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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.

4 FRANKAVE | SUITE Al |

DAVITT

b~Live Well

ew

WEST KINGSTON, RI 02892

401.792.9799

DAVITTINC.COM
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If you are interested in nominating people for certain stories, please email us at: John.Ludes@N2co.com

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.

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.

M check out our YOUR CLIENTS ARE IN GOOD HANDS.

o
L~ 100+ 5-star Call Jason at (401) 408-2222 for a free pre-sale consult

exactexteriorslic.com

HouseMaster | Home Inspections.

Home Inspections Done Right.
a righberly company Guaranteed.

We specialize in: 'BP  Professional )
Installation. Paul and Lisa Miranda }«f-, Y

Home Theater i
Educating Home Buyers is Our Passion!

SrriarETE 2. Top Brands.
Custom Mounting Personalized

4 Key Benefits of HouseMaster One Call Does
Home Inspections for Real

Whole-Home Audio Solutions. Estate Agents It All -
: ’ * Professional communication Our team coordinates all
Smart |_|ght| ng, creates a smooth transaction. ancillary inspections

* 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.

and testing
Inspections 7 days a week.
Reports within 24 hours.
90-Day Limited Repair
Reimbursement Guarantee*

Security & Automation

Call or Text: 401-632-6188 | Paul.Miranda@HouseMaster.com
Call us today at 401-655-1173 Book 24/7 online at: HouseMaster.com/593

@ Visit: www.AQtechRl.com *Where available. Not all services are offered by every office. Each office is
independently owned and operated.
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Preferred Pariners

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!

“NEW SPONSORS!”
New England Grass Fed
(401) 230-4027
NEGRASSFED.COM

AIR QUALITY/MOLD TESTING
Green Home Solutions

Dan Anderson

(401) 871-3335

COUNTERTOPS — GRANITE/QUARTZ
Rock Hard Countertops

(508) 982-8674
rockhardcountertops.com

DESIGN & BUILD/REMODEL
Davitt Design Build

(401) 792-9799
Davittinc.com

EXTERIORS (ROOFING & SIDING)
Exact Exteriors

(401) 408-2222
exactexteriorsllc.com

HEAT PUMPS

East Bay Air Systems
(401) 217-3244
eastbayairsystems.com

HOME INSPECTION

HomePro Inspections of Rhode Island
Hank Richter

(401) 821-5446
homeprorhodeisland.com

HouseMaster Home Inspection
Paul Miranda

(401) 632-6188
HouseMaster.com

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

MORTGAGE LENDING

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

gr row alongside you,
eal Estate Profe

We only take recommendations from YOU - our top agents - on who should
be named a Preferred Partner with Real Preducers. Refer a vendor you work

with and trust to help them grow their business. John ludes@N2co.com

6 - June 2026
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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.mollyrobinsonphotography.com

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

SMART HOME SYSTEMS
AQ Tech

(401) 655-1173
aqgtechri.com

BayCoast

MORTGAGE.

Why Choose BayCoast Mortgage?

Our Commitment is to YOU!

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.

About Us:

Our Mission:

Exceptional Service & Solutions Tailored Just for You o
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:
A faster and more efficient decision-making process

Expedited credit decisions

Customized finance solutions for your needs

Contact Us Today!

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.

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

Robert C. Cinquegrana
Vice President, Senior Loan Officer « NMLS #33140

508-235-9510

rcinquegrana@baycoastbank.com
330 Swansea Mall Drive, Swansea, MA 02777

e

774-301-3999 508-730-6447

baycoastrcinquegrana.com

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



John Ludes Stuart Titus Molly Robinson Jamie Harrington
Publisher Editor Photography Image Ten Real Estate

John.Ludes@N2co.com
401-680-0610

Photographers

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

REALPRODUCERSMAGAZINE.COM/
HOME/RHODE-ISLAND

@Zero Down Payment options @Non—QI\/I Loans

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2
Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real Producers
magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the
publisher may be held liable or responsible for business practices of these companies.

@Reﬁnancing Options @Investment Loans

ELEVATE YOUR CLOSING GIFT INTO THE START OF A

@ ROCK HARD Wz‘my selationitig. @Home Equity Loans @Bridge Loans
\/ -

QUARTZ &= GRANITE

www.rockhardcountertops.co ] - <l i
g s ‘:ui 147

Let’s bring Quality e
and Elegance gl B T
to your home

-

Contact The Ferranti Group today
: to learn how we can help you & your
From Our Select New England Farms to Your Table—

clients!
Premium Grass-Fed Beef, Raised Right Since 2011. F E R R A N T I

ol \ v ‘ Kenneth A. Ferranti
S Rt S Kot o Sty ' A B GROUP OF Branch Manager, NMLS#799937

®

| w4 i /

1 | =) Fast Turnaround [ .. . . i NI
‘,:.-'.-i v é >;-;
% I ) MEAT [TOM

Wi o e Local Guidance.
\ (401) 230-4027 Ehﬁ@ National Strength.

® (401) 595-5503
@ Kkferranti@loandepot.com

1615 Pontiac Ave.
Cranston, Rl 02920

J

negrassfed.com | Martin@negrassfed.com 2oy

g
D5

swamw  other limitations apply. loandepot is an Equal Housing gpportunity Lender.
8 - June 2026

@ 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 qualification, loan approval, or a commitment to lend. Loans are subject to commitment and property approval. Not all products available in all areas.



PUBLISHER’S LETTER

More Listings,

Same Pressure

Inventory is loosening,
buyer behavior is evolving,
and Rhode Island’s top
agents are adjusting in
real time.

or the better part of the last

several years, Rhode Island real

estate has conditioned both agents
and consumers to expect one thing:
scarcity. Limited inventory, aggressive
competition, compressed timelines,
and multiple-offer situations became so
commonplace that, for many buyers and
sellers, it started to feel less like a market
cycle and more like the new normal.

Now, as we move through the 2026 spring
market and into summer, something
subtle—but meaningful—is beginning to
happen. Inventory is starting to loosen

in certain segments of the market. More
homes are coming online. Some listings
are taking longer to secure offers. Price
reductions, once rare, are becoming part
of the conversation again. On the surface,
that might sound like welcome news for
buyers who have spent the last few years
competing against impossible odds.

But the reality on the ground

is more nuanced, and Rhode
Island’s top producers understand
that better than anyone.

Greater inventory doesn’t automatically
create an easier market; it simply
creates a different one.

Buyers may have more options than
they did eighteen months ago, but
affordability remains a defining
challenge. Interest rates continue to
shape monthly payment conversations,
insurance costs are influencing decisions
in ways we haven’t historically seen,
and many consumers are discovering
that having more homes to choose from

10 - June 2026
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doesn’t necessarily mean the right home
has become easier to reach.

At the same time, sellers are navigating
their own adjustment. Many are still
anchored to the pricing expectations
of the past several years, when nearly
every well-positioned listing generated
immediate traffic and aggressive terms.
Today’s buyers are more deliberate.
They are studying days on market,
comparing condition more carefully,
and asking harder questions before
writing offers. That doesn’t signal
weakness in the market. It signals the
return of discernment.

For agents, this creates both challenge
and opportunity.

The professionals who built their
businesses during the most competitive
years of recent memory are now being
asked to demonstrate a different set

of skills. Pricing strategy is becoming
more consultative. Listing preparation
matters even more. Communication,
market interpretation, and expectation
management are once again separating
the advisors from the order-takers.

And perhaps most importantly, this
moment is exposing something our
industry often forgets during fast-
moving markets: speed can hide
mediocre strategy, but balance has a
way of revealing true expertise.

Rhode Island remains one of the most
supply-constrained and desirable
housing markets in the Northeast.
Demand hasn’t disappeared. Buyers are
still active, sellers still have opportunity,

and well-positioned properties continue
to command strong attention. What’s
changing is the psychology surrounding
the transaction.

Markets evolve. Consumer behavior
evolves. The headlines will continue

to search for simple narratives, but

the agents leading this market know
better. Inventory may be shifting, yet
the pressure hasn’t disappeared—it has
simply moved to favor more diverse
skill sets.

And for those who know how to
read the shift, that’s where the next

advantage begins.

With gratitude,

John Ludes
Publisher
Rhode Island Real Producers
John.Ludes@N2co.com
401-680-0610
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Give More

Buyers the
Freedom to Own

With access to 300+ loan products, you
can help more clie

to the closing table, even those who don't
fit inside the traditional lending box.

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

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

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

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

= 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.
L]

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.

Rich Brandariz
(401) 545-0172

Branch Manager
NMLS#: 7941

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



ALL ABOUT RHODE ISLAND REAL PRODUCERS

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 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

12 - June 2026

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

RESIDENTIAL HEATING
AND COOLING

MOISTURE CONTROL

SERVICE AND
MAINTENANCE

INDOOR AIR QUALITY

S

Ocean State Air
SOLUTIONS

air conditioning * lesiing * debmsidin
wmold reprelistie it Wirdfion =

fcransiateAlrc8

Visit our website

HEATING & AIR CONDITIONING

Ocean State Air =5 MR

SOLUTIONS

3076 East Main Road * Portsmouth, Rl 02871
oceanstateair.com 401‘293-0422

WINTER SPECIAL:
CEILINGS $200 per Coat

Nos Falamos Portugués.

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'_'.' An accurate I —lr_%
Visual Inspection -—"{;H floor plan of the -
Summary Lo’ . entire home | fr=t==p=p

PTPEstimates

Powered by BOSSCAT

PTPHomeManual

The digital owner’s
manual for the home

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 4 o 'I . 3 5 4 . 2 8 5 3

owned and operated.
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PROVEN PERSPECTIVES: INFORMED CONVERSATIONS SHAPING OUR MARKET
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BY EMILIO DISPIRITO, ENGEL & VOLKERS OCEANSIDE

I don’t know about
you, but I've always
believed real estate
is one of the most
powerful ways to

build long-term

wealth. With nearly
every client I work with, I plant that
seed. Over time, many of them come
back and want to explore how to
actually do it.

And this is the conversation I'm having
with them right now.

Not long ago, an investor could buy a
multifamily property, finance it, and still
walk away with strong monthly cash
flow. That became the expectation, and
for many, the definition of a good deal.

But the environment we’re operating in
today looks very different.

Across Rhode Island, we’re seeing
increases in property taxes, insurance
premiums, and utility costs. At the same
time, property values have continued
to climb while rent growth has started
to lag behind. Add in today’s interest
rates, proposed “rent control”, along
with increased regulations and a tenant-
favorable legal environment, and the
cost to own and maintain investment
properties has never been higher.

As a result, most leveraged deals are

no longer producing the cash flow

they once did. In many cases, they’re
breaking even, or close to it, in the early
years. That’s why it’s critical we reframe

14 - June 2026

the conversation with our clients and
shift their focus from short-term cash
flow to long-term asset growth and
wealth creation.

If we don’t address that shift directly, we
risk losing credibility with our clients—
because the truth is, cash flow was
never the full story. It was simply the
most visible part.

The real value in owning investment
real estate, especially when using
financing, has always been found in

the long game. Even if a property is
breaking even, your tenant is paying
down your mortgage every month. Your
principal balance is decreasing even as
you continue to hold an asset that can
appreciate over time.

That’s where wealth is built.

And that’s exactly where we need to
reset expectations and elevate the
conversation. Instead of focusing solely
on monthly income, we guide clients
toward understanding equity growth,
debt paydown, and long-term leverage.
More importantly, this creates an
opportunity for us as advisors.

Every buyer we work with, whether
they’re purchasing a single-family home

or a condo, is a potential future investor.

We already have the relationship. We
already have their trust. Planting that
seed early can completely change the
trajectory of that client relationship.

Sometimes, it starts with a simple
question: What does this property look

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.

like as a future rental? Could this be a
stepping stone to your next acquisition?

From there, strategy begins to take shape.

Some clients may leverage a HELOC to
fund their first investment. Others may
hold, build equity, and trade up through
a 1031 exchange down the road. Some
will refinance and redeploy capital into
additional properties.

When we start having these
conversations consistently, we’re
no longer just helping clients
buy and sell homes—we’re
helping them build portfolios.

Of course, for cash buyers, the equation
is different. Without debt service,
stronger cap rates and immediate
income are still achievable. But for most
investors using leverage, the mindset
needs to evolve.

This is no longer a short-term cash flow
play. It’s a long-term wealth strategy.

And the agents who will win in this
environment are the ones who move
beyond simply facilitating transactions
and instead step fully into the role of
trusted advisor—clearly articulating that
shift, setting proper expectations, and
guiding their clients toward it.

Because the opportunity hasn’t gone away.

It’s sitting right in front of us, in the
clients we already serve.

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

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.

“Ruarri, Jeff, and the crew
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!”

- Jennifer R. / Pawtucket

The state’s only heat pump-exclusive contractor.
RELIABLE. EFFICIENT. FULLY VETTED.

401.217.3244

www.EastBayAirSystems.com

33 Veterans Memorial Pkwy,
East Providence, RI

Serving all of
Google
Rhode Island &

RATED FIVE-STARS Southeastern MA

Luxury Home Management &
White-Glove Housekeeping
Under One Roof

At New Era Property Services we
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.

Help your clients experience peace of
mind before ever taking that first step
into their new home.

Their asset (and your future
relationship) is not only being
protected but also managed with
precision, discretion, and unmatched
attention to detail.

Elevate your real estate offerings—one exceptional relationship at a time.
Contact us at: 401.617.9527 « www.nepsne.com

.'.f;;-;__
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NEW ERA

PROPERTY SERVICES
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AGENT TO WATCH

i

ome agents enter real
estate looking for flexibility.
Others are drawn to the

income, the independence, or
the excitement of the deal.

For Juli McIntosh, real estate
was something deeper—it
was unfinished business.

Long before she started building one of
the most impressive production resumes
in Rhode Island, Juli was the high school
kid walking neighborhoods, studying

= homes, and guessing sale prices just for
fun. Real estate wasn’t a passing interest.
It was the dream.

—— —

~ trusting her inst
\, everything changed.

But life had other plans first.

As a young mother, Juli made a practical
decision: pursue a career in nursing,
build stability, and create security for
her daughter. And if you know Juli, you
know she doesn’t do anything halfway.
She put herself through school while
working three jobs, graduated with
highest honors, and went on to build

an accomplished healthcare career that

EDITED BY STUART TITUS
PHOTOGRAPHY BY JAMIE HAR

included hospital work, hospice care,
long-term care leadership, skilled home
care, and infection prevention.

It was a demanding career. A
meaningful one. And one that would
quietly shape the professional she would
eventually become in real estate.

Because while the industries may look
worlds apart, Juli sees the overlap clearly.

“In healthcare, people are often
coming to you during some of the most
emotional and vulnerable moments

of their lives,” she says. “Real estate
isn’t that different.” That perspective
has become one of her greatest
competitive advantages.

Today, clients know Juli for her ability
to lead with confidence while never
losing her empathy. She knows how

to stay calm under pressure. She
knows how to communicate difficult
information clearly. And perhaps most
importantly, she knows how to make
people feel heard.
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It’s a combination that’s producing
serious results.

In just six years, Juli has built a
business that many agents spend
decades chasing. Licensed in Rhode
Island, Massachusetts, and Connecticut,
she has already surpassed $60 million
in career sales volume, including $20
million last year alone. Her recent
accolades include Platinum Club
honors, Hall of Fame recognition,
multiple Professional Excellence
awards, Real Trends Verified
recognition, and being named one

of the “Top 10 Real Estate Agents to
Watch” by Grit Daily. She was also
nominated for Realtor of the Year three
consecutive years.

As impressive as they are, her numbers
only tell part of the story. What really

18 - June 2026

I've always
struggled with
monotfony.

| love that no two',
days in real estate ' -
are ever the same.” "
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makes Juli stand out is the intentionality
behind everything she builds.

When you ask Juli what drives her,
you might expect her to talk about
production goals, awards, or market
share. Instead, what she values is
freedom and its impact on her life. It
centers on refusing to live a life that
feels like Groundhog Day.

“I've always struggled with monotony,”
Juli says with a laugh. “I love that no two
days in real estate are ever the same.”
That mindset shapes how she works—
but also how she lives.

Juli talks often about protecting her
energy, being intentional with her

time, and approaching every role in
life—mother, professional, friend,
business owner—with full commitment.

Her personal philosophy is simple but
powerful: live with intention, trust
yourself, and give everything your best.
That energy is contagious—and clients
feel it immediately.

Her business today is built largely on
referrals, repeat business, and a growing
online presence founded in something
refreshingly rare: authenticity.

Instead of hiding behind polished
branding, Juli has leaned into showing
people who she really is. Her wins.
Her lessons, her opinions, even her
frustrations...and it’s working.

“People don’t hire a logo,” she says.
“They hire a person.” That willingness
to be real has helped her create a

brand that feels approachable while
still commanding respect—and in this
industry where trust is currency, that’s a
powerful differentiator.

Professionally, Juli is equally strategic.
She’s known for being intensely data-
driven when advising sellers, often
presenting a three-tier pricing strategy
that balances market realities, seller
goals, and competitive positioning.
She studies absorption rates, pending
activity, buyer behavior, and local
inventory with the same precision she
once brought to patient care.

Preparation matters to her. So does
execution. And perhaps nothing
demonstrates that better than the
moment she arrived at a packed open
house for past clients—with a fully
prepared offer packet already in hand.
Forty buyers were circling the property.
Emotions were high. Competition was
fierce. Juli read the room, adjusted her
escalation strategy on the spot, and
secured the home.

That’s not luck. That’s experience,
preparation, and conviction. It’s also
the same mindset that carried her
through some of the toughest market
conditions imaginable.

Juli received her real estate license on
March 4, 2020. Days later, the world
shut down.

People don't hire a logo.
They hire a person.”

Launching a career during a global
pandemic would have been enough to
shake most new agents. Instead, Juli
adapted, learned fast, and kept moving.
Later, when interest rates climbed and
the market shifted again, she adjusted
once more.

Then came one of her boldest decisions
yet—leaving a team structure and
betting fully on herself. She hasn’t
looked back. In fact, her strongest years
have come since going solo, and if her
trajectory is any indication, she’s just
getting started.

With new marketing initiatives
underway, systems expanding, support
staff being added, and a sharper vision
for the future than ever before, Juli
MclIntosh is taking that bet on herself
and doubling down.

For clients, she’s a fierce advocate. For
colleagues, she’s proof that authenticity
still wins. She’s driving a business that’s
built to last.

And for Rhode Island Real Producers,
we’re excited to track her as a promising
Agent to Watch. #
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PARTNER SPOTLIGHT

In real estate, you don’t get a
second chance at a first impression.
Before a buyer ever schedules

a showing, drives past the
property, or steps through the

front door, they’ve already made
an emotional decision—usually
from a screen. That’s exactly why
Jamie Harrington, founder and
co-owner of Image Ten Real Estate
Photographers, approaches every
listing with the same mission: make
it impossible to scroll past.

For nearly a decade, Jamie has helped some of
Rhode Island’s top agents elevate their listings,
sharpen their brands, and create marketing that
actually stops people in their tracks. Alongside his

business partner, Kyle Pagliarini, he has built Image

Ten into one of the most trusted names in real
estate media statewide. But if you ask the agents
who work with them what keeps them coming
back, yow'll hear something that has very little to
do with cameras, drones, or editing software. It’s
Jamie, Kyle, and the way they show up.

Because at Image Ten, the photography may open the
door—but the relationships are what keep it open.

“We want to be an extension of the agent’s brand,”
Jamie says. “If someone hires us, we want them to
feel like we’re part of their team. We’re there to
help them win.”

It’s clear that’s not marketing copy. It’s how Jamie
genuinely operates.

Long before he was photographing waterfront
estates, luxury condos, and some of Rhode Island’s
most eye-catching listings, Jamie was cutting his

teeth in radio broadcasting in Manchester, Vermont.

For eight years, he did it all—taking out the trash,
writing commercials, going on air, programming

stations, and hiring staff. It was equal parts chaos,
creativity, and problem-solving, and it taught him
one lesson that still drives him today: figure it out.

A former manager once gave him advice that never
left him: “Don’t come to me with a problem—come
to me with a solution.”

Jamie took that mindset into entrepreneurship,

and in 2015, he launched his photography business
with the same grit, curiosity, and work ethic that
had defined his earlier career. There were no
shortcuts. Just a camera, a lot of hustle, and plenty
of windshield time—including some of those miles
in what Jamie jokingly describes as a beat-up Toyota
Corolla that shook violently above 50 miles per hour.

“Showing up to photograph multi-million-dollar
homes in that car was...humbling,” he says with
a laugh. “But you do what you have to do when

you’re building something.”

And he has certainly built something.

In December of 2022, Jamie officially partnered
with Kyle Pagliarini, someone he had first met years
earlier while both were working at iHeartRadio in
Providence, where Kyle started as Jamie’s intern.

Today, the two are partners, close friends, and

a classic case of different strengths creating the
right chemistry. “Kyle and I have a lot of the same
values,” Jamie says. “But we also bring different
skill sets to the business, and I think that’s a huge
reason why it works.”
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If someone hires us, we
want them to feel like
we’re part of their team.

We’re there to help
them win.”

Kyle is the first to admit photography wasn’t exactly
part of his life plan.

“Honestly, before this, I wasn’t the guy with ten
thousand photos on his phone,” he says, laughing.
“Learning to shoot was the biggest challenge for me.
Jamie taught me everything.”

What Kyle did bring naturally, though, was people.
From his first commission-based customer service
job as a teenager, he discovered early on that he
genuinely enjoys talking to people, understanding
what matters to them, and helping them feel
taken care of. That instinct now shows up in every
homeowner interaction, every agent relationship,
and every shoot.

And if you think real estate photographers just walk
in, snap a few pictures, and leave...Kyle will gladly
correct that assumption.

“We move things. We straighten things. We get
the lighting just right. We’re adjusting furniture,
checking angles, blending exposures—whatever it

takes,” he says. “We’re not rushing through houses.
We’re there to make it look incredible.”

That attention to detail is one reason Image Ten has
built such a fiercely loyal following among Rhode
Island’s top agents. But the real secret might be
something even simpler: Jamie tells the truth.

If an agent asks whether a service adds value
to a listing, Jamie will tell them exactly what he
thinks—even if it means talking them out of an
offered service.

“There have been plenty of times when I've told
someone, ‘Don’t do it. It’s not going to help this
property,” he says. “Our advice has to be honest, or
it means nothing.”

That kind of straight talk tends to stick. So does
Kyle’s unofficial company philosophy: “We’re just
here to make you look good.” It’s simple, a little
understated, and completely on-brand.

Outside of business, both Jamie and Kyle are just
as grounded as they are driven. Jamie and his wife,
Melissa, have two daughters, Ella and Abigail, a
grandchild on the way, and a four-year-old Golden
Retriever named Appa, who apparently thinks he
runs the house. Kyle has been married to his wife,
Stacey, for more than sixteen years, credits her for
keeping him centered through the ups and downs
of entrepreneurship, and shares life with their
English bulldog, Callie, who, by all accounts, has a
personality big enough to match the business.
When asked how he defines success, Jamie doesn’t
mention awards, market share, or revenue goals.

“For me, it’s referrals,” he says. “If agents keep
calling us, keep trusting us, and keep telling
other people about us...that tells me we’re doing
something right.”

Judging by the relationships Jamie and Kyle have
built—and the reputation Image Ten continues to
earn across Rhode Island—it’s safe to say they’re
doing a lot right.

And for agents who care about presentation,
professionalism, and partnering with people who
genuinely care about their brand, Jamie Harrington
and Kyle Pagliarini have made their message
crystal clear:

At Image Ten, they do much more than capture
listings. They help agents leave a lasting impression.

If agents keep calling us, keep
trusting us, and keep telling other
people about us...

that tells me we’re doing
something right.” ~

o
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Some people find real estate. For Karl
Martone, real estate found him early—
and never let go.

By his senior year of high school, while
most of his classmates were still figuring
out what came next, Karl already had
his answer. In June of 1985, he earned
his real estate license and stepped into
what would become not just a career,
but a lifelong calling. Forty years later,
as leader of The Martone Group, he’s still
doing the only job he’s ever had—and
somehow, he’s still bringing the same
energy, competitiveness, and genuine
excitement to the business that got him
started in the first place.

That kind of staying power is rare in
any profession. In real estate, it’s almost
unheard of.

Markets shift. Trends come and go.
Technology evolves. Entire business
models rise and disappear. Through
every cycle, every challenge, and every
major change in the industry, Karl has
remained exactly where Rhode Island
knows to find him: at the top.

Karl Martone

has spent forty years proving that trust,

With nearly $1 billion in individual
career sales, multiple decades of elite
production, and a reputation built one
relationship at a time, Karl has earned
his place as one of Rhode Island’s true
real estate legends. The Martone Group’s
list of accolades certainly supports
it—Rhode Island REALTOR® of the

Year, RE/MAX Hall of Fame, RE/MAX
Diamond Club, and the distinction of
becoming the first agent in Rhode Island
to receive RE/MAX’s coveted Circle of
Legends honor. It’s the kind of résumé
that commands respect in any room. But
if you know Karl, you know he’s never
been the type to lead with trophies.

Ask him what really matters, and he
responds without hesitation: “The client
comes first.”

That phrase is far more than branding
copy. It’s the operating system behind
everything Karl has built over the last
four decades.

Long before social media, personal
branding, and video marketing
became part of the modern real estate
playbook, Karl was building something

consistency, and heart never go out of style.

far more durable—relationships. His
business has always been rooted in
one simple principle: treat people

like family. Make them feel heard.
Protect their interests. Show up when
it matters. Then keep showing up long
after the transaction is over.

That philosophy has turned clients

into lifelong friends, friends into
referral partners, and referrals into

one of the most consistent pipelines in
Rhode Island real estate. Karl says not

a week goes by that someone doesn’t
recommend him to a friend, neighbor,
family member, or colleague—and after
spending even a few minutes with him,
it’s easy to understand why.

There’s an authenticity to Karl that
people connect with immediately.

Born and raised in Rhode Island, he

knows this market the way only a

true local can. When he was 12 years

old, his family moved to Slack’s Pond

in Greenville, and some of his best _—
childhood memories were made on
the water—barefoot waterskiing in the -

summer, pond hockey in the winter, and



soaking in everything that makes Rhode
Island living so special. Those early
years sparked a lifelong appreciation for
waterfront living, a passion that would
later become a natural extension of his
real estate career as he represented
some of the area’s most exceptional
coastal and waterfront properties.

And for those who know Karl only as the
polished negotiator and top producer,
there are a few surprises in his story.
Yes, he was competitive—playing
hockey, soccer, and tennis growing
up—but he also had a creative side.

He played in his high school band and
even studied violin as a kid. That mix

of discipline, focus, and personality still
shows up in how he works today. He
knows when to push, when to listen,
and when to bring just the right amount
of humor and humanity into a high-
pressure situation.

Karl credits much of his early

business mindset to his Uncle Jon, a
successful entrepreneur and real estate
investor who took the time to share

his experiences and lessons. Those
conversations planted seeds early,

and Karl ran with them. While many
agents enter this business after another
career, Karl went all in from day one.
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No detours. No backup plan. Just full
commitment, 100 percent from the start.

Of course, behind every great operator
is often someone equally committed

to the mission—and in Karl’s case, that
person is his wife and co-owner of The
Martone Group, Jen.

When Karl talks about Jen, the
admiration is immediate. While Karl
is often front and center negotiating
deals, building relationships, and
leading client strategy, Jen is the force
behind much of the team’s system:s,
marketing, organization, and day-to-
day operational excellence.

“She’s the one behind the curtain,” Karl
says. “Our success wouldn’t be what it is
without her.”

Together, they’ve built The Martone
Group with intention. Rather than
chasing growth for its own sake, Karl
has kept the team selective, aligned,
and deeply client-focused. Everyone
has a role. Everyone brings a strength.
Karl focuses on negotiation—one of
the skills he believes has been critical
to delivering strong outcomes in every
type of market—and the team around
him executes at a level that reflects the
standard he’s spent forty years creating.

And despite all the success, Karl is

far from stuck in old-school habits.

He’s embraced video, social media,
evolving marketing strategies, and even
expanded his business into Florida.

He understands something the best
agents always do: consistency wins, but
adaptability keeps you relevant.

When asked what success means
after forty years, it would be
easy for Karl to point to volume,
awards, and market share.

Instead, he talks about client satisfaction,
follow-up, and relationships.

And maybe that’s exactly why, after
four decades, Karl Martone is still in the
game—and still setting the standard.

For Rhode Island real estate, that’s more
than longevity. That’s legacy. ¥
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THE N2 COMPANY

9151 Currenc y St.
Irving, TX 75063

Your Real Estate Photography Partner

In 2026

Photo | Video | Aerial | Zillow Showcase

=TEN

REAL ESTATE PHOTOGRAPHERS
www.imageten.com 401.373.4016




