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

o 518.465.1578  |  c 518.859.1860

Bryan Clute | Branch Manager | NMLS #66590

TAKE IT TO
THE HAUS!

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’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 

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

Andrea Seeger
Social Media Manager

Haley Van  
Bellingham

Content Coordinator & 
Advertisement Manager

Shari Baker
Publication Manager

Michael Baker
Publisher

Osman Salam
Hair & Makeup Artist

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

R E A L  P R O D U C E R S  T E A M

Mitchell Wood
Videography

Christina Center
Assistant Editor and 

Proofreader

Isabella 
Browne-Lörcher

Writer

Caitlin Gurtner 
Writer 

Chris Wright 
Proofreader 

Megan Taylor 
-DiCenzo

Writer

Emily Williams 
Writer 

Michael  
Gallitelli

Photographer

Martyn 
Gallina-Jones

Photographer

Joan Heffler
Photographer

Stephanie Mojica
Editor
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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
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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

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

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

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

LIFE / BUSINESS COACH

Lisa Giruzzi

(518) 369-9780

www.transformational

conversations.com

MOLD TESTING & REMEDIATION

Epic Building Solutions

(518) 477-0809

www.epicbuildingsolutions.com/

MORTGAGE LENDER

Haus Capital Corporation

(844) 417-8728

www.hauscapitalcorp.com

Homeowners Advantage

Eric Cruz

(518) 690-2232

www.capcomfcu.org

Homestead Funding Corp

(518) 464-1100 x392

www.cliftonparksouth.

homesteadfunding.com

MORTGAGE LENDING

Catskill Hudson Bank

Dawn Martinez

(845) 798-2896

www.chbny.com

SEFCU

(518) 783-1234

www.sefcu.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

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

Accurate Home Inspector

John Veivia

(518) 577-3954

www.accurate-home-inspector.com

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

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/

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!
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John Veivia

License #'s 16000001255 & MA00580

Full-service home inspections, mold inspections, and assessments

518-577-3954
johnv2201@yahoo.com
www.accurate-home-inspector.com

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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Visit AirWater Environmental, a 
Top Choice for Real Producers 
 
Mold and Radon Remediation 
and Asbestos Consulting

P E R P L E X E D  M E .

publisher’s note

Growing up, I spent summers at the 
YMCA camps in Glenville, NY. It was 
great to get out, play, and socialize 
with the other kids, but my favorite 
time of the day was pool time.

I was fortunate enough to be offered 
the opportunity to take swimming 
lessons at an early age and took to 
water very quickly. I lived in the deep 
end by age eight or nine, diving after 
pennies and nickels for fun.

Over the years, I learned to dive to 
the bottom, swim underwater, float 
on my back without effort, and hold 
my breath for over 2 minutes. I was 
one with the water.

In my later years, I unsurprisingly 
became a lifeguard and spent my 
summers watching children learn in 
the same pools that raised me.

Though I was aware some people 
didn’t know how to swim, it wasn’t 
until I was an adult and in the Marine 
Corps that I discovered swimming 
wasn’t a universal skill. I was shocked 
to learn such a large percentage of 
people didn’t have a positive relation-
ship with swimming.

I noticed that the adults who 
never learned to swim as young 
children were often terrified of 
water in their later years.

Don’t get me wrong. I think 
their fear is rational and by no 
means do I think any less of 
someone afraid of water. We fear 
the unknown and the things that 
can hurt us. Water is both unfa-
miliar and can drown someone
in minutes.

I recently had an eye-opening 
experience that elevated my 
understanding of that fear.

Over the summer, my family and 
I went on a trip to Wildwood, NJ. 
The hotel we stayed at had a pool, 
and the kids wanted to swim 24/7. 
It wouldn’t have been an issue, 
except that Sophia (2) and Julia 
(1) don’t know how to swim and 
are constantly trying to go in the 
water to be like their big brother 
and sister.

Luckily we bought Sophia a life 
vest because as soon as we got to 
the pool, she wanted to jump in 

immediately. What I witnessed was 
something I’ll never forget.

She walked up to the pool’s edge and 
seemed a little nervous. I looked at her 
and said, “It’s OK, you can jump. I prom-
ise I’ll catch you.”

Immediately, without hesitation, she 
jumped into my hands. I stood there 
holding her above the water, shocked 
she’d taken the leap, her little feet dan-
gling in the water.

I lowered her into the pool, and she 
immediately demanded, “Again! I want 
to go again!”

For the next few hours Sophia jumped 
in and got out of the pool non-stop, and 
what I witnessed was amazing to me.

She started small, jumping in a little bit 
more at a time, until eventually, she was 
jumping in, completely submerging her-
self, resurfacing, and swimming to the 
stairs all by herself. After four days, she 
could jump in alone and paddle her way 
completely across the pool unassisted.

Granted, if she didn’t have her life-
jacket, she would sink like a rock, but 

F E A R  O F  WAT E R 
H A S  A L W A Y S

her eagerness, bravery, excitement, and 
most of all, progress, were astonishing.

In less than five hours, she accom-
plished what many aspiring Marines 
can’t learn in three months: how to 
move around in the water.

What was her advantage? Ignorance.

When Sophia walked over to me, want-
ing to jump in for the first time, she 
was fearful because the experience was 
unknown to her. She was ignorant of 
how dangerous water could be.

She trusted me enough to leap, and 
because she was happy and comfortable, 
she enabled herself to learn through trial, 
error, and expert guidance.

As we get older and become wiser, we 
learn more about the world and what’s 
harmful to us. As a result, we become 
more knowledgeable and, in turn, more 
fearful. Sometimes, we let that fear 
control us, preventing us from trying.

Sophia didn’t have that problem. She 
didn’t fear the water because no one told 
her it was dangerous. Because she didn’t 
know the danger of water, she had noth-
ing holding her back except inexperience.

As I watched Sophia jump in for the 
gazillionth time, I looked over to the 
deep end and my “lifeguard alarms” 
started going off. My wife, Shari, was 
in the pool’s deep end, shoulder 
deep and holding on to the side.

What most people don’t know 
is 
that my wife, Shari, cannot 
swim. She never learned as a 

kid. She doesn’t like water, has never 
liked water, and for the last six years, 
she has refused to go into swimming 
pools. It wasn’t until the last two 
years she would even step into the 
shallow end of a pool.

Seeing my wife cling to the 
edge of a pool in 7-foot deep 
water was frightening.

I swam over to make sure Shari was 
OK. She told me she was fine and 
walked around the whole pool, hold-
ing on to the edge. I knew this was a 
HUGE step for her, but it wasn’t until 
later that she told me why she chose 
to conquer her fear.

Shari watched our 2-year-old daugh-
ter, who has never swam alone in her 
life, go from jumping into my hands to 
swimming on her own. She could swim, 
too, if she didn’t let her fear stop her.

So Shari made a decision, took action, 
and by emulating the curiosity and 
ignorance of a toddler, she chose to 
face her fear and did something she had 
refused to do her whole adult life…

Shari went swimming.

I hope you’ll take a chance this month 
and be inspired to face your fears in 
the way Shari was brave enough to do.

With admiration for our community,

MIKE BAKER

Publisher
Capital Region 

Real Producers

518-669-1462
mike.baker@n2co.com

P E R P L E X E D  M E .
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partner spotlight CHRIS IULA 
Chris the Home Inspector LLC

E D U C A T I N G  A N D  E L E V A T I N G

By Caitlin Gurtner 

Photos by Joan Heffler,  

Joan Heffler Photography

“I take a careful look at my 
client’s houses, from the roof 
to the foundation and every 
system in between,” said 
certified home inspector and 
mold assessor Chris Iula. “My 
number one goal is to help 
them by better educating 
them about the building 
and placing them in a better 
position for a successful real 
estate transaction.”
 

When it comes to home inspections, 
Chris’s years of experience lead to the 
knowledge that home inspection is much 
more than simply examining a house. 
 
“I’m honest to the home first,” Chris 
explained. “I perform my inspections 
how I was trained to accomplish it, 
obtaining a clear picture of a building’s 
state and communicating well with 
potential buyers. Real Estate agents 
want honesty and also deserve a rea-
sonable perspective.”
 
Chris explained that viewing every home 
from the client’s perspective is essential, 
which means seeing the good in it. The 
importance is to educate the client about 
what exactly is happening in that space.
 

“Buyers trust the inspector to tell them if 
the home is worth the efforts required,” 
Chris explained. “I attempt to place 
myself in my client’s position when I 
review a home. I try to take a step back 
from my point of view and carefully con-
sider what my customers need.”
 
The ability to educate necessitates good 
communication, a skill Chris picked up 
from his days in publishing. 
 
“I thought being a property manager 
would lend to being a good inspector,” 
he said, “and it did, but I feel my com-
munication skills helped me more.” 
 
Being able to talk to people in layman’s 
terms and give clear and well-written 

reports makes a world of difference, 
both to the clients and to attorneys. 
In addition, the simple truth of being 
a well-rounded person has helped him 
immensely. 
 
“I’m a student of life,” he shared, and 
it’s evident through his work history 
that he means it.
 
In his younger years, Chris could be 
seen sweeping floors in a printing 
agency while at the same time attend-
ing college and studying communica-
tion, marketing, and graphic design. 
 
After graduating, he did a little bit of 
everything, including working for a 
small publishing company. 
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“We had a four-person team, but we all wore differ-
ent hats,” he shared. 
 
Chris came out the other side with writing and 
communication skills, lending to an essential qual-
ity he utilizes as a home inspector. 
 
So what led a man with education and experience 
in the humanities to take on a home inspection 
career? His interest started early with his dad, a 
man who was a “build anything, do anything type of 
guy,” including Chris’ childhood home. 
 
“Since childhood, I have had an affinity for con-
struction and real estate. As a kid, I was a help-
ing hand in more than a few home improvement 
projects with my pop,” Chris shared. “I have vivid 
memories of enjoying every moment of these proj-
ects. I also worked in and on home improvements 
and repairs throughout my life.”
 
It’s an honor for Chris to provide this service to 
homeowners in the Capital Region, considering his 
appreciation for the area. 
 

“I grew up in the Capital Region, and I’m 
proud to call it my home. I’ve lived in other 
places, but this is certainly one of my favor-
ite areas on the planet,” Chris shared. “It’s 
such a beneficial place to exist. Through its 
many communities, the region is positioned 
for growth and prosperity. The relationships 
I’ve built through the years have resulted in a 
robust network I greatly value.”
 
Chris understands that a geographical 
area with so much to offer often leads to 
permanency for homeowners. 
 
“Successful professionals are more  
likely to get repeat business. However,  
we all have clients who never move,”  
he explained.
 
Homeowner stability doesn’t deter Chris’s 
network from growing. 

“We have clients thrilled with our ser-
vices, who recommend us to friends, 
co-workers, or family members,” Chris 

shared. “Most of the referrals I 
get come from the same groups 
of people. That’s what makes me 
feel successful.”
 
While there are plenty of oppor-
tunities to hire a home inspector, 
each experience won’t be equal. 
Crafting a home inspection tai-
lored to clients, with a primary 
focus on honesty of actual house 
conditions, is what clients receive 
when hiring Chris. 
 
“I can catch the smallest details 
and pay careful attention to the 
important building practices 
throughout the homes or build-
ings I’m reviewing,” he explained. 
 
A life-long learner, Chris under-
goes continuous schooling to 
benefit his clients. 
 
“Staying up-to-date on the latest 
real estate and home inspection 
topics and trends has allowed 
me to service my clients more 
effectively,” Chris explained. 
“Continuing education and pro-
fessional development are doors 
to opportunities you can utilize to 
expand your real estate business 
options and stay at the forefront 
of the real estate industry.”
 

Chris believes education is a power-
ful tool that can also assist clients. 
He feels the best way to combat 
uncertainty during the home buying 
process is through explanation. 
 
“I enjoy educating my clients, and I 
love the look on their faces when they 
know they have found their dream 
home,” Chris shared. “The entire 
process can be overwhelming and 
stressful for them. However, the smile 
on customer’s face when they have 
their path clear after the inspection 
period makes everything worth it.”
 
These days, Chris is focused on bal-
ancing his professional growth with 
personal time.
 
“Whenever I think about work-
life balance, I recall listening to a 
podcast produced by a good friend, 
Willie Miranda. I highly recom-
mend his education material, espe-
cially regarding time management,” 
Chris stated. 
 
Time management is essential since 
Chris and his wife, Starr, have a 
son, Zachary, a daughter-in-law, 
Meredith, a granddaughter, Veda, 
and an endearing feline, Sebastian 
Jaxx, who “keeps us at full attention 
when he requires treats.”
 
“My wife and I both enjoy going for 
walks or a nature hike,” Chris said. 
“We try to minimize screen time 
outside work, to give our eyes, minds, 
and bodies the rest they deserve. We 
enjoy being outside and moving when 
we are not working.”
 
Chris will continue to balance fam-
ily time and the work he loves. 
 
“My true passion is being a home 
inspector,” Chris shared. When 
you’re doing what you really want 
to do, it’s a wonderful career.

””
““            We have clients thrilled with our services, 

who recommend us to friends, co-workers, or 

family members. Most of the referrals I get come 

from the same groups of people. That’s what 

makes me feel successful.
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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!
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coach’s corner

D O  Y O U  H A V E

TRANSFORMATIONAL CONVERSATIONS

By Lisa Giruzzi

Here’s what a big BUT looks like…
 
I would accomplish that, BUT…
I really want to, BUT…
I was going to, BUT…

BUTs are another way of saying, “I 
have identified a barrier or roadblock 
on the pathway to achieving my goal, 
and I don’t know how to overcome it 
(or I don’t think I can overcome it).” 
 
BUTs are a very interesting phe-
nomenon. Left unexamined, they 
have lots of power. BUTs can stop an 
otherwise successful person in their 
tracks. It’s as if whatever comes 
after the BUT is reality rather than a 
reason made of thought. 
 
In other words, you have discovered 
why you can’t have what you want, 
so no more thinking is required; 
nothing is left to do but go without 
what you want.
 
Here are typical examples 
I hear all the time:
 
I want to be more successful, BUT I .
I want to take care of myself, BUT .

I want my team to have bet-
ter results, BUT they are so 
________.

When you deconstruct the BUT, 
it becomes clear that whatever 
follows it is a belief, not the truth. 
It’s whatever reason looks true 
to you. Having a big BUT is a way 
to avoid responsibility for getting 
whatever you want. It is a valid 
excuse that lets you off the hook 
for going for it and dealing with 
the possibility of failing.
 
Do you ever wonder why some-
times you look at roadblocks, bar-
riers, and BUTs as the end of the 
line and sometimes you don’t? 
 
Years ago, I had a coach who 
said, “You either have the results 
you want or the reasons why 
not. Choose!”
 
When genuinely committed to 
something, you won’t let anything 
stand in your way. So, if BUTs 
are stopping you, you must ask 
yourself, “Am I truly committed 
to this thing I say I want?” 
 

If the answer is yes, replace the 
BUT with an AND (e.g., I want to 
exercise AND I don’t have time). 
This lets you see the two things 
do not have a causal relationship. 
They are merely two thoughts 
connected by a BUT. 
 
All that needs to happen is to ques-
tion the truth of whatever follows 
your big BUT and recognize it as 
thought. There have been plenty of 
times in your life when you shifted 
your perspective and took action 
to achieve the goal you wanted. 
 
When you let go of your big 
BUT, your natural creativity and 
innovation will take over. You will 
discover new ways of accomplish-
ing what you previously thought 
you couldn’t. 

Lisa Giruzzi is a peak performance 
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.

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.

MORE INFORMATION IS  AVAILABLE AT WWW.TRANSFORMATIONALCONVERSATIONS.COM.

A BIG BUT?
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 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
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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
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on the rise

PatrickPatrick  
DUNNDUNN  

L E A R N I N G  C O N S I S T E N C Y

By Caitlin Gurtner 

Photos by Martyn Gallina-Jones, 

Gallina-Jones Photography

Patrick Dunn was working 

in the service industry at 

the Saratoga Race Track, 

often rubbing elbows with 

billionaires, when a family 

friend convinced him to take 

his skills to a different sector 

that would allow him more 

freedom and opportunity.
 

role. Once he found some consistency, things 
became much more manageable.
 
“I started implementing more structure,” he shared, 
“and, you know, just taking it day by day.”
 
Fortunately for Patrick, he wasn’t trying to figure 
this out alone. Others in the industry helped him 
find his rhythm, teaching him more “old-fashioned” 
ways to go about his business.
 
Patrick talked about how so few people in the field 
use the same methods he was taught, namely pros-
pecting and cold-calling. Many other agents see it 
as an outdated and tedious business model. But the 
task was less daunting than worthwhile for Patrick, 
a man who became very accustomed to speaking 
with influential strangers.
 
“It’s still effective, and it still works,” he said in sup-
port of the practice. “I’m living proof. I do the hard 
work, and there are results.”
 

He continues to bring attention back to his support 
through this journey. He talked about his mentor 
Paul, whom he met when he was five or six.
 
“He was the one that sold my parents their house. 
That’s when I first even knew the job existed.”
 
Patrick’s father was an HVAC technician, and he 
would sometimes accompany him to work as a kid. 
This would someday help to make him aware of 
the relationship various vendors have with the real 
estate world.
 
Patrick didn’t have much interest at the time, 
describing how he usually spent those days think-
ing about basketball instead. Now, he realizes that 
much of the exposure to the ins and outs of homes 
led to his career success.
 
A few years ago, just before Patrick began getting 
into the swing of things, his father passed.
 

RE/MAX Platinum

Having the confidence to build relation-
ships with an affluent crew fit perfectly 
into starting a REALTOR® career.
 
“I figured if I could do it with them, then 
I could do it with anybody,”  
Patrick shared. 
 
Patrick attributes his success to a 
continued desire to be of service and 
opportunities to learn from strong lead-
ers. And so, with the help of his mentor, 
Paul Friello, Patrick took his first steps 
into the real estate field.
 

, At the start of his new endeavor, 
Patrick struggled with the varied  
open schedule.
 
“I just wouldn’t do the things I needed 
to day by day,” he explained, describing 
his first couple of years as an agent. “It’s 
about making sure every day counts, 
and that’s not an easy thing to achieve.”
 
It wasn’t until he started setting 
goals for himself—daily, weekly, and 
monthly—and forcing himself to meet 
them that he began to settle into his 
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“I need him now more than ever, and he’s not 
here,” Patrick shared. “I’m just trying to be the 
best person I could be, and he’s a motivating 
factor for that.”
 
The rest of Patrick’s family are long-term 
residents of Schenectady, a factor that 
sparked Patrick’s appreciation of the capital 
region. Although the last name Dunn is Irish, 
Patrick also grew up with an Italian maternal 
side of his family. He talks about them, along 
with his parents and little sister, with much 
love and gratitude.
 
“They’re so supportive,” he explained. “They’ve 
been with me at any decision I’ve ever made. 
They’ve always just been there. I feel incredibly 
blessed to have such great people in my corner.”
 
Patrick has great loyalty and love for his fam-
ily and his hometown. Patrick does his best to 
support Schenectady, whether referring peo-
ple to other commercial realtors, helping his 
friend’s restaurant, or just making an effort 
to shop locally. He also revels in the gorgeous 
capital region summers and being so close to 
the racetrack.
 
“People travel from all over the world to be 
here,” he said.
 
Patrick looks forward to continuing his growth 
within the capital region over the next few years.
 
He finds the real estate work fulfilling and is 
excited to see how far his potential can take 
him. One of Patrick’s goals is to hit the $10 
million benchmark by the end of this year and 
reach $15 million by the end of next.
 
 Patrick hopes to start a team to help manage 
his growth. However, more than anything, he’s 
excited to continue helping people into the next 
stage of their lives.
 
“Seeing people’s reactions makes me feel like 

we have the best 
job in the world,” 
he explained. “For 
the first time, I feel 
I have a purpose of 
making this world a 
better place.” Patrick frequents his favorite Capital Region hangout, Liza’s of Troy, owned and 

operated by a close friend!
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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

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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featured real producer

T H E  S K Y  I S  T H E  L I M I T

By Megan Taylor   •  Photos by Michael Gallitelli, Metroland Photo

HOWARD HANNA 

REAL ESTATE SERVICES

LISALISA
O S T R A N D E R

REAL Producer, Lisa 
Ostrander, is passionate 
about life.
 
“The world is always excit-
ing to me. I’m like a 10-year-
old in a Wonka factory,”  
she laughed.

 
While she is devoted to family and career, she’s 
always ready to learn and try something new. 
With an incredible array and variety of interests, 
storytelling, gardening, law, the environment, 
reading, music and art, flipping houses, and 
gardening are just some of the ways Lisa demon-
strates appreciation for new experiences.
 
Lisa’s desire for exploration might come from her 
family’s riveting background. Her grandparents 
immigrated from Italy and settled in the Bronx. 
Her father ran away from home at 17 and tried to 
join the military to fight in WWII.
 
“He hitchhiked from New York City to Texas 
with a couple of chocolate bars in his pocket,” 
Lisa shared. “When he got there, the mounted 
horse police arrested him. They called his father, 
who said, ‘If he wants to fight in the war that 
much, we’ll sign him up.’” 

From there, her father went to California and 
joined the Navy. However, he couldn’t swim 
and, as a result, became a Corpsman 
stationed in Okinawa. 

When he returned to America, he had to finish high 
school and college. The GI bill helped him attend 
medical school. There, he met Lisa’s mother. She 
sang at a party when Lisa’s father said he fell in 
love. They had kids soon after. 

“She was an opera singer,” Lisa shared, “and she 
can still sing like you wouldn’t believe.” 

Lisa’s dad was one of her most significant role 
models. It’s been three years since he passed 
away at almost 93. 

“There isn’t a day that goes by when I don’t 
think about him,” she shared. “A person 
leaves behind a legacy. You try to emulate 
them. My dad taught me honesty, and integ-
rity, to work hard, and to do right by others, 
which affects all aspects of my life. My dad 
was an incredible gardener, and my mom was 
an incredible cook. I can do all kinds of things 
as an adult because they taught me.” 

Lisa learned so much from her father. 

“My dad encouraged us to chop wood, mow 
the lawn, put together a rock wall,” she said. 
“One summer, he made my brother, and I 
take these metal brushes and scrub out all the 
moss in the blacktop driveway at our summer 
home. We played and had a great life, but my 
dad always made us work. At the age of 12, 
my mother and two older brothers opened an 
authentic Italian restaurant. I spent 22 years 
on and off working in various kitchen rolls, 
starting as a dishwasher at age 12 and finish-
ing as the general manager at age 30.”
 
With these family stories, it’s no wonder Lisa 
has worked to memorialize them. While in col-
lege working on her master’s degree, she com-
pleted an oral history project. It recorded the 

RR

Lisa's best friend 
in the world (aka 
her husband) and 
Lisa enjoying their 

favorite spot, 
Lake George
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“Let’s be honest—you don’t necessarily make money when you first start real 
estate,” she said. “So, I put it on the back burner. I did another fix-and-flip. I 
was proud that I knew how to do electrical and plumbing. I was good at dry-
wall and taping and painting.”
 
Then, she moved back to upstate New York, where she managed her fam-
ily’s Italian restaurant and owned and operated two art galleries. During 

history of her mother, whose 
Italian city was bombed during 
WWII under Benito Mussolini. 
Lisa also wrote a story about 
her eldest brother growing up 
in the 1960s and her father’s 
beginnings in New York City 
during the Great Depression.

“I come from an incredible 
family. I think my Italian heri-
tage is why I’m so affectionate 
toward my clients,” Lisa said. 
“I give lots of hugs.”

Her affection, determination, 
and hard work make Lisa an 
excellent REALTOR®. 

However, she didn’t start 
out in real estate. In her 20s, 
Lisa moved from New York to 
Houston, TX. She worked as 
a history teacher and profes-
sional artist, while learning the 
craft of restoration while reno-
vating her 1920s city home.
 
“It cost about $60K, and I had 
no idea what I was getting 
into,” Lisa remembered. “I 
watched WMHT on the tele-
vision and borrowed books 
on how to do plumbing and 
electrical; I taught myself.”
 
When she sold it, she made 
about $100K. Lisa knew she 
enjoyed flipping houses and 
was interested in real estate, 
but she felt she couldn’t just 
quit her paying job.
 

I  C O M E  F R O M  A N  I N C R E D I B L E  F A M I LY. 

I  T H I N K  M Y  I T A L I A N  H E R I T A G E  I S 
W H Y  I ’ M  S O  A F F E C T I O N A T E 
T O W A R D  M Y  C L I E N T S .

this time, she got together with her 
high school sweetheart, and ended up 
marrying the man who had become 
her “best friend.” They bought an old 
1800 Farmhouse, and Lisa’s interest in 
real estate was rekindled. She took the 
plunge into her new career.

“I’ve always been entrepreneurial. I love 
homes, sales, and helping people. Still, 
everyone warned me how hard it was to 
make money,” she said. 

Lisa started her real estate career in 
2007 when the housing market crashed. 

“Two years in, I thought about quitting,” 
she said. “But, my dogs were sick. They 
both had cancer, and I was doing every-
thing to save their lives. I just woke up 
and said to myself, I will be successful at 
this. I’m not a quitter. I will make money 
and pay to take care of my dogs.” 

Once she set her mind to it, it was like a 
switch turned on. 

“It was my third year in real estate, and 
I quadrupled my business,” Lisa remem-
bered. “I became a top producer in my 
office and never looked back.” 

Who doesn’t love 
getting muddy 
while driving 

around Lisa’s 200-
acre property?

A shot in front of the 
Leaning Tower of 
Pisa while visiting 

family in 2019. Most 
of Lisa’s family lives 

in Bologna, Italy.
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Lisa continues to look forward. Her property, 
part of the Water District in the 1700s, provides a 
constant source of awe. 

“The original farmers were buried in our yard,” 
Lisa shared. “We kind of know where the grave-
stones are, but we think they should rest wherever 
they may be.” 

“My to-do list is the size of an encyclopedia, but I 
love it,” Lisa said. 

Her goal has always been to renovate the 1800s 
barn on their property. 

“We’d like to put a CrossFit gym in the barn,” Lisa 
shared. “We have a Garden of Eden where our 
pear, apple, and peach trees grow. We also grow 
blueberries and raspberries. We have 4.5 acres, 
which we take care of ourselves.” 

Lisa loves protecting the environment, working in the 
garden to create new life, and appreciating it. 

“I live a hippie lifestyle,” she laughed. 

She also cares for about 40 indoor plants. 

“When clients have dying plants in their house, I say, 
You can’t throw that out. So, they give it to me. Soon 
after, I’ll send them photos and say, I named your 
plant! Look how Gertrude is doing!” 

Lisa and her husband have plenty of plant babies and 
nieces and nephews. 

“My youngest brother and I are board game nerds; we try 
to have a game night once a week,” she said. “My husband 
and I do date nights with my mom once a week; she’s full 
of life. So it’s a full and happy life. I’m very thankful. I’ve 
always been a person who wakes up grateful.” 

Lisa knows being a real estate broker and investor is 
her final career, “besides when I retire and become a 
master gardener,” she laughed. “The journey here has 
been incredible: ups and downs, good and bad. All in 
all, I have a very happy life. The sky is the limit.”

T H E  J O U R N E Y  H E R E  H A S  B E E N  I N C R E D I B L E : 
U P S  A N D  D O W N S ,  G O O D  A N D  B A D .  A L L  I N  A L L , 

I  H A V E  A  V E R Y  H A P P Y  L I F E .  I  A L W A Y S  M A K E 

L E M O N A D E  O U T  O F  L E M O N S .

Lisa competing 
in her favorite 

activity, CrossFit

Enjoying 
a favorite 

pastime—riding 
on tractors!
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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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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!



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.


