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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 ar offered and ongmaled by Cilizens Bank, MA. (NMLS [D# 433960} All loans are subject to approval. 2 Equal Housing Lender
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PUBLISHER’S NOTE: WHERE PRODUCTION BECOMES PURPOSE

Publlsher S

Conversation becomes a catalyst, and
insight turns into momentum.

In the weeks leading up to this month’s Mastermind, the
conversation was already shifting. Production matters — but
it’s no longer the end goal.

Now, with a little distance from the room and time to reflect,
one message continues to resonate: true growth happens
when we look beyond the next closing and begin building
with intention. Moving from production to portfolio requires a
change in mindset. Creating lasting assets requires discipline,
perspective, and a willingness to think long-term — not just
about income, but about impact.

What made the Mastermind powerful wasn’t a single idea or
strategy. It was the collective experience in the room. Honest
conversations. Shared challenges. A willingness to ask better
questions about sustainability, leverage, wellness, and what
success truly looks like in this season.

8 - February 2026

A mastermind isn’t about having all the answers. It’s about
surrounding yourself with people who challenge your thinking
and elevate your vision — people who understand both the
pressure of producing and the privilege of building something
meaningful. In that environment, conversation becomes a
catalyst, and insight turns into momentum.

As you turn these pages, we hope this issue encourages you

to reflect on what you’re building beyond today’s numbers.
The most impactful careers aren’t defined by a single year of
production, but by the portfolios, relationships, and assets that
continue to create value over time.

Here’s to intentional growth — and to building something
that lasts.

With gratitude,

Blaise Ingrisano &

Christine Ingrisano
Publisher/Area Directors

Long Island Real Producers
www.longislandrealproducers.com
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I Call today fora

COMPLIMENTARY
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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.

FROZEN PIPES IN WINTER LEAD
TO LEAKING PIPES IN SPFII‘IIG

This can lead to water damage and
mold growth. We are here to help
with all water damage, mold growth,
and indoor air quality needs.

[]

HEALTHY HOME
SERVICES

MOLD REMEDIATION | ODOR
AIR QUALITY | WATER DAMAGE

W

Sam Allman
Owner
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AGENT SPOTLIGHT
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BOYLAN

Chris grew up in Franklin Square, and
hard work was built into his life from a
young age. He had a paper route when
hewas just 11 years old and worked
many odd jobs until he attended St.
John’s University, where he studied
finance. On the cusp of attending law
school, he was called to join the Nassau
County Police Department.

“My dad suggested I go to law school
at night, but I was having too much fun
out there with the guys and girls being
a street cop. Now I have 22 years in the
police department.”

For over two decades, Chris has built
arespected career in law enforcement
— from patrolling neighborhoods and
serving as a detective to working in the
commissioner’s office and eventually
supervising officers as a sergeant

and now a lieutenant. That journey
gave him an invaluable skill set that
now defines his real estate career:

the ability to read people, stay calm
under pressure, and negotiate complex
situations with confidence.

Even as a police officer, Chris was
never one to settle for just one role.
From his early paper route at age
eleven to running his own commercial
debt collection company, he always
had multiple ventures in motion. That
entrepreneurial drive became the
foundation for his next chapter.

Life took an unexpected turn when a
series of health issues affected members
of his family. He sold his business to focus
on what mattered most and decided that
he was ready for a change. As fate would
have it, his father had an idea.

BY NICK INGRISANI ¢ PHOTOS BY ANDREW MALARY

“My dad was a retired police lieutenant,
and I saw how successful he was with

his network of city cops — his police
family. It’s a built-in network of people
who trust each other. My dad told me to
get my license so we could be a father-
son team. We did one deal before my dad
passed away. I took over his business and
learned it on my own.”

He began by leaning into the
community he knew best: police
officers, firefighters, EMTs, and first
responders. That shared sense of trust
opened the door to an ever-expanding
network of clients. By his second year
in the business, Chris was closing deals
faster than he could keep up with. To
manage the growing demand, he began
encouraging fellow officers and friends
to earn their licenses and join him.

By 2017, Chris officially formed his

own team under Exit Realty, laying the
groundwork for what would become one
of the largest and most productive groups
in the state. His approach was simple but
powerful: create a culture built on trust,
generosity, and shared success.

“The majority of people on the team are
cops, firemen, and people close to me.
Some of my cousins joined too. I talk to
people I trust, and if I think they would
do a good job in the business, I encourage
them to get their license.”

Today, his team includes around forty
agents who are united by the same work
ethic that has always defined Chris’s life.
The top ten are his most active, but every
agent contributes to a collaborative web
that sets his team apart.

Long Island Real Producers - 11
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Unlike most leaders, Chris doesn’t just
delegate — he partners. Nearly every
deal he touches is shared 50/50

with another agent. It’s his way of
teaching by doing, helping teammates
grow their own businesses while
keeping relationships at the core of
every transaction.

“Ivery rarely do a deal alone; 98% of the
time, I'm bringing in a teammate to do a
deal with me. It’s a good way to scale my
business as they also scale their business.
It’s a unique aspect of our team: we
reciprocate with one another. As long as
we all trust each other, teamwork makes
the dream work.”

That collaborative spirit has paid off.
Over the past three years, Chris’s team
has been ranked the #1 Exit Realty team
in all of New York State. He’s personally
brought more than sixty agents into

the brokerage over the past decade,
helping to grow its reputation and
reach. And yet, despite all the accolades,
what matters most to him remains
unchanged: serving people with
integrity and heart.

“I love getting to see new places and meet
new people. This business has changed
my life. My clients have placed their

trust and confidence in my team and I,
and that is something I will never ever
forget. Sometimes it’s crazy, sometimes
emotional, sometimes complete chaos,
but as long as you do right by the client,
everything falls into place.”

12 - February 2026
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His thriving referral business highlights
the success of his approach. Many of
Chris’s buyers have become repeat
customers, returning years later to
upgrade or invest, often referring their
friends and family along the way.

“I'm generous with my clients, and it comes
back 10-fold. Karma comes back to you.”

Outside of work, Chris is focused
primarily on his family. He and his
wife Dena are raising three daughters
— Brianna, 12; Alexa, 11; and Julia, 6 —
and he’s intentional about not missing
the moments that matter. Whether it’s
apple picking upstate, family vacations,
or cheering from the sidelines at
basketball, dance, or gymnastics, Chris
makes sure to be present.

I’'M GENEROUS WITH
MY CLIENTS, AND
IT COMES BACK 10-
FOLD. KARMA COMES
BACK TO YOU.”

“Everything in moderation, balancing
work with family time. I don’t want

to miss my kids growing up. Over this
summer, I've been learning to delegate on
the weekends so I can spend more time
with my family.”

With nearly 750 sales behind him, his
goal is to reach 1,000 and, someday,

to open his own brokerage — a place
where he can mentor and guide others,
just as his father once guided him. As
Chris reflects on the road that’s brought
him here — the long nights, the lessons,
and the people who believed in him

— he’s grounded by a simple piece of
wisdom his mother shared years ago:

“My mom always told me never forget
where you came from, where you are

now, and where you are going.”

“Work hard, stay humble.”

FAMILY OWNED FOR 70+ YEARS & AWARD-WINNING
MOVING AND STORAGE COMPANY

LOCAL & LONG DISTANCE MOVING
PACKING « STORAGE « JUNK REMOVAL

- QUESTIONS? GIVE US A CALL! [W]4y3d [w]

631-543-6801 | HALL-LANE.COM i
Request a FREE estimate! — [=];.

* High-Quality Photography
* Videography

* Floorplan Rendering

+ 3D Matterport

- Drone Solutions

* Virtual Staging

Call today to schedule!
(631) 923-1464 (£
DynamicMediaSolutions.com

SHOW HOW DYNAMIC YOUR LISTINGS
ARE WITH DRONE IMAGES
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A'Business Rooted in
Kindhess & Connection

BY NICK.INGRISANI
PHOTOS BY OASIS STUDIOS AT. -
OASIS REALTY GROUP

CHRISTOPHER

CHEESEMAN

hristopher Cheeseman and
C Jonathan Finnerty didn’t set

out to build a real estate team
defined by volume, ego, or competition.
They set out to build something far more
enduring: a business rooted in kindness,
community, inclusivity and trust. Today,
as the married leaders of The C] Team,
on Long Island, that philosophy has
become bhoth their calling card and their
greatest strength.

Christopher was born in Colombia
and adopted at 8 months old into a
loving family in Oakdale, New York.
He excelled in school and entered
college at sixteen, commuting directly
from high school, to take freshman-
level coursework. From there, his

]ONATHAN

FINNE

path wound through multiple colleges
and disciplines, before he earned

an associate degree in media arts

and communications, followed by a
bachelor’s degree in business, with a
minor in education and an emphasis
in English.

From there, Christopher’s career took
several different turns. He worked

in Manhattan’s textile industry, then
moved to Las Vegas, where he pursued
professional dancing and modeling.
Represented by agencies in both New
York and Las Vegas, he performed in
major shows, while also working in
management positions at Mandalay
Bay and the Bellagio. Those years in
performance and hospitality sharpened
his people skills and work ethic—tools
that would later prove invaluable.

Eventually, Christopher returned to
Long Island, joining a high-end special
events company specializing in luxury
design, florals, staging and furniture
manufacturing. Starting in sales, he rose
to vice president and remained there
until 2015. Despite professional success,
something felt missing.

“T just felt like I wasn’t serving a bigger
purpose. I'm grateful for every career
I've had, but something at the back of
my head always told me I wanted to
work in real estate and help people get
to the next chapter of their lives. That
was always the underlying desire behind
getting into real estate: wanting to help
people.” — Christopher

CRTY

Jonathan’s path was equally people-
focused, though entirely different.
Raised in Coram in a large Italian-Irish
family, he worked as a flight attendant,
bartender and business owner, before
later taking a position with the federal
government. He and Christopher met
in 2011, and from the beginning, their
partnership was built on balance—
where one was analytical and strategic,
the other optimistic and relational.

“When we’re working together on
something, one always picks up where
the other lacks, and vice versa. I enjoy
keeping things light and always focusing
on the positives!” - Jonathan

In 2015, Christopher asked Jonathan
if he would support a leap into real

L 4
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estate. Jonathan didn’t hesitate. They
earned their licenses the same year
they married, launched The CJ Team
immediately, then secured their first
listing within weeks. Their first year
produced roughly twenty sales—a
pace they’ve maintained consistently
ever since.

From the beginning, their success was
driven by trust within their personal
networks. Friends and family felt
confident asking them to guide what is
often the biggest financial decision of a
lifetime. Referrals followed naturally,
not because of aggressive marketing, but
because clients felt genuinely cared for.

“It was natural for us to focus on our
friends and family, because we have such
a large sphere of influence, which we’re
so grateful for.” — Jonathan

As their business grew, The CJ Team
evolved organically. Rather than
recruiting just any real estate agents,

they welcomed close friends who
showed interest and aptitude, carefully
considering each one for their cultural fit.
Aside from Christopher, who’s a full-time
real estate broker, most team members
work part-time alongside other careers,
and that flexibility is intentional. The CJ
Team is structured to empower agents,
not overshadow them, giving full credit
to those doing the work.

That same philosophy extends to how
they work with clients. Their calm,
compassionate approach has earned
deep trust—and a steady stream

of referrals.

“We are not the real estate team that cares
about how many houses we sell per year.
The most important thing to us is doing
right by our clients—that we’re always
conducting ourselves ethically, honestly
and compassionately.” — Christopher

“Clients often don’t see the challenges
behind the scenes, because we do
everything we can to find solutions to
problems, to avoid causing them any
unnecessary stress.” — Jonathan

Inclusivity is not just a slogan for
Christopher and Jonathan—it’s a

lived value. As a same-sex couple

in a competitive industry, they’ve
faced skepticism and criticism, yet
they’ve remained unwavering in their
commitment to building a welcoming,
affirming environment for clients and
team members alike. Their recent client
appreciation event, attended by nearly
200 people, was a reflection of the
community they’ve cultivated.

At the heart of The C] Team is a mission
shaped by family values. Christopher’s
father was their biggest supporter, until
his passing in 2023, proudly promoting
the team well into his eighties. The
lessons they learned from him—to
work hard, act ethically and lead

with kindness—remain foundational.
Christopher has since reconnected
with his biological family in Colombia
and now advocates for adult adoptees,
an experience he is documenting in a
forthcoming book.

“Our driving force is not only the fact
The CJ Team is built on a foundation of
kindness, community and inclusivity,

but what our parents instilled in us. We
carry on our parents’ legacy through The
C] Team, by not only being good realtors,
but good human beings.” — Christopher

In 2025, The CJ Team found what they
consider their forever home at Oasis
Realty Group—a boutique brokerage
whose family atmosphere and resources
align seamlessly with their values. It’s

a place where they feel supported,
grounded and fully themselves.

Outside of real estate, Christopher

and Jonathan are rescue dog dads

to five dogs, volunteer with a Long
Island animal rescue and sponsor
local arts organizations, including the
CM Performing Arts Center, where
Christopher once performed. These
commitments underscore a simple
truth: for them, success isn’t measured
in units sold, but in lives touched.

“Im so grateful for what our brand
stands for and the fact that people get it.
One of the most important things to us
is wanting our clients to feel seen, heard
and respected, to know that it’s about
them first, not us.” — Christopher

“We really do consider our clients friends
and family. Without them, we wouldn’t
be where we are today and we are so
grateful for them.” - Jonathan

In a business often defined by
competition, The CJ] Team stands apart
by choosing connection. And that choice
has made all the difference.

Consumer Direct Title

Becainne Tille lnvarance is 3 Chotoe!™

BAR FOR
CONSUMERS

Better communication.
Cleaner closings.

In this class, consumers learn how to:

« List while avoiding delays

* Present offers with title in mind
* Reduce surprises through better
communication

+ Choose their title company

SCHEDULE A CONSUMER CLASS
WITH PATRICIA TODAY!

PATRICIA OLIVA

(516) 840-9147 | mytitiebill.com
VE—



RISING STAR

BY NICK INGRISANI
PHOTOS BY DANIEL WHITE /
DYNAMIC MEDIA SOLUTIONS

“In life I always try to give knowledge
and help people, it doesn’t matter what
it is. I will always give my time to people.
If someone calls me with any issue, I will
help them out. In real estate, I'm helping
families get the help they need.”

Originally from India, Abhishek
owned and operated a business
focused on electronics repair, technical
troubleshooting, and teaching others
how to work with both hardware and
software. He also developed hands-on

18 - February 2026

experience in electrical work, giving him
a practical understanding of how homes
function behind the walls. His life in
India was stable and successful, but he
and his family made the decision to move
to the United States in pursuit of greater
opportunities—particularly for his wife,
who was entering the medical field.

“We moved to the United States for our
family. My wife is in the medical field, so
there are better opportunities here. My
life in India was good having my own

A Business Built on
Knowledge, Sharing,
and Responsibility

business, so I essentially started from
scratch here.”

While Abhishek initially planned to
continue in a technical field, the reality
of rebuilding a career in a new country
proved challenging. He explored multiple
paths, from tech work to moving jobs,
and even helped people navigate car
loans, refinancing, and dealership
negotiations. Throughout it all, one
theme remained constant: he was always
drawn to understanding how systems

| always try to share. Whatever | have |

give away, and | always get something

back. That's why my clients are always
happy with me. | always give them
plenty of options to choose from.”

work—especially financial ones—and
helping others make smarter decisions.

That curiosity became personal when
Abhishek began looking to buy a home
for his family. Tired of paying rent and
determined to understand the process
fully, he took it upon himself to learn
every step of buying a home in New York.
What he discovered was eye-opening.

“I did most of the process for myself to see
how real estate works. I realized that a
lot of things were missing for me as a first
time buyer. I got my license before even
buying my home, which was a turning
point toward me coming to real estate. I
didn’t want the experience that happened
to me to happen to others.”

After closing on his own home in
Franklin Square in May 2022, Abhishek
fully committed to real estate. He

joined a well known team in Hicksville,
TeamRajJaggi, but the first six months
tested him deeply. Deals fell apart,
contracts were canceled, and he balanced
real estate work while driving Uber

to support his family. Still, he stayed

the course. By his seventh month,

&)

"4

he successfully closed with buyers

who had previously faced sethacks—
reinforcing his belief that persistence and
preparation make all the difference. After
gaining experience in a successful real
estate team, he’s now building his own
team, TeamSethi, which is also a part of
Jaggi Real Estate to deliver exceptional
client service and foster a culture of
growth, collaboration, and success.

As Abhishek gained experience,

his technical background became a
powerful differentiator. He developed
a reputation for digging deeper than
most agents—reviewing credit profiles,
income structures, and financing
scenarios well before clients ever made
an offer. While he refers clients to
trusted lenders, he handles much of the
groundwork himself, ensuring buyers
understand their true purchasing power
and avoid unpleasant surprises later in
the process.

That same diligence carries through once
a contract is signed. Unlike agents who
step back at that stage, Abhishek remains
fully involved—coordinating with
lenders, attorneys, and title companies,

reviewing permits, and flagging

issues early. In one 2024 transaction,
his attention to detail uncovered a
permit issue that could have cost his
client $60,000. Through persistence
and research, he helped resolve it for
significantly less, protecting his client’s
investment. In 2025, a similar issue
arose, with his experience he knew what
needed to be done, he re-negotiated the
deal before closing and got his client a
credit of $70,000!

“Most agents think the job is done once a
contract is signed. But in my case, I keep
in touch throughout the whole entire
process. I don’t work 9-5. If my client is
calling me, I answer the phone. 'm not
the kind of person to ignore a call.”

Today, Abhishek leads Team Sethi, a
small, intentional team built around
service rather than scale. While

he now mentors three agents, he’s
deliberate about keeping the team
manageable to ensure every client
receives hands-on attention.

That approach is reflected in his
business results. In 2024, Abhishek
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closed $15 million in sales. In 2025, he
has already surpassed $16 million, with
additional deals projected to push total
volume significantly higher. Nearly all
of his business comes from referrals—a
testament to the trust he builds with
clients by prioritizing education,
transparency, and responsiveness.

At the core of Abhishek’s philosophy

is a simple belief: knowledge should

be shared. Whether it’s explaining gas
lines, permit requirements, or financing
structures, he freely shares what he
knows—with clients and fellow agents
alike. He takes pride in ensuring his
clients never feel uninformed or rushed,
often narrowing their home search to
just five to seven showings by doing
extensive upfront legwork.

“T always try to share. Whatever I have

1 give away, and I always get something
back. That’s why my clients are always
happy with me. I always give them plenty
of options to choose from.”

When he’s not actively working with
clients, Abhishek is still learning—
taking classes, consulting attorneys,
and deepening his understanding of
contracts and regulations. His goal is
clear: no client should ever say they
weren’t told something important.

“I don’t want my clients to come back and
say something is wrong and that they’re
not satisfied. If I don’t have the answer on
hand, I will figure it out.”

For Abhishek, real estate isn’t about
transactions—it’s about responsibility.
Responsibility to educate, to protect,
and to follow through. It’s a mindset
shaped by starting over, built through
persistence, and sustained by a genuine
commitment to helping others move
forward with confidence.

CONSTRUCTION & RENOVATION SERVICES FOR
HOMEOWNERS « REAL ESTATE AGENTS » FIX & FLIP INVESTORS

LIFEID
Have a buyver who is interested in a home, but wants to know how I F E E SIGN

much renovations will cost? CONSTRUCTION, INC.
p L

We Offer FREE Renovation Evaluations Prior to Purchase!

(516) 510-1920 « LifeDesignConstruction@gmail.com « LifeDesignConstruction.com



COVER STORY

BY NICK
INGRISANI
PHOTOS BY
DANIEL WHITE /
DYNAMIC MEDIA
SOLUTIONS

PRECISION, PRESENCE, AND
THE POWER OF STILLNESS

In luxury real estate, where emotion and capital
collide, the most influential advisors are rarely the
loudest in the room. They are the ones who see
further, wait longer, and act with intention. Lisa
Fasano belongs firmly in that category, a strategist
by training, a master of presence by discipline, and a
power broker whose calm shapes outcomes.

With a Wall Street foundation in finance and
computer science and a lifelong devotion to
meditation and yoga, Lisa brings a rare duality to
every transaction she leads: analytical precision
paired with emotional command. It is not a practiced
calm, but an embodied one, and in high-stakes
negotiations, that distinction matters.

Born in the Bronx and raised in upstate New York,
Lisa followed an academic path defined by rigor,
earning a dual degree in finance and computer
science before entering the demanding world of
asset management on Wall Street. She thrived in
an environment where speed, data, and disciplined
decision-making defined success.

Then came September 11th. The event reshaped her
internal compass, prompting a deliberate and deeply
principled shift. Already a longtime practitioner of
yoga and transcendental meditation, Lisa stepped
away from finance not to retreat, but to recalibrate.
She began teaching yoga at a time when the practice
still centered on silence, discipline, and self-mastery.

“I taught yoga in the late *90s, at the forefront of the

movement. I wanted to help kids find silence and
God and be at peace because when there is peace,
there is no war.”

She taught children first, then expanded into
studios, camps, and schools, eventually working
with professional athletes, including the New York
Islanders. Her expertise extended beyond flexibility
or fitness; she trained focus, recovery, and mental
resilience, the same qualities that define elite
performance in any arena.

Over time, Lisa built and operated two successful

yoga studios, teaching power vinyasa and sports yoga

to Olympians, CEOs, and high performers navigating
intense seasons of life.

But as the yoga industry shifted toward
commercialization, Lisa once again made a
decisive choice.

“There was always a fire in me to go back to business.
Yoga became more about fitness and less about
stillness. You need to be still to hear the voice of God.”

The decision to leave was not rooted in
dissatisfaction, but discernment, a pattern that
defines her career. Lisa does not exit environments
when she fails. She exits when she outgrows them.

Real estate became the arena where both halves
of Lisa’s mastery could converge. Licensed eleven
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When it comes to negotiation,
knowing when to wait, when to
stay silent, and when to listen is

everything. Both sides need to feel
respected in the exchange.”

years ago, she entered the industry with clarity: she
believed the standard could be higher, analytically,
ethically, and experientially. Pricing strategy became
a natural extension of her Wall Street background,
grounded in data, market behavior, luxury-specific
patterns, and long-term positioning rather than
emotion or guesswork.

Her approach to marketing reflects the same
discipline. Each listing is treated as a bespoke asset,
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supported by analytics, Al-driven platforms, global
exposure strategies, and constant market research.
Nothing is released without intention.

“T have a full marketing plan for every property,” Lisa
explains. “In the luxury space, you need to understand
who is looking, where they’re coming from, and how
they engage. Every listing needs to be positioned
strategically, not generically.”

Her reputation for exacting standards is well-earned.
A misaligned curtain, a poorly framed photo, a
narrative that fails to communicate flow, these are
not aesthetic oversights to Lisa; they are market
liabilities. In luxury real estate, perception drives
value, and Lisa understands how detail, storytelling,
and presentation directly influence buyer psychology
and final outcomes.

She routinely invests significant capital into
preparing properties for market—not for recognition,
but for results.

What truly distinguishes Lisa is not just her
intellect, but her ability to regulate environments
under pressure. Her decades of meditation and
work with elite performers have given her an
intuitive understanding of timing, silence, and
emotional dynamics. In negotiations, this becomes
a strategic advantage. While others rush to fill
space, Lisa waits. While others react, she observes.
And often, the person who stays calm the longest
controls the outcome.

“When it comes to negotiation, knowing when to wait,
when to stay silent, and when to listen is everything.
Both sides need to feel respected in the exchange.”

Clients describe a sense of steadiness throughout the
process, a feeling that someone capable is holding

reach the open market, the quiet currency of true
luxury real estate.

Outside of real estate, Lisa maintains the practices
that sharpen her edge: twice-daily transcendental
meditation, rigorous physical training, swimming,
running through the greenbelt, and time in nature.
She studies quantum physics, explores emerging
technologies, and serves as a host on American
Dream TV.

She moves effortlessly between tradition and
innovation, between legacy wealth and modern
capital, fluent in both worlds. Lisa Fasano stands
apart in luxury real estate not because she seeks
attention, but because she commands trust. Her calm
is not softness; it is controlled power. Her presence
does not slow deals, it sharpens them. She is a
strategist, an advisor, and a steady hand in moments
that matter. Clients don’t just feel supported by Lisa,
they feel strategically protected.

In an industry often driven by noise, Lisa Fasano
proves that stillness, when mastered, is its own form
of authority.

the frame, even when complexity arises. When
challenges emerge, Lisa does not deflect or assign
blame. She works the problem methodically until
resolution is reached.

Lisa is not transaction-driven. She is
relationship-driven, and that distinction is central
to her influence.

Every year, she spends two full weeks cooking
elaborate homemade gifts for her clients, a tradition
rooted in gratitude rather than obligation. Her
seasonal Fasano Team cookbooks are both personal
and intentional, reflecting her belief that business, at
its highest level, is built on care and continuity.

“I always tell my clients they have me for life. 'm
deeply grateful for their trust.”

That trust compounds. It leads to repeat business,
referrals, and access to opportunities that never
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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.

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
V' licensed & Insured

W =i
Monster

Junk Removal &

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

Do You Have Listings With
Underground Oil Tanks?

A Little Due Diligence Gets Your Deal Done Right!

The Average Life Span of an
Oil Tank is 20 Years!

Our Experienced Team Can Assist With:

* In Place Underground Oil Tank
Abandonments

» Underground Oil Tank Removal &
Remediation When Necessary

* Aboveground Oil Tank Removal

* Supply and Install Next Generation
Aboveground Storage Tanks

 Oil Tank/Septic Tank locating with GPR
(Ground Penetrating Radar)

» 24-Hour Emergency Spill Response

* Phase | & Il Environmental
Site Assessments

* Soil, Groundwater and
Potable Water Sampling
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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
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