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Main O�ce: 18 Computer Dr. West
       Albany, NY 12205

TEL: 518-438-0010
FAX: 518-438-0030

Brian P. Rohan, Esq.
 brohan@rohanlaw.com
Erin P. DeLancey, Esq.
 edelancey@rohanlaw.com

Experienced | Knowledgeable | Personable | Responsive | Dedicated | Dependable
We Provide EXCEPTIONAL, COMPREHENSIVE, HIGH QUALITY Legal Counseling And Representation In All 

Aspects of Residential & Commercial Real Estate

Additional Areas of Expertise: Business & Corporate Law, Trusts & Estates, and Vehicle & Tra�c Law.

• RESIDENTIAL REAL ESTATE
        CLOSINGS
• COMMERCIAL REAL ESTATE
        CLOSINGS
• LENDER REPRESENTATION/
        SETTLEMENT AGENT
• BORROWER REFINANCES
• TITLE INSURANCE (Searches,
        Examination, Clearance)
• NEW CONSTRUCTION
• INVESTMENT PROPERTIES
• LANDLORD & TENANT
        REPRESENTATION

• PROPERTY MANAGEMENT
• FOR SALE BY OWNER (FSBO)
• SHORT SALES
• LOAN MODIFICATIONS
• RELOCATION
• BANK OWNED REAL PROPERTY
        (REO)
• DEED TRANSFERS
• LEASE-PURCHASE OPTIONS
• LAND CONTRACTS
• CONDOMINIUMS
• COOPERATIVE APARTMENTS
• LAND USE & ZONING

Satellite Locations (By Appointment):
125 High Rock Avenue

Saratoga Springs, NY 12866
Tel 518-306-4318
Fax 518-306-4518

333  Glen Street
Glens Falls, NY 12801

Tel 518-338-3833
Fax 518-338-3983 gallina-jones.com  •  martyn@gallina-jones.com  •  (917) 613-4929

MARTYN GALLINA-JONES PHOTOGRAPHY
B R I N G I N G  P H O T O G R A P H Y  H O M E

Fully retouched still photography
Matterport 3D Virtual Tours  •  Drone photography
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Lisa Giruzzi www.TransformationalConversations.com
518-369-9780 • Lisa@TransformationalConversations.com

Coach, Speaker,
Best Selling Author
Let’s Explore What’s Possible.

Grow 
Achieve

S u c c e e d

Improve performance •  Enhance communication  •  Navigate success
Balance professional & personal time  •  Increase productivity

Expand leadership capacity
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DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.

Thanks to the businesses within these pages, our Area Directors, and readers like you, we’re able to break the chains of this horrible reality.

Did you know there are more victims held against their will today than ever before? 
That’s why The N2 Company – the company behind this publication and 850+ others 

like it – is financially committed to end human trafficking. 

FOR EVERY AD WE SELL, N2 DONATES ENOUGH
MONEY TO FREE 2 SLAVES FROM CAPTIVITY.

A GIVING PROGRAM BY Visit n2gives.com to learn more
about our giving program.
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Junk King Albany’s owner, Carl 
Breitenstein, took control of the business 
and quickly becoming the fastest growing 

junk removal service in the Capital 
District. Don’t believe us? Just ask 
Google! We have over 500 verified 

reviews and a 4.9 Star rating, which is the 
highest among any of our competition. North America's Greenest

Junk Removal Service

1-888-888-JUNK

Why is Junk King Albany simply the BEST 
to clean up your residential or commercial 
space? Because we are passionate about 
what we do and we built our business on 
a simple 4-pillar philosophy:
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Isabella 
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Christina Center
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Proofreader

Mitchell Wood
Videography
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Osman Salam
Hair & Makeup Artist

Michael Baker
Publisher

Shari Baker
Publication Manager

Haley Van  
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Content Coordinator & 
Advertisement Manager

Stephanie Mojica
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518.222.6138  •  mitchellwoodmedia@gmail.com

MITCHELL WOOD
P H O T O G R A P H Y  A N D  V I D E O

c r e a t i v e  c a p t u r e  a n d  i r r e s i s t i b l e  s t o r y  t e l l i n g

New beginnings require new actions.

Begin promoting your business with a fresh view of what you do and 
how you do it! We can help you show potential clients why your 

business deserves to be a part of their life.

Testimonials - Youtube content - Training - LinkedIn content - BTS - 
Introduction videos - Recruiting - Documentary 

Contact us today for a free consultation to discuss how we can help 
you share your vision with the world!

moving services
Providing Superior
PA C K I N G ,  S T O R A G E ,  L O C A L  A N D  L O N G - D I S TA N C E

T O  T H E  C A P I T A L  R E G I O N

S I N C E  1 9 5 2

www.donsmovers.com
(518) 462-0697

glenn@donsmovers.com
981 Broadway Albany, NY 12207

M O V I N G
C A N  B E  A

B E A U T I F U L
T H I N G
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"We Take the Stress Out of Your Mess"
518.817.9915

restoration1.com/capital-region
WATER | FIRE | MOLD

"At Restoration 1, our goal is to always put our customers'
needs first. We would love the opportunity to work with more
of our Real Producers partners, and show you why our clients
continue to rate our service as 5 - Stars."

"At Restoration 1, our goal is to always put our customers'
needs first. We would love the opportunity to work with more
of our Real Producers partners, and show you why our clients
continue to rate our service as 5 - Stars."

Daryl Menton, owner/operator
Restoration 1 of the Capital Region
Daryl Menton, owner/operator
Restoration 1 of the Capital Region

Reserve your spot in 
our exclusive Capital 

Partners Program using
the QR code

Capital Partners Program Benefits You and Your Clients!

This section has been created to give you easier access when searching for a trusted local real estate/

business vendor to use. Take a minute to familiarize yourself with the businesses sponsoring Capital 

Region Real Producers. These local businesses are proud to partner with you and make this magazine 

possible. Please support these businesses and thank them for supporting Capital Region Real Producers!

ATTORNEY - REAL ESTATE

Elizabeth A. Byrne LLC

(518) 527-1949

www.byrnelawassociates.com

Ianniello Anderson P.C.

(518) 371-8888

www.ialawny.com

Rohan & DeLancey, PC

(518) 265-0530

BRAND STRATEGIST/SOCIAL 

MEDIA MANAGER

Your Social Liaison

(518) 669-1462

ELECTRICAL SERVICES

Kot Electrical Services

Chris Kot

(518) 859-1860

www.kotelectrical.com

FINANCIAL ADVISOR

Northwestern Mutual

Matt Haye

(518) 785-4141

matthew.haye.nm.com

GENERAL CONTRACTING

Ballard & Son Construction LLC

Barry Ballard

(518) 926-8417

www.ballardandsonconstruction.

com

HEATING & COOLING

Grasshopper Heating and Cooling

Brian Correll

(518) 545-4175

www.gograsshopper.com/

HOME FIX & FLIP, INVESTING & 

CONSULTING

Find, Fund, Fix & Flip LLc

Richard Carr

(518) 488-2434

www.carrrealestategroupllc.com/

Find, Fund, Fix & Flip LLc

Richard Carr

(518) 488-2434

www.carrrealestategroupllc.com/

HOME INSPECTION

Chris The Home Inspector

Chris Iula

(518) 928-4172

christhehomeinspector.com

Top Gun Inspection Services

Josef Fasolino

(518) 956-0532

www.topguninspectionservices.com

Wolf Hollow Home Inspections LLC

Alyssa Hackett

(518) 407-5260

www.WolfHollowHomeInspections.com

INSURANCE AGENCY

Erik LaChance State Farm Agency

Erik LaChance

(518) 669-1846

www.SFLaChance.com

JUNK REMOVAL & HAULING

Junk King

Carl Breitenstein

(518) 265-4805

www.junk-king.com/locations/albany

LIFE / BUSINESS COACH

Lisa Giruzzi

(518) 369-9780

www.transformationalconversations.com

MOLD TESTING & REMEDIATION

Epic Building Solutions

(518) 477-0809

www.epicbuildingsolutions.com/

MORTGAGE LENDER

Catskill Hudson Bank

Dawn Martinez

(845) 798-2896

www.chbny.com

Haus Capital Corporation

(844) 417-8728

www.hauscapitalcorp.com

Home Choice Capital, Inc.

Nancy Herrmann

(518) 280-7009

www.homechoicecap.com 

Homeowners Advantage

Eric Cruz

(518) 690-2232

www.capcomfcu.org

Homestead Funding Corp

(518) 464-1100 x392

www.cliftonparksouth.

homesteadfunding.com

Trustco Bank

(518) 377-3311

www.trustcobank.com

MOVE IN/MOVE OUT AND 

CONCIERGE SERVICES

Call Sheilah!

Sheilah Sable

(518) 937-7908

www.callsheilah.com

MOVING & STORAGE

Don’s Moving and Storage, Inc

(518) 462-0697

www.donsmovers.com

MOVING SERVICES

Moving Made Ez

John Payne

(518) 792-1837

www.movesmadeez.net

ORGANIZATIONS

Women’s Council of Realtors - 

Capital Region

(518) 469-8821

www.wcr.org/chapter-sites/new-york/

capital-region

PHOTOGRAPHY - 

PORTRAITS & EVENTS

Joan Heffler Photography

Joan Heffler

(518) 346-4485

www.joanhefflerphotography.com

PHOTOGRAPHY - 

PORTRAITS / WEDDINGS

Metroland Photo

Michael Gallitelli

(518) 459-8050

metrolandphoto.com

PHOTOGRAPHY- REAL ESTATE

Gallina-Jones Photography

Martyn Gallina-Jones

(917) 613-4929

www.gallina-jones.com

RADON/ASBESTOS/MOLD/LEAD

AirWater Environmental

John Snyder

(518) 376-7345

RESTORATION - WATER, FIRE & MOLD

Restoration 1 of the Capital Region

(518) 817-9915

www.restoration1.com/capital-region

ROOFING

Pinnacle Roofing

Chris LaVallee

(518) 435-2400

www.pinnroof.com

VIDEO PRODUCTION

Mitchell Wood Media

Mitchell Wood

(518) 222-6138

www.mediaave.com

WELL DRILLING/INSTALL 

& WATER TREATMENT

Hawk Drilling Company Inc.

Sandra Baldwin

(518) 885-7952

www.hawkdrillingcompany.com
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JOE FASOLINO
Owner / Inspector
(518) 956-0532
info@topguninspectionservices.com

NYS #: 16000077491
NYS Mold Lic. #: 00333

Treating Clients Like Family
Home Inspection  |  Mold Assessment

Radon  |  Wood Destroying Insects

When inspecting a client’s house, I perform the 
home inspection as if it were my own son or

daughter considering buying that house.
 - Joe Fasolino, Top Gun Inspections Owner and NYS Inspector

Amy Calabrese, Esq. 
Taylor Basford, Esq. 

Our highly experienced team brings
together comprehensive industry
knowledge to facilitate any of your
Real Property needs. 

Whether you are involved in a Residential 
or Commercial Transaction, we will make 
sure to accommodate every aspect of the 
process to make it seamless. 

30 Division Street, Saratoga Springs, NY 12866

518-691-0019

Home Choice Capital, Inc. | Reg Mortgage Broker, NMLS #1948769, NYS Dept of Financial Svcs.
Nancy Herrmann | Lic Mortgage Loan Originator NMLS # 1135039, Principal

Cell: 518-727-9742  |  Nancy@HomeChoiceCap.com
Angie Consolo | Lic Mortgage Loan Originator NMLS # 1832816

Cell: 518-488-0466 | Angie@HomeChoiceCap.com
Office: 518-280-7009  |  Fax: 518-383-0905  |  440 Rte. 146, LL, Clifton Park, NY 12065

Are your clients ready to find 
the home of their dreams?
Nancy and Angie at Home Choice Capital are on it!

Trust the Dream Team at Home Choice Capital. 
We make home ownership dreams a reality.
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E N V I R O N M E N T A L  L L C
AIRWATER

M O L D  A N D  R A D O N  R E M E D I A T I O N  A S B E S T O S  C O N S U L T I N G

•  Top choice of Real Producers
•  All projects estimated and managed by career long environmental

professional with 20 plus years experience

•  Proposals and Completion within Real Estate Deadlines

RESPONSIVE – HIGH QUALITY – NEAT AND CLEAN

JOHN SNYDER  |  518 376-7345

Thank you all for coming and cele-
brating excellence at our Fall 2022 
VIP Party!

October is Domestic Violence 
Awareness Month, and we were 
honored to have Ashley Hart from 
2 Harts, One Soul, Inc. host an 
informational table at our event. Her 
sister and fellow REALTOR®, Nicole, 
lost her life to domestic violence, and 
now Ashley is spreading awareness 
of the social pandemic through her 
non-for-profit organization. We 
appreciate our community for sup-
porting such an important cause. 

On October 15th, four years ago, we 
deadlined for our very first issue of 
Albany Real Producers. Shari and 
I were up until midnight, making 
sure everything was perfect. I was 
wrapping up one last advertising deal, 
rushing to complete the DocuSign 
with only 5 minutes to spare at 11:55.

Since that night, we have had an 
incredible journey, adapting to change 
and thriving together. Now here we 
are, four years later, and I am proud of 
the community we’ve built. Without 
this incredible real estate industry, 
Real Producers wouldn’t exist.

I want to thank our co-hosts for 
the event:

Food Sponsor 
Chris The Home Inspector LLC

Beverage Sponsor 
Calabrese Law Firm, PLLC

Gold Sponsors
Fairway Independent Mortgage 
Corporation
Rohan & DeLancey, P.C.
Homeowners Advantage

Platinum Sponsors
Catskill Hudson Bank
Your Social Liaison

I’d also like to thank Brown’s 
Brewing Company for allowing 
us to host this party and being a 
fantastic supporter of the local 
real estate community. Each event 
we’ve ever had at Revolution Hall 
has exceeded our expectations, 
and we look forward to partnering 
with them for events in the future!

As for upcoming events, be on 
the lookout for invites to our 
mixers, and be sure to save the 
date for our Spring 2023 VIP 
Party on May 17th, 2023, at The 
Saratoga Lake Golf Course.

Connecting the best in real estate, 
inspiring others to achieve more, and 
raising the bar in the industry have cre-
ated consistency within our organization 
to withstand challenges like the COVID 
pandemic and shifting industry markets.

We tell the stories of those who are 
the best at what they do, those who 
inspire others to reach their utmost 
potential, and those who have earned 
recognition for their community 
and industry contributions. All of 
this is driven by you, the top 300 
REALTORS®, and the same commu-
nity we serve.

We choose the stories we tell through a 
selection process. You have the power to 
cast your vote at any time. You deter-
mine who will be celebrated in future 
issues of Capital Region Real Producers 
through your nominations! If you want 
to nominate your peers, don’t hesitate to 
contact us directly.

Through our travels, we meet and 
partner with the most reputable 
and professional vendors in the 
market—Those who you rely on to 
give excellent service. Without their 
continued support, none of this would 
be possible.

p
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Thanks again for every-
thing. I appreciate you all,

Mike Baker
Publisher
Capital Region Real 
Producers
518-669-1462
mike.baker@n2co.com
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partner spotlight

HAUS CAPITAL 
CORPORATION

N E W  V E N T U R E S ,  C L O S E  C O M M U N I T Y

By Haley Van Bellingham

Photos by Martyn Gallina- Jones, 
Gallina-Jones Photography

newest Haus branch, we’re right here in Saratoga/
Ballston Spa.”

The question these days is whether it’s more lucra-
tive to work with a local bank or a broker. After 22 
years in the industry, Bryan can confidently speak 
on the differences between these two options.

“We’re seeing a renaissance of business coming 
back into the broker channel. It’s always been 
faster, but now it is also a less expensive experience 
than that of a bank. In the past, brokers didn’t have 
the best reputation for being able to offer the lowest 
rates or most affordable products. But that’s shifted 
recently. A lot of people are going to brokers as 
opposed to local banks. An HMDA comparison was 
recently released that showed borrowers saved, 
on average, $9,407 per transaction by utilizing a 
wholesale broker over their local bank. So we see 
a push that way, and it’s moved a little quicker 
because of what’s happening in the market right 
now,” Bryan explained.

“To be partnered with the number one wholesaler 
in the country in UWM, plus Haus Capital (as a 
broker), is the best alignment we could have hoped 
for our clients,” he continued.

These two organizations have aligned values to 
achieve lofty goals for their community and clients.
“Besides being a phenomenal bank partner, Haus is 
also a phenomenal partner for us in our everyday 
business. They’ve gone out of their way to roll out 
the red carpet for us,” Bryan explained. “We have 
similar values with the company. They’re pur-
chase-oriented and purchase-first brokers, making 
them a great fit for our clients and us.”

The Saratoga Haus team is a tight-knit unit prepar-
ing for growth, made up of Bryan, mortgage proces-
sor Julie Higgins, mortgage loan originator Steven 
Hunt, and mortgage loan assistant Mark Ferracane.

“We have a strong group behind us and a team that 
wants to grow. Our office has a greater staff capacity, 
but we want to grow in a way that makes sense and 
helps us serve our community. So we’re only inter-
ested in hiring the right people with similar goals.”

Bryan Clute has leveraged his longevity as a 
home mortgage professional in the Capital 
District to create the best opportunities for his 
clients. Recently joining forces with Haus Capital 
Corporation, Bryan has discovered a supportive 
ally of an organization that best understands New 
York homeowners with deep community roots.
Because Haus’s home branch is right out of 
Rochester, New York, the corporation is attuned 
to New York regulations and offers local support, 
understanding the local demographic.

After a strong run with Allied First Bank, Bryan 
only decided to cross over to Haus after careful 
reflection. Previously, Allied first did a good deal 
of business with United Wholesale Mortgage. 
Bryan recognized the value of this organization 
and was disappointed when Allied decided to stop 
partnering with them. As a result, Bryan sought 
a new opportunity that would allow for collab-
oration with United Wholesale, refusing to stop 
offering the support this organization provided as 
a backbone to his client’s needs.

“United Wholesale helps us deliver to our cli-
ents,” Bryan explained. “They are the number one 
wholesaler in the country; they’re a great partner 
as wholesale lenders go.”

Competitive pricing, closing gifts, same-day 
approvals, and same-day mortgage commitments 
were all offerings Bryan wasn’t ready to stop 
offering his clients.

“We submit a loan and get approval the same day,” 
he explained. “They offer same-day closings, auto-
mated closing documents, and same-day wires. 
What they do in the industry is second to none.”

There was also a sense of local sustainability 
that Bryan was interested in strengthening 
within his business.

“Our previous bank wasn’t run directly out of 
New York State,” he explained. “Now that our 
corporate office is in New York, it’s a greater local 
presence and the ability to serve our local com-
munity more thoughtfully and efficiently. As the 

Bryan
Clute
Bryan
Clute
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Since 2000, Bryan has seen trends 
come and go in the industry.

“I’ve been a branch manager for 17 
years now, and I’ve seen a lot of dif-
ferent markets, changes in mortgage 
lending, and changes in the economy. 
The only constant thing is that people 
want to buy into the American dream. 
That includes a strong desire for 
home ownership. So that’s a grati-
fying part of getting somebody into 
their dream home, making it a reality, 
and simultaneously taking the stress 
out of the process.”

For this reason, Bryan and his team 
are committed to focusing on buyers.

“We feel like we’re doing something 
rewarding by putting prospective buy-
ers into homes,” he explained. “There 
have been companies that have come 
in and gone out, but I feel that we’re 
at a place, because of our values, 
where we could stay a fixture in the 
community for a long time to come.

These values include community 
work. While Haus supports many 
charities, they’re currently more 
local to the Rochester/Buffalo home 
office, such as events in conjunction 
with the Buffalo Bills. Bryan would 
like to bring this energy to the Capital 
Region. When working with Allied, 
he was passionate about local youth 
sports and plans to launch programs 
and events that benefit local groups 
now that he’s part of the Haus Capital 
Corporation.

“That’s the real goal, being an advocate 
for our community,” Bryan shared.

Sports are close to Bryan’s heart, and 
his entire family is involved. Living 
in Amsterdam with his wife Rikki, 
14- year-old, and seven-year-old 
sons, their primary activities revolve 
around youth sports, including bas-
ketball and baseball.

We probably put in more hours than 
most, but I have the availability to 
leave to coach a baseball game at 4:30 
or attend a school function, which I 
don’t take for granted. It’s given me 
the ability to be more present, and 
it’s given me the ability to make my 
schedule. That being said, I am always 
available to my clients and partners. 
Communication is paramount in our 
job, so we always answer the phone 
to help solve a problem. We pride 
ourselves in exploring every option to 
make someone’s dream come true.”

Bryan’s present in family and business, 
tending to the company’s new advances 
with consideration for the best possible 
outcomes for homeowners. He hopes 
this new endeavor will bring great 
beginnings in the capital region.

“Any opportunity to get involved and 
take action in our community is a 
win for us. I love living in the capital 
district and being part of this commu-
nity. I know that Haus Capital will be a 
perfect fit.” Bryan shared.

Towards the goal of extending Haus’s 
community presence, Bryan will be 
building stronger local communi-
ties. The first step? A Haus Capital 
Corporation open house is coming 
soon to a Saratoga location near you.

Every year, Bryan builds an 80-foot by 
40-foot backyard rink and draws participa-
tion from the neighborhood kids. When the 
ice melts, Brian and Rikki are avid garden-
ers, planting and tending to garden beds. 
Now, they’re building a greenhouse so that 
they can garden year-round. Well-rounded, 
Bryan plays guitar when he has the chance 
between activities, work, and family.

“I’m very content with where I am and the 
time it allows me to have with my fam-
ily. Managing my branch means working 
extra hours, but it allows me to be flexible. 
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We’ve Moved Our Law Office to 203 Church Street, Saratoga Springs

About Elizabeth A. Byrne LLC

The Law O�ces of Elizabeth A. Byrne LLC is an established general 
practice law firm in Upstate New York. With over 20 years of legal 
experience, the Firm has an established reputation as one of the 
leading real estate firms not only in Saratoga Springs but in the 
Greater Capital District as well. The Firm’s primary practice areas 
include residential and commercial real estate, title insurance, and 
business law. Elizabeth represents a wide range of clients, including 
buyers, sellers, lenders, and businesses throughout the region. 
The Firm is dedicated to pairing quality legal services with 
individual client attention to assist clients in achieving their goals. 

Elizabeth A. Byrne
O. (518) 450.0327
C. (518) 527.1949

ebyrne@byrnelaw.net 
byrnelawassociates.com 
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coach’s corner

BEWARE 
the Trying Trap

by Lisa Giruzzi

When Yoda said the above quote, there was no judgment 
in it. He was stating a fact. If we could view our actions 
or inactions without judgment or opinions, there would 
be no need to hide behind trying. Unfortunately, the 
concept of trying obfuscates the facts and keeps you in 
limbo. This lack of clarity prevents us from telling the 
truth about whether we even want the result or not. Am 
I really committed to it, or was it just a good idea in the-
ory? Telling the truth is reinvigorating. It clarifies your 
commitment and allows for an authentic choice.
 
Right before Yoda said the above quote, he says to Luke 
Skywalker, “You must unlearn what you have learned.” 
That is the way out of The Trying Trap, a willingness 
to have a whole new relationship with telling the truth 
not given by what you already know or have been taught 
in the past. Imagine if, instead, you were at peace with 
what you did or didn’t do. Master Yoda would be so 
proud. May the Force be with you!

What is The Trying Trap? The Trying Trap is what happens 
when we trick ourselves into thinking that trying is the same 
thing as taking action. Perhaps, Yoda said it best in the Star 
Wars: Empire Strikes Back movie: “Do or do not. There is no try.” 
 
We’ve all likely heard this quote or others like it about trying, 
and we nod in agreement. We know “trying” doesn’t exist in real-
ity, yet it still is a pervasive concept. Trying is not just a word; it’s 
a relationship to action that diminishes our power to achieve.
 
“I tried” is code for I took some action and gave up which is fine 
if you see you chose not to take any more action. There is power 
in owning that. You become the victim of your “I tried” when you 
can’t admit that you gave up or decided to stop taking action.
 
Many years ago, I decided to take up guitar. I had always thought 
it would be cool to play, so my wonderful husband bought me one 
for my birthday. I signed up for online lessons and was eager to 
start. I proudly displayed my guitar in my living room and told 
anyone who asked that I was trying to learn how to play.
 
In actuality, it was way harder than I thought it would be, and I 
didn’t enjoy it. I had many other things I was more committed 
to, and I gave up on the guitar. I wasn’t willing to admit it, so 
“trying” became my answer. It took a couple of years for me to 
let go of the story of trying, but finally, I did. I sold the guitar and 
felt free. I hadn’t realized the negative impact lying to myself and 
others had on me. That’s the real problem with The Trying Trap. 
It feels justified to say “I tried” because, after all, I took some 
actions, but it’s B.S.; a socially acceptable lie that you know in 
your heart is wrong. And, because we aren’t present to the cost 
of not being straight about it, we continue the charade of trying.
 
In my experience, trying has become acceptable because failing is 
unacceptable, so we cling to the notion of trying to avoid that dis-
comfort. Without the story about failing, the concept of trying isn’t 
needed. I took up the guitar, didn’t like it, and sold it—the end.
 

Lisa Giruzzi is a peak perfor-
mance coach, best-selling 

author, and accomplished 
speaker with over 25 

years of experience helping 
people to discover their true 

nature and live life powerfully — 
free from stress, regrets, judgments, and fear.

More information is available at  
www.TransformationalConversations.com.

Partner with one or multiple Real Producers magazines to reach this coveted
Top Producer audience. Visit realproducersmag.com/locations.
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Your business can reach those agents too.

RP reaches the top 300-500 real 
estate agents in 100+ major markets 

across the country (like this one).
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JillianJillian
By Megan Taylor-DiCenzo

Photos by Michael Gallitelli, 

Metroland Photo

Jillian skyrocketed her real estate 
business with 74 transactions and 
over 18 million in pending and closed 
transactions in under two years. 

Although she’s discovered that real 
estate is a natural calling, Jillian 
spent the first 20 years of her career 
in financial services. Her career 
began in banking, holding various 
titles from 2001 - 2008, including 
teller, customer service, investment 
representative, Branch Manager, 
and AVP of Premier Banking and 
Investment Services. Jillian returned 
to school for her Master’s in Business 
Administration and successfully 
passed several FINRA exams, includ-
ing series 6, 63, and 65. She also has 
her Life and Accidental insurance 
license in NY. Unfortunately, in 2008 
when the recession hit, her position 
was eliminated. 

From 2008-2013 Jillian worked 
at Milliman as a Retirement Plan 
Communication and Education 

Consultant. “I traveled the country 
giving motivational speeches on the 
importance of saving and investing 
for retirement. I was always inter-
ested in being a consultant, so I 
pursued several designations through 
the American Society of Pension 
Professionals and Actuaries (CPC, 
QKA, QPFC, QPA) to become an 
expert in 401k and Pension Plans.” 

When the frequent travel became 
too much, Jillian became a relation-
ship manager for Ayco, a Goldman 
Sachs Company. During that time, 
she pursued the Project Management 
Professional designation to stand 
out amongst her peers. She pro-
moted financial wellness strategies 
to Fortune 100 and 500 companies 
for five years until she was asked to 
travel again. Traveling was challeng-
ing with a four-year-old at home, 
so Jillian transitioned to Director 
of Retirement Services for a local 
CPA firm. She designed and set up 
new 401(k) plans, ran contribution 

calculations, performed nondiscrim-
ination testing, and submitted the 
required IRS and DOL filing while 
managing staff members. Then, in 
March of 2020, COVID hit, and her 
department was ultimately sold. 

Jillian found herself highly educated 
with 20 years of experience but 
unable to find the right job during the 
pandemic. So, on 9/11/2020, she took 
a chance to audition for a reality show 
filmed in the Capital Region called 
The Real Estate Commission. The 
pandemic opened her eyes to pursue a 
career in real estate and get out of the 
corporate world.

“I decided it was a great chance to 
jumpstart my career in real estate,” 
Jillian shared. “I didn’t want to 
flounder on my own; I wanted to be 
mentored and guided by successful 
brokers. I always loved real estate and 
saw its potential, and I didn’t have 
anything to lose by auditioning.” 

Coldwell Banker Prime Properties

B R E C K

“WHEN I WAS FIRST INVITED TO THE BREAKFAST OF CHAMPIONS IN 2021, I WAS 

TOO NEW TO WALK ON THE STAGE,” JILLIAN BRECK SHARED, “I CAME TO BE 

INSPIRED. TO KNOW WHO THE TOP REALTORS WERE. I KNEW IF I SPOKE IT INTO 

EXISTENCE, I WOULD WALK ON THE STAGE THE FOLLOWING YEAR, AND I DID.” 
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Jillian was selected to be part of the 
show, and the producers instructed 
her to take the 75-hour course, 
pass the test, and get her real estate 
license in two weeks. If she did that, 
she could come to an undisclosed 
location to compete for top realtor. 
She joined the show. 

“I was nervous about how I would be 
portrayed,” Jillian laughed. “I was 
serious about being a top realtor. It 
wasn’t about fame or publicity; rather, 
it was to join one of these successful 
brokerages. If nothing else came of 
the show, it was the catalyst for me 
entering the real estate community, 
and I met a lot of fantastic women.” 

After the show, which came out on 
Facebook Watch two years later, on 
September 22, 2022, Jillian joined 
Coldwell Banker Prime Properties in 
January 2021. 

“My philosophy has always been to do 
what’s best for the client,” Jillian said. “I 
will be the first person to advise my cli-
ent to walk away if it’s not right because, 
at the end of the day, the relationship 
comes first.” Jillian also builds a strong 
team with the best inspectors, lenders, 
and attorneys around her. 

“Buying or selling a home is a major 
financial decision,” she shared. “It’s from 
my past experience that I can talk with 
people and help them make informed 
decisions. When my clients are happy, 
I’m happy.” 

That happiness stems not only from 
work but from Jillian’s beautiful family. 
She has an eight-year-old daughter, 
Cassidy, who she considers her sidekick. 

“I’ve been teaching her real estate for the 
last two years,” Jillian shared. “We make 
videos together about home ownership, 
like the importance of home inspections. 
She’ll be my top producer in ten years. 
She’s so smart and eager to learn.” 

Jillian’s husband, Christopher Breck, is a 
director at the Saratoga Casino. 

“He’s tremendously supportive 
and holds down the fort at home. 
He’s a great dad, and Cassidy will 
know what a great man is.” 

Cassidy certainly knows what a great 
mother is as well. Jillian taught her that a 
timeline is the only difference between a 
dream and a goal. With a minor in music, 
one of Jillian’s goals is to get back to per-
forming as a classically trained singer. 

“I wish I had time to get back to singing, 
but I’m still trying to figure out how to get 
to the gym,” she laughed. “I’m working so 
hard that sometimes I neglect my personal 
life. I don’t want to miss important mile-
stones for my daughter. But I do want her 
to see how hard her mom works.” 

It’s no doubt that Jillian’s work-life balance 
will develop in time. Just as she walked 
across the Breakfast of Champions stage this 
year, Jillian achieves the goals she sets for 
herself and her family through hard work, 
determination, education, and perseverance.  

I don’t want to miss important milestones 

for my daughter. But I do want her to 

see how hard her mom works.

“Coldwell had the resources, mentor-
ships, and culture I was looking for,” 
she said. “I never feel like I compete 
with my colleagues. Instead, I’m here 
to give and receive support; Coldwell 
gave that to me.”  

Jillian has been on a fast track to suc-
cess in the past two years because of 
her banking experience, relationships, 
and center of influence. 

“I love to get someone from a rent-
ing position to home ownership,” 
Jillian shared. “I’m working almost 
exclusively with buyers right now. It 
requires excellent communication, 
handholding, and understanding of 
emotions. My consultative approach 
allows me to sell houses quickly after 
I meet someone. Generally, I’m under 
contract within three weeks.” 

It hasn’t always been easy in this mar-
ket, though. 
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Bryan Clute | Branch Manager | NMLS #66590

TAKE IT TO
THE HAUS!

Chris Kot  |  Kot Electrical Services
123 Maple Ave  |  Selkirk, NY 12158

o 518.465.1578  |  c 518.859.1860
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KING
S E T T I N G  T H E      S T A N D A R D

By Megan Taylor-DiCenzo 
and Emily Williams

Photos by Joan Heffler, 
Joan Heffler Photography

VENTURE 
REALTY 
PARTNERS

Whether he’s coaching sports or selling 
real estate, Steven King asks the tough 
questions: What can I do to better my 
team, company, and myself? 
 
Steven King, who fell in love with bas-
ketball at a young age, learned values on 
the court he still uses as a guide today. 
According to Steven, resilience, tenacity, 
discipline, and accountability are all quali-
ties that a good athlete should possess.
 
“Playing sports and working in real estate 
go hand in hand,” Steven shared. “Playing 
sports helps you navigate obstacles, handle 
adversity, and set goals. We’re building 
relationships in sports and business.” 
 
Steven prides himself on relation-
ship-building both with former players and 
current clients. 
 
“When it comes to my clients, I make sure 
they’re comfortable and at ease with the 
process,” Steven said. “There are so many 
moving parts in real estate. I like to be the 
person who holds their hand and walks 
them through the entire transaction.” 
 
That holds true for Steven’s former 
players, as well. Years ago, he coached 
summer basketball for 10-14-year-olds 
and currently coaches at LaSalle 
Institute in Troy, NY. 
 
“I had a quick lunch a few days ago with 
one of my former players who is going 
to college next year,” Steven said. “He’s 
playing football now, but he still contacts 
me for advice.” 
 
It’s no wonder Steven’s students continue 
to rely on his wisdom. He started playing 
basketball when he was pretty young. 
 

“I practiced after school from 3:15 p.m.-9 p.m.,” 
Steven remembered. “It’s more than a sport; you 
learn how to deal with adversity. When you’re on a 
losing streak, you ask yourself, what will you do to 
get out of it? That’s just like a business.” 
 
Playing sports also helped Steven to set goals. 
 
“Maybe you want to win x-amount of games or the 
championship, so you set goals for yourself to get 
there. For real estate, you set goals, too, to build 
your business. There’s also the matter of building a 
team, which I’m doing now.” 
 
Robert has been on the team for over two years, 
and Tyler, previously with a property management 
company, followed suit a week ago. 
 
“When Robert first joined me, I stunk as a team 
leader,” Steven laughed. “So, I did a lot of research 
and watched videos featuring real estate gurus on 
how to manage a team. Then, I tried to implement 
what I was learning and picked my broker, Shane 
Cahill’s, brain. He’s awesome.” 
 
It was Shane who convinced Steven to join him at 
Venture. Before he got into real estate, Steven and 
his brother owned a moving company. 
 
“When my brother and I sat down and decided it 
wasn’t feasible to scale the moving company, I took 
a risk and finished the real estate course I was tak-
ing at the time. I started with Realty USA and was 
there for about six months.” 
 
Steven wasn’t sure he wanted to continue in 
real estate when he had a conversation with his 
now-broker, Shane. 
 
“Shane asked me about my moving company,” 
Steven remembered. “He said he wanted help 
moving some things, but I just sold my equipment 
and truck a few days before he called, so I gave him 
another reputable company’s number.” 
 

STEVEN

featured real 
producer
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Luckily, it turned out that Shane actually wanted to 
ask Steven to join him at Venture.
 
“I was open to discussing it, and it took only half an 
hour after our talk for me to decide it was the right 
fit,” Steven said. “Shane completely changed my 
trajectory. He set me up with a prospecting calen-
dar and taught me the ins and outs. I hadn’t gotten 
much guidance with that beforehand. He totally 
changed my career.” 
 
Shane actually noticed Steven about a month 
before their conversation when Steven took a buyer 
to one of his listings.
 
“My buyer didn’t go for the property, but Shane 
liked how I handled everything. I was answering his 
calls, and I was communicative,” Steven remem-
bered. “My colleague, Janet, was at Realty USA and 
moved to Venture with Shane. She told him to keep 
an eye on me. After that, everything fell into place.” 
 

T H E R E  A R E  S O  M A N Y  O B S T A C L E S 

I N  R E A L  E S T A T E .  I T  C A N  B E 

S T R E S S F U L  A T  T H E  B E G I N N I N G , 

W I T H  N O  P E N D I N G  D E A L S . 

I T  T A K E S  A  L O T  O F  G R I N D I N G , 

P H O N E  C A L L S ,  C O L D  C A L L S , 

A N D  A P P O I N T M E N T S .

I  L I V E  B Y  T H A T 

G O L D E N  R U L E : 

T R E A T  P E O P L E 

H O W  Y O U  W A N T 

T O  B E  T R E A T E D 

W H E N  B U Y I N G 

A  H O U S E .
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Those first years weren’t always easy.
 
“There are so many obstacles in real estate,” 
Steven said. “When you start, there’s no 
check coming until 6-8 weeks after you 
close on your first property. It can be stress-
ful at the beginning, with no pending deals. 
It takes a lot of grinding, phone calls, cold 
calls, and appointments.” 
 
But Steven hit his stride by staying true to 
his values.
 
“I live by that Golden Rule: treat people how 
you want to be treated when buying a house. 
You have to pull the plug if it’s not the right 
fit for the client.” 
 
Steven’s ethics and hard work directly 
resulted from his family’s influence. His dad 
is a retired chef who occasionally helps his 
friend run a Greek food truck. Steven’s uncle 
owned The Bridge Diner in Albany for many 
years. He owned another place in Rensselaer 
before then. His mom worked in the restau-
rant business for her entire life. She helped 
Steven’s uncle run the diner. 
 
“I get my work ethic from them,” Steven 
shared. “I remember, on weekends when 
I was a kid, I would help my dad cut up 
carrots and potatoes. I thought it was the 
coolest thing when I was young.” 
 
Steven is now a father himself. 
 
“My son and my daughter are my worlds,” 
he said. Carter will be 10 in September, and 
Callie will be 8 in March. “My wife, Deidra, 
is the biggest support I could ever ask for. 
When taking the real estate course, some-
times I would get frustrated and throw the 
book in the garbage. Deidra would take the 
book out of the garbage and put it back on 
the table. She’s my rock. When she says

I’m doing a good job, I tell her she’s 99% of the 
reason why. It’s all love at the end of the day.” 
 
As a way to give back to the community 
and stay connected to a sport that he loves, 
Steven coaches basketball locally. He’s cur-
rently the assistant coach at La Salle Institute 
and has previously coached AAU basketball. 
Being the people person that he is, it’s no 
surprise to learn that he still keeps in contact 
with former players and parents alike. 
 
He’s also a sponsor for the Big G Classic, 
a basketball tournament in Washington 
Park, and a sponsor for East Greenbush Pop 
Warner, a youth football and cheer program. 
 
Steven advises other REALTORS® to be 
their authentic self and always follow the 
golden rule. 
 
“My biggest motto is treating people how 
you want to be treated if you were buying a 
house,” he remarked. 
 
He doesn’t spend too much time worrying 
about volume these days, noting that “the 
volume comes from doing the good stuff, like 
being there for your clients.” 
 
With his dedication and drive, and by con-
tinuing to offer the same high level of service 
to his clients, there is no doubt that there is 
still a lot more to come from Steven King and 
his team at Venture Realty Partners.

W H E N  M Y  B R O T H E R  A N D  I  S A T  D O W N 

A N D  D E C I D E D  I T  W A S N ’ T  F E A S I B L E  T O 

S C A L E  T H E  M O V I N G  C O M P A N Y ,  I  T O O K 

A  R I S K  A N D  F I N I S H E D  T H E  R E A L  E S T A T E 

C O U R S E  I  W A S  T A K I N G  A T  T H E  T I M E .

M Y  B I G G E S T 

M O T T O  I S 

T R E A T I N G  P E O P L E 

H O W  Y O U  W A N T 

T O  B E  T R E A T E D 

I F  Y O U  W E R E 

B U Y I N G  A  H O U S E .
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CALL US TODAY! 518-885-7952
LIKE US ON FACEBOOK     

HawkDrillingCompany@gmail.com

DID YOU KNOW??

Our knowledgeable staff
have been installing and

servicing WATER TREATMENT 
for over 30 years!

From Methane & Sulfur
to Iron & Hardness

to Salt and Bacteria!

Our staff are clean,
kind, and polite.

“ From Wells to
Water Treatment”

5th Generation, Since 1927

“ From Wells to
Water Treatment”

5th Generation, Since 1927

Call Rich Carr Today for a FREE offer to purchase
your home, or visit: https://RichCarr76.com

RICH CARR
 Licensed Master Electrician
& Licensed Master Plumber

Over 20 years of experience buying
homes throughout the Capital Region

c. (518) 488-2434

Honesty, Integrity, Competence, and Professionalism
Does your client need to sell fast for CASH because of a job transfer, divorce, 

estate sale, death, bad tenant, relocation, or inability to make repairs?

No middlemen       We pay cash for ALL homes, no banks
No contractors needed for repair estimates        We buy homes "as is" without inspections

One-Stop-Shop: one phone call does it all

We close transactions in 20 days and pay the highest price possible for your client's home.

Paying up
to 3% Agent
referral fee!
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WE DO OUR BEST TO MAKE
INSPECTIONS SUCK LESS!

Alyssa@WolfHollowHomeInspections.com

Pre-listing Inspections, Buyer 
Inspections, Commercial 
Inspections, Radon and 
Water Testing, Well-flow 

Testing, Mold Assessments

518-407-5260 Christine Frith
Realtor
Coldwell Banker
Prime Properties
I joined WCR to support our local chapter and attend the fun 
(Deals in Heels is a RIOT!) and educational events they 
hold.
  
WCR does a great job coordinating these events and 
donating to area charitable causes. I love the Women's 
Council Corner Newsletter. I look forward to becoming more 
involved in future events and collaborating with fellow 
members!

Our Deals in Heels Event was a blast! Don't miss our next event.



Rick Murphy
Senior Loan Officer

Rmurphy@chbny.com
(518) 461-6116

NMLS# 481564

877-CHBNY15 | www.chbny.com
simplemortgage.chbny.com

Bank locally with experienced
Mortgage Specialists.


