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OHAN THE BEST DESERVE THE BEST!
DEL ANCEY First-class service every time! SEFCU

ATTORNEYS & COUNSELORS AT L AW

Main Office: 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

e RESIDENTIAL REAL ESTATE e PROPERTY MANAGEMENT
CLOSINGS * FOR SALE BY OWNER (FSBO)
e COMMERCIAL REAL ESTATE e SHORT SALES
CLOSINGS « LOAN MODIFICATIONS Bob Kelly Nicholas Baratto
e LENDER REPRESENTATION/ e RELOCATION o - | . .
SETTLEMENT AGENT « BANK OWNED REAL PROPERTY 5. Mortgage Originator y | Mortgage Originator
« BORROWER REFINANCES (REO) NMLS #66576 _. NMLS #1392603
 TITLE INSURANCE (Searches, e DEED TRANSFERS v ; ; 3 o
Examination, Clearance) e LEASE-PURCHASE OPTIONS - Cell: 518-330-9201 Cell: 518-605-1176
* NEW CONSTRUCTION * LAND CONTRACTS bkelly@sefcumortgageservices.com  nbaratto@sefcumortgageservices.com
e INVESTMENT PROPERTIES e CONDOMINIUMS
e LANDLORD & TENANT e COOPERATIVE APARTMENTS
REPRESENTATION » LAND USE & ZONING SEFCU Mortgage Services takes pride in giving back to the community and
Satellite Locations (By Appointment): currently services $2.8 billion in residential mortgages.
125 High Rock Avenue 333 Glen Street
Saratoga Springs, NY 12866 Glens Falls, NY 12801 s g 3 e
Tol 518-306.4318 Tel 518-338-3833 700 Patroon Creek Blvd., Suite 301, Alba'r:ny, NY 12206 ;{Cc:rnlfzany NMLS #ans?aq_;? . 5_13I-383-_1 234 1 =]
Fax 518-306-4518 Fax 518-338-3983 sefcumortgageservices.com - Licensed Mortgage Banker-NYS Department of Financial Services  @simes

Additional Areas of Expertise: Business & Corporate Law, Trusts & Estates, and Vehicle & Traffic Law.



Trustco Bank is Proud to Introduce
Our New Team Members!

Michelle Raymond, Administrative Vice President

MRaymond@trustcobank.com

Michelle Raymond is a highly experienced professional in the mortgage banking industry with over 25 years of
expertise in various areas such as crigination, operations, secondary marketing, and servicing. Throughout her
career, she has consistently demonstrated excellence and achieved outstanding results, making her a highly
respected figure in the industry.

Nancy Brown, Assistant Vice President

MEBErown@trustcobank.com

MNancy has over 25 years of experience in Mortgage Compliance, Quality Control, and Auditing. Nancy has served
on the board of the Mortgoge Bankers Association of Mortheastern Mew York and has received several certifications
in mortgage compliance training. Mancy enjoys traveling, gardening, and spending time with her family.

Mike Curtis, Assistant Vice President

MCurtis@trustcobank.com

Mike has over 25 years of experience in mortgage originations and management. Mike has served on the boards
of the Mortgage Bankers Association of Northe rm Mew York (MBANENY) as well as the Capital Region Builders
and Remodelers Association (CRERA). My busin certifications include Accredited Mortgage Professional (AMP)
and Certified Mortgage Banker (CME), both from the National Mortgoge Bankers Association (MBA) | enjoy
spending time with my wife and two children, and I'm a big baseball fan!

Lori Lucarelli, Assistant Vice President

i@trustcobank.com

Lori is an Assistant Vice President overseeing the Mortgage Banking Operations department. Lori was born and raised
in Schenectady, NY and has lived in the Capital District her entire life. With over 25 years' of lending experience, Lori
began her career at a lecal credit union before joining Home Funding Finders in 2002 where she developed a passion
for working in a team envirenment that shares the same common goal of assisting customers with all of their rtgage
financing needs. She feels extremely fortunate to have worked with some of the best in the industry and is excited to
continue that work here at Trustco Bank.

Scott Shapiro, Mortgage Processor

SShapiro@trustcobank.com

Sci Mortgage Processor ot Trustco Bank with over 5 years' of experience administrating loan applications and
walking clients through the mortgoge process. A graduate of SUNY Albany with a major in Communications, Scott
specializes in conventional, Fannie Mae/Freddie Mac, FHA, USDA, and VA mortgages. During his time off from work,
he enjoys live music shows, video games, and college basketball.

Lorraine LaBelle, Jason Selghan,

Mortgage Originator Mortgage Originator s -y Mertgage O

.
Y

35-1759 T 4 Cell: (51
utteabank.oorm J5e

HMLS #34546 - HMLS #66631

Come Home To Trustco Bank, Your Home Town Bank!
Call 866-999-3002 to contact one of our new mortgage originators today!

W TRUSTCO
A BANK

Your Home Town Bank ﬁj) m u mmw

866-999-3002
www.trustcobank.com

2 TRUSTCO BANK

Your Home Town Bank

Y

Trustco Bank Mortgages

> Financingup to 97% > No Borrower Paid Private > Jumbo Mortgages

Loan-to-Value Mortgage Insurance* up to $1,500,000

Wide Range of
Products Available

> Low Closing Costs > Friendly, Local Service

Since 1902, Trustco Bank has been helping build
communities one mortgage at a time. We value our
relationships with the Real Estate community and know
how hard you work to get the deal done. We want you to
know that you can trust us to work just as hard for you
and your client. We will even save them some money too.

W/ TRUSTCO
A\ BANK"

Your Home Town Bank

New Construction Loans-

Rate Locked for 330 Days from Application!

800-670-3110

n ﬁj) m www.trustcobank.com

Subject to credit approval. 1 - Applicable to our portfolic mortgage product. If you fail to qualify for that
product, you may be offered a mortgage that does have an appraisal fee, borrower-paid PMI, and a tax

escrow account. “Private Mortgage Insurance. Lender Paid Private Mortgage Insurance on loans over ifé-‘“iﬂ'éﬁ
APPLY NOW 88.5% Loan-to-Value. Please Note: We reserve the right to alter or withdraw these products or certain

features thereof without prior notification. NMLS #474376 Member FDIC



TABLE OF

CONTENTS

07 08

Index of Meet the
Preferred Capital
Partners Region
Real
Producers
Team

16

Coach’s

Corner:

Lawnapa- Are You

looza | Serious?
June 15th

= i R

LAWNAPALOOZA

30

Partner ; Rising
r Spotlight: B i Star:
; Martyn 3 B i Travis
J}w Gallina- Scarincio
f Jones
M Hearthstone
II'! Productions

Capital Region Real Producers
@CapitalRegionREALProducers

@realproducerscapitalregion

10

A Note from
Your New
Publisher

20

30-Day
Social
Media
Content
Calendar
Challenge

34

Cover
Story:
Christopher
Iwinski

Capital Region Real Producers

Cover photo courtesy of Martyn Gallina-Jones.

6 - May 2023

PREFERRED PARTNERS

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
(518) 691-0019
Calabrese-Law.com

Rohan & Delancey, PC
(518) 265-0530
RohanLaw.com

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/

HOME INSPECTION

Top Gun Inspection Services
Josef Fasolino

(518) 956-0532
www.topguninspection
services.com

Wolf Hollow Home
Inspections LLC
Alyssa Hackett

(518) 407-5260
www.WolfHollowHome
Inspections.com

INSURANCE AGENCY
Erik LaChance

State Farm Agency
Erik LaChance

(518) 669-1846
www.SFLaChance.com

JUNK REMOVAL

& HAULING

Junk King

Carl Breitenstein
(518) 265-4805
www.junk-king.com/
locations/albany

LIFE / BUSINESS COACH
Lisa Giruzzi

(518) 369-9780
www.transformational
conversations.com

MORTGAGE

Catskill Hudson Bank
Dawn Martinez

(845) 798-2896
www.chbny.com

Fairway Independent
Mortgage Corporation
Drew Aiello

(518) 573-2435
Fairwaylndependentmc.
com/lo/Drew-Aiello-64814

Home Choice Capital, Inc.
Nancy Herrmann

(518) 280-7009
HomeChoiceCap.com

Homeowners Advantage
Eric Cruz

(518) 690-2232
www.capcomfcu.org

Homestead Funding Corp
(518) 464-1100 x392
www.cliftonparksouth.
homesteadfunding.com

SEFCU

Bob Kelly

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

Trustco Bank
(518) 377-3311
www.trustcobank.com

MOVING & STORAGE
Don’s Moving and
Storage, Inc

(518) 462-0697
www.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
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

Capital Region Real Producers - 7



MEET THE

PITAL REGION

REAL PRODUCERS TEAM

Al

Kristin Brindley Haley Van Bellingham Ellen Buchanan Wendy Ross Jaime Lane
Publisher Associate Publisher Editor Operations Manager Executive Assistant &
Publishing Manager

Lexy Broussard Ellie Caperare Megan Taylor-DiCenzo Emily Williams Stephanie Mojica
Sales Manager Social Media Manager Writer Writer Copy Editor

Michael Gallitelli Martyn Gallina-Jones Mitchell Wood Osman Salam
Photographer Photographer Videographer Hair & Makeup Artist

PRODUCTIONS

(917) 613-4929

HEARTHSTONEPRODUCTIONS.COM

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

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- To view our
mended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the publisher may be . I .
held liable or responsible for business practices of these companies. magazine online, visit MARTYNGE
capitalregionrealproducers. e A
Note: When community events take place, photographers may be present to take photos P g p L ¥ ' i HEARTHSTONEPRODUCTIONS.COM
com and look for “magazine F -

for that event, and they may be used in this publication. .
ymay P or scan this QR code.

(Password: connectheredcrp!)

BRINGING PHOTOGRAPHY HOME

8 - May 2023




TOP PERFORMER
MYP

PINNACLE

ROOFING INC.

B | X We'’ve got you covered.

a no
The Capital Region's

NEW Publisher o g e

Contact us today to schedule a FREE

[
-
a
.
-
=

PLATINUM CONF ERENCE

PRODUCT
EXCELLENCE

inspection and estimate. PLATINUM CONFERENCE

Hello, Capital Region Real Producers! partners in the area. If you would like a personal Winner of Owens

introduction to any of our partners, please feel ll = Corning Platinum
I am your new publisher, Kristin Brindley. I look forward to meet- free to contact me. I'd love to help! Ca . 5 1 8-435- 2400 Con fEl:;}IIEE 2021
ing you all in the coming months as my team and I begin heading up or ViSit Top Performer &
Capital Region Real Producers. It is a badge of honor to be a Real We are thrilled to be bringing our Lawnapalooza - Product Excellence
Producer... Receiving this publication means YOU are in the top event to the Capital Region at Grasshopper WWW- plnnrOOf.com Awards
0.05% of the industry in your market. Congratulations! Heating & Cooling in Clifton Park on June

15th and hope that you can join us! If you haven’t
Our mission at the Kristin Brindley Team is to connect, elevate, and received your exclusive invitation, please reach out
inspire our Real Producers communities. I've had the pleasure and to us at info@capitalregionrealproducers.com.
privilege of starting near the very beginning of Real Producers, found-
ing DC Metro Real Producers six years ago, NOVA Real Producers Looking forward to meeting you!
almost five years ago, Richmond Real Producers just a year and a
half ago, and acquiring Charlotte Real Producers last year, with Long Your Publisher,
Island Real Producers coming up soon. I'm excited to now bring our
experienced and successful team to Capital Region Real Producers, Kristin Brindley

as well, and look forward to learning about you, your market, your Owner/Publisher

OWWER
CORNING B
Capital Region Real Producers
313-971-8312

Kristin@kristinbrindley.com

challenges and your goals. Each community we serve is unique and
has its own personality! Visit www.kristinbrindley.com to learn

more about me and our team.

We are excited to hear your opinions on what you would like to see

S
f;%

in the magazine and with events moving forward — content, event

gaz g , KRISTIN BRINDLEY
themes, locations and, of course, who you would like to see fea- ERTREPRENEUR, CORSECTER, PUBLSHER I R A I ER
tured. How may we uniquely serve our Real Producers community

in the Capital Region? ENVIRONMENTAL LLC

MOLD AND RADON REMEDIATION ASBESTOS CONSULTING

e Top choice of Real Producers

e All projects estimated and managed by career long environmental
professional with 20 plus years experience

Thank you to our preferred partners, without whom none of FOOD FOR THOUGHT

What strategies are you implementing to help your
clients navigate the competitive spring market?

this would be possible. We are thankful for their support and for

the Real Producers who referred them. As you know, all of our

preferred partners have been referred and vetted by other Real

Producers, giving us the most well-curated list of top industry

e Proposals and Completion within Real Estate Deadlines

s g Al JOHN SNYDER | 518 376-7345
' LONG ISLAND
E‘Enﬂr&nntguﬁé?g EALQmm &':L&E&EJEE SOUTHJERSEY  REAL PRODUCERS é}% REsponsIVE — HiGH QUALITY — NEAT AND CLEAN e&?
7y
~

10 - May 2023 Capital Region Real Producers - 11



CAPITAL REGION

REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.

PRESENTS

CONTACT US FOR ALL OF YOUR HOME FINANCING NEEDS!

If you know of anyone who could use our time for professional home financing services,
please have them give us a call. Have a great summer!

Come Show Off
YOUR COMPETITIVE SIDE

e =

Michael Angelo Jessica Brate Jay Quinn
Branch Manager/Licensed Loan Originator Licensed Loan Originator Licensed Loan Originator
Cell: 518-281-7108 Cell: 518-505-1304 Cell: 518-376-7230
mangelo@homesteadfunding.com Jbrate@homesteadfunding.com Jquinn@homesteadfunding.com
15785 Reanach Bhel., Scite 135, Dice 124, Alsvtin, TX TETSH B Alrline Debve, Allasg. WY 12205 & Alrline Drive, Albany, HY 12105
Gecogila Restdential Morigage Licenses 812045, Licensed In TIL Licensed Morigege Banker - NVS Depl. of Msancisl Senvices Licensed Mortgage Danker - NYS Dept. of Financial Services

Lieermed Worigage Banke - NYS Depd. of Financis] Senvices DOifficec 518-864-1100 « KALE D8 56711 D 518-454- 1100 + NMLS I8 135793
Difice: S1UR-ITI-0E14L - NS IDE S5

® LAWN GAMES @ FOOD @ BEER
® CORNHOLE TOURNAMENT

JUNE 15, 2023
1AM - 2 PM

Hosted by Grasshopper Heating & Cooling 3 ﬂ;ﬂ.ﬁ[ﬂlﬁbfiﬁ

16 Fairchild Square, Clifton Park, NY it

MMLE I 3333 g

WE DO OUR BEST TO MAKE
INSPECTIONS SUCK LESS!

WOLEHOLLOW

/

For information on all Capital Region Real Producers events,
email info@capitalregionrealproducers.com.
Pre-listing Inspections, Buyer
SEE YOU THER.E.’ Inspections, Commercial
Inspections, Radon and
Water Testing, Well-flow

00 6 6 0 & 6 0 0 6 0 0 0 0 0 0 6 0 O 0 0 O O O O O 0 O O O O O O O O O 0 O O O 0 O O 0 0 O O 0 0O O 0 0 0 0 0 Testlng,MoldAssessments

Capital Region Real Producers - 13




MOVING
CAN BE A
BEAUTIFUL
THING

& oviding Supetior

PACKING, STORAGE, LOCAL AND LONG-DISTANCE

moveng deteced

TO THE CAPITAL REGION

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

0 518.465.1578 | ¢518.859.1860

—SINCE 1952 —

www.donsmovers.com
(518) 462-0697

glenn@donsmovers.com
981 Broadway Albany, NY 12207

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?

RICH CARR v/ We close transactions in 20 days and pay the highest price possible for your client's home.

Licensed Master Electrician v/ No middlemen +/We pay cash for ALL homes, no banks
& Licensed Master Plumber v/No contractors needed for repair estimates v/ We buy homes "as is" without inspections
v/ One-Stop-Shop: one phone call does it all
Over 20 years of experience buying :
LIRS LEHS, Call Rich Carr Today for a FREE offer to purchase

c. (518) 488-2434 your home, or visit: https://RichCarr76.com

___l_ug| TOP GUN 1eating clients Like Family

= INSPECTION SERDICES

Home Inspection | Mold Assessment
$ Radon | Wood Destroying Insects 4 * g i _ B
Let us show you what your buying power could look like in full biaam’

When inspecting a client’s house, | perform the CONTACT US TODAY!
home inspection as if it were my own son or

- . Drew Aiello Phil Carr -
da“ghter cons‘derlng h““lng Ihat hﬂ"se. Branch Manager Loan Officer : _..-v-.t’“
l F I_ 'I' ﬁ I _ u ll “vs I NMLS 65814 NMLS 1696455 Y,
- Joe Fasolino, Top Gun Inspections Owner an nspector :
180 . . 518-573-2435 518-852-5418 FAIRWAY
drew.alello@fairwaymc.com phil.carr@fairwaymc.com

lnE Fnsoll Nn r T Southside Drive, Sulte 204, Clifton Park, NY 12065, Copyright£2023 Falrway Independent Mortigage Corporation. NMLS#2289. 4750 5. Blltmaore Lane, Madison, Wi 53718, @
0 /Inspector el Sty Gubds |,,,,, 1-886-912-4800. Restrictions and |imitations may apply. AN rights reserved. Equal Housing Opportunity, MA Mortgage Broker and Lender License #MCZ289. MA Loan d
wner i Originator License #MLO258607. Licensed by the N.J Department of Banking and Insurance, Licensed Mortgage Banker- N Y 5. Department of Financial Services. FW2218020 2555

(518] 9396-0532 NYS #:16000077491
info@topguninspectionservices.com NYS Mold Lic. #: 00333
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P» coach’s corner

By Lisa Giruzzi

Are You Serious?

Often, when I ask potential clients why they are
interested in coaching, they’ll say something like,
“It’s time to get serious about my business.” When
Iinquire further into what is going on with them, I

often find they have, in fact, been too serious.

In my experience, people take their businesses

or careers so seriously that they stop having fun,
which stifles their creativity. At some point in our
development from childhood to adulthood, we
innocently started believing that being serious is
essential to success. This “get serious” approach
is a survival strategy. It’s the belief that in order
to make the money you need to eat, pay bills, and
get other life necessities, there’s no room to “goof
around.” The thought is that there needs to be a

16 - May 2023

plan, it needs to be followed, and it needs to be
taken very seriously. It is work, after all! It’s not

supposed to be fun.

Sound familiar? Yeah, me too! When I first started
coaching, it was part-time. It was a side gig, and I
didn’t really need the money. I was having a lot of
fun with it. Then, after about five years, I left my job
and went full-time as a business coach and consul-
tant. Initially, I was enjoying it and was successfully
signing clients. Money was coming in, and it seemed
almost effortless. At some point after the first few
years, someone asked me about my sales strategy.
Did I have a funnel, etc.? I stared blankly at them for
a few seconds, said something about getting refer-
rals, and then things went downhill from there.

Suddenly, I got serious. Another way of saying that
is, I got scared. I went from building my business
organically by trusting my creativity and wisdom to
trying to force and control an outcome. I worked on
finding and implementing the 7igAt sales strategy to
ensure my success. The harder things got, the more

serious I became.

Let me be clear: there is nothing wrong with sales
strategies. I sometimes help people develop them.
The problem, in my situation, was that I got scared,
which led to being very serious and squashing my
biggest asset — my creativity. Rather than seeing
my fear for what it was — a passing emotion — it

drove my business strategy.

Fear is a creativity killer. It can lead to exhaustion
and burnout. Fortunately, before I totally tanked
my business, I met and hired Steve Chandler as
my coach. He would often counter my “How do I?”
questions with “What would be fun to do?”

IT'S PERFECT.

Your dream home awaits.
Turn to your mortgage
expert for seamless

financing.

We offer a comprehensive selection
of mortgage solutions and exclusive
products you won't find elsewhere.

www.capcomfcu.org/myhome
(800) 634-2340
Visit any branch

It is a magical question. It instantly engages your
creativity, igniting new and fresh ideas. Solutions
to seemingly insurmountable challenges become
obvious. Once I realized I could never control the
outcome, it enabled me to put my focus on my
actions. I became free to create and take a light-

hearted approach to building my business.

Now, when people ask about my sales strategy, I
smile and say, “I have life-changing conversations

with cool and interesting people.”

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.

HOMEOWNERS
Advantage
g

Of CAF COM

Mortgage products in Mew York State only and offered by our Mortgage Team, Homeowners Advantage (HOA) which s a subsidiary
of CAP COM FCL. HOA is a Licensed Mortgage Banker - NYS Dept. of Financial Services. HOA NMLS |dentifier: 290363, Principal Address:
4 Winners Circle, Alpany NY 12205, CAP COM FCU NMLS Identifier; 401261

Capital Region Real Producers - 17



JUNIK: IKINE -
1-388-388-{91}!_ JUNKSKING

\ f\ i 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:

=

- Provide the best customer service, ANYWHERE.

- Lowest prices and best value vs. our competitors.

- Commitment to recycling and protecting our environment.
- Giving back to our community.

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

GROW
ACHIEVE
SUCCEED

S ¢/  Coach, Speaker,

‘__" — — Best Selling Author
: Let’s Explore What's Possible.
Z A\

— = -
o

A
y'EIp'-'I" 5 Star Company SERVICE

e

Improve performance * Enhance communication ¢ Navigate success
Balance professional & personal time « Increase productivity

Expand leadership capacity

. . . www.TransformationalConversations.com
I—ISO GIrUZZI 518-369-9780 « Lisa@TransformationalConversations.com

18 - May 2023

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.

CALL US TODAY! 518-885-7952 A

LIKE US ON FACEBOOK (€3 (/
HawkDrillingCompany@gmail.com 7~ m m

POUEEE SN s s

LA L aeseRER A -
_j R R R R
1\..'-" L

(518) 545-3271

FORWARD

IS A WAY OF LIFE™
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By Mike
Baker

I have great news!

You DON’T have to post videos to be successful on

Facebook. You just need to post.

That’s right... You just need to post content. It

doesn’t matter what it is.

Do videos receive more engagement? Yes, but a
little engagement is better than none at all. With
social media, consistency is key. Unfortunately,
most people struggle with posting consistent and
relevant content on their social media. Many times,
they struggle with what to post, when to post, and
what kind of content. Video? Photos? Text?

In this struggle, they tend to take a shotgun
approach, and the content they do create leans
heavily towards sales and marketing, which can
inundate your friends with posts that simply turn

into white noise.

20 - May 2023

SOCIAL MEDIA

CONTENT CALENDAR

CHALLENGE

Let me put it this way, if you have to constantly tell
your friends to call you if they want to list or buy,
then two things: one, they must not be your friends
(or they would already know what you do), and two,
if you are constantly asking for business, and that’s
all you post, you're telling them “I’'m not busy ... and
I'm desperate.” Most often, people do this thinking
they are promoting themselves the right way but

end up shooting themselves in the foot.

SOCIAL MEDIA IS SOCIAL.
You will get the biggest bang for your buck by using
client experience storytelling instead. What is

client experience storytelling?

Think about it like this, when a customer is in the
market to buy a car, what is it they want? Most
people say they “want the car,” which is true on the
surface. But in reality, it is deeper than that. They
need your product or service, but what they want is
a smooth, easy, and mutually beneficial experience.
Asking them to call you if they are in the market

doesn’t mean anything to potential clients.

Your content should show your client the service you pro-
vide when they choose you. Client testimonials, pictures
with you and your clients throughout the process... Showing
them you’re busy and working with other clients will carry

more weight than you can possibly imagine.
“So, if I'm not promoting myself, how do I promote myself?”

It’s easier than you think. They want to know who you are
and how you operate. Customers want to feel good doing
business with you, and the easiest way for them to know if
they will is by seeing many other people feeling good doing

business with you too.

Show your clients who you are and how you operate
through your daily posts. Take pictures with your clients
throughout the experience. Smiling faces tell all. Make sure
you’re in the picture, too, so your community becomes more
familiar with you. Also, post personal things. Show people
your hobbies, your family, and who you are as a person. The

more they can relate to you, the more they will trust you.

Your personal profile should act as your resume. Once they
notice you and become curious, they will check you out, so
having a consistent content calendar will set you ahead of

95 percent of your competition.
So how do you make a content calendar?

It’s easy. Remember, Facebook rewards those who are
active users, so the goal is to reach one post per day. You
can work your way up to it, but I would recommend no less
than three posts per week. For a well-balanced page, about
half of your posts should be personal and half business.

You can also incorporate a “miscellaneous” post, like
motivational quotes, community shout-outs to businesses,
gratitude posts talking about a person or event, etc. You
can be as creative as you want, but schedule each post for a

specific day:

MONDAY - Business Post
TUESDAY - Personal Post
WEDNESDAY - Motivational Quote
THURSDAY - Business Post
FRIDAY - Personal Post
SATURDAY - Business Post
SUNDAY - Gratitude Post

Then, every day, find something to post about in that
category and post it.

A business post could be as easy as a picture of
you out showing houses with your clients titled,
“Can’t wait to help find Mr. and Mrs. Smith’s dream
home!” making sure you tag your clients, or even a
picture of your coffee cup on the desk next to your
laptop with a notebook saying, “Full day of show-
ings and a listing appointment. Can’t wait to make a

difference in my clients’ lives!”

A personal post could be as easy as a picture of the
sunset and you saying, “Excellent end to the week-
end. Time to refresh and recharge before another
busy week!” or a picture of your dog with a cute
caption. We don’t have to over-complicate it. Just
be you, and be genuine. Over time, you will build up
the habit of posting daily and you’ll wonder why it

was so difficult to begin with.

Now, here’s a challenge, and I hope you're up to

it: take the next 30 days and create a calendar,
decide what type of post you’ll do that day ahead
of time, and then take action. If you miss a day,
that’s okay, just forgive yourself and pick up where
you left off. Build up the habit and you’ll set the
momentum. This consistency with posting will
help you build stronger connections and get you
the maximum reach you can on Facebook. Then,
let me know how your 30-day challenge went and

share your results with me.
I can’t wait to see what you come up with!

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

www.facebook.com/YourSocialLiaison.
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HOME CHOICE
NCAPITAL, INC.
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Give me a call today and let's make your client's dreams come true!
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Lic Mortgage Loan Originator NMLS # 1135039
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FROM LIVERPOOL TO THE CAPITAL REGION:
A PHOTOGRAPHER'S JOURNEY
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Hailing from Liverpool, UK, Martyn Gallina-Jones is  eventually obtained his green card and a Social

a photographer whose journey has had its ups and Security number, allowing him to secure his first

downs and who has worked with both famous and job as a photography assistant.

unknown people, making a name for himself in the

industry. He has been successful in various arenas, From 1986 to 1990, Martyn worked his way up

working with top photographers and personalities the ranks in the photography industry, eventually

like Annie Leibovitz, an American celebrity portrait working for some of the top photographers in the

photographer, and Arnold Newman, who photo- business. However, he wanted to create his own

graphed every president since Harry S. Truman. path as a photographer. “I had the hunger to get out
there and do my own thing, but I didn’t know what

Martyn’s journey to success was not without its kind of photographer I should be,” he admits.

challenges. When he first arrived in the U.S. in

1984, he found himself working in New York City Returning to one of his early passions, Martyn

in the “gray economy,” doing odd jobs like bus- started with the music industry and began shooting

sing tables and working on demolition sites. He CD packaging and press kits for unknown artists.
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P> partner spotlight

By Megan. Taylor-DiCenzo
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Photo by Michael Gallitelli
Within two years, he was working with

mid-level artists, and within a decade, he
was shooting A-list celebrities. Despite his
success, however, Martyn found out there

were still lessons to be learned.

“I thought I was going to hitch a ride and
shoot the next big thing,” Martyn recalls.
“Ultimately, though, I crashed and burned
and stepped away.”

Between 2000 and 2004, Martyn got what
his wife refers to as a “proper job,” working
as a manager for a new digital photography
enterprise, which allowed him to hire, train,
and supervise photographers. However,
Martyn felt unfulfilled in this role. “I had a
salary and benefits working as a manager ...
but I hated being divorced from the photog-
raphy itself. That’s when my golden person,
my stalwart, my wife encouraged me to get
out and shoot something again — anything.”
He began shooting creative people and per-
formers while cobbling together an income
at it. “I was humbler,” he remembers.
“When someone asked, “‘What’s your day
rate?’ I would ask, ‘What’s your budget?””

Martyn’s new approach paid off when he was

Photo by Gary Powell Photo by Michael Gallitelli
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hired by Gene Peterson, the leading graphics coordinator for the
huge commercial real estate services firm CB Richard Ellis Group.
“I became one of his main photographers,” Martyn says. “It was

a fantastic opportunity I took with both hands. It gave me a real

income again.”

In 2008, Martyn became part of the onboarding process for
several Midtown Manhattan law firms that hired new associates
every month. “I had the accuracy and technical knowledge to cre-
ate the same lighting, background, framing, and energy for each
portrait,” he recalls. “I was good at making stuffy lawyers feel
approachable and had a gift for cutting through the layers of their

external personality to get to the internal.”

Martyn is gifted at creating images of people where their true
selves shine through. The process of creating portraits is a
dialogue, he says, and each engagement is unique. “I bring that
dynamic to Real Producers too,” he shares. “It starts with collab-
oration. I say, ‘Listen, I'm not going to take photographs of you;
we are going to make photographs together.’ I help them present
themselves honestly, truthfully, and powerfully. I have successful

Martyn Gallina-Jones with his wife, Nedda.

photo shoots because I see the success in the people
I’'m shooting. I tell them, ‘Remember, I'm making

your photographs, not mine.”

Photography is a business — and way of life for
Martyn — that allows him to express his creativity
and collaborate with others to help them achieve
their goals. “Whether it’s shooting architecture,
furniture, real estate, business portraits, or a Top
300 REALTORE in the Capital Region for a well-
respected industry magazine ... I need to make them
look strong, focused, and trustworthy,” Martyn
notes. “I pay attention to what they need. I give it
everything I've got and give each client all the time

and attention that I can.”

Today, Martyn is applying his philosophy to the
rebranding of his business, now Hearthstone
Productions. The new branding encompasses all of
the valuable lessons he has learned throughout his
journey. He is excited to be transitioning from New
York City to the Capital Region with his wife, who
is retiring as a high school principal in Brooklyn,
to live a slower, more thoughtful life, where he can
continue to pursue his passion, make art, and bring

all he knows, and is still learning, to the community.

“When people feel like they’re growing and learn-
ing and involved in new things, it’s all good. I feel
blessed to have this opportunity, and I'm energized
by the prospect, the new territory, new engage-
ment, and new market in my life,” he says. “I'm

loving it. It’s an exciting time for me.”

For more information,

call 917-613-4929

or email Martyn@
HearthstoneProductions.com.

HEARTHSTONE

PREODUCTIONS
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Erik LaChance - Agent (518) 275-0300 / lachanceagency.com
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Serving the Capital District
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CONSISTENT EFFORT, BIG RESULTS

When Travis Scarincio puts his mind to
something, he doesn’t stop until the job is
done. So when he found himself juggling
college, real estate, and a full-time job at
20 years old, he did the only thing that

made sense. He kept going.

It was a longtime family friend who first
suggested a career in real estate to Travis.
As the managing broker at a local agency,
she thought his customer service back-
ground and sociable personality would be

a good fit for the profession.

“As a young teenager, I worked in child-
care with families, so those are kind of
tough lines to navigate sometimes,” Travis
shares. “I also worked retail and waited
tables.”

In order to get a firsthand glimpse of
what the job might look like, Travis rode
along with his cousin who was purchas-
ing a home. “Every Sunday, I'd go to open
houses and showings with them,” he

remembers.

Ultimately, Travis decided to go to college
to pursue a bachelor’s degree in business,
but he didn’t drop the idea of real estate
completely. His junior year, after recon-
necting with the same family friend, he
signed up for real estate classes, took the

exam, and got his license.

Although eager to focus on his new career,
Travis was determined not to lose sight

of the other goals he set for himself —
getting his college degree and purchasing
a home of his own at the age of 21. He
continued school while working full-time
at a local credit union and practicing real

estate on nights and weekends.

“It wasn’t easy, but it was just a juggling
act, and I think everyone has that with
different aspects,” Travis says. “It was

definitely very stressful.”

66

The most enjoyable part is definitely
seeing your clients’ happy faces on
closing day, but even better is when
you reconnect and they tell you how

happy they continue to be weeks,

months, and years later.

.
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In May 2018, his hard work paid off. He
earned his BA and closed on his own
home. With those two goals checked
off the list, Travis could finally shift his
focus. But rather than jump headlong
into real estate, he kept working at

the credit union while he continued to
build his client base. Having lived in the
Capital Region his whole life, Travis
has deep ties to the community, and he
slowly built up a steady stream of clien-
tele through family, friends, and word
of mouth. In 2019, Travis went full-time

into real estate.

‘When COVID-19 hit, Travis was deter-

mined not to let it break his stride.

“I just kept pressing,” he recalls. “Even
with the pandemic, I had clients, and
we found unique ways to get showings

done and contracts together.”

Travis credits consistency for

his success.

“I've done a lot of training, and they

all say consistency is undefeated,” he
remarks. “Even though we were home
and locked up with the quarantine, I
was logging into emails, responding
every day. I had a scheduled routine. I
think my growing business has a direct

correlation to my consistent effort.”

That effort has earned him HUNT
Real Estate ERA’s 2022 Circle of
Achievement award, the Regional
Most Improved award, and Third Place
in Regional Sales for Units. The Post
Star has also named him Best of the

Region the past four years running.

“My continued growth is due to
the trust my clients place in me and
the referrals they send my way,”

Travis notes.
One of Travis’s favorite parts of the

job is watching others achieve their

own aspirations.
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Travis with his French Bulldog, Gia, and
Labrador, Henry. (Photo by Michael Gallitelli)

o 4 C
Travis enjoying the Adirondack Balloon
Festival with his goddaughter.

Travis and Taylor on a siblings vacation |
in St. Lucia for a destination wedding.
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Success, to me, is a healthy
balance of making a living and
also making a life.

“It’s a big transaction for a
lot of people,” he says. “It’s
fulfilling for me to see them
accomplish their goals and
fulfill their dreams. The most
enjoyable part is definitely
seeing your clients’ happy
faces on closing day, but even
better is when you reconnect
and they tell you how happy
they continue to be weeks,

months, and years later.”

Now that Travis doesn’t have
so much on his plate, he has
more time and flexibility to

enjoy a life away from work.

“Success, to me, is a healthy
balance of making a living and
also making a life,” he says.
“Outside of real estate, I love
being around my dogs, my
extended family, and a few
close friends. I enjoy catch-
ing up with everyone while
kayaking, trying new local
restaurants, walking the dogs,
or watching the kids play.”

Travis’s advice to other
REALTORS® is twofold:
be consistent and remain

resilient.

“Every year, my business
has grown slowly, and it’s
been in direct relation to
me failing and trying again,”
Travis explains. “I had deals
that fell apart because I
didn’t know how to prob-
lem-solve them. Every

time something like that
happened, I learned from it.
It takes time to build a busi-
ness. It takes time to build
trust. And it takes failure to
learn from and gain experi-

ence and do things better.”
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By Megan Taylor-DiCenzo

Christopher

IWINSKI

. As a child, Christopher Iwinski
M a kl n g t h e and his family suffered a loss that
impacted his outlook on life.
Most of Every
“We lost my father when I was in
M 0 m e nt third grade, so I don’t take anything

for granted,” Chris shares. “Every

day is a blessing. You never know
when something flips that light

switch, and you're gone.”

' ‘ Photo by Martyn Gallina-Jones
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Experiencing significant loss at an early
age taught Chris about personal respon-
sibility. Since the third grade, Chris has

been making the most of every day.

Before becoming a full-time
REALTOR® in 2011, he tended bar at
The City Tavern in Saratoga. And for
over a decade, he spent several winters

in Breckenridge, Colorado, to feed his

Photo by Martyn Gallina-Jones



inner ski bum. That’s where he and his

wife, Jess, solidified their relationship.

Upon his return to the Capital Region,
Chris’s life was turned upside down by
a dirt-bike accident. Never one to take a
moment for granted, Chris signed up for

real estate classes the very next day.

“It doesn’t matter whether someone is
panhandling for change on the corner,
is a multimillionaire, or a star perform-
ing at SPAC; I can talk to anybody,”
Chris says. “Why not get into sales? I
wanted to sell something I believed in
and could stand behind.”

Chris took the Manfred Real Estate
class online. As soon as he finished,

he interviewed with Coldwell Banker.
“Whenever I thought about real estate,
I thought about Coldwell,” he notes.

Chris recalls his ‘fantasyland’ expec-
tations about the career. “What’s not
cool about real estate?” he jokes. “You

get to drive around in fancy cars, and
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people call you and want to sell these
million-dollar properties. Life’s easy!
That’s an easy job!”

After quickly learning the career was a bit
more challenging than his initial expec-
tations and took practice, persistence,
and experience, Chris incorporated his
blue-collar work ethic and focused on his
goals. Twelve years later, Chris is living
his current vision of “the dream.”

“Owning real estate is ke dream,” he
says. “When I think real estate, I think
freedom. There is no better feeling than
owning a home — owning a piece of

land you can call your own.”

Today, Chris arrives at the office first
thing in the morning. He’s learned to
explain things, ask questions, identify
problems, and provide solutions. Over
the last decade, his business has shifted
from calling expired listings, helping
for-sale-by-owners and door knocking
to working with 90 percent repeat and

referral business.

“When people call me and say, My
friend recommended that I reach out to
sell my home,” that is the biggest honor
I can receive. We're talking about hun-
dreds of thousands, sometimes millions
of dollars. I do not take that responsi-
bility lightly,” Chris remarks.

The referral rate Chris experiences
now is a significant shift from when he
started his career, having dealt with
his fair share of rejection. “It was my
biggest surprise,” he admits. “In real
estate, people make tough decisions,
and it’s personal. In the beginning, I'm
sure I looked like some kid, and they
were supposed to trust me with their
home. I didn’t even have antlers grow-
ing yet. Now, I joke that I've got antlers,
but they still have velvet on them.”

Earning people’s trust can be chal-
lenging, but Chris learned how.
“Practicing what to say and how to say
it is helpful,” he explains. “You need
confidence. When training new agents

to make phone calls, I encourage them

Christopher Iwinski’s business is 90
percent repeat and referral based.
(Photos by Martyn Gallina-Jones)

to put their shoulders back and be

themselves.”

Mentoring up-and-coming Realtors
has become a part of Chris’s business.
“It’s trickled in for the last five years,”
he says. “Helping new agents find

business jazzes me up.”

Chris also advises agents to detach
themselves from the outcome. “You
make better decisions that way, and

the stress isn’t in the conversation,” he
remarks. At the same time, he treats his
clients as he would his mother or broth-
ers. He enjoys educating his clients and
takes pride in helping them understand
a property’s potential or its challenges.

So what will the next decade have in

store for Chris?

“I’ll still be slingin’ houses,” he says
with a laugh. “I'd like to get involved
in development as well. Certainly,
five to 10 years from now, I'll need to
bring some people on. I'look forward
to sharing my knowledge and helping
agents get to the finish line.”

Just as Chris supports new Realtors
coming up, he has the support of his
own family. “My mom was amazing. She
raised three boys by herself. She had her
hands full,” he remembers. His brothers,
Tom and Ben, have been an integral part
of his journey in business as well. “I joke
with both brothers that they need to
start charging me consulting fees for all
of the questions I ask about site work,
road costs, driveways, septic systems,
drainages, soil, electrical services, over-
head power, underground power, etc.,”
he laughs. “I'm so proud to be able to call
both of these guys my brothers.”

Chris and his wife, Jess, have two
children, Finley (4) and Otto (2). “My
wife is the hardest working, ‘raddest’
mom I know,” he says. “And that’s why
Imarried her. It’s a dream seeing my
kids grow up together at our home out
in the woods, stumbling through the
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trails, swimming in the stream,
snowmobiling, and going out in
the side-by-side for family trips
around the property.”

Chris is active in the commu-
nity and has several causes
that are near and dear to his
heart. He serves on the zoning
board of appeals in Wilton
and is a board member of the
Friends of Wilton Recreation
501(c)3 nonprofit, helping
raise money for local parks.
He also enjoys donating to the
Veterans Housing Coalition

and other fundraising efforts.

When he first entered real
estate, Chris helped Double H
Ranch prepare their grounds.
He also trained to become a
snowboarding instructor for
them but, unfortunately, he
was often showing houses

on the weekends when they

would need him to teach.

Christopher Iwinski and
his wife, Jess, with their
children, Finley and Otto
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An avid outdoor sports enthusiast, Chris lwinski enjoys skiing, hockey, mountain biking and off-roading.

“I didn’t want to commit and then have to
call out,” he recalls. “However, just hear-
ing the families’ stories was unbelievable.
People with ‘normal’ lives take so much for
granted. So many kids have never had the
opportunity to have the wind in their hair
as they ski downhill. They’ve never ridden
on a chairlift or a horse. They’ve never seen
that many trees or had the opportunity to
swim. Double H holds a special place in my
heart; they’re always encouraging kids to
get outside and provide them with unforget-

table experiences.”

It’s no wonder Chris believes in the Double
H mission. It’s all about enjoying new
experiences and making the most of every
moment. That’s what Chris is all about.
“It’s been a short, strange trip,” he says.
“I’'m excited about the future, helping more
people sell, build, and buy. I look forward to
expanding our portfolio and learning more

about development.”

“You never know what tomorrow brings,”
he concludes. “Make sure to enjoy some

time today.”

Want to
check out
our work?
View our
YouTube
OELLEH

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

MITCHELL WOOD

PHOTOGRAPHY AND VIDEO

creative capture and irresistible story telling

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



P» home matters

Comliort.
Color. Style.

For 2023, the hottest interior design trends

are all about comfort, color and style. Bold
window treatments, lamps and rugs make

a personality-packed statement, while

earthy color palettes, vintage pieces, and

warm woods cozy up the kitchen and other
living areas. Options for sustainable and
performance fabrics and furnishings are

ever-growing, making your home a serene,
timeless space that’s kinder to the planet

and your peace of mind.

By Shauna Bryant, National Editor

1. Dedicated dining rooms 2. Sustainability 3. Natural stone finishes 4. Vintage furniture 5. Statement lamps
6. Maximalist rugs 7. Performance fabrics 8. Warm woods 9. Micro luxury 10. Jewel box laundry rooms
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Whose story
should we
tell next?

Nominate a REALTOR®, agent, or
broker to be featured in an upcoming
issue. Email the publisher of this
magazine to let us know why your
nominee deserves to be featured.

) REAL PRODUCERS

Real Producers tells the stories of the f
top real estate agents in this market.
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