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HELP YOUR BUYERS
SAY TURN “SOMEDAY" ir‘
INTO TODAY

| joined Fairway to give you
more ways to help your buyers

FASTER COMMUNICATION
Pre-approvals and early
document delivery.

STRONGER OFFER¢S
We'll buy the seller's home if we can't
close by the contracted date*®

MORE FLEXIBILITY

Loans for every situation:

We're helping your

Conventional, VA, FHA, and USDA clients buy sooner with a

Non-QM and bank statement lender-funded 0.5%
options for self-employed buyers Rl

Investment and DSCR programs interest rate buydown!*

SMARTER BUILDINCG

One-time close construction options that
help buyers finance the build and final

mortgage through one streamlined process.

Let’s connect,

and let me show you what Fairway and | can offer you and your clients.

ﬁH(BTTME %:‘Eﬂls WAGGETT E
| e . o SCAIl

CHRIS WAGGETT

Branch Sales Manager | NMLS 455171
210-619-2689
chris.waggett@fairwaymc.com

to connect
with me!

“Fairaay Cash Guarantee® requires a Fairway Advantage® Pre-Approwal Falrway Advaniage® Pre-Approval is based on a full revaw of the Domowerns credibworthiness
and ls contingent upon there belng no materal chamges in the bomoveer's financial condithon o creditwoerthiness at the time of final lcan approval Final loan approval
= sublect to the following conditions! (1) borfower has ldentifed a suitable property, and a8 vahd appfalsal supports the proposed loan amoont (2)-a vahd bitke insurance
Binder hat been issusd; and () borrower seledis a moitgage program and locks inan Intenest rate that will support the pre-approved monthly payment amount, Losn
must close Defore the expiration date provided in the presapporoval. Offer not mailable on USDA, bornd, o DPA programe Sale of home procesds contingency not
ablowed. Maase note that submitting wenfying decumeantation i ot a requiremant to receba an estimate of closing costs associated with a mortgaga loan: *Hot all
Temparary buydown options are svlable for every product or scenario. Talk vo your Fairway loan officer for mone details & 50 lender-paid temponany rATe bunsdown will
rediuce the rote mate by 5% for the Tirss yvear of the tarmm, aftar swivich the rate will revert Back 1o the original note rate for the nem ot of th Taorm Loan miust ciose and
fund with Faihway Branch BETT. Loan miust clods on of before 2282027 Pramanion explres 2282027 Special Incentive offer gul t 1o change witholt notice. This offer
mof valid with amy other InDentives or discounts. Copyrghts 2026 F alnwvay Independent Mortgage Corporation dolng business as Falrway Home Mortgage. MMLSE2289.
A75005. Biltrmore Lane, Madison, W) S5T18, 1-866-92-L800. imended for industry professionats only. All ights reserved

@ DREAM FINDERS HOMES

BRING YOUR
BLUY ERS

HOME

Help your clients find the perfect move-in ready
home this September and enjoy a special bonus

for making it happen!

4%

Commision

VIEW AVAILABLE HOMES

+
Up To

$3,500

Realtor Bonus*

910-621-2646 | DREAMFINDERSHOMES.COM



17~ Jloan officer of eastern NC

for the 10) th year in row!
$2.25 Billion in loan volume!

THE

Flumphries

LAW FIRM-»-c.
CRAFT LEGAL SOLUTIONS.

[ [
1
.l
b I 910.332.0721 | closings@humphriesfirm.law | humphriesfirm.law m -

@thehumphrieslawfirm 0 The Humphries Law Firm, P.C.

LUMINA STATION u
1904 EASTWOOD RD. STE. 310A WILMINGTON, NC

THE ADAM SLACK TEAM
CROSSCOUNTRY MORTGAGE

910-444-1621
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Lighthouse Visuals Burke’s Meida Photographer

Dave Danielson Lee Eatmon Kim Nagal
Contributing Writer Contributing Writer Executive Assistant

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.

EXCEPTIONAL WHITE
GLOVE DESIGNER

We provide the planning, coordination,
and expertise needed to manage local and
long-distance moves with precision and care.

McCORQUODALE

(910) 512-7405 | mtmoves.com
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&\ FINPOINT

2026

ACK TO BACK

HOME & AUTO INSURANCE

910-799-6161

Wilmington « Leland ¢« Southport
Jacksonville « Myrtle Beach



Preferred Partners

This section has been created to give you easier access when searching
for a trusted Real Estate affiliate. 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!

APPLIANCES

Atlantic Appliance & Hardware
Mark Edwards

(910) 791-2222
Mark@AtlanticAppliance.net

BUILDER

Dream Finders Homes
-Brad Norris

(910) 988-4888
dreamfindershomes.com

Stello Construction
(910) 443-1363
www.stelloconstructioninc.com

CLOSING ATTORNEY

The Humphries Law Firm, P.C.
Justin Humphries

(910) 332-0721
www.HumphriesFirm.Law

CUSTOM WINDOW FASHIONS
Coastal Window

Fashions NC LLC

(910) 388-6995
www.coastalwindow
fashionsnc.com

FLOORING
Perez Flooring Solutions
(910) 524-7478

FURNITURE/DECORATING
Sugar Wood Interiors

(910) 319-7779
sugarwoodnc.com

HOME INSPECTION
Sand to Sky Inspections
Services

(910) 599-6470
Sandtoskyinspections.com

8 - October 2026

Seahawk Inspection Services
(910) 547-5269

HOME STAGING

Custom Home Staging

and Design

Julie Crouch

(252) 646-8758
Julie@shopcustomhome.com

INSPECTIONS
Uncharted Home Inspections
(910) 541-3315

www.unchartedhomeinspections.

com

INSURANCE

April Jones Insurance

April Jones

(910) 660-0215
april@apriljonesinsurance.com

Christian Gibbs - NC
Farm Bureau
(910) 232-6345

Coastline Insurance
Jonathan Peele
(910) 454-0707
jonathan@coastline
insurance.com

FinPoint Insurance
Danielle Johnson
danielle@finpointinsurance.com

My Carolinas Insurance
Ryan Hales

(910) 202-3699
Ryan@mycins.com

NC Farm Bureau

Kevin Limon

(910) 332-9900
www.ncfbins.com/wilmington-nc

The Huneycutt Group Insurance
Holly Angermeier

(910) 233-7049
holly@huneycuttgroup.com

LAND SURVEYING
Chandler Land Surveying, PA
(919) 291-9163

LENDER

Rate

Chris Hutchens
(910) 231-4375

LENDERS

Cross Country Mortgage
Adam Slack

(704) 242-4108
www.rate.com/adamslack

MORTGAGE / LENDER
Casey Corn - Integerty
Mortgage

(336) 848-1801
www.Casey.loans

Chris Waggett
(910) 619-2689

Movement Mortgage

Omar Washington

(910) 233-2684
www.TeamWashingtonILM.com

One Presidential Mortgage

- Wade Coble

(910) 538-7821
www.onepresidentialmtg.com/
loan-officers/wade-coble

The Don Owens Mortgage Team
(336) 558-3629
www.donowensmortgage
team.com

MOVERS

Coastal Carrier
Moving & Storage
Josh Shipman
(910) 742-7914
coastalcarrier.com/

MOVING COMPANY
Southern Moving & Storage
Macon Bullard

(910) 703-3908
www.southernmovingnc.com

MOVING SERVICES
McCorquodale Transfer
(910) 512-7405
www.MTMoves.com

PROPERTY MANAGEMENT
Unlimited Property Solutions
Lee Eatmon

(910) 900-7767
www.upswilmington.com/

PROPERTY MANAGEMENT
/ SHORT TERM RENTALS
Carolina Beach Realty
(910) 458-4444
www.carolinabeachrealty.ne

REAL ESTATE SCHOOL
Southern Choice Real
Estate Academy

Lee Eatmon

(910) 791-9813
www.southernchoice.com/

ROOFING

Patriot Roofing Company LLC
Stephanie Bolton

(910) 218-0600
patriotroofer.com/

1ZR0TECTING

s N
INSURANCE wr C}Wra . 1

'-r'}.

i Christian Gibbs
. NC Farm Bureau Insurance Agent

(910) 232-6345 | christian.gibbs@ncfbins.com

RESIDENTIAL & COMMERCIAL
PROPERTY MANAGEMENT

Private firm instruction
“aforForm Updates and
CE classes

UNLIMITED
PROPERTY

Wlaximige Guccess

SOLUT]ONS WITH YOUR TRUSTED PARTNER
'O LINA QHE PROFERTY IN PROPERTY MANAGEMENT

EMENT COMPANY

upswilmington.com | gm@upswilmington.com

(910) 900-7767

SouthernChoice.com
4900 Randall Pkwy, Ste. A | Wilmington
PC@ 910.791.9813

4900 Randall Pkwy, Ste. A | Wilmington

Cape Fear Real Producers - 9



Why consistency, not circl
defines long-term success

BY Excellence is never accidental.
GABRIEL

CHANDLER .
In real estate, success isn’t defined solely by volume,

rankings, or numbers on a page—it’s shaped by the
standard you hold yourself to every single day.

The difference between solid performance and
sustained leadership isn’t luck.

It’s commitment.
Commitment to preparation.
Commitment to discipline when no one is watching.

Commitment to setting expectations so high that
growth becomes inevitable.

A Moment for Honest Assessment
High performers don’t drift—they decide.

They create opportunity rather than wait for it. They
build trust rather than chase transactions. And they
understand that yesterday’s wins are only valuable if
they inform today’s discipline.

10 - October 2026

Ask yourself:

* Are you showing up informed, prepared, and
positioned as a trusted authority?

* Are referrals happening by design—or by chance?

* Are you refining your skills and relationships to
stay ahead of change, or relying on what’s worked
in the past?

The answers to these questions quietly
determine trajectory.

Environment Shapes Execution
The people you surround yourself with influence
what you tolerate—and what you strive for.

At Real Producers, our focus is not just recognizing
excellence, but reinforcing it. By bringing top

agents together with trusted partners, we create an
environment where high standards are normal—and
accountability is shared.

When you operate among professionals who expect
more from themselves, excellence stops being
optional. It becomes the baseline.

Choose the Level You Lead At
Standards are not statements—they’re habits.

They’re reflected in how you prepare, how you
communicate, and how consistently you show up
for clients, partners, and peers. The level you reach
tomorrow is determined by the standard you
uphold today.

So be intentional:

* Choose environments that elevate you.

* Invest in relationships that sharpen your edge.
* Demand more from yourself than the market

ever will.

Because in this business, you don’t rise to the level of
your goals—you rise to the level of your standards.

Set the bar higher.

Lead with consistency.

Become the benchmark
others measure against.
Gabriel Chandler

Publisher

Cape Fear & Brunswick
Real Producers

FARM
BUREAU

INSURANCE

®
An Authorized Agency for

Kevin Limon
Cell: (910) 777-9880

ncfbins.com

*North Carolina Farm Bureau® Mutual Insurance Co. *Farm Bureau® Insurance of North Carolina, Inc. *Southern Farm Bureau® Life Insurance Co., Jackson, MS *An independent licensee of the Blue Cross and Blue Shield Association

910-777-9880
Kevin Limon, Agent

BlueCross BlueShicld 5815 Oleander Drive Suite #304
Wilmington, NC 28403

Precision You Can Trust

| A Ly e

I~
chandler
LAND SURVEYING

Z PRECISION.

FROM HARDWOOD TO LAMINATE,
WE LAY THE FOUNDATION FOR
BEAUTIFUL LIVING.

| FLooRrING ‘! v JAYLENE PEREZ
N\ SOTRUNS ar/ (910) 524-7478
: o/ perezflooring15@gmail.com ﬂ
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RP reaches the top 300-500 real
estate agents in 100+ major markets
across the country (like this one).

Your business can reach those agents too.

TRADITIOMAL STYLE WITH UMPARALLELED
PERFORMAMCE

tHe STATEMENT COLLECTION

ATLANTICAPPLIANCE.NET "2 8 3 914 S. KERR AVE. WILMINGTON
910-791-2222 M-F 9-5, SAT 10-2

APPLIANCE & HARDWARE

Pre-Purchase Home Inspection | Pre-Listing Home Inspection
New Construction Inspection | Builder Warranty Inspection

AROLINA

REALTY

INSPECTION CLARITY
THAT-HELPS YOU CLOSE-
'WITH CONFIDENCE

YOUR BEACH TRADITION
STARTS WITH CAROLINA BEACH
VACATION RENTALS

From Surf City to Kure Beach,
Carolina Beach Realty offers exceptional
vacation homes for guests and full-service
vacation rental management for homeowners
across the Wilmington-area beaches.

Offering top-tier

vacation rental properties
and full service rental services.

910.458.4444

7] REAL PRODUCERS e

Partner with one or multiple Real Producers magazines to reach this coveted
Top Producer audience. Visit realproducersmag.com/locations.

CHARTED

HOME INSPECTIONS

~ DAVID YOUNGS
| 910.541.3315

NC License #5658

Cape Fear Real Producers - 13



WHAT WILMINGTON B

As North Carolina’s real estate market
continues to evolve—especially

in fast-growing coastal areas like
Wilmington—2026 has introduced
several regulatory updates that every
broker, firm, and investor should
understand. While none of these
changes radically alter brokerage
practice overnight, together they
signal a continued push toward
transparency, accountability, and
professional standards.

Fee Adjustments and
Administrative Updates

One of the most immediate changes
impacting all licensees is financial.
Effective April 1, 2026, the North
Carolina Real Estate Commission
(NCREQ) increased the annual license
renewal fee from $45 to $50. This
modest adjustment reflects rising
administrative costs but also reinforces
the importance of timely renewal during
the May 15-June 30 window.

Additionally, application fees for
new brokers have increased slightly,
now sitting at approximately $105.
While not burdensome, these
incremental increases are worth
factoring into brokerage budgeting
and recruiting conversations.

14 - October 2026

Rule Modernization and
Compliance Focus

The NCREC approved a series of rule up-
dates in early 2026, many of which focus
on clarifying existing practices rather
than introducing entirely new ones. The
overarching theme is tighter compli-
ance—particularly around licensing,
education, and brokerage conduct.

Education requirements remain
consistent at 8 hours annually, but
updated course content for 2025-2026
places heavier emphasis on legal
updates, fair housing, and agency
responsibilities. For Broker-in-

Charge (BIC) roles, supervision and
accountability continue to be a focal
point, reflecting ongoing concerns about
team structures and oversight.

Wholesaling Clarified as
Brokerage Activity

Another important legislative update
affecting investors and off-market
transactions is the clarification that
residential property wholesaling
constitutes brokerage activity and
therefore requires licensure.

This change is especially relevant
in markets like Wilmington, where
investment activity and assignment

contracts have grown in popularity.

The law also introduces consumer
protections, including cancellation rights
for homeowners, signaling increased
scrutiny of investor-driven transactions.

What This Means for

Wilmington Professionals

For brokers operating in Wilmington

and the surrounding Cape Fear region,
the takeaway is clear: professionalism
and compliance continue to take center
stage. The regulatory environment is
tightening—not dramatically, but steadily.

Firms should prioritize:

* Strong BIC oversight and
documentation practices

* Clear communication around
compensation structures

* Ongoing education that goes beyond
minimum CE requirements

 Careful handling of investor and
wholesale transactions

In a market defined by growth,
relocation demand, and coastal
investment, these updates reinforce a
simple reality: the agents who succeed
in 2026 and beyond will be those who
adapt quickly, operate transparently,
and stay ahead of regulatory change.

Home Auto Umbrella

MY CAROLINAS
INSURANCE

Flood Insurance Boat

Insurance Coverage for Every Aspect of Life

Request
Ryan Hales a Quote
Today!

910-202-3699
ryan@mycins.com

COASTAL CARRIER

" TO A
DIFFERENCE

GET A FREE QUOTE!

SINCE 1985
910-392-4916
COASTALCARRIER.COM

MycCarolinasinsurance.com

.

Madison Williams

910-202-3699
madison@mycins.com

Sand to Sky

Inspection Intelligence for
Faster, Smarter Closings

Comprehensive Reports and Responsive
Service Top Realtors Appreciate

J. Keith LeRoy
Owner & InterNaCHI ~ 910.599.6470

Certified Inspector sandtoskyinspections.com
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COVER STORY

PHOTOS BY: T.J. DRECHSEL
WRITTEN BY DAVE DANIELSON .

Creating New
Opportbmities

For Kirk Pugh and Becky Brown,

success has never been measured
solely by sales volume, awards,
or market share: While those
accomplishments have certainly
followed, the foundation'of their:
careers has.always been much :
simpler: serve people well, do

business the right way, and never

compromise integrity.

Today, as co-founders of KBT Realty
Services, Inc. and leaders within Keller
Williams Innovate in Wilmington, North
Carolina, Kirk and Becky have built a
business that reflects those principles.
Together, they have combined decades
of experience, complementary skill

sets, and a shared commitment to client
service to create one of the region’s most
respected real estate organizations.

Long before launching KBT Realty
Services, both Kirk and Becky built
successful careers in other industries that
helped shape their approach to business.

Born and raised in Louisville,

Kentucky, Kirk spent 25 years in the
food, beverage, hotel, and private club
industry. The hospitality business taught
him the value of customer service,
attention to detail, relationship-building,
and creating exceptional experiences.

Becky’s path began right here in
Wilmington. A true local, she has
witnessed firsthand the growth and
evolution of Wilmington and the
surrounding coastal communities

over the years. Prior to real estate, she
built a successful career in banking
and insurance, developing expertise

in finance, contracts, negotiations,
customer service, and problem solving.

While their backgrounds were different,
both discovered that real estate offered
the perfect opportunity to combine
business knowledge with a passion for
helping people.

Becky entered the real estate industry
in 1995 and quickly found her calling.
Over the past three decades, she has
experienced virtually every type of
market cycle imaginable while building
a reputation for professionalism,
expertise, and trusted guidance. Early in
her career, she became a co-owner of a
real estate franchise, gaining invaluable

experience in leadership, recruiting,
operations, and business development.

Kirk began investing in real estate

in 2001 before transitioning into the
industry full-time after relocating to
Wilmington. By 2009, he had earned his
real estate license and launched what
would become a highly successful real
estate career.

In January 2015, Kirk and Becky officially
launched KBT Realty Services, Inc., bring-
ing together their experience, vision, and
shared commitment to client care.

What began as a partnership has
evolved into a thriving organization built
on relationships, professionalism, local
expertise, and personalized service.

“Foundationally, we approach business
with a servant’s heart and are always
looking for ways to enhance the client
experience,” says Kirk.

Cape Fear Real Producers - 17




That philosophy continues to guide
every aspect of the business.

For Becky, one of the greatest
advantages she brings to clients is
perspective. After more than 30 years
in real estate, she understands the
importance of steady guidance, honest
communication, and helping clients
navigate challenges that inevitably arise
during important life transitions.

“Real estate has never been just about
selling houses,” she says. “It’s about
relationships, trust, communication,
and helping people through important
moments in their lives.”

Both Kirk and Becky believe that
while technology and marketing
continue to evolve, relationships
remain at the center of every
successful real estate transaction.

“Relationships and reputation have
been the biggest game changers in

my career,” Becky says. “Technology
and marketing are important, but

this business is still built on trust,
communication, consistency, and doing
what you say you’re going to do.”

Growth Fueled by Experience
The numbers tell an impressive story.

Last year, KBT Realty Services

closed just under $50 million in

sales volume. This year, the team is

on pace to approach $70 million in
production while continuing to expand
its reach throughout Southeastern
North Carolina.

Today, the organization includes 18
agents, with plans to grow to 30 in the
near future.

For both founders, growth is about more
than adding agents. It is about creating
opportunities and helping others build
successful, sustainable businesses.

Becky’s years of leadership experience
continue to influence how the company
mentors and develops agents. She is
passionate about helping professionals
build careers rooted in professionalism,
integrity, and service.

18 - October 2026

Her advice to newer agents is
straightforward.

“Learn your contracts. Learn your
market. Answer your phone. Be honest
with people, even when the conversation
is difficult,” she says. “Relationships and
reputation will outlast every trend. Real
estate is a long game.”

The entrepreneurial mindset that Kirk
and Becky have has led them into the
rapidly evolving world of real estate
technology. As founding shareholders
in PLACE, Inc., a PropTech company,
they have helped support a platform
now serving thousands of real estate
professionals nationwide.

Locally, they are pursuing the launch
of an Envoy Mortgage branch in
Wilmington, creating additional
opportunities and resources for both
clients and agents.

Together, Kirk and Becky have created a
business model that blends innovation
with the relationship-based service that
remains at the heart of real estate.

A Commitment to Community
Giving back has always been important
to both Kirk and Becky.

KBT Realty Services actively supports
a variety of charitable organizations
throughout the Wilmington area.
Among the causes closest to the team’s
heart are Canines for Service, the Cape
Fear Chapter of the American Heart
Association, and numerous Realtor-
related charitable initiatives.

Becky’s commitment to service was
recognized in 2015 when she received
the prestigious Paul Sullins Community
Service Award. Presented annually to a
Realtor who demonstrates exceptional
service to the community, it remains one
of her most treasured accomplishments.

“Receiving an award tied to service and
community impact meant far more

to me than production numbers ever
could,” Becky says.

For both founders, success means
using their business as a platform to

"""Relat1onsh1ps

,& reputation
will Quelast
eévery trend.
Real estate is a
long game.”




make a positive difference beyond real
estate transactions.

Despite the demands of leading a grow-
ing organization, both Kirk and Becky
believe strongly in maintaining balance.

Kirk enjoys traveling, exploring great
food and wine, spending time on the
water, golfing, and making memories
with family and friends. One of

his favorite traditions each year is
spending time in Hatteras with a close
group of friends during the Big Rock
Blue Marlin Tournament.

Becky embraces the coastal lifestyle that
first inspired her love for Wilmington.

20 - October 2026

She enjoys boating, traveling,
hydroponic gardening, reading,
afternoon picnics, and spending time
with family and friends. Her three
miniature dachshunds provide plenty of
companionship and entertainment.

She especially enjoys cooking for the
people she loves.

“If I invite you into my home and cook a
meal for you, that’s my way of showing
that I genuinely care,” she says.

For BecKy, success is not measured
simply by sales numbers. It is about
building a meaningful life and business
rooted in integrity, relationships,
stability, and freedom.

There is no
deal worth
sacrificing my
integrity.”

“There is no deal worth sacrificing my
integrity or reputation,” she says.

When asked to define success, both Kirk
and Becky return to many of the same
themes: integrity, relationships, service,
and trust.

“There is no deal worth sacrificing my
integrity,” Kirk says.

Their shared philosophy has guided
every stage of their careers and every
decision they have made in building
KBT Realty Services.

,'
jo

Markets change. Technology evolves.
Consumer expectations shift.

But honesty, communication,
professionalism, and doing right by

people never go out of style. ‘ | y
v nalll

Rate

CHRIS HUTCHENS
(910) 231-4375
chris.hutchens@rate.com

At KBT Realty Services, those principles
continue to drive every decision.
Whether serving clients, developing
agents, supporting charitable causes,
or expanding into new opportunities,
Kirk and Becky remain focused on the
same mission that inspired them from
the beginning: helping people while
building a business rooted in integrity,
growth, and lasting relationships.
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LENDER
NMLS #117377

Guaranteed Rate, Inc. D/B/A Rate; NMLS #2611; For
licensing information visit nmlsconsumeraccess.org



RISING STAR

22 . October 2026

A PATH OF PROFESSIONALISM

Molly White’s path into

real estate didn’t follow a
traditional blueprint—and
that’s exactly what makes
her story resonate. Today,
as a solo agent with Coastal
Realty Associates LLC in
Hampstead, North Carolina,
Molly runs her business
with clarity, conviction,

and a deep respect for the
trust clients place in her.
Her confidence didn’t come
overnight, but through years
of refinement, education,
and intentional growth.

Born in Oregon, Molly

grew up moving between
Washington state, Wyoming,
and a brief stint in Montana.
As the youngest of eleven
children, she learned early
how to adapt, observe, and
shoulder responsibility.

Her upbringing was
structured and demanding,
shaped by strong rules and
clear expectations that

PHOTOS BY BRADLEY STICKLAND
WRITTEN BY DAVE DANIELSON
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“I didn’t have
a choice but
to make it.
Failure wasn’t

an option.”

emphasized discipline
and accountability.

Those early experiences
instilled resilience and
self-reliance—qualities
that would later become
cornerstones of her
professional identity.

Real estate was never
entirely foreign to Molly.
Her father was a general
contractor, and she grew
up watching homes take
shape—from framing to
finish—and observing the
business decisions behind
each build. Still, real estate
didn’t initially present itself
as a career option.

That changed in 2019,
when Molly began thinking
seriously about building

a profession that could
support her family long-term
while still allowing her to

be present for her children.
She enrolled in real estate
school, and midway through
the process, life shifted
dramatically. With no safety
net, she knew she would
need to make the business
work—fully and decisively.

While completing her
coursework, Molly cleaned
houses to stay afloat, then
transitioned into real estate
full-time about six months
after earning her license in
2020. “I didn’t have a choice
but to make it,” she says.
“Failure wasn’t an option.”

Molly approached the
early years strategically.
After interviewing with ten

brokerages in five days,

she signed with BlueCoast
Realty, where initial financial
support helped her get
started. Though she gained
traction, she soon realized she
needed deeper mentorship
and systems to grow.

She later joined Coldwell
Banker, where Ninja Selling
training sharpened her
communication and client
relationship skills. From
there, she spent three

years on a high-producing
team, learning consistency,
production, and repeatable
processes. By the end of
2023, however, the financial
realities of team splits
prompted a reevaluation.

In 2024, after a year marked
by transition and reflection,
Molly considered stepping
away from the business

a—

v

entirely. Instead, she
recommitted—with greater
clarity than ever before.

In April 2025, Molly went
fully solo at Coastal Realty
Associates. She invested in
her own website, branding,
and systems, committing
to running her business in
alignment with her values
and strengths. That same
year, she achieved the best
results of her career, closing
$13.5 million in volume
and earning Top Producer
recognition for her firm.

Later in 2025, she joined Ryse
Platinum Partners, an elite
coaching group for agents

in the top 1-5% nationwide.
Surrounded by high-level
peers and supported by
one-on-one coaching, Molly
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found herself stepping into
leadership with confidence.

Molly’s reputation is

rooted in honesty. In seller
consultations, she explains
upfront that one of three
things will happen: the client
may decide she’s not the right
fit, she may decide the same,
or they’ll move forward
together. “It’s us against the
market,” she tells clients—not
agent versus expectations.

With buyers, she emphasizes
education and protection.
She prepares clients for

the realities of ownership,
points out concerns before
inspections, and refuses

to let anyone settle. Her
communication is structured
and respectful—weekly
updates, defined boundaries,
and no surprises.

Molly’s days begin early,
balancing family life,
planning, and work with
intention. She manages a
blended household of six
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children ranging from 10 to
19, protects Sundays for rest
and church, and believes
success is measured less by
volume than by presence.

To her, success looks like
repeat clients, referrals,
shared dinners, no debt,
and the ability to travel
with her children. Real
estate, she believes, is about
relationships long after the
closing table.

Early on, when Molly shared
that she was pursuing real
estate as a career and a

way to support her family,
someone responded bluntly:
“No one likes their Realtor.”

Molly didn’t argue—but
she quietly decided they
were Wrong.

That moment became a
personal challenge and an
unspoken mission. Through
transparency, consistency,
and genuine care, Molly
White is steadily changing
how people experience real
estate—one relationship at
a time.
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CusToM HOME

Staging & Design

Staging Southeastern North

Carolina since 20156

Fusted Experience. moughtﬁd Design. Proven Results.

www.customhomestaginganddesign.com | 910.399.4017 | Staging Wilmington, NC & beyond. o@

COASTAL INSURANCE IS OUR TOP PRIORITY.

As your local independent insurance team, we represent many
leading insurance companies. We are able to offer your clients
choices and prowde the protection that is right for them.

APRILJONES
INSURANCE
Local & Independently Owned

910.660.0215 OO

apriljonesinsurance.com | info@apriljonesinsurance.com
Scan to
1650 MILITARY CUTOFF E-H‘ E

[ Get Your
Wilmington, NC 28405 Client's Quote

Started & We
Will Take It
From There!

51 S. END CT
Hampstead, NC 28443

IS YOUR HOME STORM READY?

ROOFING - SIDING » WINDOWS - DOORS

ﬂFITRIOT

OOFING & EXTERIORS i
{mﬂ]zla 0800 | PATRIOTROOFER.COM

STorch LOHEL
E.-E-E o .I:.‘.I'.ul-:'. D
226 FINALIST Lo |
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Investment Property Solutions
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SOUTHERN

MOVING & STORAGE

Friendly | Prompt
Mindful | Professional

Call or visit our website
for your moving quote.
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7/1 ARM Portfolio

Conventional Adjustable-Rate Mortgages

910-769-5628

Primary Home: Second Home:  80% LTV to $1,000,000
75% LTV to $1,250,000

90% LTV to $832,750 70% LTV to $1,500,000

85% LTV to $1,125,000

80% LTV to $1,500,000 Investment: 75% LTV to $832,750

75% LTV to $1,750,000 70% LTV to $1,000,000

70% LTV to $2,000,000 65% LTV to $1,500,000

Max Cash-Out: $350,000 / 70% Max LTV

Max DTI: 43%

lrom Listing to Closing,
We've tiot Yoy Covered 6/is [l
A 7/1 Adjustable Rate Mortgage (ARM) offers a fixed interest rate for the first seven years, followed by

WITH OUR HOT DEALS ON INSURANCE! annual rate adjustments. This can be a smart choice for homebuyers looking for lower initial monthly

L payments and flexibility.

Wade Coble

Leadership Team | NMLS 86018
910.538.7821
wade.coble@onepresidentialmtg.com

onepresidentialmtg.com/wade.coble

Landfall Executive Suites 1213 Culbreth Drive
Wilmington, NC 28405

] h N e y ":.. Py .:-..
' ‘ Leverage my Expertlse to _ ONE Presidential Mortgage | NMLS 421593 | All loans subject to credit approval _ F: ! @
I ﬂ G Close Your Deals Seamlessly! N

INSURANCE 910.233.7049 | HuneycuttGroup.com | Holly@HuneycuttGroup.com Loans eligible in AL, AZ, CT, DC, DE, FL, GA, IL, IN, KS, MD, MI, MN, MO, MT, NC, ND, NJ, NY, OR, PA, SC, SD, TX, UT, VA, WA, WI and WV. After the initial 7-year period,

payments will vary. Payments will be based on the current index plus margin and will adjust yearly after the first 7 years.

Minimum FICO: 700 (Primary & Second)
720 (Investment)
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PARTNER SPOTLIGHT

PHOTOS BY BRADLEY STICKLAND
WRITTEN BY DAVE DANIELSON

Precision & Purpose

At first glance, a home
inspection might seem like

a technical step in the real
estate process—another box to
check before closing day. But
for David Youngs, owner of
Uncharted Home Inspections, it’s
something far more meaningful:
a responsibility built on trust,
clarity, and protection for
families making one of life’s
biggest financial decisions.




Operating out of the Scott’s Hill area

of Wilmington, Youngs has built his
business around a simple but powerful
mission: deliver thorough, unbiased
home inspections that help clients move
forward with confidence, not confusion.

From Military Service to Mission-
Driven Business

David Youngs’ path to home inspections
began long before he ever stepped

into a crawlspace or climbed onto a
roof. Originally from Hampton Roads,
Virginia, his early life eventually led him
into military service with the U.S. Coast
Guard, a career that took him through
coastal assignments including the Oak
Island area and later Camp Lejeune in
North Carolina.

He also studied at Virginia Tech and
completed specialized technical
training through the American Home
Inspectors Training Institute (AHIT),
alongside ongoing field education
throughout his career.
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As his military career neared its end, he
began reflecting on what came next. Af-
ter personally experiencing a disappoint-
ing home inspection during a purchase of
his own, something clicked. The inspector
had lacked attention to detail, and the
experience left him uneasy. That moment
became a turning point.

“Irealized I could take the discipline,
precision, and accountability from my
military background and apply it to
something that directly serves people
in a critical moment of their lives,”

he explains.

A Business Built on Clarity,
Not Confusion

Uncharted Home Inspections is
grounded in a straightforward
philosophy: clients deserve honest
answers without intimidation.

The company provides residential home
inspection services designed to clearly
explain a home’s condition and systems.

Whether buyers or sellers are involved,
Youngs ensures they walk away with
accurate information that supports
confident decision-making.

His ideal clients are those who value
transparency and clarity. Instead of
overwhelming reports filled with
jargon or fear-based language, he
delivers findings in a way that is easy to
understand and actionable.

A Veteran’s Approach to Detail
and Integrity

What separates Youngs from many
competitors is not just experience—it’s
mindset. As a veteran-owned business,
Uncharted Home Inspections reflects
the discipline and structure of his
military background.

“l MAKE IT A
PRIORITY TO BE
ACCESSIBLE. | always
offer follow-up

calls so clients can
ask questions and
fully understand the
findings, especially
if they couldn’t
attend the inspection
in person.”

-

Every inspection is conducted with

meticulous attention to detail. Youngs #
physically inspects roofs rather than

relying on shortcuts, ensuring nothing "
is missed. But just as important as

thoroughness is communication. ’

“I make it a priority to be accessible,” he
says. “I always offer follow-up calls so
clients can ask questions and fully un-
derstand the findings, especially if they
couldn’t attend the inspection in person.”

That combination of precision and
personal connection has become a
cornerstone of his reputation.

The Foundation of Success:
People First

While technical skill is essential, Youngs
believes the real driver of his success
is how clients feel during and after the
inspection process.

A big part of that comes from
simplifying complex findings and
removing unnecessary stress.
Instead of creating fear, his goal
is education.
This approach hashelped || EEE s
build strong relationships
with both clients and real
estate professionals, many
of whom rely on him as

a trusted partner in
transactions.

Growth With
Purpose

Looking ahead, Youngs
has clear goals for the
future of Uncharted
Home Inspections.

He hopes to expand his
team—ideally bringing on fellow
veterans who share his values of
discipline and service.

The long-term vision is to build a highly
skilled, community-focused inspection
team that continues to serve coastal
North Carolina with integrity and
professionalism.

At its core, the mission remains
unchanged: be a trusted guide in the
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“EVERY CLIENT IS
A POTENTIAL NEW

NEIGHBOR OR FRIEND.

Some of those relationships
continue well beyond the

transaction, and that’s
incredibly rewarding.”

real estate process and a steady source
of clarity for clients.

The Most Rewarding Part of the Job
For Youngs, the most meaningful aspect
of his work is not found in reports or
inspections—it’s found in people.

Meeting new clients, especially those
relocating to coastal North Carolina, has
become one of the most fulfilling parts
of his career. Many start as strangers
and end as neighbors, friends, or long-
term connections.

“Every client is a potential new
neighbor or friend,” he says. “Some
of those relationships continue well
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beyond the transaction, and that’s
incredibly rewarding.”

Life Beyond Inspections

Outside of work, Youngs is deeply rooted
in family, faith, and community. He is a
single father to his eight-year-old son,
who is at the center of his world. Much
of his time outside inspections is spent
coaching his son’s soccer team, a role he
describes as one of the most meaningful
in his life.

Living in coastal North Carolina

gives them access to boating, jet skiing,
and beach days on nearby sandbars. He
also enjoys working on cars, attending
car shows, and maintaining a few
collector vehicles.

Faith plays a central role in his life as
well. He is actively involved with Life
Church ILM and supports Hope For The
Warriors through regular giving and
service. He also participates in church
softball leagues and small groups,
staying connected to his community in
multiple ways.

A Philosophy That Guides

Every Decision

When asked about his guiding
principles, Youngs keeps it simple:
“Serve well. Work hard. Stay honest.”

He credits his faith as the foundation of
both his personal and professional life,

trusting that direction and clarity come
from staying grounded in those values.

A Trusted Partner for Real

Estate Professionals

For top-producing agents, Youngs offers
more than just inspection reports—he
offers reliability.

He understands the pace and pressure
of real estate transactions and prioritizes
responsiveness, clarity, and follow-
through. His reports are designed to be
easy to read, and his communication is
direct and timely.

As he puts it, “I'm focused on helping
deals move forward while keeping
clients confident and informed.”

In an industry where details matter
and timing is everything, that
combination has made him a valuable
partner in the field.

Building Trust One Home at a Time
At the heart of Uncharted Home Inspec-
tions is a simple promise: to help people
make informed decisions with confi-
dence. For David Youngs, that promise is
not just business—it’s personal.

Every inspection reflects a career
shaped by service, discipline, and
integrity. And every home inspected
is another opportunity to help
someone step forward with clarity
and peace of mind.
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SUGARWOOD

[ INTERIORS |

A VALUED
PARTNER
IN EVERY HOME

BUILDER & REALTOR PROGRAM

We believe great homes start with great

partnerships. At Sugarwood Interiors, we

work closely with builders and realtors to
create a seamless, elevated experience for

W o our clients from start to finish.
& s e on's f LA y

I N Let's create beautiful homes together.
NIz - o
| < SUGARWOOD INTERIORS
COMPLIMENTARY FLOOR PLAN LIGHTING WILMINGTON, NC
90 MINUTE REVIEW & RECOMMENDATIONS E—
DESIGN FURNITURE LAYOUT & FINISHING 910319.7779
CONSULTATION SUGGESTIONS TOUCHES SUGARDWOODNC.COM

Transform Your Space

Let's bring your dream space to life!

- COASTAL

\ WINDOW FASHIONS

CALL FOR YOUR FREE SHOP AT HOME ESTIMATE:.

Coastal Window Fashions presents the Coastal
Design Center — featuring certified designer Angela
Crittenden of Teal Interiors and Blade Window &
Door with Pella and hurricane products — to help
you customize your entire home, inside and out.

SPECIALIZING IN
Window Coverings, Upholstery, lvp Flooring, Bahama Shutters & More

CoastalWindowFashionsNC.com | 910.388.6995
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PHOTOS BY BRADLEY STICKLAND
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or Darlene Burns, real estate

has never been simply about

properties. It is about people—
the excitement on a buyer’s face when
they discover the right home, the trust a
seller places in her to prepare a property
for the market and the friendships that
continue long after everyone leaves the
closing table.

A REALTOR® with Living Seaside
Realty Group in Wilmington, Darlene
has spent more than a decade building
a career around those connections. In
2025 alone, she recorded $11.5 million
in sales volume. Yet some of the most
meaningful measures of her success
can’t be found on a sales report.

“Ilove my client friends,” Darlene says.
In fact, those relationships have become
so close that she has served as a witness
at two clients’ weddings during the past
two years.

Born in Belhaven, North Carolina,
Darlene moved to Wilmington when
she was 6 and considers the area home.
She graduated from New Hanover High
School before attending the University
of North Carolina at Chapel Hill, earning
her bachelor’s degree in 1983.

Her first career took her into healthcare
and pharmaceuticals, where she worked
as an oncology sales account manager
and later as a marketing director.

Although the industry was different, the
desire behind her work was remarkably
similar to what drives her today.

“I truly have always wanted to help
others in any way I can,” she says.

Real estate provided a new avenue for
doing exactly that.

Darlene received her license in

2015 and initially worked part time,
primarily representing buyers. She
quickly discovered how much she
enjoyed the process of matching people
with properties.

“It was such fun to find the perfect
property for clients,” she remembers.

After relocating back to the Wilmington
area, Darlene left her marketing career
and committed to real estate full time.
She has been with Living Seaside Realty
Group since 2018.

Today, Darlene works as a solo agent and
represents both buyers and sellers. There
may be no such thing as a typical day.

“I start early and work late,” she says
with a laugh.
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Her favorite activities include meeting
new people, preparing homes for the
market and embarking on the hunt for
what a buyer considers the perfect home.

Her Wilmington roots give her an
important advantage. Having grown up
in the area, Darlene brings firsthand
familiarity with the community to her
clients. She also points to availability,
consistent follow-up and strong
negotiating skills as important parts of
her approach.
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For sellers, one of the biggest game
changers in her business has been
incorporating staging and repair project
management into her listing services.

Rather than simply placing a property
on the market, Darlene helps clients
work through what may need to happen
first to position their home effectively.
That additional involvement requires
time, organization and attention to
detail, but it reflects the level of service
she wants clients to experience.

Referrals have become another
important component of her success,
demonstrating the lasting value of
relationships established through
previous transactions.

The person Darlene most admires is her
mother, whose example continues to
influence both her life and career.

Darlene’s father died when she and
her brother were young, leaving her

mother to raise the two children. As
both a mother and schoolteacher, she
demonstrated qualities Darlene would
carry into adulthood.

“Ilearned hard work, the importance
of an education and kindness from
watching her,” Darlene says.

That spirit of caring for others can also
be seen in the causes she supports,
including St. Jude Children’s Research
Hospital, Tunnel to Towers Foundation,
St. John Church, Samaritan’s Purse, Good
Shepherd Center, Easterseals, Pender
County Animal Shelter and Food Bank of
North Carolina.

I truly have
always
wanted to
help others

Away from real estate, family remains
at the center of Darlene’s world. She
and her husband, David, have two
sons, Charlton and Kennon. Both
graduated from UNCW and now live
and work in Wilmington.

The family also includes Holly, a rescue
dog, and Bayley, a Goldendoodle.

When she isn’t working, Darlene

enjoys reading, crafts, knitting, walking
and spending time with friends. Her
bookshelf frequently features authors
such as Freida McFadden, Kristin
Hannah and Elin Hilderbrand. And
when it comes to music, there is little
question about her preference: she loves
country music.
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If you love real
estate and
people, you will
be successful.

A Career Built Around People

Ask Darlene what success means and
her answer reveals a great deal about
her priorities. It means having happy
children, a happy husband and mother,
good friends—and happy clients.

For agents hoping to build their own
successful careers, she believes the
formula doesn’t need to be complicated.

“If you love real estate and people,
you will be successful,” she says. “Just

remember to work hard.”

After 11 years in the business,

YOU’LL
MAKE AN
IMPACT

TOP REALTORS AND MOVEMENT LOAN
OFFICERS LINKING UP - THAT’S A MATCH
MADE IN HEAVEN.

You’re an experienced realtor with a stellar reputation.
We’re a top 10 lender* who closes loans crazy fast (buyers
love that). Together, we can make your business boom.

PARTNER PORTAL AUTOMATED MILESTONE EMAILS

Nurture your captured leads and potential buyers with a You and your borrowers will always be on the same
seamless flow between you and your Movement loan officer. page with automated milestone updates throughout
You can also... the loan process.

e Stay informed about national average rates
with our Daily Rate Watch email SHOWCASE LISTINGS FAST & PROFESSIONALLY

* Get updates on your leads with our Pipeline Get ready to...

il
Status Update emails * Take advantage of easy-to-use co-branded custom

Plus, with the mobile app, you can view pre-approval letters listings and open house flyers, and single property
and monitor your pipeline on the go! landing pages

¢ Access open house and home valuation lead capture
apps for seamless lead generation

INTRODUCE CLIENTS TO IMPACT LENDING

et ; . | \ Darlene still finds genuine excitement
LA g 4 oy . . READY TO SELL MORE i i i
R ‘3% i’ NENT B in discovering the right property, . Movement is an Impact Lender, which means we commit
TP e e ok '. . 1= - ' preparing a listing and meeting HOMES WITH MOVEMENT? a percentage of our profits to helping the neighborhoods

we serve. With every home we close together, we open
doors to more.

B -

~d h ) e < someone new. Her healthcare, sales
: - ' and marketing background provided
valuable professional skills, but her
career ultimately reflects Something *2023 Scotsman Guide, Top Overall Lenders

Contact me to learn more about why
realtors love working with us.

much more personal.

If there is one thing she hopes people
understand about her, it is that she

genuinely enjoys being around them. Omar Washington

BRANCH LEADER & LOAN OFFICER
NMLS# 1212992

phone: 910.428.7767 | cell: 910.233.2684
teamwashington@movement.com
teamwashingtonilm.com

And chances are, when Darlene is there,
there will be plenty of laughter too.

“Ilove to be around people,” she says,
“and Ilaugh a lot.” ®
@ MOVEMENTMORTGAGE ‘ MORTGAGES THAT MEAN MORE

8262 Market Street

FL-LO61733, NC-I-164696, SC-MLO - 1212992, VA-MLO-56767VA | Movement Mortgage LLC. All rights reserved. NMLS D #39179 (For licensing information, go to: www.nmlsconsumeraccess.org). Additional information available at movement.com/legal. Interest rates and products are subject to change without notice and may

or may not be available at the time of loan commitment or lock-in. Borrowers must qualify at closing for all benefits.
PID 12620.2 | AO0524
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For ADAM SINK, success in real estate has never been about simply getting bigger.
It is about getting better—better service for clients, better opportunities for agents,
and a better way of doing business.

That philosophy is helping shape the
next chapter of Coastal Realty Associates.
Since acquiring the independent
brokerage in 2025, Adam has focused on
building the kind of brokerage today’s
agents are looking for, one that combines
innovative marketing, collaborative
leadership, meaningful relationships,
and an unwavering commitment to
exceptional client service.

“Coastal Realty Associates isn’t trying
to be the biggest brokerage,” he says.
“We’re focused on being one of the
best, by investing in our agents and
delivering exceptional service.”

Built for Leadership

A North Carolina native, Adam has
always considered the coast home. After
earning a degree in Chemistry from
East Carolina University, he discovered
a profession that was a natural fit for
his analytical mindset and passion

for helping people make confident

decisions during some of life’s most
important moments.

He entered the real estate industry
in 2012, drawn by the combination
of problem-solving, relationship-
building, and the opportunity to help
clients navigate complex decisions
with confidence.

“I was drawn to real estate because every
client and every situation is different,”
Adam says. “I enjoy solving challenges,
finding creative solutions, and developing
thoughtful approaches that help clients
make confident decisions and achieve the
outcomes they’re looking for.”

He credits much of his approach to being
analytical and a willingness to challenge
conventional thinking. Whether
developing marketing strategies,
coaching agents, or advising clients,

he’s always looking for a better way to
achieve the best possible outcome.

Over the next decade, he built a
successful real estate business while
earning a reputation for thoughtful
strategy, strong negotiation, and
innovative marketing. As his business
continued to grow, he found that helping
other agents improve their businesses
became just as rewarding as growing
his own. In 2023, he formed his own real
estate team.

As the team grew, he discovered that one
of the most rewarding parts of leadership
wasn’t increasing production. It was
helping other agents build confidence,
sharpen their skills, and achieve goals
they hadn’t thought possible.

When the opportunity to purchase
Coastal Realty Associates presented
itself in 2025, it felt like a natural next
step. It offered the chance to build

the kind of brokerage he believed
agents were looking for: independent,
collaborative, innovative, and deeply
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focused on
serving both
clients and
agents well.

“It was an
opportunity to
build something
special,” he says.
“I saw the chance
to create the kind
of brokerage I
always wanted to
be part of.”

Creating a
Different Kind
of Brokerage
Adam had a
clear vision. He
wanted to create
an environment
offering agents
hands-on
leadership

and sophisticated, modern marketing
without the layers of bureaucracy often
associated with larger organizations.

As Owner and Broker-in-Charge,

Adam remains deeply involved. His
responsibilities include overseeing
brokerage operations, coaching and
recruiting agents, developing marketing
strategies, negotiating transactions, and
continuing to personally serve clients.

That accessibility helps define
Coastal’s culture.

“Collaborative, professional, and
client-first” is how Adam describes
the organization.

Monthly meetings focus on meaningful
initiatives rather than simply generating
enthusiasm.Coaching happens in real
time, including working alongside agents
on active transactions. And instead of
fostering internal competition, Adam
encourages agents to exchange ideas and
help one another succeed.

His recruiting philosophy reflects that
same approach.

“I recruit for character before
production,” Adam says. “Skills can
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be developed, but integrity, work
ethic, and a willingness to learn are
much harder to teach. Give me an
agent willing to put in the work
and I can teach them how to be
very successful.”

Reputation Is Everything

Coastal Realty Associates operates
around four fundamental values:
putting clients first, operating with
integrity, embracing innovation, and
developing lasting relationships through
exceptional service.

For Adam, those aren’t simply

words for a wall or website. They

are standards that have to be
demonstrated transaction after
transaction.“Reputation is everything,”
he says. “Every client interaction,
every transaction, and every promise
kept adds to the long term trust

in both our brokerage and our

agents individually.”

That means educating rather

than simply promoting. Adam wants
clients to receive genuine market
knowledge that helps them make
informed decisions—not information
designed merely to move them toward
a transaction.

He also recognizes that the way
consumers choose real estate
professionals is changing rapidly.

Artificial intelligence, digital marketing,
and new technologies are transforming
how consumers search for properties
and connect with agents. Adam
embraces those tools but believes
technology makes the human side of
real estate even more important.

“Relationships and local knowledge
remain irreplaceable,” he says.

“If anything, they matter more as
everyone’s marketing starts to look
the same.”

Independent by Design

Adam believes independence gives
Coastal Realty Associates a significant
advantage. Decisions can be made
quickly, strategies can change with
the market, and new technologies
can be implemented without

waiting for direction from a distant
corporate office.

The combination of high-level
marketing, local expertise, personalized
service, and accessible leadership is
central to what Adam believes makes
Coastal different.
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ION, EVERY
TRANSACTION, AND
EVERY PROMISE KEPT
adds to the long term trust

in both our brokerage and
our agents individually.”




AGENTS SUCCEED
m'this mdustry and build the lifestyle
they’ve always wanted is the biggest
win for me.”

When he’s not working, Adam enjoys
sharing the coastal lifestyle with his
family. Whether they’re out on the

boat, golfing, fishing, exploring local
restaurants, or spending time at many
of the places that make coastal North
Carolina special, those moments provide
an opportunity to relax, recharge, and
stay connected to the community they
proudly call home.

Being actively involved in the community
is something Adam values deeply. He
believes understanding the people,
neighborhoods, and businesses that
make the area unique not only enriches
his family’s life, but also helps him

better serve the clients and agents who
trust himThose priorities shape Adam’s
definition of success. While growing
Coastal Realty Associates is an important
goal, he measures success just as much
by the opportunities he creates for others
and the positive impact he can have on
clients, agents, and the community.

Those priorities also influence Sink’s
definition of professional success. He
sees success as creating opportunities
for others while building a company
that positively impacts clients, agents,
and the community.

“Helping agents succeed in this industry
and build the lifestyle they’ve always

His immediate goal is sustainable growth: tools, confidence, and accountability to wanted is the biggest win for me.”

recruiting quality agents who want to perform at their best.”

elevate their businesses, continuing Ultimately, Adam hopes his legacy is

to improve marketing for clients, and Building Something Meaningful straightforward: doing the right thing,

establishing Coastal Realty Associates as Away from real estate, family remains at treating people well, going above and

one of coastal North Carolina’s premier the center of Adam’s life. He and his wife, beyond, and helping others accomplish

independent brokerages. Kristen, have been married for 10 years, more than they believed possible. It
and their nearly 5-year-old son, Parker, is also the foundation of his vision for

Adam’s leadership philosophy, however, is both his greatest source of joy and a Coastal Realty Associates.

isn’t based on having every answer. daily reminder of what truly matters.

“I believe independent brokerages

“Leadership isn’t about having all the “He’s a good reminder of why can compete at the highest level by
answers,” he says. “It’s about creating building something meaningful embracing innovation while never
an environment where people have the matters,” Adam says. losing sight of relationships.” ®
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A STRONG
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“This Fall

.‘

There’s still plenty of year left—and plenty of opportunity ahead.

With the right lending partner by your side, you P i
can build momentum and finish the vear strong. ':- www.MIGNorthCarolina.com ,_J
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- Speedy Customer Follow-Ups
BUCHBINDER PRITCHARD  HERENDEEN $* Proven Track Record & Reputation

Fast Pre-Qualification

Check out what over 3100 MIG customers have to say about their experience on a Zillow * * % & &

919-754-4221 | 1209 Culbreath Dr., Suite 213 | Wilmington, NC 28405
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Pm:lureﬁ Ieﬁ to right - Doug Pratt, Jessma Niedomanski, Jonathan Peele, Enna Neeley Justln Barber, Josh Whataker

Summer can mean serious weather events, let us make sure your clients are covered!
“When We Shop” means that as an independent agent, we are able to shop
dozens of insurance carriers, research hundreds of policies and make sure that

“You (your clients) Win!” - The flexibilty we offer truly means you can be ... Originator
Protected With Coastline - A Patriot Partner Agency NMLS ID#1996596 e
Let Our Team, Be YOUR Team! 336.848.1801

With three locations to serve you in Southport, Oak Island and our ccorn@hmcloans.com
newest in Wrightsville Beach, we're the local coastal insurance experts

Mortgage Loan
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9151 Currency St.
Irving, TX 75063

Live in a Home That
Inspires Your Clients
CUSITON HOMES

BUILT TO SUIT A building Dreams Since 1989

telloconstructioninc.com
=-910.443.1363
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1st place award winner in The Parade of Homes for coastal family homes




