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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

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.carrrealestate 

groupllc.com/

HOME INSPECTION

Chris The Home Inspector

Chris Iula

(518) 928-4172

christhehomeinspector.com

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

MOLD TESTING  

& REMEDIATION

Epic Building Solutions

(518) 477-0809

www.epicbuilding 

solutions.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
Bryan Clute | Branch Manager | NMLS #66590

TAKE IT TO
THE HAUS!

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

o 518.465.1578  |  c 518.859.1860
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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

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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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

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

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!

Osman Salam
HAIR AND MAKEUP ARTIST

Mitchell Wood
VIDEOGRAPHER

Emily Williams 
WRITER

Caitlin Gurtner 
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

HAPPY ST. PATRICK’S DAY, CAPITAL REGION 
REAL PRODUCERS!

I hope you have had more than your fair share of 
luck this year! Maybe you won on a scratch-off, or a 
listing seemed to fall out of thin air? 

Or perhaps you’re feeling less than lucky this year? 
Can’t quite seem to get out of a rut?

For most of my life, I believed in blind luck. I was 
floating through the winds of time, hoping for clear 
skies and a smooth ride. I suppose it was easier 
that way, believing that life happened to me instead 
of having complete control. Then, one day, I heard 
someone say something life-changing, “Hard work 
makes luck.”

By realizing the amount of energy we expend into 
our business directly reflects on that business’s 
output, I realized that I was in complete control of 
my future. This simple paradigm shift allowed me 
to focus on creating and moving toward goals rather 
than living a reactionary lifestyle. 

Many people work an average of 40 hours per week, with a lim-
ited ability for advancement. They might be uncomfortable with 
change, tending to stay in one place until the job becomes intolera-
ble. These types of individuals may only have “average” luck in life. 
Instead, they tend to look at people who are better off financially 
with envy, excusing their hard work and success as being “lucky.”

Unfortunate circumstances will happen; however, how you react 
is critical. Overcoming obstacles is how we create opportunity. 

As Real Producers, we have the knowledge and experience to run 
our businesses and be as successful as we choose through hard 
work and determination. So, even in times of “bad luck,” I encour-
age you to persist. Keep putting one foot in front of the other, keep 
on track, and keep grinding. 

And when that “good luck” hits—in actuality, your resiliency 
paying off—capitalize on all you’ve worked hard for. 

With gratitude, 

Mike Baker
PUBLISHER
Capital Region Real Producers

518-669-1462

NOTE
p u b l i s h e r ’ s
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BALLARD & SON CONSTRUCTION LLC

partner spotlight
By Emily Williams 

Photos by Michael Gallitelli, Metroland Photo

Barry Ballard grew up 

around construction. His 

dad owned an excavation 

business, and Barry often 

helped him work. 

 
“Running equipment back-
hoes and dozers is some-
thing I have been doing since 
I was nine or ten,” he shared. 
“That was our quality time 
growing up.”
 
As an adult, Barry went on 
to work for a company that 
installed soda equipment 
at McDonald’s restaurants 
across the country. He was 
assigned to the company’s 
Northeast territory and trav-
eled throughout the region to 
complete installations. 
 
“I enjoyed seeing the country-
side, all the small towns, and 
the big cities, too,” Barry said.
 
Not only did he get to see 
the country, but Barry also 
picked up valuable communi-
cation skills he’s carried with 
him throughout his career. 
 
“You have to talk to the 
managers and explain what 
you’re doing, so I got a lot of 
people skills out of that job,” 
Barry explained. 
 
When Barry and his wife 
decided to start a family, 
he gave up the position due 
to its intense travel sched-
ule. Then, his brother-in-
law, who also worked in 
the construction industry, 
introduced the idea of egress 
windows.
 

BALLARD 
BARRY

GOING THE EXTRA MILE

“He said that on the new construction side, the code 
changed, and every foundation needed an egress window,” 
Barry remembered.
 
This state requirement ensures that occupants can exit a 
basement living space in an emergency. 
 
“At that point, it didn’t fall on anybody to put the window in 
or hang the well on the job site,” Barry added. “It didn’t fall 
on the foundation, guy; it didn’t fall on the framer. So, they 
asked me if I was interested in putting the window in and 
hanging the well, and it would be contracted through them.” 
 
Barry jumped at the chance.
 
“I rode around with the sales rep of the window and well 
manufacturer, and as I’m riding around going from one 
job to the next, the rep said, ‘Listen, you seem like a pretty 
smart guy. Why don’t you watch this video?’” Barry shared. 
 
The video showed the egress window installation process 
for existing basements, and the sales rep wanted to know if 
it was something that Barry could do.
“After I watched the video, I thought, ‘This is easy. This is a 
no-brainer,’” Barry remembered. 
 

And with that, Ballard and Son Construction was born. 
 
Barry recalled his first job. “It was a little nerve-wracking,” 
he admitted.
 
That first year, Barry completed one or two egress window 
installs. The following year, it was five or six, and it has 
grown from there. Last year, Barry completed around 38 
installs in total. 
 
“Eighty percent of the installations we do are on finished 
basements,” he remarked. “We restore everything, and it 
looks like the window was there from the beginning.” 
 
His rule of thumb is to treat every client as a family mem-
ber. Barry always strives to go the extra mile, like leaving 
the job site cleaner than when he found it. 
 
Casting a small net in a nuanced field has led to detailed 
knowledge that he’s ready to share with the industry. 
REALTORS® often reach out to him when egress window 
violations show up on home inspection reports. He’s always 
available to answer questions because he’s incredibly 
hands-on. Handling most jobs solo, he takes pride in every 
aspect of the business from start to finish. 
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“I work directly with the home-
owners every step of the way,” he 
said. “I am the secretary, sales-
man, installer, and whatever else.”
 
He completes installs during the 
day and offers quotes in the eve-
nings when most people are home 
from work. 
 
Barry has spent enough time in 
the trade to know the nuances 
and the code inside and out, and 
he’s passionate about educating 
homeowners on the subject. 
 
“No question is a stupid ques-
tion,” Barry commented. “If 
you’re interested, you could ask 
me questions for hours if you 
need to.”
 
Despite staying so busy, Barry 
still finds time for fun. One of his 
favorite ways to decompress is 
riding his motorcycle. 
 
“It’s my outlet,” he noted. “When 
I get on that thing, I can’t think 
about work; I just think about my 
destination.”
 
Barry’s other favorite pastimes 
include skiing, camping, and boat-
ing with his wife and three kids. He 
recently bought a new vehicle to 
make his job more efficient by haul-
ing all of his equipment in one trip.
 
With Barry’s hands-on approach, 
passion for the work, and com-
mitment to providing excellent 
customer service, Ballard and 
Son Construction has become a 
trusted name in the region for 
egress window installation. 
His plan for the future isn’t to be 
the biggest company, but the best. 
 
“I want to be the go-to guy for my 
trade,” he said.
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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.

FOR EVERY AD SOLD,
N2 DONATES ENOUGH 
MONEY TO FREE TWO 
SLAVES FROM CAPTIVITY.

A GIVING PROGRAM BY Visit n2gives.com to learn
more about our fight.
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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!

coach’s corner

You Don’t Need Fixing

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.

I recently met with Lucy (not her real name), a very suc-
cessful salesperson who was lamenting about her lack of 
follow-through with leads. She knew it would positively 
impact her bottom line if she followed through. However, 
knowing that made no difference in her actual perfor-
mance. She was pretty judgmental about herself and all 
the “character defects” she needed to work on to improve. 
Her list included fear of success, needing to be more orga-
nized, increasing confidence, and worrying about coming 
across as “too sales-y.” Upon further discussion, she 
stated she didn’t have a plan to address these concerns but 
hoped they’d resolve with time.
 
This is a common phenomenon among people I coach. 
Whether it is follow-through, closing the sale, or some 
other business activity that will lead to achieving their 
goal, people have a multitude of reasons for their inability 
to act. The reasons become responsible for their inaction, 
so that’s that; there is nothing else to explore or get curi-
ous about. They relate to themselves like fixed objects.
 
One of the questions I typically ask is this: “If all those rea-
sons were resolved, what would you do?” Virtually every 
time, their answer is simple: some version of I’d take action, 
make the call, do the thing. Adding all the reasons for not 
doing something doesn’t make the reasons true. It does, 
however, add complexity and obfuscate solutions.
 
In my conversation with Lucy, we inquired into how she had 
achieved so much success without follow-through. She said, 
“Well, I do follow through at times.” Truth bomb! This is an 
example of how our brains filter out facts that don’t fit our 
narrative. In other words, the brain sees what we tell it to 
look for. Lucy decided that having a stack of business cards 
meant she was terrible at follow-through; she had a good 
story as to why and her mind blinded her to the truth—
she followed through and did it effectively. As a result, an 
unnecessary problem was created by her mind.
 

What if having a stack of business cards just means you 
have a stack of business cards? Period. Without a label or 
attached meaning, it’s merely a fact. If you want to contact 
people in the stack, it becomes a creative game or a puzzle 
to solve. Most of the time, when the story is removed, our 
natural ability to create and innovate takes over.
 
In Lucy’s case, after our conversation, she came up with an 
idea for a simple solution to spend two hours on Monday 
mornings calling her leads and making appointments. 
She’s going to experiment with this idea for a few weeks 
and see what happens. Lucy said, “I’m not sure why I 
didn’t think of this before.” I know why; I see it all the 
time. The thinking we have about the situation looks true, 
so we believe it. We take our eyes off the thing we really 
want to accomplish and focus on the thought-created 
story about why we can’t have it.
 
Without the charge of the narrative, the problem is 
de-personalized, allowing fresh thinking to come forth, 
solutions to be revealed, and action becomes natural, 
almost effortless.
 
Ironically, many times, the solutions are things we 
already know. They’re common sense. That’s the power of 
thought. It can blind us from seeing even the obvious.

TRANSFORMATIONAL CONVERSATIONS WITH LISA GIRUZZI
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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

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

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers
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BIG DREAMS, BIGGER RESULTS
Eight years ago, Brittany Coyne was working 
in the restaurant industry and looking for a 
way out. She was tired of the nightlife, but 
knew she didn’t want to sit at a desk all day.

It was a former boss who first introduced 
her to the idea of a career in real estate. 
 
“A mentor of mine sold her cafe and became 
an agent,” Brittany explained. “She encour-
aged me to do the same because I was natu-
rally good with people.”
 
Intrigued by the idea, Brittany signed up for 
a virtual real estate course, but she strug-
gled with the online format of the class. 
 
She tried again a year later, this time attend-
ing class in person. In a classroom setting, 
Brittany learned the material quickly. In 
2016, she passed the real estate exam and 
got her license. 
 
Unfortunately, that wasn’t the last roadblock 
that Brittany would have to overcome. 
 
At the time, she and her husband Brian were 
selling the bar they owned and she was jug-
gling multiple jobs to make ends meet. As a 
result, real estate was put on the back burner.
 
But she wouldn’t give up that easily. She 
set a deadline for when she’d come back to 
it and commit full-time. 
 
“I was running out of money and close to going 
bankrupt,” Brittany remembered. “I was either 
going to sink or swim, and I swam.” 
 
Her resolve paid off. She found a niche 
where she excelled—working with sellers 
on expired listings—and focused on offering 
her clients the highest level of service. As a 
result, Brittany exceeded the goals she set 
for herself that year. 
 

She attributes her success to both high ambi-
tions and great mentors. 
 
“My mentors not only taught me everything I 
know about real estate, but also taught me to 
think big and that you get back what you put 
out into the universe,” Brittany said.
 
Then, just as Brittany was hitting her stride, 
COVID hit. Her options for prospecting 
became severely limited as expired listings 
dried up. 
 
While business slowed down, Brittany’s 
aspirations only grew more prominent. 
Wanting more control of her business, she 
decided to get her broker’s license and open 
her own brokerage. 
 
Many people in Brittany’s life told her she 
was crazy. 
 
“But then they said, ‘If anyone can do it, it’s 
you,’” she remarked.
 
In-person classes weren’t an option for her this 
time around as she was now a mother of two 
young children, including a newborn whom 
she couldn’t leave. Brittany knew she struggled 
with online learning, but knew there was no 
other way. So, determined to make it work, she 
studied late nights and early mornings with a 
newborn in the bassinet beside her.
 
Her hard work paid off and in late 2022, she 
officially opened Coyne Realty Group. 
 
Brittany’s motivation to dream big and 
achieve those goals stems from her child-
hood. She often struggled in school and 
never felt smart enough. As an adult, 
Brittany has been dead set on changing 
the narrative that her younger self spun. 
Unsurprisingly, one of her favorite quotes is, 
“She believed she could, so she did.”
 

COYNE 
BRITTANY on the rise

COYNE REALTY GROUP
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Brittany has always had a natural ability to con-
nect with others, which has served her well in the 
restaurant and real estate industries. 
 
“My work interviews have always been good, and in 
real estate, that’s basically what you’re doing,” she 
shared. “A listing appointment is an interview.”
 
Brittany’s advice to new REALTORS® is to “Fail, 
and then get up and fail again, and get up stronger. 
You will hear a lot of ‘no’s’ in this business, but 
every ‘no’ you hear gets you that much closer to a 
‘yes.’ Keep going.” 
 
She also encourages the writing down of goals and 
revisiting them daily. 
 
Now a mother to four children—stepson Cade, 
stepson Connor, daughter Paisley, and son Peyton—
nothing is more important to Brittany than family. 
 

“Outside of real estate, I am very much a 
homemaker and lover of all things home,” 
she said. “I love spending time with my 
husband, Brian; he’s the best cook on the 
planet and the best dad. I am close to my 
parents; they’re my best friends too.” 
 
In her free time, Brittany loves to camp, 
travel, and work in her garden. 
 
For now, Brittany plans to operate her 
brokerage as a one-woman show to focus 
on building her business and achieving 
her goals. Eventually, she plans to add 
additional REALTORS® to the team. 
 
Her vision for the future is to develop a 
company that her kids can take over if 
they choose. 
 
“I’m hoping by the time they’re older, 
Coyne Realty Group will be a name people 
know and trust,” she shared. “I want to 
show my kids that you can do anything 
and be anything you want in this life as 
long as you believe you can.”

I want to show  
my kids that you  
can do anything  
and be anything  
you want in this 

life as long as you 
believe you can.
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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



30 • March 2023 Capital Region Real Producers • 31@realproducers realproducersmag.com

M
A

R
C

H
E

S
IE

L
L

O
D
om

in
ic
k

Keller Williams 
Capital District

B
Y

 M
E

G
A

N
 T

A
Y

LO
R

-D
IC

E
N

Z
O

  
• 

 P
H

O
TO

S 
B

Y
 M

A
R

T
Y

N
 G

A
L

L
IN

A
-J

O
N

E
S

, 
G

A
L

L
IN

A
-J

O
N

E
S

 P
H

O
T

O
G

R
A

P
H

Y

Achieving More Together

Before joining his wife, Christine, in 
real estate, Dominick Marchesiello was 
a successful physical therapist. Some 
questioned why he was leaving, but 
many of the hospital leaders said, “Go 
for it! You’ll be successful at whatever 
you do.” 
 
And he certainly is. Dominick is still 
helping people—differently now—while 
building a small but mighty team of real 
estate specialists.
 
Dominick felt passionate about helping 
his patients regain mobility and live 
pain-free in physical therapy. 
 
“Now, I’m helping people achieve their 
goals, whether moving into a bigger 
house or getting out of a bad situation,” 
he explained. “It’s still helping people, 
just with their home. What excites me is 
the idea that, in real estate, I’ll get out of 
it what I put into it.” 
 
Leaving an established career in 
healthcare was a considerable risk, 
but Dominick was up for the challenge. 
First, he kept one foot in the door at 
the hospital by going part-time into 
real estate. This way, he could test the 
waters and maintain health benefits for 
the family. 
 
“Then I realized I had to go all in to 
maximize the results from what we were 
starting to build,” Dominick said. 
 
He started as an inside sales agent and 
client-care director, calling FSBOs, 
expired listings, and past clients to 
set up appointments. Next, Dominick 
started actually to be the one going on 

the appointments and realized he was 
really good at that part of the role and 
loved it. This was when he decided 
to go for it and commit to real estate 
full-time. That was in 2019. 
 
“I enjoy working with sellers every 
step of the way, from preparing the 
home, marketing it, advertising, nego-
tiating, and getting to the final closing 
table,” he remarked. “I love going into 
a home and seeing the potential. Our 
team might spend two months giving 
guidance and advice to prepare a list-
ing before we even go on the market; 
that’s where we’re unique.”

Currently, Dominick is the lead listing 
specialist and director of sales, and 
Christine has been wearing many 
hats: director of operations, coach, 
HR, and CEO.
 
“Heading into 2023, we saw the poten-
tial for me to step back and go into 
a leadership role on the sales end of 
things,” Dominick explained. “In health-
care, I was a leader on the business 
development side of Saratoga Hospital’s 
regional therapy center. I love helping 
things grow.” 
 
Christine and Dominick’s passion for 
helping their REALTORS® succeed is 
another aspect of the team that sets 
them apart. 
 
“Our business model is different,” 
Dominick shared. “We strive for a 
small but mighty team; we want to 
be ‘The Super Bowl Team.’ When you 
treat your team members well, and 
they have success in the industry, 

they stay with you. That’s our goal...
to help them win.” 
 
The Marchesiello Team is a close-knit 
group of experts. 
 
“Our buyer’s agents will never list 
homes for us,” Dominick remarked. 
“Many people use the buyer’s agent 
role to also work with sellers, but 
we don’t believe that aligns with our 
mission for our specialists to serve 
clients at the highest level. Everyone 
is unique in their role, but at the 
same time, everyone’s income is tied 
to each other. The better your team 
member does, the better you’ll do.” 
 
With this idea in mind, it’s no wonder 
that the team’s motto is ‘Together, 
everyone achieves more.’ 
 
“It’s like a perfect wheel,” Dominick 
shared. “If there is a break in the 
spoke or a bend in the rim, it becomes 
bumpy, sloppy, and inefficient. We’ve 
perfected that wheel by growing 
slower, taking our time, and ensuring 
each agent is right.” 
 
To make sure each REALTOR® is the 
perfect fit, Dominick and Christine 
conduct an intense, three-step 
interview process during which they 
ask questions about the potential 
REALTOR’s® life goals, motivations, 
and personalities. 
 
“Once we offer them the job, we have 
a Keller Williams model (30-60-
90) re-interview,” Dominick noted. 
“This makes sure the fit is good for 
both sides. Then, as new agents go 

featured real producer
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through the interview process, they 
see the value of the team, our results, 
and our reputation.” 
 
For 30 days, they set expectations. 
Then, there is a review at 30, 60, 
and 90 days, with different expec-
tations and goals for those bench-
marks. Finally, a team member is not 
announced until they have passed the 
90-day mark. Then, the team member 
becomes official. 
 
“Christine built this starting 17 years 
ago,” Dominick proudly remarked. 
“She’s got a great reputation in the 
real estate community; she gives  
back and teaches others. During 

the interview, potential agents dis-
cover how we work and what we’re 
all about.” 
 
The Marchesiello Team is about 
specialists and systems, among 
other things. The specialists include 
a listings director, marketing direc-
tor, buyer’s transaction coordinator, 
behind-the-scenes data entry person-
nel for business tracking, and more. 
 
“We’ve built lead generation, listing, 
and buying systems,” Dominick said. 
“We have systematized every step of 
the way. This way, a client’s experi-
ence will be the same quality no mat-
ter the staff they’re working with.”
 

Dominick’s excitement is to help each 
REALTOR® take the next step and grow to 
the next level. To do so, Dominick meets 
weekly with the REALTORS® in one-on-one 
meetings. In addition, they work together on 
their weekly, monthly, and yearly goals. 
 
“We have team goals, but we also have agent 
goals,” Dominick shared. “We like to make it 
fun, so we hold a ‘team call day.’ We all come 
into the office twice a month and call our 
past clients.”
 
“At our annual meeting, we look at how 
many showings, appointments, and 
houses we’ve worked on in the last year,” 
he said. “It’s thousands of conversations 
and hundreds of open houses. That’s what 

We’ve 
perfected 
that wheel 
by growing 

slower, 
taking our 
time, and 
ensuring 

each agent 
is right.
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excites me—the growth the 
agents have.” 
 
However, with growth comes 
struggle. Dominick sold 90 
homes two years in a row. 
He worked 60-to-80-hour 
weeks. 
 
“When I joined our team, 
I felt it personally, profes-
sionally, psychologically, and 
physically.”

In time, Dominick realized 
he could rely on the team 
and is striving to step back 
a bit, allowing more time to 
spend with his wife and their 
daughters, now 9 and 13. 
 
“Sharing the wealth with 
another agent is not neg-
ative,” he noted. “When 
they’re winning, we’re win-
ning. It’s not about giving up 
the money; it’s about having 
more time with family, and 
that’s worth a lot.” 
 
By building a small but mighty 
team, valuing particular skills, 
and sharing wealth, Dominick 
can enjoy more time in his 
happy place: Lake George. 
 
“We have a camp in 
Ticonderoga, and we spend 
most weekends there,” 
Dominick shared. “I can take 
a call on the lake if I need to, 
but mostly I can spend time 
with my family on the week-
ends. I’m forever grateful 
for that. I can do all that and 
more because of the team we 
are building and I hope by 
doing so, that we are simul-
taneously improving the lives 
of our team members at the 
same time.”

1. Christine and Dominick at the Kentucky Derby! Dominick has a love for thoroughbred horse racing in Saratoga. One of his bucket list 
items was to attend the Kentucky Derby. “We were blessed to get an invite from some amazing clients and friends to attend Churchill 

Downs, Kentucky!” 2. “Being at camp and boating with family is my happy place! When you’re in the middle of Lake George, soaking in 
the beauty and peacefulness with your family, it makes all life’s little problems or stresses melt away!” 3. Left to right: Mom & dad (Kate & 
Buz), brother (David), sister (Laura), brother-in-law (Ali), wife (Christine), Dominick, two daughters, and three nieces. “I’m blessed to have 
my parents around the corner from us, and our extended family spends holidays at our Lake George camp.” 4. Dominick, Christine, and 
their daughters, Juliana and Bianca, in Florida. “We own a rental property in Stuart, FL, and we love to go down and visit whenever we 

have the chance!” 5. “Traveling, vacationing, exploring, and giving our kids amazing experiences are very important to us. This was taken 
on a catamaran excursion while in Aruba.”

1.

3.

4. 5.

2.



36 • March 2023 Capital Region Real Producers • 37@realproducers realproducersmag.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

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



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.


