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(518) 956-0532
info@topguninspectionservices.com
TopGunInspectionServices.com
NYS #: 16000077491 · NYS Mold Lic. #: 00333

SCHEDULE 
ONLINE!

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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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!

ATTORNEY

Calabrese Law
Amy Calabrese
(518) 691-0019

ATTORNEY - REAL ESTATE

Rohan & DeLancey, PC
(518) 265-0530
brohan@rohanlaw.com

BRAND STRATEGIST/

SOCIAL MEDIA MANAGER

Your Social Liaison
Mike Baker
(518) 669-1462

CHARCUTERIE

Tasteful Luxuries
(518) 281-1478
TastefulLuxuries.com

ELECTRICAL SERVICES

Kot Electrical Services
Chris Kot
(518) 859-1860
KotElectrical.com

GENERAL CONTRACTING

Ballard & Son 
Construction LLC
Barry Ballard
(518) 926-8417
BallardandSon 
Construction.com

HEATING & COOLING

Grasshopper Heating 
and Cooling
Brian Correll
(518) 545-4175
GoGrasshopper.com

HOME INSPECTION

Top Gun Inspection Services
Josef Fasolino
(518) 956-0532
TopGunInspection 
Services.com

Wolf Hollow Home 
Inspections LLC
Alyssa Hackett
(518) 407-5260
WolfHollowHome 
Inspections.com

INSURANCE AGENCY

Erik LaChance State 
Farm Agency
(518) 669-1846
SFLaChance.com

MORTGAGE

Catskill Hudson Bank
Dawn Martinez
(845) 798-2896
CHBNY.com

Community Bank
(716) 539-5285
Cbna.com

Fairway Independent 
Mortgage Corporation
Drew Aiello
(518) 573-2435
FairwayIndependentMC.
com/lo/Drew-Aiello-64814

Home Choice Capital, Inc.
Nancy Herrmann
(518) 280-7009
HomeChoiceCap.com

Homeowners Advantage
Eric Cruz
(518) 690-2232
CapComFCU.org

Homestead Funding Corp
Macie Holmes
(518) 464-1100 x392
CliftonParkSouth.
HomeSteadFunding.com

SEFCU
Bob Kelly
(518) 783-1234
SEFCUMortgageServices.
com/RobertKelly.html

Trustco Bank
Ajay Murthy
(518) 377-3311
TrustcoBank.com

MOVING & STORAGE

Don’s Moving & Storage
(518) 462-0697
DonsMovers.com

Moving Made Ez
John Payne
(518) 792-1837
MovesMadeEz.net

PHOTOGRAPHY

Metroland Photo
Michael Gallitelli
(518) 459-8050
MetrolandPhoto.com

PHOTOGRAPHY- 

REAL ESTATE

Hearthstone Productions
Martyn Gallina-Jones
(917) 613-4929
HearthstoneProductions.com

RADON/ASBESTOS/

MOLD/LEAD

AirWater Environmental
John Snyder
(518) 376-7345
AirWaterEnv.com

ROOFING

Pinnacle Roofing
Chris LaVallee
(518) 435-2400
PinnRoof.com

VIDEO PRODUCTION

Mitchell Wood Media
(518) 222-6138
MitchellWoodMedia.com

WELL DRILLING/INSTALL 

& WATER TREATMENT

Hawk Drilling Company Inc.
Sandra Baldwin
(518) 885-7952
HawkDrillingCompany.com

BUFFALO REAL ESTATE PROFESSIONALS:

Get more buying power with a 
loan from Community Bank

Your local mortgage expert: 

With signicant up front savings, lower monthly costs, and equity acceleration options, your clients will be able 

to qualify for more AND have more resources to better compete in todays market. A home is one of the biggest 

purchases someone will ever make and we’re committed to giving your clients the dedicated service and attention 

they deserve, meaning their mortgage banker will be with them through every step of the process.

PRODUCTS AND SERVICES 

• First-time homebuyer programs

• No closing cost mortgages*

• Lower monthly payments with reduced or   
waived Private Mortgage Insurance costs

• Fixed-rate loans

• Mortgage refinancing

• FHA & VA Financing

• Home equity loans and lines of credit

• New construction and renovation loans

• Flexible portfolio mortgage programs

• 

• Conventional and secondary market loans

• Property investment loans

• Land loans

• Double and single-wide mobile home loans

• 

• Insurance and other products

Joseph Sorce, NMLS# 680419 

Mortgage Loan Consultant 

joseph.sorce@cbna.com 

716-609-4191

100 Corporate Parkway 

Bu�alo, NY 14226

Member FDIC

All loans and lines are subject to credit approval. *
the responsibility of the borrower. For mortgages with less than 20% down payment, Private Mortgage Insurance (PMI) may be required and customer is responsible for PMI premiums. Other appli-

APPLY FOR YOUR NEXT MORTGAGE ONLINE

Scan the QR code to get started or 

visit cbna.com/mortgage to explore 

our family of mortgage products, 

prequalify, and apply online today.
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Chris Kot  |  Kot Electrical Services
123 Maple Ave  |  Selkirk, NY 12158

o 518.465.1578  |  c 518.859.1860

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 recom-
mended 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.

Note: When community events take place, photographers may be present to take photos 
for that event, and they may be used in this publication.

If you are interested in nominating REALTORS® to be featured, please 
email the publisher at wendy@kristinbrindley.com. 

To view our 
magazine online, visit 

capitalregionrealproducers.
com and look for “magazine” 

or scan this QR code. 
(Password: connecthere@crrp)

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

Ellen Buchanan
Editor

Haley Van Bellingham 
Associate Publisher 

Kristin Brindley
Publisher

Wendy Ross
Operations Manager

Lexy Broussard
Sales Manager

Martyn Gallina-Jones
Photographer

Osman Salam
Hair & Makeup Artist

Mitchell Wood
Videographer

Michael Gallitelli
Photographer
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T H E  A U G U S T  R E A L  E S T A T E  M A R K E T  &  Y O U

SELLING SUNSET

E N V I R O N M E N T A L  L L C
AIRWATER

• MOLD REMEDIATION • RADON MITIGATION 
• WATER DAMAGE • ASBESTOS

• WELL WATER TREATMENT & WATER FILTRATION SYSTEMS
• SUMP PUMP REPLACEMENT • BOWING BASEMENT WALLS

• CRAWL SPACE MOISTURE MANAGEMENT

RESPONSIVE – HIGH QUALITY – NEAT AND CLEAN

JOHN SNYDER  |  518 376-7345
VIEW WEBSITE

MAJOR DEFECT SOLUTIONS

publisher’s note

Dear Capital Region Real Producers,

Is it really the tail end of summer already?! It feels like just yes-
terday we were eagerly anticipating the warm days and endless 
possibilities. As we navigate through August, I can’t help but 
draw inspiration from an unexpected source — the Netflix hit 
series “Selling Sunset.”

Just like the glamorous world of luxury real estate displayed on 
the show, our industry is dynamic and ever evolving. This month, 
I encourage you to channel your inner “Selling Sunset” agent and 
embrace the excitement and energy that comes with it. Adapt to 
the changing marketplace with agility and enthusiasm, just as these 
agents do when faced with new challenges and demanding clients.

While we may not have either the Hollywood backdrop or the 
drama-filled moments, we DO share a common goal — to deliver 
exceptional service and create memorable experiences for our 
clients. Every transaction closed is an opportunity to make 
dreams come true!

With each passing day, let us reflect on the achievements we 
have already accomplished this year. Celebrate your successes, 
whether big or small, and let them inspire you to reach even 
greater heights. Don’t forget to take a moment for self-care 
amidst the busyness of this end-of-summer season. Find time to 
recharge and indulge in the joys of summer while it’s still around. 

Whether it’s a quick weekend getaway, a beach stroll, 
or simply relishing in the company of loved ones, 
nurturing your well-being will enhance your ability to 
serve your clients.

This month, we’re pleased to announce that pre-
ferred partners Community Bank and Tasteful 
Luxuries have joined our Capital Region Real 
Producers family. Welcome!

Wishing you all a sizzling August filled with growth 
and countless achievements!! 

With gratitude,

KRISTIN BRINDLEY 

Owner/Publisher

Capital Region

Real Producers

313-971-8312

Kristin@kristinbrindley.com

CapitalRegionRealProducers.com

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
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SAVE THE DATE

P R E S E N T S

Celebrate the Harvest Season 
& Foster Lasting Connections

OCTOBER 12, 2023 | 1–4 PM

95
W Wind Road  
Knox, NY
a listing by Christa Swistak
at Sterling Real Estate Group

Fall
FÊTE

POWERED BY C A P I T A L  R E G I O N 

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

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

Give us a call for a FREE consultation!
518.222.6138  •  mitchellwoodmedia@gmail.com

Want to check 
out our work?

View our
YouTube
channel!

Do you need to produce a video for Real Estate,
an Event, a Product, or Ad Content?

We can also help with streaming events,
password-protected viewing, and many other options.
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By Mike Baker

your social media

Mike Baker is owner and founder of Your Social Liaison. To learn more, call Mike at (518) 669-1462, email 
YourSocialLiaison@gmail.com, or visit Facebook.com/YourSocialLiaison. 

What’s one of the biggest flaws with 
using Facebook to stay connected with 
your social sphere? The fact that the 
algorithm doesn’t show you everything 
going on with all of your friends.

Typically, when you scroll the 
news feed, you’re seeing the con-
tent of the top 40 or 50 people you 
engage with. If you have hundreds 
or thousands of friends, you’re 

missing a large percentage of events 
happening on a daily basis.

When I first started looking up my very 
important people consistently, I found 
people who moved that I had no idea 
about and friends who had been married 
and missed it. I even found a friend who 
had lost their father months earlier and 
I never knew, simply because Facebook 
deemed it not important enough.

I quickly realized we may be more con-
nected than ever with our technology, but 
we are actually even more disconnected 
because we’re relying on this technology 
to keep us informed, when, in reality, we 
don’t see all of the things we should.

Ever notice a time when you stopped 
seeing one of your friends’ content 
on your news feed, became curious 
and looked them up, only to discover 
they have been active and posting, 
but it just stopped showing up on 
your news feed? That’s the biggest 
problem with Facebook and the 
Algorithm. If you don’t notice you 
stopped seeing content, you’d never 
know it was missing from your feed.

Want a trick to keep you up-to-date on 
the friends and family who are most 
important? Use your Favorites list! 
Your Favorites list allows you to pick 
and choose the top 40 people you want 
to follow. Once you pick your VIPs, all 
you have to do is go to your Favorites 
list on your menu, and you will see all 
of the recent activity over the last three 
days from all of your favorites. This will 
ensure you never miss a beat and you 
will no longer have to rely on the unre-
liable news feed to know what’s going 
on in your friends’, family’s, and clients’ 
lives. The only downside? You can only 
keep 40 people on the list, so although 
it’s better than the typical news feed, 
it’s very limited. That limitation is 
what encouraged me to develop the 
ROE (Repeated Organic Engagement) 
method and keep up with over 250 of 
my VIPs on a weekly basis.

Take control of your engagement and 
top-of-mind awareness, show apprecia-
tion to those who matter the most, and 
build more meaningful relationships.

Favorites List
TO KEEP UP WITH
Your Most Important
P E O P L E !

USE YOUR 

Rick Murphy
Senior Loan Officer
Rmurphy@chbny.com | (518) 461-6116

877-CHBNY15 | www.chbny.com

Lending made simpler with
SIMPLE MORTGAGE

Call Rick today to discuss the
best loan for your client!

 NMLS# 481564

LEARN MORE!
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By Erin P. DeLancey, Esq. 

MORTGAGEcontingency

legal hotline

What is a Mortgage Contingency? 
The mortgage contingency is a clause/provision within 
a real estate contract that lists a specific date by which 
a buyer must obtain not only written mortgage approval 
(often referred to as a mortgage commitment letter) but 
should also have a 99 percent assurance that they will 
have no issue securing financing for the purchase of the 
subject property. This clause/provision allows a buyer, 
should they be denied financing prior to this date, to 
legally cancel this contract and have their earnest money 
deposit returned.

Once a mortgage commitment letter is received, is this 
contingency satisfied? 
The short answer is no. The issuance of the mortgage 
commitment letter alone does not necessarily mean that 
it would be advisable to allow this mortgage contingency 
to lapse or expire. While the buyer’s mortgage loan 
professional has done an amazing job for the buyer in 
obtaining the mortgage commitment letter as desired, 
as a buyer’s legal counsel, it is our job to protect the 
interest of the buyer. The mortgage contingency, as 
incorporated into a purchase contract, suggests that a 
buyer’s obligation to complete the purchase is expressly 
made “contingent” upon receipt of the desired mortgage 
loan financing required to assist a buyer in meeting their 
fiscal obligation to purchase said property. If a buyer 

is unable to secure funds, then they are not required to 
purchase the property. Therefore, if a buyer/attorney 
allows the mortgage commitment to lapse or expire 
and, thereafter, a buyer learns that a lender will not be 
providing the necessary financing, the buyer will have 
no way out of the contract as the buyer can no longer 
rely on the mortgage contingency to protect them. Your 
attorney has the responsibility of helping to prevent this 
situation from occurring.

What should occur before a buyer/attorney allows this 
contingency to lapse or expire? 
There are three (3) hurdles that we, as a buyer’s attor-
ney, desire that a client jump over before we advise a 
client that they can make a final determination to allow 
the mortgage contingency to lapse/expire, to wit:

1.	Receipt of the Mortgage Commitment Letter from the 
buyer’s lender, with the terms and conditions which 
are entirely acceptable to the buyer;

2.	Comfort level that the “Conditions or Items Required 
to Close,” as likely incorporated at the tail end of a 
buyer’s written commitment letter, have either been 
fully satisfied or, in the alternative, that the buyer has 
no doubt or concern that these outstanding condi-
tion(s)/item(s) shall be satisfied; and

3.	That the appraisal has been accomplished, with the written 
report being forwarded to the buyer’s lender for review/examina-
tion in underwriting, and that the same has emerged from under-
writing review with no issues as to the value of the property, and 
that there are no required repairs noted.

Once the buyer is over these three hurdles, the buyer, at that time, 
should be comfortable to allow their mortgage contingency date to 
lapse or otherwise be removed from the contract. With that being 
said, ultimately, it is the buyer’s decision to determine whether the 
mortgage contingency date can be removed. No attorney should 
make financing decisions on behalf of their client(s).

Erin P. Delancey is a practicing attorney and a published author with a strong background in real estate law.
She graduated from the Roger Williams School of Law in 2016 and was admitted to the Bar in 2017. Erin
specializes in residential and commercial real estate as a member of the boutique law firm Rohan & Delancey,
PC, located in Albany, New York.

FINISHING YOUR
BASEMENT?

We specialize in egress 
window installation!

Contact us  today 
for a free in-home estimate!
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BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers
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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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In the highly competitive world of mortgage lending, Trustco 
Bank has certainly stood the test of time. Celebrating an impres-
sive 121 years in business since its establishment in 1902, Trustco 
Bank has become a household name in the industry, offering a full 
range of banking services while specializing in low-cost mort-
gages with 143 branches in five states.

At the helm of Trustco Bank’s Niskayuna-Woodlawn branch 
is Philip J. Kaufman Jr., senior branch officer and mortgage 
originator, who has spent the last decade of his career helping 
clients achieve their dreams of homeownership.

Where Dreams Become Reality

PHILIP KAUFMAN JR. 
TRUSTCO BANK

By Jess Wellar

Photos by Martyn Gallina-Jones

partner spotlight 

Philip Kaufman Jr. was 
named the #1 Northeast 
Sales Winner for Trustco 
Bank in 2021 and 2022.

With his expertise and dedication, Philip says he can easily 
relate to any client, making them feel comfortable and 
confident throughout the home-buying process.

“I want top-producing REALTORS® to know that I am a 
top-producing mortgage originator. They can feel confident 
referring new business to me,” Philip affirms.

Philip has the accolades to back up that statement. 
He was honored with the #1 Top Sales Award for the 
Northeast division of Trustco Bank the past two years. 
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This recognition acknowledges his exceptional sales performance 
in mortgage volume, a testament to his hard work, dedication, and 
commitment to his customers. Philip is quick to credit his outstanding 
team at the bank, as well as express gratitude for his past clients and 
referral partners who have played a vital role in his success.

Aiming to Please 

As a child, Philip developed a passion for banking and finance, fasci-
nated by the impact that real estate and home ownership can have on 
generating wealth. This passion, coupled with a strong work ethic and 
a commitment to continuous learning, has propelled him to his cur-
rent position within Trustco Bank. Philip also attributes his success 
to his perfectionist mindset and athletic upbringing, as he says he is 
always striving to provide the highest level of service to every client.

“Everyone I come in contact with gets that service and attention. I am 
a people-pleaser, so I take my job very personally,” Philip explains. 
“Growing up, my life went from one sport to another. Soccer, hockey, 
basketball, every sport — you name it, I played it and had a leader-
ship role. That was my childhood. I was molded as a captain into not 
letting the team down, and now it has come full circle.”

Convenience Under One Roof 

Philip notes that Trustco Bank truly sets itself apart from similar 
institutions with its “one-stop shop” approach and low mortgage fees.

“At Trustco Bank, not only will our cus-
tomers receive the lowest cost mortgages, 
we also service all their banking needs 
under one roof,” Philip explains. “Trustco’s 
status as a portfolio lender allows us to 
offer low-cost mortgages with lower fees 
compared to our competitors.”

“We now offer secondary mortgage products, 
as well, providing even more lending flexibil-
ity to better serve our clients,” he adds.

Fulfilling Dreams 

When asked about the most fulfilling aspect 
of his work, Philip expresses his enjoyment 
in helping people plan for their financial 
future, noting he finds great satisfaction in 
witnessing clients reach their goals and close 
on their homes.

“Owning a home provides a sense of pride and 
accomplishment,” Philip points out. “I recog-
nize the significance of owning a home and the 
stability it brings to individuals and families.”

Reflecting on the changes in the hous-
ing market throughout the years, Philip 

acknowledges the fluctuations that 
have occurred. However, he remains 
optimistic about the future.

“Will interest rates remain high? We 
don’t know, but one thing remains cer-
tain: the outlook going forward is that 
there is always going to be a demand 
for shelter; people need a place to live. 
They want a place that they are able to 
call home,” Philip concludes.

“Homeownership provides stability 
and a sense of control over one’s living 
environment. Therefore, even through 
the ups and downs, owning a home 
will always be an American dream.”

To discover how Trustco Bank can 
assist you or your client with bank-
ing and mortgage needs, visit their 
website, www.trustcobank.com, or call 
them at 518-377-2264. 

OUTSIDE OF WORK 

Philip finds joy in various 
activities. He dedicates time 
to working out, allowing him 
to decompress after a long 
day at the office. He also 
enjoys working around his 
house, tending to landscap-
ing projects, and taking up 
the challenge of golf, even 
if, he jokes, hitting the ball 
straight is not always his 
strong suit. Most impor-
tantly, he loves moments 
spent with his family and 
enjoys Sunday lunches with 
his in-laws. Clarisse, his 
wife, accompanies him on 
spontaneous road trips and 
weekend getaways, creating 
lasting memories together.

The Niskayuna-Woodlawn branch team at Trustco Bank

Senior Branch Officer and Mortgage Originator Philip J. Kaufman Jr.
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BRANDON
After becoming intrigued by the success of a former colleague, 
Brandon decided to set a meeting with said colleague’s broker, 
Brandon Oot. Inspired by their conversation, Brandon made 
the bold decision to pursue his passion for real estate and 
obtained his license in late 2021.

“I had toyed with the idea of residential real estate for a long 
time, but finally made the jump when I met Brandon Oot,” 
Brandon recalls. “He’s been a terrific leader, mentor and, most 
importantly, a friend.

“He’s given me the opportunity to be a central part of the 
growth of the brokerage with more responsibilities and a role 
within the leadership team,” Brandon continues. “We’ve devel-
oped an incredible bond, and the goal is to keep scaling our 
Core Real Estate Team to what we know it can and will be.” 

Brandon, together with Brandon Oot, co-hosts a podcast in 
their in-house media room.

Fledgling Success 

Although it’s still early days, Brandon’s real estate numbers 
have crushed expectations. As a rookie last year, he closed 21 
transactions for a total volume of $6.9 million. This impressive 

By Ellen Buchanan 

Photos by Martyn Gallina-Jones

rising star

Rising star Brandon Castle has already made a name 

for himself despite entering the Capital Region’s real 

estate scene less than two years ago. Known simply 

as “Castle” to his colleagues and clients, Brandon is 

a solo agent with Core Real Estate Team, based in 

North Greenbush. But he’s more than just a REALTOR®; 

Brandon fulfills multiple roles, including coach, member 

of the leadership team, and recruiting director.

However, Brandon notes it is his commitment to breaking 
down barriers, providing genuine service, and injecting 
fun into the process that has quickly set him apart from 
other Realtors.

“Being genuine from the rip and having the ability to have 
tough conversations gives me credibility and builds trust,” 

BRANDON

Brandon asserts. “But the other part of my process is just 
making it fun. This should be a fun experience that clients 
look back on and — for the most part — enjoyed.”

The Early Days 

Before delving into real estate, Brandon’s career path 
took him through various sales roles. He spent the 
majority of his young career doing specialty leasing for 
Pyramid Management Group. However, the allure of 
residential real estate had always captivated him.

“I wanted to live a life where there was a direct link 
between the work I put in and my income,” Brandon 
shares. “I knew I wanted to be involved in helping peo-
ple buy and sell homes and play a pivotal role in what is 
likely the biggest transaction of their lives.”

H A V I N G  F U N  O N  T H E  W A Y  U P

Brandon Castle (left) with broker/
owner of Core Real Estate Team, 
Brandon Oot (right).
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achievement propelled him to aim even 
higher as he hopes to surpass those 
totals in 2023.

“This early success gives me hope that 
I can accomplish what I want to do to 
have financial freedom and support my 
family,” Brandon smiles. “It’s a vehicle 
that will give me the ability to do more, 
and eventually develop multiple reve-
nue streams.”

Brandon’s authentic approach to building 
relationships has, no doubt, given him 
an edge in the industry. For aspiring top 
producers that are where Brandon was 
just a little while ago, he offers some 
invaluable advice.

“You have to do what might take you 
out of your comfort zone,” Brandon 
advises. “Pick up the phone, make the 
calls. Get your phone out and take a 
video of yourself. Go out on the limb 
and create a brand for yourself that you 
can be proud of.”

Beyond Real Estate 

Outside the office, Brandon is a self- 
described family man. He enjoys spend-
ing time with his wife, Chere, his high 
school sweetheart, and the couple wel-
comed their first child, Lorelai, into the 
world last August. Brandon says his fam-
ily loves to travel with friends, explore 
hidden-gem restaurants, and enjoy 
weekends at Lake George or attending 
sports games in Boston.

Among his hobbies, Brandon has 
developed a love for golfing and playing 
volleyball.

“I’m also a cocktail enthusiast, fre-
quently experimenting with new 
recipes,” Brandon says. “I’ve actually 
found a way to combine my passion 
for real estate, too, in a weekly show I 
host on social media called “Cocktails & 
Contracts with Castle!’”

Future Aspirations 

As Brandon looks to the horizon, 
he is eager to continue growing his 

leadership role within the brokerage. He aims to help Brandon Oot build 
Core Real Estate Team into something extraordinary while taking on 
additional responsibilities. With plans that stretch far into the future, 
it’s clear that Brandon is in it for the long haul. He says his ultimate 
goal, though, is to create a legacy and be a pillar of the community.

“I want to be remembered for creating a life for my family that we can 
enjoy together, that can set my children up to carry on that success in 
their own lives as adults one day,” Brandon concludes. “ I want the people 
around me to be proud that I run my business with integrity and the 
desire to make my clients feel they couldn’t have made a better choice.”

GO OUT ON 
THE LIMB 

AND CREATE 
A BRAND FOR 

YOURSELF 
THAT YOU 

CAN BE 
PROUD OF.

Brandon Castle hosts “Cocktails & Contracts with Castle!”, a weekly show on social media.
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GOURMET GRAZING & DESSERT BOARDS
Made Wi th  Loca l  Ingred ien ts  When Ava i lable

Our Menu

jbmwg@aol.com • (518) 281-1478

Follow Us!

Reach out to place an order, or for more details!
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By Zachary Cohen

Photos by Michael Gallitelli

cover story Two years into her time as a home stager, Mary 
leveraged her strong relationships with local 
REALTORS® to create a thriving real estate 
sales career. By getting her real estate license, 
she merged two of her professional passions — 
sales and homes.

“I realized I was doing all the work behind the 
scenes to get the house ready for sale, and then 
the Realtors sold it. I watched what they did 
after I worked my staging magic and I thought, 
‘Why can’t I do that part too?’” Mary reflects.

Mary officially began her real estate sales 
career in January 2012. Eleven years later, 
she’s still thriving in the business.

FINDING HER GROOVE 

Today, Mary is an individual agent with Gabler 
Realty. She closed 40-plus transactions for 
over $17 million in 2022.

After 17 years in sales and 

eight more as a stay-at-home 

mom, Mary Canova set out to 

build a career in home staging 

in 2009. Inspired by HGTV 

and her personal renovations, 

Mary dreamed of helping 

clients reimagine their homes 

for years to come. But she 

never imagined her career in 

real estate would take shape 

the way it has.

C
A

N
O

V
A

M
ary

A PASSION FOR LIFE
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“People say they like working with 
me because I listen to their needs and 
wants and really take them to heart.  
I am not pushy. I’m easygoing. I’ll sug-
gest things that may help, but I won’t 
push anyone to do anything they are 
not ready to do yet,” Mary explains. 
“I try to make it as easy on my clients 
as possible, taking any issue on myself 
because it can be stressful for them. 
I’m honest, hardworking, and my cli-
ents always say I go above and beyond. 
I think that’s a perfect storm of why I 
work mostly off referrals these days. 
The time and commitment I give to my 
clients create a strong referral busi-
ness I am proud of.”

While Mary continues to do staging 
for her clients, she’s transitioned away 
from physically staging homes and into 
virtual staging. However, her staging 
expertise continues to help inform 
her buyers and sellers. When working 
with sellers, she has the experience to 
recognize opportunities to improve the 
property and, thus, the eventual sale 
price. She then offers virtual staging 
to show the home in its best light for 
online listings.

Mary’s staging experience is also of 
use to buyers. She’s able to see pos-
sibilities in a home that some buyers 
can’t see for themselves.

“If we go into a home that’s dated but 
well maintained, I have the vision to 
see what’s possible. I can see beyond 
what they see, and I think they appre-
ciate that,” Mary explains. “There are 
things that can be done that are not 
costly that really improve the appeal of 
a house. A can of paint and a new light 
fixture can transform the whole room.”

LEADING WITH KINDNESS 

Mary is proud of her accomplish-
ments as a Realtor over the past 11 
years, but they don’t define her. She 
wants to be known for her kindness 
and dedication to clients, colleagues, 
family, and friends.

Mary recalls once meeting an 
older man on an airplane. As 
she got to talking with him, 
he shared some of his deep-
est regrets: he worked too 
much, didn’t make time for 
his family, and had realized it 
too late. He was just building 
a relationship with his son, 
who was then in his mid-30s.

“That struck me,” Mary 
says. “Work is important, 
and I want to be the best I 
can be for my clients, but I 
also want to be there for my 
family and friends. That’s 
what’s most important to 
me. I want to be known 
for being kind, ethical, and 
hardworking, but I also want 

to be known as a good wife 
and mother, for being there 
for my family, and for mak-
ing the world a better place 
with my work as a Realtor 
and my passion for life.”

FAMILY SPOTLIGHT 

Mary and her husband, 
Chris, have four children, 
Tristan, Jack, Anthony, 
and Alaina. Her youngest, 
Alaina, is the last one in col-
lege; the rest are beginning 
their adult lives, freeing up 
time in Mary’s schedule for 
more of the things she loves 
to do for herself — garden-
ing, shopping, and boating. 
But her family remains her 
top priority.

Top producer Mary Canova 
worked as a home stager prior 
to launching her real estate 
career in 2012.

WORK IS IMPORTANT, AND I WANT 

TO BE THE BEST I CAN BE FOR MY 

CLIENTS, BUT I ALSO WANT TO BE 

THERE FOR MY FAMILY AND FRIENDS.

From left to right: Chris, Alaina, Jack, Mary, Tristan, Anthony
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HawkDrillingCompany@gmail.com 
HawkDrillingCompany.com  |  LIKE US ON FACEBOOK     

CALL US TODAY!
518-885-7952

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 & Bacteria!

“FROM WELLS
TO WATER

TREATMENT”
5th Generation,

Since 1927

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

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

WA N T  TO  B E  F E AT U R E D  AS  A

OR KNOW SOMEONE WE SHOULD FEATURE?

•	 5 years or less in the business

•	 At least $3 million in sales in one calendar year | 

•	 Active on social media

RISING STAR?

For more information, to nominate or to request to be featured, please email wendy@kristinbrindley.com. 
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