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WORKING WITH AGENTS
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When buying or selling real estate, you may find it helpful to have a 
real estate agent assist you. Real estate agents can provide many 
useful services and work with you in different ways. In some real 
estate transactions, the agents work for the seller. In others, the seller 
and buyer may each have agents. And sometimes the same agents 
work for both the buyer and the seller. It is important for you to 
know whether an agent is working for you as your agent or simply 
working with you while acting as an agent of the other party.

This brochure addresses the various types of working relationships 
that may be available to you. It should help you decide which 
relationship you want to have with a real estate agent. It will also give 
you useful information about the various services real estate agents 
can provide buyers and sellers, and it will help explain how real estate 
agents are paid.

SELLERS: 
Seller’s Agent: If you are selling real estate, you may want to “list” your 
property for sale with a real estate firm. If so, you will sign a “listing 
agreement” authorizing the firm and its agents to represent you in 
your dealings with buyers as your seller’s agent. You may also be 
asked to allow agents from other firms to help find a buyer for your 
property. Be sure to read and understand the listing agreement 
before you sign it.

Duties to Seller: The listing firm and its agents must • promote your 
best interests • be loyal to you • follow your lawful instructions • 
provide you with all material facts that could influence your decisions 
• use reasonable skill, care and diligence, and • account for all monies 
they handle for you. Once you have signed the listing agreement, the 
firm and its agents may not give any confidential information about 
you to prospective buyers or their agents without your permission 
so long as they represent you. But until you sign the listing agreement, 
you should avoid telling the listing agent anything you would not want 
a buyer to know.

Services and Compensation: To help you sell your property, the 
listing firm and its agents will offer to perform a number of services 
for you. These may include • helping you price your property • 
advertising and marketing your property • giving you all required 
property disclosure forms for you to complete • negotiating for you 
the best possible price and terms • reviewing all written offers with 
you and • otherwise promoting your interests.

For representing you and helping you sell your property, you will pay 
the listing firm a sales commission or fee. The listing agreement must 
state the amount or method for determining the commission or fee 

and whether you will allow the firm to share its commission with 
agents representing the buyer.

Dual Agent: You may even permit the listing firm and its agents to 
represent you and a buyer at the same time. This “dual agency 
relationship” is most likely to happen if an agent with your listing firm 
is working as a buyer’s agent with someone who wants to purchase 
your property. If this occurs and you have not already agreed to a 
dual agency relationship in your listing agreement, your listing agent 
will ask you to sign a separate agreement or document permitting 
the agent to act as agent for both you and the buyer.

It may be difficult for a dual agent to advance the interests of both 
the buyer and seller. Nevertheless, a dual agent must treat buyers 
and sellers fairly and equally. Although the dual agent owes them the 
same duties, buyers and sellers can prohibit dual agents from divulg-
ing certain confidential information about them to the other party.

Some firms also offer a form of dual agency called “designated 
agency” where one agent in the firm represents the seller and anoth-
er agent represents the buyer. This option (when available) may allow 
each “designated agent” to more fully represent each party.  

If you choose the “dual agency” option, remember that since a dual 
agent’s loyalty is divided between parties with competing interests, it 
is especially important that you have a clear understanding of • what 
your relationship is with the dual agent and • what the agent will be 
doing for you in the transaction.

BUYERS
When buying real estate, you may have several choices as to how 
you want a real estate firm and its agents to work with you. For 
example, you may want them to represent only you (as a buyer’s 
agent). You may be willing for them to represent both you and the 
seller at the same time (as a dual agent). Or you may agree to let 
them represent only the seller (seller’s agent or subagent). Some 
agents will offer you a choice of these services. Others may not.

Buyer’s Agent: Duties to Buyer: If the real estate firm and its agents 
represent you, they must • promote your best interests
• be loyal to you • follow your lawful instructions • provide you with 
all material facts that could influence your decisions • use reasonable 
skill, care and diligence, and • account for all monies they handle for 
you. Once you have agreed (either orally or in writing) for the firm 
and its agents to be your buyer’s agent, they may not give any 
confidential information about you to sellers or their agents without 
your permission so long as they represent you. But until you make 
this agreement with your buyer’s agent, you should avoid telling 
the agent anything you would not want a seller to know.



WORKING WITH AGENTS
- continued from page 1 -

Unwritten Agreements: To make sure that you and the real estate firm 
have a clear understanding of what your relationship will be and 
what the firm will do for you, you may want to have a written agree-
ment. However, some firms maybe willing to represent and assist you 
for a time as a buyer’s agent without a written agreement. But if you 
decide to make an offer to purchase a particular property, the agent-
must obtain a written agency agreement. If you do not sign it, the 
agent can no longer represent and assist you and is no longer 
required to keep information about you confidential. Furthermore, if 
you later purchase the property through an agent with another firm, 
the agent who first showed you the property may seek compensa-
tion from the other firm.

Be sure to read and understand any agency agreement before you 
sign it.

Services and Compensation:  Whether you have a written or unwrit-
ten agreement, a buyer’s agent will perform a number of services for 
you. These may include helping you • find a suitable property • 
arrange financing • learn more about the property and • other-wise 
promote your best interests. If you have a written agency agreement, 
the agent can also help you prepare and submit a written offer to 
the seller.

A buyer’s agent can be compensated in different ways. For example, 
you can pay the agent out of your own pocket. Or the agent may 
seek compensation from the seller or listing agent first, but require 
you to pay if the listing agent refuses. Whatever the case, be sure 
your compensation arrangement with your buyer’s agent is spelled 
out in a buyer agency agreement before you make an offer to 
purchase property and that you carefully read and understand the 
compensation provision.

Dual Agent: You may permit an agent or firm to represent you and 
the seller at the same time. This“dual agency relationship” is most 
likely to happen if you become interested in a property listed with 
your buyer’s agent or the agent’s firm.

If this occurs and you have not already agreed to a dual agency 
relationship iny our (written or oral) buyer agency agreement, your 
buyer’s agent will ask you to sign a separate agreement or document 
permitting him or her to act as agent for both you and the seller. It 
maybe difficult for a dual agent to advance the interests of both the 
buyer and seller. Nevertheless, a dual agent must treat buyers and 
sellers fairly and equally . Although the dual agent owes them the 
same duties, buyers and sellers can prohibit dual agents from divulg-
ing certain confidential information about them to the other party.

Some firms also offer a form of dual agency called “designated 

agency”where one agent in the firm represents the seller and anoth-
er agent represents the buyer. This option (when available) may allow 
each “designated agent” to more fully represent each party.

If you choose the “dual agency” option, remember that since a dual 
agent’s loyalty is divided between parties with competing interests, it 
is especially important that you have a clear under standing of • what 
your relationship is with the dual agent and • what the agent will be 
doing for you in the transaction. This can best be accomplished by 
putting the agreement in writing at the earliest possible time.

Seller’s Agent Working With a Buyer: If the real estate agent or firm 
that you contact does not offer buyer agency or you do not want-
them to act as your buyer agent, you can still work with the firm and 
its agents. However, they will be acting as the seller’s agent (or 
“subagent”). The agent can still help you find and purchase property 
and provide many of the same services as a buyer’s agent. The agent-
must be fair with you and provide you with any“material facts”(such 
as a leaky roof) about properties.

But remember, the agent represents the seller—not you— and 
therefore must try to obtain for the seller the best possible price and 
terms for the seller’s property. Furthermore, a seller’s agent is 
required to give the seller any information about you (even personal, 
financial or confidential information) that would help the seller in the 
sale of his or her property. Agents must tell you in writing if they are 
sellers’ agents before you say anything that can help the seller. But 
until you are sure that an agent is not a seller’s agent, you should 
avoid saying anything you do not want a seller to know.
Sellers’ agents are compensated by the sellers.
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WILMINGTON, NC
- The coastal paradise that we call “Home” -
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Wilmington is located in the small, but thriving county seat of New Hanover County in coastal southeastern North Carolina.  According to 
the US Census Bureau, the estimated population of Wilmington in 2012 was 109,922.  Combined with the surrounding metropolitan areas, 
which include New Hanover, Pender and Brunswick counties, the population in 2012 was 263,429, according to the US Census estimate.  

Wilmington has something to offer everyone – for sun worshipers, Wrightsville Beach, Carolina Beach and Kure Beach offer miles of pristine 
beaches, and gorgeous seaside, intracoastal, sound front, marsh front or inland properties.  If country club living better suits your lifestyle, be 
sure to check out the prestigious, gated, golf course communities, such as Landfall, and Porters Neck Plantation.  If you prefer more of an 
“urban” existence, Mayfaire Townview offers modern, loft-like flats, built above the desirable Mayfaire Town Center, an outdoor “mall” which 
has over 65 upscale shops, restaurants and a 16-theater cinema.  More eclectic tastes may opt for the downtown Arts district, or the Historic 
District.  

Boat and sun enthusiasts can enjoy their passion in an area encompassed by water, including miles of sandy beaches along the Atlantic 
Ocean, the Intracoastal Waterway, the Cape Fear River, smaller creeks, channels, inlets, basins and marshland.  Many residents enjoy boating, 
fishing, crabbing, surfing, kayaking, stand-up paddle boarding, kite surfing, water skiing, jet skiing, sailing and sunbathing during the majority of 
the year.  

Wilmington is a city of great diversity, and offers numerous golf courses, botanical gardens, beautiful parks, eclectic shopping, great restau-
rants, a booming film industry, major corporations, excellent medical facilities, the University of North Carolina at Wilmington, Cape Fear 
Community College, and a beautiful,  historical downtown area, with antebellum mansions and cobblestone streets, perched alongside the 
Cape Fear River.  Come for a visit – you will want to call this coastal paradise “home.”  

CAROLINA/KURE
BEACH

BRUNSWICK
COUNTY

PENDER COUNTY

MAYFAIR

DOWNTOWN

OGDEN

PORTER’S NECK

HAMPSTEAD

LELAND

WRIGHTSVILLE
BEACH

FIGURE EIGHT

TOPSAIL
BEACH
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AREA TAX INFORMATION & RATES
- Data provided is based upon 2012 tax rates | Rates are per $100 of value -

Wilmington County Fire District Carolina Beach Kure Beach Wrightsville Beach

.45 .554 .079 .235 .2615 .133

NEW HANOVER COUNTY

Property Tax Example (based upon a $200,000 home, in each location): 

City   Estimated Annual Property Tax = $2,166.00
County   Estimated Annual Property Tax = $1,266.00 
Carolina Beach   Estimated Annual Property Tax = $1,736.00 
Kure Beach  Estimated Annual Property Tax = $1,789.00 
Wrightsville Beach  Estimated Annual Property Tax = $2,432.00 

County Belville Leland Navassa St. James Southport

.4425 .0683 .1515 .200 .050 .2456

BRUNSWICK COUNTY

Property Tax Example (based upon a $200,000 home, in each location): 

County   Estimated Annual Property Tax = $885.00
Belville   Estimated Annual Property Tax = $1,021.60 
Leland    Estimated Annual Property Tax = $1,188.00 
Navassa   Estimated Annual Property Tax = $1,285.00
St. James Plantation  Estimated Annual Property Tax = $985.00
Southport  Estimated Annual Property Tax =   $1,376.20

County Hampstead FD Rocky Point FD Burgaw Surf City Topsail Beach

.5120 .050 .0750 .4800 .3100 .2925

PENDER COUNTY

Property Tax Example (based upon a $200,000 home, in each location): 

County   Estimated Annual Property Tax = $1,154.00
Hampstead   Estimated Annual Property Tax = $1,254.00 
Rocky Point  Estimated Annual Property Tax = $1,304.00 
Burgaw   Estimated Annual Property Tax = $2,114.00
Surf City    Estimated Annual Property Tax = $1,774.00
Topsail Beach   Estimated Annual Property Tax =   $1,739.00

County EMS

.065



THE BUYING PROCESS
- Learn the basic steps about the home buying process -
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Buying a home is exciting, but can be extremely intimidating, especially if you haven’t done it before.  Understanding the process and working 
with a savvy lender and Realtor® will help set your mind at ease.

Step 1 – Shop for a mortgage with a local lender.  It may seem strange to shop for a mortgage, rather than to shop for a house first, 
but there is no point in looking at homes until you know that you are pre-qualified by a lender.  Knowing how much you can borrow 
will determine the price range of homes that are suitable for your budget.  In today’s competitive market, a pre-approval letter from 

a local lender should always accompany the offer to purchase a property.  Your Realtor® can provide referrals for local lenders, if 
you don’t already have one.  

Step 2 – Put together a wish list.  Knowing what you want will help refine your search.  Put some thought into it, prior to meeting 
with your Realtor®.   Consider desired neighborhoods, school districts, proximity to work, square footage, number of bedrooms 
and bathrooms, property type and features, community amenities, condition of home (new construction, resales, fixer-uppers) and 
potential for appreciation.  

Step 3 – Strategize a plan with your Realtor®.  It’s fun to jump in the car and go look at houses, but it is far more productive to sit 
down and consult with your Realtor® first.  Share your wish list and strategize a plan with your Realtor® so that your search will 
be targeted and relevant.  

Step 4 – Shop for houses.  This is the fun part!  Be certain to take good notes and pictures and/or video of the properties you find 
of interest to keep the details fresh in your mind.  Choose your top contenders, and then re-visit those properties for a second 
time.  You will notice many more details upon the second viewing.  

Step 5 – Make an offer.  Your Realtor® will help you determine offering price, terms and contingencies, based upon your needs, and 
market analysis, which involves looking at the prices of recent, comparable sold properties and current market conditions.  Your 
offer should be submitted with a pre-approval letter from your lender, as well as an earnest money deposit, and due diligence fee, 

if applicable.  

Step 6 – Hire an attorney.  Once your offer comes to terms, and you are officially “under contract,” hire a local real estate attorney 
so that they can perform a title search and prepare everything for settlement (closing).  If you do not have a real estate attorney, 
your Realtor® can make recommendations.  

Step 7– Perform due diligence.  During this “discovery” period, you will want to secure financing so that the appraisal will be 
completed prior to the expiration of the due diligence date, schedule a home inspection, termite inspection, and any other relevant 
inspections, get an insurance quote, as well as flood insurance (if required), order a survey (if necessary), and negotiate repairs, if 

necessary, with the seller.  

Step 8 – Arrange for the transfer and set-up of utility services prior to closing.  Make certain to call the utility companies to arrange 
for services well in advance of your closing, but after the expiration of your due diligence period.  

Step 9 – Do a final walk-through.  Prior to closing, your Realtor® will schedule a final walk-through to make certain that the 
property is in suitable condition, and that all agreed upon repairs have been completed.  

Step 10 – Close.  Prior to settlement, it is critical to be mindful of your credit and finances, so that you don’t run into any 
stumbling blocks that would prevent closing.  Be certain to have certified funds needed for closing available, as well as evidence of 
your homeowner’s insurance policy.   After all of the settlement documents are signed, and the transaction is funded, the attorney’s 
office will record the deed at the Register of Deed’s office, and the title to the property is officially transferred.  



DOS AND DON’TS FOR BUYERS
- What you need to know to have a smooth buyers experience -

Do have a plan.  Pick a good Realtor® who can provide counsel, and walk you through the process.  

Do your homework.  Your Realtor® will provide a road map, but it is helpful if you do some of the work on your own.  Spend a little time 
driving through neighborhoods and familiarizing yourself with the area.  Only YOU will truly know what appeals to you. 

Do disclose that you are working with a Realtor®.  As you search online, other Realtors® may contact you – be sure to let them know 
that you are already working with a real estate broker – even if you don’t have a signed Buyer’s Agency Agreement.  Many Realtors® 

operate off of good faith and loyalty.  If your real estate broker is providing you with good service, and keeping you up to date with the market, 
commit to them!  Please keep in mind that your real estate broker is paid on commission only, after you close on a property.  Even though they 
are providing a service to you, their commission is paid by the seller, so it costs you nothing to have dedicated service – we only ask that you 
be loyal as well.  

Do get a pre-approval.  It is imperative that you know where you stand in regards to financing a property.  It is a waste of your time, the 
seller’s time, and your Realtor’s® time to look at properties that you are not qualified to buy.  Knowledge is power.  Know your borrowing 

power before you start your search.  Also, it is necessary to have a pre-approval letter from your lender to submit with an offer to purchase 
property in today’s real estate climate.  The market has shifted - we are seeing many multiple offer situations; being pre-approved helps substanti-
ate your offer.  

Do use a LOCAL lender.  Even if you are buying a second home, and have an established relationship with your banker, it is imperative 
that you use a local lender so that they will use appraisers that are familiar with our market, and will expedite the process in a timely 

manner.  

Don’t buy a “For Sale by Owner” (FSBO) without the assistance of your Realtor®.   Many FSBO’s think they know it all!  Most FSBO’s 
will work with a buyer’s agent, so don’t think that just because it is a FSBO, that you have to go through the deal without guidance from a 

professional.  You will want a professional on your team to make certain that the material facts about the property, the community, the HOA, 
and any other relevant facts, such as DOT, zoning changes, proposed assessments, etc. are disclosed.  If you are interested in a FSBO, contact 
your agent, and they can help you through the deal, keeping only your best interests in mind.  

Do visit open houses & new home communities.  Be sure to tell them you are working with a Realtor®, and give them your broker’s 
name, and/or business card, if you have one.  

Do evaluate your needs vs. your wants.  Don’t expect to get 100% of your 
wish list in a home.  If you get 80%, you are doing phenomenal!  Keep in 

mind that you can always make alterations and improvements.  You will want to 
make it your own – keep in mind that perfection does not exist.  

Don’t buy too much house.  Remember that a higher price tag involves 
higher property taxes, insurance, upkeep, and rooms to fill with furniture.  

Stay within your comfort zone.  

Do take notes & pictures/videos.  When you are viewing multiple proper-
ties, the details become a little blurry.  Help eliminate confusion by taking 

good, detailed notes about the property, the condition, the location, the floor 
plan, unique features, and area amenities.  Jot down your likes and dislikes.  This 
will be very helpful later.  Photos and video work best to jog the memory.  

DO

DO

DO

DO

DO

DO

DO

DO

DON’T

DON’T
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SHORT SALE -vs- FORECLOSURE
- Know the difference between the two -
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FACTS ABOUT SHORT SALES:  

Terms such as “short sale” and “foreclosure,” once common to the savvy investor, have become standard vocabulary for traditional homebuyers 
in today’s real estate market.   Distressed sales can create decent financial opportunities, however, it is important to understand some basic differ-
ences between the two.  

When a homeowner is “upside down” on his/her mortgage, they owe more than the home is worth.  A short sale means that the sale will fall 
short of the lien amount (the amount owed on the home), and the homeowner does not have the funds to repay the total amount of the lien(s).  
The borrower is required to furnish proof of their financial hardship and their inability to pay the deficiency.  The lender, as well as any other 
lienholders, agree to accept less than what is owed, in order to release the lien(s), and to avoid the foreclosure process.  

 •  Homeowner is in control of the sale, not the bank.  The Offer to Purchase a short sale property is presented to the homeowner  
 first for negotiation and approval.  Once the homeowner approves of the Offer, the Offer is then presented to the bank for approval.  
 •  Short sales can take a long time to close.  If you have a specific timeframe when you have to move, buying a short sale is probably  
 not for you.  Purchasing a short sale property can be a lengthy process from contract to settlement.  The bank’s approval process
 could take 3 – 6 months, or even longer unless it has already been pre-approved by the bank.  
 •  Homeowner’s credit is “bruised,” but not ruined.  A short sale will negatively affect a person’s credit; however, one who has been  
 through a short sale can apply for a mortgage again in a reasonable amount of time.  
 •  All liens are negotiated.  
 •  Repairs may still be negotiable with the seller.  A short sale is not necessarily sold, “as is,” unless it is stated as such in the listing.  

Foreclosure is a legal process that permits the lienholder to repossess and sell real property, such as homes, townhouses, condominiums and 
land, to pay off the debt owed on the property.  There are three stages in the foreclosure process:  pre-foreclosure, foreclosure, and post-foreclo-
sure.  In the pre-foreclosure stage, the homeowner has the opportunity to work with the bank, in an attempt to lessen his/her credit damage.  If 
the default is not cured in the pre-foreclosure stage, a Notice of Default is issued and a Notice of Trustee Sale is recorded.  This is the foreclosure 
stage.  An auction is held at the courthouse, and the property is sold to the highest bidder.  During the post-foreclosure stage, if a third party 
does not purchase the property at the auction, the lienholder takes possession of the property, and the property becomes bank-owned.  These 
properties are also referred to as REO properties (real estate owned by lender).  REO properties are marketed by local real estate agents, or 
in REO auctions.  

 •  The bank is in control of the sale, not the homeowner.  All offers are presented to and negotiated with the bank.  Response time is  
 usually quick, and ranges from 24 – 72 hours.  
 •  Foreclosures have short due diligence periods.  Most REO properties have a 10-day due diligence period.  The clock starts ticking  
 once acceptance is conveyed by the bank.  The buyer has to act quickly to secure financing and perform inspections.  
 •  Foreclosures close quickly.  Lenders typically require that REO properties close within 30 days.  
 •  Homeowner’s credit is severely damaged.  An individual who goes through a foreclosure sometimes has to wait 10 years before  
 applying for another mortgage.  
 •  All liens are exhausted.    
 •  Most repairs are non-negotiable – foreclosures are sold as-is.  While repairs are non-negotiable, the purchase price is negotiable.  If a
 buyer discovers excessive repairs in a foreclosed property, the buyer can renegotiate the purchase price, based upon the findings.  

Short sales and foreclosures can provide great opportunities to purchase properties at discounted prices, however, it is important to understand 
both the negative and positive attributes.  When purchasing distressed properties, apply the principle of caveat emptor, “let the buyer beware;” 
and work with an experienced Realtor® to walk you through the process.

FACTS ABOUT FORECLOSURES:  



USE A LOCAL LENDER
- Our Featured Mortgage Loan Officer : Troy Williamson with TowneBank Mortgage -

In our ever changing market, real estate transactions can be tricky enough.  If you throw in the 
nuances that we face being in a coastal market, it becomes more evident that having a good team 
representing your best interests is the key to making your experience as smooth and stress free as 
possible.  I am used to dealing with circumstances that may be unique to our local market as I deal 
with them on a day to day basis.  I appreciate the opportunity to show you how my experience and 
the level of service that I provide sets me apart.

“Troy was phenomenal. A true professional who was always available and 
who communicated very effectively.”

 “Troy Williamson was very knowledgeable and responsive.”

“Of the 8 home purchases that I have made, I have never had such a 
positive experience as with my loan Troy Williamson. He went the extra 
mile for me time and again, and was absolutely positive and pleasant in 
every interaction. He's the best loan officer I have ever dealt with.”

“Troy was wonderful. Very knowledgeable and always helpful.”

“Troy was always right on top of everything. This was our 3rd home 
buying experience, and he planned on attending closing with us. None of 
our previous lenders offered to do that.”

“Troy and his team… They were outstanding!!”

“My loan officer , Troy Williamson - exceeded expectations. Was 
responsive and kind, even when I likely asked too much of him and drove 
him crazy.”

WHAT MY CUSTOMERS ARE SAYING...

CONTACT ME AND
FOLLOW MY BLOG AT

troyismylender.com

TROY WILLIAMSON OFFICE: 910-679-8222
6770 PARKER FARM DRIVE, SUITE 101

WILMINGTON, NC 28405

Mortgage Loan Officer | NMLS#117934

TROY WILLIAMSON
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 CELL: 910-262-2613



LOCAL VENDORS
- Below is a list of our trusted local vendors -

TERMITE INSPECTOR

Bug-N-A-Rug Exterminators was founded in 1996 by Elliott and Sue Hollingsworth.  Bug-N-A-Rug is family owned and 
operated.  Our business philosophy is to provide the best quality service at prices that reflect the true value of that 
service. We continually look for new ways to provide service and knowledge needed to solve customer problems.  We 
sincerely appreciate all of our customers and do our very best to meet customer expectations. This, you can count on.

670 Wellington Ave | Wilmington, NC 28401 P: 910 254 9443 | F: 910 254 0299 | www.bugnarug.com 

Collins & Collins Law Offices, PLLC is a local, family run, law practice started in 2000 by brothers Robby and Andy Collins. 
Since then, Collins & Collins has focused on transactional real estate law, providing a relaxed atmosphere with a profession-
al closing for thousands of clients purchasing homes. Our office is child friendly and pet friendly because we understand the 

difficulties that can arise during the hectic moving process!  

215 Racine Dr., Ste 101 | Wilmington, NC 28403 | P 910.799.0699 | F 910.799.0663 | www.CollinsAndCollinsLaw.com 

Few Moves, founded in 2009 by UNCW Alumni Travis Few.  The key to our success is our employees, "clean-cut movers". 
We are licensed, insured, local, professional, and uniformed movers.  Our goal at Few Moves is simple: to provide our 
clients with outstanding service. Moving is an inherently stressful process, and we strive to alleviate that stress with our 
product: honest, clean-cut movers.

Office: 910 512-6999 | Email: FewMoves@gmail.com | Website: www.FewMoves.com

VENDOR
LOGO HERE

Hello, my name is Chris Meadows, welcome to Farm Bureau Insurance.  As a native of this coastal area, I am able to relate 
to the needs of my clients whether it is insuring your home, auto or life.  I feel fortunate to work for a reputable and competi-
tive company like North Carolina Farm Bureau that has been in existence for sixty years.  I look forward to meeting with you 

and assisting with your insurance needs.

Chris Meadows, Agent | T:  910-270-1733 | F:  910-270-1608 | Chris.meadows@ncfbins.com

CLOSING ATTORNEY

MOVING COMPANY

INSURANCE AGENT

VENDOR
LOGO HERE

It is our mission to provide quality inspections and customer service combined with fair and competitive prices to 
produce fully satisfied customers. Our computer generated inspection reports are available within 24 hours of comple-
tion of onsite evaluation. We are fully licensed and insured to provide home AND termite inspections. We would 
welcome the opportunity to earn your trust and deliver you the best service in the industry.  Home Inspectors was 
one of the sponsors for the printing of this book.

Branson Pierce, Owner | (910) 815-6664 | homespectors@bellsouth.net | www.homespectorsnc.com

HOME INSPECTOR
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UTILITY CONNECTIONS
- Your utility connection guide to making your move -

Duke Energy Progress 1-800-777-9898   duke-energy.com 

Cape Fear Public Utility 1-910-332-6550    cfpua.org
Aqua America, Inc. 1-877-987-2782    aquaamerica.com 

Waste Industries  1-910-762-7563 wasteindustries.com    
Waste Management 1-910-799-5256 wm.com  
East Coast Sanitation 1-910-395-7020 eastcoastsanitation.com  
Go Eco Disposal  1-910-399-4400 goecodisposal.com   
Coastal Ladies Carting 1-910-313-2556 pink-trash.com  

Piedmont (Natural Gas) 1-800-752-7504   piedmontng.com 
 
AmeriGas (Prop.)   1-910-251-5302 amerigas.com   
JT Lee & Sons, Inc.  (Prop.) 1-910-763-1651 jtleeandsons.com  
Strick’s L.P. Gas (Propane)  1-910-675-1944   strickslpgas.com   

NEW HANOVER COUNTY

Brunswick EMC     1-800-842-5871 bemc.org
Duke Energy Progress 1-800-777-9898   duke-energy.com  

Brunswick County Utilities  1-910-253-2655 brunsco.net
Brunswick H2GO         910-371-9949 h2goonline.com

Piedmont     1-800-752-7504 piedmontng.com

AmeriGas  1-910-251-5302 amerigas.com   
JT Lee & Sons, Inc.  1-910-763-1651 jtleeandsons.com  
Strick’s L.P. Gas  1-910-675-1944 strickslpgas.com   

BRUNSWICK COUNTY

Four County EMC 1-910-259-2171 fourcty.org

Pender County     1-910-259-1570 pendercountync.gov

Piedmont  1-800-752-7504 piedmontng.com

AmeriGas  1-910-251-5302 amerigas.com   
JT Lee & Sons, Inc.  1-910-763-1651 jtleeandsons.com  
Strick’s L.P. Gas  1-910-675-1944 strickslpgas.com   

PENDER COUNTY

Duke Energy Progress 1-800-777-9898 duke-energy.com

Town of Carolina Beach 1-910-458-2983 carolinabeach.org   

Piedmont  1-800-752-7504 piedmontng.com

AmeriGas  1-910-251-5302 amerigas.com   
JT Lee & Sons, Inc.  1-910-763-1651 jtleeandsons.com  
Strick’s L.P. Gas  1-910-675-1944 strickslpgas.com     
  

CAROLINA BEACH

Duke Energy Progress 1-800-777-9898 duke-energy.com

Town of Kure Beach 1-910-458-2983 townofkurebeach.org

Piedmont  1-800-752-7504 piedmontng.com

AmeriGas  1-910-251-5302 amerigas.com   
JT Lee & Sons, Inc.  1-910-763-1651 jtleeandsons.com  
Strick’s L.P. Gas  1-910-675-1944 strickslpgas.com     
  

KURE BEACH

Duke Energy Progress 1-800-777-9898 duke-energy.com

Town of Wrightville Beach 1-910-458-2983 townofwrightsville-
beach.com

Piedmont  1-800-752-7504 piedmontng.com

AmeriGas  1-910-251-5302 amerigas.com   
JT Lee & Sons, Inc.  1-910-763-1651 jtleeandsons.com  
Strick’s L.P. Gas  1-910-675-1944 strickslpgas.com     
  

WRIGHTSVILLE BEACH

Electricity

Water/Sewer

Trash/Recycling

Trash/Recycling/Water/
Sewer

Natural Gas

Propane Gas

KEY:

High-Speed Internet, Cable Television & Telephone
There are several providers for high-speed internet, cable & telephone:

Time Warner Cable  1-877-758-1464 timewarnercable.com 
Charter Communications 1-877-904-4288 charter.com  
Dish Network  1-888-926-5457 dish.com   
Direct TV  1-877-841-8936 directv.com  
AT&T    1-800-331-0500 att.com   
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YOUR NOTES
- An area to take notes as you move through the buying process -
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575 Military Cutoff Rd. Suite 200
Wilmington, NC 28405

www.WilmingtonNCHomes.com

THANK YOU FOR YOUR BUSINESS AND TRUST.

WE KNOW YOU HAVE A CHOICE IN REAL ESTATE PROFESSIONALS.  BEACUSE OF THIS, IT’S 
OUR MISSION TO EXCEED YOUR SERVICE EXPECTATIONS AND TO BE  YOUR MOST RELIABLE 

REAL ESTATE RESOURCE IN THE FUTURE.


