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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
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HawkDrillingCompany@gmail.com 
HawkDrillingCompany.com  |  LIKE US ON FACEBOOK     

CALL US TODAY!
518-885-7952

DID YOU KNOW??

Our knowledgeable staff have been installing and 
servicing WATER TREATMENT for over 30 years!

From Methane & Sulfur 
to Iron & Hardness 
to Salt & Bacteria!

“FROM WELLS
TO WATER

TREATMENT”
5th Generation,

Since 1927
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Capital Region Real Producers
@realproducerscapitalregion

D C  M E T R O

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 . 

WANT TO BE FEATURED AS A

OR KNOW SOMEONE WE SHOULD FEATURE?
RISING STAR? 

For more information, to nominate or 

to request to be featured, please email 

info@capitalregionrealproducers.com. 

5 years or less in the business

At least $5 million in sales in one calendar year

Active on social media
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This section has been created to give you easier access when searching for a trusted real estate affiliate. 

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

are proud to partner with you and make this magazine possible. Please support these businesses and thank 

them for supporting the REALTOR® community!

ATTORNEY

Calabrese Law
Amy Calabrese
(518) 691-0019

ATTORNEY - REAL ESTATE

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

BRAND STRATEGIST/

SOCIAL MEDIA MANAGER

Your Social Liaison
Mike Baker
(518) 669-1462

CHARCUTERIE

Tasteful Luxuries
(518) 281-1478
TastefulLuxuries.com

GENERAL CONTRACTING

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

HEATING & COOLING

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

HOME INSPECTION

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

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

INSURANCE AGENCY

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

MORTGAGE

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

Community Bank
(716) 539-5285
Cbna.com

Fairway Independent 
Mortgage Corporation
Drew Aiello
(518) 573-2435
FairwayIndependent 
MC.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
Pratik Shah
(518) 650-5774
TrustcoBank.com

MOVING & STORAGE

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

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

PHOTOGRAPHY

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

PHOTOGRAPHY- 

REAL ESTATE

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

RADON/ASBESTOS/

MOLD/LEAD

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

ROOFING

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

VIDEO PRODUCTION

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

WELL DRILLING/INSTALL 

& WATER TREATMENT

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

BUFFALO REAL ESTATE PROFESSIONALS:

Get more buying power with a 
loan from Community Bank

Your local mortgage expert: 

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

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

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

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

PRODUCTS AND SERVICES 

• First-time homebuyer programs

• No closing cost mortgages*

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

• Fixed-rate loans

• Mortgage refinancing

• FHA & VA Financing

• Home equity loans and lines of credit

• New construction and renovation loans

• Flexible portfolio mortgage programs

• 

• Conventional and secondary market loans

• Property investment loans

• Land loans

• Double and single-wide mobile home loans

• 

• Insurance and other products

Joseph Sorce, NMLS# 680419 

Mortgage Loan Consultant 

joseph.sorce@cbna.com 

716-609-4191

100 Corporate Parkway 

Bu�alo, NY 14226

Member FDIC

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

APPLY FOR YOUR NEXT MORTGAGE ONLINE

Scan the QR code to get started or 

visit cbna.com/mortgage to explore 

our family of mortgage products, 

prequalify, and apply online today.
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Rick Murphy Senior Loan Officer
Rmurphy@chbny.com | (518) 461-6116

877-CHBNY15 | www.chbny.com

Lending doesn’t have
to be complicated

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

 NMLS# 481564

LEARN MORE!

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

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

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

To view our 
magazine online, visit 

capitalregionrealproducers.
com and look for “magazine” 

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

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

M E E T  T H E

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

Ellen Buchanan
Editor

Haley Van Bellingham 
Associate Publisher 

Kristin Brindley
Publisher

Wendy Ross
Operations Manager

Lexy Broussard
Sales Manager

Martyn Gallina-Jones
Photographer

Osman Salam
Hair & Makeup Artist

Mitchell Wood
Videographer

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

• MOLD REMEDIATION • RADON MITIGATION 
• WATER DAMAGE • ASBESTOS

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

• CRAWL SPACE MOISTURE MANAGEMENT

RESPONSIVE – HIGH QUALITY – NEAT AND CLEAN

JOHN SNYDER  |  518 376-7345
VIEW WEBSITE

MAJOR DEFECT SOLUTIONS

publisher’s note

FINDING BALANCE  
IN THE RHYTHM OF LIFE

breaks during the workday or practicing mindfulness, self-
care rejuvenates.

Finding joy in leisure activities is equally vital. Whether 
it’s a scenic hike or enjoying a football game with friends, 
leisure activities recharge our spirits.

Speaking of leisure activities, we hope you plan to join us at next 
month’s Fall Fête on October 12th. If you haven’t received 
your exclusive invitation, please reach out to us at info@ 
capitalregionrealproducers.com. We hope to see you there! 

Wishing you a fantastic and balanced September ahead,  
Real Producers!

Warm regards,

Kristin Brindley 
Publisher
Capital Region Real Producers
313-971-8312
Kristin@kristinbrindley.com

CapitalRegionRealProducers.com

Dear Capital Region Real Producers,

As summer draws to a close, we find ourselves transi-
tioning from the carefree days of vacation and back into 
the frenzy of productivity. Now, more than ever, we must 
focus on maintaining a sense of balance as we navigate the 
demanding waters of work, life, and leisure.

Work–life balance is not just a buzzword; it’s a crucial 
aspect of our well-being and success. In the fast-paced real 
estate industry, achieving this equilibrium can be a chal-
lenge, but it’s a challenge that we must rise to meet.

Time management is a cornerstone of achieving this 
balance. Embrace productivity tools, prioritize tasks, and 
set realistic goals to make the most of your day. By focus-
ing on essential tasks and delegating when needed, you can 
create space for both work and personal commitments.

Amidst the hustle, don’t forget the importance of self-
care. Nurturing your physical and mental well-being is 
not a luxury; it’s a necessity. Whether it’s taking short 

Providing Superior packing,
storage, local and long-distance

moving services to the
Capital Region

S I N C E  1 9 5 2

www.donsmovers.com
(518) 462-0697

glenn@donsmovers.com
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SEE YOU THERE!

P R E S E N T S

Celebrate the Harvest Season 
& Foster Lasting Connections

OCTOBER 12, 2023 | 1–4 PM

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

Fall
FÊTE

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

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

GOURMET GRAZING & DESSERT BOARDS
Made Wi th  Loca l  Ingred ien ts  When Ava i lable

Our Menu

jbmwg@aol.com • (518) 281-1478
TastefulLuxuries.com

Follow Us!

Reach out to place an order, or for more details!
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The Importance of Your Follower Base
By Mike Baker

your social media

A strong and engaged follower base is 
the cornerstone of successful social 
media marketing, while also driving 
business growth and brand success. 
Building and nurturing a loyal commu-
nity of followers holds immense signifi-
cance for several key reasons.

For starters, a strong follower base 
serves as a ready-made audience that 
is genuinely interested in your brand 
and offerings. These individuals have 
voluntarily chosen to connect with 
your business, indicating that they find 
value in what you have to offer. With 
their attention and engagement, you 
have a direct channel to communicate 
your brand message, share content, and 
showcase your products or services.

In addition, engaged followers are more 
likely to interact with your content, 
leading to increased visibility and 
reach. When your content resonates 
with your audience, they are more 
likely to like, comment, and share it, 
amplifying its impact beyond your 
immediate followers. This organic 
engagement boosts the likelihood of 
reaching potential new customers 
through their networks, expanding 
your brand’s exposure.

Moreover, an engaged follower base 
fosters brand loyalty and advocacy. 
When your followers feel connected 
to your brand, they become loyal cus-
tomers, repeat purchasers, and vocal 
advocates. Positive word of mouth from 

satisfied followers can attract new 
customers and enhance your brand’s 
reputation, creating a ripple effect of 
trust and credibility.

By investing in and fostering genuine 
connections with your audience, you can 
create a thriving community that not only 
supports your business but also contrib-
utes to its sustained growth and success.

Mike Baker is owner and 

founder of Your Social 

Liaison. To learn more, 

call Mike Baker at 

(518) 669-1462, email 

YourSocialLiaison@gmail.

com, or visit Facebook.

com/YourSocialLiaison. 
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OWNER’S TITLE POLICY

By Erin P. 

Delancey, 

Esq.

le
ga

l h
ot

lin
e Buying a home is a HUGE Investment. For many, 

it will be the largest purchase of their lifetime. An 
Owner’s Title Insurance Policy protects the buyer 
against attempts to interfere with their ownership 
and protects a buyer against interference of the 
marketability of title. 

Some buyers may believe that because a title insur-
ance company examined a title search and has issued 
a title report deeming the same as “clean,” they do 
not need to purchase an owner’s title insurance 
policy at closing. However, there are simply no 
guarantees in life. An Owner’s Title Insurance Policy 
provides a buyer with a range of benefits, including: 

•	 Protection against any reasonably foreseeable 
claim of a buyer’s ownership interest against  
the property 

•	 Protection against costly attorneys’ fees and 
expenses that may arise from defending against 
an issue insured by said policy 

•	 Protection against certain covered risk (not 
exceeding the policy amount). For example:  
forgery or fraud

•	 Tax liens that were not paid at closing
•	 Encumbrances or judgments against the prop-

erty, such as outstanding lawsuits that were not 
addressed at closing 

•	 Open mortgages that were not paid off at closing 
•	 Improperly recorded documents
•	 Other items specified in the insurance policy

Purchasing an owner’s title insurance policy allows 
a buyer peace of mind knowing that they shall be 
protected from financial loss from covered claims. 

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.

T H E  I M P O R T A N C E  O F  P U R C H A S I N G  A N
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There’s real strength in numbers … the kind that comes from 
uniting to achieve real results on behalf of others.

That’s the dynamic at work between Homeowners Advantage 
and SEFCU Mortgage Services.

SEFCU and CAP COM Federal Credit Union merged last 
year to form Broadview Federal Credit Union. Through that 
historic merger, the organization’s entire family of compa-
nies — including their highly successful mortgage compa-
nies — was unified. Once competitors, SEFCU Mortgage 
Services and Homeowners Advantage have found common 

ground for the common good, helping people finance the 
homes of their dreams.

A Team to Achieve the Dream 

Three individuals who lead the way on behalf of their real 
estate partners and clients are Vice President of Mortgage 
Sales and Business Development Eric Cruz and Mortgage 
Loan Originators Nick Baratto and Bob Kelly.

“In a lot of ways, we’re like the Avengers of the mortgage 
industry. Our teams have joined forces and can better 
leverage our individual talents to serve our clients and 

Homeowners Advantage and  
SEFCU Mortgage Services Unite  
Under Broadview Banner

By Dave Danielson

Photo by Michael Gallitelli

partner spotlight 
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business partners,” Cruz says. “Plus, since we have united 
under the Broadview umbrella, Homeowners Advantage and 
SEFCU Mortgage Services are able to offer the same great 
rates and opportunities.”

According to Loan Originator Nick Baratto, the team is proud 
of its product-related excellence and service, which has 
become a key differentiator that sets them apart from  
the competition.

“We are readily available to assist our REALTOR® partners,” 
Baratto says. “They know they can reach us and that we think 
outside the box to come up with solutions.”

Here for the Long Term 

Another advantage for those who partner with Homeowners 
Advantage and SEFCU Mortgage Services is the ability to 
receive services and support for the life of their loan.

“One of our big differentiators is that we keep most of our 
mortgages in-house. We are able to do what all lenders do, and 
more,” Cruz says.

Clear Advantages 

It is common for lenders to offer 10 percent down with no 
PMI, but people who work with Homeowners Advantage 
and SEFCU Mortgage Services can enter into an agreement 
with 0 percent down for a conventional mortgage — one 
that is not restricted to first-time buyers.

In addition, the company proudly offers the Community 
Heroes program.

“We give back to first responders, including police officers, 
firefighters, military veterans and people who work in 
healthcare and schools,” Cruz says. “They get $500 cash 
back on any mortgage with us. We also offer them free 
access to an attorney and a home inspection discount.”

Pure Passion 

It is easy to see the passion Cruz, Baratto, and Kelly bring 
to their profession.

“One of the most rewarding moments is at the closing, or 
right after, when the client reaches out to say thank you,” 

Baratto says. “It’s a great feeling when the 
Realtor knows the client they referred to 
us was well taken care of. Realtors appre-
ciate that their clients were educated and 
helped through the process. Those who 
work with us have the number one local 
mortgage lender and credit union together. 
You want us on your team.”

Realtors also appreciate that they are 
paired with a loan officer.

Signs of Success 

Cruz, Baratto, and Kelly have built a 
tremendous reputation for getting results. 
Last year, they combined for more than 
$170 million in loan volume, representing 
more than 600 closed loans.

“From the application to the closing table, 
we just get it done,” Cruz says. “When 
our partners send a mortgage to us, they 
have the confidence in knowing it will be 
handled in the best way possible.”

SEFCU Mortgage Services and 
Homeowners Advantage benefit from being 
part of the Broadview family of companies, 
which has more than $8 billion in assets. 
They leverage the organization’s size and 
scale to help clients and the community.

“That allows us to give more money back, 
which is what we love to do at Broadview,” 
says Cruz. “Plus, having that much money 
allows us to lend more in mortgages and 
come up with exclusive products to help 
people buy houses and get into their 
dream homes.”

With nearly 60 years of combined industry 
experience in the industry, Cruz, Baratto, 
and Kelly have the knowledge, wisdom, 
and passion to help people understand the 
process and feel comfortable and confident 
in their decisions.

“Realtors tell me their clients appreciate 
that we spent so much time with them on the 
phone discussing their needs. We like taking 

the extra time to help them learn,” Baratto says. “Our clients know we are invested 
in their success. Being accessible and providing answers is how we prove it.”

For more information, contact the mortgage professionals at Homeowners 

Advantage and SEFCU Mortgage Services: Eric Cruz (518-928-8741), Nick 

Baratto (518-605-1176), and Bob Kelly (518-330-9201). 

Mortgage professionals Eric Cruz of Homeowners Advantage (left), Nick Barratto of SEFCU (center) and Bob Kelly of SEFCU (right) have joined forces under 
the Broadview Federal Credit Union banner.

Mortgage products in New York State only and offered by our mortgage teams, 
Homeowners Advantage (HOA) and SEFCU Mortgage Services (SMS), which are 
subsidiaries of Broadview FCU. Both are Licensed Mortgage Bankers – NYS Dept. 
of Financial Services. NMLS Identifier: 309847. SMS address: 700 Patroon Creek 
Blvd. Suite 301, Albany, NY 12206. HOA address: 4 Winners Circle Suite 201, 
Albany, NY 12205. HOA Branch ID: 2491994. Broadview FCU NMLS Identifier: 
458314. Equal Housing Lender. 



Capital Region Real Producers • 2524 • September 2023 @realproducers realproducersmag.com

From Whistle to Welcome Mat: Changing Lives
Caitlin Cucchiella has made a name for herself in the 
Capital Region’s real estate industry by changing lives, 
one transaction at a time. With a background in coaching 
and a passion for helping others, Caitlin has steadily been 
building a thriving business since 2017, one that goes far 
beyond buying and selling properties. 

“My business is really referral based; I connect with peo-
ple and figure out what we have in common and what their 
goals are,” Caitlin explains. “I’ll take on anyone. There’s 
always six degrees of separation, so it doesn’t matter if it’s 
a big or a small lead, there’s always a way to help.”

FAMILY FIRST 

Caitlin’s journey to becoming a real estate agent was influ-
enced by her background in coaching and her desire to 
spend more time with her family. As a former successful 
D1 college soccer coach at the University at Albany, Caitlin 
has always been passionate about helping others achieve 
their goals. (She still holds the record for most wins in 
a single season for women’s soccer at the university and 
won back-to-back championships in 2015 and 2016.) 

“I had my first son, and then my second son, and I was 
always recruiting or traveling all over the U.S. for 40-plus 
weekends a year,” she recalls. “I wanted to spend more 
time with them and actually be able to sleep in the same 
state as them on weekends. I felt that it was wonderful 
helping my team of 17- to 23-year-olds grow each day and 
become adults, but at the same point, I wanted to have that 
effect on my own children … especially in the early years 
of their life. 

“My first vacation, taking any time off from coaching, 
was actually in December 2016 to take my two-week real 
estate class prior to officially retiring from coaching in 
January 2017.”

Caitlin adds that real estate presented her with an oppor-
tunity to continue guiding and supporting people through 
important life transitions. “I view real estate very similarly 
to coaching,” Caitlin explains. “It’s about assisting and 
coaching people through a transaction, finding a way to win 
or learn different approaches to reach the finish line.”C

U
C

C
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in
rising star

By Jess Wellar

Photos by Martyn Gallina-Jones
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COMMITTED TO GROWTH 

Caitlin’s passion for real estate is evident in her com-
mitment to ongoing learning and personal investment. 
She has expanded her business over the years to include 
Airbnb management, leveraging her expertise to assist cli-
ents with their short-term rental properties. Additionally, 
she has taken on property management services, home 
cleaning, design, and staging, all with the goal of providing 
a holistic approach to her clients’ needs. Caitlin is also 
currently studying to obtain her broker’s license to better 
serve her clients as well. 

All of this hard work has certainly paid off, resulting in a 
growing portfolio of successful transactions. Caitlin’s stats 
with the Core Real Estate Team speak for themselves; she 
has already closed 30-plus transactions in the first two quar-
ters of 2023 and is well on track to eclipse last year’s growth. 

“I work extremely hard, I’m organized, and I’m tech savvy. 
I’m also full-service and I will continue to find solutions 
or figure out a way to help or assist in any transaction,” 
Caitlin emphasizes. “My internal discipline and relentless 
attitude to be one of the best agents in the Capital District 
has served me well.”

Her dedication has not gone unnoticed, either. Caitlin has 
won numerous awards, including those from her previous 

brokerage at Coldwell Banker Prime Properties and the 
Women’s Council of REALTORS®. However, she notes 
that what truly matters to her is the satisfaction and hap-
piness of her clients. 

“The best compliment someone can give is referring 
another friend or family member to me because of their 
happiness with their real estate experience,” she says.

OUTSIDE THE OFFICE 

Beyond her professional achievements, Caitlin’s personal 
life brings her immense joy. As a devoted mother, she 
cherishes spending time with her blended family. Together 
with her life partner, Chevy, and their children, Kennedy, 
Portland, Creighton, and Bryson, they create special 
moments and traditions that make each day extraordi-
nary. “We love making different days of the week special,” 
Caitlin smiles. “From Fantastic Fun Fridays to Whimsical 
Wednesdays, we find unique ways to connect as a family 
and create lasting memories.”

In her downtime, Caitlin emphasizes the importance of 
being present and disconnecting from the digital world. 
Whether it’s going for a walk, enjoying a meal at a nice 
restaurant, or simply relaxing with loved ones, she finds 
peace in embracing the simple joys of life.

“Success, to me, means having the freedom of choice,” Caitlin 
offers. “It’s about being able to choose how we spend our time 
and create a wonderful future for my family.”

ON THE HORIZON 

Looking ahead, Caitlin’s future is bright, both personally and 
professionally. She envisions a life filled with happiness, 
travel, and new experiences. She plans to continue growing 
her real estate portfolio, building her ‘Real Estate Cait’ brand, 
creating generational wealth for her family, and inspiring 
others to achieve their dreams.

“I absolutely love helping clients change their life through 
their real estate experience!” Caitlin concludes. “‘Allow me 
to help change your life’ — that is my slogan and my goal in 
each transaction.” 

THIS OLD HOUSE 
Caitlin’s short-term goals include renovating the oldest 
house in Saratoga Springs with her partner, Chevy. “We’re 
bringing 69 Van Dam Street back to life so that my family 
can move there and enjoy the life that I am working to 
create for their future,” she adds.

Caitlin Cucchiella is a former D1 college soccer coach at the University at Albany. Caitlin and Chevy Cucchiella with their children, Creighton and Bryson (not pictured: Chevy’s daughters, Kennedy and Portland).
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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.

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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Over the past 15 years, Jennifer 

Johnson has risen to become one 

of Saratoga’s most well-respected 

agents, delivering best-in-class 

results year after year. Although 

she launched her career during a 

challenging economic time, passion 

and perseverance have carried her 

continued success.

Today, Jenn is one of Julie and 
Co. Realty’s top agents, having 
closed 60 transactions for over 
$20 million in 2022. But Jenn’s 
stats don’t tell the whole story. 
She is dedicated to her clients’ 
success, prioritizes the relation-
ship side of the business, and is 
willing to lead with compassion.

“I have an ability to genuinely 
connect with people, regardless 
of the stage of life they are in,” 
Jenn says proudly. “So much of 
real estate is consultative and 
about having empathy. Whether 
it’s a happy purchase, the nas-
tiest of divorces, an estate sale 
and everything in between ...
I’m there for my clients.”

SETTLING IN 

Jenn launched her real estate 

career in late 2008, but the spark 
was lit many years before. After 
spending a decade in corporate 
financial and sales roles, Jenn 
stayed at home with her children 
for eight years. During this time, 
her family moved four times, 
which provided a crash course in 
varied real estate transactions, 
from new construction to corpo-
rate relocation.

“We had a lot of exposure to real 
estate through moving,” Jenn 
reflects. “So when I wanted 
to go back to work, real estate 
really intrigued me. I always 
wanted to run my own business 
and have the flexibility I needed 
as a mother, and real estate 
seemed to be a great fit.”

When Jenn’s youngest son 
entered elementary school, she 
decided it was time to launch 
her real estate career. Although 
many people doubted her — 
she launched her career amid a 
housing crisis, after all — she 
held firm to her vision.

“I didn’t know if I’d be successful 
or not, but when I set my mind 

Photo by Michael Gallitelli

Photo by Michael Gallitelli
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Top producer Jennifer Johnson’s husband, Chris, joined her in the business in 2018.

to something, I want to make it work. 
I was ready to give it my all,” Jenn 
explains. “I did not start in a market 
that was easy, and grew the business 
from scratch. The first three years felt 
like a lot of spinning my wheels and 
building a business at a time when the 
economy wasn’t favorable.”

Jenn persevered, and by year three, 
her business was expanding quickly.

Fifteen years later, Jenn is still 
thriving in real estate. She now works 
alongside her husband, Chris, who 
left his 20-year mechanical engineer-
ing career to join her in 2018.

Jenn prides herself on her ability to 
connect with clients. She offers the 
care and expertise they need to have 
a fruitful buying or selling experience. 
While she understands the importance 

of modern marketing techniques like 
utilizing social media, she still prefers old-
school, face-to-face connections.

“This is a kitchen-table business,” Jenn 
notes. “If I can sit at someone’s kitchen 
table, look them in the eye, connect, and 
build trust, they are going to work with me.”

THE ADVENTURE OF LIFE 

Jenn’s life revolves around three things: 
family, real estate, and adventure. Her 
sons, Logan and Doug, are now 22 and 20, 
meaning she’s in the throes of being an 
empty nester. While it’s taken some time 
to adjust to her new role, she is enjoying 
the freedom it provides. Jenn has taken 
on new hobbies like pickleball, golf, and 
gardening while continuing to value her 
time with her family.

Perhaps Jenn’s favorite thing to do is 
travel. As she talks about travel, the tone 
she strikes hints at the deeper mean-
ing travel holds for her. She’s taken her 
family all over the world, from Alaska to 
Europe to Africa. They’ve gone on safari, 
visited several national parks, driven the 
length of Canada on the Alaska Highway, 
and hiked volcanoes in Hawaii, to name a 
few of their adventures.

“I believe travel is incredibly educational. 
It’s obviously fun, but it is also a way to 
gain different perspectives on the world. I 
like to provide our family with experiences 
rather than consumer goods or material 
stuff,” she shares.

When she’s at home, you’ll find Jenn 
spending time with her husband, Chris, 
hiking with her dog, Bailey, relaxing at her 
lake house, or dreaming up her next big 
adventure (which might be a trip to the 
Galápagos Islands). Because what is life if 
not an adventure?

“If there’s a way I want to be known in this 
world, it’s as someone who cares and some-
one who is an adventurer. I’m fun, caring, 
and dynamic. And I love my family.”

Jennifer and Chris Johnson with their sons, Doug and Logan

Jennifer’s family loves to travel and have been all over the world, from Alaska to 
Europe to Africa on safari.

Photo by Michael Gallitelli

IF THERE’S A WAY I WANT TO BE KNOWN IN THIS WORLD, IT’S AS 

SOMEONE WHO CARES AND SOMEONE WHO IS AN ADVENTURER. 

I’M FUN, CARING, AND DYNAMIC. AND I LOVE MY FAMILY.
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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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Were you, the team or your business featured in an issue of Real Producers? Want a copy 

of your article or full magazines that you were featured in?

PRINT ME MORE!

REPRINTS! 

What the heck is a reprint? A reprint is a 4-page,  
magazine-quality-grade paper with your full article 
and photos, and you on the cover of the publication.

WHY DO I NEED THOSE?  

These reprints are a professional marketing tool that 
can help brand you, your team and/or your business.
•	 Use on listing appointments
•	 Send out to friends and family 
•	 Send to clients with your holiday greetings
•	 Brokers, use as recruiting tools for capturing  

new talent 
•	 Use when farming your favorite neighborhood

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING 

CORRECTED IN MY ARTICLE? 

No worries! We can make any changes needed. We 
send you a proof, you approve, and then they are sent 
to you via FedEx.
 
WHO CAN BUY THESE?  
The REALTOR® who was featured, the broker, our 
partner or family. Anyone who wants to promote you!

HOW DO I ORDER? 

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

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

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

FINDING HER GROOVE 

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

After 17 years in sales and 

eight more as a stay-at-home 

mom, Mary Canova set out to 

build a career in home staging 

in 2009. Inspired by HGTV 

and her personal renovations, 

Mary dreamed of helping 

clients reimagine their homes 

for years to come. But she 

never imagined her career in 

real estate would take shape 

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

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

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

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

LEADING WITH KINDNESS 

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

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

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

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

FAMILY SPOTLIGHT 

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

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

WORK IS IMPORTANT, AND I WANT 

TO BE THE BEST I CAN BE FOR MY 

CLIENTS, BUT I ALSO WANT TO BE 

THERE FOR MY FAMILY AND FRIENDS.

From left to right: Chris, Alaina, Jack, Mary, Tristan, Anthony
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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


