’s
heart better than her relationship with
client Kenny.

The two first connected through an
online lead during Alivia’s first year

in the business. Kenny, then in his

50s, dreamed of becoming a first-time
homeowner after spending decades
working multiple jobs to reach that
goal. Together they viewed homes, but
nothing felt quite right. As time passed,
communication slowed, and for nearly
three years the journey stalled.

Many agents might have moved on.
Alivia never did.

Every few months, she reached out
simply to check in.

Eventually, Kenny responded. During
the years they had been out of touch, he
had worked with several other agents
who lost interest because of his modest
budget. Some simply stopped returning
his calls.

Alivia didn’t see a commission.

She saw a person.

By that point, her career was thriving.
She had already sold more than $25

million in real estate, yet she remained
just as committed to helping Kenny

purchase a $150,000 home as she was
serving luxury clients.

Late in 2025, after years of patience
and perseverance, Kenny finally
purchased his very first home. Alivia
successfully negotiated a brand-
new HVAC system as part of the
transaction, ensuring he started this
new chapter with peace of mind.

Financially, it became her smallest
commission check of the year.

Emotionally, it became the most
rewarding transaction of her career.

“It wasn’t about the money,” she reflects.
“It was about making a difference in
someone’s life.”

That mindset extends beyond her client
relationships and into the way she has
built her business.

One of the biggest lessons Alivia has
learned is how to overcome rejection.
Early in her career, she often rushed to
show homes to online leads, investing
countless hours only to discover they
were already working with another
agent or simply disappeared altogether.

Instead of becoming discouraged, she
chose to become better.

She refined her systems, implemented
stronger buyer consultations, invested
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in a robust CRM, developed intentional
follow-up plans, and created consistent
communication strategies that keep
her connected with clients long before
they’re ready to buy or sell.

The transformation was remarkable.

By shifting from simply reacting to leads
to positioning herself as a trusted real
estate professional, she dramatically
improved client retention while creating
a business built on relationships instead
of transactions.

Her willingness to embrace change also
led her to one of the biggest professional
decisions of her career.

In May 2026, Alivia left the comfort of
her longtime brokerage to become an
independent agent with Real Brokerage.

For many, making such a move would
feel intimidating.

For Alivia, it represented growth.

She believes complacency is often more
dangerous than change and credits her
faith for giving her the confidence to take
bold steps when opportunities arise.

As a member of a younger generation

of real estate professionals, she also
recognizes the incredible impact social
media, digital marketing, and artificial
intelligence are having on the industry.
Her authentic online presence has
become a significant source of organic
business and agent referrals, making
Real Brokerage a natural fit for her vision
of the future.

She also credits one fellow Realtor for
helping shape that vision.

Alivia has long admired Hannah
Norman—not only for her remarkable
success but for her relentless work ethic
and unwavering commitment to putting
clients first. Those qualities continue

to inspire Alivia as she grows her own
business and looks toward building a
team of like-minded professionals who
share her servant-minded approach.

Away from work, family remains the
center of her world.
36 - November 2026

Originally born in New York before
moving to South Carolina at six years

old, Alivia grew up surrounded by an
exceptionally close-knit family. When

her parents relocated south, nearly the
entire extended family came with them—
including grandparents who built a home
next door.

Today, that closeness remains unchanged.

Whether they’re gathered around the
pool, competing fiercely in volleyball
and cornhole tournaments, hiking,
snowboarding, or even skydiving to
celebrate her mother’s 50th birthday,
family time is filled with laughter,
adventure, and unforgettable memories.

Her adventurous spirit carries into
nearly every area of life. She loves
traveling with her boyfriend, discovering
new restaurants, hiking scenic trails,
cooking, working out, and trying

just about anything once. Those who
know her also know she possesses an
unexpectedly competitive streak—
and despite standing 5-foot-10, she’s
surprisingly skilled at both arcade
basketball and limbo contests.

Yet behind her confident,
energetic personality is a deeply
compassionate heart.

She freely admits she’s a “happy crier,”
moved by weddings, heartfelt cards,
childhood photos, inspiring moments,

and the successes of others. Those
emotions aren’t a weakness—they’re a
reflection of the empathy that defines
both her life and her business.

For Alivia, success has never been
measured by income or accolades.

“Success isn’t measured by a dollar
amount,” she says. “It’s the feeling you
leave someone with after they meet you.”

That belief influences everything she
does, from supporting Toys for Tots each
year to ensuring every client—regardless
of price point—receives the same level of
care, respect, and dedication.

Looking ahead, Alivia dreams of
building a team centered around
service, relationships, and integrity.
But no matter how much her business
grows, she remains committed to one
simple promise: no client will ever feel
like they are too small, too busy, or not
worth her time.

If there is one thing Alivia hopes people
remember about her, it isn’t how many
homes she sold or how quickly she rose

through the industry.

She hopes they remember that she
was kind.

That she led with a servant’s heart.
That she made people feel valued.

Because for Alivia Cavanaugh, real estate
has never been about selling homes.

It’s about changing lives—and loving
every minute of doing it. ®

Favorite Quote

“Don’t stress the things you can’t
control. Keep moving forward.”

When your job doesn’t feel like
“work”- that’s when you know
you have made it.

Do you want to be featured in an
upcoming issue of CRP? Email us at
sierra.smith@n2co.com to join the list.

CUSTOM HOME BUILDER

ERAFTER WITH EXPERTISE

25 YEARS OF EXCELLENCE
THUSTED FAMILY-OWNED BUSINESS

H O M E S
803.600.6061

POSTHOMESCOM

LENDERS BUILT FOR
TOP PRODUCERS

r

Mick v
RODGERS

him again and

- R. Alexander

Michele Rodgers (B03) 727-8049
Dan Kadar (803) 983-2763

NEED A RELIABLE
HVAC PARTNER?

CALL BLAKE
TODAY!

AssuranceMortgage.com/columbia

WRT P, e et T SRR SRR Fay ey P B ST | S Bty e e P

FAST HVAG TURNA
ROVEN RES

Blake is the man!
| had a bunch of stuff |

needed done after
inspections from the
house | bought and

he completed all of
them with no issues!
Definitely would use

JOHN STHEVENS

OL.S0N -

HEATING & AIR

TURNAROUNDS. |
- IS5 |

recommend 10/10.”

RESIDENTIAL + COMMERCIAL HVAG
DUCTWORK | MINI SPLITS | TANKLESS WATER HEATERS
GAS (NATURAL OR PROPANE) | REFRIGERATION

839.810.5350

OlsonHeatingandair@gmail:com
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HOPS & HANDSHAKES

AN AFTERNOON OF CONNECTION, CONVERSATION
& COMMUNITY AT STEEL HANDS BREWING

On August 12, Columbia’s real estate community came together
for an afternoon designed around one of the most important
ingredients in the real estate business: relationships. From 3:00
to 5:00 p.m., Columbia Real Producers welcomed an exclusive
group of Columbia’s Top 350 Real Estate Agents, Columbia

Real Producers Alumni, and Preferred Partners to Steel Hands
Brewing’s Vista location for Hops & Handshakes.

Set against the lively backdrop of one of Columbia’s favorite
breweries, the event offered the perfect setting to step away
from the everyday pace of contracts, closings, showings, and
deadlines and simply enjoy time with fellow professionals.
With a cold brew in hand and plenty of conversation flowing,
guests had the opportunity to reconnect with familiar faces,
meet new people, and strengthen relationships throughout the
Columbia real estate community.

Where Real Estate Meets Real Relationships

Networking can often feel like a business obligation, but Hops
& Handshakes was anything but ordinary. The afternoon

was intentionally designed to create an environment where
meaningful connections could happen naturally.

Agents had the opportunity to mingle with some of Columbia’s
most successful real estate professionals while Preferred
Partners connected with the agents they serve. Alumni of
Columbia Real Producers also joined the gathering, adding
another layer to an event built around celebrating the people
who make the local real estate industry so dynamic.

Whether catching up with a longtime colleague, introducing
themselves to someone new, or simply enjoying an easy

conversation away from the office, guests were reminded that
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some of the most valuable connections in real estate happen
when people have the opportunity to slow down and spend
time together.

Good Brews. Great Food. Even Better Company.

Of course, no gathering at Steel Hands Brewing would be
complete without great brews and delicious food. Guests
enjoyed provided beverages and hors d’oeuvres from Steel
Hands Brewery, creating the perfect complement to an
afternoon of networking and camaraderie.

The casual atmosphere made it easy for conversations to
continue and connections to develop. Laughter filled the
space as attendees exchanged stories, talked shop, celebrated
successes, and enjoyed the chance to simply be together.

While the setting may have been relaxed, the value
of the afternoon was anything but casual. In an
industry where referrals, collaboration, trust, and
relationships are so important, opportunities to
build genuine connections are invaluable.

Celebrating the Columbia Real Estate Community

At its heart, Hops & Handshakes was about much more than
an afternoon at a brewery. It was a celebration of the people
behind Columbia’s real estate industry—the agents, partners,
and professionals who continue to make an impact in the
communities they serve.

Columbia Real Producers is proud to bring together top-
producing agents and the Preferred Partners who support
them, creating opportunities for relationships to grow
beyond the typical business transaction. Events like Hops &
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Handshakes provide a space for professionals to connect not
only as colleagues, but as members of the same community.

And that is what makes these gatherings so special. Real
estate may be the business that brings everyone together, but
relationships are what keep the community connected.

A Special Thank You

An event like Hops & Handshakes would not be possible
without the generous support of the partners who help make
these gatherings happen. Columbia Real Producers extends

a sincere thank-you to our event sponsors, Swamp Rabbit
Moving and The Palmetto Mortgage Group Powered by
CrossCountry Mortgage, for their support and commitment to
the Columbia real estate community.

We also want to recognize our Media Sponsors, True
North Productions, for helping capture and share the spirit of
the afternoon.

And, of course, a very special thank you to Steel Hands
Brewing’s Vista location for welcoming Columbia Real
Producers and providing such a fantastic setting for the event.
The atmosphere, hospitality, brews, and food helped make
Hops & Handshakes an afternoon to remember.

From the first handshake to the last conversation of the
afternoon, Hops & Handshakes was a memorable reminder
that the best business relationships are built one genuine
connection at a time.

Cheers to the Columbia real estate community—and to
many more opportunities to gather, connect, and raise a
glass together!
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PREMIERE
ROOFING

YOUR TRUSTED

ROOFING RESOURCE FOR

REAL ESTATE

PROFESSIONALS

WHY PARTNER WITH
PREMIERE ROOFING?

Build Client Trust
Transactions

Enhance Your Business Tips for Spotting
aaaaaaaaaaaa

SCANTOBOOK A
~ miet.  LUNCH AND LEARN

sy 803.884.9148
ROOFTEAM.COM




A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

BLAIR CATO

Because your clients deserve a closing that feels like a celebration — not a chore.

&
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9 Locations

Spanish Liaison

Fraud Protection

Direct Attorney Access
1,000+ Five-Star Reviews

Elevated Closing Experience

Dl |cato | pekoen |casterline
X

803.400.8600 | BLAIRCATO.COM

COLUMBIA | LEXINGTON | CHAPIN | CAMDEN | SUMTER | GREENVILLE | SPARTANBURG | MAULDIN | MYRTLE BEACH



