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NEW YEAR. NEW HOMES.
SMOOTH
CLOSINGS.

Whether your clients are buying,
selling, or refinancing, our expert
team ensures every detail is handled
with care, accuracy, and a smile.

Because the best way to welcome
the New Year...is with keys in hand.

-

20+ Years of Experience ¢ Contract-Based Representation ¢ Locally and Woman Owned |
KIMBERLY A. SALERNO, ESQO.

/\I—I\ (0) 16 Round Lake Road, Ballston Lake, NY

SALERNO LAW' PC. (V) (518) 229-1089 (c)

m@SalernoLawNY.com

WWW.SALERNOLAWNY.COM (&) SalernoLawNY.com

2 TRUSTCO BANK"

Your Home Town Bank

Trustco Bank Mortgages

Financingupto 97% > No Borrower Paid Private > Jumbo Mortgages
Loan-to-Value Mortgage Insurance* up to $1,500,000

Low Closing Costs > Friendly, Local Service Wide Range of

Products Available

Since 1902, Trustco Bank has been helping build
communities one mortgage at a time. We value our
relationships with the Real Estate community and know
how hard you work to get the deal done. We want you to
know that you can trust us to work just as hard for you
and your client. We will even save them some money too.

¥/ TRUSTCO
7N\ BANK®

Your Home Town Bank

Independent & Strong SINCE 1902. coume Ve

LENDER

New Construction Loans-
Rate Locked for 360 Days from Application!

2 New Locations in the Capital Region!

_ ;E,ﬁg'é:, Q Glens Falls Branch Western Avenue Branch
S 37 Bay Street 1450 Western Ave
S ekt n r@ m Glens Falls, NY 12801 Albany, NY 12203
Visit us today!
800-670-3110 www.trustcobank.com Member FDIC

Subject to credit approval. *Private Mortgage Insurance. Lender Paid Private Mortgage Insurance on loans over 89.5%
Loan-to-Value. Please Note: We reserve the right to alter or withdraw these products or certain features thereof without prior
notification. MMLS 2474376

APPLY NOW
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Your dream home awaits.
Turn to your mortgage experts for seamless financing.
We offer a comprehensive selection of mortgage solutions and exclusive
products you won't find elsewhere.

Christie Hoyt Rob Snyder

Mortgage Originator | NMLS# 66573 Mortgage Originator | NMLS# 58317
518-451-0633 (cell) 518-852-3844 (cell)

choyt@homeownersadvantage.com rsnyder@HomeownersAdvantage.com

[IB)| Broadview:

Federal Credit Union

Mortgage products in New York State only and offered by our Mortgage Team, Homeowners Advantage (HOA), which is a subsidiary of Broadview FCU. HOA is a Licensed
Mortgage Bankers - NYS Dept. of Financial Services. NMLS Identifier: 309847. HOA address: 4 Winners Circle, Suite 201, Albany NY, 12205. HOA Branch ID: 2491994. Broadview
FCU NMLS Identifier: 458314. HOA and the listed realtor are separate entities and neither shall be responsible in relation to information or advice provided by the other entity.



Preferred Pariners

This section has been created to give you easier access when searching for a trusted real estate

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please
support these businesses and thank them for supporting the REALTOR® community!

ATTORNEY

Herzog Law Firm, P.C.
Daniel S. Glaser, Esq.
(518) 465-7581
DGlaser@herzoglaw.com

Salerno Law, P.C.
(518) 229-1089
SalernoLawNY.com

BUSINESS NETWORKING
Women'’s Council of REALTORS
(518) 729-8486

WCR.org

CARPET CLEANING
Service Tek of America
(518) 584-6000
ServiceTekofAmerica.com

CLEANING SERVICE
Sparkling Diva

Cleaning Services

(518) 857-4061
SparklingDivaCleaning.us

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

ELECTRICIAN/

ELECTRICAL CONTRACTOR
Willson Electric

(518) 935-3159
WillsonElectricllc.com

HOME INSPECTION
ACE Home Inspections
(518) 727-7091
AceHomeNY.com

6 - March 2026

JUNK REMOVAL

Clean Green Hauling

& Removal, LLC

(518) 378-5160
CleanGreenRemoval.com

MOLD REMEDIATION
Van Dyk Solutions, LLC
(518) 677-0700
VanDykSolutions.com

MORTGAGE

AnnieMac Home Mortgage
Drew Aiello

(518) 573-2435
Annie-Mac.com/lo/DrewAiello/

Broadview

Eric Cruz

(518) 458-2195
BroadviewFCU.com

Community Bank
(716) 539-5285
Cbna.com

Homestead Funding Corp
Dean Sunkes

(518) 857-6465
CliftonParkSouth.
HomeSteadFunding.com

Premium Mortgage Corporation
Jeff Dorrance

(518) 414-6221
PremiumMortgage.com/
locations/Albany-NY/
Jeff-Dorrance

Trustco Bank
Pratik Shah
(518) 650-5774
TrustcoBank.com

MOVING & STORAGE
Arnoff Moving & Storage
(518) 463-5525
Arnoff.com

Don’s Moving & Storage, Inc
(518) 462-0697
DonsMovers.com

Moving Made Ez
John Payne

(518) 792-1837
MovesMadeEz.net

OIL TANK ABANDONED
AND REMOVAL

Edgeco Environmental
(518) 235-5687
EdgecoEnvironmental.com

ORGANIZING &
MOVE MANAGEMENT
Call Sheilah!

(518) 937-7908
CallSheilah.com

PHOTOGRAPHY
Metroland Photo
Michael Gallitelli
(518) 459-8050
MetrolandPhoto.com

PROPERTY MANAGEMENT
Carda, LLC

(518) 441-7331

Cardallc.com

RADON/ASBESTOS/
MOLD/LEAD

Edgeco Environmental
(518) 235-5687
EdgecoEnvironmental.com

REAL ESTATE MEDIA

Hand & Frame Creative, LLC
Elizabeth Hayes

(518) 986-3230
HandandFrame.com

InHouse Media
(518) 992-4141
In-House.Media

REAL ESTATE TECHNOLOGY
Review Sites by Mike

(518) 545-9818
ReviewSitesByMike.com

ROOFING

Lambert Contracting, Inc.
(518) 898-0962
LambertContracting.com

SEPTIC SERVICES
MG Septic

(518) 727-8699
www.facebook.com/
MGSepticLLC/

WEALTH MANAGEMENT
Iron Tree Financial

Lauren Geraldsen

(518) 261-2327
IronTreeFinancial.com/team/
Lauren-Geraldsen

WORK WITH ME!

For over 20 years, | have been representing buyers and sellers throughout the Capital
Region. | guide clients from contract signing all the way to the closing table. No

games, no tricks ...

Daniel S. Glaser, Esq.

just dependable representation you can count on!

(518) 465-7581 — Ext. 124 | dglaser@herzoglaw.com | www.herzoglaw.com

What we Offer

SEPTIC REPAIR » EXCAVATION
SEWER REPAIR = DRIVEWAYS
GRADING « YARD
DRAINAGE CLEARING
SUMP PUMPS « LEACH FIELDS

‘ i 'd_ N am

CONTACT U9

=145 518-727-8699

J MGsepticLLC@gmail.com

J.F’th e f}ua'}_{)'__.
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Meet
The

Team

Women's Coundil

REALTORS

Capital Region

2026

JANUARY 29TH

RING IN THE NEW YEAR
MEET MORE OF Our LinkTree LOFT 433

OUR TEAM HERE!

Kristin Brindley Eunice Dawson-Thomas Wendy Ross Lexy Broussard
Publisher Associate Publisher Operations Manager Client Relations

A little about Women's Council FEBRUARY 12TH
of Realtors Capital Region LOVE YOU LATTE MIXER
PROFESSON JAVAS
Network

Capital Region Real Producers Capital Region Real Producers
@CapitalRegionREALProducers @realproducerscapitalregion

MARCH 3RD

HIVERS CASING & CONFERENCE CENTER

Michael Gallitelli
Photographer

APRIL16TH
FROM FEAR TO FREEDOM: HOW TO HIT YOUR GOALS &
GET PAID FOR YOUR CONTENT
TRD

MAY 6TH
Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real Producers FEARLESS FOLLOW-THROUGH:
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. Jﬂ'ﬂ H'Em! = KEEP -THE WM,MTI'IEM
Interested in joining? g

m DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2

PROPERTY MANAGEMENT IS A TAX WRITE-OFF!
SAVE MONEY AND ELIMINATE
HEADACHES; CALL US TODAY.

¢ ' (518) 441-7331

CARDAL|C

PROPERTY MANAGEMENT sERvICEs ~ cardallc.com
LI NI ALI NI cardallcmanagement@gmail.com

Providing Superior packing, storage, local and long-distance
moving services to the Capital Region.

VETERAN-OWNED, LOCAL BUSINESS

¢ Educated on the latest laws & techniques.

Why » Owner portal to view property stats.
Choose - Ability for tenants to auto-draft their payments.
Us? * We know how to pick and screen good tenants.

* Serving the greater Saratoga area.

Call for a FREE quote today!
(518) 462-0697

donsmovers.com ® glenn@donsmovers.com

© 0

andandframe.com
ahandandframe

— SINCE 1952

8 - March 2026
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PACKAGE FEATURES:

= 2 e [ &

MOVING +STORAGE +RIGGING
MARE HEINTIORS PRI N GAW 1T HFAS

WELCOME FRESHISTART!
Help your clients get their homes market-ready
To TH E with our Decluttering Package!
QOur storage solutions make it easy to clear out
C LASS o F excess items, creating a clean and spacious
look that attracts buyers.
26!

Meet the Team

Gregg Day
VP of Sales, HHG
gday@arnoff.com
Joseph Deeb
Relocation Specialist
jdesb@arnoff.com

ARNOFF.COM (518) 757-0657

March is a milestone moment for our Real Producers Each event is designed to bring our top agents

community as we proudly welcome our Class of together to connect, celebrate, and build meaningful I o | T

2026. Being named among the top professionals in relationships with peers who understand the journey. $

your market is no small achievement—it reflects

consistency, dedication, and a commitment to As we step into spring and begin this new - K E E p I N G H o M E s s A F E

excellence that sets you apart. This recognition chapter, take a moment to reflect on what

places you among an elite group of agents who are brought you here—and where you want to go I N T H E CA p I TA L R E G I o N

shaping the future of real estate in our community. next. Success in this industry is built through Mold Remediation - Radon M itigatio n
strategy, resilience, and the wﬂhngngss tg grow Oil Tank Removals - Lead Abatement

As part of the Real Producers network, you alongside others who challenge and inspire you. -

are joining more than a list—you’re becoming

part of a community built on connection, We’re so glad you’re here. Welcome

collaboration, and shared success. We’re honored to the Class of 2026 —we can’t wait to

to celebrate your accomplishments and excited celebrate with you all year long.

to support you throughout the year ahead!
Here’s to an extraordinary year ahead!
We’re also thrilled to welcome a new preferred
partner to the Real Producers family: InHouse
Media. We’re grateful to have them alongside us
and look forward to the value and collaboration

they’ll bring to our growing community. Kristin Brindley

Owner/Publisher “I'm an Associate Broker, so (lucky me) I've seen a lot of mold situations over
;"3"5;: 293‘17;"” Real Producers the past fourteen years. Paul and his crew are hands down the best. Best price,
s most knowledgeable, and they stand behind their work." - Suzanne P.

Kristin@kristinbrindley.com
10 - March 2026 Capital Region Real Producers - 11

And one of the best parts of being part

of Real Producers is the opportunity to
connect in person, and we have an exciting
lineup of events planned for 2026:

e Mar 12th - Spring Fling (Wine Tasting)

* July - A Day at the Races

e Oct 23rd - Halloween Party

* Dec 9th - Ugly Sweater

CapitalRegionRealProducers.com

Learn more! EdgecoEnvironmental.com

ENVIRONMENTAL ‘



Q: Who receives this magazine?

A: The top 300 agents in the Capital Region area. We pull the
MLS numbers each year (by volume) for agents licensed in
our service area, which are licensed in the Greater Capital
Region. We cut off the list at number 300, and the next
year’s distribution is born. We did this again in January,
based on the new top 300 agents in sales volume for 2025.

Q: What is the goal of this magazine?

A: Real Producers is about building a stronger, more
connected real estate community. We believe that when we
surround ourselves with successful, like-minded individuals,
we can grow to new heights. This magazine is a platform
designed to bring together the top 500 real estate agents

and our trusted preferred partners, fostering an exclusive
and collaborative network. Each month, we share inspiring

stories, celebrate successes, and promote events that connect,

inform, and inspire. Our mission is to build relationships
and empower growth within the real estate industry.

Q: Does Real Producers have events?
A: Yes! We will have specific networking
events throughout the year.

Q: What is the process for being featured in this magazine?
A: Being featured is simple and starts with a nomination.
Realtors, affiliates, brokers, office leaders, and even
self-nominations are welcome! If you know someone

with an inspiring story, exceptional leadership, top-

tier customer service, or a remarkable commitment

to giving back, we’d love to hear about them.

12 - March 2026
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Since launching Capital Region Real Producers nine years ago, we’ve
often heard the same questions. To save time, we’re sharing the answers
here. Remember, this publication is your voice, and our door is always
open to discuss anything about our community!

To nominate, send an email to Wendy@
RealProducersKBTeam.com and share why you believe they
should be featured. Your insights help us uncover stories we
may not know about. Once a nomination is submitted, we’ll
reach out for an interview to ensure the feature is a great fit.
If selected, our team will take it from there, coordinating an
article write-up and scheduling a professional photo shoot.

Q: What does it cost a Realtor/team to be featured?

A: Zero, zilch, zippo, nada, nil. It costs nothing, my friends,
so nominate away! The only small fee you may incur
would be for professional lifestyle photos for the article.

Q: Who are the Preferred Partners?

A: Anyone listed as a “preferred partner” in the front of the
magazine is part of this community. They will have an ad in
every magazine issue, attend our events, and be part of our
online community. We don’t just find these businesses on the
street, nor do we work with every business that approaches
us. One or many of you have personally referred every single
preferred partner you see in this publication. Our partners
hold a special place in this puzzle, as their support helps
fund our monthly publication. Without them, we wouldn’t
be able to feature our top agents or host our social events.

Q: How can | refer a Preferred Partner?
A: If you know and want to recommend
a local business that works with

top Realtors, let us know!

BY THE
NUMBERS

HERE'S WHAT CAPITAL REGION'S TOP 300 AGENTS SOLD...

9,808

olnel

TOTAL
TRANSACTIONS

LISTING SIDE
TRANSACTIONS

5,484

AVERAGE
SALES
VOLUME PER

m AGENT

$14.56M

5& $4.37B

TOTAL SALES VOLUME

BUYING SIDE
TRANSACTIONS

4,324

I—PO\J AVERAGE
{VX TRANSACTIONS

PER AGENT

32.7

Information based on 2025 residential sales in the Capital Region area, by the top 300—producing agents licensed in the Greater Capital Region, New York.

Capital Region Real Producers - 13



PARTNER SPOTLIGHT

ANNIEMAC
HOME
MORTGAGE

Outgoing, approachable, and
deeply committed to doing
things the right way, Drew
Aiello has built a decades-long
mortgage career around one
simple belief: people come first.

For him, lending is not about selling
products or chasing numbers. It is
about educating clients, setting clear
expectations, and creating confidence
at every step of the process. That
philosophy has earned him lasting
relationships with families and Realtors
across the Capital Region.

A Clifton Park native, Drew’s
professional journey began far from
home. After graduating from Boston
University, he spent five years in
Boston working as a stockbroker at
Smith Barney. The experience gave

him a strong foundation in finance and
discipline, but when he returned to the
Capital Region, he realized he wanted

a different kind of impact. “I thought

it would be better to give money than
have to ask for money,” Drew says. That
mindset led him to explore the mortgage
industry, a move that quietly set the
course for the next 30 years of his life.

@

ANNIEMAC

Turning Possibility Into Homeownership

What started as a test quickly became
a calling. Drew found purpose

in helping families who believed
homeownership might be out of
reach. Time and again, he watched
uncertainty turn into excitement

as clients crossed the finish line.
“Providing homeownership to families
is the most rewarding part of what I
do,” he shares. “Many feel like they may
not be able to become homeowners,
and then we make it happen.”

A New Chapter, Built on Experience
In January 2026, Drew joined AnnieMac
Home Mortgage as Branch Manager,
bringing with him decades of experience
and a clear vision for growth. While he
is new to the company, his leadership
style is well established. His role centers
on originating loans, strengthening
referral partnerships, and building
systems that allow his team to operate
efficiently and collaboratively.

AnnieMac Home Mortgage operates in
45 states and is headquartered in Mount
Laurel, New Jersey. Drew’s branch

is based in Clifton Park, serving the
Capital Region with a small but highly
experienced team. The branch includes
Melody Loftus as a loan partner, Safdar
Hussain, who brings multilingual
expertise, Nancy Herman, a longtime
industry veteran, and Phil Carr, who
works in tandem with Drew while also
generating his own business.

Phil brings 13 years of mortgage
industry experience to the team, having
joined the branch just one month ago.
He focuses on providing exceptional
service and trusted guidance to real
estate agents and their clients. Before
entering the mortgage industry, he
worked in minor league baseball,

an experience that strengthened his
team-first mindset. Phil values the ever-
changing nature of the business and

Capital Region Real Producers - 15



believes authenticity is key to building
strong, lasting Realtor relationships.

Every member of the team has more
than ten years in the mortgage industry,
a level of experience Drew considers a
major advantage.

“Our goal is to build best practices

that make us more productive and

more available,” Drew explains. That
availability is intentional. He makes
himself accessible seven days a week
because communication, in his view, is
the foundation of successful transactions
and strong Realtor relationships.

Education Over Pressure

What truly sets Drew apart is his
approach to clients and partners alike.
He does not sell. He educates. Drew takes
the time to walk borrowers through their
options, explaining programs in plain
language so they can make informed
decisions. “I don’t push products,” he
says. “I guide people, but ultimately they
choose what is best for them.”

That same clarity extends to Realtors.
Drew believes agents should never be
left wondering where a deal stands.
Phone calls matter. Transparency
matters. Being present matters. Those
habits, built over decades, have helped
him maintain trust even as the industry
has shifted toward more digital and
remote processes.

Innovative Tools That Create an Edge
AnnieMac’s lending programs offer
Realtors a powerful competitive

advantage, especially in tight markets.
Drew highlights solutions that allow
AnnieMac to pay cash for a home so
buyers can remove sale contingencies
and compete more effectively, including
against cash offers. The company also
offers programs that guarantee closing
dates and provide rate relief and
appraisal assurance for sellers.

“We truly have some earth-shattering
programs that nobody else has in the
Capital Region,” Drew says. These tools
are not just innovative. They are practical,
helping deals stay alive and transactions
move forward with confidence.

Beyond Business

Outside of work, Drew’s life revolves
around family, fitness, and community.
He has been married to his wife, Lisa,
for 28 years. They met in Boston and
have lived in the Capital Region since
1995. Together, they have two children,
ages 26 and 21, and enjoy spending time
skiing, traveling, attending sporting
events, and catching live comedy shows.

Drew is also deeply committed to
staying active. He runs several times a
week, works out regularly, and balances
golf and skiing depending on the season.
He laughs easily when admitting that his
love of food sometimes competes with
his fitness goals.

Giving back has always been part of
Drew’s life. For more than 25 years, he
has served on the board of the Saratoga
Showcase of Homes, an annual event
that supports organizations like Habitat
for Humanity and Rebuilding Saratoga
Together. Over the years, the event has
raised more than one million dollars
for local causes, making a meaningful
impact across Saratoga County.

Looking Ahead

Drew’s professional goal is clear.

He plans to turn the business into a
300-million-dollar branch, built by
talented loan originators all moving
in the same direction. He believes
success is shaped by environment, a
lesson he emphasizes with both his

team and his family. Surround yourself
with motivated, successful people, and
growth follows.

At his core, Drew wants to be known

as genuine, hardworking, and sincere.
He treats clients and partners like
family, not numbers. “It is really about
making sure people feel comfortable
and confident in the decisions they are
making,” he says. That belief continues
to guide every conversation, every loan,
and every relationship he builds.

To connect with Drew Aiello and explore
AnnieMac’s innovative lending solutions,
call or text (518) 573-2435 or email
daiello@annie-mac.com to learn more
and gain access to their mortgage app,
providing real-time updates and full
transparency throughout every transaction.

ANNIEMAC

Capital Region Real Producers - 17



HASSLE-FREE MUVING SERVICES BY THE CAPITAL REGION S MOVING EXPERTS

Residential & Commercial Moves « Interstate Moving

Mo V’NG Packing Services & Supplies « Moving Labor _
Large & Heavy Items ,
‘ I 'A DE Ez CALL TODAY AND LET'S GET YOUR CLIENT HOME!

518-792-1837 | MovesMadeEZ.net @ X

v ’
To Life! in Delmar, NY (ToLife.org) serves individuals affected by _ r ] " ol “
breast cancer. When the staff needed 1o update their reception

area, we were happy 1a provide a fumiture donation.

Owr customers are assured that their usable items will be donated § ==

to nomprofit orgar s throughout the ¢ To Life! ﬁui‘

Through our motto of *Not all junk is trash!”, we demonstrate iN-house meadia S TA R T S W I T H
aur dedication 1o service, compassion, and community

oh

Philip Carr Drew Aiello

Mortgage Loan Originator, Branch Manager,
ANNIEMAC ‘e

NMLS#: 1696455
(518) 852-5418 518-573-2435
HOME MORTGAGE daiello@annie-mac.com

pcarr@annie-mac.com

[s] gq A "?1'1 o 5
CleanGreenRemoval.com iR & in-house:me
sl Junk Removal | Estate Cleanouts " -

© 2026 American Neighborhood Mortgage Acceptance Company LLC (dba AnnieMac Home Mortgage, OVM with AnnieMac Home Mortgage, Unify Home Lending,
Home Solution Lenders), 935 New Loudon Road, Suite 27 Office24, Latham, NY 12110. Lender NMLS ID# 338923 (www.nmlsconsumeraccess.org)(www.annie-mac.com) QA HousG
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She enrolled in RealEstateU and,

after a brief setback, recommitted to
finishing. “I didn’t give up,” Arielle
says. “And when my daughter, Azariah,
was born, she became my why. I
wanted to build something lasting,
something she could be proud of.”

ome careers are chosen.
Others are answered. For
Arielle Roberts, real estate
arrived as a calling that
blended everything she
values most: faith, family,
and service. Outgoing, trustworthy, and
creative, she brings a teacher’s patience,
a leader’s initiative, and a marketer’s
imagination to clients across New York’s
Capital Region. Her promise is simple
and powerful. “Educate. Empower.
Elevate. That’s The Roberts Standard.”

Building Her Business:
The Roberts Standard
Arielle launched her real estate career
in 2022 with CM Fox Real Estate and, in
2025, joined Empire Real Estate Firm in
Latham. Her philosophy has remained
consistent from day one. “I lead with
heart and purpose,” she says. “I don’t

An Educator’s Heart

Born and raised in Albany, Arielle
proudly calls the Capital Region home.
After graduating from Shaker High
School, she earned a B.A. in English and
Africana Studies and later a master’s
and Certificate of Advanced Study in
Educational Administration and Policy
Studies from the University at Albany.

Her career in higher education

shaped the way she serves today. As a
Learning Skills Specialist at Rensselaer
Polytechnic Institute, Arielle teaches
students with learning disabilities how
to manage their time, organize, and
believe in their potential. “Watching
students who once doubted themselves
walk across that graduation stage is

so rewarding,” she shares. “It reminds
me that compassion and belief can
truly change someone’s path.”

Before real estate, Arielle’s journey
included roles as a hairstylist and
server. “Those jobs taught me

how to read people,” she says.
“Listening, understanding, and
delivering great service are the
foundation of everything I do.”

A Leap Fueled by Faith and Purpose
Arielle’s first spark for real estate came
years ago after attending a Fortune
Builders event. Though she wasn’t
drawn to fix-and-flips, it opened her
eyes to the possibilities of the industry.
When the pandemic hit, her steady
career in higher education faced
uncertainty. “My pay was cut back to my

’ -.“‘ aith, SerVice, & The RObeI‘tS Standard 2016 salary,” she recalls. “That was my
i <l »

™ " wake-up call. I thought that this can’t

L y =" \ i be it. I need to do something more.”
s ==

-y, -
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just help people buy or sell homes. I
guide them through life transitions.”

In just her second year, she closed more
than $2.5 million in volume. Now, she’s
on track to finish around $7.4 million
this year. Along the way, she’s been
recognized with the Times Union Best of
2024 Capital Region Real Estate Agent,
the Trailblazer Award from the CNYS
Black Expo/Bluebird Foundation, the
2025 AI Impact and Innovation Award
presented by Quiana Shonté of the
Agent Tools for Success Group, and as
one of the Women Who Rock for her
outstanding impact in the community.

Her approach is rooted in education.
“The Roberts Standard means teaching
clients every step of the way,” Arielle
explains. “I break things down so
people understand the process and

22 - March 2026

feel confident. My goal is for them
to say, ‘We did that together.”

She’s also known for her generosity

at closings. “People laugh because

they think I go overboard with gifts,”
she says with a smile. “But I just love
celebrating that moment. It’s not about
the gift. It's about showing appreciation
for the journey we shared.”

Faith, Family, and Balance
Arielle’s home life is her anchor. Her
partner, Alvis Mosely, is the creative
force behind A Mosely Media and her
biggest supporter. “Alvis has been
with me since the beginning,” she
says. “He’s my marketing manager,
videographer, and best friend. We’re
growing together in every way.”

Her daughter, Azariah, is her heart.
“She’s my daily motivation,” Arielle
says warmly. “Every move I make,
I think about the kind of example

I want to set for her. I want her

to see that faith, hard work, and
integrity can build a beautiful life.”

Family time is everything to Arielle.
She’s deeply connected to her parents,
Darryl and Yvette Roberts, whom

she calls her foundation, and to her
brothers, Omar and Darryl Jr. She loves
gathering for holidays, home-cooked
meals, and impromptu game nights.

Her family traditions also extend to
service. Each year, they participate
in the annual Breast Cancer Walk
to honor her late grandmother,
who lost her battle with cancer.

Outside of work, Arielle finds joy
in strength training, paint nights,
and worship. “Working out makes
me feel strong and confident,” she
says. “But my true peace comes
from being in God’s presence. My
favorite verse is Philippians 4:13 —
‘I can do all things through Christ
who strengthens me.” That verse
grounds me when life gets busy.”

Even with her full schedule, Arielle stays
active in her community. She helped
organize the Bridge the Gap Albany
Fest, participated in the Victoria Fitness
Expo, and has spoken at empowerment
events like the Bondage Circle.

Looking Ahead

Looking forward, Arielle’s eyes are set
on becoming a broker and eventually
creating a team that embodies her
values. She also dreams of developing
new, affordable housing for first-
time buyers. “I want to help families
who never thought they could own

a home,” she shares. “Even modest
developments can change lives.
That’s what I'm working toward.”

Her advice for aspiring agents is
grounded in experience and grace.
“Lead with purpose, not pressure,”
she says. “Be consistent, even when
it’s quiet. Build relationships, not
transactions. And always protect
your peace. Pray over your business
and remember that what’s meant
for you will never miss you.”

PREMIUM MORTGAGE
CORPORATION
DOUBLES DOWN ON ITS
SELLER’'S GUARANTEE!
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For qualified buyers, Premium Mortgage Corporation will issue a certificate to be included
with the Pre-Approval letter. This certificate will provide the seller up to $20,000*
if Premium Mortgage Corporation is unable to provide a firm mortgage commitment.

“Or 4% of the purchase price, whichever is less. Offer to extend credit subject to appraisal

Buyers must apply for financing with Premium Morigage Corporation within 7 days of acceptance of Sales Contract
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Teaching, Service,

BY LARRA ROQUE e PHOTOS BY MICHAEL GALLITELLI

ome careers come Where It All Started
full circle. For Originally from the Buffalo
Marshall Morgan, area, Marshall’s early life
real estate became was shaped by close-knit
e the place where everything communities and a strong
,.I.’” : K
lIEMPIRE he loved about teaching, sense of belonging. That
hospitality, and service foundation followed him
finally converged. Loyal, to SUNY Albany, where he
consistent, and relentlessly earned his undergraduate
hardworking, Marshall degree in education, history,
has built a career rooted in and communications.
people, purpose, and a great Teaching was never a

pride in the city of Albany. question for him. “Even as

COVER STORY

MORGAN

a little kid, when a teacher
asked what I wanted to be
when I grew up, I always

said a teacher,” he recalls.

After college, Marshall taught
high school in Queens, an
experience that challenged
him and shaped how he
shows up today. “Teaching
and the restaurant industry
are both very service-
forward,” he explains. “You
really become aware that
you're there to serve. In real
estate, it’s the same thing. It’s
answering my phone, being
available, and making sure
I'm capable and able to help
my clients at any moment.”

While teaching, Marshall
worked nights and weekends
in restaurants, gradually
moving into management.
When the school he was
teaching at closed, he
transitioned fully into
restaurant and food and
beverage management at
a local hotel. What could
have felt like a setback
instead reinforced what
he already knew. Service
was not just a skill. It was
part of who he was.

Finding a Home

in Real Estate

Marshall officially entered
real estate in 2017, but
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the spark came earlier.
“When I purchased my
home, learning all the
different avenues of how
real estate works was
exciting to me,” he says. “It
made me realize I could
still be of service to people,
like I was in teaching and
restaurants, while also doing
something I really liked.”

He had always gravitated
toward architecture, but real
estate offered something
deeper. It allowed him to
teach in new ways. “Real
estate has let me keep
teaching,” Marshall explains.
“Whether it’s helping first-
time buyers or mentoring
agents, I've always found
ways to keep doing that.”

What fulfills him most is
helping people see what

is possible. “You sit down
with people who say, ‘I
would love to someday own
a home,” he says. “Then
you walk them through the

26 - March 2026

process, and they realize it’s
something they can actually
do. That’s really gratifying.”

On the other end of the
spectrum, he finds meaning
in guiding clients through
difficult transitions.
“Sometimes people don’t
realize their house has
become too much for
them,” he shares. “It’s
fulfilling to sit down and
show them the different
paths they can take.”

Leadership Without
Throwing People

to the Wolves

Marshall’s leadership
philosophy was shaped by
humility early in his career.
When he first started, he

|

|

had just purchased a home
and completely drained his
bank account. “It was a very
humbling experience,” he
says. “It set a tone for me.”

He saw too many new
agents being pushed into the
business without support.
“When people first get into
real estate, they’re often
thrown to the wolves,”
Marshall says. “I didn’t want
that for others. I didn’t want
them to feel broke, starting
a new business, and not
knowing where to turn.”

Mentored by Melissa Killion,
Marshall learned the value
of guidance and integrity.
“She wasn’t financially
responsible for me,” he
explains, “but the way she
mentored me mattered. It
made me want to create

a path that didn’t break

the bank for others.”

That philosophy carried
into his leadership journey,
including his time as a
co-team leader alongside
Dawn Jacobson. Marshall

is quick to credit much

of that success to Dawn’s
partnership, collaboration,
and leadership. “So much of
what we built came from her
ability to be an incredible
partner,” he shares.

As a team leader, Marshall
never charged agents

for lead generation and
remained hands-on in
developing people, not just
production. That mindset
continues today in his

role as a partner owner at
Empire Real Estate, which
launched in July. While

the team structure has
since dissolved, his focus
remains firmly on people
over numbers. He maintains
a steady annual volume

of around $10 million,
a pace he values for its
sustainability and balance.

Life, Community, and
Chosen Family

Outside of real estate,
Marshall’s life is anchored
in community. One of his
most meaningful traditions
is Friendsgiving, a gathering
that has lasted nearly ten
years. “We all lived four

or five hours away from
our families,” he explains.
“So instead of traveling,

we created our own.”

Giving back is deeply
personal for Marshall. For
many years, he has been
cooking at the Ronald
McDonald House, an
organization that supported
his family when he was a
child. “My family actually
spent time there when I
was younger,” he shares.
“So giving back has always
meant a lot to me.”

He also supports Equinox
Shelters and looks for ways
to stay involved locally.

At home, he shares life
with his dog Brutus, a
twelve-pound terrier mix
adopted in May of 2024.

In his downtime, Marshall
enjoys fantasy football,
bowling, and cooking. If

he were not in real estate,
owning a restaurant would
still be on the table. A lesser-
known fact is that he played
the baritone saxophone for
8 years, something that still
feels like a personal chapter
of discipline and creativity.

Albany, Always

Marshall’s love for Albany
is unmistakable. “I have this
undying love for the city,”
he says. Having lived in
rural areas and major cities,

Albany became the perfect
balance. “It’s not annoying
to go to the grocery store,
but it’s also not far. It’s just
the right amount of city
without being a big city.”

That pride carries into
his work. “I feel like I'm
a walking billboard for

how great Albany is,”
Marshall says. “Ilove
that I get to sell here.”

Looking Ahead

Currently completing his
broker’s course, Marshall
looks forward to continuing
his role within Empire Real
Estate, particularly through

I
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I feel like ’'m
a walking
billboard for

|
love that I get
to sell here.”

one-on-one goal meetings
with agents. “That’s where
I fit the most,” he explains.
“It feels like being right
back in my teacher role,
brainstorming and giving
people different things
they can do to succeed.”

His advice to aspiring top
producers is rooted in
honesty and pride. “Love
where you live,” he says. “If
you love it, it’s super simple
to sell in a place you can talk
about and get excited about.”

For Marshall Morgan,
real estate is not just a
career. It is teaching,
service, and community
coming full circle.
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YOUR ROOF IS

Print Me

More!

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

Reprints!

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

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

What if | changed companies or need
something corrected on my article?
No worries! We can make any changes

needed. We send you a proof, you approve,

and then they are sent to you via FedEx.

Who can buy these?

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

How do | order?
Email us at info@

capitalregionrealproducers.com.
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Protect Your Home. Get Your FREE Roof Inspection Today!
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44 Tivoli Street, Albany, NY 12207

518.898.0962

@lambertcontracting.com
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> Call Sheilah!

MOVE IN/MOVE OUT SPECIALISTS
318.937.7908 | CallSheilah.com

WE DOWNSIZE, DECLUTTER, PACK,
UNPACK, HAUL THE JUNK & ARRANGE
TO CLEAN THE HOME

Call Sheilah! was highly recommended o me. She was
1p]- asure to work with and executed the job perfectly.
Sheilah took care of every detail. | will not hesitate to
recommend her to others.” - Christine G

Two Hours of
Call Sheilah's Services are
the perfect closing gift.

We will move your clier long

smoothly and quickly.

CALL TODAY!

2 hour minimum

Powering the
Capital District &
Rensselaer County

New Construction/Remodel Wiring
Lighting Installation & Repair
Service/Panel Upgrades

Generator Installation 10% o
EV Chargers YOUR fyper
Surge Protection

Caly for o T Jog

Reg quot
todayl

Contact us
for electrifyingly

reliable service!
(518) 935-3159
WillsonElectricLLC.com
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TRUSTED TRADES

Recommended Trade Services for the Capital Region Real Estate Market

/{?&
Service-li

of Americ trategicGifting

CARPET CLEANING CLOSING GIFTS WEALTH MANAGEMENT
SERVICE TEK OF AMERICA STRATEGIC GIFTING IRON TREE FINANCIAL
(518) 584-6000 (313) 971-8312 LAUREN GERALDSEN
ServiceTekofAmerica.com StrategicGifting.com (518) 261-2327

IronTreeFinancial.com/
team/Lauren-Geraldsen

Do you know a business that deserves a spot on this page?

Contact the Kristin Brindley team at
Info@CapitalRegionRealProducers.com

MOLD REMEDIATION

TO KEEP HEALTHY &HQ«PEY HOMES AND FAMILIES!

%
o ~...  WE OFFER REALTORS &

P HOMEOWNERS:
Ky on, ‘? 4 TR Quick estimates &
GEL 'éJ Bt e PR L B turnaround for real a

estate transactions

Pre-listing mold
inspections

-
N

10 year transferrable
warranty

r
<

Improved indoor air
quality

N

Protect the
structural integrity of
a home
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, ' call today to schedule your service! AASLR Tty W
{ URM DYH SOLUTIONS LLC _ e N ! T

' W (518) 677-0700 - VanDykSolutions.com - Serving Cambridge, NY & Manchester, VT
: Family-Owned & Owner Operated by Jon Van Dyk (£
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5% Community Bank

ALBANY REAL ESTATE PROFESSIONALS:

BETTER OPTIONS.
BETTER CHOICES.

With more options and choices, we’ll
help you open more inventory, negotiate
stronger offers, and offer solutions

for repairs that could be dealbreakers.
Together, we make homebuying easier
for your clients—and help you build

lasting relationships and more referrals.

WE'LL HELP YOU &
YOUR CLIENTS:

Boost buying power
Expand available inventory
Qualify for more

+ Make a stronger offer

+ Negotiate more effectively

+ Afford renovations or repairs
after purchase

+ Get competitive rates & terms

(1G] ink -]

All loans and lines are subject to credit approval, Ask us
how we can make your home purchase more affordable.
Certain conditions and restrictions apply. Ask us for details.

YOUR LOCAL MORTGAGE EXPERTS:

Lucas Fiedler
Mortgage Loan Consultant
MMLS ID: 751289

lucas.fiedler@chbna.com
518-952-0146

Delmar, NY

Stephanie lzzo
Martgage Loan Consultant
MNMLS ID: 911976

stephanieizzo@cbna.com
838-250-7798

Latham, NY

Toni Zidich
Mortgage Loan Consultant
MNMLS ID: 1205879

toni.zidich@cbna.com
518-380-3620

Amsterdam, NY

APPLY FOR A MORTGAGE ONLINE:

Scan the QR code to get started
or visit cbna.com/mortgage

to prequalify, apply online,

and learn more.

LOSAL HOLFING
LEMDER
Member FDIC



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

FUNDING CORE
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CONTACT US FOR ALL OF YOUR HOME FINANCING NEEDS!

If you know of anyone who could use our time for professional
home financing services, please have them give us a call!

Laura Guillerault Courtney Delaney
Licensed Loan Originator Licensed Loan Originator
NMLS# 59471 NMLS# 812681

i s18-665-9664 8 518-791-9886

% 518-227-0957 & 518-407-5958

- |guillerault@homesteadfunding.com
& |auraguilierautt.com
# 517 Broadway, Suite #202

Saratoga Springs, NY 12866

=« cdelaney@homesteadfunding.com
& www.CourtDelaney.com

" & 5Warren Street

Suite 104, Glens Falls, NY 12801
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