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most of their clients are buying from 
out of town, Lindsey and Britt have the 
process down to a science. “The nature 
of who we service most are mostly 
active adults looking to move south. 
We guide them through the process 
when they are not physically a part of 
the process. We are the liaison in their 
absence. They are looking for a com-
munity feel where they can meet new 
people and form new relationships 
easily,” Lindsey says. 

The Martin Freeman group uses their 
experience in the over 55 communi-
ties to ensure their clients a seam-
less transaction while maintaining 
great relationships with everyone 
they work with. “The relationships 
established, both with each other 
and with our clients,” Britt says, is 
the most rewarding part of work-
ing together. She continues, “Our 
clientele is largely from out-of-state 
so during the home purchase process 
they really rely on us to oversee the 
process, guide them appropriately 
and ensure that the process is as 
seamless as possible. We get to know 
them very well and I think they truly 
appreciate our efforts. In turn, if they 
happen to have a friend or family 
member deciding to move to the area 
once they’ve moved down we get a 
call from them asking to assist their 
loved one as well.”

The success of the Martin Freeman 
Group is based upon not only the 
teamwork between Lindsey and Britt, 
but also their right hand Morgan 
Paterson, Lindsey says, “We have 
this incredible person behind the 
scenes ensuring that no balls are 
dropped. She takes what we do well 
and enhances it, she’s the extra level 
of personalization and care we offer 
with each transaction.” It’s that level 
of attention to detail that has made 
this team the success they are in just 
under four years.

“We’re truly a full-service team. As 
an example, when a client we’re rep-
resenting is purchasing and building 

We are workers. We commit ourselves 

to a level of excellence that I think 

can be somewhat rare in this industry. 
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a new home, we are there throughout 
the entire process. We are there at 
the first visit and every other visit 
prior to their decision making, we’re 
with them to sign the contract. We 
attend the design studio appointment 
and lend our expertise, we attend all 
builder meetings either with them 
or as their advocate when they are 
unable to attend, we take pictures of 
their home each week so they can be 
part of the construction process. We 
attend their home orientation and 
closing. We set up third-party inspec-
tors, we give them recommendations 
on professional services after closing. 
This is how we approach every home 
sale and listing. We never want our 
clients to feel like their best interests 
aren’t our top priority,” Britt says.

Lindsey and Britt know that their 
clients not only need, but deserve, 
agents who have their best interests 
at heart. They work hard to keep 
those relationships flourishing, 
saying, “We are workers. We commit 
ourselves to a level of excellence that 
I think can be somewhat rare in this 
industry. And we do what we do with 
a very high level of morality and com-
passion for our clientele. We aren’t 
merely salespeople, we are counsel-
ors and advisors guiding our clients 
to the best decision for their families.”

While they may be experts in active 
adult communities, they are also 
extremely knowledgeable in all 
types of Real Estate deals. They’re 
specialists in new construction, and 

especially seasoned with new neigh-
borhoods in the Summerville area 
like Nexton, Carnes Crossroads, and 
Cane Bay. The compassion they show 
each client, as well as other agents, 
will prove to be the reason The Martin 
Freeman Group will be Top Producers 
in Charleston for years to come. You 
won’t find two better agents in the 
Charleston market that go above and 
beyond the call of duty for their cli-
ents. They are constantly evolving and 
making the necessary changes to, “Be 
Better, do better, and get better,” and 
in these trying times, you couldn’t ask 
for more from an agent.

The Martin Freeman Group will be Top Producers in 

Charleston for years to come. You won’t find two better 

agents in the Charleston market that go above and beyond 

the call of duty for their clients.
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Brent@SuttlesLaw.com // suttleslaw.com // (843)636-8841

ESTATE PLANNING
• Wills
• Trusts
• Powers Of Attorney
• Healthcare Powers
   of Attorney

Services:

Brent W. Suttles

“I have had the distinct pleasure of working with the Suttles Law Firm on 
multiple occasions with multiple clients. I have worked with several 

others in the area and while they checked a box, none of them seemed 
to actually care about their clients. Brent, Jamie, Laura and all of the 
team at SLF go out of their way to ensure their clients are informed, 

educated and protected through the process of buying and selling their 
homes. This is easily the best real estate attorney in Charleston.”

- Kevin Richter

• Residential 
• New Construction
• Commercial
• Refinance
• HELOC
• Quit Claim Deeds
• Short Sale Negotiations
• Contract Review

REAL ESTATE

IF YOU CAN'T COME TO US, WE WILL COME TO YOU!
Ask about our satellite o ce or mail away closings!

www.ZourzoukisHomes.com
NEW CONSTRUCTION | DEVELOPMENT | ADDITIONS

843-214-3383 | george@zourzoukishomes.com

 Home • Auto • Umbrella • Flood

AD LEWIS Agency Owner
843.877.5445  | direct · 800.474.1377  | SERVICE

940 JOHNNIE DODDS BLVD, SUITE 100  |  MOUNT PLEASANT, SC 29464
www.goosehead.com  |  a.d.lewis@goosehead.com

Goosehead – The smarter, simpler way to purchase insurance.

With over 40 carriers in South Carolina, Goosehead has the capability to customize
all your insurance needs to ensure you are receiving the best coverage at the best rate.

Did you know there are more victims held against their will today than 
ever before? That’s why N2 Publishing, the company behind this 

magazine, is financially committed to helping end human trafficking. 

And through their advertising partnerships, the businesses seen 
within these pages are helping us break these chains, too. Learn 

more about our cause by visiting n2gives.com.

$3MILLION$3MILLION$3MILLION$3MILLION
DONATED THIS YEAR TO HELP BREAK THE 

CHAINS OF MODERN-DAY SLAVERY.
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Carolina One 
Real Estate

By Jennifer Guerra

Photos by Charleston Real Estate Media

Maggie McDuffee, Broker-in-Charge at Carolina 
One’s Longpoint Road office, has spent her life in 
the pursuit of helping and inspiring others. Joining 
the Real Estate world at the age of 18, Maggie has always 
wanted to be a leader. It would be no surprise, at the young 
age of 29, that she would become a Broker in Charge, using her 
leadership skills as the “how” and her passion to build up others 
as the “why” for everything that she does.  

“I think my defining path has roots in my sincere interest in 
people. I find people, their ideas, and their goals inspiring. I find 
it interesting to learn what makes someone tick. I am always 
curious about what inspires people to do what they do every day. 
I like leadership for that reason. Leadership allows you to have a 
big impact on a group of people and that’s part of what drives me. 
I know that I have the ability to help people identify their goals 
but I also have the energy and drive to help them get it!”  

With her mother being a successful Broker/REALTOR® in New 
Jersey now and while she was growing up, Maggie was convinced 
that Real Estate wasn’t for her. She says, “I saw how hard and 
how often my mother worked and I saw how stressful the job 
was at times. Knowing what I know now, I realize that I couldn’t 
appreciate the rewards of the job.” The honest truth is that she 

tried her hardest not to get into this line of work, 
saying, “I’m not sure anyone gets into Real Estate 
because they actually like writing contracts, 
negotiating repair addendums, or doing worse 
things like cleaning toilets one hour before clos-
ing! These are only three things in the laundry list 
of the things that come up almost every week in 
our offices! But the truth, I believe, is that people 
get into Real Estate because it funds a passion.” 
Maggie’s passion is people!

So even though Maggie was working as a 
REALTOR® at the time, which we know to be a 
very people-oriented profession, she graduated 
college and chose to switch paths to pursue a 
career in her chosen degree field which is Social 
Psychology and Criminal Justice. This is when 
Maggie found herself heading to Charleston to join 

McDuffee
MAGGIE 

celebrating leaders

Humble yourself enough 
to know that you need 
to network with other 

REALTORS® in our market. 
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the AmeriCorps to run a program called Lowcountry Civic 
Justice Corps (LCJC). LCJC was an inmate re-entry 
program that assisted men re-enter society begin-
ning six months from release and concluding six 
months post-release. She says “My job was to 
work alongside selected inmates to collab-
oratively develop strategies and plans for 
these men who were six months from 
release and see them through the tran-
sition period. The goal was to get them 
a job, safe housing, identify allies in the 
community and essentially get them on 
stable ground.  The belief was that if we 
could accomplish these things, ex-of-
fenders leaving jail would become assets 
to the communities in which they lived, 
rather than liabilities. National recidivism 
rate is about 67% in the first three years of 
release from incarceration. Our program had 
a 97% success rate! It was incredible! It just goes 
to show that ‘planning prevents’ and a strategic plan 
often yields successful results.”

Yet somehow, Maggie kept finding herself back in Real Estate. 
And little did she know how that her degree in Social Psychology 
would also come in handy in her Real Estate career. As a 
non-competing Broker-in-Charge, Maggie uses her experiences 
to, “rally the troops,” so to speak. It’s her people skills that 
helped her rise the ranks at Carolina One so quickly. Her love 
of helping agents reach their full potential, both personally and 
professionally, has led her to an extremely successful career. So 
successful in fact, that she is opening her second office in Park 
Circle this month!

As Broker in Charge, one of her missions is to build what she 
calls “destination offices.” Which she elaborates to say, “My 
mission is to build a culture at my office(s) where people feel 
inspired to show up each day and leave feeling fulfilled by the 
experience they’ve had. Whether those feelings emerge from 
a two-second conversation you’ve had, someone helping you 
through a problem, or maybe just someone making you laugh and 
feel good. That’s the stuff that matters most about why we all 
show up each day.”

Any agent new to Real Estate should heed Maggie’s advice, to 
“Humble yourself enough to know that you need to network with 
other REALTORS® in our market. This will allow you to get to 
know each other and ultimately stay collaborative throughout 
transactions. Everyone knows it’s so much easier to successfully 
complete a transaction and serve your clients best when you have 

an agent that you know on the other 
side! The agents’ ability to collaborate 
plays a huge role in the experience of 
clients. Don’t put yourself above this 
or in the way of this, nobody is too 
good to get to know someone new!” 

The happiness of her REALTORS® 
and their clients is the most import-
ant part of her job, and she excels at 
it. She is always looking for the next 
big thing to help her agents blossom 
in the industry, as she is only as suc-
cessful as her agents are. “Real Estate 
is an odd industry in that one minute 
you could be competing with someone 
for a listing, then the very next day 
turn around to ask that same agent 
to bring you a buyer now that you’ve 
secured the listing! It’s our purpose to 
collaborate for the sake of our clients. 
We’re not against one another, we 
work WITH one another.” Having a 
Broker who wants to help you become 
successful makes all the difference, 
and Maggie is the one you want hav-
ing your back all the way through.

I know that I have the 
ability to help people 

identify their goals but I 
also have the energy and 
drive to help them get it!
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JEFF YANDLE
Founder, Inspector

InterNACHI Member #16022230
(843) 824-4067 | jeff@radianthomeinspections.sc

YOUR TRUSTED FRIEND
IN HOME
INSPECTIONS

@RadiantHomeInspection
Check out our social media pages to see
infrared imaging in action!

We can see your 
roof from here.

This DRONE beats 
binoculars. Every. Time.

Bob Tennyson
843-860-9867
fcbcarol inas .com
NMLS #1738222

WHEN IT COMES TO FINANCING
A DREAM HOME, NOT ALL
BORROWERS ARE CREATED EQUAL.

That's why First Capital Bank o�ers a suite of
financing options for deserving buyers who
may not be served by cookie-cutter products.
First Capital Bank wants to be your go-to
partner in servicing those clients.

FITTING
HARD-TO-FIT
LOANS
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Regions’ Doctor Mortgage Program
You have unique financial needs. Whether you are a seasoned physician or just beginning 
residency, our Doctor Mortgage Program is designed with you in mind. This top-class 
loan program meets the special demands of physicians seeking home financing on their 
primary residence.

Your benefits include:
• Minimum cash required with our No Down Payment Options up to $750,000 and 5% down up to
   $1,000,000
• Ability to exclude certain deferred student loan payments from the debt-to-income calculation
• Ability to close your loan before you begin employment
• Available regardless of how long you have been practicing
• Reduced monthly payments since monthly Private Mortgage Insurance (PMI) is not required
Contact us today to learn more about Regions’ Doctor Mortgage Program.

Ted Honney
Mortgage Loan Originator
NMLS #607890
843-729-8690 Mobile
843-329-6526 Office
ted.honney@regions.com
170 Meeting Street
Charleston, SC 29401

Robert Hardy
Mortgage Production Manager
NMLS #607888
843-834-2713 Mobile
robert.hardy@regions.com
201 S. Main Street
Summerville, SC 29483

843-834-6325
michaelaustinchssc@gmail.com | www.lbmphvac.com

Local, Family-Owned & Operated 

 STAY WARM THIS 
HOLIDAY SEASON

Choose The Company You Know.
24/7 SAME-DAY SERVICE • RESIDENTIAL HVAC SALES & SERVICE • NEW 

CONSTRUCTION HVAC • COMMERCIAL HVAC • REMODELING • MINI SPLITS

Professional, Quality Heating & Air-Conditioning 

Call TODAY to save your client's money!
843-609-0936 • www.roofhunters.com

Licensed, Bonded & Insured • 20+ Years of Experience
Locally Owned & Operated • TOP RATED Roofer on Home Advisor

WE GO BEYOND ROOFING!
FREE Estimates • Commercial & Residential • No Money Down • Warranty

by Anderson Roofing
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”“I've been working with attorneys for over 20 years & Payne Law Firm 
is by far the best! I refer all of  my clients here because I know they will 

get exceptional service.” -Jennifer L.

Make Your Closing

PAYNE-LESS
Let our team take the worry and stress off  your shoulders.

We will handle your closing in the most expedient
and professional way possible.

Chase Payne, Attorney  |  (843) 606-5700  |  chase@paynelawoffice.com  |  www.paynelawrealestate.com

Daniel Island Location
280 Seven Farms Drive, Suite A  •  Daniel Island, SC 29492

NEW to Summerville
705 N. Main Street  •  Summerville, SC 29483

Next to the Red Pepper Restaurant

Moncks Corner Location
323 E. Main Street  •  Moncks Corner, SC 29461
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sponsor spotlight

By Jennifer Guerra  |  Photos by Charleston Real Estate Media

Raised between Charleston and Greenville, Taj 
was always looking for his next business venture. 
Ensuring his clients will always get nothing but the 
best from him, he spent years learning marketing 
and website building to enhance his businesses. 
Knowing college wasn’t for him, his time has been 
spent working extremely hard to build something 
he could be proud of.  

The success he has earned is due to his determi-
nation to make his life exactly what he wants it to 
be. “I always dreaded not being able to make my 
own schedule and having to wake up based on when 
someone else wanted me to. I can honestly say, if I 
lived like your average 20-year-old, I wouldn’t be 
here. I didn’t go out much, and if I was at a party, 
I was there to film and make money. I realized all 
my time needed to be 100% invested and focused on 

Ninety7 Frames
With an entrepreneurial 

spirit, Taj Smalls, Owner 

of Ninety7Frames, uses 

his skills in videography 

and photography to help 

REALTORS® shine. Armed 

with only a selfie stick and 

an iPhone, Taj learned 

the industry through hard 

work and research of 

his subjects, saying “The 

footage came out decently 

for the equipment I had. So 

I recognized the vision that 

I had but needed to fully 

unlock it. I was hungry to 

get that Hollywood look! 

So I started saving up and 

researching cameras and 

how they work, studying 

how movies look, the feel 

and how to best introduce 

subjects and the best way to 

capture them. I invested in 

some serious equipment, got 

a feel for them and before 

I knew it, people started 

asking me to shoot for them!”

building my brand. Now, at 22 years old, I own four 
businesses,” he says.  

His measure of success actually has nothing to do 
with money, as he cares more about living his life 
doing what he loves. As long as he has the freedom 
to do what he wants to, he considers that a success. 
While happiness is his ultimate goal, it’s his busi-
nesses’ achievements that define who he is and his 
clients can feel that. The basic principle that drives 
his business model is tied up in one word: family.

“In order to do what we do at a high level, we have 
to know what our clients really want, and see their 
vision. We spend so much time together it becomes 
natural for me to ask them about their families and 
their health, making sure they know how much we 
appreciate them and their business. That is the most 

In order to do what we do at a high 

level, we have to know what our clients 

really want, and see their vision.
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important thing to us.” It would be 
nearly impossible to find a better 
person, and business to work with as 
his clients always come first, ensuring 
above all else, they are thrilled with 
their final product.

Seeing his clients happy is the most 
fulfilling part of his work, saying, 
“When I see the promotional video 
I made for a business owner do 
100 shares in under five hours, or 
hearing the comments on how beau-
tiful the footage came out, and the 
overall love that is shown fuels me 
to keep going.”  

While working with REALTORS® 
and others in the Real Estate 

I want clients to know that 

whatever vision you have, 

we will bring that to life.

industry is his bread and butter, Taj 
will film and photograph any event. 
Weddings, birthday parties, and other 
large events will always be a major part 
of his business. No matter what, his 
main goal is that anyone who hires him 
will get nothing but his best, he says, 

*
†

( ) ( )

( ) ( “
” )

©

Just look for the
company!ORANGE

SUZANNE BRITT
SENIOR ACCOUNT EXECUTIVE

843-496-9367
suzanne.britt@hwahomewarranty.com

Enjoy what is truly important this holiday season!
Try our FREE listing coverage.“I want clients to know that whatever 

vision you have, we will bring that to life. 
We treat our clients like family, and we 
aren’t satisfied until they are.”

Anyone who hires Taj and 
Ninety7Frames will no doubt be thrilled 

with the work they do, and the great thing about him 
is his willingness to constantly learn and grow. Client 
satisfaction will always drive him to continually do 
better, and given his young age, his skills will only 
grow from here. Undoubtedly, his niche of doing pro-
motional videos for REALTORS® will seal his suc-
cess in the Charleston market, as his work ethic and 
determination to be the best will always serve him 
well. Any of the Real Producers partners and agents 
who would like to try out Taj’s services will get 20% 
off of video production through January 2021, so now 
is the time to see why Ninety7Frames is taking the 
Real Estate market in Charleston by storm.

Full Service Interior Design Studio 

Interior design makes a great closing gift!

A focus on creating functional, beautiful 
spaces that capture the essence of your client.

GRACE FREDERICK

864-680-3076
grace@gracefrederickdesign.com
www.gracefrederickdesign.com

21 Broad Street,
Charleston, SC 29401

Call Grace Today For More Details!



72 • December 2020 Charleston Real Producers • 73@realproducers realproducersmag.com

PARKER
LeClaire Home Team

rising star
By Jennifer Guerra

Photos by Charleston Real Estate Media

Parker LeClaire, Principle at The 
LeClaire Home Team of Brand Name 
Real Estate, always knew he would be 
a REALTOR.  While life would throw 
some serious curveballs his way, he 
used his hard times as fuel to never 
give up.  Parker’s greatest strength is 
being unapologetically himself, serving 
his clients in a way no other agent 
could, because they aren’t him.  “What 
makes me different is that there is 
only one Parker and I’m 100% myself. I 
wear that on my sleeve,” he says.

LECLAIRE
With both of his parents in Real Estate, it was 
a foregone conclusion that Parker would join 
their ranks as a successful REALTOR, he says, 
“Truth be told, I’ve known that I was going to 
be a real estate agent since I was a teenager. 
From age five I spent most weekends with my 
dad as he would hunt for investment proper-
ties. I watched in ‘05 as they went into the Real 
Estate world and helped people face really 
tough challenges head on and navigate through 
the market crash, and I longed for that kind of 
meaning and responsibility in my life. To help 
others solve big problems!”
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Solving his client’s issues has become 
Parker’s favorite part of his job, as he 
knows what it’s like to get through 
tough times.  Due to social issues during 
high school, it was evident that Parker 
needed to take a different approach to 
his education.  At the age of 16, Parker 
began taking online classes and joined 
his father at work, learning the ropes 
of the industry long before most kids 
knew what a career was.  It was those 
early days that shaped the kind of agent 
he would be.  Having been through 
more than any teenager should ever 
experience, his resilience and drive to 
be better and do better has defined his 
path in the industry.
 
While things weren’t always easy for 
Parker growing up, especially after 
losing his brother at a young age to 
a drug overdose, he used his passion 
for skateboarding and surfing to teach 
himself how to fail, and the gratifica-
tion of finally getting it right.  This life 
lesson translated perfectly into his 
career as a REALTOR, as he is con-
stantly striving to be the best he can 
be, saying, “There is no limit to what 
you can do in this business. It simply 
does not exist. You can grow infinitely 
as a person, as a professional, grow 
your sales, your client base and net-
work.  You will never be bored. You 
can change unlimited lives.”

Not only is Parker’s success based 
on his interactions with his clients, 
he is also thriving as a Real Estate 
investor.  With two AirBnB’s that 
make enough money to cover each 

as well.  Everyone deserves a roof over 
their head,” he says.
 
Where most people define success 
by how much money they make, or 
how many homes they sell per year, 
Parker’s definition is much differ-
ent.  He considers, “Being at peace 
with yourself and surroundings, and 
being able to help other people obtain 
that same feeling.  Being content 
with where you are but challenging 
yourself to continue progressing fur-
ther,” his definition of being success-
ful. His goals have more to do with 
personal happiness than the dollar, 
saying his personal goal, “Would be 
staying positive and calm when there 
is a lot going on at once. Just trying 
to stay present and not look too far 
ahead.”  While his business goals are, 
“To have a healthy work/life bal-
ance while making sure I’m spending 
enough time with loved ones,”  some-
thing I’m sure his fiance appreciates!
 
The responsibility Parker feels toward 
his clients aspirations are what make 
him an amazing agent. His compassion 
and work ethic will always outweigh 
his desire to make money, and the 
tough times he has been through will 
fuel his hope to always be his best 
self.  As someone who will always 
have your back, Parker’s heart is what 
makes him successful, and what will 
continue his trajectory into one of 
Charleston’s Top Producers.

Estate.  He freely gives his time and 
money to support causes close to his 
heart.  “I’m a big supporter of the 
American Red Cross, specifically giving 
blood. I have virtually universal blood 
and there has been a shortage espe-
cially recently.  Habitat for Humanity is 
another great organization. Using peo-
ple’s unwanted goods to be able to turn 
that into affordable homes for those in 
need. Very resourceful and wholesome 

home’s mortgages, and enough money 
left over to use for travel, Parker has 
realized just how much money can 
be made with Real Estate invest-
ments.  It is his goal to grow this 
aspect of his business, and with his 
knowledge of the industry, this is a 
goal he will no doubt hit.

Parker’s compassion also stretches 
beyond just the world of Real 

There is no limit to what you can do in this business. 

It simply does not exist. You can grow infinitely as 

a person, as a professional, grow your sales, your 

client base and network.  You will never be bored. 

YOU CAN CHANGE UNLIMITED LIVES.
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HOUSING DISCRIMINATION?
NOT IN OUR HOUSE.
If recent events have taught us anything, it’s this: we have more work to do. 
Racism is real, tragically so. Discrimination, in all its forms, still casts a long 
shadow across this state, and too many are being denied the opportunities 
that all South Carolinians deserve. Our commitment to the diverse communities 
we serve starts with a Code of Ethics. Our Code sets a higher standard for 
fairness in housing than our own state and federal laws, it’s backed by a 
culture of member accountability, and it extends to our work at the South 
Carolina Statehouse, where we continue to advocate for meaningful change.

At the South Carolina Association of REALTORS® we believe that fairness is worth 
fighting for, and we won’t stop until the fight is won. Because that’s who we are.

If you experience or witness discrimination in real estate, we urge you to 
report it.

Visit schac.sc.gov to file a complaint with the South Carolina Human Affairs 
Commission.
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If recent events have taught us anything, it’s this: we have more work to do. 
Racism is real, tragically so. Discrimination, in all its forms, still casts a long 
shadow across this state, and too many are being denied the opportunities that 
all South Carolinians deserve. Our commitment to the diverse communities we 
serve starts with a Code of Ethics. Our Code sets a higher standard for fairness in 
housing than our own state and federal laws, it’s backed by a culture of member 
accountability, and it extends to our work at the South Carolina Statehouse, 
where we continue to advocate for meaningful change.

At the South Carolina Association of REALTORS® we believe that fairness is worth 
fighting for, and we won’t stop until the fight is won. Because that’s who we are.

CHARLESTON
843-816-0679 

AIKEN
803-991-3018

AUGUSTA
706-993-5191

THREE LOCATIONS to Better Serve You!

If Yer Roof Needs Fixin’
#CALLMRHIXON!

ROOFING • WINDOWS • GUTTER REPAIR

www.hixonsroofing.com
      LOCALLY OWNED & OPERATED

Call TODAY
for a FREE
Estimate!

“
”

“David Hixon was kind, courteous and on time.
He went above and beyond the call of duty. He replaced 

some of my shingles that were blown o� during a
recent hurricane. While he was up there, he inspected 

(and secured) other loose shingles on the roof.
He was out in about 1.5 hours. Steep roof on a three

story building; I recommend him highly.”
– ROBERT T.
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Chris Gonzalez
Branch Manager | NMLS# 263360

(843) 810-4821 (c)
cgonzalez@directmortgageloans.com

www.directmortgageloans.com
(843) 972-5305 (f)
654 Coleman Boulevard, Suite 100
Mount Pleasant, SC 29464

NMLS #832799

DownloadMy App

Makenzie Ottinger
Branch Operations Manager

Your Southern Coast Team
Developing Lifelong Relationships

®

“Truly fantastic experience. 
Chris was super responsive. I 
chose to move forward with 
Direct because of his early 

interactions. Makenzie was just 
outstanding. She turned things 
around very quickly and was as 
much an advocate for getting 
my deal done as an advisor 

and guide through the process. 
I have done this more times 

than I care to remember with 
different lenders and brokers 

and she was the absolute best. 
Just a very talented person 

with a great attitude.”

-Marsh M.

Did you know there are more victims held against their will today than ever 

before? That’s why N2 Publishing, the company behind this magazine, is 

financially committed to helping end human trafficking. 

And through their advertising partnerships, the businesses 

seen within these pages are helping us break these chains, 

too. Learn more about our cause by visiting n2gives.com.

$3$3
MILLIONMILLION

DONATED THIS 
YEAR TO HELP 

BREAK THE 
CHAINS OF 

MODERN-DAY 
SLAVERY.



MORTGAGE LENDING

Wes Sellew NMLS 71583

CELL: 843.368.2124 | OFFICE: 843.972.6675
1435 Stuart Engals Blvd #100 | Mount Pleasant, SC 29464
wes.sellew@renasant.com

“Wes Sellew and his team at Renasant are some of the best in the business! 
When Wes pre-approves one of my clients or I receive a pre-approval from 
him, if I'm on the selling side, I'm con�dent that the �nancing part of the 

transaction will go smoothly and close on time. It's extremely important to 
have that extra bit of con�dence during a real estate deal. 

Choose Wes and his team; you won't be disappointed!” Lara Harpe
The Pulse Charleston


