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T AL T COAST Your Clients
4 TITLE services Deserve More
Than a Builder.

OUR OFFICE LOCATIONS

Santa Rosa Beach Office Fort Walton Beach Office
M M. County Hwy 393, Suite 202 207 Ferry Road SE, Suite 4
Santa Rosa Beach, FL 32459 Fort Walton Beach, FL 32548
Destin Office Freeport Office
35008 Emerald Coast Pkwy, Suite 500 857 State Hwy 20 E. Suite 3
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A PARTNERSHIP THAT
HELPS YOU SERVE MORE.

(& Early Commission Program
(%) Exclusive Lot Sign Program
& Dedicated Realtor Relationships

& A Building Experience That
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Listen in to Dion Moniz and Ashley
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closing topics on the "Let's Talk Title"
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Stefanie Fair

You are a killer realtor.
Is your insurance guy at your level?

| have been around real estate here in Florida
since | was a kid. | understand the industry
and how to do more than just write insurance -
| make you look good.

Imagine the difference between having insurance
set the same day the inspections come back
instead of clients hunting for quotes and waiting days.

That's how you keep them focused on their dream -

David and MJ Costa

their new home.
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Preferred Partners

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.

I MORTGAGE
®._____APE

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!

ASSOCIATIONS

Women'’s Council of of
Realtors Emerald Coast
(817) 301-6808
linktr.ee/WCREmeraldCoast

BUILDERS

JP Carducci Inc

(850) 699-1028
www.jpcarducciinc.com

Tracewater Homes
(850) 632-0102
tracewaterhomes.com

CLEANING
Bristles and Broomsticks
(850) 598-7500

J&V Cleaning Services LLC
(448) 218-9446
www.jvcleaningserviceslic.com

CONSTRUCTION/HANDYMAN/WOODROT
Destin Remodeling
(205) 532-8953

CONSULTING

Strategic Advantage Consulting
(407) 753-7523
www.gostrategicadv.com

HOME WARRANTY

Fidelity National Home Warranty
(850) 543-1512
www.homewarranty.com

HOUSE FLIPPING
House Pickle

(850) 276-1957
Www.housepickle.com

HOME INSPECTION

DV Inspection Services

(850) 710-0117
www.dvinspectionservices.com

Housemaster Home Inspections,
A neighborly Company

(850) 208-6993
housemaster.com/destin-fl
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INSURANCE

Defender Insurance
(850) 979-5225
defenderinsurance.rocks

Hassler & Associates Insurance Agency
(850) 872-0711
www.hasslerinsurancepc.com

Hunter Kime Insurance
(561) 717-1844
hk.needhomeinsurance.com/

LENDERS

Bayway Mortgage Group
(850) 764-8164
www.chriscarterbroker.com

Centennial Bank
(850) 873-4103
www.my100bank.com

Community Bank

(850) 502-1466
www.cbmortgage.mymortgage-online.com/
mendygregory.html

LendSmart
(910) 818-8378
www.malloryfotiades.com/

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

Movement Mortgage
(850) 621-1616
www.movement.com\
sheryl.douglas

United Direct Lending
uniteddirectlending.com/erica-davis/

Waterstone Mortgage
(504) 232-1947
www.closewithcavo.com

LONG TERM RENTALS
Full Heart Rentals

(850) 832-5558
www.fullheartrentals.com

At Mortgage Apex, we simplify
the homebuying process with
transparency and honesty—
while striving to be the most
trusted mortgage broker in
downtown Fort Walton Beach.

OUR SERVICES:
© CONVENTIONAL

PEST CONTROL SERVICES
TruNorth Pest Control
(850) 988-1852
www.trunorthpest.com

ROOFING & ROOF REPAIR
Reefside Roofing Professionals
(850) 803-6425
www.reefsideroof.com

Viking Towers Roofing
(850) 716-5848
vikingtowersroofing.com

SHORT TERM RENTAL/

PROPERTY MANAGEMENT

Coastal Sunrises

(850) 741-7820
join.coastalsunrises.com/realtor-program

TITLE COMPANY/CLOSING
Anchor Title

(850) 371-0696
www.anchortitle.co

© FHA|VA|USDA

East Coast Title & Escrow
Becca Jenkins
(386) 282-1055
www.EastCoastTitleFL.com

© AND MORE!

Emerald Coast Title Services
(850) 650-0010
ects.com/

RELI Title
(850) 641-1020
www.reli.us

South Walton Law, PA.
(850) 837-0155
www.southwaltonlaw.com

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

MORTGAGE
— —APE |

ALBERT SOUSA

PRESIDENT | NMLS#1676384
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Taylor Labno Phylicia Bova Dan Allsup
Owner/Publisher Editor Partner Ad Support

Jacqueline Lucille Anna White Ethan Hamilton
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Podcast Producer
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Follow us on our social
channels for the latest
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AND PROTECT REPUTATIONS.
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Marketing

Open
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supportl

1:1 Strategy
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DESTIN DFFICE
[B50) 409 T34
4390 Emerakd Coast Phwy #201F
Destin, FL 32541

info on exclusive events,

/‘b YOUR MORTGAGE

PARTNER FOR

Ba yway
Mortgage Group
The Carter Team

@ DIVERSE LOAN PRODUCTS
First-Time Buyers to Investors

EXCEPTIONAL VA PROGRAM
@ For Military & Veterans

FAST PRE-APPROVALS
& SMOOTH CLOSINGS

8 DEDICATED, PERSONALIZED
SERVICE

Serve your clients
better—partner
with Chris

850.764.8164
(cell) 904.403.4030

20+

YEARS
eXPERIENCE

Chris Carter

ccarter@baywaymtg.com
www.chriscarterbroker.com

NMLS #365658 | COMPANY NMLS #1057426

FIDELITY"
NATIONAL
HOME WARRANTY

homewarranty.com :
1-800-TO-COVER (800-862-6837)

MORE Coverage!
LOWER Price!
SUPERHERO Service!

Todd Powell

. Home Warranty Superhero
850-739-HERD (4376)
Todd.Powellafnfcom

_INSPECT ION :

S ERV B )RS
COMMERCIAL & RESIDENTIAL

850- 710 0117

WWW.DVINSPECTIONSERVICES.COM
SUPPORT@DVINSPECTIONSERVICES.COM

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

As we cross the one-year
anniversary of my stepping
into Emerald Coast Real
Producers, it feels like the
perfect time to properly
introduce myself and reflect
on just how much has
happened in one year.

If you've been to a Real
Producers event, seen me
running around with a
phone in one hand and a
million things happening
at once, or wondered
exactly who the woman
behind Emerald Coast Real
Producers is, here you go.

I'm Taylor Labno,
Publisher of Emerald
Coast Real Producers, real
estate agent, connector by
nature, and someone who
genuinely believes the right
introduction can change the
trajectory of a business, a
career, or even a life.

My road here hasn’t exactly
been linear. I moved to
10 - October 2026

66

“Be devoted to one
another in love. Honor one

professionals in
our market,
and created
events where
relationships
are being
built in

”
another above yourselves. real time.

— Romans 12:10

Florida from California

in 2020 and built a life

and career here from the
ground up. Along the way,
I became deeply involved
in our local real estate
community, served in
industry leadership roles,
built relationships across
the Emerald Coast, and
eventually stepped into the
opportunity to lead Emerald
Coast Real Producers.

When I took over RP a

year ago, I knew I didn’t
want this to simply be a
magazine. I wanted to build
a community.

Over the past year, that
vision has started becoming
something I can actually see.
We’ve created rooms full

of people who might never
have met otherwise. We’ve
celebrated incredible agents,
shared stories that go far

beyond production numbers,

introduced businesses to
some of the most influential

And we’re
just getting
started.

My vision is to
continue building
something that connects the
highest-producing agents in
our market with businesses
that genuinely want to serve
them. I want our events to
be rooms people are excited
to walk into. I want our
magazine to tell the stories
behind the success. And I
want our partners to walk
away with relationships
and opportunities they may
never have found otherwise.

Because ultimately,
that’s what I love doing:
connecting people.

There is something incredibly
rewarding about knowing
two people who should

know each other and

being able to say, “You two
need to meet.” Sometimes

it turns into a referral.
Sometimes it becomes a
partnership, friendship, client
relationship, or completely
unexpected opportunity.

Outside of RP, I'm a mom

to an 18-year-old son who
is beginning his own next
chapter, which means I'm
entering a pretty big new
chapter of my own. I'm also
areal estate agent, a woman
of faith, someone who loves
bringing people together,
and someone who is still
figuring out exactly what
the next version of life and
business looks like. And 'm
ambitious about it.

As Ilook toward year two,
my goal is bigger than
growing a publication. I want
to grow a community with
real influence and real value.
I want to create experiences
people remember,
strengthen the relationships
between our agents and
partners, celebrate the
people doing incredible
things along the Emerald
Coast, and continue finding
ways to put the right people
in the same room.

This first year has taught me
that success isn’t just about
who knows your name.

It’s about who knows your
character, who trusts you,
who advocates for you, and
who thinks of you when an
opportunity comes along.

That is the community
I want Real Producers
to continue building.

So, who is she?

She’s still building. Still
learning. Still connecting
people. Still dreaming bigger.
And one year in, I feel like
we’re only getting started.

If we haven’t met yet, come
find me at the next event and
introduce yourself.

I probably know someone
you need to know.

Taylor Labno
Publisher, Emerald Coast
Real Producers

CLOSE FASTER! | Cutw!

| promise | won't put
youon hold... long.
Maybe.
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Hi, My name is j’fm,ﬂ,u M‘f

aka BFF Best Financial Friend

REEFSIDE
ROOFING g

Iove helping clients make SMARTER financial
decision when it comes to Real Estate.

mortgage products
creating more
opportunities for a :
pathway to T
homeownership.

¢ TwPat/ﬂtCloﬁmy

THE ROOFING PARTNER REALTORS TRUST FOR FAST
INSPECTIONS AND CLEAN CLOSINGS.

975L10L# STAN

Call today for a next day inspection. ge repair, roof
www.reefsideroof.com | (850) 803-6425 tions for closing.

72{,«17"/9@ 9/17,, 704/5 meacalll 504-2321947 . wwwiclosewithcalvo.com [ £]G)]

BOOST YOUR LISTINGS WITH
EXPERT REMODELING

Kitchen & Bath Renovations - Interior & Exterior Upgrades
Quick Turnaround Time = Quality Craftsmanship

Supervising Manager
SARA@BRISTLESANDBROOMSTICKS.COM
850-598-7500

Partner with Destin Remodeling to elevate every
property- call us today!

205-532-8953

Coastal Sunrises
Vacations

Professional
Cleaning

' Residential Cleaning
£ Airbnb Cleaning

{J Commercial Cleaning f
&) Post - Construction Cleaning
&7 Move in / Move Out Cleaning
{2 Standard / Recurring Cleaning

www.jvcleaningserviceslic.com | (448) 218-9446
@ oVierasevilla @@jvcleaning2 (G)@Viera_sevilla

- Panama City - Panama City Beach - Rosemary Beach - Santa Rosa - Miramar Beach

BUYIN _;sur;c&ss _ﬁ < il
FIGHTING HUMAN ﬁAFFICKING

WORLDWIDE

n2gives.com

JEMNY MACDONALD \W'
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EXPERT ARTICLE

THE

ACTUALLY

with a lot of top producers

over the years, and most
of them would tell you, if you
asked directly, that building
other leaders isn’t really their
job. They didn’t get into this
business to run a training

I ’ve sat across the table
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UIL

program. They got into it to
close deals, and that instinct
isn’t wrong. But something
happens to a producer,
whether they mean it to or
not, and it has nothing to do
with whether they ever set
out to teach anyone.

- YOU'RE

ING

You’re Being Copied
Whether You Mean To Be
Legacy doesn’t usually start
with a lesson. It starts with
somebody watching. The
way you handle a negotiation
that’s about to fall apart, the
way you talk to a customer

who’s scared they made

the wrong call, whether

you follow through on the
small things when nobody’s
checking, all of it gets noticed
by the people working near
you. Nobody sits anyone
down and explains any of it.
It’s the only version of the job
they’ve ever seen up close,
and it becomes the version
they think is normal.

Somewhere in your market
right now, an agent runs
their business a certain way,
closes a certain way, and
handles a hard customer
conversation a certain way
because they spent enough
time near how you do it,
and it became their default
too. You may not even

know which agent it is. That
doesn’t make it less real. I've
watched this happen with
people who never once asked
me for advice. They just
spent enough time near how
I operate, and at some point
their own standard shifted
without either of us naming
it. It works more like gravity
than like a training program.

What People

Actually Pick Up

The things that get copied
are rarely the things

you’d choose to teach if
someone asked you to build
a curriculum. It’'s smaller
than that: whether you
show up early to a closing
that’s going to be difficult,
whether you tell a customer
the honest answer instead
of the comfortable one,
whether the standard you
hold on a slow Tuesday
matches the one you hold
when everyone’s watching.
Those are the details that
get absorbed, and they’re
the details nobody puts in
a training manual because

they don’t look like a lesson
while they’re happening.

The Moment They See It
I've had peers, co-leading
organizations alongside me,
who looked at how things
were running and figured
that’s just how it works,
because that’s how it had
always worked. I'd tell them
there was a bigger way to see
it, and for a while that didn’t
land. Then, without any
further conversation about
it, some of them came back
months later and said some
version of the same thing:

I didn’t see what you were
talking about before. I see it
now. I'm leading differently
because of it.

Nothing about that moment
involved a lesson plan. It
happened because they were

close enough, long enough,
to watch a different standard
operate and eventually
recognize it as better than
the one they’d been running
on. Proximity, held long
enough, does more than
instruction ever does.

What’s Still Standing
When the Title Isn’t

I've spent time in rooms
where the title on the door
mattered enormously

right up until the moment

it didn’t: elected roles,
appointed roles, leadership
positions people spent

years earning. The name on
the plaque fades fast once
someone else is sitting in the
chair. What's still standing
after 'm no longer the one in
the room is whoever picked
up the standard I held and
kept holding it themselves,

LB ] __

whether or not either of us
ever called it a lesson.

That’s the real tally, and

it’s not one you fill in on
purpose. Being worth
copying is the legacy.
Somebody is already
deciding, right now, whether
the way you handle a hard

week is the way they want to
handle their own. You don’t
get a vote in who’s watching
or when, only in what they
see when they do.

Download The Legacy
Tally and find out who’s
already been watching.

BY TIM WEISHEYER
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HOPE HOUSE

A SAFE PLACE. A NEW BEGINNING.

For a young person whose life has suddenly become
uncertain, sometimes the first thing they need is simply
somewhere safe to land.

In Crestview, Hope House provides exactly that.

The youth crisis shelter serves boys and girls between the ages
of 10 and 17 and is the only shelter in the area that community
youth can access when they or their families are in crisis.

Some arrive experiencing homelessness. Others are struggling
with school, involvement with the juvenile justice system, or
challenges at home. Sometimes a family has simply reached a
point where everyone needs a break, immediate intervention,
and someone to help them figure out what comes next.

“We work to figure out what is going on with the family, what
the real issues are, try to get them stabilized, get some aftercare
services put in place, and then get them back home to their
community, in their homes, in their schools,” says Jamilyn
Newton, regional director and licensed clinical social worker
14 - October 2026

with Lutheran Services Florida. “Hopefully on a better path
than when they started out with us.”

Hope House is operated by Lutheran Services Florida, one of
the largest human services nonprofits in the state. For more
than 40 years, LSF has worked with some of Florida’s most
vulnerable children, individuals, and families, today reaching
approximately one in every 50 Floridians.

The organization traces its beginnings to the Cuban refugee
crisis, when Lutheran churches throughout Florida were
individually working to meet needs within their communities.
Eventually, they came together, pooling their resources and
efforts. From there, LSF grew into an organization whose
services now include mental health and substance abuse
programs, foster care, case management, adult advocacy, Head
Start, and residential services for children and youth.

“We really do serve the most vulnerable people in our
communities,” says Kevin Stamper of Lutheran Services
Florida. “Our CEO says all the time, ‘If not us, then who?””

“ We work to A€ ¢ ka what

is going on Witlf the family, what

the real issues are, try to get them
stabilized, get some aftercare services
put in place, and then get them

back home to their community,

in their homes, in their schools.”

— Jamilyn Newton

In the Panhandle, that mission includes Hope House in
Crestview, Curry House in Pensacola and Head Start services
in Okaloosa County. Through Head Start, LSF helps under-
resourced children enter kindergarten prepared to learn while
providing additional support to their families.

At Hope House, the work begins with whatever a child needs
when they walk through the door.

The shelter has eight beds and provides around-the-clock
care in an environment designed to bring safety and stability
back into a young person’s life. While there, youth receive
counseling twice a week, along with psychoeducation and
social skills groups five days a week. They continue attending
their regular schools and return to Hope House afterward.

Most stays are short, generally less than 35 days. Jamilyn says
the program has seen an increase in children whose families
are experiencing homelessness, which can sometimes require a
longer stay while parents work toward securing stable housing.

For most, however, Hope House is about four weeks of support
during a much bigger story.

The team works with the child and family to understand what
brought them there, address those issues, and put aftercare
services in place. Whenever it is safe and appropriate, the goal
is to reunite the family and send the child home with more
support than they had when they arrived.

Kevin says the program has a family reunification success rate
above 90 percent.

Behind those numbers are kids who have sometimes
experienced more than most adults could imagine.

“Most of the kids we deal with, they’re really good kids,” Kevin
says. “They just come from really bad environments.”

They are still kids who go to school, have interests and talents,
and are trying to figure out who they want to become. Hope
House gives them a place to feel safe while the adults around
them work toward making home safe and stable again.

For Jamilyn, that work is especially personal.

Twenty-five years ago, she was a 15-year-old in this same
community going through a difficult time with her own family.

LSF was there for her.
She received the organization’s free community counseling, a

service still available today to children and teens ages 6 to 17 at
no cost to families and without the need for insurance.

What began as help during a difficult time ultimately changed
the direction of Jamilyn’s life.



“LSF really helped me at a time that was very challenging for
myself and my family,” she says. “It introduced me to social
work, and it introduced me to the helping field and really
shaped the next 25 years of my life.”

Today, she is the regional director and a licensed clinical social
worker for the organization that once helped her.

Now she gets to do for another generation what someone once
did for her.

“I can speak personally to the impact that it’s had,” Jamilyn
says. “It’s an honor to get to work at LSF and give back to a
program and an organization that literally shaped my entire
life.”

Last year alone, Hope House and its sister shelter, Curry House
in Pensacola, served more than 250 children.

And while the work happens inside the shelters, LSF wants
those children to feel the support of the community outside of
them, too.

Community members can help through unrestricted donations
and gift cards, which allow staff to respond to needs as they
arise. Sometimes that means purchasing a backpack for a child
who needs one. Other times it may mean clothing, personal
care items, or something no one knew the child would need
until they arrived.

Hope House also welcomes volunteers willing to share their
time and experiences. Community members have visited to
teach yoga, knitting, and other skills, talk about their careers or
simply help staff take the kids to a movie or weekend activity.

Those moments may seem small, but they give young people
opportunities to experience something new, meet people from
their community, and begin imagining what their own futures
might look like.

Because the circumstances that bring a child to Hope House are
only one part of their story.

“Their past is not their future,” Kevin says.
For Jamilyn, there may be no better proof of that.

Twenty-five years ago, she was the 15-year-old receiving help
from LSF during a difficult chapter in her own life. Today, she
is helping make sure another child has that same opportunity
to find their way forward.

That is what Hope House offers every day. Not a permanent
home, but a safe one when it is needed most. Not an answer to
every problem, but time, support, and people willing to help a
family begin finding those answers.

16 - October 2026

Their past is not% &(}7 Mj] e

— Kevin Stamper

And sometimes, four weeks of safety and someone believing
there is more ahead can change far more than four weeks of a
child’s life.

Special thanks to our partner, Mallory Fotiades with
CrossCountry Mortgage, for connecting us with Hope House
and helping us share their story.

HOW YOU CAN HELP

Support Hope House through donations,
essential supplies, or by volunteering
your time.

To learn more and get involved, visit
LSFnet.org or scan the QR code helow.

RECOGNITION
THAT SPEAKS
BEFORE YOU DO e

Real Producers badges aren’t given. They're earned.
They represent the elite agents in each market who
excel in performance, professionalism, and impact.

That's why top agents proudly display their badge
across every touchpoint, from digital to print and
everything in between.

* Email signatures * Social profiles
* Business cards + Office signage
Websites * Vehicle decals
* Listing presentations

If you've earned a Top Producer badge, make sure it's seen.
Better yet, make it impossible to ignore.



AGENT FEATURE

JACQUELINE LUCILLE

BUILDING A LEGACY THROUGH

When Lisa Jackson
entered real estate in
2020, she wasn’t chasing
a lifelong dream.

She was searching for something better.

After spending more than a decade
working in a call center for DIRECTV
and AT&T, Lisa had reached a point
where she knew she wanted more
control over her future. Years of
changing leadership, denied vacation
requests, and answering to someone else
had left her ready for a new chapter.
Then COVID changed everything. While
recovering from surgery, working from
home, and homeschooling her son, she
began noticing that real estate seemed to
be everywhere she looked.

“I kept seeing real estate everywhere,”
Lisa recalls. “I finally thought, maybe
this is my sign.”

She decided to trust that instinct.

While balancing work and family,

Lisa enrolled in real estate classes

and earned her license. It wasn’t an
easy transition. She initially continued
working her full-time job while building
her business on evenings and weekends,
determined to create a career that
offered both independence and long-
term opportunity.

Her first year looked different than
she expected.

Licensed late in the year, Lisa didn’t
close her first transactions until the
following spring. Many of those early
opportunities came through referrals
she earned by putting herself out in

the community, attending networking
events, and building relationships
through her brokerage.

As business began to grow, Lisa made
the decision to leave her full-time

job and pursue real estate full-time.
That’s when she discovered one of the
profession’s biggest surprises.

“I realized real estate is really about
people,” she says.

For someone who describes herself as
naturally introverted, stepping into a
relationship-driven career required
growth. But instead of allowing that
challenge to hold her back, Lisa leaned
into it. The more families she helped buy
and sell homes, the more she realized
how meaningful the work could be.

Helping clients achieve one of the
biggest milestones of their lives gave
her confidence that she had found the
career she was meant to pursue.

Today, Lisa is an agent with Sage Counsel
Realty, where relationships remain at the
center of everything she does.

She believes staying connected with
clients long after closing day is one of the
most important investments an agent
can make. Through regular check-ins and
thoughtful communication, she continues
building relationships that often lead to
repeat business and referrals.

“It’s about staying in touch because life
happens,” Lisa says. “Those relationships

are what keep your business growing.”

She also believes the most successful
agents share one common trait. They

(15

— LISA JACKSON

become trusted members of their
communities by leading with genuine
care rather than focusing solely on
transactions.

“I think you have to come from a place
of value,” she says. “When you’re doing
it from your heart, people notice.”

That philosophy extends beyond helping
buyers and sellers.

Together, Lisa and her husband

have built their own real estate
investment portfolio, purchasing
homes, renovating them, and creating
rental properties that generate long-
term wealth. They currently own

four investment properties and

plan to continue expanding their
portfolio in the years ahead.
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For Lisa, investing was one of the
original reasons she became interested
in real estate. Today, it has become
another way to create opportunities
not only for herself but for future
generations of her family.

Family has always
been the driving
force behind
everything she does.

Lisa and her husband
have been together
for more than two
decades and have
built a large blended
family with seven children and several
grandchildren. Their youngest son has
already learned the value of hard work
by helping his father with the family’s
lawn service business, saving thousands
of dollars through his own efforts.

Watching their children develop strong
work ethics and financial responsibility
has become one of Lisa’s greatest
sources of pride.

“We think about our kids and grandkids
in everything we do,” she says. “We’re
building something that will last
beyond us.”
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LISA JACKSON

Originally from Mississippi, Lisa and
her husband relocated to Florida nearly
seventeen years ago in search of greater
opportunities. Today, they proudly

call the Emerald Coast home while
frequently returning to Mississippi

to visit family and enjoy time at their
Airbnb property.

Looking back, Lisa can clearly see how
every unexpected turn led her exactly
where she was meant to be.

What began as a search for more
freedom has grown into a career
built on service, meaningful
relationships, and the opportunity
to help others achieve their dreams
of homeownership while creating a
legacy for her own family.

For Lisa Jackson, success isn’t measured
only by transactions.

It’s measured by the lives she’s helping
build, including her own. ¥
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PARTNER SPOTLIGHT

THE HUMAN
SIDE OF
HOME LOANS

He built it because he believed the home

OF MORTGAGE APEX financing experience could feel more

personal.

Ibert Sousa didn’t build
Mortgage Apex because
he wanted to own a
mortgage company.

Long before founding Mortgage Apex,
Albert had an entrepreneurial spirit.
Inspired by the book Rich Dad Poor Dad,
he decided college wasn’t the right path
for him and spent five years building
and operating his own vending machine
business. Along the way, he developed

a passion for real estate investing and
realized he wanted a career that would
allow him to understand the industry
from the inside out.

That opportunity came from an
unexpected source.

66

“My father-in-law had been in the ve builc our
mortgage business for years,” business on trust. If
Albert recalls. “He saw something you communicate well,
in me and told me he thought I'd do what you say
do really well in the industry.” you’re going to do,
:md gCllUillCl.\’ care ¢ bout
After giving the idea serious people’ everything else
thought, Albert packed his bags and takes care ofitself”
moved to Charlotte, North Carolina, — Albert Sousa

where he joined a national mortgage
company in 2017. Ironically, he entered

the business just as interest rates began transactions. Today, genuinely care about people, everything
climbing after years of historic lows. Albert leads a growing team that has else takes care of itself.”

earned a reputation for making the
“Ilearned the business in a rising- lending process approachable, responsive, That philosophy is reflected in one of
rate environment,” he says. “Looking and built around genuine relationships. Mortgage Apex’s core values:
back, I'm grateful for it because
it taught me how to adapt and For Albert, mortgages have Answering the phone is not a choice.
truly understand the market.” never simply been about interest

rates and loan products. It may sound simple, but Albert believes
Four years later, Albert took another leap. consistent communication is one of the

They’re about people. greatest ways to serve both clients and
In January 2021, he launched Mortgage Realtors. Even when there isn’t new
Apex in downtown Fort Walton Beach “We’ve built our business on trust,” information to share, he believes people
with one simple goal: to create a mortgage he says. “If you communicate well, do deserve to know someone is actively
company that puts relationships ahead of what you say you’re going to do, and working on their behalf.
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“Sometimes there’s no update,” he
says. “But that doesn’t mean you stop
communicating. Buying a home is
stressful enough. We want our clients
and agent partners to know we’re
always here.”

As a mortgage brokerage, Mortgage Apex
offers clients a significant advantage.
24 - October 2026

Our job is
to be our clients’
advocate. e compare
options, educate our
clients, and hclp them
make the best decision
for their situation.”

— Albert Sousa

L

Rather than being limited to a single
lender’s products, Albert and his team
shop multiple wholesale lenders to
find competitive rates and financing
solutions tailored to each buyer’s
unique goals. Whether they’re helping
first-time homebuyers, seasoned
investors, or growing families, the
objective remains the same: educate

clients, advocate for them, and guide
them toward the best solution.

“Our job is to be our clients’ advocate,”
Albert explains. “We compare options,
educate our clients, and help them make
the best decision for their situation.”

That white-glove approach has resulted
in countless repeat clients, many of
whom return years later when they’re
ready to purchase another home or
investment property. It has also helped
Mortgage Apex become a trusted
resource for Realtors who know their
clients will receive the same level of
care and communication they strive to
provide themselves.

While Mortgage Apex takes lending
seriously, Albert believes the experience
doesn’t have to feel intimidating.

Walk into the office, and you’ll
immediately notice it isn’t your

typical mortgage company. Albert is
usually wearing a T-shirt and a pair of
Nikes instead of a suit, and the open,
tech-inspired office features a racing
simulator that often becomes the center
of conversation.

The atmosphere is intentional.

Mortgage Apex was designed to be a
place where clients feel comfortable

B /)

asking questions, Realtors enjoy
stopping by, and relationships
naturally develop. It’s also home to the
company’s monthly Pints & Properties
networking event, which brings
together local professionals to connect,
collaborate, and continue learning
from one another.

“We’re always asking ourselves how we
can add value beyond the transaction,”
Albert says.

Whether serving on the local Chamber

of Commerce board, participating in the
Young Professionals Network, or hosting
events that strengthen the local real estate
community, Albert believes business is
ultimately about investing in people.

Outside the office, his greatest
accomplishment has nothing to do

with mortgages.

It’s family.

Albert and his wife are raising
their young son, Albie, and
becoming a father has completely
changed his perspective.

“Ilove getting home, reading him
bedtime stories, and just being present,”
he says. “Those are the moments that
matter most.”

Music also continues to play an
important role in his life. Albert and
his wife first connected through

their shared love of music, and today
he enjoys picking up his guitar and
introducing his son to songs that have
become part of their family’s story.

Another lifelong passion is cars.
Whether he’s working on his
classic Mini Cooper, competing in
endurance kart races, or taking a
few laps on the racing simulator
in the office, Albert appreciates
the focus that racing demands.

Fun Fact

Albert is a self-proclaimed
fan of classic ‘80s and ‘90s

movies. From The Breakfast
Club and The Terminator to
The Usual Suspects, he loves
the storytelling and nostalgia
of that era of film. If you ask
for a movie recommendation,
chances are it’ll be a classic.

“When you’re racing,” he
says with a smile, “you’re not
thinking about mortgages. You're
completely in the moment.”

Looking back, Albert realizes every step
of his journey—from running a vending
machine business to learning the
mortgage industry during a challenging
market—prepared him to build the
company he leads today.

Mortgage Apex isn’t defined simply by
competitive rates or loan programs.

It’s defined by accessibility, authenticity,
and relationships that continue long
after closing day.

For Albert, that’s exactly the company he
set out to build.
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PHOTOS BY JACQUELINE LUCILLE

ome people enter real estate

knowing exactly what kind of

agent they want to become.

Stefanie Fair found her place by
being willing to tuke on the things other
people might walk away from.

A Realtor with Endless Horizons Realty, Inc.,
Stefanie is still relatively new to the sales side
of the industry, but she has already carved
out a niche that feels distinctly her own.
Instead of trying to compete for traditional
listings in a market filled with experienced
agents, she started digging into abandoned
properties, complicated ownership situations,
probate cases, and off-market opportunities.

“I truly, at the beginning of this year, just
thought I was going to be the abandoned lot
girl,” she laughs. “I found a little spot for me
where not a lot of other Realtors are.”

That little spot has quickly turned into
something much bigger.

Stefanie’s introduction to real estate came through

her longtime friend and broker, Amber, whom
she has known for about 15 years. A few years

ago, Stefanie reached out and
asked Amber to keep her in mind
if an opportunity ever opened

at the office. Eventually, Amber
offered her a position in property
management. Within about three
months, Stefanie earned her real
estate license, although property
management remained her
primary focus at first.

Then came the property that
changed everything.

Stefanie had become interested
in tax deed sales when she
discovered a deteriorating
property in Niceville with an
ownership situation complicated
enough to intimidate almost
anyone. Seven people were listed
on the deed. Six had passed
away. The estates had never gone
through probate, and ultimately 11
heirs living across multiple states
had an interest in the property.

Stefanie had never handled
anything like it.

So she said yes.

She called attorneys, title
professionals, and anyone else she
thought might be able to point her
in the right direction. She found a
title agency willing to take on the
case and a probate attorney who
could help move it forward. For
roughly eight months, she worked
through the details, helping get the
heirs through probate, reach an
agreement, and ultimately move
the property toward closing.

By the end of it, Stefanie
hadn’t simply completed an
incredibly difficult deal. She
had discovered a side of real
estate that fascinated her.

| TELL MY
DAUGHTER ALL
THE TIME,

EVERYTHING IS
FIGURE-OUT-ABLE.
— STEFANIE FAIR

She began searching for
abandoned homes and vacant
lots, researching ownership
records and tracking down
family members. The work
introduced her to investors,
developers, and other
professionals throughout

the area. She reached out to
people she didn’t know, asked
questions, and slowly built

a network around a part of
the industry where she felt
completely in her element.

That persistence has paid off.
Stefanie is now working with
a trust portfolio that began
with more than 50 properties,




along with vacant land and
other off-market opportunities.
Recently, she helped facilitate a
$1.5 million cash sale involving
17 condos in Niceville. The
transaction went from contract
to closing in just 11 days, with
Stefanie coordinating both sides
while also helping transition
the property management
offices. In the final hours before
the 8 a.m. closing, she was still
collecting tenant signatures
and information to make sure
everything was in place.

Perhaps most impressive is that
Stefanie has built this momentum
without ever pretending she has
every answer.

“I think most importantly, it’s

best to be honest and work in
transparency,” she says. “It’s okay
to say, T am not sure. Let me reach
out, and I can get back to you.”

“Inever want to be the smartest
person in the room,” she adds.
“Any traction I've gained this
year is because I've been
fortunate enough to meet
people who were willing to
teach me, answer my questions,
and connect me with the next
person or resource I needed.”

For Stefanie, being a great agent
isn’t necessarily about knowing
everything. It’s about being
persistent enough to find the
answer and resourceful enough

28 - October 2026

to find the right people when
you need help.

It’s a philosophy she hopes to pass
along to her daughter.

A single mom to a 12-year-old
daughter who plays soccer year-
round, Stefanie spends much of
her life outside of work traveling
to practices and games, often
fielding real estate calls from the
car or sidelines. Her daughter has
also had a front-row seat to her
mom leaving the predictability
of a traditional job and building
something entirely new.

“I tell my daughter all the time,
everything is figure-out-able,”
Stefanie says. “You don’t have to
have all the answers before you
start. You just have to be willing to
learn, ask questions, and figure it
out along the way.”

There is also a deeply personal
reason probate work resonates
with her. Stefanie lost her
mother in 2022 and inherited
her home with her brother. At
the time, deeds, property taxes,
and probate were completely
unfamiliar territory. Experiencing
that uncertainty herself gave
Stefanie an understanding

of how overwhelming the

ANY TRACTION I'VE
GAINED THIS YEAR

|S BECAUSE I'VE
MET PEOPLE
WILLING TO

TEACH ME, ANSWER

MY QUESTIONS,
AND CONNECT ME
WITH THE RIGHT
RESOURCES.
— STEFANIE FAR

process can be for families
already navigating a loss.

Today, she gets to be the person
she once needed.

It’s an unexpected full-circle
moment in a career Stefanie
never could have mapped
out when she first walked
into the real estate office.

She may have started out
thinking she’d simply be the
“abandoned lot girl,” but
somewhere between tracking
down heirs, making phone calls,
asking questions, and refusing
to give up on complicated deals,
Stefanie found exactly where
she belongs.

And she’s proving something
she has been teaching her
daughter all along.

You don’t have to know every
answer before you begin.

You just have to be willing to
figure it out.
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Info@theclosingagencyec.com
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AGENT WITH HEART

Pavid @M; Costa

Creating Spaces, Strengthening Coriis unity §

P

PHOTOS BY LILY O’MALLEY

or David and M]J
F Costa, bringing people

together has always
been a big part of their lives.

Whether it’s entertaining
friends and family, supporting
local organizations, or
creating a place where
professionals can work and
connect, community seems

to find its way into nearly

everything they do.

Their newest venture, Costa
Union Club, brings all of
those pieces together. But the
story behind it really starts
with MJ.

About 10 years ago, MJ began
working at Café Liquid, a
local coffee shop where she
eventually became manager.
In 2020, she took a leap and
purchased the business
herself, transforming it into
MJ’s Place.

After David and MJ married,
they purchased the building
from the landlord and
started thinking about what
else they could do with the
space. That vision eventually
became Costa Union Club,

a combination coffee

house, coworking space,
podcast and content studio,
event venue, and private
membership club.

For MJ, it was a natural
progression from
something she had already
spent years building.

Today, the coffee shop and
outdoor areas are open to
the public,

while

For us, it’s about

building something

successful while finding
ways to bring other
people along wich us

— David & M] Costa

the
upstairs
and event
areas are
reserved
for members.
Outside, a
large LED screen
creates a place to
gather for football games,
movies and other events.
Members can use the
upstairs for coworking,
meetings, podcasts, video
content, or simply as a
place to connect with
other local professionals.

Several real estate
professionals have
already joined.

David compares the overall
feel to a private social club
rather than a traditional
coworking space. The idea
is to give people somewhere

they can get work done
while also creating the
kind of environment
where relationships
happen naturally.

That focus on community is
also something David and M]
have carried into other areas
of their lives.

David grew up around

the McDonald’s franchise
business. His father was in
the Air Force before taking
an early retirement and
becoming a McDonald’s
franchisee in the 1990s.
David was a teenager at the
time and eventually joined
his father in the business
after earning his degree.

Over the years, the family
continued to grow the
business, with most of their
restaurants now located in

Emerald Coast Real Producers - 33



[ERERTEFTErT M TR

Panama City and additional
locations in the Navarre area.

Giving back has become
an important part of that
business through Costa Cares.

The family has supported the
Children’s Advocacy Center,
Guardian ad Litem programs,
local high schools, churches,
and other organizations
throughout the area.

One of their biggest
commitments is to Ronald
McDonald House Charities.
David and his family help
lead the annual Wine

& Fries fundraiser and
support several other
events for the organization
throughout the year.

Although the Ronald
McDonald House is based
in Pensacola, many of the
families who use it come
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from Okaloosa and Walton
counties. The organization
provides a place for
families to stay when they
have a child receiving
medical treatment away
from home, sometimes

for months at a time.

Knowing that many of
those families come from
their own surrounding
communities has made
the organization especially
meaningful to the Costas.

As Costa Union Club grows,
David and MJ hope to
continue that commitment to
giving back there as well.

The club only recently
opened, so they are still
figuring out exactly what
that will look like. One idea
is to make the event space
available to local charities
at a more affordable

It’s more than a place to

work. It’s a place

L0 connect, build
relationships, and be part

of a community.”

— David & M]J Costa

cost, giving organizations
another option when
hosting fundraisers and
community events.

“We want to make it a place
where charities are able to
host some of their events,”
David says.

As they move into the
holiday season and the
club becomes more
established, they plan

to look for additional
ways to partner with
organizations in the area.

Outside of work, David and
MJ stay busy with their
family. Together, they have
six children. Two have
graduated, while four are
still living at home.

They love traveling, boating,
and spending time near the
water. Because they live in

a smaller community, they
especially enjoy traveling to
bigger cities and discovering
new places. They also love
entertaining and frequently
have friends and family
over, something they can
now do at home or at Costa
Union Club.

In a lot of ways, Costa Union
Club is simply an extension
of how David and M] already
live their lives.

M] took a coffee shop she had
spent years helping build
and saw the potential for
something more. Together,
she and David created a
space that gives people a
reason to gather, work,
celebrate, and connect.

And as the club continues
to grow, they hope it can
also become another way to
support the community that
has supported them.

For David and M]J, that’s
what matters most: building
something successful while
finding ways to bring other
people along with them.
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Full Heart Rentals

A Property Management Company With Heart
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FORGING HIS
OWN PATH

For Josh LeGare, real estate has never been about
simply helping someone buy or sell a home.

It’s about creating opportunities.

Every transaction is a chance to build
equity, create financial freedom, and lay
the foundation for generational wealth.
It’s a philosophy that shapes every client
relationship and one that’s rooted not
only in his experience as a top-producing
Realtor, but as an investor himself.

Today, Josh is an agent with eXp Realty,
the founder of Ronin Stays, and an
active real estate investor managing
twenty-three short-term rental
properties while continuing to grow his
own portfolio. His firsthand experience
allows him to guide clients beyond the
transaction, helping them see real estate
as one of the most powerful wealth-
building tools available.

That philosophy didn’t
develop overnight.

It was shaped by the
experiences that came
long before real estate
entered the picture.

Josh grew up in

Maryland after being

born into a military

family. Looking for

direction and purpose,

he commissioned in the

U.S. Army, where he spent eleven years
serving as an Infantry Officer, three-
time Rifle Company Commander, and
Ranger Instructor. Josh was an Airborne
Ranger and Senior-rated Jumpmaster.
His career deployed him throughout the

European theater and the DMZ in South
Korea, totaling six years spent overseas
along with various assignments stateside.

“I tell people the best decision I ever made
was joining the military,” Josh says. “The
second-best decision was getting out.”

The military taught Josh discipline,
resilience, leadership, and how to
perform under pressure. Those same
qualities now shape the way he
approaches his business and the clients
who trust him with one of the biggest
financial decisions of their lives.

After years of deployments, Josh knew
he wanted something different. He
wanted to be more present for his
daughter while creating long-term
financial security for their future.

“Everything I’'ve built has really been for
her,” he says.

That desire ultimately led him to
real estate.

While still serving in the military, Josh
became fascinated by investing.
He immersed himself in books,
podcasts, and personal finance
before purchasing his first
investment property in
2021. After transforming
it into a successful short-
term rental, he quickly
realized he had
found something
much bigger than
a side investment.
He found that
real estate was the
best vehicle to gain
the financial freedom
to spend more time with
his daughter.

Today, Josh owns multiple investment

properties, manages twenty-three
vacation rentals through Ronin
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Stays, and continues expanding his own
portfolio while helping clients build theirs.

That experience gives him an advantage
few agents can offer.

Josh doesn’t simply understand contracts;
he understands ownership. Having
personally navigated everything from
short-term rentals and long-term rentals
to renovations, refinancing, appreciation,
equity, and cash flow, he approaches
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Buying a home
isn’t just buying
a house. It can

COMPLETELY
CHANGE YOUR
FINANCIAL
FUTURE.”

— Josh LeGare

every transaction through the eyes of
both an investor and a Realtor.

“I want my clients to understand the

opportunity they’re creating,” he says.

“Buying a home isn’t just buying a
house. It can completely change your
financial future.”

That mindset quickly separated him
from the competition.

Josh launched his real estate career
with Coldwell Banker in 2021, where

he earned Rookie of the Office, Rookie
of the State, and ultimately Rookie of
the Nation honors before becoming the
number-one-producing agent in his
office for two consecutive years. After
joining eXp Realty, he has continued
that momentum by earning ICON Agent
status 3 years in a row.

While the awards are meaningful,
Josh believes success comes
down to consistency.

“I think success comes from
doing the things most people
aren’t willing to do,” he says.

Whether it’s making calls, meeting
new people, continually investing in
his education, or growing his own
investment portfolio, Josh believes
discipline and consistency will always
outperform talent alone.

For Josh, one of the most rewarding parts
of his business is serving fellow Veterans.

Having personally used VA loans
to purchase his own properties, he
understands both the tremendous value

of the benefit and the misconceptions
that often surround it. Rather than
simply helping Veterans purchase
homes, Josh enjoys educating them on
how homeownership can become the
foundation for long-term wealth.

“My bread and butter is helping
veterans,” he says. “I've been through
the process myself, so I understand it. If
buying makes sense for them, I always
encourage it because I know what it can
do over time.”

That same educational approach
extends to every client. Rather than
simply helping someone buy or sell a
home, Josh enjoys teaching people how
equity grows, why appreciation matters,
and how strategic real estate decisions
today can create opportunities for
decades to come.

Inspired by Japanese culture, Josh
named his investment company

Ronin Stays after the word Ronin—
someone who forges his own path. For
him, it represents entrepreneurship,
independence, personal responsibility,
and having the courage to build the life
you want instead of accepting the one
handed to you.

Outside of real estate, Josh enjoys CrossFit,
golfing, traveling, going to the gun range,
spending time with his daughter, and
bringing his French Bulldog, Odin, to

his closings. Having visited more than
twenty-five countries while stationed
overseas, he believes those experiences
have given him a broader perspective

and an even greater appreciation for
the opportunities available through
hard work and determination.

Whether he’s helping a first-time

buyer purchase a home, guiding an
investor toward their next opportunity,
or showing a fellow veteran how to
maximize the benefits they’ve earned
through service, Josh’s mission remains
the same.

To help people build wealth, create
freedom, and change their financial
future through real estate. ®

66

Success comes
from doing the
things most people

aren’t willing to do.
CONSISTENCY
WILL ALWAYS
OUTPERFORM

TALENT ALONE.”

— Josh LeGare

Emerald Coast Real Producers - 39



¥ Holiday buyers are shopping now.

REALTORS
@ LOAN OPTIONS CHOOSE US FOR:

& VA« FHA - Conventional | & Quick Pre Approvals
@ First Time Buyers @ Clear Communication

& Down Payment Help @ Fast Closings

- FINISH 2026 STRONG <

Your Beacon Towards Success
in a Hard Insurance Market

€ H[]NIE )BUSINESS FL[][]D

SECURING THE RIGHT COVERAGE AT THE RIGHT PRICE

E
Qyé;gm (%p tmaty

LICENSED INSURANCE AGENT | FL: W122581
850-979-5225 | Info@Defenderinsurance.Rocks | www.Defenderlnsurance.Rocks

l HELPING YOU DEFEND WHAT MATTERS MOST

40 - October 2026

TITLE COMPANY §  fnchor
Jfor LIFE Co.

: .

Jessica E. Bennett Kathleen M. Headley
Owner | Title Agent Owner | Title Agent

jessica@anchortitle.co Katie@anchortitle.co

() (888) 552-7636 () (2N CoveBhd.

% N2 COMPANY.

T CE

The N2 Company was named to Inc.’s
Best in Business list for Social Good —
the authoritative list of companies that
make a meaningful impact beyond profit.

Here's the part we're most proud of:
The magazine you're reading is part
of that impact.

Read how THIS magazine is part of something bigger.
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At TruNorth Pest Control, we believe protecting your home means more than eliminating pests—it means earning your trust.

Our technicians combine decades of experience, industry-leading products, and exceptional customer service to protect the
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