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Modern Woodmen
FRATERNAL FINANCIAL

We help
you do well

You help us
do good L Tt U
Peace of mind when T -. e OME@ RT, INN
you need it most. & L /N

and programs to address individual and community needs. Discover the
peace of mind that comes from partnering with a local Modern Woodmen

of America representative. And enjoy the sense of purpose that comes from
giving back to your community.

We can help you plan for life. Let's talk.
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D Heating, Air Conditioning
N And Mechanical Solutions

> 336-875-5439

4 WWW.DILLIGENCEHEATINGANDAIR.COM

Andrew L. McNeal, FICF, CFFM Jennifer M. McNeal, FIC
Liberty, NC 27298 Liberty, NC 27298
B.336-202-1432 B. 336-894-4977 i
C. 336-894-4907 jennifer.m.mcneal@mwarep.org el by v
andrew.l.mcneal@mwarep.org reps.modernwoodmen.org/ int ((

reps.modernwoodmen.org/ jmcneal
amcneal

PROTECTING YOUR CLIENTS' INTERESTS,
ONE INSPECTION AT A TIME

Life insurance | Retirement planning | Financial services | Member programs
SERVICE, INSTALLATION, AND MAINTENANCE
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This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please
support these businesses and thank them for supporting the REALTOR® community!

BUILDER
Stanley Martin
ALEX HALL
(336) 509-8495

Mungo Homes
(336) 395-5098
www.mungo.com

CLEANING SERVICES
Modern Day Maid
MORGAN GILBREATH
(336) 302-6644

CONTRACT TO CLOSE
SERVICES

Real Estate Professional
Services, Inc. (REPS)
KIM DEL FAVERO

(336) 214-7657

A

8 - September 2026

EXTERIOR CLEANING

/ SOFT WASH

Martin Pressure Washing
GEORGE ABDELLMELK
(336) 999-4581

FINANCIAL PLANNING
Modern Woodmen
ANDREW MCNEAL
(336) 202-1432

GENERAL CONTRACTING
Southern Contracting Company
(336) 860-7010

HANDYMAN/HOME
IMPROVEMENT

Old School Home Repair/
Improvements

JERRY POTKAY

(336) 669-7252

HOME INSPECTION
Elite Home Inspections
of the Triad

BROOKE MICHAEL
(336) 252-8667

Hometeam Inspection Service
DREW BRANYON
(336) 339-8424

Stratton Inspections, LLC
STERGIOS STRATTON
(877) 249-6828

HOME PREPARATION
SPECIALIST
HOMEstretch
RACHAEL CULLOP
(336) 203-8282

HOME WARRANTY

First American Home Warranty
ASHLEY WILLIAMS

(336) 482-6034

HVAC SERVICES
Dilligence Heating, Air
Conditioning & Mechanical
JASON DILL

(336) 875-5439

INSURANCE

Highstreet Insurance Partners
ALYSSA KENDRICK

(336) 773-1322

NC Farm Bureau Insurance
MIKE GROCE
(336) 766-9099

Young Insurance Group, Inc
MATTHEW YOUNG
(336) 303-8313
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DONATO LAW PC

® Residental Real Estate
Commercial Real Estate

Brassfield Professional Center
2016 New Garden Road, Suite A
Greensboro, NC 27410

Business Law
Wills & Estates

336-235-0888

adonato@anthonydonatolaw.com
www.anthonydonatolaw.com

JUNK REMOVAL/DEMOLITION
TCC Junk Removal

MASON EADES

(336) 420-7900
tccjunkremoval.com

LAW FIRM

Barker Law, P.C.
TRUMAN BARKER
(336) 823-2448

Coltrane & Overfield, PLLC
JOHN OVERFIELD
(336) 279-8707

Craige Jenkins Liipfert
& Walker LLP

MALIA WILLIAMS
(336) 725-2900

Donato Law, PC
ANTHONY DONATO
(336) 235-0888

Stegall & Clifford, PLLC
BRIAN CLIFFORD
(336) 281-3110

MORTGAGE LENDING
Ally Cain Mortgage
ALLY CAIN

(336) 479-2324

CrossCountry Mortgage
RYAN HAYS
(336) 416-0623

Helms Mortgage
(336) 478-6824
KATHRYN BORNAC
(336) 287-8257
MARTHA COOPER
(336) 215-1474
ROBERT HELMS
(336) 908-9669

Highlands Residential Mortgage
ASHLEY MCKENZIE-SHARPE
(336) 714-1556

Jefferson Capital
(336) 617-7441
PETE ALLEN
(336) 253-8431
NORMA MATTO
(336) 317-0843
AARON BRAY
(336) 253-9523
CHRIS FLATHERS
(336) 337-6030

Movement Mortgage
ADAM MOORE

(336) 250-5052

MARIA CERVANTES
(336) 633-9140

SARAH FAUDE

(336) 978-0195
ELIZABETH NEWSOME
(336) 209-8919

Rate
RJ MEYERHOFFER
(336) 455-3444

Union Home Mortgage
JEFF BENFIELD
(336) 880-4796

MOVING & STORAGE
Capital Moving & Storage
MAEGAN ALLISON

(336) 600-3552

Steele & Vaughn Moving
And Storage

BRYAN JONES

(336) 255-3753

PAINTING & REMODELING

Five Star Painting
NATHAN CASHWELL
(336) 790-8319

PEST CONTROL/
WILDLIFE REMOVAL
Ray’s Pest Control and
Wildlife Removal

(336) 880-6633

PHOTOGRAPHY
Brian Anthony
Photography, LLC
BRIAN ANTHONY
(516) 509-9820

J. Harris Photography
JARVIS HARRIS
(336) 327-7400

PLUMBING
S&G Golden Plumbing
(336) 601-2117

PROPERTY MANAGEMENT

Fortified Dreams
Property Solutions
ALEKA DEGRAAF
(802) 355-0277

REAL ESTATE INVESTMENTS
Infinite Investments

& Properties, Inc.

RODDY AKBARI

(336) 337-2402

SENIOR MOVE/DOWNSIZING/
ESTATE TRANSITION

Caring Transitions of

Winston Salem

JULIE BILYEU

(910) 391-0360

REAL ESTATE PHOTOGRAPHY
MM Triad Photography, LLC
MARCO MENDEZ

(855) 509-8800

STAGING & HOME DESIGN
Envision Interiors NC
NANCY JONES

(336) 778-6566

REAL ESTATE
PHOTOGRAPHY & MEDIA
Lighthouse Visuals

(336) 850-6846

STRUCTURAL ENGINEERING
Modulus, PLLC.

JAY CUMBUS

(336) 970-9104

ROOFING

ABC Roofing
(336) 286-0462

TAX STRATEGY
DualVision Inc.
CYRIL NESMITH
Mid-Atlantic Roofing (336) 229-5545
Systems, Inc.

JOHN HARRINGTON

(336) 671-5208
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RJ delivers a smart, simple and streamlined mortgage process.

"RJ and the entire rate team that we worked
with were incredible and made the process
easy. Thank you so much!!!"

-April T

RJ Meyerhoffer, .

| VP of Mortgage Lending

PrESIDENT Y7 CLUB ate
O: (336) 455-3444

Rate.com/RJMeyerhoffer | RJ@rate.com

445 Dolley Madison Rd., Ste. 210,
Greensboro, NC 27410

Equal Housing Lender | © Guaranteed Rate 2024 @
NMLS ID 2611 NC - 1105174, SC - MLO - 99907, VA - MLO-56605VA &z
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Serving the Triad since 1934
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CAPTURING SPACES. mm_triad

PHOTOGRAPHY

PHOTOGRAPHY & VIDEO

NOW SERVING
IN NORTH CAROLINA

Real Estate Photography

Real Estate Videography
& Reels

Aerial Photography &
Videography

3D Virtual Tours

Zillow Showcase Listings

2D Floor Plans

Short-Term Rental
Photography

£ 855-509-8800 | info@mmtriad.com | @) www.mmtriad.com
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Meet
The

Team

Alexis Brinkley Ashley Doremus Jason Weber Joe Larz
Publisher & Editor Content Coordinator Writer & Account Executive Writer
& Ad ManagerWriter

MEET MORE OF
OUR TEAM HERE!

Dave Danielson Nick Ingrisani Joseph Manser III
Writer Writer Videographer

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

u 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
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2.
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336-420-7900
) mason@tccjunkremoval.com

% www.tccjunkremoval.com

HL ME ¢ 336-203-8282
stretch - ”

= Pay-at-close options available

wevew, home-atratch com/ greensboraws ﬂ @ in = S
I‘Pa‘:hal'l I:.'.:n'-'l':‘?

MODERN DAY MAID

(LIMIT OMNE KICKBACK PER REALTOR™)

MOVE IN/OUT DEEP CLEANS

NEW CONSTRUCTION CLEANS

WEEKLY/MONTHLY CLEANS FOR

+« RESIDENTIAL
* SMALL BUSINESS
+« AIRBNBS

MODERN DAY
O ::6-302-6644 MAID
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Attorneys and Counsellors at Law T

Providing creative
solutions to

complex legal G U A R A N TE - v | ;

issues with integrity S s e e Lo
and perseverance C A R E o FR E E; Agnn. .y i -

our mission at Capital Moving & |} ! :
Storage is to provide you witha  § | e
guaranteed care-free and

3 3 6 . 279 . 8 70 7 affordable moving experience.

1 We accomplish this by treating.youslikesssss
family! We will prepare, secure, and move

WWW.Caolaw.com your property as if it were our own. You will

be met with friendly, warm faces and easy

. . interactions from the moment you first
]0]‘”’1 COVlngtOYl OVCVflCld contact us. Our 100% satisfaction guarantee
means that we will do everythingwe canas

a company to relieve you of the stress and
burden of the moving process.

aH

336-250-8667
OFFICE@ELITE-INSPECT COM :
Lzt 3 WWWELITE-INSPECT COM > MAEGAN ALLISON

T ——

336-252-8667 | com | - 336.600.3552 | TRIAD@CAPITALMOVINGNC.COM
1585 GABLE STREET HIGH POINT, NC 27260
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RISING STAR
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Plenty of Emily Bowman’s clients have
never stood inside the house they’re buying.
They’re moving to North Carolina against

a start date at a new job and can’t fly in for
every inspection, so Emily goes instead.

She sits through the inspection review, walks the house with
blue tape, and reports back to a buyer trusting her eyes over
their own.

What she’s protecting on those files isn’t only the money.

“I want to make sure that I'm not only protecting their money,
but protecting their time,” she says. “We’re not getting them
into a situation that could end up messing up that timeline.”

She learned that on the first deal she ever wrote. Her client
was a veteran buying her first home, sent over by a lender, and
relocating. Emily was still in Charlotte then, still in school and
working that market, and the file moved before she had time to
be nervous about it.

Showings, contract and closing all landed inside a month, and
buyers arriving on somebody else’s deadline have been her
focus since.

Before any of that, she taught preschool.

Her parents flipped houses while she was growing up, and the
flipping never held her interest.

What she liked came at the end, when the family walked
through properties and weighed one against another. An
incident at work convinced her that teaching wasn’t going
to be her career, and she moved to Charlotte to study
communications at UNC Charlotte.

An internship in sales and marketing
sorted out the rest: she hated cold calling
and loved marketing, digital marketing
above all.

Her dad had been watching all of it.

“Why don’t you go into real estate?” he
told her. “You’ve always loved it, and I
think that you would be good at it.”

Others had said the same for years. She sat with it a while, then
got licensed over one summer break, pre-licensing course and
all, inside a month.

Getting licensed turned out to be the easy part. Business came
faster than the systems to hold it, and she was answering
emails at eleven at night and waking at dawn for the texts that
came in overnight.

The days ran together.

“Burnout is very real, and I experienced that very quickly, and
thought that real estate wasn’t for me,” she says. “This was not
what I wanted to do and how I wanted to live my life.”




For a while she believed she had picked the wrong career.
What she needed was smaller: time blocking, boundaries
around the day, a few hours held back for herself. It felt like
slowing down and wasn’t.

“When I took a little bit of time and really started prioritizing
my personal health and my mental health, that’s really when
my business skyrocketed,” she says. “When you pour into your
personal life, it also shows in your professional.”

Emily had bet on social media early, and for months it
produced no client she could trace back to it. She kept posting.
The return arrived in the least dramatic way available, in

coffee shops and parking lots, when people she’d never met
started placing her face.

“They’d be like, you’re that real estate agent,” she says.
Recognition compounds in a business built on relationships.

“I've always intentionally sought out rooms where I'm the
smallest fish.”

Communications gave her the language and teaching gave
her the habit of breaking a process down from start to finish,
which is what the out-of-state buyers need. They aren’t new to

real estate. They’re new to how North Carolina does it, and that

gap is where deals go sideways.

Her week has a shape now. She stacks administrative work
into one day so the rest can happen out in the community,
and a good one starts over coffee with a new client or a local
business owner.

Showings take what’s left.

Hank and Saylor come along often enough that strangers greet
them by name, and the dachshund and the toy poodle turn up
on her feed beside the coffee shops, wineries and breweries
she likes.

“Now I have people that are not even going to be ready to buy
for another two or three years, but they follow me because I'm
recommending all the things that they love,” she says.

Emily wants to build a team over the next few years and bring
some of Charlotte with her, since the larger market was using
technology she hasn’t seen take hold here. The tools interest
her less than the people she’d hand them to.

She remembers being told she was too young to be taken
seriously and that building on social media was a waste of
time. She’d like to tell young agents the opposite.

Whatever it is that you

are willing to give 110 to is
what is going to succeed.
Most people give up before
they get to that point.”

“Whatever it is that you are willing to give 110 to is what is
going to succeed,” she says. “Most people give up before they
get to that point.”

She still walks into rooms where she’s the least experienced
person there, and she picks them deliberately, on the theory
that who you surround yourself with is who you become. Most
of what she takes from them costs nothing but the willingness
to ask what everyone else won’t.

The team she’s planning would put her on the other side of that
room. She has never had patience for the six months people
spend perfecting an idea before acting on it, which makes a
few years sound conservative. ¥

HOMETEAM INSPECTION SERVICE.

IT'S THE QUICKEST WAY TO GAIN
A CLIENT FOR LIFE.

Eochofice iy independepel ownod and
operalen 22027 The HomeTean fnapection
Servod Ine Allli.-'.lh'-:i.".':;r'-'-:il.

\
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% OFF
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S wowe  First Responders _ Ng7. 9%
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Seniors MARTIN *

Teachers Z) PRESSURE WASHING

RESIDENTIAL | COMMERCIAL

www.martinpressurewashing.com
Email: service@martinpressurewashing.com

Your Local Resource

Ashley Williams
336-482-6034
awilliams@firstam.com

Move-in Day
Made Simpler

When move-in madness strikes, be thankful
for home warranties. Our benefits begin |8
on day 1 of coverage, offering valuable
relief if covered appliances and systems
unexpectedly break.

Contact me for details.

firstamrealestate.com “Rely on me to be your

Phone Orders: 800-444-9030 .. | Home home warranty expert, 50 you
don't have to be!”

(5 PEST CONTROL
& WILDLIFE REMOVAL

We Kill What's
Bugging You!

www.raypestcontrol.com // 336.722.1307
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UNIONHOME

MORTGAGE

a

Do You Need a Solution for the Lack of Inventory?

Ask Me About Construction Financing

for First & Second Homes Today!
Conventional, FHA & VA Options Available

Jeff Benfield Senior Loan Officer
jbenfield@uhm.com | www.nchomeloan.expert
C:(336) 880-4796 | O:(336) 355-4934

2212 Eastchester Dr., High Point, NC 27265

NMLS 106920 | TN 241919 | NC 1-163451 | SC MLO-106920 | VA MLO-22979VA

& Union Home Mortgage Corp. | NMLS 2229 | nmlsconsumeraccess.org | 8241 Dow Cir, | Strongsville | OH | 44136



THE MANAGEMENT PLAYBOOK

THE INVESTOR
CLIENT LOOP:

How Good

Management Turns
Tenants Into Buyers =

and Owners Into
Repeat Sellers

BY ALEKA DEGRAAF

Most agents think of a rental property
as a closed file the day the investor
signs. In reality, closing day opens two
new relationships that run for years
afterward: the owner who now needs
the asset managed, and the tenant who
now needs somewhere to live.

Both of those relationships
eventually point back toward

another real estate transaction.

22 - September 2026

The only question worth asking is
whether they point back to you.

It’s a question worth taking seriously,
because the timeline on both sides

is longer than most agents assume.

An investor doesn’t typically buy one
property and disappear. A tenant
doesn’t typically rent for a year and then
vanish from the market.

A managed property isn't a single transaction. It's two ongoing relationships, a
tenant and an owner, and both eventually lead back to a real estate closing. Here's
why the quality of management in between determines who gets that call.

Both are in motion for years after the
closing that brought them into an agent’s
orbit, and what happens to them during
that stretch shapes whether the next
transaction comes back around.

The Tenant Side of the Loop

The path from renter to homeowner has
stretched out considerably. First-time
buyers made up just 21% of all home
purchases in the most recent NAR data,

the lowest share on record since NAR
began tracking in 1981, and the typical
first-time buyer is now 38 years old, up
from 29 in 1981.

Separate research on the first-time buyer
market puts the typical down payment
savings timeline at around seven years.
A recent national survey also found that
62% of Americans now consider buying
a home in 2026 unrealistic given current
affordability, up sharply from under half
the year before.

None of that means renters have given
up on ownership. It means the runway
is longer, which means the average
tenant now spends more years as a
renter than in previous decades, often
inside the same rental relationship the
whole time.

That’s a meaningful stretch of time for

a tenant to form an impression of the
people behind the property they live in,
and the research on what actually drives
that impression is fairly consistent:
tenants rarely leave over rent alone.

Poor communication and slow
maintenance response show up

again and again as the real drivers of
dissatisfaction, and one industry study
found tenants who rate their landlord’s
communication as excellent renew their
leases at a rate roughly 45% higher than
tenants who rate it poorly.

That gap matters for more than
retention. A tenant who’s treated
professionally for years, whose
maintenance requests get handled

and whose lease renewal is a smooth
conversation rather than a scramble, is
a tenant who associates that experience
with competence.

Not every tenant becomes a buyer, and
plenty never will. But the ones who even-
tually do remember who made renting
easy, and they remember it at exactly the
moment they start asking people they
trust for a referral to an agent.

The Owner Side of the Loop

Owners are the more direct half of the
loop, and the data on their behavior is
clear. A 2026 rental owner survey found

that 58% of landlords plan to acquire
additional rental property or complete a
1031 exchange this year, while only 4%
plan to sell.

Separately, NAR’s 2026 Generational
Trends report shows the housing market
is increasingly driven by equity-rich,
repeat buyers and sellers, with baby
boomers alone now accounting for
roughly 42% of all home purchases, who
roll proceeds from one property into the
next rather than exiting the market after
a single deal.

Put simply, the investor who buys

one rental property is statistically

likely to buy another, and the owner
who eventually sells is more often
reinvesting than cashing out entirely.
Both of those moments are transactions.

An owner who trusts the team managing
their asset, meaning the property
manager keeping it filled and the agent
who made the introduction in the first
place, has no real reason to shop for a
new team when the next opportunity
comes along.

Trust, once it’s established across

a few years of steady reporting and
few surprises, becomes its own form
of retention.

Where the Loop Breaks

The loop only works if the management
holding it together is solid, and the
financial stakes of getting that wrong
are higher than most owners expect
going in. Tenant turnover is the single
largest operational challenge landlords
report, cited by 42% of owners ahead
of maintenance costs, pricing, or
regulation, according to the same 2026
rental owner survey.

Industry cost studies consistently put the
price of a single turnover event some-
where between $1,000 and $5,000 once
lost rent, cleaning, repairs, and re-leasing
costs are added up, and a property with
a pattern of turnover multiplies that
figure across a portfolio fast.

Every unplanned move-out resets
the tenant relationship to zero and
puts the owner’s cash flow at risk in

the same motion. Enough of that, and
an owner doesn’t just get frustrated
with a property manager. They start
questioning the whole team, including
the agent who made the introduction,
and they take their next deal elsewhere,
sometimes without ever saying why.

This is the part of the loop that’s

easy to overlook from the sales side.
The referring agent isn’t just being
judged on the property they helped an
investor acquire. They’re being judged,
months and years later, on whether
that investor’s actual experience
owning the property matched the
confidence the agent projected at the
closing table.

A smooth ownership experience
reflects well on everyone who

touched the deal. A rough one does the
opposite, regardless of who’s actually
responsible for the maintenance delay
or the vacancy.

Keeping the Loop Turning

At Fortified Dreams Property Solutions,
we look at every managed property as
the middle chapter of two relationships
that started with an agent and are
meant to end with one too.

A well-managed property keeps an
owner acquiring instead of second-
guessing, keeps a tenant’s day-to-day
experience positive enough to renew,
and keeps both of them thinking of

the same team when they’re ready for
what’s next, whether that’s a second
property, a 1031 exchange, or their own
first home.

None of that happens by accident. It
happens because someone is answering
the maintenance call quickly, keeping
the owner informed before they have
to ask, and treating a renter renewal
conversation with the same care as a
new lease. That’s the work that turns

a single closing into a loop instead of a
dead end.

If you're placing investor clients

and want a management partner that
treats the relationship as ongoing
rather than transactional, we’d
welcome the conversation.
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THE MORTGAGE BEAT

The Housing Market
Is More Complex
Than the Headlines

26 - September 2026

BY RJ MEYERHOFFER, VP OF
MORTGAGE LENDING

Turn on the
news, scroll
through
social media,
or read the
latest housing
report, and you’ll probably

come away more confused

than informed.

One headline says the market

is slowing. Another says home
prices continue to rise. One expert
insists buyers finally have the
upper hand, while another says
sellers are still in control.

Mortgage rates have climbed, yet
some homes continue to receive
multiple offers. Existing home
sales have cooled, while many
builders are still moving inventory
by offering aggressive incentives.

So who’s right?
The truth is...they all are.

The biggest mistake we can make
in today’s market is trying to
explain a complex market with

a simple headline. The reality is
much more complicated than that.

Over more than three decades
in the mortgage business,

I've worked through falling
interest rates, rising interest
rates, housing booms, housing
downturns, and just about every
type of market in between.

It certainly wasn’t the hot spring
and summer market many of

us had hoped for. To me, the
best way to describe it is that

it felt uneven. The market

never seemed to establish

the consistent momentum we
typically expect during the
busiest months of the year.
Activity would pick up, optimism
would return, and then just as
quickly things would slow again.

That stop-and-start rhythm made
this market feel unlike any spring
or summer I’ve experienced in
quite some time.

In conversations with Realtors,
lenders, and other industry
professionals, I've heard the same
descriptions come up time and
time again.

“It’s challenging.”
“It’s out of whack.”

And perhaps the word I've heard
most often...

“Weird.”

That inconsistency has made
today’s market unusually difficult
to interpret. A single strong

week doesn’t necessarily signal a
trend, and a slower week doesn’t
necessarily mean the market

is losing steam. That’s why

broad national headlines often
fail to capture what’s actually
happening on the ground.

Mortgage rates certainly remain
part of the story. In fact, by the
end of July, the average 30-year
fixed mortgage rate reached its
highest level in roughly a year. But
today’s affordability challenges
extend well beyond interest rates.

Buyers are also navigating higher
homeowners insurance costs,
increasing property taxes in many
areas, HOA dues, and the rising
cost of everyday living. The con-
versation has shifted from simply
asking, “What’s the interest rate?”
to asking, “Can I comfortably
afford the monthly payment?”

Another factor shaping today’s
market is the growing influence
of new construction.

Many builders are offering
temporary mortgage rate

buydowns, closing cost assistance,
design upgrades, and other
incentives that individual resale
sellers simply can’t match.

Today, many resale sellers

aren’t just competing with the
house down the street—they’re
competing with a builder offering
a mortgage rate buydown

and thousands of dollars in
incentives. That has changed

the conversation for buyers and

created new challenges for sellers.

Condo financing has also become
even more complex—if that were
even possible.

Recent changes to condominium
review requirements have added
another layer of due diligence for
lenders, buyers, and agents alike.
Today, it’s no longer enough for
the buyer to qualify. Increasingly,
the condominium project has

to qualify as well. That means
additional documentation, more
detailed reviews of association
finances, insurance coverage,
reserves, and, in some cases,
longer timelines.

For agents working with
condo buyers, understanding
these changes has never been
more important.

Negotiation has returned to many
transactions—and that’s one

of the healthiest developments
we’ve seen in today’s market.

Seller concessions have become
more common. Home-sale
contingencies are making a
comeback. Buyers often have
more opportunities to negotiate
than they did just a few years ago.
Yet well-priced, well-maintained
homes continue to generate
strong interest.

Every transaction has its own
story. Every buyer has different

priorities. Every seller has
different motivations. Success
in today’s market requires
understanding those individual
circumstances—not assuming
every transaction follows the
same script.

That’s why I believe experience
has become more valuable
than ever.

Today’s buyers need more

than someone who can quote
today’s mortgage rate. They

need advisors who understand
financing options, builder
incentives, seller concessions,
affordability, and how all of those
pieces fit together. Likewise,
today’s sellers need realistic
pricing strategies based on today’s
market—not yesterday’s.

The professionals who will

thrive in this environment won’t
necessarily be the ones making
the boldest predictions about
where mortgage rates are headed
next month.

They’ll be the ones asking better
questions, understanding their
local market, and helping clients
make informed decisions based
on their individual circumstances
rather than a national headline.

Maybe that’s the biggest lesson of
today’s housing market.

We need to stop asking
whether it’s a buyer’s market
or a seller’s market.

That’s the wrong question.

The better question is this:

What market is your client
actually in?

Because the answer depends on
far more than a headline.
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Property Manager/REALTOR®
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Chris Falthers 336-337-6030
As a husband, father of three, and
business owner, | understand
real-life needs. I'll guide you through
the mortgage process with
confidence and care.

Pete Allen 336-253-8431
As Branch Manager, | support our

team through every challenge so our

clients always receive the best
service possible.

2731 Horse Pen Creek Road, Greensboro, NC 27410 | (336) 617-7441
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ELITE HOME INSPECTIONS OF THE TRIAD

o

BY JASON WEBER
PHOTOS BY ALEXIS BRINKLEY AND JASON MOSS

The call comes in the way those calls al-
ways do. An agent is on the other end, the
loan is FHA, the file needs a water test,
and nobody remembered until today.

There’s panic attached to it.

Brooke Michael doesn’t match the
energy on the other end of the line.

She takes it down about fifteen notches
instead, tells the agent it’s not a problem,
and starts arranging it.

“I don’t usually get panicked,” she says.
“I've been in emergency situations. This
is not one of those.”

She isn’t speaking figuratively. Before
she owned Elite Home Inspections of
the Triad, Brooke spent 26 years as a
registered nurse, which explains most
of the rest of it. Nursing taught her to
prioritize under pressure and to hand
people difficult information in language

they can use.

“As a nurse, I had to give things in
layman’s terms,” she says. A home

inspection can be daunting to a buyer,
and she keeps explaining until the
person on the other side is comfortable
enough to ask questions.

That habit is worth money to the

agents who refer her. A large share of
the complaints in this business come
from buyers who never understood
what an inspection covers, so Brooke
says so up front. When a client later
finds the sprinkler system doesn’t work,
they already know it was never part of
the inspection.

When something does go sideways, she
takes it off the agent’s desk entirely.

“I deal with it directly,” she says. “I don’t
turn away a phone call. I don’t act like
something is not my problem and just
brush it under the rug.”

She left nursing because she’d hit a wall
she recognized, having maxed out her
ability to make a difference and still feel
fulfilled by it. Her family also needed
more of her schedule than a hospital was

going to give back. Home inspections
kept the part she wanted, which was
being useful to people on a deadline.

Elite isn’t the first company she built.
She owned one with her ex-husband
and helped grow it to a level she was
proud of, and when the marriage ended
she had a decision to make.

“I'm very good at building relationships.
I'm good at keeping relationships,” she
says, so she went out on her own. As far
as she knows, hers is the only woman-
owned home inspection company in the
area, and plenty of people told her that
was a problem waiting to happen.

“A lot of people were saying, oh, that’s
not going to work,” she says. “But it has.”

“I'm not actually a licensed home inspec-
tor. 'm just a very good business owner.”

That’s what she’ll tell you before you
ask. Brooke doesn’t climb into the
crawlspace herself. Her three inspectors
do that, and she runs everything that
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“I'm not
Changing. I'm
still out here as
Strong as ever,
offering the same
services and the
same quality.”

determines whether they show up on
time, report clearly, and follow through.

The past few months have tested

that arrangement. Her brother, who’d
been with the company from the
beginning and held a good number

of the relationships himself, left to
build something of his own, and a few
agents followed.

Brooke’s read on it is generous. People
hit a point every six or seven years
where something pushes them toward a
change, and his came due.

She’s making sure the market knows the
name on the license never changed.

“I'm not changing. 'm still out here
as strong as ever, offering the same
services and the same quality,” she says.

Behind the scenes, Brooke is focused
on strengthening relationships and

33b6-Z2a2-8b67

finding new ways to serve the real
estate community. She enjoys meeting
with brokerages face-to-face, sharing
a meal, building camaraderie, and
helping agents better understand the
inspection process.

She also has several new initiatives
in the works aimed at expanding her
outreach, building new relationships,
and continuing to grow the business
while maintaining the level of service
her clients have come to expect.

That same mindset is reflected in Elite’s

expanding services.

Based in Greensboro, Elite covers the
Triad, with weekend appointments
when a timeline demands it. Along
with home inspections, the company
handles radon, mold, termite and
water testing, and it recently brought
sewer scoping in-house after clients
kept asking.

Jason Moss is a licensed home
inspector who brings years of
experience in manufacturing,
lighting, customer service, and the
construction industry to his work.
Before becoming an inspector,

he worked as a shipping and
receiving supervisor at Polytex
and grew up in his family’s lighting
business, which operated three
showrooms in Greensboro and
High Point for more than 50 years.
Jason enjoys working with Elite
Home Inspections because of the
people, especially owner Brooke
Michaels, and the better quality of
life the job has given him with his
wife, Michelle, and their 9-year-
old daughter, Isabella. As a lead
inspector, he takes pride in helping
clients make informed decisions
by providing thorough, honest, and
reliable inspections.

The company added the service by
bringing on someone who was already
trained in sewer scoping. Commercial
work is now a growing part of the
schedule, and Brooke wants agents
thinking of Elite for it the way they
already do for single-family homes.

At home, she’s nearly an empty nester.
Her oldest son is a double major at UNC
Chapel Hill, her youngest just graduated
high school, and her daughter is due
with Brooke’s first granddaughter in

For Randy Parrish, home
inspection is about more

than checking boxes. With a
background as an Assistant
Superintendent in construction, he
brings a trained eye and a deep
understanding of how homes are
built, but what he enjoys most is
helping people feel confident in
one of the biggest decisions they’ll
make. Outside of work, Randy is

a family man who enjoys golfing
with his boys, playing guitar,

and cheering on his daughter

and granddaughter at volleyball
games. Most of all, he values the
time he gets to spend with his wife
and family.

about three and a half weeks. Pepper,
a miniature schnauzer she calls “a
thirteen-year-old senior citizen,” goes
everywhere with her.

She’s clear about which kind of

business owner she is. Steve Jobs had
the ideas and Steve Wozniak was the
implementer, she says, and she’s the
implementer. Her friends often bring
her ideas she’d never have come up with
herself, and she’s perfectly happy being
the one who brings them to life.

i k
Robin Smith is a home inspector
who has spent her life working
hard, from waiting tables and
working as a cosmetologist to
teaching physical education for
20 years and renovating homes
with her brother. Her strong work
ethic was instilled in her as a
child, when she and her brother
actually argued over who got to
sweep the family’s tent, a story
that still makes her laugh today.
After retiring from teaching, Robin
went back to school to become a
home inspector and says she loves
that every house brings something
different, from seeing how homes
are built to imagining the stories
they hold. Outside of work, family
is what matters most to Robin, and
whether she’s traveling, playing
pickleball, or simply spending time
with the people she loves, she tries
to make the most of every day,
while still insisting she’s the best
sweeper in the family.

The next thing she wants has a deadline
on it. She has a part-time inspector on
the team, the first woman she’s hired
for the role, and she wants the business
to grow enough this year to make the
position full-time.

Some buyers would rather have a
woman walk them through the house,
the same way some patients would
rather see a woman doctor, and Brooke
wants to offer that on any inspection
somebody asks for.
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COACHING CORNER

Fall Is Here:

5 Things Real Estate Agents
Should Focus on Right Now

BY CHRIS PAPPALARDO

September is here, summer vacations are
wrapping up, kids are back in school, and
we are officially entering the fall real estate
market. This time of year can be a turning
point for agents.

Some will mentally start winding down
and tell themselves, “I’'ll get serious again in January.”
Successful agents recognize that the next few months are an
opportunity to finish the year strong and build momentum
going into 2027.

Here are five things to focus on right now.

1. Reconnect With Your Database

Your database remains one of your greatest business assets.
September is a perfect time to reconnect with past clients,
friends, prospects, and people you haven’t spoken with recently.

Don’t make every conversation about real estate.

Ask how their summer went, how their family is doing, and
what they have planned for the fall. Be curious and genuinely
interested. Relationships create conversations, conversations
create opportunities, and opportunities create closings.

2. Get Serious About Your Pipeline

Pull out your database, CRM, notebook, spreadsheet—or
wherever you keep the names of people who have told you
they might move.

Who could realistically buy or sell before the end of the year?

Stop treating “maybe” like a lead. Have real conversations and
determine motivation, timing, and next steps. Your goal should
be to build a clear list of people you can actively help over the
next 90-120 days.

3. Take Advantage of Less Competition
Here’s the good news about fall: some agents are already
checking out.

Football starts, holidays approach, schedules get busy, and
suddenly prospecting becomes optional. That creates an

opportunity for you.
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Keep making calls. Keep following up. Keep holding open
houses. Keep asking for referrals. Keep having real estate
conversations. You don’t have to work 80 hours a week—you
just need to consistently do the activities that generate business.

4. Become the Market Expert

Buyers and sellers are hearing plenty of noise about interest
rates, inventory, prices, and the economy. They don’t need
another salesperson repeating headlines. They need a
professional who can explain what is actually happening in
their local market.

Know your numbers. Understand inventory, days on market,
price reductions, pending sales, and recent comparable sales.

Knowledge creates confidence, and confidence creates trust.
5. Start Building 2027 Now

January is not the time to start thinking about next year.
September is.

The conversations you have today may become listings and
buyers in October, November, January, or February. The
prospecting, follow-up, relationships, and habits you build this
fall will determine how you begin 2027.

Don’t wait for January 1st to create momentum.

Finish 2026 like you want to start 2027.

The agents who stay focused while others slow down will enter
the new year with something far more valuable than another
set of goals—they’ll enter it with momentum.

As always if we can help you in any way call text or email me.

Chris@pappalardoteam.com, 336-525-1289

Whether buying, selling or staying, our trusted & experienced
team offers a wide variety of services including:

ENVISION icferiors — *

1L

design + stage + renovate

O 736.778.6566
@) Nancy@envisioninteriorsnc.com

=
&
&

> Staging b
&> Styling

>> Renovations

> Short-Term Rental Design

Interior Design

And More!

WWW.envisioninteriorsnc.com

-

IT'rusted Attorney"”

REAL ESTATE LAW + BUSINESS LAW * ESTATE & PROBATE

"Your Local,

BARKER LAW, P.C.
ATTORNEY AT LAW

truman@ncbarkerlaw.com
(336) 823-2448 « NCBarkerLaw.com
1006 N. Main St., High Point, NC 27262
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WEDDINGS COUPLES FAMILIES

LOFCATED 1N GHEENSBORO, SERVING NORTH CAROLINA AND BEYURN]H

2N Caring
& Transitions.

You have a speciality, so do we.

Our experts support families through life’s transitions and relocations, making
the process smoother and more manageable. We handle everything from
organizing and packing to decluttering, cleanouts, donations, and liquidating
valuable items. By removing barriers and simplifying the process, we clear the
way so you can focus on what you do best: selling the home.

Let us take care of the details and help get the house market-ready.

Caring Transitions of Winston Salem

336-290-6021 | CaringTransitionsWS.com

Copyright 4 Caring Transttions, Alliights reserved. Each office is independently owned and operated. Services & prices may wary
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HIGHSTREET INSURANCE PARTNERS
VICE PRESIDENT, CLIENT DEVELOPMENT

~Coverage that feels like home.




COVER STORY

MORE
THAN A

There’s a street in Alamance

BY JASON
WEBER County called Memory Lane, and
PHOTOS BY the subdivision it runs through is
ALLEN HOUSE Harpland Estates. Anthony Hezar
IMAGES

named both.

Harper is his daughter and
Landon is his son, and he pushed
the two names together and

put the result on a sign at the
entrance of a place he built from
a farm.

NT

He bought the farm, gave his sister
the back acreage, put four homes
up front and flipped the original
farmhouse. The four houses
weren’t the point. The point was
that her three kids and his two
would grow up in the same yard,
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which had been the plan long
before there was land to put it on.

“My sister’s my best friend,” he
says. She’s also his buyer’s agent
and his neighbor. “She is my rock.
She’s been there through every
step of my story.”

The four homes paid for the
rest. “In order to make this land
actually achievable in price, I
need to sell off some of these
other lots,” he says.

He grew up thinking every kid
worked in the family business. His
dad is Middle Eastern, his mom

is Italian, and when Anthony

was small his dad ran an Italian
restaurant in Mebane. His mom
taught school and served tables at
night while his dad worked open
to close.

The two kids slept in the booths,
and the best thing in the building,
as far as they were concerned,
was the carpet sweeper that made
no noise.

“We didn’t know we were
working; we were just having fun
being together.”

His dad moved into Subway
franchises later, and the kids went
too. Anthony was too short to
reach the vegetables, so his father
put him on the register instead.

“I used to pay people to drop me
off at work,” he says. “I'd pay
them in sandwiches.”

Baseball took him from Catawba
to Elon for two years, then to East
Carolina, where he graduated cum
laude. He got his license while still
enrolled and announced it to his
parents at his sister’s wedding.
When he quit baseball, he put

it down completely and didn’t
pick up another ball until Harper
wanted to play softball and he
began coaching.

His first client was a buyer
named Jasmine Ramos, and
the house they bought sits next
to the church he attends now.
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He was new enough to have a
question about everything, and an
experienced woman in real estate
answered all of them. He makes
time for newer agents now for the
same reason.

“My face being on a sign in the
yard isn’t going to sell the house.”

Early on he decided a million-
dollar sale and ten hundred-
thousand-dollar sales paid about
the same, except one came with
ten contracts and ten negotiations.
He wanted the reps. He doesn’t
speak Spanish, so he borrowed an
employee from his dad’s Subway
to translate while he learned the
business ten deals at a time.

==
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He originally got licensed because
he wanted to renovate and flip
houses, but the resale business
took off anyway. When the
pandemic emptied the shelves, he
stopped waiting on inventory.

“Nobody had the inventory,” he
says. “So I said, screw it, we’ll
make the inventory.”

The land came into his life
through his mother. She was
diagnosed with breast cancer, and
while she was fighting it she fell
and broke her back. Anthony lived
half an hour away, which sounds
like nothing until it’s your mom, so
he sold his house and moved into
one of his own rentals in Elon.

THIS IS ALL
POSSIBLE
THROUGH MY
FAITH WALK.
GOD AND
FAMILY.

She’s in remission now, his sister
lives next door, and the five
cousins are, in his words, freaking
best friends.

Seven years ago he started
working with Roy, the owner of
Foundation Home Builders. He
draws his subdivisions on graph
paper before anything reaches his
engineer, and the two once spent
six hours in a restaurant doing it
with house plans.

His sister figured out what kind
of company it was on a job site,
when she pointed at a man
sweeping a driveway and asked
who he was. That was Roy, and
sweeping is nowhere near his
pay grade.

“I grew up in a neighborhood, not
a subdivision.”

On one recent subdivision he
could have doubled the lot count
and made more money. He kept
the lots between a half acre and
three quarters instead, because
he knows who lives out there.

In Liberty he asked for no
variances, though one would have
fit more houses on the same dirt.

“That’s not what they need,” he
says. “I'm trying to protect the
integrity of what Liberty is and
what it stands for.”

He’s watched Mebane grow fast
enough that people talk about the
old Mebane and the new one as
two places. What he’s protecting
is what he had.

“I grew up in a neighborhood
where we rode bikes, we played
yard ball, we played kickball, we
had water balloon fights, we sold
lemonade,” he says.

None of it happens without the
business that pays for it, so he
won’t turn down a client, past
client or referral. “Everything
that allows the developments to

happen is based on my resale
business,” he says.

His kids remain the organizing
principle. There’s a Harper house
plan, a Landon house plan, a
current project called Harp’s
Place on Landon Lane, and
another named for his mother’s
maiden name, Pallini Place.

Ask Anthony what makes any

of it possible, though, and he
doesn’t hesitate.

“This is all possible through my
faith walk,” he says. He’s made
plenty of mistakes and is quick to

say who deserves the credit. “God
and family. Those are the two
most important things.”

The next several years look

like more land and more
neighborhoods where they’re
needed, whether that means
one lot split into two or one tract
turned into fifty.

There are projects he isn’t ready
to name yet, and given how

he names things, somebody in
his family already knows what
they’ll be called.
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NOT EVERY CLIENT FITS INTO A
CONVENTIONAL LOAN BOX.

That’s why we offer a broad range of loan programs designed to help
more borrowers qualify and more transactions reach the closing table.

DON OWENS MORTGAGE TEAM

PROUDLY PROVIDING LOCAL HOME LOANS | PURCHASE & REFINANCE

Hﬁww. DonOwensLoans.com | 336-542-2494

WHAT PEOPLE ARE SAYING ABOUT OUR TEAM:

"Don and his team
sazy and understandable, aspect They

excellent in every “Dhan Owens sets the standard for punctuality
val and patient, and  res

fbooget in t a1 Is chi stomer sendce

5 . Anthomy wis

s... If you're reading

amaingly accu
saying good bye |
company, slog the entire stall begins to fe
ot any better than this,” | Mghly recommend The
ﬁ'nz-Eer Maortgage Team.”
- Demnis 4.

204 Muirs Chapel Rd, Suite 318 | Greensboro NC 27410

Maongage Inwestors Group is an Equal Housing Oppartunity Lender
MG NMLS I3 L wwwamlsconsume s cess org. Don HMLS £9STRE.

WORKING ACROSS THE TRIAD SINCE 2018

Southern Contracting Company
supports real estate professionals
ps and property owners with:

* Large loss restoration
* Remodeling and general contracting

« Commercial buildouts and
workspace updates

* New plumbing services
* Design support when needed

* Project management from start to
completion

* In-house carpentry including trim,
tile, flooring, and framing

COMMERCIAL AND RESIDENTIAL
SOUTHERNCONTRACTINGCOMPANY.COM

Don’'t trust your home to just anyone, put
your trust in the pros at

— |

£ Lrla.-lanrc L E.r*

n‘

Ask about our Referral
Rewards Program

Paint Now, Pay Later -
No Interest Payment Options

336.560.9168

FweStarPaintlng com

¢ CWNED AND OPERATED

FIVESTAR

Pﬁ-lhTING‘ﬂ-

SCHEDLLE TODRY
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THE CREST

Crest Owner Adam Spear alongside Manager Austin Hayes

The first walk through the house required a certain way of
seeing. Years of neglect sat on every surface, and most people
who came through saw exactly that, which was an old building
with an enormous amount of work ahead of it.

Adam Spear saw what was underneath.

“The bones of the house were incredible,” he says. “The
craftsmanship, the scale, the architecture. It was obvious that
someone had poured their heart into building it.”

The man who built it had been gone for generations, and the
house had spent decades being altered by people who came
after him. On that corner of South Cherry Street it stood as one
of the last survivors of a street once lined with homes like it.

It was built between 1883 and 1885 for James Mitchell Rogers,
and the grand houses that stood along Cherry Street and the

avenues around it are mostly gone now. This one is still here.
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Another Ch

BY JASON WEBER
o PHOTOS BY BILL WELCH
& KEVIN PUTNAM

Rogers arrived in Winston-Salem in 1880 and didn’t stay
anonymous for long. He ran Brown, Rogers and Company,

a hardware business he led as president for more than four
decades, and when the Winston-Salem Chamber of Commerce
was founded in 1885, he was its first president. The city that grew

up around this house was in some measure a city he helped build.

“It was built by J. Mitchell Rogers, someone who played an
important role in the early development of Winston-Salem,”
Spear says. “That gave the restoration a much greater purpose.
We weren’t just renovating a building. We were preserving a
piece of our city’s story.”

“Once you understand that, you realize you’re only the
caretaker for a small part of its history,” he says, “and it’s your
responsibility to leave it better than you found it.”

Restoration on a house this old runs on discovery rather than
schedule, and this one gave up something new almost every time
a wall came down. Some of it was structural and unwelcome.

Event Sponsors alongside Cover Realtors from left to right:

Elizabeth Newsome, Jeff Kelleher, Maria Cervantes, Amy Scheid, Alexis Brinkley, Ashley

Williams, Joe Epperson, Sarah Faude, Tyler Kastl, Aleka DeGraaf, Mike Groce, Lauren
Hernandez, Micaela Wall, Nancy & Robbie Jones, Adam Moore

Much of it wasn’t.

“Almost every wall we opened uncovered another surprise,”
Spear says. Underneath decades of alterations, more of the
original work had survived than anyone expected, waiting in
the dark to be found again.

“It reminded us over and over that our job wasn’t to erase
history,” he says. “It was to uncover it.”

Whenever something could be restored rather than replaced, they
chose the harder path, preserving what was already there and
producing a house that couldn’t be reproduced any other way.

The evidence is in the details most guests walk past without
registering. There’s the original woodwork, the trim, the
staircases, the architectural elements that were cut and fitted
by hand close to 140 years ago.

“Those weren’t mass-produced,” Spear says. “Every piece
represents countless hours of skilled craftsmanship. When you
slow down and notice those details, you gain an appreciation for
the people who built this home long before any of us were here.”

Not everything could stay as it was. People holding events in
2026 expect comfort, accessibility and convenience that an 1880s
house was never designed to provide, and the work was fitting
those things in without spending the character to get them.

There came a day, after months of scaffolding and construction
and the ordinary uncertainty of a project this size, when the
exterior was finished enough to step back and look at.

“We saw the home looking much like it would have over a
century ago,” Spear says. “That was when it truly felt real.
We weren’t just restoring a building. We were bringing back
a landmark.”
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Construction was finished. The house wasn’t.

That changed the first time a bride walked down the aisle,
and it has kept changing ever since. Families gather here now.
People celebrate here, mourn here, and mark the days they’ll
want to remember in rooms that had sat empty for years
before anyone thought to save them.

“Those moments transform an old building back into what it
was always meant to be,” Spear says, “a place where memories
are made.”

He wanted people walking through the front door to feel the
warmth and character of a historic home rather than the
neutrality of a banquet hall. More than anything, he wanted

them to feel connected to the house, the people they came with,
and everything that happened there before they arrived.

“Every generation has an opportunity to decide what pieces of
history are worth preserving,” he says. “I'm grateful we had the
chance to save this one.”

His hope for the city is bigger than the property. He thinks a
place like this argues, quietly and by existing, that keeping
what came before doesn’t slow a city down. It gives the city its
character and makes its identity sturdier as it grows.

Twenty years from now, the house will have outlasted this
chapter too, and somebody else will be responsible for it.

“I'hope people simply say, I'm glad they saved it.”
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Want to GROW and SAVE TIME? Partner with us!

All Closing Coordinators are NC Licensed Real Estate Brokers
' /’ , ‘ Managing Real Estate
_— . - ' . :
- - g - closing transactions
—— - for over 20 years.

Kim Del Favero, Owner .

REALTOR®, BIC, ABR
336-214-7657 E E

Kim@repscc.com A
RepsForYou.com E

FPS

Real Estate Protessional services

Craige Jenkins
Luipfert & Walker wip

Attorneys at Law

Malia M. Williams, Esq. [
Real Estate Attorney Rising Stars
mwilliams@craigejenkins.com Malla Willlams
336.714.2560  (_SuperLawyers.com

RESIDENTIAL
AND COMMERCIAL

LEGAL
SERVICES
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LA pabieyMexmitie-Sharps
"uﬂ"‘l';% Ashley@Sharpeloans.com H[GHL ANDS

O} 4 ' Winston Salem, NC, 27103

Let’'s Make Sure They Know
Their Options.

Every week, | talk with buyers who have already decided
they're going to wait. Some think they need 20% down.
Others assume today's rates have priced them out. And
many self-employed buyers believe qualifying will be too

difficult. The truth is, many of those buyers haven't looked
at all of their options.

Before they put their home search on hold, we take a closer
look at what's possible.

That conversation might include:

= Down payment assistance programs

« Seller concessions and temporary rate buydowns
= Financing options for self-employed borrowers

* Using equity from a current home to make the next move

Sometimes waiting is the right decision. But many buyers are closer than they
think—they just need someone to walk through the numbers with them.

1§ you hawve a client whe s ready te it paude,
M%é@w%@.

W ol Ty C:336.575.9448

2098 Frontis Plaza Boulevard RESIDENTIAL MORTGAGE

D



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

@ecause it's not just a house, it's your home.

y

STEGALL &
CLIFFORD, PLLC.

FRIENDLY, EFFICIENT
LEGAL SERVICES §
(336) 281-3110 7 g

packages@stegallcliffordlaw.com

g :
G R EENSB O R O

Greensboro Office
445 Dolley Madison Rd., Suite 102 | Greensboro, NC 27410

WINSTON-SALEM

Winston-Salem Office
202 Fair Oaks Lane | Winston-Salem, NC 27127

WWW.STEGALLCLIFFORDLAW.COM



