
RISING STAR

TRACY MANCE

PARTNER SPOTLIGHT

HAWK DRILLING COMPANY INC.

BODDEN
B U I L D I N G  A  T R I B E

ANDREW “A.J.” 

J U N E  2 0 2 3

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 . 



2 • June 2023 Capital Region Real Producers • 3@realproducers realproducersmag.com



4 • June 2023 Capital Region Real Producers • 5@realproducers realproducersmag.com

(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

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

(518)488-2434  |  RichCarr76.com

RICH CARR
 Licensed Master Electrician
& Licensed Master Plumber

Over 20 years of experience 
buying homes throughout 

the Capital Region!

Does your client NEED TO SELL FAST FOR CASH?

Honesty • Professionalism Integrity • Competence

CLOSE TRANSACTIONS IN 20 DAYS!  

PAY UP TO 3% AGENT REFERRAL FEE!

PAY THE HIGHEST PRICE 
POSSIBLE IN CASH  

BUY HOMES "AS IS"

CALL RICH TODAY to receive your offer!



6 • June 2023 Capital Region Real Producers • 7@realproducers realproducersmag.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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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!

ATTORNEY

Calabrese Law

Amy Calabrese

(518) 691-0019

BRAND STRATEGIST/

SOCIAL MEDIA MANAGER

Your Social Liaison

(518) 669-1462

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 FIX & FLIP, 

INVESTING & 

CONSULTING

Find, Fund, Fix & Flip LLC

Richard Carr

(518) 488-2434

CarrRealEstateGroupllc.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

JUNK REMOVAL  

& HAULING

Junk King

Carl Breitenstein

(518) 265-4805

Junk-King.com/

Locations/Albany

LIFE / BUSINESS COACH

Lisa Giruzzi

(518) 369-9780

Transformational 

Conversations.com

MORTGAGE

Catskill Hudson Bank

Dawn Martinez

(845) 798-2896

CHBNY.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 and  

Storage, Inc

(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

Hearthstone 

Productions.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

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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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: connectheredcrp!)

Coach, Speaker, Best Selling Author
www.TransformationalConversations.com

518-369-9780 • Lisa@TransformationalConversations.com

"Lisa is a great speaker. She looks at what is going on and helps you to see a 
new way to think about a problem as well as has practical, easy-to-apply 

solutions. If you are looking for an experienced business coach who can help 
you with the next step then I highly recommend her."

- Stephanie Swald
Learn More

If you're looking to inspire and motivate your team,
LOOK NO FURTHER THAN LISA GIRUZZI

Martyn Gallina-Jones
Photographer

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

Jess Wellar
Associate Editor &  

Content Writer

Wendy Ross
Operations Manager

Ellen Buchanan
Editor in Chief

Haley Van Bellingham 
Associate Publisher 

Kristin Brindley
Publisher

Jaime Lane
Executive Assistant & 
Publishing Manager

Emily Williams 
Writer

Megan Taylor-DiCenzo
Writer 

Ellie Caperare
Social Media Manager

Lexy Broussard
Sales Manager

Stephanie Mojica 
Copy Editor

Osman Salam
Hair & Makeup Artist

Mitchell Wood
Videographer

Michael Gallitelli
Photographer
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Dear Real Producers of the  
Capital Region,
 
As the summer season unfolds, I 
want to personally wish you a happy 
and refreshing June … and a Happy 
Father’s Day to all the hardworking 
dads out there! This month marks the 
start of warmer weather, longer days, 
and the perfect time to enjoy the 
great outdoors. Whether you’re plan-
ning on taking a vacation, spending 
time with friends and family, or just 
enjoying some much-needed down-
time, I hope that you make the most 
of this wonderful time of the year.
 
While you’re enjoying your summer 
adventures, I wanted to take a minute 
to reflect on the importance of being 
empathetic and accountable. As 
you’re in the process of assisting cli-
ents with buying or selling a property, 
you may be working with a number 
of parties who are responsible for 
getting that deal to the closing table. 
It’s important to remember that these 
professionals are people, too, and 
they also deserve a break to recharge 
and refresh.
 

Top agents should also understand 
the importance of maintaining com-
munication with their clients, espe-
cially when they’re ‘OOO’ for more 
than 24 hours. That’s why they will 
always leave a designated, reliable 
agent who can assist with any urgent 
matters or concerns that may arise 
with a client while they’re unplug-
ging. This way, you can be assured 
that your clients are being taken care 
of, even if you are not physically pres-
ent to show a house, for example.
 
This practice not only demonstrates 
a high level of professionalism and 
responsibility but also shows your 
clients that you care about their 
needs and are committed to providing 
the best possible service. Nothing is 
more frustrating than trying to reach 
an agent who is on vacation and has 
not left a backup contact… But as top 
500 real estate agents, you probably 
already understand this and strive to 
meet those expectations!
 
So as you embark on your summer 
adventures, I encourage you to com-
municate openly and honestly with 

your clients about your schedule. By doing 
so, you build a strong and trusting relation-
ship with your clients that will help you 
achieve your real estate goals.
 
With this in mind, I hope that you can relax 
and enjoy your summer! We look forward to 
seeing you all again at our next big event in 
the fall.
 

With gratitude,

KRISTIN BRINDLEY

Owner/Publisher

Capital Region  

Real Producers

313-971-8312

Kristin@kristinbrindley.com

CapitalRegionRealProducers.com

FOOD FOR THOUGHT
What would you do more of if you had all 
the time in the world?

publisher’s note

HELLO, SUMMER!
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PROCRASTINATION
T H E  C U R E  F O R

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

Transformational

Conversations.com.

coach’s corner
By Lisa Giruzzi

IF YOU’RE STILL READING AND DIDN’T FOLLOW THE URGE 

TO PUT THE ARTICLE ASIDE THINKING, “I’LL READ IT 

LATER,” CONGRATULATIONS! YOU ARE CURED!

 
I’m not kidding. That’s a demonstration of your 
ability to act despite your thoughts in the moment. 
Procrastination isn’t a thing, it’s a thought. It’s a 
conclusion that is drawn based on our interpreta-
tion of the facts. The problem is, our brains never 
allow us to see all the facts.
 
The brain has something called a reticular acti-
vating system (RAS) which lets us see more of 

what we are looking for. This was essential to our 
evolution. If you are looking for berries in a field of 
green, being able to distinguish between the colors 
is very helpful for survival. We’ve all experienced 
this in life. For example, if you’ve ever purchased a 
car and then, suddenly, it seems everyone has the 
same car as you do, that’s your reticular activating 
system at work. Those cars were always there, you 
just didn’t notice them.
 
Think back over the past few weeks of your life. 
Chances are you accomplished many things both 
big and small. You took lots and lots of actions and 

produced many results and yet, you 
label yourself a procrastinator. Your 
brain ignores or dismisses all the times 
that you took action to support the 
story called “I’m a procrastinator.”
 
Is it also true that there were times 
over the past few weeks when you 
took longer to complete something 
than you think you should have or that 
you prioritized things to avoid certain 
tasks or projects? Probably. Everyone 
does that sometimes. So what? What’s 
the problem with all that?
 
In my experience, the biggest prob-
lem is that in the times we don’t take 
action, we have lots of thoughts, and 
those thoughts look like they deserve 
our reverence. When we give our 
thoughts significance and mistake 
our thinking for reality, the situation 
looks complicated. That is what keeps 

us from acting. A confused mind does 
not act. We get so enamored with our 
thoughts that we forget that we made 
them all up.
 
The cure for procrastination is to 
recognize, first and foremost, that 
“procrastination” is a thought. It’s not 
a permanent condition for you to work 
on or worry about. It has no existence 
except in your thinking. Secondly, be 
honest with yourself that, like every 
other human being on the planet, some-
times you take action and sometimes 
you don’t. A label isn’t necessary.
 
Consider, the only difference between 
the times you act and the times you 
don’t is the thinking that looks real to 
you in the moment. When you notice 
that you are not in action, simply take 
action. It works every time.

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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“TIME OF THE ESSENCE”?

legal hotline
By Erin P. DeLancey, Esq

Contrary to what many people may 
believe, the closing date referenced 
in a contract is nothing but a 
tentative target date that all parties 
are trying to reach. To put it simply, 
the closing is not set in stone... That 
is, unless a “time of the essence” 
is set forth in the contract as an 
additional provision.
 
Definition of Time of the Essence
The term “time of the essence” is a 
legal term that is used to provide a 
drop-dead date by which all parties 

must satisfy their contractual 
duties and close the transaction.

What is Time of the Essence? 
As one may assume, “time of the 
essence” closing dates are not stan-
dard practice in residential sales 
transactions. Many individuals 
may wonder why that is. It simply 
comes down to the fact that once a 
“time of the essence” is declared, 
if either party does not meet this 
drop-dead date, for whatever 
reason, that party shall be held in 

breach of the underlying contract. 
Therefore, it is imperative that cli-
ents and REALTORS® understand 
the risk associated with establish-
ing a time-of-the-essence closing 
date. For a seller, it is important 
to understand that a seller can be 
held in breach should he/she be 
unable to close, such as, for exam-
ple, if the seller is unable to vacate, 
seller must correct a title defect, 
etc. For a purchaser, it is important 
to understand that there is a risk 
that said purchaser may lose his/

her down payment for matters that 
may be outside of the purchaser’s con-
trol, such as, the lender not clearing a 
file in time, title not being completed, 
etc. With that in mind, it is important 
that attorneys clearly educate clients 
and agents on the concept of time of 
the essence. 
 
Time of Essence in Practice
While this provision can seem wor-
risome, if used correctly it can be a 
great tool to push a party forward 
who may be dragging their feet to 
close on a deal.

For a “time of the essence” letter to 
be valid it should:
 
•	 Clearly state/confirm that all con-

tingencies must have been satisfied/
waived or lapsed;

•	 Provide a reasonable time frame 
that this deal must close by; 

•	 Provide clear conditions of the 

closing; and
•	 Provide information regarding the 

consequences if a party does not 
meet the stated timeline for a closing.

The most commonly asked question 
regarding a “time of essence letter” 
is, what constitutes a reasonable 
time frame? A reasonable time frame 
for performance depends upon the 
facts and circumstances of that 
particular transaction. The determi-
nation of reasonableness is usually a 
question of fact. Normally, we see, at 
minimum, a two-week time frame for 
a closing.
 
Let an Experienced Attorney Assist 
The purpose of a “time of the 
essence” provision is to maintain 
accountabilities for all parties during 
a real estate transaction. However, 
it is imperative to utilize a law firm 
with experience and knowledge on 
this matter. When deadlines and 

consequences are determined and clearly 
laid out, all parties can advance to a clos-
ing date.
 

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. With her Juris Doctor degree and 
a Master of Marine Affairs degree from 
the University of Rhode Island, Erin’s 
expertise extends beyond law, particularly 
in environmental policy issues affecting 
coastal states. She is also experienced 
in handling landlord-tenant matters, LLC 
formation, contract review, and estate 
planning and administration.

WHAT IS
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HAWK DRILLING 
COMPANY INC.
5 Generations of Expertise & Top-Notch Customer Service

partner spotlight By Megan Taylor-DiCenzo | Photo by Gary Powell

H
awk Drilling Company 

will celebrate its I00th 

anniversary four years from 

now. Their name has changed a bit 

over the years: Hawk and Sons, Guy 

Hawk and Sons, and finally, Hawk 

Drilling. But in essence, it’s always 

been Hawk — a team, a family, and 

a company committed to doing the 

right thing.

 

“When I started with Sandra and 
Jeremy, we talked about our goal, 
our motto, and how we are going 
to conduct business,” says Chris 
Santilli, water treatment manager. 

“The answer is always: ’What’s the 
right thing to do?”’
 
It’s this level of customer service that 
sets Hawk Drilling apart.
 
“I know how I would want to be 
treated,” Sandra Baldwin remarks. 
“When we enter someone’s home, 
we take our shoes off and answer 
politely. When we’re at the office, we 
answer phone calls and speak with a 
smile on our faces. A customer is not 
just a number; they are a person we 
care about.”
 
“Customers are inviting us into their 
home, their sacred space,” Chris con-
tinues. “We try to be as considerate 
and courteous as possible. It feels like 
a lot of people these days are expect-
ing poor service, in general, but we 
want to give excellent service every 
time, and we’re in the perfect boat to 
sail in that direction.”
 

With excellent customer service 
comes growth, and Hawk Drilling 
couldn’t be more excited about 
it. They’re buying more vehicles, 
including a new service van for water 
treatment and a new hoist.
 
“We just paved the driveway,” Sandra 
shares. “We have a kitchenette and 
a nice bathroom in the office. We’re 
always looking to improve. We’re 
always striving to be up to date.”
 
Being up to date is tough when you’ve 
been in business for nearly a century. 
Hawk began in 1927, when Monty, an 
oil driller, moved from the West fol-
lowing the market crash and drilled 
wells for residents of Sacandaga 
Lake. Sandra’s husband, Jeremy 
Baldwin, is now the fifth-generation 
owner of Hawk Drilling. He and 
Sandra met in college, where he was 
training as a hydrogeologist.
 

Sandra earned a master’s degree in 
nutrition. When Jeremy needed help 
at the office in 2013, she joined him. 
He purchased the company from his 
parents in 2020 and they’ve run it 
together ever since.
 
“When Jeremy and I came together, we 
wanted to make sure our team repre-
sented science,” she remembers. “We 
look at water as science. When Jeremy 
is drilling a well, he knows what he 
should be looking for and how to take 
his time. He’s a rock nerd. Water treat-
ment is complicated; it’s chemistry.”
 
There’s certainly chemistry between 
Sandra and Jeremy.
 
“He was born to be a driller, and I was 
born to be his wife,” Sandra says with 
a smile. “We were always supposed to 
be this team together. But we couldn’t 
do it without our team. We have a 
great crew.”
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To honor their employees, Sandra and 
Jeremy like nothing more than spend-
ing time with their crew.
 
“We get that it’s just a job, but we want 
people to be happy to work here,” 
Sandra notes. “We like to get together. 
We celebrate birthdays together and 
go on trips. With our new kitchenette, 
we’re hoping to share some dinners — 
maybe a taco night. We want to make 
everyone feel like a person here, not 
just an employee.”
 
As they build their employees up, 
they’re building their business too.
 
“We’ve always done water treatment, 
but we’ve never been a real competitor 
in the field,” Sandra notes. “Typically, 
we’re called when there is a problem 

with a pump or a well, but we’re amaz-
ing with water treatment. If a person 
has a question about the water, I want 
them to think of Hawk.”
 
REALTORS® and homebuyers can 
benefit from Hawk’s expertise as well. 
A lot of times, bacterial issues come up 
at closing. In the last couple of years, 
Hawk has helped 50 to 100 real estate 
agents with those problems to finish 
the transaction for the incoming buyer. 
However, they do a lot more than that.
 
“We do everything: water testing, 
installation, service down the road,” 
Chris remarks. “It can be daunting for 
buyers, especially those coming from 
a city or municipal water supply to 
a well-water situation. They’re ner-
vous when they see a water treatment 

system in the basement, but it’s nothing 
to be scared of. It’s extremely com-
mon in Saratoga, Washington, and 
Schenectady counties.”
 
Hawk Drilling Company would love to 
work with Realtors more closely and 
can help with everything from water 
treatments to wells.

FOR MORE INFORMATION, 

CALL 518-885-7952, EMAIL 

HAWKDRILLINGCOMPANY@

GMAIL.COM OR VISIT 

HAWKDRILLINGCOMPANY.COM.

WE GET 

THAT IT’S 

JUST A 

JOB, BUT 

WE WANT 

PEOPLE 

TO BE 

HAPPY 

TO WORK 

HERE.
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B U I L D I N G  C A S T L E S

rising star By Megan Taylor-DiCenzo

Photo by Martyn Gallina-Jones

Photo by  
Martyn Gallina-Jones

Each part of Tracy Mance’s past has helped 
build her beautiful future. She has been a 
protector, an educator, and an integral part 
of her community; and all of these roles 
have combined to create a down-to-earth, 
humble, and straightforward REALTOR® that 
everyone should have the pleasure to know.
 
In her 20s, Tracy lived every girl’s eques-
trian dream. She rode professionally, trained 
horses, and instructed riders. She also 
attended the College of Saint Rose and grad-
uated with a bachelor’s degree in biology and 
a minor in secondary education.
 

In 2000, Tracy began her career at the Albany 
County Sheriff’s Office. She was a sworn law 
enforcement officer for over 21 years. 
 
“When I started, I was on patrol, taking calls 
for service, and helping people for anything 
from a domestic incident to a car crash to a 
break-in,” she shares. “I learned how to talk 
to people in every instance, even through 
drama and turmoil.”
 
After several years, Tracy changed roles to 
focus on community relations. She ran the 
Stop DWI Unit from 2015 until the end of 
her law enforcement career.
 TR
A

C
Y

“I worked with victims 
of car crashes who lost 
loved ones,” she recalls. 
“I felt that if we could 
make people aware of 
the dangers, we could 
make a real difference. I 
feel I am a voice for the 
victims of those crashes. 
Not all victims can 
speak for themselves. 
I can be that voice and 
educate others.”
 
As Tracy approached 
retirement from the 
sheriff’s office, she put 
together an exit plan to 
start something new: 
real estate. She had per-
sonal experience buying 
and selling homes and 
enjoyed the process of 
staging the open houses. 
She even flipped one of 
the houses.
 
“That was when I 
knew I liked the idea of 
being an agent; I didn’t 
love the paperwork, 
though,” Tracy says 
with a laugh.
 
As her January 2022 
retirement approached, 
Tracy took the 75-hour 
real estate license 
course from home 
during COVID.
 
“I came in during a hot 
market,” she remem-
bers. “Throw a chal-
lenge in front of me and 
I’ll chase after it. It was 
good timing for me.”
 
Tracy’s “Plan A” 
involved getting 
her license and 
working with her 
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current broker, Steve Sbardella, 
at 518Realty.com. “I was hoping 
he would say yes because I didn’t 
have a ‘Plan B,’” she admits.
 
Steve welcomed her without 
hesitation, but Tracy felt anxious 
without any clients.
 
“I didn’t have a pipeline; I didn’t 
even know what a pipeline was,” 
she recalls.
 
While she waited for that first 
client, Tracy offered to help other 
busy colleagues.
 
“It allowed me to get comfortable 
with the process,” she remem-
bers. “I didn’t need to know all 
the answers. I could ask the 
agents and learn along the way. 
I’m thankful to those agents who 
trusted me.”
 
Next, Tracy started a Facebook 
page and tapped into a bit of  
paid advertising.
 

Rising star Tracy Mance is a 
Realtor with 518Realty.com. 
(Photo by Martyn Gallina-Jones)

“I turned some not-so-great leads 
into transactions my first year,” she 
recalls. “That was exciting. I like to 
learn as I go and shoot from the hip.”
 
Since starting out two years ago, 
Tracy has been named to the 2022 
Capital Region Women’s Council of 
REALTORS® for sales over $5 million. 
Her accomplishments don’t end there, 
but for Tracy, it’s not about the number 
of transactions or the accolades.
 
“I know I can’t please everybody, but 
I just want to help homebuyers be 
happy,” she remarks. “My success 
is their success. If my clients aren’t 
happy, it’s not successful for me.”
 
Tracy helps her clients foster happiness by offering 
kindness and commitment.
 
“I can hold their hand,” she notes. “They have to make the 
choice, but they can lean on me, and I can support them.

Tracy pairs support with education, honing the skills 
she used in law enforcement.
 
“I tend to be more of an investigator when we look at 
homes,” she says. “If we see something questionable, I 
take a quick photo and send it to my resources to see if 
we should be concerned about it.”
 
She is also a voice of reason.
 
“Some people have huge aspirations, but they’re not 
realistic,” Tracy explains. “They have a wish list, but 

Tracy adopted her German shepherd
rescue pup, Ruger, in April 2022.
(Photo by Martyn Gallina-Jones)

Tracy Mance was a law enforcement officer for over 21 years before 
entering real estate.

Photo by Martyn Gallina-Jones

they need to determine what they want and 
what they need. I can help them do that. If 
someone hands me a pile of pebbles, I’ll take 
the time to build a castle.”
 
When she’s not building castles, Tracy keeps 
herself busy with a variety of occupations and 
interests. She teaches defensive driving part-
time through the sheriff’s office and educates 
trainers on products that teach about impaired 
and sober driving. She is also a new dog mom.
 
“I’ve never owned a dog,” Tracy shares.  
“Last April, I rescued a 13-week-old German 
shepherd mix. I’ve realized I had a void in my 
life. He filled it.”
 

In addition to all of that, Tracy welcomes any Realtor who  
needs help.
 
“My doors are open to everybody,” she says. “I like helping new 
agents; that’s how I learned. Helping them allows me to continue 
to educate myself.”
 
Real estate has been a joy for Tracy, but it hasn’t been effortless.
 
“In law enforcement, I lived a quiet life and kept my cards close 
to my chest,” Tracy remembers. “With real estate, I’ve had to 
learn to put myself out there. People need to see the real me. It’s 
been a challenge.”
 
Tracy was molded for this every step of the way. In the end, her 
goals are simple.
 
“I just want to be happy and continue to support myself,”  
she concludes.

I ’ V E  H A D  T O 

L E A R N  T O  P U T 

M Y S E L F  O U T 

T H E R E .  P E O P L E 

N E E D  T O  S E E 

T H E  R E A L  M E .
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FINISHING YOUR
BASEMENT?

We specialize in egress 
window installation!

Contact us  today 
for a free in-home estimate!
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Inspiring conversations
with the nation’s 
top real estate agents.

Same Brand, New Reach – 
Tune in for free today

podcast.realproducersmag.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

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.

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
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BODDEN
B U I L D I N G  A  T R I B E

Photo by Michael Gallitelli

Teamwork and collaboration can lead to 
extraordinary achievements beyond what any 
individual can accomplish alone. No one knows this 
better than A.J. Bodden, who credits a lot of his 
success in real estate to the people around him.
 
Before embarking on his career as a REALTOR®, 
A.J. worked in the media and entertainment indus-
try at a national media company overseeing large-
scale events. Eventually, the job’s travel schedule 
became too taxing, so he left to join Albany 
Broadcasting, where he oversaw the operation of 
six different radio stations.
 
Throughout A.J.’ s life, he had a passion for real 
estate, but he never considered making it a career 
until he met Shannon McCarthy, associate broker 
and team lead of The Shannon McCarthy Team. 
She encouraged him to give it a try, and in 2020, he 
got his license with the intention of doing just that.
 
“I had plans to use 2020 to ease into the business 
and ‘test the water’ while doing some other consult-
ing work,” A.J. recalls. “I was licensed on March 5, 
2020. The next week, the world shut down and my 
consulting gig for large-scale events went away. 
I was instantly a full-time real estate agent, and I 
couldn’t sell any houses.”
 
Determined not to let time go to waste, A.J. took 
advantage of the training and coaching provided 
by Shannon and her team while he waited for the 
market to open up. By having a team alongside him, 
A.J. could focus on his strengths while delegating 
to other team members aspects of the business at 
which they were stronger.
 
“You can’t achieve your highest potential if you’re 
not focusing all of your time on your highest and 
best use,” A.J. shares.
 
Trusting his team and external partners is an inte-
gral part of this process,  and he credits Shannon 

cover story
By Emily Williams

ANDREW “A.J.” 

Photo by Michael Gallitelli
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for assembling a fantastic group of 
individuals that he can count on to do 
the job right.
 
“Our transaction coordinator is a 10 
out of 10,” A.J. says. “She’s managing 
50 to 70 files at a time for us, and she 
can crush that while we go out and 
sell or whatever it might be.”
 
But it’s not just about putting together 
a great team — it’s also about having 
the confidence in yourself to delegate 
to others.
 
“Trust is a huge piece of it,” A.J. re- 
marks. “But before you can trust others, 
you have to trust yourself and know 
that you’re a strong enough profes-
sional to be able to handle the situation 
if you’re one step removed from it.”
 
A.J. loves identifying exactly what his 
clients want and need so he can hunt 
down the perfect property for them. 
For him, it’s not just about closing 
transactions; it’s about providing 
value to his clients and ensuring they 
have the best experience possible.
 
“I am always asking questions and 
thinking of ways to connect the dots 
to make deals happen,” A.J. notes.
 
One recent project that he’s excited 
about is the team’s partnership with 
Oak Ridge by Beechwood, a new 
construction community located in 
Saratoga Springs.
 
AJ’s passion for collaboration goes 
beyond selling real estate. He wants 
to help other Realtors who may be 
struggling while also building a com-
munity of Realtors who support and 
learn from each other.
 
“In 2023, one of my goals is to meet 
with more agents who want to grow,” 
A.J. says. “I want to help them by 
sharing what I have learned but, 
more importantly, introducing them 
to the people, groups, and tools that 
helped me.”
 

In addition, A.J. wants to hear 
from other Realtors about 
what’s worked for them and 
what hasn’t so he can con-
tinue to develop his own busi-
ness and share this knowledge 
with his team.
 
So what’s motivating A.J. to 
undertake all of this?
 
“It’s about building a life that I 
want to live for my family and 
with my family,” he shares. 
“My ultimate ‘why’ is to 
achieve freedom — financial 
freedom, freedom of time, 
freedom of health. Ultimately, 
I want to be able to not only 
earn an income that supports 
my family but also create 
wealth and residual income 
streams that I can pass down 
to my children.”
 
When he’s not selling homes, 
A.J. enjoys spending time on 
Lake George with family and 
friends or getting a round 
of golf in. He’s also passion-
ate about giving back to the 
community. He’s currently the 
chair of the American Heart 
Association’s Executives with 
Heart Challenge and a long-
time supporter of the Leukemia 
& Lymphoma Society.
 
A.J.’s advice to other 
up-and-coming top producers 
is to leverage technology, stay 
humble, and start every day 
as if you have nothing. But, 
of course, his most important 
advice is to not do it alone.
 
“Nobody can be successful 
alone, and my success is the 
result of the people I have 
surrounded myself with who 
support and care about me,” 
A.J. comments. “I encourage 
everyone to find their tribe 
and to be an active member.”

A.J. Bodden and his wife, Deirdre

The Bodden family enjoy time on their boat in  
Lake George (from left to right: Deirdre, Callahan, 
Preston, A.J.)

A.J. Bodden (center left) with his mother, Chris (left), 
father, Tom (right), and brother, Joe (center right).

NOBODY CAN BE 

SUCCESSFUL ALONE… 

I ENCOURAGE 

EVERYONE TO FIND 

THEIR TRIBE AND TO BE 

AN ACTIVE MEMBER.

Photo by Michael Gallitelli
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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?

Five 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.

Thanks to the businesses within these pages, our local publishers, and readers like YOU, we’re able to break the chains of this horrible reality.

TO HELP END MODERN-DAY SLAVERY.

SINCE 2016, N2 HAS DONATED

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

hundreds like it ― is financially committed to end human trafficking.

A GIVING PROGRAM BY Visit n2gives.com to learn
more about our fight.
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Why do I always take selfies?
 
To increase my familiarity with the community, 
show who I’m meeting with, and to extend my 
reach through the algorithm.
 
Adding a face to a photograph instantly draws more 
attention. It makes people pause when scrolling the 
news feed.
 
Consistent attention over time creates familiarity. 
The more people see my face, the more comfortable 
they become with seeing me. Consistency is key.
 
Here’s the bonus perk: If I take a selfie with other 
people, it gets even more attention, and I can tag 
the heck out of it, multiplying my reach even more.
 
If you take selfies on the regular, then your Facebook 
posts effectively become billboards on your social 
media, without having to spend any money on a 
billboard. Use this to your advantage, and stay top of 
mind with all of your very important people.
 

If you’re going to take a picture, unless it’s of a 
puppy or a sunset, your face should be in it. And 
really, even if it’s a puppy or a sunset, it would 
probably still do better if your face was in it.
 
So I guess the moral of the story is…
 
Put your face everywhere!

  
Mike Baker is the owner and 

founder of Your Social Liaison. 
To learn how to maximize your 
online presence and partner with 
Your Social Liaison, a company 

that shows you a different way to 
‘“Do” social media that takes you to 

the next level, call Mike Baker at (518) 669-1462, email 
YourSocialLiaison@gmail.com, or visit Facebook.com/
YourSocialLiaison.

your social media
By Mike Baker

W H Y  S E L F I E S  A R E  B E S T

EVERYWHERE:
PUT YOUR FACE

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

o 518.465.1578  |  c 518.859.1860
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Senior Loan Officer
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(518) 461-6116
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Bank locally with experienced
Mortgage Specialists.


