


Hello June — full of sunshine and fresh perspective! Van Dyk Solutions! We’re thrilled to have you in the Real
Producers community and excited for what’s ahead.
Summer is officially underway, and with it comes a wave
of renewed energy, growth, and opportunity. June invites
us to pause, reflect on how far we’ve come, and power

forward with intention into the second half of the year.

As we settle into the rhythm of summer, let’s
keep this reminder in mind: “Summertime
is always the best of what might be.”

We’re already planning ahead for our final event of
the year — a dynamic Mastermind on October 21st!
We’ll be diving deep into fresh insights and powerful
conversations to close out the year strong. More details
are coming soon, so stay tuned and get ready.

Here’s to a season filled with clarity, connection,
and bold steps forward. Let’s make June count!

Kristin Brindley
Owner/Publisher

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

We’re also excited to welcome two incredible new
preferred partners: Lambert Contracting, Inc., and

HERZOQ &
LAW FIRM |} ¢

FROM
‘FOR SALE" 103

“SOLD™

We've Got Your Summer
Closings Covered!

WORK WITH ME!
For nearly 20 years, | have been representing buyers and sellers throughout the Capital

Region. | will guide your client from contract signing all the way to the closing table. No
games, no tricks ... just dependable representation they can count on!

Daniel S. Glaser, Esq.

(518) 465-7581 — Ext. 124 | dglaser@herzoglaw.com | www.herzoglaw.com
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LEGAL HOTLINE

erstanding Seller’'s GO

3,

in Real Estate Transactions

When buying or selling a home, every
dollar counts — and that’s where a
seller’s concession can come into play.
A seller’s concession is an agreement
in which the seller agrees to pay for
certain costs on behalf of the buyer,
effectively easing the buyer’s upfront
financial burden. These concessions
are often used as a negotiating tool to
help close deals, especially in markets

where buyers need an extra incentive.

Commonly, seller’s concessions are
applied to closing costs, which can
include lender fees, title insurance,
property taxes, and escrow charges.
For example, instead of the buyer
bringing cash to cover these expenses,
the seller might agree to cover a
percentage, or even the full amount,
of those costs. This makes it easier
for buyers who may have enough
saved for a down payment but find
closing costs to be a financial stretch.

BY ERIN P. DELANCEY, ESQ.

However, seller’s concessions are not
unlimited. Mortgage lenders typically
impose caps on how much a seller can
contribute, based on the loan type and
the size of the buyer’s down payment.
For instance, with a conventional loan,
concessions might be limited to 3% to
6% of the purchase price. Additionally,
in highly competitive markets that favor
sellers, concessions might be rare, as
sellers often receive multiple offers
without needing to provide incentives.

From the seller’s perspective, offering

a concession can make a property

more attractive and broaden the pool
of potential buyers, particularly in
slower markets. For buyers, it can lower
the immediate costs of purchasing

a home, though it’s important to
remember that sellers sometimes

adjust the home price slightly higher

to account for these contributions.

In short, seller’s concessions are
a strategic financial tool that can
benefit both parties when used
wisely, smoothing the path to a
successful real estate transaction.

&

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.
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AGENT SPOTLIGHT

JUGGLING DEALS, GUITAR
STRINGS, & FAMILY LIFE

BY AMELIA
ROSEWOOD
PHOTOS BY
MICHAEL
GALLITELLI

If there’s one thing Kristen Riley
is known for, it’s her genuine,
no-nonsense approach to real
estate. She’s not about the hard
sell or flashy gimmicks—she’s
about helping people find a home
that truly fits their needs. As a
solo agent at Field Realty, Kristen
has spent the past eight years
building a career based on trust,
patience, and an unwavering
dedication to her clients.

“I strive to be genuine and
trustworthy,” she says. “Real
estate can be challenging, but
Ilove problem-solving and
finding ways to make things
work for my clients. Even
after the deal closes, I want to
build long-term relationships
that last for years to come.”

Kristen’s path to real estate
wasn’t exactly planned—it was
the result of a career crossroads.
Before becoming an agent,

she spent nearly 13 years as

a dispatcher for Spectrum
(formerly Time Warner Cable).
While the job sharpened her
multitasking skills and ability to
handle high-pressure situations,
she knew she wanted more.

“Iwasn’t happy with my job at
the time,” she admits. “But real
estate had always been in my

family—my parents owned a title
insurance company for over 30
years, and my grandmother was
a broker and owned Dutch Valley
Homes. It just made sense.”

Since getting licensed in 2017,
Kristen has never looked back.
She’s built a thriving career that
not only fulfills her professionally
but also gives her the flexibility
to enjoy life with her family.

Also, she isn’t just about closing
deals—she’s about helping

people through one of the biggest
financial decisions of their lives.

“Buying and selling a home can
be stressful,” she says. “My job
is to be there for my clients,
whether that means answering
late-night texts, jumping on long
phone calls, or just listening
when they need reassurance.”

She takes pride in her ability

to connect with clients on a
personal level. “I always try to
find mutual connections with my
clients. It’s amazing how many
people in this area are linked in
some way—it makes the process
feel even more personal.”

Her client-focused approach

has paid off. Over the past three
years, Kristen has consistently
ranked as a Top 300 Agent and a
top 200 agent for 2024. Last year,

she closed 28 transactions totaling
just shy of $10 million in sales,
and she’s setting her sights even
higher, aiming for 12+ million
and 36 transactions this year.

“l STRIVE TO BE GENUINE
AND TRUSTWORTHY. EVEN
AFTER THE DEAL CLOSES, |
WANT TO BUILD LONG-TERM
RELATIONSHIPS THAT LAST
FOR YEARS TO COME.”

While Kristen is passionate
about her career, her family

is everything. She and her
husband, Brandon, have been
married since 2013 and are
raising their 4-year-old son,
Jordan, along with Kristen’s
18-year-old stepdaughter, Claire.

“My parents, June and Shawn,
have always been incredibly
supportive of my career,” she
adds. “Their background in

title insurance gave me a ton of
knowledge going into real estate.”

Outside of work, Kristen is also a
musician. She sings in a ’90s cover
band, plays guitar, and writes

her own songs. “We practice once
a week and gig once a month,”
she says. “Music has been a huge
part of my life, and it’s introduced
me to so many great people.”

She also loves traveling,
sightseeing (especially anywhere
near the ocean), and spending
time with friends and family.
Whether it’s family gatherings
around the holidays, game
nights with friends, or vacations
that turn into traditions,

Kristen values every moment
spent with loved ones.

Kristen has big goals for the
future—both personally
and professionally.
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Kristen’s
family (left
to right):
Brandon,
Claire,
Kristen, and
Jordan

Kristen’s
band, 90’s
Noise,
performing
at The Brick
at 2 West

in Saratoga
Springs
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“I’d love to break 50
transactions in the coming
years and eventually get my
broker’s license,” she says.

Her favorite quote by Steve
Jobs sums up her mindset:

“Your work is going to fill a large
part of your life, and the only
way to be truly satisfied is to do
what you believe is great work.
And the only way to do great
work is to love what you do.”

And Kristen loves what she does.

Her advice for aspiring agents?
“Don’t give up. Be assertive and
confident. Real estate comes with
a lot of defeat, but the rewards
prevail. Knowledge is power, so
learn from the best to be the best.
Be prepared to work your butt off,
but make sure you set aside time
for yourself and your family.”

g%% Community Bank

ALBANY REAL ESTATE PROFESSIONALS:

A fast, efficient, successful sale is essential for both you and your buyer. Offer them the flexibility to
negotiate more favorably and expand purchase power with unique financing options exclusively available

through your local Community Bank Mortgage Loan Consultant.

PRODUCTS & SERVICES YOUR LOCAL MORTGAGE EXPERTS:
+ First-time homebuyer programs Tony Zidich
Mortgage Loan Consultant
NMLS ID: 1205879

« Mo closing cost mortgages’

» Private Mortgage Insurance options that may
reduce monthly payments and expand the range
of properties for which buyers can gualify

tony.zidich@cbna.com
518-380-3620

4781 NY-30

« Fixed-rate loans Amsterdam, NY 12010

- Mortgage refinancing

Stephanie lzzo
Martgage Loan Consultant
NMLS ID: 911976

- VA Financing
- Home equity loans & lines of credit

» MNew construction and renovation loans stephanie.izzo@cbna.com

838-250-7798

782 Troy Schenectady Rd
Latham, NY 12110

» Flexible portfolio mortgage programs

» Affordable housing programs

- Conventional and secondary market loans

= Property investment loans

APPLY FOR A MORTGAGE ONLINE:
Scan the QR code to get started
or visit cbna.com/mortgage to
prequalify, apply online, schedule
an appointment, and more.

« Land loans

+ Double and single-wide mobile home loans

Member FDIC UEnden
Al loans and lines are subject to credit approval. “The No Closing Cost option is valid on most owner ccoupied, 1-4-family residential properties. Property and hazard insurance are required and
are the responsibility of the borrower. For morgages with less than 20% down payment, Private Morgage Insurance (PMI} may be required and customer is responsible for PMI premiums. Other
applicablefees/charges, including deed stamps or deed transfer taxes, are not mortgage closing costs and will not be paid by the Bank. If a customer elects toobtainowner titleinsurance, the customer
is responsible for the owner tite insurance premium. Condominiums and single-wide mobile homes are not eligible for a no closing cost mortgage. Double-wide mobile homes are eligible for the
no dlosing cost martgage anly if permanently attached 1o a foundation. Should the no closing cost martgage be closed or discharged within the first three years, the Bank may collect the third-party
closing costs from the customer that were waived when the loan was opened. If a customer selects an attorney to represent himy/her, customer is responsible for attorney fees, Community Bank
will not pay for a survey, nor any other item that is erdinarily paid for by the seller. ADDITIONAL “NO CLOSING COSTS” PRODUCT DISCLOSURE: “No closing cos1s™ means na: origination fee/points;
application fee; flood check fee; credit report fee; appraisal fee; mortgage recording fee; abstract update or title search fee; lender title insurance fees; bank attorney fee; mortgage recording tax.



RISING STAR

' 3

TO SUCCESS

BY LARRA ROQUE ¢ PHOTOS BY MICHAEL GALLITELLI

Passionate, creative, and results-

driven, Yan Wang has quickly made

a name for herself in the competitive
world of real estate. As an agent with
Realty One Group Key, she brings a
unique combination of perseverance,
authenticity, and strategic thinking

to her clients. With a background in
academia and executive coaching, she
understands how to connect with people
and tailor solutions to their needs. In just
a short time, she has built a reputation
for dedication, professionalism, and

a strong work ethic, setting her apart

as a rising star in the industry.

Born in the Ningxia Hui Autonomous
Region of China, Yan grew up in a
small, unique province that shaped
her strong work ethic. She left her
hometown at 24 years old to chase

For ten years, she taught at Fudan
University as an assistant professor
while also working as an executive
coach and training manager for leading
companies in China. These experiences
helped her develop the skills of
communication, strategic thinking, and
leadership, which would later prove
invaluable in her real estate career.

“Growing up on a farm in a remote
area trained me to be tough and
hardworking,” Yan explains. “Moving
from city to city in pursuit of my
dreams taught me to be open-minded
and adaptable. Those experiences
made me who I am today.”

Wang

her dreams, moving first to Beijing
to earn her master’s degree, then to
Shanghai, where she obtained a Ph.D.
in philosophy from Fudan University.

In 2017, Yan made a life-changing
decision—she moved to the United
States for the American Dream, leaving
behind her academic career and family
in China. This transition sparked an
unexpected journey of self-discovery.
She took up photography, videography,
hiking, rock climbing, and drone flying,
immersing herself in new passions.

She became an accomplished
photographer, with two of her
images—Chasing the Golden Ray and
Connection—featured in an exhibition at
the National Museum of Racing and Hall
of Fame in Saratoga Springs in 2022. She
also earned a Remote Pilot Certification
in 2020 to fly drones professionally.

Despite these new adventures, Yan’s
entrepreneurial mindset remained

strong. When she bought her first

Capital Region Real Producers - 19



home in the United States, she
realized she had a deep interest in
real estate, architecture, and helping
people find their dream homes.

In September 2021, she officially
began her career as a Realtor.

A Passion for Real Estate

Yan’s journey into real estate was
deeply personal. Her first client didn’t
come from traditional networking or
marketing but from social media.

“She admired me for being authentic,
bold, and passionate,” Yan recalls.

“She told me, ‘Yan, I know you have no
experience, but I want to give you the
opportunity to work for me. I trust you.””

That trust paid off—her first client
purchased two homes in downtown
Saratoga within four months,
marking the beginning of Yan’s
successful real estate career. This
experience reinforced an essential
lesson: trust and authenticity are the
foundation of real estate success.

Providing a Unique, High-
Quality Experience

Yan is not just a real estate agent—she
is a strategic marketer and staging
expert. Since April 2024, she has
been offering staging services for her
listings, incorporating her knowledge
of interior design, photography, and
videography to present homes in the
best possible light. Her staging skills
have gained attention, with other
agents reaching out for her expertise.
20 - June 2025

“My passion is to provide the best
service possible, from staging to
marketing to negotiation,” Yan says. “I
want my clients to feel confident that
they are getting the best results.”

Yan has quickly impacted the real
estate market! In 2023, she achieved
$7.5 million in sales in Upstate NY from
20 transactions, plus $2.88 million

in NYC from one deal. For 2024, she
reached $10 million in Upstate NY
with 25 transactions and $380K in

NYC from another opportunity.

Her rapid success earned her the
Certificate of Excellence from the
Women’s Council of Realtors Capital
Region in both 2022 and 2023.

Family and Connection

Even with loved ones far away, Yan
has cultivated a strong circle of friends
and colleagues. Whether spending
time with fellow photographers,
outdoor enthusiasts, or real estate
professionals, she’s built a support
system that nurtures her personal

and professional growth.

Outside of work, Yan embraces the
outdoors with a passion for hiking,
rock climbing, and camping—activities
that reflect her adventurous spirit

and determination. She’s climbed all
of the Catskill 3500 peaks in just ten
months and has taken on many of

the Adirondack High Peaks as well.

In quieter moments, she finds peace
in watching documentary films
alone, giving her space to reflect,
unwind, and keep learning.

Looking to the Future

Yan’s long-term vision is clear—she
wants to continue growing as a
successful businesswoman in multiple
industries, using her knowledge

and skills to expand beyond real
estate. She also hopes to spend

more time with her parents and
reunite with her family in China.

Her favorite quote by Nietzsche
perfectly reflects her mindset:

“One must still have chaos in oneself to
be able to give birth to a dancing star.”

For Yan, this means embracing
challenges, staying passionate, and
constantly striving for excellence.

“l am an adventurer and a dreamer,
and that makes me an excellent DOER,”
Yan states. “Once you work with me,

I will make sure you get the best
results for your real estate needs.”

Yan’s advice to aspiring real estate
professionals? “Never compete with
other realtors. Focus on what your
clients need, and do your best to
fulfill those needs. That’s how you
become the best Realtor you can be.”

With her unwavering passion,
commitment to excellence, and
strategic mindset, Yan is a name to
watch in the real estate industry.

Yan Wang at the breathtaking Indian Head
viewpoint, overlooking Lower Ausable Lake in
the Adirondacks Mountains
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INDEPENDENT MORTGAGE CORPORATION
HMLS 1289

We Take the

UT OF

MORTGAGES

Drew Aiello Nancy Herrmann
Branch Manager | NMLS#64814 Loan Officer | NMLS#1135039
518-573-2435 518-727-9742

drew.aiello@fairwaymc.com nherrmann@fairwaymec.com
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COVER STORY

SELLING
HOMES,
BUILDING
DREAMS,

BY LAURA REESE
PHOTOS BY MICHAEL GALLITELLI

When you meet
Mary Amodeo,
you quickly
realize she’s not
your typical real
estate agent. She’s
got an infectious
sense of humor,

a relentless work
ethic, and a knack
for making people
feel instantly
comfortable. Her
husband calls her
wise with great
instincts, and she’s
happy to take that

compliment.

For Mary, real estate isn’t
just about closing deals—
it’s about building lasting
relationships, solving
problems, and helping
people navigate one of life’s
biggest financial decisions
with ease and confidence.
Her journey into the industry
wasn’t a straight path, but
every experience along

the way has shaped the
dedicated, client-focused
professional she is today.

A Journey Through

Life and Career

Born and raised in Glenville,
New York, Mary has always
had a strong connection

to her roots. She loved
growing up where and when
she did, and often wishes
she could have raised her
daughters during the 70’s
when times were simpler.
Mary believes the home

she grew up in has shaped
her and given her the very
foundation that has led her
here. She remembers every
square inch of that house,
including the floral print
ironing board cover and the
creaking sound the ironing
board made as her mother
would pull it down from its
home in the kitchen wall.

Recently, Mary sold her
next-door neighbor’s house
from childhood, where
dear lifelong friends spent
decades making memories
with her family. “Some
might say I grew up in that
house as well, given all the
time I spent there. They
could have claimed me on
their taxes!” she quips. It’s
easy to see why she feels a
deep connection when she
visits her old neighborhood.
Miranda Lambert’s song

‘The House That Built Me’
resonates with me as I recall
all those childhood memories.
They were the best of times.
One of my favorites was
being in Stewart’s Ice Cream
commercials when I was

6 years old. I would be in

a pretty dress with an ice
cream cone in my hand, smile
for the camera, and then

hear the word, ‘Cut!” Every
new “take” meant a fresh ice
cream cone with a different
flavor. Best job ever!”

She earned a Bachelor of
Arts from Hartwick College
in Oneonta and immediately
entered the workforce. Her
early career was dedicated
to higher education, and she
spent over 17 years working
in college admissions and
academic advising. In 1991,
Mary’s mother passed

away, and a year later,

she and her siblings sold
their childhood home.

That emotional experience
planted the seed for a future
career in real estate. “That
process made me realize
how much I cared about the
meaning behind a home,
not just the transaction,”
Mary recalls. Years later,
when the time finally came
to dive into real estate, she
didn’t hesitate, though it
wasn’t without challenges.

Finding Her True Passion
Mary officially began

her real estate career in
June 2013, but the road to
getting there was anything
but straightforward.
“Having thought about

a career in real estate
since my mid-twenties, it
seemed like forever until

I actually pursued it.”
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Mary and Mark with daughters Catherine, Caroline, and Elizabeth.

“In 2008, I thought I was
ready to jump in, but then
my sister was diagnosed
with stage four breast
cancer. I became one of
her caretakers, and real
estate had to wait,” Mary
shares. “At the same time,
my daughters were young,
and there were always
excuses for me not diving
in—they were sick, busy, etc.
But after my sister passed
away in January 2013, I
had this moment of clarity:
What’s my excuse now?”

With that realization,
Mary enrolled in the
necessary coursework, got
her license by June, and
never looked back. “It was
a leap of faith, but I knew
it was time,” she says.

For Mary, real estate was
never just about houses.
“People enter this field
thinking, I love houses,’
but it’s not about houses—
it’s about people and
relationships, and big
decisions. Then, it’s about
houses. I've built my career
on those relationships, and
that’s what keeps me going.”

In her 12-year career, Mary
has helped hundreds of
clients navigate one of life’s
biggest financial decisions.

24 . June 2025

“What I love most is being
an integral part of my
clients’ journeys. Whether
they’re buying or selling,
it’s so personal. I get to
listen, support, negotiate,
and strategize. It’s an
honor,” she explains.

Mary’s approach to real
estate is simple: make
people feel comfortable
and cared for. “I'm easy to
talk to, and I think that sets
me apart. I don’t treat this
business as transactional—
it’s about building trust.
People hire who they know,
like, and trust,” she notes.

Her ability to build rapport
doesn’t just extend to clients;
it also applies to fellow
agents. “A lot of agents go
into transactions with an

‘us vs. them’ attitude, but

I don’t work that way. I
nurture relationships with
other agents, and it pays

off. 've had clients win in
multiple-offer situations,
assuming I put together

a fantastic offer, because
the agent on the other side
knows that I'm easy to work
with and we’ll get to the
closing table. That matters.”

As a solo agent, Mary has
built an impressive track
record. She holds the
prestigious Certified Global
Luxury Property Specialist
designation, which allows
her to handle high-end
properties with expertise.
She also consistently earns
recognition from Coldwell
Banker, achieving Pinnacle
Platinum Elite status, a
top-tier acknowledgment
based on sales volume.

The Women’s Council of
Realtors also awards Mary
each year for her multi-
million dollar sales volume.

Last year, she closed just shy
of 40 transactions, with a
total volume of $11 million.
And she’s not stopping
there. “My goal for next year
is $15 million. I've never

hit that milestone before,
but 'm aiming for it.”

Life Beyond Real Estate
When she’s not closing deals,
Mary is all about spending
time with family. She recently
celebrated 30 years of
marriage with her husband,
Mark. Together, they have
three daughters—Catherine
(27), Caroline (24), and
Elizabeth (21). “They are the
founders and card-carrying
members of the Mary Amodeo
Fan Club! Simply the best!”
Mary shares with a laugh.

“Vacationing in Maine is a
yearly tradition, and we also
love and have celebrated
many milestones in Lake
Placid,” she says. “We
have the best memories
from those places. II also
love going on long walks
on the rail trail near my
home as I try to figure out
a way for the Buffalo Bills
to get to the Super Bowl!”

3
2

Beyond family, friendships
play a huge role in her life.

“I have friends from all
different stages of my life,
and I cherish them all. I have
the greatest friends in the
518, and I've had the same
college friends for over 40
years. We make it a priority
to get together several times
a year. Whether it’s renting

a house on Lake George or
traveling to Turks and Caicos,
we celebrate life together.”

Looking Ahead

For Mary, real estate isn’t
just a job—it’s a passion she
doesn’t see herself walking
away from anytime soon. “I
just love what I do. Maybe
I'll slow down a little at

some point, but I don’t see
myself fully stepping away.”
Over the next five to ten
years, her focus remains on
growth, both professionally
and personally. She wants
more people to know

she’s the agent to call

when they need someone
who truly cares. “I want

to keep spreading joy,
helping people, and getting
better at what I do.”

One of her favorite sayings
is: “Reach for the moon,
and you may end up with
a couple of stars.” That
mindset drives her to

set ambitious goals and
keep pushing forward.

What I love most
is being an integral
part of my clients’
journeys. Whether

they're buying or

selling, it’s so personal.

I get to listen,
support, negotiate,

and strategize. It’s an

As for advice to new
agents? Mary keeps it real:
“Don’t take your foot off the
gas. If you’re not passionate
or willing to work hard, real
estate may not be for you.
But if you truly love it and
commit to growth, you’ll
evolve into your best self,
and that will shine through
for everyone to see.”

For Mary Amodeo, real
estate is more than a
career—it’s her passion,
and a lifelong journey

filled with meaningful
relationships and
rewarding moments. And
if you work with her, one
thing is for sure: you’ll have
a few laughs along the way.
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SPECIAL EVENTS

CAPITAL REGION Real Producers’
MAY MAGALZINE PARTY

May 16, 2025

.

s

t-'!

Day to Remember: Capital Region Real |
Producers Magazine Party g CAPITAL REGION
Trustco Bank | Albany, NY % O mocuoms

o

We were honored to celebrate with our
amazing Capital Region community at the
Grand Opening of Trustco Bank’s newest branch, located at
1450 Western Avenue in Albany. This exclusive magazine party
brought together top-producing agents, respected industry
professionals, and valued partners for an afternoon filled

with meaningful conversation, new connections, and shared
successes.

We are grateful to Trustco Bank for generously hosting and
sponsoring the event, offering a beautiful space that set the
perfect tone for the celebration.

Thank you to Michael Gallitelli for capturing the vibrant
energy through his photography, and to Elizabeth Hayes of
Hand & Frame Creative for producing the event video —
preserving the moments that made the day truly special.

It’s always a joy to bring together the best of the best in
our real estate community. We look forward to many more
opportunities to connect, collaborate, and celebrate what

makes Capital Region Real Producers so exceptional.

For more information on all Capital Region Real Producers
events, please email us at info@capitalregionrealproducers.com.

W/ TRUSTCO
2L BANK

Your Home Town Bank

Wadnd Yot

Michael Gallitelli, Photographer
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HASSLE FREE MOVING SERVICES BY THE CAPITAL REGION'S MOVING EXPERTS

with PrimelLending

As a trusted Loan Officer, Kristen Zorda is dedicated to helping
families and individuals achieve their homeownership dreams
with tailored financing solutions. Partner with one of the
nations top lenders, Primelending, and benefit from Kristen's

expertise ond extensive resources to moke your path to
homeownership smooth and rewarding.

What we offer:

Primelending's Close on Time Cash Guarantee' Unmatched Loan Product Selection
+ Primelending's Buyer's AdvantEDGE approval * Access over 400 loan products, including:

Residential & Commercial Moves « Interstate Moving

M O VIN G Packing Services & Supplies « Moving Labor _
Large & Heavy ltems _

: - — N Mgfl_"ffﬁﬂ - letter® allows you to utilize our Close On Time o Freddie Mac Home Ready
M A D E E z CALL TODAY AND LET'S GET YOUR CLIENT HOME! P2 A - Cash Guarantee wll’aich means if your Io::ln o Freddie Mac Borrower Smart
518-792-1837 | MovesMadeEZnet @ X i = does not close on time, Primelending will pay o FHA
the seller $5,000. o VA
Renovation Programs o USDA
+ Choose from 29 specialized renovation o SONYMA
programs to turn your house into the perfect o Conventional
home. o Jumbo
Clean Green Neighborhood Edge? o New Construction
T | o Receive up to $2,000 to help offset closing
: ‘ — costs and make homeownership more . Frimel.ending lends in all 50 states
Mot all junk is trash! PROPERTY PHOTOS accessible.

Spring is here - let’s get rid of that junk! AERIAL FOOTAGE
We can help clean up your clients’ CINEMATIC VIDEOS
properties inside and out to increase the

Take the first step toward your dream home.

value and ensure a quick sale. it et 2
NSTAGRAM REELS Kristen Zorda @Eﬂ‘ Fﬁ“ﬁ@ STATES
Clean Green Hauling & Removal LLC OoF" = VIRTUAL STAGINCG Loan Originutor "; ;i s b coast to coast
Ballston Spa, NY T Wg s N NMLS: 58751 Sa i
518-378-5160 - EVENT COVERACGE 518-366-7999

CleanGreenRemoval.com HEADSHOTS kristen zorda@primelending.com Prlmel.endlrlg

r=‘-’. - '|.I f"j T 6702 Buckley Road, Sulte 130, Bidg B | North Syracuse, NY 13212 - Dolng Business In the Copltal Area
’ r ¥ ~
! | - PrimeLending i not affiliated with other mentioned companies. Product info a5 of 1/3/25, subject to change. 1)Receipt of executed sales contract for property requined to guananty closing by later of
1 L closing date or 21 days. Requirements: single family primary resldence, FHA or Conventional purchase loan, unexpired Buyer's AdvantEDGE approval at time of closing. timely satisfaction of

Inspection/appraisal condithons. Voided by changes in sales contract, loan program, or bormower's credil, bormowerfseller dedinys, fraud, legal restrictions, o unforeseen ciroumstinces. 55,000 labdlity
limit. Excludes refinance, VA, bond, down payment assistance, rendvation/construction, escrow holdbacks, brokered, condos, jumbo, USDA, investment, and unigque properties. For full details visit
hittps: fvevwow.primelending.com/buyersadvantedge  ZWpproved indicates an Underwriter has reviewed your application and has verifled all necessary forms of Income, assets, and credit
SiHomebuyers who gqualify for Primelending's NeighborhoodEdge program may receive up to $2,000 in chesing costs assistance |f property i localed within PrimeLending eligible market and
homebuyer's income is equal to or less than 100% of the area median income based on HUD guidelines, Additional restrictions may apply. Savings ondy applics to direct originations of first lion
Froddie Mac HomePossible, Fannie Mae HomeReady, and FHA 203K Limited and Standard loan programs fior purchase transactions only. and is not available on loans cbtained through mortgage
brokers. Only one olfer per loan ransaction i available, and savings may not be combined with other closing cost assistance programs. Savings will reflect on Closing Disclosure at dosing. Funds are
limited and are available on a first-come, first servied basis. Al loans subject to credit approval, Rates and fees subject to change, ©2025 Primelending. a PlainsCapital Company (PrimeLending).
G (MMLS: 1344%] For Boensing information go to www.onmlsconsumeraccess.ong. Equal Housing Lender. PrimeLending North Syracuse, 6702 Buckley Road, Suite 130, Bidg B | Morth Syracuse, WY
e 13212 s a wholly owned subsidiary of a siate-chartered bank and is regulated by the New York Department of Financial Services No. LMBC 108099, w0224 22
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

FUNDING CORE

hperen Firmpraty? Tl

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!

Laura Guillerault Courtney Delaney
Licensed Loan Originator Licensed Loan Originator
NMLS# 59471 NMLS# 812681

i s18-665-9664 8 518-791-9886

% 518-227-0957 & 518-407-5958

- |guillerault@homesteadfunding.com
& |auraguilierautt.com
# 517 Broadway, Suite #202

Saratoga Springs, NY 12866

=« cdelaney@homesteadfunding.com
& www.CourtDelaney.com

" & 5Warren Street

Suite 104, Glens Falls, NY 12801
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