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AWARD-WINNING LEADER
IN COASTAL BUILDING

We know how important your home is to your

well-being. As custom home builders for over forty

years, we have crafted and restored coastal and
luxury homes in Rhode Island and throughout N

England. Our goal is to create spaces that allow you

and your family to thrive.
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DAVITT

b~Live Well
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WEST KINGSTON, RI 02892

401.792.9799

DAVITTINC.COM
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@Zero Down Payment options @Non—QI\/I Loans
@Reﬁnancing Options @Investment Loans

@Home Equity Loans @Bridge Loans

Contact The Ferranti Group today
to learn how we can help you & your

clients!
F E R R A N T I Kenneth A. Ferranti
GROUP OF Branch Manager, NMLS #799937
loanDepot ® (401 595-5503
. NMILS#1 74457 @ Kkferranti@loandepot.com
Local Guidance. 1616 Pontiac Ave.

Cranston, Rl 02920

National Strength. J

@ Rates, terms, and availability of programs are subject to change without notice. loanDepot.com, LLG NMLS ID 174451. Rhode Island Licensed Lender, Licensed Loan Broker and Third Party Loan Servicer. This
information is not intended to be an indication of loan guallflcatgon loan approval, or a commitment to lend. Loans are subject to commitment and property approval. Not all products available in all areas.
s other limitations apply. loandepot is an Equal Housing Opportunity Lender.



Preferred Partners

Together with you, Rhode Island’s elite agents, we have curated this list. These trusted partners represent the absolute best

in their respective fields - they’re not just great at what they do, they understand the pace, professionalism, and care that top
agents like you expect. They proudly support your work, your publication, and the private events that bring our community
together. Please support them in return—and thank them for helping us celebrate the Rhode Island Real Producers community!

AIR QUALITY/MOLD TESTING EXTERIORS (ROOFING

Green Home Solutions & SIDING)
Dan Anderson Exact Exteriors
(401) 871-3335 (401) 408-2222

exactexteriorslic.com
CLOSING GIFTS

New England Grass Fed HEAT PUMPS
(401) 230-4027 East Bay Air Systems
NEGRASSFED.COM (401) 217-3244

eastbayairsystems.com
COUNTERTOPS
— GRANITE/QUARTZ
Rock Hard Countertops HomePro Inspections
(508) 982-8674 of Rhode Island
rockhardcountertops.com Hank Richter
(401) 821-5446
homeprorhodeisland.com

HOME INSPECTION

DESIGN & BUILD/REMODEL
Davitt Design Build

(401) 792-9799 HouseMaster Home Inspection
Davittinc.com Paul Miranda
(401) 632-6188
HouseMaster.com

ELEVATE YOUR CLOSING GIFT INTO THE START OF A

From Our Select New England Farms to Your Table—
Premium Grass-Fed Beef, Raised Right Since 2011.

ey 7 /
fCew Taglans 7

(/BRASS FED

Y MEATS OF DISTINCTION

(401) 230-4027 El!l,ﬁ@

negrassfed.com | Martin@negrassfed.com 310 ‘E"l.'

P
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Pillar to Post

Peter Hackett

(401) 354-2853
peterhackett.pillartopost.com

HOME MANAGEMENT
New Era Property Services
(401) 617-9527
www.nepsne.com

HVAC- HEATING & COOLING
Ocean State Air Solutions
(401) 293-0422
oceanstateair.com

LENDING SERVICES
Milestone Mortgage Solutions
(508) 356-5262
milestonemortgagesolutions.
com/CraigSnell

MORTGAGE LENDING

Annie Mac Home Mortgage
(401) 545-0172
annie-mac.com/lo/richbrandariz

MORTGAGE RESIDENTIAL
LENDING

BayCoast Mortgage

Rob Cinquegrana

(774) 301-3999
baycoastmortgage.com

MORTGAGE/REFINANCE
Ferranti Group of Loan Depot
(401) 595-5503
loandepot.com/branches/
cranston-ri

PAINTING CONTRACTOR
Greg Greene Painting
(401) 742-3777

PHOTO ORGANIZATION
Image Ten

(401) 373-4016
imageten.com

Molly Robinson Photography
(917) 860-3673
www.mollyrobinson
photography.com

PHOTOGRAPHY &
VIDEO SERVICES
Javier Rosa Photograpy
(508) 904-0186

www.javierrosaphotography.com/

ROOFING/SIDING
Rinaldi Roofing
(401) 219-9548
rinaldiroofingri.com

SMART HOME SYSTEMS
AQ Tech

(401) 655-1173
aqgtechri.com

Give More

Buyers the
Freedom to Own

With access to 300+ loan products, you
can help more clients break free and get

losing table, even those who don’t
fit inside the traditional lending box.

» Serve self-employed buyers, investors, foreign nationals
& more with Non-QM Programs.

* Financing for high-value purchases with
Jumbo & Super Jumboe loans.

» Help buyers compete with cash offers in today’s market
with Cash2Keys.

» Help buyers turn almost any property into their
dream home with Renovation loans.

= Open doors for first-time buyers who need upfront
assistance with 35+ DPA options across the country.

E We win more together. The more buyers you 59
can serve, the faster your business grows.

Contact me or scan the QR code get started.

E E () Rich Brandariz
; (401) 545-0172

Branch Manager
NMLS#: 7941

Corp NMLS#: 338923. AnnieMac Home Mortgage 551 South Water Street Unit 555, Providence, Rhode Island 02903
===l © 2025 American Neighborhood Mortgage Acceptance Company LLC (dba AnnieMac Home Mortgage, OVM with AnnieMac Home Mortgage, Unify Home
Lending). Lender NMLS ID# 338923. American Neighborhood Mortgage Acceptance Company LLC is not affiliated with or endorsed by any state or federal
government entities or any entities sponsored by the same. Cash2Keys® Cash2Keys is the registered service mark of Analytical Sciences Marketing Group,
LLC. 'Cash Offer’ and 'Buy Now, Sell Later" and 'Cash Bridge' programs are fulfilled by AnnieMac Private Equity Cash2Keys (Cash2Keys), an affiliate of
AnnieMac Home Mortgage (AnnieMac). Cash2Keys is not a financial institution and does not originate or issue loan commitments. You must be pre-approved
by Cash2Keys for each program's income and collateral requirements. Once approved, the offer and purchase will be in the name of Cash2Keys. You must
then purchase the home from Cash2Keys within 180 days. You are required to pay all transfer taxes associated with the purchase of the home. Visit
anmac.me/cash for terms and conditions. For complete licensing information, please visit: www.annie-mac.com/page/licensing.ltem# 9322741800.
Corp NMLS # 338923. Corp website: www.annie-mac.com. American Neighborhood Mortgage Acceptance Company LLC dba AnnieMac Home Mortgage,
(www.nmisconsumeraccess.org), Rhode Island Lender License # 20112810LL and Rhode Island Loan Broker License # 20143019LB



Meet
The

Team

John Ludes Stuart Titus Molly Robinson Jamie Harrington
Publisher Editor Photography Image Ten Real Estate
John.Ludes@N2co.com Photographers
401-680-0610

Follow us on our social
channels for the latest
info on exclusive
events, newsmakers

and more!
REALPRODUCERSMAGAZINE.COM/
HOME/RHODE-ISLAND

BayCoast

MORTGAGE.

'Why Choose BayCoast Mortgage?

Our Commitment is to YOU!

OO Mm

We want to help our neighbors finance the homes of their dreams. Whether you’re looking to
make a first-time home purchase, refinance, or build a new home, our team is ready to help you
navigate the mortgage process so you can achieve your homeownership goals.

the views of The N2 Company d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect
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 (Al) tools by authors or contributors and may not be independently verified by N2.

Heat Pump Experts. Trusted by Rhode Island Homeowners
— Preferred by Realtors

The state’s only heat pump-exclusive contractor.
RELIABLE. EFFICIENT. FULLY VETTED.
B L ek i e e i e s &

Why Heat Pump-Only?

We don't dabble. At East Bay Air Systems, heat
pumps are our entire business—not an add-on.
That means cleaner installations, deeper
knowledge, and a commitment to long-term
performance. We help your clients tap into
rebates, boost home value, and lower heating
bills with every project.

401.217.3244

“Ruarri, Jeff, and the crew .
www.EastBayAirSystems.com

were professional, polite,
and incredibly clean—
finishing a full day early.
The system works great,
the price was fair, and we’d
recommend East Bay Air
Systems to anyone.”

- Cheryl A. / East Providence

“East Bay Air Systems
replaced our old radiator
system with a heat pump and
did an excellent job. They
were responsive, professional,
and worked with us to design
the right setup. Highly
recommended!”

33 Veterans Memorial Pkwy,
East Providence, RI

GO' gle Serving all of

e Rhode Island &

RATED FIVE-STARS Southeastern MA

- Jennifer R. / Pawtucket

Our Mission:

Exceptional Service & Solutions Tailored Just for You
It is our mission to provide clients with exceptional
products and services designed to meet their specific
needs. We empower our mortgage team by providing
them with the tools, knowledge and support they
need to help their clients thrive!

Experience the BayCoast Difference:

All Our Decisions Are Made Locally, Allowing for:

e A faster and more efficient decision-making process
e Expedited credit decisions

e Customized finance solutions for your needs

Contact Us Today!

About Us:

A wholly-owned subsidiary of
BayCoast Bank, a reputable
community bank on the South
Coast of Massachusetts and Rhode
Island

Large enough to provide
high-quality products and services
offered by national providers
Small enough to deliver a more
personalized customer experience
in a community setting

Backed by cutting-edge technology
our clients can trust

We're your friendly neighborhood mortgage experts and we’re ready to help you!
Let’s have a conversation to see what mortgage options may be right for you.

Robert C. Cinquegrana
Vice President, Senior Loan Officer « NMLS #33140
508-235-9510

774-301-3999 508-730-6447

8 - July 2026

rcinquegrana@baycoastbank.com baycoastrcinquegrana.com

330 Swansea Mall Drive, Swansea, MA 02777

o

New Jersey—BayCoast Mortgage Company, LLC, 330 Swansea Mall Drive, Swansea, MA 02777, 877-466-2678, Licensed Mortgage Banker- NJ Banking and Insurance Department. New
Hampshire—Licensed by the New Hampshire Banking Department #19631-MB. Rhode Island—Rhode Island Licensed Lender. Virginia—BayCoast Mortgage Company, LLC, NMLS #1082048

swaey  (http://www.nmlsconsumeraccess.org/). Exempt from licensing in MA, CT, PA, MD, NC, SC, and FL.



Q: Who receives this publication?

A: This magazine is delivered to the top 300 real estate
agents in Rhode Island, ranked by sales volume. All our
Preferred Partners also receive both physical and digital
copies. With thousands of agents in the state, being included
in this elite group is a true distinction—a testament to

your hard work, talent, and dedication to excellence.

Q: Do real estate agents have to pay

for the magazine or events?

A: No! Both the magazine and our events are completely free
for top agents. They’re fully funded by our Preferred Partners,
who support and help us celebrate this exceptional community.

Q: What kind of content is featured?
A: The content is centered around you—the top producers
in Rhode Island real estate. Each issue highlights

GREG GREENE PAINTING

Your referrals are your brand. Protect them

with o painting partner who treats every
client like they're your most important ane.
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ALL ABOUT
RHODE ISLAND
REAL PRODUCERS

inspiring personal stories, professional milestones,
and behind-the-scenes insights into the agents
and Preferred Partners who lead this market.

We feature:
* Top-producing “Local Legends” in every cover story
» Rising stars in our “Agent to Watch” feature
» Spotlight Profiles on our Preferred
Partner businesses

All agent features are completely merit-based. There’s
no pay-to-play —we tell authentic stories about real
people making an impact. We welcome nominations
and referrals, as we’re always looking to celebrate
outstanding professionals we may not yet know about.

Q: Who are the Preferred Partners?

A: Preferred Partners are top professionals across

a variety of real estate related industries who have
been personally recommended by the top 300
agents in Rhode Island. They appear in every issue
of the magazine, participate in our events, and help
make this platform possible. These businesses are
trusted allies of our agent community, and together,
we’re building a powerful, collaborative network that
promotes business growth for everyone involved.

Q: Does Real Producers host events?

A: Absolutely. In addition to the magazine, we host private
quarterly invite-only events for our top agents and
Preferred Partners. These exclusive gatherings provide
opportunities to network, collaborate, share ideas,
celebrate wins, and grow together as a community.

Event details are shared in the magazine, on
social media, and through direct outreach—stay
tuned for our inaugural event this Fall!

Q: How can | recommend a business or feature story?
A: We’d love to hear from you! Whether you want

to nominate a fellow agent, highlight an unsung

hero, or recommend a business that deserves
recognition as a Preferred Partner, we’re all ears.

Email your suggestions or questions to:
John.Ludes@N2co.com

Breathe Better
with Expert
Mold and
Indoor

Air Quality
Services

@\ Safe éAffordable “ Fas ( Effective

SERVICES INCLUDE:
Mold Remediation ¢ Air Quality Testing * Home Detox Services
Better Air Environmental Probiotics ¢ Air Duct Cleaning « Odors « And More!

“ Dan Anderson BA, MBA
[ Owner Green Home Solutions of R.I.

(401) 871-3335 « dan_a@greenhomesolutions.com
17 Mt Ao T2 e/
y Aok [S5ellol R.l. Contractor Registration #41826 « NADCA Certified

HomeProRl.com = 401-821-5446 Eiiwd™

Molly Robinson Photography

HomePro~_  Protecting Rhode Island

Inspections

Portraits | Events | Architecture

Mowments Hhat [nspire

Home Buyers since 1999

FULL-SERVICE HOME INSPECTION COMPANY
( Why choose HomePro lnspections?
25+ Years of Experience « Online Scheduling
“ Full Suite of Services » Reports Within 24 Hours
# % % % % Rating on o ' with over 1,000 Reviews!

Inspections 7 Days a Week = Online Scheduling Available 4753

f§FBEEO

mollyrobinsonphotography.com E
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PUBLISHER’S LETTER

Staying in Your La

The most successful agents
aren’t doing everything
themselves—they're
focusing on the work

that creates the greatest
value for their clients

and their business.

ne of the most interesting
shifts I've observed
recently isn’t a change in

the market—it’s a change in the role
of the real estate professional.

It may seem counterintuitive, but the
most successful agents today aren’t
necessarily working more hours,
making more calls, or trying to do
everything themselves. Instead, they’re
becoming increasingly intentional about
where they spend their time and energy.

In many ways, the role of the
top-producing agent is evolving
from practitioner to CEO.

Now, before any solo agents stop
reading, let me be clear: this isn’t about
team size. Some of the most impressive
businesses in Rhode Island are built by
independent agents. Others are led by
large teams with multiple specialists.
What they often have in common,
however, is a clear understanding of
where they create the most value.

Every agent has a unique set of
strengths. Some are exceptional
negotiators. Others are gifted marketers.
Some thrive on building relationships
and generating referrals. Others

have a remarkable ability to guide
clients through complex situations

with confidence and clarity.

The challenge comes when talented
professionals spend too much of
their day doing work that doesn’t
require their unique expertise.

The highest-performing agents
I've met understand something

12 - July 2026
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important: not every task deserves
their personal attention.

Whether it’s leveraging a transaction
coordinator, partnering with trusted
vendors, outsourcing marketing
functions, or building a team around
specialized roles, the goal isn’t to do less
work. The goal is to focus more of your
time on the work that only you can do.

_-'__:_--m...

In this month’s cover feature, the

Kirk Schryver Team refers to this as
operating within your “zone of genius.”
Our Agent to Watch, Kevin Sokolowski,
advises to “stay in your lane”. Both

are channeling the intersection of
what you’re uniquely good at and
what creates the greatest value for
your clients and your business.

For some agents, that means spending
more time face-to-face with clients
and less time managing paperwork.
For others, it means focusing on
business development instead of
trying to become their own graphic
designer, social media manager,
photographer, or administrator.

The agents who continue to grow

year after year seem to understand
this instinctively. They recognize that
success isn’t about mastering every
function within the business. It’s about
ensuring every function is handled
well while protecting the time spent
on their highest-value activities.

AsItravel around the state and have
the privilege of meeting many of Rhode
Island’s top producers, 'm continually
impressed by the systems, partnerships,
and support structures they’ve built
around themselves. Not because they’re

ne ...Lil

trying to work less, but because they’re
trying to serve at a higher level.

Perhaps that’s one of the defining
characteristics of great leadership:
understanding where you’re most
valuable and having the confidence
to let others excel in the areas where
they are most valuable, too.

Whether you’re leading a large
organization or running a highly
successful independent practice,
the question is the same:

What would happen if you spent even
more of your time in your lane?

My guess is that your clients, your
business, and perhaps even your quality

of life would all benefit from the answer.

With gratitude,

John Ludes
Publisher
Rhode Island Real Producers
John.Ludes@N2co.com
401-680-0610
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Your Real Estate Photography Partner

In 2026

Photo | Video | Aerial | Zillow Showcase

TEN

REAIETATE PHOTOGRAPHERS

MAGE

www.imageten.com

401.373.4016

! = "' .
‘BN Professional
Installation.

We specialize in:

¥ Home Theater

v Smart TVs &
Custom Mounting

vl Whole-Home Audio

v/ Smart Lighting,
Security & Automation

Top Brands.

Personalized
Solutions.

Call us today at 401-655-1173
@ Visit: www.AQtechRl.com

Pillar To Post Home Inspection Packages include even more
exclusive and innovative features than ever. These new services
deliver speed, ease and convenience, getting you to closings
faster, saving you time and delighting your clients.

Also included with Premium
and Prestige Packages:

Standard with every
Home Inspection:

PTP360° ~ PTPFloorPlan

Interactive 360° F_E ; An accurate I
Visual Inspection fﬁ floor plan of the 1 _,_1[ ’ ;!
Summary Lo . entire home | fr=t==p=p
pT?ESE1T?t<eAS PTPHomeManual

Cost estimate
for Inspection
Summary items

-
[=] 5 [=] | | PILLARTOPOST

Get a HOME INSPECTORS

Preview
Here W] PETER HACKETT

peter.hackett@pillartopost.com
Where available. Not all services are offered

by every office. Each office is independently 401.354.2853

owned and operated.

The digital owner’s
manual for the home
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EVENTS TO CONNECT, COLLABORATE AND INSPIRE

RHODE ISLAND REAL PRODUCERS SPRING EVENT RECAP

e iy
; ~ B, o=

SPRING
WATERFRONT
ESTATE EVENT
- MAY 28TH,

2026

85 Nayatt Road
in Barrington

PHOTOGRAPHY BY MOLLY ROBINSON

We enjoyed an amazing afternoon
at a truly stunning waterfront
estate in Barrington. Agents caught-
up with each other and met with
trusted partners while enjoying
some great food and cocktails!

[E]f# % =]

Watch the
Video Recap!

VIDEOGRAPHY BY JAVIER
ROSA PHOTOGRAPHY

14 - July 2026 Rhode Island Real Producers - 15



PROVEN PERSPECTIVES: INFORMED CO

WRITTEN BY NELSON TAYLOR - FOUNDER, THE BLACKSTONE TEAM - COMPASS

PHOTOGRAPHY BY JAMIE HARRINGTON

The real estate industry is never short
on debate. Between lawsuits, policy
changes, mergers, acquisitions, and

a seemingly endless stream of new
rules, change is always on the horizon
and there’s always another headline
competing for our attention.

One topic generating plenty of discussion lately is the use of non-
MLS listings.

Depending on the brokerage, market, or MLS, these listings

go by different names. Some agents embrace them. Others
oppose them. Some simply misunderstand how they work. At
Compass, we call them Private Exclusives (PE), and when used
strategically, they can be a valuable tool for sellers.

A Private Exclusive is marketed much like any other listing,
with one important distinction: it lives on Compass’ platform
rather than the MLS. If the property later moves to the MLS, it
does so without accumulating days on market or public price
history. Many agents utilize a three-phase launch strategy:
Private Exclusive, followed by Coming Soon, and ultimately a
public MLS launch

The key question is not whether every listing should begin as a
PE. It's whether the seller should have the option.

In certain situations, the answer is absolutely yes. Some sellers
value privacy. Others want to test pricing in a controlled
environment before going fully public. Some simply want to
test a price, explore demand, before committing to a broader
launch strategy.

The criticisms I hear most often are that pre-market listings are
just for agents to double-end and/or that they limit exposure.
These can happen if PE is handled unprofessionally. But that’s
not how I approach them.

My responsibility is the same regardless of strategy: maximize
value for the seller, put their interests first, and conduct
business fairly within our real estate agent community.

16 - July 2026

PNS SHAPING OUR MARKET

Each month, a leading
voice from Rhode Island’s
top-producing real estate

community offers a firsthand
perspective on the issues,
trends, and opportunities
shaping our market.

Every listing begins with a data-driven valuation. From there,

I often recommend a PE price above that baseline—aggressive,
but still realistic. I also establish a separate MLS launch price
designed to generate maximum activity if we go public. The
objective is to identify the highest price and strongest terms the
market will support, not simply rush to the MLS because that’s
the way it’s always been done.

I also strongly encourage a pre-inspection. In my experience,
informed buyers write stronger offers and sellers gain more
certainty through cleaner buyer offers.

When marketing a Private Exclusive, I target the agents doing
the most business within that property’s specific market. These
are often the agents with the deepest buyer pools and the
strongest relationships.

Just as importantly, PE is not a pocket-listing strategy for my own
buyers. Our team does not practice dual agency, and I don’t limit
opportunities to Compass agents. A qualified buyer is a qualified
buyer, regardless of brokerage affiliation; In fact, 4 out of the last
6 of my PE deals were with “co-brokes” at other companies.

Typically, I give agents 24 to 36 hours to evaluate the property
and determine whether they have a buyer. If there is no
meaningful interest, I move on to the next group. Buyers’ agents
appreciate the opportunity to secure unique opportunities for
their clients, while sellers benefit from highly targeted exposure.

In most cases, I recommend a PE period of approximately seven
days. That’s usually enough time to gauge demand without
delaying or injuring a broader market launch.

At the end of the day, this isn’t really about Private Exclusives
versus MLS. It’s about strategy. Every property, every seller, and
every market presents a different set of circumstances.

The only question that matters is this: What path gives

the seller the best chance to achieve the highest price, the
strongest terms, and the smoothest transaction? The answer
won’t always be the same. That’s why having more than one tool
in the toolbox matters.

EXTERIORS

ROOFING SIDING WINDOWS

We work closely with top agents and homeowners to prioritize high-impact improvements that get listings sold. Whether your clients
need minor touch-ups or full exterior overhauls, we're here to help you close faster and for more.

v/ Certified roofing & siding systems with transferable warranties v’ Realtor-friendly scheduling & priority availability
v/ Trusted by homeowners, HOAs & property investors v/ Fast turnarounds. Beautiful results.

AL
‘_L_E Check out our

- 100+ 5-star
Google Reviews

Your Partner in Pre-Sale (and post sale) Exterio
SERVING ALL RHODE ISLAND & SOUTHERN MASSACHUSETTS ----------------

At Exact Exteriors, we specialize in transforming homes to maximize curb appeal and sale value—fast. From roofing, siding, and windows to
doors, carpentry, and painting, our licensed and insured crews deliver high-quality work with clean job sites and reliable timelines.

r Renovations

YOUR CLIENTS ARE IN GOOD HANDS.

Call Jason at (401) 408-2222 for a free pre-sale consult
exactexteriorslic.com

Home Inspections.
Done Right.
Guaranteed.

HouseMaster.

Home Inspections
o rwighborly compony

Paul and Lisa Mifqnda |( -
Educating Home Buyers is Our Passion!

4 Key Benefits of HouseMaster
Home Inspections for Real
Estate Agents

* Professional communication
creates a smooth transaction.

* An educated buyer has confidence
in their purchase decision.

* Working with your schedule saves
you valuable time.

* An exceptional inspection includes
accurate and current information.

One Call Does
It All -

Our team coordinates all
ancillary inspections
and testing
Inspections 7 days a week.
Reports within 24 hours.
90-Day Limited Repair
Reimbursement Guarantee*

Call or Text: 401-632-6188 | Paul.Miranda@HouseMaster.com
Book 24/7 online at: HouseMaster.com/593

*Where available. Not all services are offered by every office. Each office is
independently owned and operated.
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HERE'S WHAT THE TOP 300 AGENTS IN
RHODE ISLAND SOLD IN CALENDAR YEAR 2025...

SALE VOLUME

10,708

TOTAL TRANSACTIONS

$22,377,934

AVERAGE SALES VOLUME
PER AGENT

35.7

AVERAGE TRANSACTIONS
PER AGENT

BY THE
NUMBERS

$6,713,380,187

Javier Rosa Photography specializes in delivering
TOP-TIER PHOTOGRAPHY AND VIDEOGRAPHY SERVICES
designed to help clients stand out in the competitive real estate market.

_:1 -

_,'l:_..L __;,;__t-.
Al

Our high-quality photos and professional videos are crafted to attract maximum
attention to open houses and private showings. We prioritize exceptional
customer service and use expert techniques to capture the best angles, ensuring
every home looks its absolute best. Our creative and high-quality videos are
tailored to showcase properties in the most compelling way.

Weddings | Commercials | Branding | Media Production | Digital Marketing

o/ Len,

PHOTOGRAPHY

Voted South Coast’s BEST
Photographer & Videographer “2025”

508-904-0186




AGENT TO WATCH

ome agents build their
business around transactions.
Kevin Sokolowski built his
around transformation.

Over the past six years, the founder of
The SoldWithSoko Team has quietly
emerged as one of Rhode Island

real estate’s rising stars, surpassing

$50 million in career sales volume,
helping more than 140 families achieve
their real estate goals, and closing
nearly $14 million in sales across 31
transactions in 2025 alone. Yet ask

Kevin what changed the trajectory

of his business, and he won’t start by
talking about marketing strategies,
lead generation, or market share.

He’ll talk about faith. He’ll
talk about family.

And he’ll talk about the discipline
that comes from showing up
every day committed to becoming
a better husband, father,

leader, and professional.

The numbers are impressive. The
mindset behind them is what
makes Kevin someone to watch.

Many clients are surprised to learn
just how intentionally Kevin structures
his life. Mornings begin with prayer
and Bible study. Family time is

Trust=—
rocess

Faith, family, and fitness have become the foundation of
Kevin Sokolowski's rapid rise in Rhode Island real estate.

non-negotiable. Fitness reri‘lains a
consistent priority. While those

habits may seem separate from real
estate, Kevin believes they directly
influence his ability to serve others

at the highest level. They keep him
grounded, energized, focused, and fully
present for the people who trust him

to guide one of the most important
financial decisions of their lives.

“Without Jesus, I genuinely wouldn’t
have any of this,” Kevin says. “I'm
beyond grateful for the family and

___lifestyle I've been blessed wi

That perspective influences far more
than his personal life. It shapes the
way he approaches clients, leads his
team, and defines success. While many
agents focus exclusively on transactions
and volume, Kevin believes the true
measure of success is the positive
impact you make on families and the
community around you. It’s a lesson
reinforced by both his faith and the
mentors who helped shape his career.

“My family has been my biggest
influence,” he says. “But I've also been
fortunate to learn from people who

showed mesthat success isntju
the n ers. It’s about the differ
yo - - >
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Ironically, that people-first philosophy
has become one of the biggest drivers
of his business growth. Kevin isn’t
searching for the latest shortcut or
trying to reinvent the wheel. Instead,
he has doubled down on something
much simpler: relationships. By focusing
relentlessly on serving clients,.earning
trust, and delivering a true white-
glove experience, he has created a
referral-based business that continues
to gain momentum year after year.

Many of the families Kevin helped early
in his career have since returned when
it was time for their next move. Others
have introduced him to friends, family
members, neighbors, and coworkers.
Those referrals aren’t something

he takes for granted. To him, they
represent the ultimate compliment.

“I'd rather lose a deal today if it means
preserving trust for a lifetime,” he says.
“When people know you genuinely
care about helping them make the
right decision, they never forget it.”

That mindset has proven especially
powerful in Rhode Island, where
rela'uonshlps matter and reputations




Part of that growth has come from
lessons learned through experience.
Early in his career, Kevin admits

he tried to wear every hat in the
transaction. Like many ambitious
agents, he felt responsible for solving
every problem and answering every
question. Over time, however, he
discovered that the best service

often comes from simplification.

Today, one of his core philosophies
is “staying in your lane.”

“Finance belongs to the lender.
Legal belongs to the attorney,” he
explains. “The key is having great
people around you that you trust.”

That realization transformed not

only his business but also the client
experience. Rather than trying to

be everything to everyone, Kevin

has built a trusted network of
professionals who each excel in their
specific roles. The result is a smoother,
more efficient process and a level of
accountability that clients appreciate.

It is also a reflection of his leadership
style. Kevin understands that great
businesses aren’t built by individuals
working harder; they’re built by teams
working together. By surrounding
himself with trusted partners and

I'd rather lose a deal
today if it means
preserving trust for
a lifetime. When
people know you
genuinely care about
helping them make
the right decision,
they never forget it.”

focusing on his own zone of expertise,
he has created a foundation that
supports continued growth while
maintaining the personal service

that has become his trademark.

Looking ahead, Kevin remains
optimistic about Rhode Island’s housing
market. While inventory challenges

and interest rate fluctuations continue
to shape buyer behavior, he believes
opportunity remains abundant for
clients who are prepared and properly
guided. Areas with strong schools,
coastal access, and proximity to
Providence continue to attract demand,
while Rhode Island’s limited housing
supply supports long-term value.

More importantly, Kevin
believes the coming years will
reward agents who prioritize
relationships over transactions.

As technology continues to evolve
and consumers gain access to more
information than ever before,

he believes the value of a trusted
advisor will only become more
important. Buyers and sellers don’t
simply need information; they need
guidance, perspective, and someone
willing to put their interests first.

If he could go back and offer advice
to the version of himself who was just

entering the business six years ago, it
would be simple: trust the process.

“Focus on service over speed,”
he says. “Don’t chase volume at
the expense of integrity.”

Those words have become something of
a blueprint for the career he’s building
today. By leading with faith, prioritizing
family, maintaining discipline, and
staying committed to serving others,
Kevin has created a business that is
both successful and sustainable.

For his clients, that means having an
advocate who genuinely cares about
helping them achieve their goals.
For his peers, it means watching

a talented professional whose

best years may still be ahead.

And for Kevin, it means continuing
to do what has worked from the
very beginning: keeping faith first,
family close, and people at the
center of everything he does. ¥
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pend an afternoon

with Martin Beck

and it doesn’t take
long to realize cattle are
only part of the story.

Martin is the founder of
New England Grass Fed, a
Rhode Island-based business
known for producing
exceptional grass-fed beef
served everywhere from
neighborhood dinner tables
to some of the region’s
most celebrated kitchens.
But as you continue the
conversation, it moves
quickly beyond beef. What
unfolds instead is a story
about instinct, timing, risk,
resilience—and, ultimately,
coming full circle.

“Sometimes the business
model you leave behind
like wandering cattle,”
Martin says with a smile,
“is the one you eventually
come back to.”

That perspective was
hard-earned.

When Martin launched

New England Grass Fed
in 2011, he had no land,

26 - July 2026
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limited capital, and what

he describes as “a healthy
amount of risk tolerance.”
His father, a veterinarian
and Cornell graduate, had
long encouraged him with
one simple piece of advice:
Bet on yourself. Martin’s
career as a landscape
architect was winding

down just as the local food
movement was taking

off across New England.
Consumers were becoming
more thoughtful about
sourcing, quality, and where
their food came from. Martin
recognized the shift—and
saw opportunity in it.

The spark came a few years
earlier in an unlikely setting:
a Cub Scout meeting. A
group of dads floated the
idea of buying a local beef
steer together and dividing
it among their families.

That search led Martin to
Little Compton, where he
met an Irish farmer with
a Hereford steer grazing
in the morning grass.

Martin still laughs,
remembering the farmer
proudly describing the
animal as “shaped like

a freezer on legs.”

A month later, the families
split up steaks, burgers,
ribs, and everything in
between—and it was a hit.

“It was a total success,”
Martin says. “But we all
walked away asking the
same question: why isn’t
more of Rhode Island
eating beef like this?”

The answer was clear.
The beef was exceptional.
But there was no system

connecting that product to
the people who wanted it.
Martin stepped in to

build the bridge.

Before long, that beef

was appearing on menus
throughout Newport and
Providence and making

its way through farmers’
markets from Wickford

to Westerly. What began

as helping one farmer sell
beef became something
bigger: building a regional
brand around thoughtfully
raised pasture-fed beef and
creating direct relationships
between producers,

chefs, and families.

Soon after, Martin made
the leap himself.

With no land and no money,
he borrowed $40,000 from
a friend on a handshake

and bought a small group of
cattle. Through partnerships
with grazing farms around
New England, he raised
them on pasture through

a contract-grazing model.

“We were all in with a
pair of eights,” he says.
“But we believed in the
product.” The bet paid off.

New England Grass Fed
steadily built a loyal
following among chefs,
home cooks, and wholesale
buyers drawn not only

to the quality of the beef,
but to the story behind it.
Martin is quick to point out
that the business wouldn’t
have survived the early
years without the support
of his wife, who carried the
family financially while the
company found its footing.

“Without that support,”
he says, “there’s no New
England Grass Fed.”

In 2016, the business
entered a new chapter
when Martin was offered

a lease on 140 acres on
Aquidneck Island, where

he built Cloverbud Ranch.
There, cattle rotated through
fresh pasture in carefully
managed paddocks,

supported by a regenerative
grazing model designed to
improve soil health while
producing exceptional beef.

The work was relentless—
but deeply rewarding.

“The fence always needed
attention. Something was
always broken,” Martin
says. “But watching cattle
move onto fresh grass—
that part never got old.”

The herd grew, and so did
Martin’s belief in the broader
mission behind the work.

Over time, he became

an advocate not just for
grass-fed beef, but for
regenerative agriculture,
local food systems, and
land stewardship. He
lectured at Johnson & Wales
University, encouraging
aspiring chefs to embrace
whole-animal cooking
and understand the value
behind locally raised food.

“Beef quality improves
when soil improves,” he
says. “And when you do it
right, everything benefits.
It’s all connected.”

That belief in connection
extends far beyond the ranch.

Martin with \
Anthony Bourdain¥

Martin often talks about
“Givers Gain”—the idea

that generosity tends to
come back around. It’s a
philosophy that has shaped
how he approaches both
business and community.
Over the years, New England
Grass Fed has supported
local meal programs, school
agriculture initiatives, youth
sports, and countless Rhode
Island gatherings where
food brings people together.

“Communication and
respect are at the center
of every successful
relationship,” Martin says.
“Business is no different.”

By 2020, New England Grass
Fed brought in a partner
to manage herd operations
while Martin focused on
sales and growth. But

after years of balancing
ranch life, logistics, and
business, the pace became
difficult to sustain. In 2025,
Martin sold his share of
the ranch operation.

For some, that might feel
like an ending. For Martin,
it felt more like a return.

Today, New England Grass
Fed operates through a
trusted network of ranch
partners across Rhode
Island, Massachusetts,

and Vermont—bringing

the business back to its
original contract-grazing
model, now strengthened by
fifteen years of experience
and relationships.

“The journey brought us
right back to where we
started,” Martin says. “Just
older, wiser, and with
better relationships.”

And maybe that’s
the through-line in
Martin Beck’s story.

Not simply cattle. Not just
entrepreneurship. But
relationships, built patiently
over time through trust,
generosity, consistency,

and showing up for

people again and again.

Whether it’s beef for a family
dinner, a chef’s tasting
menu, a closing gift for a
client, or a backyard grill-

up among friends, Martin
sees food as something
bigger than the meal itself.

A connector. A conversation
starter. A reason to gather.

“Breaking bread together
still matters,” he says. “That

part never changes.”

For Martin Beck, that’s the
real product after all. &
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Kirk Schryver

ome of the strongest
partnerships

begin with a little
competition.

Long before they became
one of Rhode Island’s

most respected real estate
teams, Elizabeth Kirk

and Lisa Schryver were
successful agents building
independent businesses.
Coming from similar creative
backgrounds—Elizabeth in
film publicity and Lisa in
magazine publishing—they
quickly became close friends.
Yet beneath that friendship
was an unmistakable
competitive streak.

That dynamic continued
for several years until a
memorable New Year’s
Day listing appointment
changed everything.

A seller had independently
contacted both Elizabeth and
Lisa about representing a
property. After interviewing

ﬁ... -qe;uv =
Sl o “‘“-h:

both women, the sellers
came back with an
unexpected proposal: they
couldn’t decide between
them and wondered whether
they would consider listing
the property together.

For Lisa, it was a defining
moment. “That message
was our lightbulb moment,”
she recalls. “We realized
that if we combined

our strengths instead of
competing against each
other, we’d be unstoppable.”

Nearly six years later,

that decision has proven
transformative. Together,
the Kirk Schryver Team
has facilitated more than
1,066 transactions and
over $737 million in Rhode
Island sales volume, while
earning recognition as one
of the top 1.5 percent of
agents nationwide. Yet ask
Elizabeth and Lisa what
they’re most proud of, and
the conversation quickly

N

shifts away from statistics
and toward relationships.

“We can teach anyone the
mechanics of a transaction,
but we cannot teach them
to care,” Lisa says. “When
Elizabeth and I bring on
team members, we look
for culture and values
alignment above all else.”

That philosophy is reflected

in every member of the team.

For Jan Lyle Malcom, real
estate has been woven into
her life since childhood.
Raised by a father who
spent more than fifty years
as a respected Rhode Island
broker, she developed

an early appreciation for
both the business and

the homes themselves.

“As a young girl, I had been
fascinated by architecture
and layout design,” Jan says.
“Guiding clients successfully
through intimate and
potentially fraught

transactions has brought me
immense joy over the years.”

Rebecca Rubin brings over
a decade of experience,
sharp intuition, and an
unwavering commitment

to her clients. Known
among her teammates as
both an exceptional agent
and a trusted friend, she
has built a loyal following
of clients who appreciate
her professionalism and
practical guidance. Rebecca
has also observed firsthand
how the market continues to
evolve and how client needs
have shifted in recent years.

“The most surprising trend
has been the volume of
all-cash Baby Boomers
entering the market,”
Rebecca says. “With
interest rates fluctuating,
older homeowners are
prioritizing lifestyle

over their mortgages by
downsizing and moving
closer to family.”




Sarah Mackley’s journey into
sales followed a different
path. Before becoming an
agent, she worked behind the
scenes supporting Compass
agents throughout Rhode
Island on the marketing

side of the business. That
experience gave her a
unique perspective on

what separates good

agents from great ones.

“Before joining the team, I
supported Compass agents
across the state on the
marketing side, so when
the opportunity came to
make the move into sales,
it was an easy decision,”

Sarah says. “As a newer
agent, being part of a team
of this caliber has been
instrumental in my growth.
The support and mentorship
of such accomplished
colleagues has opened doors
I simply wouldn’t have had
starting out on my own.”

Matthew Schryver
represents the next
generation of the business.
After years of observing
the industry through his
mother, Lisa, he officially
joined the team and is
helping expand its reach
throughout Newport

and Aquidneck Island.

“Working alongside industry
icons like my mom, Lisa
Schryver, and Elizabeth
Kirk has been an invaluable
experience,” Matthew

says. “Our six-person

team has been incredibly
supportive since I joined
last year. I am thrilled to

be in a position where I

can continuously grow and
serve my clients, especially
the friends who trust me
with their milestones, at the
absolute highest level.”

Although their backgrounds
are different, the team’s
members share a
remarkably similar outlook.

They view real estate not
simply as a sales profession,
but as a service business
built on trust, relationships,
and genuine care for

the people involved.

That mindset is especially
important because nearly
all of the team’s business
comes from repeat
clients and referrals.

“After almost six years in

the business, we’ve shifted
away from transactional
cold-calling to running a 150
percent relationship-driven
business,” Elizabeth explains.
“We’ve been fortunate

After almost

in
the business,
we've shifted
away from
fransactional
cold-calling
fo running a

150 percent

We've been
fortunate
enough fo turn
past clients
into

and
lifelong friends
info clients.

enough to turn past clients
into lifelong friends and
lifelong friends into clients.”

For a business built almost
entirely on referrals, culture
isn’t just important—it

is essential. Every client
interaction reflects on the
entire organization. That’s
why Elizabeth and Lisa have
been so intentional about
surrounding themselves
with people who share

the same values and
commitment to client care.
Just as importantly, they have
structured the organization
so that every member can
contribute in the areas
where they excel most.

“We structured our team

so that everyone operates
within their ‘zone of genius,’
which ultimately provides

a better experience for

our clients,” Lisa says.

Rather than asking everyone
to perform every role, the

team leverages individual
strengths. Elizabeth and
Lisa often focus on strategic
negotiations, client advisory
services, and listing
marketing, while other
team members provide
critical support through
transaction coordination,
operational management,
client communication,

and showing assistance.

The result is a highly
collaborative environment
where no detail falls through
the cracks. Clients benefit not
only from the experience of
seasoned advisors but also
from the responsiveness,
expertise, and support of

an entire team working
behind the scenes on their
behalf. Everyone has a role,
everyone contributes, and
clients feel the difference.

It’s a model that has
helped fuel remarkable
growth while preserving
the personalized service

that built the business
in the first place.

In an industry that often
celebrates volume and
production above all else, the
Kirk Schryver Team remains
focused on something

far more enduring.

“We treat every single client
exactly the same—whether
your budget is $300,000 or
$3 million,” Elizabeth says.

Because for this team, every
transaction is ultimately
about people. It’s about
helping families navigate
important decisions,
guiding clients through
emotional milestones, and
building relationships that
last long after the closing
table. Sixteen years after
that fateful New Year’s

Day listing appointment,
that commitment to
relationships continues to be
the foundation upon which
everything else is built.
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Luxury Home Management &
White-Glove Housekeeping
Under One Roof
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At New Era Property Services we 5 ElN 150
identify all services required to protect

and maintain luxury homes (dryer vent
cleaning, septic maintenance, snow
removal, generator & HVAC services,
etc.). As the homeowners single point
of contact, we manage, schedule and
pay all vendors. Our white-glove
housekeeping service provides expert
cleaning, bed making, laundry, errands,
organizing, meal prep, pet walking

and more.
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Elevate your real estate offerings—one exceptional relationship at a time.
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RINALDI BROTHERS

ROOFING | SIDING | DECKING

'/ DIAMOND
CONTRACTOR

3076 East Main Road, Portsmouth, Rl 02871

OceanStateAir.com - 401-293-0422

MEATING & AIR CONDITIONING

401-219-9548 3681 QUAKER LN NORTH KINGSTOWN, RI WWW.RINALDIROOFINGRI.COM
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

MILESTONE

MORTGAGE SOLUTIONS

FAST CLOSINGS

Understanding the importance

urgency & keeping deals on-time.

Protecting your reputation and
your clients.

MORE LOAN OPTIONS

With over 40 investors, Craig has
more options than most — and a
solution for almost any buyer.

LOCAL RI EXPERTISE

More than mortgages — Craig
understands the communities, the
families, and what it means to
put down roots in this very
special state.

PERSONAL SERVICE

No online bank. No call center.
Just a dedicated local team that
answers calls, responds when you
text, and shows up when it
matters.

oNELL O a08-371-2811

Vice President of Sales | NMLS: 1816903 csnellemilestonemortgagesolutions.com
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