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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

Diamond Law Group
(516) 770-7720
DiamondLawGroup.com
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Extermicore.com

PHOTOGRAPHY
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(631) 923-1464
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Andrew Malary
Productions, LLC

(516) 865-3086
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Focus on running your business while we
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email and SMS campaigns.
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Save these dates!

Summer Soiree
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April 16, 2026
3:00.PM - 5:30 PM

Business is Blooming
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4 n Long Island Real Producers is the newest addition
c - r em to the Core Group family. A network of expertise,

one commitment to you.
@ @ @ e @ Excellence at our core.

For information on all Long Island Real Producers events, email info@longislandrealproducers.com.

to view our past events!

Grateful Hearts & Great Connections

As we turn the page into November,
our hearts are full of gratitude. This
season always reminds us how lucky
we are to be surrounded by such an
incredible community—the top agents,
industry partners, and friends who
make Long Island Real Producers more
than a magazine. Together we’ve built
a network rooted in collaboration,
generosity, and support—and for that,
we’re deeply thankful.

Celebrating Friendsgiving, Real
Producers Style

In real estate, relationships are
everything. Whether it’s a referral,

a shared event, or a simple word of
encouragement, every connection
strengthens our collective success. This
month, we’re celebrating Friendsgiving

10 - November 2025

—a time to pause and appreciate the
friendships that make this industry
thrive. We’ve seen so many of you
cheering one another on, lifting others
up, and truly embodying the spirit of
community. That’s what makes this
publication so special.

A Season to Reflect & Give Thanks
As you gather with loved ones—around
the table, on the go between showings,
or perhaps relaxing after a long week—
know that we’re wishing you a joyful,
restorative Thanksgiving. However you
choose to celebrate, may it be filled with
laughter, gratitude, and good company.
From our family to yours, thank you for
being part of this journey with us. We’re
honored to share your stories, celebrate
your milestones, and grow alongside

you in this remarkable Long Island real
estate community.

With appreciation and warmest wishes,

Blaise Ingrisano &
Christine Ingrisano
Publisher/Area Directors
Long Island Real Producers
www.longislandrealproducers.com
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Photography &
Videography

- Floorplan Rendering

- 3D Matterport

- Drone Solutions

Call today to schedule!
(631) 923-1464 §
DynamicMediaSolutions.com
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AGENT SPOTLIGHT

BY NICK INGRISANI

ANDREW MALARY

AREER DEFINED BY ccpMMHMENT—-.s

- -

COMMUNITY

liot grew up in Melville, New

York, and now lives just five

minutes from where he was
raised—now with his wife, a dedicated
veterinarian, and their two daughters.
Family and community have always
been at the heart of his life, and those
same values form the foundation of his
two-decade career in real estate.

After earning a degree in criminal
justice from Long Island University

at CW Post, Eliot found himself at a
crossroads. Unsure of his next step, he
began helping a friend’s father, a real
estate investor, maintain his rental
properties. It was hands-on work

that unexpectedly opened a door to
something bigger.

At just 24, Eliot earned his real estate
license in 2004. The following year, he
left his sales job to pursue the business
full-time—a leap that would define the
rest of his professional life.

“When I started, I knew nothing, I had
nothing, and didn’t know anybody. Now
this is my 20th year in this business, and I
haven’t looked back.”

Eliot quickly discovered a gap in the
market that few others wanted to
touch—rentals. In a booming mid-2000s
housing market, most agents were
focused on sales, leaving an opportunity
wide open. Eliot leaned in. By building
relationships with both landlords and
tenants, he earned the nickname “The
Rental King.”

For years, rentals were his bread and
butter. They helped him learn the
business, sharpen his negotiation skills,
and grow a network that spanned across
Long Island. But a pivotal moment came
in 2012 when one of his longtime rental
clients purchased a home—without
using him as their agent.

That experience completely shifted
Eliot’s approach. He realized that while
he had branded himself as the rental
expert, he hadn’t communicated that he
also specialized in buying and selling
homes. From that day on, he began
rebranding himself—not abandoning
rentals, but expanding his message.

Through social media and consistent
outreach, he built a reputation as both a
sales and rental leader.

With that shift came a new level of
success, but Eliot’s philosophy remained
unchanged. For him, real estate has
never been about chasing numbers—
it’s about relationships. He believes

that when agents focus on service and
integrity, the rest naturally follows.

“] tell people it’s relationships and
referrals first, then the money will come.
Ifyou have it any other way, you’re in the
wrong business. Too many people come

into this business focusing on money and
not understanding that we are in the
relationship business.”

Over the years, Eliot became known
for his responsiveness, reliability, and
professionalism. He takes on no more
than five listings and five buyers at

a time, ensuring that each client gets
the attention they deserve. By design,
his business model prioritizes quality
over quantity.

“I want everyone to feel that I'm giving
them the time that they deserve. 'm very
responsive—if you text or call me, I pick

Long Island Real Producers - 13



up the phone. I stay on top of everything
for everybody. I'm all about the client
experience and what I can control.”

That approach has led to impressive
consistency. His success is fueled

by referrals, repeat clients, and the
reputation he’s earned for always
picking up the phone.

Beyond transactions, Eliot is deeply
rooted in the Huntington community.

A graduate of the local school district,
he now serves as a trustee of the South
Huntington Educational Foundation and
a member of the district’s alumni board.
On a town level, he chairs the Board of
Assessment Review and serves on the
Affordable Housing Advisory Board
(AHAB)—roles that allow him to give
back to the place that shaped him.

“I sponsor everything when they ask
me to because I feel that real estate and
community go hand in hand. You can’t
be in real estate if you don’t like helping
people, and I love helping people.”

Despite his public presence, Eliot wasn’t
always comfortable in the spotlight. He
describes himself as a shy, introverted
kid who, somewhere around twenty,
found his voice and never looked back.

“T used to be a shy and introverted kid.
Then, around 20 years old, something
happened. I said, ‘Listen, this is my voice,
this is who I am. If you like me, you like
me, if you don’t, you don’t.” I teach my
daughters every day to never be fearful.
The worst thing someone can say is ‘no’ if
you ask them a question.”

Throughout his 20-year career, Eliot
has gone through exhilarating wins and

14 - November 2025

inevitable setbacks—clients who choose
another agent, deals that fall apart—but
experience has taught him resilience.

“You have to learn how to recover from
setbacks quickly in this business or you’re
not going to survive.”

He’s also passionate about professional
standards. Having served as a director
for the Long Island Board of Realtors
and as chairman of its Fair Housing
and Cultural Diversity Committee,

he takes compliance and equality
seriously. Meanwhile, his time as a
New York State director expanded his
network across the region, giving him
connections he can rely on for referrals
throughout the state.

Over the next decade, Eliot hopes to
find a like-minded agent who shares
his values and work ethic—someone to
whom he can eventually transition his

YOU HAVE TO LEARN

HOW TO RECOVER FROM
SETBACKS QUICKLY IN
THIS BUSINESS OR YOU'RE
NOT GOING TO SURVIVE.”

business. It’s not just about retiring; it’s
about leaving behind a legacy of integrity.

“When I do retire, I'd like to find
somebody who is as hardworking as
myself, somebody who is motivated who
I could refer my business to. If I could
find somebody with longevity in the
business who is as dedicated and on the
same wavelength, then I would work
out an agreement with that person. I'm
interested in building a legacy.”

Outside of work, Eliot finds balance
through family, travel, and sports. A
devoted Mets and Islanders fan, he’s
visited 27 baseball stadiums across the
country. When he’s not showing homes,
he’s often planning his next trip or
spending quality time with his family.

Two decades in, Eliot remains as driven
as ever. For him, success is simple:
answer the phone, do the right thing, and
make people happy. It’s a philosophy that
has carried him from the “Rental King”
to one of Long Island’s most respected
agents—a professional whose business,
and life, are built on trust.

“Pm in the happiness business. Whatever
it takes, I am proud of my reputation as
a leader in the real estate industry, and I
am grateful that I have lots of wonderful
relationships with other realtors.”

BE THANKFUL FOR YOUR LEGACY!
CELEBRATE WITH OUR SPECIAL GIFT!

PERSONAL
FAMILY LAWYER

Be one of the first 5 who schedule a Life & Legacy Planning Session this month,
to receive $750 OFF your plan only during November.

Let us inspire you to create generational wealth, and reward you with
well-deserved time to relax and recharge!

Schedule Your
30-Minute Consult Here!

Richard Klein, Esq.
Managing Partner

(516) 770-7720
rich@diamondlawgroup.com




RISING STAR

FORMAN

BY GEORGE PAUL THOMAS e PHOTOS BY MICHAEL LOPACKI

Some agents find real estate after years of searching. For
Garrett Forman, it was a natural next step in a life shaped

by entrepreneurship, grit, and a genuine love for helping
others. A Realtor with Compass in Sayville and a proud
member of The Hirsch Team under Kenneth Hirsch, Garrett
brings easygoing energy, fierce dedication, and a service-first
mindset to every deal.

Friendly, approachable, and motivated to the core, he’s quickly
earned a reputation on Long Island for showing up, staying
ready, and delivering results—even when it means answering
the phone at 10 p.m.

“I truly love the grind,” Garrett says. “This business doesn’t
stop, and I don’t either.”

From Storage Keys to House Keys

Garrett’s work ethic was shaped early. Adopted at 11 months
old and raised in Oakdale and Bayport, he spent much of

his youth helping out in the family’s self-storage business
and later managing its Bohemia and Bay Shore locations.
After earning his business management degree from Hofstra
University in 2012, he leaned deeper into entrepreneurship,
co-owning Mr. D’s Ultimate Fitness in Patchogue—a gym he
still helps operate today.

That background in hands-on business gave Garrett the perfect
foundation for real estate: customer service, problem-solving,
communication, and hustle.

“I've always loved seeing how people design and make a space
their own,” he shares. “And when my mom decided to sell her
house, something just clicked. I knew I wanted to help people
navigate those major life changes.”

He officially got licensed in 2020 and hasn’t looked back. Last

year, Garrett closed 15 transactions totaling over $9 million in
volume. This year, he’s projected to surpass $10 million—and

he’s just getting warmed up.

Client First, Always
Garrett’s not the flashy type. He doesn’t sell homes with
big promises or ego-driven pitches. Instead, he focuses on

communication, reliability, and being there when his clients
need him most.

“My goal is to take the stress out of the process,” he says. “I
make sure my clients are never left wondering what’s next.
Whether it’s negotiating late at night or coordinating with
attorneys and agents, I'm on it.”

That commitment to transparency and availability has earned
him repeat business, strong referrals, and a spot as one of the
go-to agents in his circle.

Long Island Real Producers - 17



Garrett’s also found growth and mentorship since joining The
Hirsch Team in January 2023. “Ken is an incredible leader

and resource,” he says. “Being part of a team that values
relationships and community the way I do has been a great fit.”

Home Is Everything

When he’s not writing contracts or showing homes, Garrett’s
heart is firmly rooted at home with his wife, Shannen, and
their two daughters, Ava Rose (3 in August) and Kaylee Rae (1).

“My family is my why,” Garrett says. “Everything I do is
for them.”

Weekends often involve beach days, backyard hangs,
and quality time with extended family and
friends. “We’re big on making memories,” he
shares. “Even just spending the afternoon
outside with the girls—it reminds me
what all the hard work is for.”

A huge sports fan and self-
proclaimed golf junkie, Garrett
finds time to catch games or hit
the links whenever his schedule

allows. He also dreams of one day
blending those passions into his career by

working within the sports industry—or even
building custom homes, combining his eye for
design with real estate.

The Bigger Picture

Looking ahead, Garrett’s goals are clear: expand his sphere,
continue building trust with his clients, and create more
freedom to enjoy time with his growing family.

“I want to keep doing this at a high level, but I also want to
be present for the moments that matter,” he says. “Seeing my
daughters grow up, supporting their dreams—that’s what it’s
all about.”

He’s also passionate about helping aspiring agents find their
rhythm in the business. His advice? Stay consistent, stay
available, and treat your clients like people, not paychecks.

“It really comes down to relationships,” Garrett says. “People
want to know you care, that you’re in their corner. If you show
up and do right by them, the rest will follow.”

He may be relatively new to the real estate game, but Garrett’s
story is a reminder that when you lead with heart, hustle, and
humility, success doesn’t just happen—it grows.

18 - November 2025
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MOLD REMEDIATION | ODOR"

Humidity in the attic,
failing exhaust fans in
the bathroom, and rainwater
gathering in the basement
are high probabilities of
MOLD GROWTH.

Sam Allman
Owner

AIR QUALITY | WATER DAMAGE

I Call today fora

COMPLIMENTARY
financial review & plan! SI LVEE- 151111}1 NG

Building wealth takes hard work
& passion. So should managing it.

As successful as you are, we know there's still more
you want to do. At Silver Spring Capital, we've been
helping our clients care for their hard-earned assets
for more than 30 years. Find out why so many
people trust us to help manage their wealth with
the care it deserves.

ROBERT LOPINTO ROBERT . LOPINTO
President & Managing Partner Director & Senior Financial Advisor
973-434-9130 SILVERSPRINGCAP.COM

Silver Spring Capital is a full-service wealth management
practice specializing in retirement planning & portfolio
management. We offer a variety of services designed to help
our clients achieve their financial goals.

Irvedtrmadnt producti & wervicet ane offened through Waelli Fargs Advinon Finsncisl Retwor, LLT (WFAFN],
IMemiber SPIC. Slver Spring Capital ks a separate entity of WFAFN.
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Clear the Clutter. Close the Deal.
Realtor-Trusted

Junk Removal Partner

V' Pre-Listing Cleanouts
v’ Fast Turnaround for Open Houses
V' Estate & Foreclosure Cleanouts -1

v Licensed & Insured

W=
Monster
Junk Removal &

www.lugmonster.com
Call or Text for a FREE Quote! | (631) 317-1837
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COVER STORY

Building Long
Island’s Premier
Boutique Real
Estate Brokerage

BY NICK INGRISANI
PHOTOS BY DYNAMIC MEDIA SOLUTIONS

David was born and raised in Melville,
where he still lives today with his wife
and two children. After high school,
he studied finance and real estate at
Syracuse University, then dove into
the competitive world of commercial
office leasing in New York City. A few
short years later, he was named

to Commercial Observer’s “30 Under
30” list for his success in the office
leasing market.

Over the next several years, David
expanded his experience across the
industry as Vice President of Leasing
for a major firm, then took on an
entrepreneurial role with Convene, a
shared office and event-space company.
He oversaw acquisitions across the East
Coast, opening sites in multiple cities
and thriving in the dynamic, hands-on
environment. But when COVID-19 hit,
that world collapsed almost overnight.
Instead of expanding, his role shifted

to closing down spaces. With a young
family and a newly purchased home in
Melville, he began to ask himself what
was next.

“I saw the writing on the wall and had to
decide the next move in my professional

career. I just went to contract in January
2020 on the house I live in and didn’t have
the best experience looking for a house.
I'wasn’t getting the same level of service
I'was providing in the commercial real
estate world. I thought I could do really
well in real estate on Long Island.”

David noticed a gap in the market for
buyers in his demographic—young
families leaving the city in search of
space and stability. With his commercial
background, he knew what high-touch
service looked like. He also knew he
could bring something fresh to the table.

He started selling homes part-time in
Melville, Woodbury, and Plainview,
quickly becoming the go-to agent for
families making the same transition
from the city he had. His ability to
help clients not just find homes, but
also envision their potential through
renovations, set him apart. Soon, those
side projects snowballed into full-scale
flips and new construction ventures.

“Thanks to my broad background, I could
also help clients renovate their homes
after the deal is done. That had never
been so seamless in the industry.”
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“ We're constantly

looking at ways to

expand

and bring new people
onto the team.”

While exploring the residential
market, David reconnected with
longtime friend Sam Horowitz, a
former real estate attorney. Around
the same time, Sam was in discussions
with another up-and-coming
professional, Jared Sarney. The three
joined forces and, in 2021, came
together to launch SRG Residential.

From the start, their approach was
different. They didn’t want to be another
corporate franchise with layers of
bureaucracy and owners detached from
the field. They wanted a company where
the people at the helm were also the ones
showing homes, negotiating deals, and
meeting clients face-to-face. In 2023, they
cemented their vision by purchasing

a building in Syosset to serve as their
headquarters. Now growing fast with

21 agents and more than $500M in sales
over the last few years, the company has
quickly solidified its reputation in the
Long Island real estate market.

The success of David and his partners
comes down to two things: expertise and
authenticity. Unlike larger brokerages
that can feel impersonal, their team
offers a boutique, high-touch experience.

“We offer more than just selling homes.
Jared and I are builders who have a
background in construction as well. So
for buyers, we’re able to go into a house
and provide on-the-spot quotes for how
much it’'d cost to renovate it rather than
having to go out and find a contractor.
Whether or not the client uses us to do
the work, just having that information at
our buyer’s fingertips really helps a deal
go through and allows them to see if it
makes sense for them.”

22 - November 2025

This practical knowledge builds trust.
Buyers and sellers know they’re
working with people who truly

understand homes, not just transactions.

And for developers, the brokerage

has become a trusted partner, helping
to market and sell new construction
projects across the region. At present,
they’re working with 16 different new
builds in communities like Melville, Dix
Hills, Plainview, and Syosset.

“Developers are seeing what we’re
doing and really taking to us as well.
We’ve been really successful because
we’re developers ourselves. That’s
been a huge part of our business in the
last year.”

For agents considering where to build
their careers, David and his partners
emphasize one thing: they know exactly
what it’s like to be in the trenches.

“It’s important for agents to be able

to bounce ideas off of owners of a
company who are also out there selling
every day. We understand what they’re
going through because we’re going
through it ourselves.”

That translates into a supportive, hands-
on culture. New agents are encouraged
to shadow top producers, work high-
end open houses, and get real-world
experience alongside leaders who are
actively selling. The company also
invests in resources like an in-house
media team that provides professional-
quality video and social content to all
agents at no cost.

As David puts it, SRG Residential is

ideal for agents who are hungry,
entrepreneurial, and ready for
something different. There’s no
corporate red tape, no distant leadership
team handing down directives. Instead,
agents have direct access to the owners
of the company.

It’s this accessibility and alignment
that make the brokerage attractive
to both new and experienced
agents. For those looking to learn,
there’s unparalleled mentorship.
For seasoned producers, there’s the
flexibility to run their business their
way, with leadership that actually
listens and supports them.

“We’re constantly looking at ways
to expand and bring new people onto
the team.”

In just a few years, David and his
partners have taken their vision
from a start-up idea to a powerhouse
local brand. But for them, this is
only the beginning. Their goal isn’t
simply to grow in numbers—it’s

to continue redefining what a real
estate company can be on Long

Island: locally rooted, agent-focused,
and built to last.

“We built something from absolutely
nothing to where we are today, and our
goal is to continue to build a brand and
business that will be here for a long
time and leave behind a strong legacy.”




Print Me More!

Were you, your broker, or
the team featured in an
issue of Real Producers?
Want a copy of your article
or full magazines that you
were featured in?

Reprints!
What the heck is a reprint? A reprint is a four- or eight-page
bound, printed piece on magazine-grade paper with your full
article — and you on the cover.

FALL FOR COVERAGE YOU CAMN TRUST THE RIGHT
AGEMLCY., THE RIGHT PROTECTION i

2l

PARTHER WITH .

I'HE ZABBIA INSURAMCE AGENCY

Realters, your success is our prierity!

At The Zabbia Insurance Agency, we
specialize in working hand-in-hand with real
estote professionals to ensure smooth and
hassla-free closings for your cliantst

.
i

WHY PARTNER WITH US?

Tailored Service: Smaooih Clesings:
Parsenal attentien 3 Dependable service

for every referral te keep your deals an
track.

A Little Extra: &
camplimentary, RESPA~
compliant, closing gift

tor avery referral os

Expert Suppert: We help
you navigate your
Insurance needs quickly

and siticlently. Ay our way of saying
thanks.
516-799-3800 OR
3 EMAIL

&
~ WOUR CLIENTS DESERVE THE BEST - AND 50 DO YOU.

FARTHER WITH AN INSURANCE AGENCY THAT I5 GRATEFUL FOR TOUR
BUSINESS AND GOES THE EXTRA MILE TO HELP YOU SUCCEED,

24 - November 2025

REAL PRODUCERS

JESSICA EPSTEIN,

JESSICA ‘ MELANIE
LIZA

Why do | 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 | changed companies or need something corrected on
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® that was featured, the broker, our partner, or
family. Anyone who wants to promote you.

How do | order?
Email us at info@longislandrealproducers.com

> Citizens

Ready to meet the
home financing

needs of all
your clients.

At Citizens, we recognize that helping your clients find their ideal home can be a challenge.
Backed by our financial strength, we're prepared to make their search for the right financing
easier with a variety of loans to meet their individuals needs including:

» Fixed and adjustable-rate mortgages

* Jumbo loans

« Affordable home loan programs for first-time homebuyers

» Condo and co-op financing

» Second home & Investment property loans

« Construction-to-Permanent financing, including renovation loans
« Physician home loans

« Wealth relationship discount pricing

With more than 25 years of experience helping individuals and families achieve homeownership,
David is ready to provide the professionalism and expertise to lead your clients from application
to closing.

David Goldklang

NMLS ID# 86601

Senior Loan Officer

Cell: 917-757-4957
David.goldklang@citizensbank.com

SCAN ME

lo.citizensbank.com/dgoldklang

Morigages am olfered and onginaled by Citizens Bank, NA. (NMLS (D4 433960) All 1oans are subject o approval. 2 Equal Housing Lender
2253506_HL24 MortgagePrintAd



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

POWER UP YOUR MORTGAGE EXPERIENCE CLIFFCO

MORTCAGE BANKERS

Questions?
Call me anytime at 917-574-6040.
Your mortgage solutions are just one call away!

Here is a snapshot of the diverse
programs we offer:

lumbo Loans

Conforming Loans

Loans for Self-Employed Borrowers
nvestor-Friendly Options (DSCR)
FHA/VA

Foreign Maticonal Program

Reverse Mortgage Options
Multi-Family Lending

n Ilf_//m!W ML H{%
d . } ADAM TURKEWITZL e : LY
¢ . 20 years of residentia
-‘_ 'L‘ gert;mr VP of Sales | NMLS #32900 FbriaRe akbeatanca
St :917-574-6040 . Owver $3 Billion funded in

E: adam.turkewitz@cliffcomortgage.com residential mortgages
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