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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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DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but 
remain solely those of the author(s). The paid advertisements contained within the Capital Region Real Producers magazine are not endorsed or recommended by The N2 
Company or the publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

If you are interested in contributing or nominating REALTORS® for certain stories, 
please email us at mike.baker@realproducersmag.com.
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S This section has been created to give you easier access when searching for a trusted real estate 

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. 

These local businesses are proud to partner with you and make this magazine possible. Please 

support these businesses and thank them for supporting the REALTOR® community!

BRAND STRATEGIST/

SOCIAL MEDIA MANAGER

Your Social Liaison

(518) 669-1462

ELECTRICAL SERVICES

Kot Electrical Services

Chris Kot

(518) 859-1860

www.kotelectrical.com

GENERAL CONTRACTING

Ballard & Son  

Construction LLC

Barry Ballard

(518) 926-8417

www.ballardandson 

construction.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.carrrealestate 

groupllc.com/

Find, Fund, Fix & Flip LLc

Richard Carr

(518) 488-2434

www.carrrealestategroup 

llc.com/

HOME INSPECTION

Top Gun Inspection Services

Josef Fasolino

(518) 956-0532

www.topguninspection 

services.com

Wolf Hollow Home 

Inspections LLC

Alyssa Hackett

(518) 407-5260

www.WolfHollowHome 

Inspections.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.transformational 

conversations.com

MORTGAGE LENDER

Catskill Hudson Bank

Dawn Martinez

(845) 798-2896

www.chbny.com

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

Trustco Bank

(518) 377-3311

www.trustcobank.com

MOVING & STORAGE

Don’s Moving and  

Storage, Inc

(518) 462-0697

www.donsmovers.com

ORGANIZATIONS

Women’s Council of Realtors 

- Capital Region

(518) 469-8821

www.wcr.org/chapter-sites/

new-york/capital-region

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

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.hawkdrilling 

company.com

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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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

Now that the holiday 
season has come to a 
close, the Dream Team
can help you focus 
on your 2023 goals

Now that the holiday 
season has come to a 
close, the Dream Team
can help you focus 
on your 2023 goals

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

M E E T  T H E

C A P I TA L  R E G I O N

Osman Salam
HAIR AND MAKEUP ARTIST

Mitchell Wood
VIDEOGRAPHER

Emily Williams 
WRITER

Martyn Gallina-Jones
PHOTOGRAPHER

Michael Gallitelli
PHOTOGRAPHER

Stephanie Mojica 
EDITOR

Megan Taylor-DiCenzo
WRITER & CONTENT COORDINATOR

Haley Van Bellingham 
ASSOCIATE PUBLISHER

Shari Baker
PUBLICATION MANAGER

Michael Baker
PUBLISHER
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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

It’s hard to believe that five years ago, I learned that 
New York State finally approved the launch of our 
Albany Real Producers Franchise.
 
In April 2018, I started meeting with different real 
estate agents and vendors, telling them about the com-
munity I envisioned creating in the Capital Region.
 
Some of them saw my vision, too, while others said 
it would never work.
 
After my first 30 phone calls, I realized this 
endeavor would be much harder than I’d expected, 
but I committed myself fully.
 
It was the encouragement and the excitement of 
those who understood our purpose that drove me 
through the difficulties of the process.
 
It was the unconditional support of my wife 
(girlfriend at the time), Shari, who trusted my 
judgment, constantly encouraged me, and brought 
me dinner every night as I worked my part-time 
job struggling to pay the bills. Without her, I never 
would have made it.
 

It was the knowledge and belief in the business model that pre-
vented me from listening to the naysayers as they tried to keep 
me down.
 
In November 2018, our first issue hit mailboxes, and it was one of 
the happiest days of our lives.
 
For four years, I helped inspire the best in this local real estate 
community. Our platform brought the best vendors and the best 
REALTORS® together under one roof to celebrate the industry 
they love. We told the stories of colleagues they never had the 
opportunity to meet or get to know.
 
Every story we told was personal, unique, and special. We are 
eternally grateful to all those who trusted us to share their story 
and allowed us to inspire others to achieve new heights.
 
Over those years, I had the privilege to interview hundreds of the 
most successful professionals, learning from their successes and 
challenges. Providing me the opportunity to see patterns in their 
views and habits, I developed a deeper understanding of business.
 
I realized many professionals shared a passion for their industry 
and role, and they all had similar struggles; time management and 
social media were the two biggest struggles of them all.
 
Over the last 5 years, I also developed methods to overcome those 
two struggles, allowing us to reach hundreds of thousands of peo-
ple online without spending ANY advertising dollars online.
 
Almost two years ago, I gathered everything we’d learned and 
took a huge risk. We created the first-ever social media marketing 

NOTE
p u b l i s h e r ’ s agency that focused on organic growth instead of 

paid advertising. We launched Your Social Liaison 
LLC and perfected strategies to keep our clients top 
of mind with those who mean the most.
 
Your Social Liaison outperformed our expectations 
and has enabled us to prepare for a national launch 
using our newly-developed innovative software and 
platform. All of this is incredibly exciting, but jug-
gling both Real Producers and YSL became burden-
some for my team and me.
 
By the end of last year, I realized I needed to make 
a choice. I could no longer keep both of the compa-
nies I’d built. I needed to provide our clients with 
the best service possible, but it was in danger of 
falling apart.
 
I came to the emotional realization I needed to 
hand over the reins of Real Producers to those 
who could take the amazing thing we built and 
make it even better, enabling me to focus 100% on 
Your Social Liaison.
 
It was at that moment I reached out to the Kristin 
Brindley Team, and I am glad I did.
 
Kristin Brindley and her team are the largest RP 
Publishers in the country. They operate seven 
different Real Producers territories and have fig-
ured out all of the efficiencies and ways to win for 
Agents and Preferred Partners.
 

Kristin will be taking over the business operations, while Haley 
Van Bellingham, our editor/content manager/advertising man-
ager/writer, will be stepping up and filling my shoes as the 
Associate Publisher.
 
Haley will be conducting the interviews and podcasts, running 
the events, and connecting with the community. She has been 
helping us build this platform since the beginning, and we are 
looking forward to seeing her grow even further in the Real 
Producers community.
 
All of these changes are exciting for Shari and me. We are happy to 
see what we’ve built move into such caring hands, and we are excited 
to see where the future of Capital Region Real Producers can go.
 
While we won’t be running the show anymore, we are still affil-
iated as Preferred Partners for our local real estate community. 
Your Social Liaison will manage the social media for Capital 
Region Real Producers. By working with the Kristin Brindley 
Team, we will have the opportunity to advertise in their other 
territories while we expand our agency nationally.
 
This handing over of the torch benefits all, and we’re excited 
to continue to gather with our friends and business partners at 
future Real Producers events.
 
Thanks again for everything,

 
I appreciate you all.

Mike Baker, PUBLISHER
Capital Region Real Producers

518-669-1462
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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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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

coach’s corner What if…
“What if” thoughts are like bunnies- they reproduce fast. 
It looks something like this:
• What if the market gets worse?
• What if I don’t make enough money to pay bills?
• What if I lose my home?
• What if I was only successful because of the low rates?
• What if I am a fraud?
• What if, what if, what if… on and on.

The tricky thing about “What if” thoughts is in the 
moment of having them, they can look practical and wor-
thy of consideration. As if thinking about the worst-case 
scenario is the same as planning for the future. It’s not.
 
These types of “What if” thoughts serve only one purpose 
- to scare the hell out of ourselves. It stems from the false 
belief that fear is a good motivator and will inspire action. 
The opposite is true. Fear leads to an amygdala response, 
(fight, flight, or freeze) which is the worst state of mind 
for optimum performance. When the amygdala is engaged, 
resources such as blood and oxygen are diverted to the 
areas of the brain and body necessary for survival and 
away from nonessential areas such as creative thinking, 
fine motor skills, etc. This state of mind is referred to as 
an amygdala hijack.
 
When you realize you are in survival mode, whether from 
a “what if” attack or from any other scary thought, it is 
helpful to first notice it without adding any story, reason, 
or explanation. Noticing looks something like, “Oh wow, 
I’m believing my thoughts right now,” or “I’m using my 
imagination in an unhelpful way.”
 
Once you’ve done that, simply look at the situation or 
circumstances as objectively as possible. Ask yourself, 
“what are the facts?” Hint: a fact is what is happening or 
happened without any story or reasons; things you would 
see and hear on a video recording.
 
When you become present to the facts without anything 
added, there’s just stuff to do or not do. Your greatest asset 
- your inner genius - is unleashed and new innovative solu-
tions are born. In this space, “What if” becomes a creative 
tool for breakthrough results by using your imagination in 
the best possible way. What looked unsolvable becomes 
solvable. I have seen this in action countless times in my 

own life and the lives of my clients. It’s truly remarkable 
when your innate creativity is let loose.
 
It is up to you whether you use your thoughts as a tool or a 
weapon. Choose wisely.

TRANSFORMATIONAL CONVERSATIONS WITH LISA GIRUZZI

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.

More information is available at  

www.TransformationalConversations.com.
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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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C AT S K I L L  H U D S O N  B A N K
CELEBRATING THREE DECADES OF TRADITIONAL BANKING

RICK MURPHY 

Catskill Hudson Bank has a 
straightforward philosophy: 

Keep things simple for the customer in 
a complicated banking world.
 

“If we can do it as simply as possible, 
that’s what we do,” Chairman and CEO 
Mario L Martinez explained. “As we 
continue to grow, our priority remains 
personal service and meeting the 
needs of the communities we serve.”
 

In 1993, the bank opened its first 
branch in Monticello. They’ve since 
grown to 11 branches scattered 
throughout the Mid-Hudson and 
Capital Region.
 

Their expansion into the Capital 
District started ten years ago at a 
time when some of the larger banks 
were leaving the area. Recognizing the 
growth that the region was experi-
encing, Catskill Hudson Bank saw a 
chance to step in and address the void.
 
“At the time, we were offering only 
commercial loans,” Mario remem-
bered. “Six years ago or so, we 
thought about expanding into residen-
tial mortgages, and we happened to 
get the right people to do it.”

Those people were Stephanie Zocco 
and Brian Garis, who both brought 
extensive lending experience to the 
job. They spent six months building 
the department from scratch. In 2018, 
the bank unveiled its new residential 
lending division.
 
Soon after, Rick Murphy joined the 
team as the first outside loan origi-
nator, bringing a solid base of trusted 
REALTORS® with him. Rick’s back-
ground, business relationships, and 
working with an experienced team 

accelerated their Simple Mortgage 
lending program.
 
All three are still with the company 
today. Stephanie Zocco, SVP, now 
serves as Chief Operating Officer, 
Brian Garis VP Sales Manager, and 
Rick is a Senior Loan Officer. The 
combined efforts of the Residential 
Loan Manager, 2 Loan Officers, and 
6 Team members have contributed to 
the rise in the ranks as a residential 
mortgage provider.
 

partner spotlight By Emily Williams | Photos by Martyn Gallina-Jones, Gallina-Jones Photography

Rick Murphy, Senior Loan Officer

AS WE 

CONTINUE 

TO GROW, 

OUR PRIORITY 

REMAINS 

PERSONAL 

SERVICE AND 

MEETING THE 

NEEDS OF THE 

COMMUNITIES 

WE SERVE.

L to R: Jim Cardinal, Sr 
Loan Officer - Colleen 
Osterhout, Loan Officer 
- Rick Murphy, Sr Loan 
Officer - Brian Garis, VP 
Sales Manager - Ann 
Edsforth, VP Residential 
Loan Manager
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The bank is a portfolio lender, mean-
ing they don’t sell their loans to a 
secondary market. This allows for 
greater flexibility and faster turn-
around in the types of loans they can 
offer. “All lending decisions are made 
in our offices, including setting rates 
and reacting to market conditions.”
 
The company has also embraced 
technology to make banking easier for 
its customers. Whether you want to 
deposit a check, access your account, 
or start the loan process, all can be 
done online and at a local branch.

“The more we can introduce technol-
ogy into our bank, the more convenient 
it is for our customers. Some prefer to 
bank online, while others prefer to go 
to the branches. We are keenly aware 

that we live in a world where both are 
needed.” Mario shared.
 
This year the bank celebrates its 
30th anniversary, and they have 
some exciting new projects in the 
works. They’re currently under con-
struction on a new mortgage center 
in the heart of Malta, which is slated 
to open in July 2023. Conveniently 

located on Route 9, the building 
will serve as a hub for the Mortgage 
Department along with Operational 
and Executive offices.
 
In step with the bank’s growth, its 
focus remains the same as it was 
when it opened that first branch 30 
years ago — personal service.

Mario L. Martinez. Chairman & CEO

Catskill Hudson Bank’s new mortgage center in 
the heart of Malta is slated to open in July 2023.

SOME PREFER TO BANK 

ONLINE, WHILE OTHERS 

PREFER TO GO TO THE 

BRANCHES. WE ARE 

KEENLY AWARE THAT WE 

LIVE IN A WORLD WHERE 

BOTH ARE NEEDED.

Rick Murphy 
Senior Loan Officer
 
Rick Murphy was drawn to Catskill 
Hudson Bank for the same reasons that 
attract many of its customers. He liked 
that it was a small bank focused less on 
bureaucracy and more on efficiency.
 
Originally from Albany, Rick started in 
the mortgage industry 27 years ago when 
he was working at another bank during a 
refinance wave.

“I fell into it,” he explained. “I just started 
doing refinances for the bank, and then 
people started referring me to other 
friends. So, all of a sudden, I was a mort-
gage originator, working with REALTORS® 
and building those relationships.”

While Rick “fell” into the business, his 
passion for helping others is the driving 
force behind his longevity.
 
“I like helping people,” he shared. “That’s 
really what it boils down to. I like helping 
agents; I love that relationship. It feels 
good to get a referral when someone likes 
you enough to send you a customer. I like 
helping people buy a house. Sometimes 
they’re a little frustrated during the 
process or scared, but at the end, they’re 
always happy.”
 
In addition to traditional mortgages, Rick 
works with all types of residential loans, including new construc-
tion, refinances, home equities, and resales.
 
As an industry veteran, Rick has learned to adapt to the ups and 
downs of the market.
 
“The market is changing as we speak,” he commented. “The hous-
ing market is slowing down, REALTORS® are slowing down, so 
every deal is that much more important.”
 
Despite the ebbs and flows, one thing you can count on is Rick, 
supported by a talented team of professionals at Catskill Hudson 
Bank to help you navigate the changes.
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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!

Bryan Clute | Branch Manager | NMLS #66590

TAKE IT TO
THE HAUS!

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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GABLER  
REALTY SHOOTING FOR 

EXCELLENCE
For most people, making a significant 
career change can be a scary prospect. 
For Dave Ryan, it was no different. He 
spent most of his career in education, first 
as a high school teacher and then as an 
instructional designer. For 12 of those years, 
he also practiced real estate on the side.
 
As his real estate business picked up, 
Dave began exploring the idea of leaving 
education to focus solely on selling 
homes.
 
“My fear of switching to full-time 
real estate was losing my salary and 
benefits,” Dave said. “It’s hard to give 
that up when my kids are on my health 
insurance.”
 
Two years ago, after careful planning, 
Dave set his fear aside and made real 
estate a full-time career.
 
He credits support from friends and 
family as being invaluable to his suc-
cess. One of his biggest cheerleaders 
has been his girlfriend, Cortnee.
 
“We are super supportive of each other,” 
Dave remarked. “I always say it only 
takes one person to believe in you to 
make a really big difference in your life.”
 
Despite leaving education, Dave is still 
an educator at heart.

“My favorite client to work with is a 
first-time home buyer,” he explained. 
“They’re coming in fresh, and they 
really don’t know anything, so I can 
present it in a way that they haven’t 
seen before. I use a lot of checklists and D
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 on the rise

By Emily Williams

Photos by Martyn Gallina-Jones,  

Gallina-Jones Photography
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visual materials that I give them so 
that as we go through the process, 
they can check things off or know 
what’s coming up next.”

He joked that he calls it Dave  
on Demand.

“It’s like a free subscription; you can 
cancel anytime,” he said with a laugh.

Dave also leverages his design skills 
to create his own marketing materi-
als. It’s a chance for him to infuse his 
fun and creative side into the busi-
ness. Look out for his charcoal Lab, 
Charli, who often makes an appear-
ance in his ads!
 
Outside of real estate, Dave’s happy 
place is the basketball court. He wakes 
up at four in the morning two times a 
week to get playing time in, and he’s 
been a coach for the last 20 years.
 
“I think coaching and education are 
two really big pillars of my business,” 
Dave noted. “With coaching, it’s about 
being a part of something bigger than 
yourself and working together to 
achieve goals.”
 
The most rewarding part of real 
estate for Dave is the relationships 
that it allows him to build.
 
“I never want to do a quick deal and 
then never talk to you,” he said. “I’ve 
formed really good and lasting friend-
ships with people that I’ve helped.”
 
By doing right by others, Dave’s busi-
ness also reaps the rewards.
 
“Every single person I help helps my 
kids and me more than words can say, 
and I make sure my clients know that 
as well,” he commented. “I count on 
them to refer their family and friends 
to continue to grow my business. So, 
it’s always a win-win situation.”
 
Dave’s hard work has paid off, earning 
him accolades like the 2018 and 2022 

Gabler Spirit Awards, as well as 
Gabler Realty’s Agent of the Quarter 
and Top Producing Team awards.
 
More important than the accolades is 
what real estate has provided for him 
and his family.
 
“It allows me to make a good life for my 
children and myself while also having 
the flexibility to create a good work-life-
family balance,” Dave remarked. “And 
to have my children see me work hard 
and be a good example to them,”
 
His two kids — Cameron, 14, and 
Katie, 12 — are avid athletes like 
their dad; he loves coaching them and 
watching them play.
 
“My son gravitated to basketball and 
golf,” Dave remarked. “My daughter is 
all softball.”
 
As Dave’s business blooms, he’s con-
stantly looking for ways to ensure he’s 
improving and growing. He recently 
got his Associate Broker license and 
formed the Making Moves team with 
fellow REALTOR® Gary Pollard.
 
“I am very proud of what I have 
worked hard to build, but I am 
working hard every day to improve 
and grow mentally, emotionally, and 
physically,” Dave said. “I want to have 
a good healthy life balance all around. 
I surround myself with those who are 
similar and can add to these goals, 
and I avoid people who don’t.”
 
His story proves that a leap of faith 
can pay off — but to Dave, success is 
more than money and material things.
 
“To me, success means feeling confi-
dent that you are putting your energy 
in the right places to build a good 
reputation and feel satisfied with 
yourself, which will allow others to 
see you that way as well,” he shared.

To me, success 

means feeling 

confident that you 

are putting your 

energy in the right 

places to build a 

good reputation and 

feel satisfied with 

yourself, which will 

allow others to see 

you that way as well.
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Chris Kot  |  Kot Electrical Services
123 Maple Ave  |  Selkirk, NY 12158

o 518.465.1578  |  c 518.859.1860

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

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
By Megan Taylor-DiCenzo

Photos by Michael Gallitelli, Metroland Photo

SITTNER 
JAMIE

The Luxe Team,  
Oxford Property Group USA

WHAT YOU DO  
WITH THE TIME YOU HAVE

Jamie Sittner is building the life she wants. She 
travels extensively, taking her children around 
the world. She works when she wants and how 
much she wants. Most importantly, she found 
the secret to turning lemons into lemonade: 
reflecting on decisions and understanding that 
it’s not what happens but how you react that 
makes all the difference. Her story of resiliency is 
what makes her a REAL Producer.

In 2009, Jamie was 23 years old, going to college 
for business administration and working a dead-
end job. That’s when she came upon an ad for 
Prudential Manor Homes on Craigslist. 

“I went in for the interview, they encouraged me to 
get licensed, and the rest of history, as they say,” 
Jamie remembered.
 
A few years later, Jamie joined CMK & Associates 
Real Estate and spent seven years there, helping to 
run the Burnt Hills and Ballston Spa offices until they 
sold the company to Howard Hanna Real Estate.
 
“When they sold to Howard Hanna, I knew I needed 
to do some rebranding, either with Howard Hanna 
or a new company,” Jamie recalled. “That’s when I 
chose Keller Williams.”
 
After a few years at Keller Williams, Jamie was 
asked if she’d consider starting a team. She said, 
“Sure, let’s do it!” although she didn’t know much 
about running one.
 

“Being an almost ‘by accident’ team 
leader, I decided to pay for leads,” she 
remembered. 

“We got a lead for a lake house on 
Sacandaga; the lead, Adam, happened 
to be the owner of Oxford Property 
Group. I asked if he would give me 
30 minutes of his time to share how 
he grew his company. I was intrigued 
because we’re similar in age, work 
in the same industry, and live in the 
same state, but live drastically differ-
ent lives.”
 
He agreed, and by the end of the call, 
Jamie and Adam knew they wanted 
to work together toward opening an 
office upstate.
 
“This is our third year open; I love 
it,” Jamie shared. They just moved 
into their new office in the Village of 
Ballston Spa, which happens to be the 
same office Jamie was in with CMK & 
Associates. “It feels right,” she shared, 
“like I’m where I’m supposed to be.”
 
Oxford Property Group is a private-
ly-owned company with a strong 
presence of 1,000 agents in New York 
City. They are slowly growing their 
upstate location with 20 agents there. 
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“We don’t want to be a brokerage 
where we hound agents, feed their 
egos, and make false promises,” Jamie 
shared. “We’re just doing our thing 
and attracting like-minded people 
who see the value in what Oxford has 
to offer.” 

The Oxford upstate office has a few 
teams as well as many solo agents. 
They all have different ways of doing 
business; some agents are part-time, 
and some are full-time, but all seem 
to have similar values. 

“We take the relational approach 
to doing business,” Jamie shared. 
“Maintaining genuine relationships is 
what will give you continued business 
long after the transaction is over.”
 
Real estate deals are not always 
a result of a happy moment in a 

person’s life. Death and divorce 
make up a large percentage of the 
transactions. 

“I like being there for people,” Jamie 
said. “No matter what someone is 

going through, I want to do everything 
in my power to make it a positive 
experience for them. Helping some-
one, for me, isn’t limited to buying or 
selling a house, and I try to convey 
that to my clients.”
 
Jamie can genuinely empathize with 
her clients, as she also went through 
a divorce. 

“Getting divorced was (and still is) 
extremely hard. Suddenly, I was a 
single mom with three kids, zero child 
support, and zero help,” she remarked. 
“I realized I could curl up in a ball and 
feel sorry for myself, or I could decide 
that I am meant for more, my kids are 
meant for more, and I will never be in 
this position again. The divorce made 
me determined to keep pushing with 
real estate and creating a whole new 
life that I love.” 
 

Exploring the beauty of all Alaska has to offer.

Jamie is forging endless opportunities for her three children.

Checking out Windsor Castle on an 
adventure with the kids to London.

All aboard; salmon fishing in Alaska!

WE ARE 

RELATIONAL 

RATHER THAN 

TRANSACTIONAL. 

YOU NEED TO 

CARE ABOUT THE 

PEOPLE, NOT 

THE PAYCHECK.
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WE ALL HAVE 
STUFF THAT 

HAPPENS. NONE 
OF THAT MATTERS. 
IT’S HOW YOU ACT 

AND HOW YOU 
RESPOND. WHAT 
CAN YOU DO TO 

CHANGE THE 
OUTCOME?

A whole new life is exactly what Jamie created. After 
she got divorced, life became all about seeing and try-
ing new things. She and her kids took boxing lessons 
and skiing lessons. They also started traveling.
 
“I was determined to give my kids the best life possi-
ble,” Jamie remarked. “I want them to see the world. 
We decided to do away with birthday presents and 
now just pick an experience they want to have.”
 
Jamie and her three children, Max (11), Jett (8), and 
Waverley (7), recently traveled to Alaska and London 
to see family in both locations. They plan to visit 
Scotland this coming June.
 
Interestingly, Jamie had been producing $16 mil-
lion in sales but decreased to $5.8 million last year. 
Although some brokers see this as a negative, for 
Jamie, it’s been the best couple of years of her life.

“My assistant Albina is an amazing person and is vital to my and my 
team’s business. A big part of growing is delegation, which means 
working with people with different strengths.”

 
“A lot of people look at the numbers alone and decide if 
you’re successful, but money isn’t the most important 
thing. How many sales you have means nothing, at least to 
me, if you’re not enjoying life,” Jamie shared. “It’s what you 
do with the time you have.”
 
In the future, Jamie wants to continue to maintain her 
sales and help clients. She also wants to focus on the 
REALTORS® on her team, growing the office, and her vow 
to take one big trip every year with her kids and one trip 
for herself.
 
She is determined to continue building the life she wants 
for her family while simultaneously helping her clients 
transition to the next chapter of theirs.
 
“We all have stuff that comes our way that knocks us off our 
feet,” Jamie noted. “Those things are going to happen, but 
what matters is how you act and how you respond to those 
changes. What can YOU do to change the outcome? How can 
you move forward?”
 
“One thing I have accepted is this: I’m in control of my life 
whether I work five hours or fifty. No matter what comes 
my way, I’m in control of my income, my attitude, my hap-
piness, and the life I give my kids.”

Mountain views while hiking Alaskan terrains.

An adventure of a 
lifetime–Jamie with 
agent Kiera visited 

Jamie’s assistant 
Albina in Albina’s 

home country, the 
Republic of Kosovo.

 
Jamie’s traveling started with Costa Rica, then Greece, L.A., 
New Orleans, Alaska, London, and many trips to New York 
City and Pennsylvania to visit family. One of her favorite 
trips was to meet her assistant Albina who lives in Kosovo.
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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



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.


