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L shopseasidefurniture.com

Main Showroom

& Mattress Gallery

10356 SC Hwy 90
Little River

843-280-7632

Coastal Home Decor,
Gifts & More Store

N 527 Hwy 17 N.
th) North Myrtle Beach

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

Mattress Gallery Top Brands
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Preferred Pariners

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

APPRAISAL SERVICES
For What It’s Worth
Michael Sichitano

(843) 808-1533

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

ATTORNEY

Joye, Nappier, Risher,
& Hardin, LLC

Wendy Hardin

(843) 357-6454
www.inletlaw.com

BOATING

Freedom Boat Club

Chris Speckman

(843) 732-3777
www.freedomboatclub.com

BUILDER
Chesapeake Homes
(757) 448-3742
cheshomes.com

CRM

Bonzo

(614) 357-2367
getbonzo.com

FURNITURE

Sea Side Furniture
Gallery & Accents

Julie Almeida

(843) 280-7632
shopseasidefurniture.com
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HOME BUILDER
D.R. Horton

(843) 655-0347
www.drhorton.com

HOME INSPECTION

Island Inspections, LLC

Matt Smoak

(843) 817-8810
www.islandinspectionslic.com

Rivertown Property Inspections
Justin Ferraro

(843) 360-4354

1203 48th Ave N

Suite 111

Myrtle Beach, SC 29577
www.rivertowninspects.com

Sloan Home Inspections
(843) 209-4792
sloanhomeinspections.com/

Top to Bottom Home Inspection
John Pate

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

HOME WARRANTY

Old Republic Home Protections
Stephanie Midgett

(910) 382-8048

INSURANCE

Coastal Insurance Group
Sarah Sichitano

(843) 808-0291

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

IRRIGATION

Conserva Irrigation

(843) 979-7070
www.conservairrigation.com

MORTGAGE / LENDER
Legendary Mortgage

(843) 580-2490
legendarymortgage.com/home

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

The Mortgage Nerd Group

— Benchmark Mortgage

Sarah Ellis

(843) 839-4992
www.SarahEllisHomelLoans.com

MOVING & LIQUIDATION
Caring Transitions
Charlene Blanton

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

PHOTOGRAPHY

High Tide Content, LLC
Jeremy Kierez

(843) 885-3088
www.hightidecontent.com

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

ROOFING

Klaus Roofing

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

Leverage Roofing

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

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

SIGNS, BANNERS & PRINTING
Design the Sign

Olga Kazakova

(843) 808-9301
www.facebook.com/
designthesign/

YOUR GRAND STRAND REAL ESTATE MEDIA TEAM
EST 2018 | Licensed & Insured | Photo | Video | Drone | 3D | Creative

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




Meet
The

Team

Publisher/Owner

Jeremy Kierez
Photographer
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Bill Poulin Anita Jones
Publisher/Owner Writer

Dave Danielson Anna Price
Ad Strategist

Follow us on Facebook

and Instagram
B https://www.facebook.com/
ﬁ "g..,m" carolinacoastrealproducersmag
Els. R

O' E&iﬁ“'@ https://www.instagram.com/
carolinacoastrealproducersmag

Tyler Graham £
Photographer

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect

endorsed or recommended by N2. N2 is not responsible for the statements, opinions, or business practices of any authors, contributors,

a the views of The N2 Company d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not

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.

SLOAN HOME INSPECTIONS

Helping with a new construction build?
We’ve got you covered!

We provide pre-drywall, final, and 11th-month warranty inspections to ensure
your clients have complete peace of mind throughout the building process.

Don't ékip the home ihspection—
protect your investment at every stage.

Proudly serving North Carolina and South Carolina

(843) 209-4792 * SloanHomelnspections.com
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STAY COOL!

Your clients are
covered.

Old Republic Home
Warranty covers

the cost of adding Fi
refrigerant when r
completing an 2 ~
AJC repair.

Ceontoct me todaoy
for details!

Stephanie Midgett

Senior Account Executive

T: (980) 308-6510

C: (910} 382-B0O48
StephanieM@orhomewarranty.com
my.orhpcom/stephaniemidgett

anywhere on the STRAND'

Freedum-Boat Club Locations. ¢

q..

Southport, NC

— Ocean Isle Beach, NC
varhaurgate Marina, North Myrtle Beach

Grande Dunes Marina, Myrtle Beach

- J—Crﬂy Sister & Waca Wache Marina, Murrells Inlet

Members get unlimited access to our six locations, in addition to over 400+ locations worldwide.
FREEDOM BOAT CLUB HAS YOU COVERED with their 2 new locations

GRAND DUNES MARINA in Myrtle Beach & OCEAN ISLE BOAT HARBOR in Ocean Isle Beach

From Southport NC to Pawleys Island SC we now have 6 LOCATIONS so tell your clients
before they buy that expensive boat.
Your clients will love you forever if you can save them money and the hassle of ownership!

No maintenance--No cieaning-—No‘ storage
Unlimited access to boats- LOCALLY & NATIONALLY
They will have a blast, and you will have a client for life!
PARTNER WITH US TODAY AND GIVE YOUR CLIENTS ONE MORE REASON TO LOVE COASTAL LIVING

MURRELLS INLET OCEAN ISLE

NORTH MYRTLE BEACH  MYRTLE BEACH ; SOUTHPORT
e poirten @Crazy Sister Marina Ocean Isle Boat T o
Harbourgate Marina ‘Grand Dunes Marina & Wacca Wache Marina Harbor Morningstar Marina

FREEDOMBOATCLUB.COM | 843-732-3777



DON'T MISS THIS
EXCLUSIVE OFFER!

e 1 Double Sided,
. . - 18x24 Metal Sign
Client: Michael Sichitano

Size: 1/2 e 1 Metal Frame
Location: Standard

SIGN + FRAME
COMBO!

WIN A

GIFT CARD
e

be entered for a chance to win a $250 gift card.

oy
Take our quick survey (it's just 1 minute) and you'll 1%? T I:E =
= :.‘-'f.'sk!

NO PURCHASE NECESSARY. Open to legal residents of the U.S. (excluding Arizona, Florida, New York, and Rhode Island), age 18 or older. Void where prohibited. Entry period begins

9/1/25 and ends 12/31/26 at 11:59 PM ET. Limit one entry per person. One (1) winner will be randomly selected each month (on or about the first of each month) to receive a $250 gift RE AL PRODUCERS
ard. Ud(:; of wLnninn deplend on "56 tofal %ui?l;;r of entries refceiv(la‘d eulth moﬂlh. Winners will be 'noﬁ ied via emniI.IThe %Zéompuny, d/b/a REAL PRODUCERS I(cnllecti?lg, l"dNﬁ;), 5
reserves the right o cancel, suspend, or modify the promotion if technical or other issues prevent it from running as planned. By entering, participants agree to release and hol H

harmless from any claims arising out of participation. N2 is not responsible for fechnical errors or issues beyond its control. These rules are governed by the laws of Texas. ] 78 8 H Ig hwqy 5 O]

Myrtle Beach, SC 29577

843-808-9301 DesignTheSignMB@gmail.com
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FOR CHRIS SMALL, REAL
ESTATE WAS NEVER
JUST ABOUT HOUSES.
IT WAS ABOUT HOPE.

It was about becoming the kind of
person he once needed himself.

Born and raised in Little River,

South Carolina, Chris knows this
community beyond the surface. He
knows the people, the pace, the pride,
and the struggle. He grew up in a
single-parent household watching his
mother work tirelessly to provide for
their family — a season of life that
shaped the compassion and drive

he carries into his business today.

“My mother saw something in me
before I ever saw it in myself,” Chris
says. “Watching her struggle taught

me how important stability really is. It
taught me to care about people deeply.”

Before becoming a REALTOR®, Chris
worked as a financial analyst for a
timeshare company after spending
time as a loan officer helping families
secure small personal loans. Even
then, the common thread was clear:
he was drawn to helping people
navigate difficult seasons and create
opportunities for themselves.

But real estate was not part of the
original plan. In fact, Chris says one
of the defining moments of his life
came when his position unexpectedly
closed, forcing him to decide what
direction his future would take. “I
had a choice to either sink or swim,”
he says. “And I chose to swim.”

That moment pushed him toward
real estate, but the seeds had actually
been planted years earlier.

Chris and his wife, Nisha, spent
nearly two years trying to buy their
first home. They faced setbacks,

WRITTEN BY ANITA JONES
PHOTOGRAPHY BY
HIGH TIDE CONTENT
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denials, and uncertainty before
finally purchasing their home in

2018. Throughout that process, their
REALTOR®, Linda, never gave up on
them. “She took incredible care of us,”
Chris recalls. “At that point, I knew I
wanted to do that for other people.”

Carolina Coast Real Producers - 11



Getting started was not easy.Chris
attended real estate school through
Pinnacle but failed the exam the first
time. Then again. For two years, he
battled self-doubt, uncertainty, and
the fear that maybe he simply was
not good enough. But he refused to
quit. “I didn’t have a blueprint for
success,” he says. “I had to overcome
believing I wasn’t capable of becoming
something bigger.” His faith became
the anchor that carried him through.

“Trust in the Lord with all your
heart and lean not to your own
understanding,” he says, quoting
the scripture that became part of his
daily mindset during that season.

“I had to trust the process.”

After finally passing the exam, Chris went
to work for the same REALTOR® who
had once helped him buy his first home.
He later joined the Harrelson team,
where someone believed in his potential
before he fully believed in himself.

His first year in real estate, he closed
six transactions. By year two, he

hit $10 million in sales volume!
From the outside, it looked like

the dream was unfolding exactly

as planned. But success has a way

of exposing whether someone is
building from purpose or pressure.

In 2024, Chris saw his production
fall from $10 million to $6 million.
More importantly, he says he lost his
love for real estate. “I was successful,
but I realized I needed to reconnect
with why I started,” he says.

12 - September 2026
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REAL ESTATE CHANGED
MY LIFE. | WANT TO HELP
OTHER PEOPLE BELIEVE
THEY CAN DO IT TOO.”

That realization led him to Century 21
Broadhurst in 2025 — a move Chris
describes as pivotal both personally
and professionally. “There’s structure,
mentorship, accountability, and a
formula for success there,” he says. “I
wanted to grow the right way.” Today,
Chris is rebuilding with renewed vision
and clarity. His focus extends far beyond
production numbers. He is passionate
about building his personal brand,
“CallSmall,” growing his mentorship
platform, and helping others enter the
business with confidence and guidance.

“Real estate changed my life,” he
says. “I want to help other people
believe they can do it too.”

That heart for people is what clients
remember most. Chris says the most
rewarding moments in his business
are not the contracts or commissions
— it is watching someone realize
homeownership is actually possible
for them. “Seeing that moment when it
clicks for someone... that’s everything.”
And while many agents focus solely

on transactions, Chris wants his

legacy to be much bigger than sales.
“I'm not just here to sell homes,” he
says. “I'm here to change lives.”

Outside of business, family remains
the center of everything for Chris. He
and his wife, Nisha, celebrate 12 years

of marriage this year, and he credits
her as one of the biggest reasons he
pursued real estate so aggressively.
Together with his siblings — Keitheen,
Dyanna, Quinton, and Tyanna —
family time usually means bowling,
laughing, and “clowning on each
other,” as Chris puts it. “That’s our
love language,” he says with a smile.

Chris also remains deeply involved

in his church, Restoration Church,

as well as community service and
mentoring others through both formal
and informal opportunities. Whether
through his business, his faith, or

his mentorship efforts, the mission
stays the same: help people win.

When asked what he wants people
to remember most about him,
the answer comes quickly.

“As someone who created opportunities
for others and made a real difference.”

It is a mindset reflected in everything
he does — from first-time homebuyers
navigating uncertainty to aspiring
agents trying to find their footing

in the business. And perhaps that is
what truly defines Chris Small. Not

the sales volume. Not the production
awards. But the fact that he never
forgot what it felt like to need someone
to believe in him first. Today, he
strives to be that person for others.

Because to Chris Small, success is not
just about building a business. It is about
building people. And that is exactly
what #bettercallSmall stands for.

- i’z:?-éﬂ

w5

Ta

Protecting the rights and interests of our clients
through every step of real estate transactions

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

Joye Nappier Risher & Hardin LLC

whardin@inletlaw.com | inletlaw.com | 843-357-6454
3575 Highway 17 Business Murrells Inlet, SC
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Expertly Built. Uniquely Yours.
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Welcome to our new community, Traditions
at Carolina Forest in Myrtle Beach, featuring

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

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

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

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

LONGS, SC LORIS, SC

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

Clus

OF THE CAROLINAS

BY CHESAPEAKE HOMES

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

for easy access to Loris, Cherry Grove,

and North Myrtle Beach.

, e THE(/O[[Lowg

Experience the Reassurance. Experience the Comfort

beautiful single-family homes with community

amenities and many features and options that new

homebuyers have come to appreciate from us!
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Alicia Holmquist entered

real estate at what may
have been the easiest
possible time to sell a
house. “I started when

Consistency,
Courage &
a Little Bit
of Ducking
- —Awesome

you could take a picture

of your doorbell and

sell a house,” she jokes.

WRITTEN BY It was 2021, the market was
ANITA JONES  mgying at lightning speed, and
PHOTOGRAPHY .. L.
BY ISABELA Alicia was finally stepping into
PAPAS - HIGH the career she had considered

TIDE CONTENT

for years. While the market has
changed dramatically since then,
one thing has not: her desire to
help people and keep moving
forward. “I want to help my
clients. I want to help agents.

I want to work and grow with
other REALTORS® in the area, not
against them.” That mindset has
become the foundation of both
her business and her reputation.

Originally from New Hampshire,
Alicia also lived in Maine and
Boston before moving to the
Grand Strand. Her family’s move
south began when her father
vacationed here in 2020, bought
a home, returned north to sell
his house, and then relocated
permanently. Alicia followed
several months later, finally

deciding it was time to pursue the
career she had wanted for years.

While earning her real estate
license, she drove for Uber. “I
figured Uber drivers know every
road, every hidden gem and all
the local spots,” she says with a
laugh. “It was actually one of the
best ways to learn the area.” It’s
the kind of practical, outside-the-
box thinking that has followed
Alicia throughout her career.

Before becoming a REALTOR®,
she worked in early childhood

education, management,
photography and sales, selling
everything from cars and lawn
care to two-way radios for
police and fire departments.
Looking back, she credits those
experiences with teaching her
how to communicate with just
about anyone. One mentor

in particular left a lasting
impression. “When I worked
for a lawn care company, the
owner taught me how to talk to
people. Frustrated people, happy
people, people who weren’t
sure what they wanted. Looking
back, it was some of the best
sales education I ever had.”

She also learned to pivot quickly,
solve problems and step in
wherever she was needed.
Those lessons prepared her

well for real estate. Buying

her own homes also shaped

the REALTOR® she wanted to
become. “I had good REALTORS®
and I had some who weren’t

so great,” she says. “I wanted

to be one of the great ones.”

For Alicia, being great isn’t about
awards or production. It’s about

showing up, communicating

Carolina Coast Real Producers - 17
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honestly and making sure clients
know someone is in their corner.
That same heart for helping
others extends beyond her clients.

Today, one of the most rewarding
parts of her business is serving
as a peer coach with Inside

Real Estate, helping other
REALTORS® overcome obstacles
and grow their businesses.
“When another agent tells me
they tried something I suggested
and now they have a deal under
contract, that’s a huge win for
me.” She is quick to share ideas,
answer questions and encourage
collaboration. “If you're stuck, call
me,” she says. “I don’t gatekeep.”

Her advice is simple. “Consistency
beats perfection every time. Zero
percent of zero is zero. Build a

“I hope people hear
my name, laugh at
the branding and
say, ‘SHE WAS JUST
A REALLY DUCKING
AWESOME PERSON
IN OUR INDUSTRY.””

business, do the right thing and
keep going.” Those words carry
extra meaning because Alicia

has had to live them. During her
first five years in real estate, life
delivered more than its share of
heartbreak. She lost both beloved
dogs. Her brother’s rare medical
condition required emergency
trips home. Then she lost her son.

Later came a serious car accident
that left her hospitalized and
afraid to drive, followed by the
deaths of both grandparents
within days of each other

in different states and, soon
after, the passing of her uncle
and godfather. Meanwhile,
business continued.

Contracts still had deadlines.
Clients still needed homes.
Inspections, earnest money, due
diligence, emails and phone
calls didn’t stop because life
had become overwhelming.

“You realize pretty quickly that
you’re a business owner,” Alicia
says. “There isn’t bereavement
leave. You can’t always stop
everything. You have to keep
the wheels spinning.”

She doesn’t share that story
seeking sympathy. She shares
it because it’s reality. Looking
back, she says something that
perfectly captures both her
resilience and her outlook.
“Sometimes real estate became
the distraction I needed from
life.” Despite everything, she
continued showing up for the
people who depended on her.
That resilience is matched
only by her sense of humor.

She loves portrait photography
but jokes that every time she
photographs a room, it somehow
“ends up looking like feet.”

She loves swimming. She loves
the beach. She just doesn’t like
swimming at the beach. “Make it
make sense,” she laughs. “I can’t.”

Away from work, Alicia and

her husband enjoy riding
motorcycles, participating in
charity rides, spending time with
their two small dogs, bowling,
miniature golf and enjoying

the outdoors. Her husband is
also her biggest supporter. Last
year, he proudly took the day
off work just to watch her speak
on stage for the first time.

As if that weren’t enough, Alicia
is building a team, working

on the first of what she hopes
will become three books with

a friend and developing a
future podcast. She doesn’t
seem to know how to sit still.
Not that anyone who knows
her would expect otherwise.

Ask Alicia how she defines
success and she won’t mention
production numbers. Success is
hearing a client say, “I couldn’t
have done this without you.” It’s
the REALTOR® who calls to say,
“I tried what you suggested, and
it worked.” Helping someone else
succeed is every bit as rewarding
as achieving success herself.

When asked what she hopes
people remember about her,
Alicia delivers an answer that
could only come from Alicia.

“I hope people hear my name,
laugh at the branding and say,
‘She was just a really ducking
awesome person in our industry.”

Anyone who has worked with
Alicia Holmquist knows that
beneath the humor is someone
remarkably genuine. She doesn’t
measure success by what she
keeps. She measures it by what
she gives away. Whether that’s
knowledge, encouragement,
time or simply showing up
when someone needs her most,
Alicia has built a career around
helping others move forward.

And that, as she would probably
say, is pretty ducking awesome.

Sunny days. Beach weekends. Time on the water. ?
Summer should be about making memories-not worrying about the unexpected. E ﬁ ‘—-—1? iﬁ

LET THIS SUMMER BE ABOUT MEMORIES-NOT WORRY.

£ y'%/ Summer:,

Y ot che K250

At Coastal Insurance Group, we understand the unique needs of coastal living and provide personalized coverage designed
to protect your home, auto, boat, and more— so you can relax and enjoy the season with confidence.

o

Coastal Insurance Group

1045 London St. Suite 201 | @ (843) 808-0291 | @ info@coastalinsurit.com | CoastallnsurancelL.LC.com

Myrtle Beach, SC 29577

RP RIVERTOWN
;ﬁ PROPERTY INSPECTIONS

SEWER SCOPES

Don’t let a sewer line surprise you!
Homeowners are responsible for the main sewer line
from the home to the street. Our certified inspectors can
spot potential problems before you buy—helping you
avoid costly repairs that could rival the cost of o new
roof. Get peace of mind, Schedule with RPI today!

CALL: (843) 360-4354
TEXT: (843) 800-2320
RIVERTOWNINSPECTS.COM

RAISING THE STANDARD.

~ PROTECTING WHAT
> MATTERS MOST.

_MTHMFIH-E * HOREST SERVICE - COMPETITIVE FRICING
=

5500 OFF

— YOUR NEW ROOF —
LIMITED TIME OFFER]

REFERRAL KICKBACKS

FINANCING

AVAILABLE $200 PER ROOF DONE
Flexiale catsons Refer work to us and when
1o il your budget. it vl Rorwannd, ven Wl By

you $2000

L Dan Shabanoff Call Now for
a FREE

Estimate.

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

Carolina Coast Real Producers - 19



Client: Legendary Mortgage

Size: 1/2
Location: Standard

We Inspect Homes Like We're
BUYING THEM 0URSELVES

Every Residental Home Inspectron
Games with a FREE Home Warranty

Indoor Air Quality

Pool/ Hot tub
Inspections

Thermal Imaging

Wind Mitigation
Inspections

= Irrigation Inspection

Mold Inspection

Only Company with Residential, Commercial, and General Contractor's License
843-817-8810 - islandinspectionsllc@gmail.com ° Islandinspectionsllc.com

K1 © (3 e Pinterest
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; @ BONZO!

MAKE MONEY.
SAVE MONEY.
SAVE TIME.

— = What C
——— ‘Bonzo Do
@enl  Your Busine

B- = Connect—
s O Converse—
/ Convert—
Scan to
learn more and

worry Iess'

GetBonzo.com

Pre-Sales
Hapnening Now:
Lock In Your
Price & Floorplan

Available homes from
Georgetown, SC
to Ocean Isle, NC!

Offering Up To A 3%
Buyer Agent
GCompensation

D-B-HORTON

Almerica’s Bouditer

Florenct Communities C Tiortb Caroling myrile Beach

tommunilizs Communilis#

Let us make it easy for you

to find the perfect home.
843.417.9575 - drhorton.com
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WRITTEN BY DAVE DANIELSON
PHOTOGRAPHY BY JEREMY KIEREZ - HIGH TIDE CONTENT

The Beginnings of
High Tide Content
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We understand that
selling a property
is usually the
homeowner’s
largest asset.
When we can
deliver media that
helps everyone say
‘WOWY!' and gefs
the property sold,
we know we have
done our job well
and have exceeded
our clients’
expectations.
That is always our
goal, and why we
love what we do.

- September 2026

become the one-stop shop
for real estate media needs.

Today, High Tide Content
operates with a dedicated
team of 6, including four
full-time shooters and two
client service specialists, all
committed to serving their
clients seven days a week.
Every shooter is FAA drone
certified, and the company
is fully insured, ensuring
safety and professionalism
at every shoot.

Setting High Tide Apart
What makes High Tide
Content stand out in a

crowded market? “We are a
team of shooters that strive
to get your project completed
with eye-catching results and
in a timely manner,” Jeremy
explains. This commitment
to quality and efficiency has
earned High Tide Content

a reputation for reliability
and excellence. “We’re not
just here to take pictures; we
are here to tell the story of

a home, to highlight its best
features in a way that makes
potential buyers say, ‘Wow.”

Moreover, the company’s
dedication to being available
and responsive sets them

A Personal Touch in
Professional Work

Adapting to an
Evolving Industry

Jeremy notes. However, the
past few years have seen

a significant shift towards
video content, driven by
the rise of social media
platforms. From horizontal
and vertical home videos to
high-end brand awareness
videos featuring agents,
Jeremy has adapted High
Tide Content’s offerings to
meet these new demands.

Defining Success and
Leaving a Legacy

For Jeremy, success is about
more than just business

growth; it’s about creating
a meaningful life for his
family, his team, and his
community. “Being able to
create a life that my family,
myself, and our team can
love while doing work that
matters to the community —
that’s success,” he reflects.

Looking to the future,
Jeremy hopes to be
remembered not just as a
talented photographer and
businessman, but as a good
dad, husband, leader, and

person who made a positive
impact on those around
him. “Our team would love
the opportunity to serve
you,” he concludes, inviting
top-producing REALTORS®
to experience the High Tide
difference. With a blend of
passion, professionalism,
and personal touch,

Jeremy Kierez and

High Tide Content

are not just capturing
properties — they’re
capturing the essence of
the Grand Strand. ¥

For more information or to book a service, you can reach Jeremy and
his team at 843-885-3088 or their website at www.hightidecontent.com

:'." 'ﬂ_
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8435-002-1589

Sarah@ﬁ%gNerdGroup.cnm
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Mortgage Nerd Group Powered by Emchmarbs. —

Mortgage Advisor: | NMLS#688491

The Mortgage Nerds™

Your Home’s Comfort is Our Priority!
—= | OUR SERVICES: l’} ==E.\
Spray Foam & Blown in KLAUS ROOFING
Insulation, SYSTEMS
Crawlspace Encapsulation, _
Solar Attic Fans RUTA Kiaus onvour House!

and Solatube Daylighting

Free Home Energy Evaluation 8 SDJ,nTUﬁEE
Nemtn (Leaten

« Reduce attic temperature by 20 degrees or more!
« Eliminate hot or cold spots throughout your home.
« Reduce electric bills.
+ Improve cooling etficiency in summer and heat
efficiency in the winter.
« We insulate garages and patios!
« All quotes are FREE!

ROOF
REPLACEMENT,
ROOF REPAIR,

AND GUTTERS

fi}tutnmr
saver

CONSERVATION

Mention this ad for an upgraded Solatube lens!
843-748-0295 | www.CarolinaEnergyConservation.com

26 - September 2026

FIRST TiME

THEIR FIRST

ELEVATED LISTINGS.
HIGH-END MEDIA.

SERVICES

PHOTO - VIDEO - DRONE
FLOOR PLANS - 3D ZILLOW TOURS
MATTERPORT - TWILIGHT SESSIONS

AGENT BRANDING / HEADSHOTS
+ SO MUCH MORE!

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

WESTON \"*‘?‘“ MEDIA
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Character
Never

Goes Out
of Style

WRITTEN BY

ANITA JONES
PHOTOGRAPHY BY
JEREMY KIEREZ - HIGH
TIDE CONTENT

efore Bryant Evans says
a word, people usually
notice the suit.

i

It is tailored, pressed and professional.
Over nearly three decades in real
estate, it has become part of his
signature. Today, Bryant owns more
than 30 suits, but if you ask him about
them, he’ll quickly tell you they are
not about fashion. “I believe how

you present yourself matters.”

1]

For Bryant, wearing a suit is about

. respect. Respect for his clients. Respect
i for the profession. Respect for the
opportunity to help someone through
one of the biggest financial decisions of
their lives. Ironically, when he entered
real estate in 1998, he spent his first

= . several months building his business
before he could even afford his first
suit. Once he bought one, it became part
of the discipline and professionalism

- that still define him today.
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-— Those values didn’t begin in real estate.
Growing up in the small farming town

' d — s —— = of Pageland, South Carolina, Bryant was
7 3 e~ e | deeply influenced by his grandfather,
s
—— S

a farmer whose quiet example shaped
the man he would become. “He taught
me about work ethic, treating people
right and earning everything you have.”

Those simple lessons became the
blueprint for Bryant’s life. They also
explain why clients and colleagues
alike describe him as someone who
is dependable, steady and genuinely
committed to doing the right thing.

After graduating from Clemson
University, Bryant began his career

in banking. While he appreciated the
experience, he soon realized he wanted
something more challenging and

more personal. “I wanted a challenge.

I wanted every day to be different.”
Real estate offered exactly that.

Over the next 28 years, Bryant built

a career that extended well beyond
traditional residential sales. He spent
17 years in real estate development,
eventually serving as a Regional

Vice President overseeing major
condominium projects, including
developments along the Grand Strand.
His work also took him to Las Vegas,

COVER STORY

CVAn

giving him valuable experience in
multiple markets and every stage
of the development process.

Today, Bryant has been with RE/MAX
Southern Shores for the past decade
after previously working with Dockside
Realty. While the market has changed
dramatically over the years, Bryant’s
reason for doing the work has remained
remarkably consistent. Real estate

has never been just about houses.

It has always been about people.

Every client has a different story,
different goals and different challenges.
Bryant enjoys helping them navigate
one of life’s biggest decisions while
building relationships that often
continue long after the closing table.

Away from real estate, another
lifelong passion offers a glimpse
into a different side of Bryant.

Music has always been part of his
life. Wherever he has lived, he

has found a local band to join. An
accomplished alto saxophone player,
Bryant has performed throughout
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Murrells Inlet and Pawleys Island
and especially enjoys participating
in military appreciation events.

“Music has always been one of my
favorite ways to connect with people.”

That desire to connect with people
seems to weave through every
part of Bryant’s life, whether he

is helping a buyer, performing
with fellow musicians or simply
spending time with family.

Bryant and his wife, Becky, have called
several Grand Strand communities
home before settling in Conway. Becky
teaches fifth grade in Pawleys Island,
and together they are proud parents
of their daughter, Abby, who attends
the University of South Carolina.

Family has always been Bryant’s
greatest priority. That became especially
evident over the past year. As an

only child, Bryant devoted countless
hours to helping care for his father
during hospice while also supporting

30 - September 2026

his mother through one of life’s most
difficult seasons. Following his father’s
passing earlier this year, he continues to
be a steady source of strength for her.

It isn’t something Bryant talks
much about. He simply did
what needed to be done.

That quiet dependability says

more about his character than

any production statistic or sales
award ever could. It is the same
steady presence clients experience
throughout a transaction, and the
same integrity friends and colleagues
have come to admire over the years.

They reflect the mindset that has
carried him through nearly three
decades in real estate and through life’s
more challenging seasons as well.

As the workday comes to an end,
you might find Bryant picking up his

alto saxophone and joining friends

for another performance. Whether

he is playing music at a local venue,
participating in a military appreciation
event or helping another family
achieve their real estate dreams, he
approaches each opportunity with the
same professionalism, preparation
and genuine care for others.

His grandfather taught him that hard
work earns respect. Real estate gave
him a career where he could live
that lesson every day. Music reminds
him to enjoy the journey and connect
with people in a different way.

Most people will remember Bryant
Evans as the REALTOR® who always
wears a sharp suit. Those who

know him best know the real story
has never been about the suit.

It has always been about
the man inside it. ®

While the market
has changed
dramatically over
the years, Bryant’s
reason for
doing the work
has remained
remarkably
consistent. Redl
estate has never
been just about
houses. It has always
been about people.




Keep aslod R ) i - Alive
with Flexible Financing Optinns!

10% Down for Second Homes
up to $2MM

5% Down for Primary Residences
up to $2MM

Let’s make your next closing a /v«
Contact us today!

> &

b

" SOUTHERN TRUST
MORTGAGE
James Burton James Wahl Stacy Todd & Ashley Bartol
Branch Manacges Loan Officer Loan Officers | Palmetto Coast Lending Team NMLS# 2921 | nmisconsameraccess. o
NEESF 2017 HMLSH 1F31 Stacy NMILSH JR06633 | Ashioy MMLSS TI1519 This Is not a commitment 1o kend
843-240-2686 843-303-1052 Stacy: 843-455-1985 | Ashley: 843-685-2960 it Equal Housing Opportunity

PROFESSIONAL
SPRINKLER CARE.
LOCAL EXPERTISE.

Complete sprinkler system services
delivered by trusted local professlonols 3
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" CONSERVA DIFFERENCE

® Professional Service * Smart Irrigation
* Reliable Maintenance * Premier Partners
* [ower Water Bills

All Real Producer Homes Closed in
2026 are eligible for a Free Inspection

l Call today to find out details!

Call today to lear R
bt oos puiigedl ;E_-Z'COHSBI’VH
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One Call Does It All

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

Our senior transitions specialists
take care of it all

Senior Relocation
Packing

Move Management
Resettling
Downsizing

Estate Sales

Online Auctions
Home Clean-Outs
and MORE

Caring Caring Transitions of Myrtle Beach

."\ Tra nSitionS® CaringTransitionsMyrtleBeach.com | (843) 650-0885

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

2024 Caring Transitions, All rights reserved.Each office is independently owned and operated.Services & prices may vary.

YOUR NEW RPOOF WILL BE YOUR
BIGGEST CRUSH

MONARCH

ROOFING &

Schedule a

FREE

Roof Analy3|s

MonarchRoofing.biz
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

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

As a member of the Coastal Carolina - New construction preclose inspections
Association of REALTORS®, we've worked
closely with Myrtle Beach Area Realtors for

over 10 years! - Listing inspections

- Tl month inspection for new construction

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

John Pate, Certified Roof Inspector E]..;.‘?.E

TOP: @ BﬂTTUM ‘ No Roof Too High! 843-231-8532 AT

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




