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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!

Preferred Partners

“CHECK OUT OUR 
NEW SPONSORS!”
HOMEstretch - Long Island
(631) 546-0260
www.home-stretch.com/
long-island

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

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

CONSTRUCTION
Life Design Construction, Inc.
(516) 510-1920
www.lifedesignconstruction.com/

FENCING
Top Rail Fences
(631) 275-2020
toprailfences.com/huntington/

HOME INSPECTION
Inspecticore, Inc.
(631) 366-2776
Inspecticore.com

INSURANCE
The Zabbia Insurance Agency
Rob Zabbia
(516) 799-3800
ZabbiaAgency.com

MOLD REMEDIATION
Healthy Home Services
(516) 206-1600
HealthyHomeServicesNY.com

MORTGAGE
Citizens Bank
David Goldklang
(917) 757-4957
DaveGoldklang.com

Financial Equities
(305) 343-2057
www.financialequities.com/
Homepage.html

Meadowbrook Financial 
Mortgage Bankers Corp
Rajin Ramdeholl
(516) 537-8942
MFMBankers.com/loanofficers/
Rajin-Ramdeholl/

MORTGAGE LENDING
Hartford Funding
(516) 595-7666
hartfordfunding.com/

MOVING & STORAGE
Hall Lane Moving and Storage
(800) 425-5526
Hall-Lane.com

Maffucci Moving & Storage
(631) 842-6400
MaffucciMoving.com

OIL TANK ABANDONED 
AND REMOVAL
C2G Environmental Consultants
(631) 414-7757
C2G.us

PEST CONTROL
Extermicore
(516) 584-5007
Extermicore.com

PHOTOGRAPHY
Dynamic Media Solutions
(631) 923-1464
DynamicMediaSolutions.com

PHOTOGRAPHY/VIDEO 
PRODUCTION
Andrew Malary 
Productions, LLC
(516) 865-3086
AndrewMalary.com

STAGING AND ESTATE SALES 
Invited Sales
(516) 279-6378
invitedsales.com/

TAX GRIEVANCE
Platinum Appraisals 
and Tax Grievances
(631) 242-1213
platinumgroupllc.com/contact/

TITLE SERVICES
Consumer Direct Title
(631) 923-2957
MyTitleBill.com

WEALTH MANAGEMENT
Silver Spring Capital
(973) 434-9130
SilverSpringCap.com
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Mastermind:
How Elite Agents Turn Commissions Into
Scalable Businesses and Lasting Assets
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Gratitude & Gold

The Refuge
515 Broadhollow Rd, Melville, NY

The Refuge
515 Broadhollow Rd, Melville, NY

November 5, 2026
5 PM - 7 PM

November 5, 2026
5 PM - 7 PM

Long Island Real Producers is the newest addition to the Core
Group family. A network of expertise, one commitment to you.

Excellence at our core.

Scan QR Code

to view our past events!

516-363-0575Stay connected—email us for updates and inquiries.

info@longislandrealproducers.com
For immediate assistance,
reach our team via text.

Business is Blooming

The room this summer
is coming together! ☀

Join the RP
community for
Summer Soirée — an
intentional gathering
of top agents and
trusted partners built
around meaningful
connection.

SUMMER
SOIREE

Follow Us Online!

LONG ISLAND REAL PRODUCERS 

@REALPRODUCERSLONGISLAND

LONG ISLAND REAL PRODUCERS 

@REALPRODUCERSLONGISLAND

DISCLAIMER: The articles and opinions expressed in this publication are 
those of the respective authors and do not necessarily reflect the views of 
The N2 Company d/b/a Real Producers (“N2”). Advertisements appearing in 
this publication are paid placements and are not endorsed or recommended 
by N2. N2 is not responsible for the statements, opinions, or business 
practices of any authors, contributors, or advertisers featured herein. 
Portions of this publication may include content created with the assistance 
of artificial intelligence (AI) tools by authors or contributors and may not be 
independently verified by N2.
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The Lifestyle We

PUBLISHER’S NOTE

As spring gives way to summer, Long 
Island settles into one of its most 
special seasons.

The beaches fill with families. Boats 
return to the bays. Village streets come 
alive with outdoor dining, concerts, 
farmers markets, and community 
events. The days stretch a little longer, 
the sunsets linger a little later, and for 
a few short months, there is nowhere 
quite like Long Island.

This summer also carries a unique 
significance as our nation celebrates 
the 250th anniversary of American 
independence. 

Here on Long Island, where history 
lives in our towns, harbors, landmarks, 
and communities, it’s a reminder of the 
generations who helped shape the place 
we call home. 

While the celebrations will be filled with 
fireworks, parades, and gatherings, they 
also offer an opportunity to reflect on 
the freedoms, opportunities, and sense 
of community that continue to make this 
country—and this island—a remarkable 
place to live, work, and raise a family.

For many of us in real estate, however, 
this season can pass in a blur.

The phones ring constantly. Showings 
fill the calendar. Closings stack up. 
Clients are eager to move before 
summer is in full swing. It’s the season 
we’ve prepared for all year—and the 
pace reflects it.

But as we embrace the opportunities 
this market brings, I hope we also 
remember to enjoy the place we are 
fortunate enough to call home.

Blaise Ingrisano  

& Christine Ingrisano 

Publisher/Area Directors
Long Island Real Producers
www.longislandrealproducers.com

One of the greatest gifts of living and 
working on Long Island is that the 
lifestyle we help our clients find is 
the very lifestyle we get to experience 
ourselves. Whether it’s a sunset on the 
Great South Bay, an evening at a local 
vineyard, a walk through one of our 
beautiful downtowns, a day on the 
water, or simply time spent with family 
and friends, these moments matter.

Success is important. Growth is 
important. Serving our clients at the 
highest level is important.

But so is taking the time to enjoy the 
season we’re working so hard to build 
our lives around.

As we move into the heart of summer, 
our hope for each of you is that you 
continue to achieve incredible things 
professionally while also creating 
space to recharge, reconnect, and enjoy 
everything that makes Long Island such 
a remarkable place to live.

Wishing you a season filled with both 
momentum and memorable moments.

Live
Sell

and
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A Home Loan Designed For 
Your Client's Future

Finding a great home loan involves careful consideration of needs, finances, and history. 
We are here to guide your clients home.

HARTFORD FUNDING, LTD. (NMLS ID #58160 - https://nmlsconsumeraccess.org) 100 Crossways Park Drive West, Suite 302, Woodbury, New York 11797 | 833-238-2280. Certain restrictions/limitations may apply. This is not 
intended as an o�er to extend credit nor a commitment to lend. Licensed in: FL, NJ (Licensed by the New Jersey Department of Banking and Insurance), NY (Licensed Mortgage Banker- NYS Department of Financial Services).

�������������
Chief Culture Officer
NMLS #127515, Mortgage Loan Originator

(631) 445-9807 | ej@hartfordfunding.com

HartfordFunding.com | (516) 595-7600

MOLD REMEDIATION | ODOR
AIR QUALITY | WATER DAMAGE

Give us a call to schedule an assessment 
to make sure you're not exposed to mold.

(516) 206-1600
service@hhsnys.com

HealthyHomeServicesNY.com

Sam Allman
Owner

IS IT SEASONAL ALLERGIES
OR MOLD EXPOSURE?

Seasonal allergy and mold
exposure symptoms can be very

similar. If you are feeling sick
indoors with lingering symptoms,

it could be poor indoor air quality.
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BY NICK INGRISANI •• PHOTOS BY CHRIS BASFORD AND DANIEL 

WHITE / DYNAMIC MEDIA SOLUTIONS

AGENT SPOTLIGHT

At a time when the real estate landscape continues 
to evolve—including the recent formation of 
Better Homes and Gardens Real Estate Realty 
Connect, one of the region’s largest brokerage 
networks—relationships remain the foundation of 
success. Few partnerships embody that truth better 
than Shari Delouya and Marci Imber.

From suite mates at SUNY 
Albany to the top of one of 
Long Island’s most referral-
driven real estate teams, 
Shari Delouya and Marci 
Imber’s relationship spans 
over 40 years and is the 
foundation of their real 
estate success. 

Shari and Marci met as 
seniors in high school, and 
both went to college at 
SUNY Albany. After college, 
their paths diverged — only 
to converge again, with 
remarkable results. Shari 
grew up in Bellmore, attended 
John F. Kennedy High 
School, studied finance and 
information systems at SUNY 
Albany, and later earned 
her MBA in finance from 
Fordham University. She spent 
years in corporate banking 
in New York City before 
stepping away after the birth 
of her fourth child. Her re-
entry into the working world 
came through her sister, 
Fern Karhu, co-founder and 
co-owner of Realty Connect 
USA, who drew Shari into the 
design and selection side of 
senior housing. 

“I just really loved real estate 
and decided to get my license. 
This was in 2002.” — Shari 

Marci grew up in Baldwin 
Harbor and has now lived 
in Merrick for over three 
decades. She embarked 
on a different, but 
complementary path. She 
earned a marketing degree 
from SUNY Albany, then 
went on to spend most of her 
career in sales, leaning into 
a natural passion for people 
and closing deals. When 
Shari called and asked her 
to join forces in 2011, the 
answer came easily. They 
had known each other too 
long — and too well — for 
either one to doubt what the 
other was capable of.

“We complement each 
other, work very hard, and 
never give up any showings. 
Everything we do is at a very 
high level.” — Marci 

What makes their 
partnership work is the 
depth of their relationship 
and the blend of strengths 
that make their approach 
one-of-a-kind. Shari brings 
the analytical engine: the 
business background, the 
financial fluency, the ability 
to price a home accurately, 
and explain the reasoning 
behind their approach. Marci 
brings the sales instinct 

and the relentless energy of 
someone who has spent her 
entire career reading rooms, 
connecting with people, 
and building relationships. 
Together, they cover every 
dimension of what a buyer 
or seller needs — and their 
clients feel it.

“We truly complement each 
other. I have the business 
background, and Marci has 
the sales and marketing 
background. The combination 
of the two really allows us 
to cover all aspects of what 
buyers or sellers are looking 
for. We have a great depth 
of industry knowledge, enjoy 
helping people, and approach 
this business with the highest 
integrity.” — Shari 

Their business model is 
deceptively simple: do 
exceptional work, and let 
the results speak. They don’t 
rely on splashy advertising 
campaigns. Instead, nearly 
all of their business comes 
through referrals — from 
past clients, from their 
network of friends, and 
anyone who’s engaged with 
their expertise. They’ve listed 
and sold for entire families 
across generations, earning 
the kind of trust that doesn’t 
come from a mailer or a 
social media post. It comes 
from showing up, every time, 
without exception.

“We’re so thankful to all the 
people who continue to refer 
us business. They know how 

to Their Clients

A Powerful Partnership with

Commitment
UnwaveringShariDelouya& Imber

Marci
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hard we work and that we’ll 
always do what’s best for 
them.” — Shari 

Shari or Marci attends 
every showing and answers 
every call. Open Houses are 
always a team effort. If a 
client needs a contractor the 
same afternoon, they find a 
way to get one there. When 
a seller doesn’t want open 
houses, they find another 
way to successfully market 
their home. When a buyer 
is overwhelmed, they hold 
their hand through the 
process. Busy agents will 

sometimes forego showing a 
house, but Shari and Marci 
operate with a different 
philosophy: get everyone in, 
even when it’s inconvenient. 
The results speak for 
themselves — most of their 
listings go under contract 
within two weeks.

Their philosophy toward 
pricing and negotiations 
is equally deliberate. Most 
importantly, they always 
give honest feedback and 
don’t force a sales pitch on 
anyone. They analyze every 
property from multiple 

angles before making a 
recommendation, present 
their thinking clearly, and, 
most importantly, listen to 
their clients. Sellers run the 
show, not the agents. Buyers’ 
needs come first. This ethos, 
they say, isn’t a strategy — it’s 
just who they are.

The team has grown to 
five, including three agents 
they’ve known for years. 
Their office is in Woodbury, 
and they hold licenses in 
both New York and Florida, 
allowing them to serve 
clients making the common 

migration between the 
two states. Looking ahead, 
they’re focused on expanding 
their presence in AI and 
digital marketing — an area 
they see as an untapped 
opportunity, given how 
much of their bandwidth is 
consumed by a steady stream 
of referrals. 

Outside of work, Shari 
recharges through travel, 
Broadway shows, and family 
time, while staying close 
to the Melville community 
she’s called home for 34 
years. Marci can usually 
be found on the pickleball 
court, out to dinner with 
friends, or chasing her 
grandchildren around. 

Through all their hard 
work and dedication, both 
Shari and Marci describe 
real estate less as a career 
than as a calling. They truly 
love what they do. Helping 
someone buy their first 
home, or helping a longtime 
homeowner move into 
the next chapter of their 
life, carries a weight that 
transcends the transaction. 
They’ve made lifelong 
friends through this work. 
They’ve shaped families’ 
futures. At the end of 
each day, they go to sleep 
knowing they gave people 
exactly what they deserved: 
honesty, tireless effort, and 
someone genuinely invested 
in their outcome.

“We’re great listeners, and we 
truly enjoy people. We both go 
to sleep at night knowing that 
we’re doing the right thing for 
our clients.

It’s so satisfying to help 
people achieve their dreams. 
The bottom line is we both 
really love what we do, 
and work hard to exceed 
expectations.” — Shari 
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Sanchez
A Business Built on Grit & Integrity
BY NICK INGRISANI

PHOTOS BY DANIEL WHITE / DYNAMIC MEDIA SOLUTIONS

AGENT SPOTLIGHT

M ichele Sanchez 
grew up in Rocky 
Point, left for a 

few years, and came back to 
build a home and raise her 
family there. While studying 
business management at 
Suffolk Community College, 
Michele caught the attention 
of Friendly’s leadership and 
was offered more money 
than her degree would have 
earned her. She decided to 
leave school and became the 
youngest general manager 
in the company, running the 
Rocky Point location before 
moving to Miller Place. 
When a better opportunity 
came along, she transitioned 
to be the General Manager 
of the Port Jefferson Frigate, 
and later she helped the 
owner manage multiple 
other businesses. She was 
good at managing people, 
anticipating problems, and 
keeping things running. But 
eventually, her heart wasn’t 
in it anymore.

“My passion was no longer 
in the food industry… I just 
knew I didn’t want to do that 
forever. I started having kids 
while working at Friendly’s, 
and I didn’t know my life 
would take me to real estate.” 

What ultimately pushed her 
toward real estate was a bad 
personal experience. When 
Michele and her husband 
were trying to buy their first 
home, their agent changed 
the paperwork after they had 
signed it. 

“It made me think that there 
have to be people in this 
industry who care about 
doing the right thing.” 

She got her license in 2004. 
At the time, she had three 
kids under four-and-a-half 
years old. Being a full-time 
agent and a full-time mother 
meant the early years were 

relentless, with no days 
off. But her background 
in management proved to 
be a key asset. She already 
knew vendors, contractors, 
and fellow managers. 
People who knew how she 
worked trusted her without 
hesitation, and her first 
clients came quickly. When 
she left the restaurant 
business, colleagues sought 
her out before she even had 
to ask.

“Once I got into real estate, 
it was easy to get my first 
few clients because they 
knew how I worked and they 
trusted me right away. That 
helped me get my foot in the 
door and my first few sales.” 

In 2010, she began working 
with a large builder who 
initially worked with 
multiple agents. Eventually, 
Michele became his sole 
agent to represent his 
numerous projects, earning 
a reputation for being 
someone whose word could 
always be trusted — a 

testament to the consistency 
and reliability she brought to 
every transaction.

Then came 2014. Michele 
became severely ill and was 
hospitalized for three weeks. 
She was diagnosed with 
Lyme disease, which was 
compounded by multiple 
tick-borne illnesses. She 
couldn’t walk or drive. 
When she was discharged, 
she had a walker. Then a 
cane. Her doctors had told 
her she might end up in a 
wheelchair, but eventually, 
through physical therapy 
and determination, she 
walked again.

To this day, she is still 
managing ongoing health 
challenges related to the 
illness, while continuing to 
build her career and support 
her clients and family.

“I had an assistant bring my 
laptop to the hospital. She’d 
pick up paperwork for me, 
and I’d do it in the hospital 
bed. It’s just the way I am. I 

Michele
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FREE Estimates!
888-863-2028 • info@c2g.us

LONG ISLAND | HUDSON VALLEY | WESTCHESTER | CONNECTICUT | NEW JERSEY

Do You Have Listings With 
Underground Oil Tanks?

A Little Due Diligence Gets Your Deal Done Right!

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 I & II Environmental 
   Site Assessments
• Soil, Groundwater and
   Potable Water Sampling

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

CALL FOR 
OIL TANK 

REPLACEMENT 
PACKAGE 
PRICING!

Real Producer 
Special

FREE Premium 
Scheduling

*Call for details & to schedule. 
Offer available for 

a limited time.

realize how important this 
transaction is for people and 
their families, and I didn’t 
want my being sick to impact 
anybody. I’m an overachiever. 
I just don’t stop. Because of the 
way the disease impacted my 
health and life, it just gave me 
a curveball. It is what it is.” 

In the middle of that 
recovery, Michele also 
studied for her broker’s 
license, took the exam, and 
passed. Her work ethic was 
unwavering amidst the 
turmoil of the illness. After 
years as their top agent, she 
decided to leave Century 21 
in 2023 and joined Signature 
Premier Properties.

“One of the reasons I came to 
Signature Premier Properties 
is that they’re very charity-
driven. That was something 
that inspired me. I like a 
company that gives back to 
communities and the public, 
and gives back to their agents. 
I feel a company is as good as 
their people are.” 

Last year, she closed over $31 
million in transactions — a 
number that understates her 
actual volume, since she also 
handles significant off-market 
work for her builder. Her 
husband, a retired park police 
sergeant, recently got his real 
estate license and has begun 
working alongside her. She’s 
also pursuing her Florida 
license, expanding her reach 
beyond Long Island.

And beginning this spring, 
Michele will be the new 
host of American Dream TV 
— a role that will spotlight 
Long Island’s lifestyle, 
communities, and real 
estate market.

“I’m excited to see where this 
all takes me and want to take 
the opportunity to showcase 
Long Island at its best.” 

What has never changed, 
through the illness, the 
career pivots, and the 
accolades, is how Michele 
approaches a client. She’s 
learned to read the other 
side of a negotiation and 
craft offers with creativity 
and precision — habits 
she traces back to her 
years in the restaurant 
business, where reading 
people and staying ahead 
of problems was part of the 
job description.

“I’m a straight shooter. I’ll 
tell you the good, bad, and 
ugly. I don’t push anybody 
into a transaction. If I see 
something wrong with a 
house, I’m going to point it 
out. I won’t ignore it so they 
buy the house. I work for my 
clients, and at the end of the 
day, I want them to feel like 
they made the right decision 
for them and their business 

and their future. If I do the 
right thing, they’ll refer me 
even if they don’t end up 
buying a home with me.” 

Outside of work, her 
greatest joy is her 
grandson. The flexibility 
that real estate offers 
means she can schedule 
around his life and actually 
show up. She credits 
her faith for carrying 

her through the hardest 
chapters of her life. 

“I thank God. God has gotten 
me everywhere that I am, 
considering that I almost died 
from Lyme disease. They told 
me I’d be in a wheelchair. So, 
the fact that I walk around 
and people don’t even know 
anything is wrong with me, I 
thank God for that. I’m very 
faith-driven.” 
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WE ALSO PROVIDE HOME
INSPECTION SERVICES. 

SAVE MONEY ON
PROPERTY TAXES
SAVE MONEY ON
PROPERTY TAXES

Roy Barrera
roy@platinumgroupllc.com •      RoyBPlatinum
(631) 242-1213 (O�ce) • (631) 766-9302 (Mobile)

235 Candlewood Path, Dix Hills
Serving New York, New Jersey, Connecticut & Florida

REAL ESTATE APPRAISERS AND PROPERTY
TAX GRIEVERS FOR RESIDENTIAL AND
COMMERCIAL PROPERTIES

F A M I L Y  O W N E D  F O R  7 0 +  Y E A R S  &  A W A R D - W I N N I N G

QUESTIONS? GIVE US A CALL!
631-543-6801 | HALL-LANE.COM

LOCAL & LONG DISTANCE MOVING
  PACKING • STORAGE • JUNK REMOVAL

M O V I N G  A N D  S T O R A G E  C O M P A N Y

Request a FREE estimate!
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BY NICK INGRISANI

PHOTOS BY DANIEL WHITE/ 

DYNAMIC MEDIA SOLUTIONS

BOUTIQUE COLLECTIVE

A Commitment to White-Glove Service

&Mark Stempel 
Jennie Katz

of Blue Island Homes:

The Boutique Collective
In real estate, influence isn’t defined by 
size—it’s defined by the experience you 
create, the relationships you build, and 
the reputation you earn.

Welcome to The Boutique Collective, a 
new Long Island Real Producers feature 
dedicated to spotlighting the boutique 
brokerages helping shape the Long 
Island real estate market.

In an industry often defined by size, 
scale, and brand recognition, these 
companies have chosen a different path. 
They have built businesses rooted in 
personalized service, strong cultures, 
local expertise, and a highly intentional 
client experience. Their success proves 
that influence isn’t measured solely by 
office count or team size—it’s measured 
by reputation, innovation, client loyalty, 
and community impact.

While they may operate with smaller 
teams, their impact on the market 
is anything but small. These firms 
consistently demonstrate that there is 
tremendous value in building a business 
that reflects who you are, what you 
stand for, and how you serve.

Throughout this series, we’ll introduce 
the leaders and teams behind some of 
Long Island’s most respected boutique 
brands, exploring their stories, 
philosophies, challenges, and the unique 
advantages that set them apart in 
today’s marketplace.

Because in a world where bigger often 
gets the spotlight, we believe there is 
something worth celebrating about those 
who have chosen to build differently—
and built it exceptionally well.

Welcome to The Boutique Collective.

Mark Stempel came to Long Island real 
estate after 35 years working in his 
family’s Manhattan firm, a company that 
touched every corner of the industry 
— multi-family acquisitions, retail, 
restaurants, and large-scale property 
sales. But when his brother-in-law, the 
company’s CEO, began thinking about 
retirement, Mark started thinking about 
what would come next. 

He and his partner, Jennie Katz, a 
successful agent herself, discussed 
opening a brokerage on Long Island. 
While Mark had spent more than 20 
years living on Long Island’s North 
Shore, Jennie had already built a strong 
presence serving both the South Shore 
and North Shore markets, making 
the expansion a natural fit for the 
company. They came together around 
a shared conviction that with all the 
consolidations, acquisitions, and mergers 

happening, the industry was moving in 
the wrong direction. In 2019, they opened 
Blue Island Homes together.

Why did you start Blue Island Homes? 
We felt that the industry was moving 
away from what our clients are looking 
for: white-glove service, discretion, 
availability, hand holding 100% of the 
time… Blue Island Homes allows us to 
stay close and connected to our clients 
and agents. We’re nimble, and we’re 
able to make decisions quickly since 
we’re not corporate. 

At the same time, we offer our clientele 
services that are above and beyond 
what other companies are offering. 
So we just feel that carving out a 
boutique niche for ourselves is where 
our clientele wants us to go, while the 
industry is going the other way. 

What does the culture inside  
Blue Island Homes actually look 
like day to day? 
We didn’t want to just say we’re a family 
and not mean it. As soon as our agents 
come into our offices, they become part 
of our family. They all go out at night 
together and become best friends. We 
have at least 10 to 12 people in the office 
every day, and they want to come in. 
From the beautiful decor, to the snacks, 
to the camaraderie. 

Plus, ownership is involved in the daily 
business of every transaction, so we’re 
able to help with issues in the field that 
need to move quickly. If agents come in, 
they know Jennie and I will be there. 

What separates Blue Island Homes 
from other brokerages on Long Island? 
We’ve been able to forge relationships 
with developers all over Long Island 
because they want to work directly with 
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ownership. In larger corporate offices, 
there’s no owner to talk to. 

We also launched Blue Island Estates 
within our company for homes $1.5 
million or higher, which automatically 
come with certain services that would 
normally be charged for, like getting on 
the front cover of a luxury publication, 
cocktail parties, or a car show with 60 
supercars parked in driveways. We want 
our clients to know that we understand 
the luxury market. There’s no beginning 
or end to what we’ll do for our clients. 
If they need a painter or a landscaper, 
we’ll be there for them.

You’ve been approached by 
companies looking to acquire Blue 
Island Homes. Why have you said no? 
We have a vision, and we want to 
continue to grow, but not grow so large 
that we can’t give that boutique service. 
We’re not trying to grow larger than 

four or five offices. We want to maintain 
that boutique identity. 

You recently opened a second office 
on the North Shore. What went into 
that decision?
It was the natural next step for us. I’ve 
lived on the North Shore for more than 
20 years and know the community 
well there. Jennie has also been selling 
homes on the North Shore for years and 
currently represents listings throughout 
the area, so this wasn’t a new market for 
us. It was an expansion of a market we 
were already actively serving. 

We took a very prominent corner 
location, right near the intersection of 
Glen Cove Rd and Northern Boulevard, 
and the build-out of the office is 
beautiful. We specialize in creating 
offices that both agents want to be in 
every day, and clients want to be with 
us too. Part of our boutique feel is not 

having fluorescent lights and drop 
ceilings. Our new office is all natural 
wood, fibers, and a natural color 
palette. It’s warm but clean looking, 
very inviting. We’re growing and 
have already recruited a number of 
experienced North Shore agents to join 
the office, allowing us to establish a 
strong local presence from day one.

With offices now serving both Long 
Island’s North Shore and South Shore, 
the company continues to expand 
strategically while maintaining the 
boutique, hands-on approach that has 
become its hallmark.

What qualities are you looking for as 
you bring on new agents? 
We would like our agents to live in 
the towns that we serve. The ability 
to understand your community and 
connect with your clientele can’t be 
understated. Clients frequently ask 

where you live, and if you live outside 
the area, they don’t trust that you’ll 
deliver the best service. Beyond that, we 
want people who are curious, focused, 
and looking to be successful. People who 
bring positivity to the office. And people 

who can communicate well — this isn’t 
the business for the shy.

Blue Island Homes was named the best 
boutique real estate agency on Long 
Island by Long Island Press in both 

2025 and 2026. Off the 
clock, Mark and Jennie 
have woven philanthropy 
into the fabric of the 
brokerage. Both were 
honored by Sunrise Camp 
on Long Island, which 
serves children with 
cancer, and Mark has 
been connected to the 
organization for over 20 
years. Every year, agents 
volunteer at the camp’s 
carnival, working the 
rides alongside the kids. 
Toy drives, food drives, the 
whole office participates.

Looking ahead, they’re focused on 
continuing to elevate the Blue Island 
Homes brand and preserve the 
culture that sets them apart. 
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and continue to influence both her personal and 
professional life.

From an early age, Tara was drawn to design, 
fashion, and aesthetics, fascinated by the way color, 
texture, and architecture could transform a space 
and create an emotional connection.

That passion eventually led her to study fashion 
design, marketing, and product development, 
providing a creative foundation that would later 
become a defining advantage in her real estate career.

“My children are my why. Family has always been the 
cornerstone of my life, and everything I have built 
professionally has been driven by a desire to create 
opportunities for the people I love.”

That commitment is reflected in her greatest source 
of pride: her two children. Her daughter, Juliette, 
26, is an attorney, and her son, Maxwell, 24, is an 
analyst at a financial firm. Watching them grow into 
accomplished, independent adults remains one of her 
most meaningful achievements.

When Tara entered real estate, she immediately 
immersed herself in every aspect of the business. As 
part of the highly regarded Lois Kirschenbaum Team, 

A s a luxury real estate broker with Daniel 
Gale Sotheby’s International Realty and 
member of the Lois Kirschenbaum Team, 

Tara Fox has built a reputation as one of Long 
Island’s most respected real estate professionals. 
Known for her strategic marketing, design expertise, 
and unwavering commitment to client service, she 
has successfully represented buyers and sellers 
throughout the North Shore’s most sought-after 
communities, including Roslyn, Roslyn Harbor, 
East Hills, Brookville, Old Westbury, Manhasset, Old 
Brookville and Cold Spring Harbor.

Tara’s success is rooted in a philosophy that combines 
market expertise with genuine human connection. 
She approaches every transaction with empathy, 
precision, and a deep understanding that buying or 
selling a home is often one of life’s most significant 
decisions. Her ability to anticipate clients’ needs, 
navigate complex negotiations, and deliver a highly 
personalized experience has earned her the trust of 
countless families and a reputation for excellence 
throughout the industry.

Raised in Great Neck as one of four siblings in a close-
knit family, Tara learned early on the importance 
of loyalty, hard work, and putting family first. 
Those values remain at the core of who she is today 

I AM CONSTANTLY 
THINKING BEYOND THE 
EXPECTED—anticipating 
needs, refining presentation, 
and elevating every aspect of 
the experience. I treat every 
home as if it were my own.”

TARA
AN EYE FOR DESIGN, A HEART FOR PEOPLE

FOX
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she developed a comprehensive understanding 
of luxury real estate, from pricing strategy and 
negotiation to marketing, staging, and client 
representation. Her dedication and work ethic 
quickly earned recognition throughout the company, 
from Rookie of the Year, and she has consistently 
grown her business year after year while earning 
membership in the Gold Circle of Excellence.

Tara became a broker just two years after obtaining 
her license, driven by a desire to deepen her 
expertise and better serve her clients at the highest 
level. Now in her second decade in the industry, she 
is known not only for her professionalism and results 
but also for her collaborative approach and strong 
relationships throughout the brokerage community.

“Broker relationships are incredibly important 
to me. Real estate is a relationship business, and 
collaboration often creates opportunities that 
ultimately benefit our clients.”

Her approach is defined by a balance of compassion 
and strategy. Tara understands the emotional 
significance behind every move, whether assisting a 
young family relocating from New York City, helping 
longtime homeowners transition to a new chapter, 
or advising clients on the sale of a significant estate. 

believes that personal well-being is essential to bringing 
energy and focus to every aspect of life and Business.

Community involvement is also important to Tara. She proudly 
supports organizations that make a meaningful impact on 
children and families, including Sunrise Day Camp–Long 
Island and the Children’s Medical Fund of New York. Giving 
back to the community she serves remains an important part 
of her personal and professional mission.

Today, Tara continues to build her business on the principles 
that have guided her throughout her career: integrity, 
dedication, innovation, and genuine care for others. 
Combining market expertise, design vision, and exceptional 
client service, she has become a trusted advisor to buyers 
and sellers across Long Island’s North Shore, helping clients 
navigate important transitions and achieve their real estate 
goals with confidence. 

Relationships are the foundation of her business, and from 
that foundation comes the concierge-level service for which 
she is known.

“I approach every transaction with care, intention, and 
attention to detail. I am constantly thinking beyond the 
expected—anticipating needs, refining presentation, and 
elevating every aspect of the experience. I treat every home as 
if it were my own.”

Over the years, Tara’s background in design has become 
a defining differentiator. She possesses a trained eye for 
presentation and understands how thoughtful styling, staging, 
and strategic marketing can maximize a property’s value. 
Her expertise in this area has led to frequent appearances on 
News 12 Long Island, where she has shared insights on home 
presentation, staging, and real estate trends.

That same visual sensibility translated naturally to social 
media, where Tara established a strong personal brand long 
before digital marketing became standard practice in the 
industry.

Through authentic storytelling, market expertise, and a 
deep connection to the North Shore lifestyle, she has built an 
engaged audience and created meaningful visibility for the 
properties and communities she represents.

Outside of real estate, Tara is committed to maintaining a 
healthy and balanced lifestyle. Whether through fitness, 
tennis, travel, or spending time with family and friends, she 

BROKER RELATIONSHIPS 
ARE INCREDIBLY 
IMPORTANT TO ME. 
Real estate is a relationship 
business, and
collaboration often creates 
opportunities that ultimately 
benefit our clients.”
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TopRailFences.com
(631) 275-2020
anthony.didio@toprailfence.com

Top Rail Fence Huntington
@TopRailFenceHuntington

FREE
Estimates!

Save My Contact Information

Top Agents Love to 
Stand Behind Durable 
Fencing Services

Top Agents
Reprints! 

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

Why do I need those? 

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

What if I changed companies or need something corrected in 

my article? 

No worries! We can make any changes needed. We send you a 
proof, you approve, and then they are sent to you via FedEx.

Who can buy these? 

The REALTOR® who was featured, the broker, our partner or 
family. Anyone who wants to promote you!

How do I order? 

Email us at info@longislandrealproducers.com

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

Print Me More!

L O N G  I S L A N D JUNE 2026

Agent Spotlight 
JATINDER SINGH 
Living the American 
Dream and Helping Others 
Fulfill Theirs

We Ask... You Tell!

How Mindset and 
Drive Built One 
of Long Island’s 
Top Teams

Zachary 
Scher

Event Recap
BUSINESS IS BLOOMING
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Z achary grew up in Setauket and 
always had an entrepreneurial 
drive. When he was 16 years 

old, he was already running his own 
business—designing logos, business 
cards, and websites for clients. That 
entrepreneurial instinct would 
become the throughline of everything 
that followed. He went on to get his 
undergraduate degree in Design from 
CW Post, followed by a Master’s degree 
at NYU in graphic communication 
management and technology.

“I got my Master’s because I always 
wanted to teach. Following that, I taught 
at a few universities: Dowling College, 
Briarcliff, St. Josephs and CW Post — all 
while running my marketing company and 
consulting for other companies as well.” 

Real estate came onto his radar during 
a summer break from teaching. He 
decided to get his license to explore 
flipping houses on the side. But once 
he got into the swing of the real estate 
market, he realized it’d be the perfect 
synergy of his interests and skills.

HOW MINDSET AND 
DRIVE BUILT ONE 
OF LONG ISLAND’S 
TOP TEAMS
BY NICK INGRISANI

CHRIS BASFORD / DYNAMIC MEDIA SOLUTIONS

COVER STORY

“After getting my license, I dove headfirst 
into it. It was something that brought all 
my passions together. I could do sales, 
teaching, marketing… everything.” 

Growing up watching his father run car 
dealerships and later oil companies, 
Zach was exposed to sales and 
negotiation from a young age. He jokes 
that Monopoly was his favorite board 
game—not just for the fun of it, but 
because even a board game can teach 
you something if you pay attention.

“It sounds simple and silly, but you 
have fun playing it and learn some 
fundamental  skills too. I’ve been buying 
and selling things all my life, so that 
aspect of real estate felt  like second 
nature to me.” 

When he got his license in 2016, Zach 
leaned hard into what he already knew. 
Social media was largely untapped 
in local real estate at the time, and 
his marketing background gave him 
a decisive edge. Within his first six 
months, he had sold six homes. By 

the end of his first full year, he had 
closed 40. He began stepping back 
from teaching, handed the reins of his 
marketing company to his father, and 
committed to real estate full-time.

After his first year on a team, his team 
leader encouraged him to go out on 
his own—a gesture Zach is grateful for 
to this day. He went solo briefly, but 
quickly realized that the volume he was 
generating required support. He began 
building Team Scher by adding partners, 
friends, and driven individuals one 
by one. What started as three or four 
people has grown to 20 to 25 members. 
They have been the number one team at 
Signature Premier Properties every year 
Zach has been there—six years running.

“I never recruit. It’s just been through 
people I’ve known and met, or people 
who’ve  reached out to me. When I 
review people, even if you have no 
sales background, if you have the right 
mindset and are a positive person, that’s 
most important. I look for that first. 
Then you need to have the fire within 

ZACHARY 
S C H E R
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you to push yourself and never settle. 
That drive is key.” 

As far as team culture, Zach 
continuously aims for a blend of 
work ethic and positivity. He sets high 
expectations for himself and his team, 
and he’s never rested on his laurels on 
past success. Every year, he continues to 
push everyone on the team to strive to 
be the best.

Looking into the future, he’s not intent 
on growing the team just for the sake 
of it. At 20 to 25 members, he’s found 
the bandwidth where he can lead with 
intention rather than delegation.

“I don’t want things to get watered 
down by hiring other people to help me 
run the team. I’m happy with the size 
of the team, and am always looking to 
try to help people on the team expand 
their businesses. In turn, that helps 
our overall team continue to grow and 
increase sales volume.” 

Behind all of it is a home life that Zach 
credits as the engine of his success. His 
wife is his rock—someone who supports 
him fully, helps raise their two sons, and 
makes it possible for him to show up at 
the level he does every day. Those two 
boys, it turns out, have inherited a lot of 
their father’s passions. Trading cards, 
football, Lego—things Zach loved as a 
kid are now things they do together.

“Now I get to revisit a lot of passions I 
had as a kid and relive them with my 
kids. Can’t imagine anything better than 
that. My wife truly gives me the ability 
to be successful. She’s a rock for me, 
helps raise the family, takes care of the 
household, and supports me in everything 
that I do.” 

Above all, Zachary points to his mindset 
as the most important factor in his 
success. In an industry that can be as 
punishing as it is rewarding, the ability 
to stay positive, stay focused, and keep 
pushing is what separates those who last 
from those who don’t. For Zach, that’s 
not a motivational talking point. It’s a 
daily practice.

“Having the right mindset and keeping it 
there is one of the most important things. 
I’m really able to maintain that, and it 
comes from having a great home base.”  

I don’t want things to get watered 
down by hiring other people to 
help me run the team. I’m happy 
with the size of the team, and 
am always looking to try to help 
people on the team expand their 
businesses. In turn, that helps our 
overall team continue to grow 
and increase sales volume.”
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DIGITAL
POTENTIAL

UNLOCK YOUR

How does it work?
Our team of experts help your business stay 
visible, credible, and connected online through expert 
social media, email marketing, and website solutions.

VISIT WWW.N2.DIGITAL FOR MORE INFORMATION

SOCIAL REACH
Affordable organic social

media management

EMAIL CONNECT
Targeted email and

SMS campaigns

WEBSITE ENGAGE
Smart website design

with chatbot integration

SOCIAL MEDIA | EMAIL | WEBSITE



9151 Currency St.
Irving, TX 75063

Call today to schedule!
(631) 923-1464

DynamicMediaSolutions.com

• High-Quality Photography
• Videography
• Floorplan Rendering
• 3D Matterport
• Drone Solutions
• Virtual Staging

SHOW HOW DYNAMIC YOUR LISTINGS
ARE WITH DRONE IMAGES


