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hat Sets Reilly Inspections Apa

A Personalized, High-Touch Inspection Experience
Our reports are built on our proprietary reporting system — not generic checkbox software.

Clear. Detailed. Photo-rich. Delivered moments after completion of the inspection.

Included Services Others Charge Extra For:
* Termite inspection .
« Complimentary pre-closing walk-through

* Drone technology when needed for roof & structure evaluation

« Infrared thermal imaging cameras for moisture & insulation detection

A Relationship That Doesn’t End at Closing
+ We stand behind our work long after the transaction.

« If questions arise months or years later, we're available. If you'd like us to revisit the
property, we will, at no additional cost

That level of long-term support isn’t standard — it’s personal.

ixperience That Mattet

With over 30 years of residential and commercial real estate experience,
Reilly Inspections is Connecticut's premier family-owned inspection company.

Fully licensed and Insured 5o

1-203-785-8141 | kelly@reillyinspections.com | reillyinslﬁections.com
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Deb Placey
203-292-5700
1799 Post Rd East | Westport, CT 06880
www.thepostct.com

@thepostct
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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!

ARCHITECT

Doyle Coffin Architecture
(203) 431-6001
doylecoffinarchitecture.com

HANDYMAN/HOME IMPROVEMENT
Tidy House
(203) 895-9509

HOME DECOR & INTERIOR DECORATING
The Post

(203) 981-4201

thepostct.com

HOME INSPECTION
HomeSpec, LLC
(203) 240-0032
homespec-ct.com

Reilly Inspections
(203) 482-1160
reillyinspections.com

The Miranda Team: Pillar To
Post Home Inspectors

(203) 490-7855
mirandateam.pillartopost.com

HOME INSPECTION/RADON MITIGATION
Absolute Radon & Home Inspections
(203) 985-9441
facebook.com/absoluteradonct

HOME STAGING

BA Staging & Interiors
(203) 807-4040
bastaginginteriors.com

Liz Pensiero Staging & Design

(203) 940-0338
lizpensierostaging.com
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INSPECTIONS

Champagne Inspection Services
(203) 880-5409
champagneinspections.com

INTERIOR DESIGN
ND Interiors

(914) 714-8774
ndinteriors.com

INTERIOR DESIGN/RENOVATIONS
Jan Hiltz Interiors LLC

(203) 331-5578
janhiltzinteriorslic.com

JUNK REMOVAL

Junkluggers of Fairfield &
Westchester Counties

(914) 557-3281

junkluggers.com/
fairfield-and-westchester-counties

KITCHEN DESIGN/CUSTOM CABINETRY
Christopoulos Designs

(203) 520-7792
christopoulosdesigns.com

MORTGAGE / LENDER
Revolution Mortgage

(203) 530-0109
revolutionmortgage.com/epotter

MORTGAGE BROKER
Fairworld Mortgage
(203) 623-7834
fairworldmortgage.com

Guild Mortgage

(203) 521-2905
branches.guildmortgage.com/ct/shelton/
dan-laltrella-24-rgdla.html

MORTGAGE LENDER

Costa Gakidis- A.S.A.P. Mortgage
(860) 605-7171
asapmortgageinc.com/staff-member/
costa-gakidis

Manny Gomes - Total Mortgage
(203) 673-2131
totalmortgage.com/bankers/manny-gomes

MOVING COMPANY
Saturday Morning Moving
(203) 565-0537
saturdaymorningmoving.com

NEW CONSTRUCTION AND REMODELING
Infinite Build

(203) 455-7278

infinite-builders.com

ORGANIZING SERVICES

Simple Organized Solutions (SOS) By Erin
(914) 924-7346

sosbyerin.com

ORGANIZING/ESTATE SALES/AUCTIONS
C2C Home Edit

(203) 604-7118
facebook.com/c2chomeediting

PHOTOGRAPHER | REAL ESTATE MEDIA
Hommati CT/NY

(203) 303-7850

hommati.com/office/120

REAL ESTATE CLOSING
Koether Legal Services, LLC
(203) 856-4204
koetherlegalservices.com

Paul Denzel Jr. - Owner

SATURDAY
MORNING ANEree:
MOVING HOME

FULL SERVICE
SaturdayMorningMoving.com

HOUSEHOLLD
203-707-1170 RELOCATION

Cheshire, CT
USDOT 3385514
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What Is Real Producers?

BY SAM KANTROW

It is a privilege to introduce Gold
Coast Real Producers to Fairfield
County and to celebrate the exceptional
contributions you bring to this market.
I grew up here and spent 14 years

in television and media. Showcasing
your achievements, building stronger
connections, and honoring your
commitment to clients energizes

me. Real Producers began in 2015 in
Indianapolis and now spans 130 plus
markets across the U.S. The community
thrives where top agents and trusted
partners connect with purpose. As we
launch on the Gold Coast, my promise
is simple. Build community. Spotlight
excellence. Elevate relationships.

New Haven and Middlesex Real
Producers launched in Spring 2024.
Since then we have hosted multiple
packed events, featured dozens of
agents, and earned bragging rights as
the most successful Real Producers
magazine in the country. We bring that
momentum to Fairfield County.

In the months ahead, our team will
interview many of you for upcoming
features. We will celebrate your wins
at events, share tools and introductions
that drive growth, and represent your
collective passion for this industry.

Quick Facts:

DISTRIBUTION

This magazine goes to the top 500
agents in Fairfield County each month.
Selection is based on compiled MLS data
from the last year. If you receive a hard
copy, you rank within the top 5 percent.

CONTENT

This publication revolves around
you, the Fairfield County real estate
community. We share personal,
distinctive stories from top producers
and our Preferred Partners.

We sell nothing to agents. Features
are free. Agents appear by nomination
from a peer, leader, or influencer.
Send nominations for those making a
meaningful impact in our market.

PREFERRED PARTNERS

Preferred Partners listed in the index are
vetted members of this community. They
appear in every issue, attend our private
events, and engage in our online groups.

We invite businesses by member
recommendation only. The goal
is simple, equip you with reliable
resources so your clients receive
excellent service every time.

EVENTS

Alongside the monthly magazine, we
host social and educational events

all year. We unite top performers,
strengthen local ties, and have a good
time. Event details will publish here and
in our email updates.

CONTRIBUTION

Want to contribute, nominate
REALTORS® for features, recommend
elite affiliate partners, or learn more?
Reach out to me anytime. I look forward
to meeting every one of you.

Thank you to our Preferred Partners
for their belief and early support. Your
commitment brings Gold Coast Real
Producers to life and sets the stage for
sustained growth.

As we head into November, I wish you
a strong finish to the year and a season
filled with progress and community.

I appreciate you, and I look forward to
seeing you at our launch party soon.

We provide a platform to connect, elevate and
inspire the top real estate professionals across
the Connecticut Shoreline.

ALL ABOUT REAL PRODUCERS




Meet

The
Team

Sam Kantrow Phylicia Bova George Grotheer TJ Muldoon
Publisher Director of Operations Content Writer Photography

Joe Crawford Io Escu, AG Mode Jillian Vogt
Photography Photography Client Relations Specialist

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

m DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2
publisher may be held liable or responsible for business practices of these companies.
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INTERIORS

AWARD WINNING INTERIOR DESIGNER
WESTCHESTER AND FAIRFIELD COUNTY

NANCY DAVILMAN
nancy@ndinteriors.com
914-714-8774 = ndinteriors.com
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P N i, e .
home organization - home staging - move management - consignment

STYLED, Socig o clowing 1o
O RGAN IZE D, Fairfield, New Haven &

Hartford Counties Vo Toi
and Tvady tell
' o0 In New York: ,
Manhattan and Westchester. hello@sosbyerin.com

203-979-8019

HDR Photos + Aerial Photos + ‘U‘id&ﬁ + 3D Tour + Floor P‘lﬁn

rst-time customer offe BN
Contact us now for this special first-time offer! mmtlg

-

ti@hommati.com | (203) 303-7850 =
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PUBLISHER’S NOTE

I hope you’ve had a moment to breathe.
February often brings a slight slowdown
in real estate, though for many of you,
busy never truly stops. Winter tested

listings with snow, ice, and cold, yet
the work continued. Now we are into
March. Spring is close, and the pace is
about to rise quickly.

A little over a month ago, we sent out
invitations for our first Gold Coast
Real Producers event. I'll be honest. I
felt nervous. I grew up in New Haven

County. I know many of the agents there.

Fairfield County is different. It starts
a few exits down I-95 and becomes its
own world. You are high producing
agents. You are disciplined. You value
your time.

When the invitations went out, I did
not know what to expect. Then the
responses started coming in. Within

a single day, more than 100 of you
registered to attend our first event. That
response stopped me in my tracks. It
spoke to the strength of this market and
the desire among top agents to connect
in a more meaningful way.

12 - March 2026

Many of you have already attended

our March event, or you are about to.
The energy in the room matters. Yes,

we want to celebrate you. Your success
deserves recognition. Being among the
top 500 agents in this market represents
real achievement. Still, the heart of these

events runs deeper than food and drinks.

Our goal centers on connection. It

is about meeting someone you have
worked with on a transaction but never
truly knew beyond a phone call. It is
about building relationships face to
face. It is also about introducing you to
business partners who earn their place
in the room. Every partner goes through
a strict vetting process before attending.
Their support allows us to keep these
events free for agents while protecting
the quality of the experience.

This community continues to grow,

and we feel fortunate to be part of it.
The turnout and engagement reinforce
the strength of the Gold Coast network.
As the spring market unfolds, we plan
to build on this momentum. Expect
something bigger and better this spring.

More connection. More value. More
opportunities to grow together.

As the market accelerates, take time
now to set clear goals. Decide what
success looks like for you this season.
Stay connected. Stay intentional. Spring
is here, and it is time to move forward
with purpose.

Cheers!
Sam Kantrow, Publisher

12,157,579,438 Billion

TOTAL SALES VOLUME

9,500

TOTAL
TRANSACTIONS
JAN-DEC 2025

$24.1 M

AVERAGE
SALES VOLUME
PER AGENT




.PARTNER INSIGHT

A Trusted
Inspection Partner
for Your Buyers

Once items are piled together, estate
sale companies cannot properly access
them for photography, measurements,
and evaluation, slowing the selling
process before it even begins. If a client

is planning an in-home estate sale or AB Su I-UTE RAB BN
online auction, C2C Home Edit strongly & HOME INS FEE"UNS, LLC

recommends staging the garage as well. \;—__..-'-'""r

When garages are overcrowded and

, : Your reputation matters — and so does who you refer.
inaccessible, estate sale teams are often

forced to remove contents to the drive- At Absolute Radon & Home Inspections, LLC,

way, clean the garage, and then return L al id [ estat - Is to Pl

items in a more organized, walkable, we WOrK alongside real estate pro .eSSIOna. S 10 e.p

sary time and cost for the client. transactions moving smoothly.

The solution is simple and highly Comprehensive Home Inspections Py

effective: engage C2C Home Edit early in Radon Testing & Radon Mitigation Systems

the process. Infrared / Thermal Imaging Ca" or Text 20 '985'9441

Drone Roof Inspections
Water Testing ABSOLUTE RADON & HOME INSPECTIONS, LLC

By performing a quick sweep and
preparation of the garage before
items are moved in, our professional

organizers can manage placement as Proudly serving all of Connecticut.

belongings are brought out—grouping Licensed * Insured « Experienced « Local
like items, maintaining clear walkways, P

and creating an orderly, display-ready
environment from the start. The result is

a garage that functions as a curatefi mini SUCCESS ISN'T )
showroom rather than a storage pile.

RANDOM, IT'S é/\
This proactive step: ;
 Protects the client’s assets STRATI:GICALIX STAGING L INTERIGRS

s - 3 & = &% . Strerflmlir'lesthe estate sale and STIKGED WHERE DLSIGH (3 HARKETING?
- " SO ¥ SECRRNL TS i, i S 2N auction timeline |

* Reduces overall setup hours l’
» Creates a smoother experience for
realtors, clients, and buyers alike

IN LUXURY REAL ESTATE sy reatestate, toughera

preparation extends beyond the living

h}'@-}'ﬂ.ﬁf

e

BY DEERING ROSE, C2C HOME EDIT spaces. A well-organized, staged garage—
guided by C2C Home Edit—is a small :

As March arrives and the spring market One recurring issue we see at C2C Home detail that delivers meaningful value. 1B
comes alive—with fresh blooms, longer Edit during this process is what happens I
days, and increased buyer activity— in the garage. ]\—i
realtors are once again preparing homes AWARD-
to shine at their very best. ¥Vhen }sltafgling cr.ews remov;: contents 8 WINNING

rom the home, items are often u

4 h [

In the luxury market, staging is often consolidated into the garage and placed = STAGING 2 H ome Ed |t
a given. Many clients choose to stage into one large pile. While this may feel - GROUNDED IN ORGANIZING - ESTATE SALES - AUCTIONS - STAGING
before listing, whether they are still efficient in the moment, it frequently - BUYER-BEHAVIOR MOVE MANAGEMENT - HOME CLEANOUTS
living in the home, prefer to limit creates challenges later—especially .

D R - (2 4-7118 - ization . i i
exposure of personal belongings, or if the client plans to sell belongings c ::I::'naee‘:lsi:@ (n?a?;l) foom 8 Home Organization - Estate Sales - Online Auctions
simply need to declutter so the property through an in-home estate sale or d ’ c2chomeedit.com - (203) 604-7118 - c2chomeedit@gmail.com
presents cleanly and expansively. online auction. Deering Rose
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totalOmorigage

YOUR GO-TO
MORTGAGE

EXPERT

SUCCESS ON THE COURT Let's Work Together!

IS BUILT ON SOLID ASSISTS.

You deserve a teammate who ensures
your clients’ offers stand out in a crowded
bracket. Here is how we make big plays:

(© PERSONALIZED () COMPETITIVE RATES () BOUTIQUE EXPERIENCE

/stA.S.A. P.

FAST BREAK

Clients can close in as few as 21 days
with our Greenlight Pre-Approval..

" MORTGAGE CORP.

“The Unique Boutique Mortgage Experience”

CM MPAG \l Inspect - Educate - Empower

INSPECTION SERVICES, LL{I HIESCIE RS Sl D ONIMETCIN
i Building Inspections

860-605-7171 | costa@asapmortgageinc.com

DEEP BENCH

Equipped with a wide variety of loan
products for every buyer, we’re ready to
navigate even the most complex finances.

VETERAN PLAY-MAKING

With years of industry experience and a
personal commitment to five-star service,
we help clients navigate the mortgage
market with ease.

Radon Testing
Well Water Testing
Wood Destroying Insect Inspection
Deck Inspection
Pool and Spa
Mold Testing
Flexible Online Scheduling

ASHI Certified

4".--‘..

r\, MANNY Gougs s ,
g e SVP, Branch Maﬁage?.._ S L TR
203. 6?3;2131 _

4 :

mgunﬁei@t_a‘talma

ali ;=:';_j';-1|§|
i .1.. | ' EF”

203 880 5409

champagneinspections.com

, i f;f:i E::.- i
ok "l ek T i!u
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JOE CRAWFORD PHOTOGRAPHY

never meant to be a side hustle. It

was always going to be something
more—something he could build, scale,
and fully commit to. What began as a
practical step rooted in family wisdom
has evolved into a fast-growing, full-time
career defined by focus, discipline, and a
willingness to go all in.

I or Arian Hoxha, real estate was

Arian’s introduction to real estate
began in 2018, influenced by a family
deeply invested in small multifamily
properties. Their philosophy was
simple and strategic: buy property,
rent long-term, and build generational
wealth. Passive income was not a
trend in their household—it was a
way of thinking.

“They always said, buy a property
and rent it. Long-term. Generational
wealth,” Arian explains. “So I thought,
why not get my license and be the
middleman for that?”

He earned his real estate license just as
the world shut down.

COVID struck on the final day of class.
State-mandated, in-person requirements
suddenly became impossible. Exams
were delayed for months. Eventually,
instructors gathered students in parking
lots, where everyone completed their
tests from inside their cars. It was
surreal—but Arian passed.

At the time, real estate remained
secondary. His full-time career was in
low-voltage electrical and AV project
management, a natural fit for someone
with a background in computer
engineering and construction. He
understood buildings, systems, and
how things worked behind the walls—
an advantage he didn’t yet realize
would become one of his greatest assets
in real estate.

For a while, his license sat quietly in the
background. He closed one deal a year.
Then two. Then four. The growth was
steady, but he was straddling two worlds.

By 2023, something shifted.

“Iloved my job, but I wasn’t growing,”
Arian says. “The company was growing,
butIwasn’t.”

For two years, he wrestled with the
decision. Stay in a stable, familiar role—
or step fully into real estate. His wife
encouraged a gradual transition, but
Arian knew himself too well.

“I hate doing fifty percent of two things.
You never really win that way.”

That realization became his turning
point. He had saved enough to take a
leap. At the start of 2024, he made the
decision: real estate would no longer be
a side pursuit. It would be the pursuit.

His boss was heartbroken, but
supportive. The door was left open. Still,

Arian didn’t look back.

What followed was acceleration.

Gold Coast Real Producers - 19



One deal became two. Two became five.
Five became ten. Each year doubled the
last. By August of the following year,

he had already surpassed his previous
annual volume. Now, he’s pacing toward
$10 million in sales, with his sights set
on $12 million.

And he’s doing it solo.

“No admin. No team. Just me,” he says.
“It’s starting to get tiring—but that’s a
good problem to have.”

As his production grew, so did his
ambition. Arian attended a SERHANT
event in New York City just as the
brokerage launched its Connecticut
expansion. He knew immediately he
wanted in. The only problem? At the
time, he didn’t meet the minimum $5
million annual volume requirement.

Instead of feeling discouraged, he
felt motivated.

“I said, I can get to five. No problem.”
He did. And more.

20 - March 2026

YOU NEVER
REALLY WIN
THAT WAY.”

Arian Hoxha, Realtor by day and
wedding DJ by night, balancing
two businesses built on energy,
connection, and celebration.

By the following year, he had
exceeded the benchmark. The
door opened. Arian joined
SERHANT. Connecticut, now
based in Westport, is a place
where he feels fully aligned
with the brand’s resources,
culture, and growth mindset.

One of Arian’s greatest strengths is his
ability to evolve.

Early on, he admits, he fell into the trap
many fast learners do—assuming he
already knew the answers.

“I used to say, ‘I know, I know,” just to
keep the conversation moving,” he

reflects. “But I realized, sometimes I
didn’t know. And it didn’t look good.”

The shift came when he learned to truly
listen. To pause. To understand what his
clients were really saying.

“That’s what helped me evolve,” he
says. “Listening to their needs instead of
rushing ahead.”

Today, his biggest challenge is time.
Delegation. Structure. Like many high-
performing solo agents, Arian is feeling
the weight of growth.

“Technology is supposed to make things
easier, but there’s so much noise,” he
explains. “So many apps. So many shiny
tools. At the end of the day, it comes
back to fundamentals.”

That philosophy extends to how he
builds relationships.

Arian is deeply intentional about staying
connected. He believes in physical
gestures in a digital world. Handwritten
notes. Gift cards. Thoughtful outreach.
When a client had a baby, he sent a
Target gift card. When Thanksgiving
came around, he once hand-delivered
pies to every past client—driving all day,
knocking on doors, leaving notes.

“It lit people up,” he says. “I felt like a
mailman that day.”

K
2
q
T
b

Proneer Dy

“AT THE END OF THE DAY, IT COMES BACK
TO FUNDAMENTALS. RELATIONSHIPS ARE
WHAT ACTUALLY BUILD THE BUSINESS.”



A

Arian Hoxha
with his wife,
Allison — the

steady support
behind his all-in
approach to
business and life.
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As his business scales, those gestures
are evolving, but the heart behind them
remains. To Arian, relationships are not
transactional—they’re personal.

Outside of real estate, his life is just as
dynamic. He golfs. He travels when he
can. And on weekends, he becomes
something else entirely.

Arian runs a wedding D] company.

Founded in 2015, Revolve Entertainment
now provides DJs, MCs, photo booths,
and full wedding entertainment across
the region. Arian is often the MC himself,
spending nights and weekends on

dance floors and behind microphones.
What started as a passion project has
grown into a thriving business—and
unexpectedly, a powerful bridge into his
real estate world.

“People are getting married. They’re
local. They’re about to buy homes,” he
says. “It overlaps perfectly.”

His long-term goal is sustainability. By
the end of 2026, Arian wants a well-
oiled machine—systems in place, time
controlled, mornings owned.

“If you don’t own your morning,” he
says, “you spend the whole day reacting.”

At his core, Arian Hoxha is a builder. Of
businesses. Of systems. Of trust.

He is not chasing shortcuts. He is
constructing something with intention—
brick by brick, relationship by
relationship, year by year.

And he’s just getting started.

Luxury Home
Staging that

Tuels /(/Iéﬂ/ Home

P
LIZ PENSIERO

HOME STAGING

Liz Pensiero
Owner/Principal
Stager

Inspection Services
Environmental Hazards

A REPORT SO THOROUGH IT HAS A

MONEY BACK
GUARANTEE

Serving Western CT since 2001!

Call or Text 203-240-0032
ross@homespec-ct.com

.{3 HomeSpec, c
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Some careers are carefully “One day it just popped into my head,”
mapped out. Others are built he says. “Saturday Morning Moving.
one box at a time. Those were the best days.”

business—from moving boxes to
doing interviews like this. I do that
to guarantee quality.”

For Paul Edward Denzel Jr., founder The name stuck, and more importantly,
and owner of Saturday Morning Moving so did the philosophy. Morning Moving, they don’t reach
LLC in Cheshire, Connecticut, the path an office or a call center. They
into entrepreneurship didn’t begin in Today, Saturday Morning Moving serves reach Paul.
a classroom or a boardroom. It began clients across Connecticut and beyond,
behind the counter at Dunkin’ Donuts, particularly helping families relocate
where a young Paul—fresh out of high within the state but also nationwide. my cell phone with everyone,”
school with no plans for college—started What truly sets the company apart he says. “I'm on the other side of
casually telling passing tradesmen that is not the distance traveled—it’s the the line.”
he wished he had a different job. experience delivered. Paul is not just
the owner. He is the master mover, the
“I was just throwing the hook out there,” scheduler, the voice on the phone, and
he laughs. “Landscapers, plumbers, the person knocking on the door.
anyone who came in. I'd say, ‘Man, I
wish I had a job like that.”

When someone calls Saturday

“You can text me directly. I share

That hands-on approach is
intentional. Paul doesn’t want to
send crews into homes without
being there himself. He wants to
ensure that every move reflects
the atmosphere he has worked so

“I'm an owner-operator,” he explains.
“Im in control of every aspect of my
The first one ignored him. The second

did not.

A mover named Mike Kollar told him
to come try a day on a job. It was 2005,
and Paul was promised $100 for the
day—nearly double what he made
serving coffee and donuts. He jumped
at the chance.

“It was hard,” he says. “But it taught me
everything right from the beginning. You
show up, you work, you push through.”

That single day turned into a decade.
Paul worked mostly for Mike as an
independent laborer, but also with other
crews, learning the business from the
ground up. He lifted furniture, packed
boxes, loaded trucks, and absorbed

the realities of an industry built on
physical effort and human emotion.
When his wife became pregnant and life
demanded more stability, Paul knew it
was time to take the next step.

He earned his CDL, bought a truck, and
began running his own moves.

Saturday Morning Moving was born
from a feeling.

While working for others could be
stressful, Paul noticed something
different about the side jobs he took on

Saturdays. Renting a truck, handling a
move himself, setting his own pace—it
felt lighter. Easier. Better.



hard to create: stress-free, human, and
surprisingly fun.

“We’re almost like comedians running
around your house,” he says. “Everyone
has a great attitude. Everybody works
hard. Everybody cares.”

Moving is consistently ranked among
life’s most stressful events. Paul sees that
anxiety the moment he arrives.

“You knock on the door, and you can
see it on their face,” he says. “Especially
older clients who have lived in their
home for 20 or 30+ years. Their whole
life is there.”

Instead of rushing in, Paul slows down.
“We talk with them for a little while.

We joke. We let them give us a tour.
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They tell us stories. We make them
feel comfortable.”

It’s not a tactic. It’s personal.

“I'm not doing it so they give me a good
review,” he says. “I just don’t want
anyone feeling that way if I have any
control over it.”

That mindset carries through every

job. Furniture is wrapped carefully.
Belongings are treated with respect.
The crew works hard, but never hurries
in a way that adds pressure. “Things
happen sometimes,” Paul admits.
“That’s impossible to avoid. But we do
our best.”

For real estate professionals, Paul’s
approach offers something rare:
reliability paired with flexibility.

Closings shift. Dates move. Timelines
blur. Paul understands that reality.

“When someone wants to move three
months from now, they often can’t

nail down a date,” he explains. “So I
give them a week window. I save a day
during that week, and a couple of weeks
before, I touch base, and we lock it in.”

Because he runs every part of the opera-
tion, he can adapt quickly. There are no
layers of management, no miscommuni-
cation between office and field. Agents
and clients know exactly who they’re
dealing with and what to expect.

It’s a business built on trust.
Outside of work, Paul’s world is just as

grounded. He and his wife, Ashley, are
raising two daughters in Cheshire—Jo-

“We’re not
just moving
boxes —
we’re walking
into one of
the most
stressful days
of someone’s
life, and our
job is to
WELCRIRE
manageable.”

Paul Edward Denzel Jr.

i~ still
the days that
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the things

i now have




Leigh, 13, and Olivia, 10. Ashley runs a
small therapy practice while juggling
the girls’ schedules, amazing! Jo-Leigh
plays violin and guitar. Olivia cheers
and plays cello. It’s a normal-ish, busy,
family-centered life.

That same sense of care and presence
carries into Paul’s work. Especially with
his appreciation for his team. He keeps
the work atmosphere light.

“I don’t want people coming into an
already demanding situation and feeling
more stress,” he says. “You already have
a huge physical job to do. Why add to it?”

Saturday Morning Moving isn’t about
speed or scale. It’s about showing up,
staying present, and making something
difficult feel manageable. Paul has
built a company that reflects who he

is: hardworking, approachable, and
deeply human.

Paul adds, “Thank you so much to every
individual who gave me a chance, crews
who have pushed through the difficult
days with a smile on their face, and to
the friends and family who have always
kept it real! Ilove you all!”

What began as a teenager’s offhand
wish to succeed at a donut counter has
become a business rooted in empathy,
consistency, and connection.

One Saturday at a time.
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Paul Denzel Jr. with his wife, Ashley, and their daughters, Jo-
Leigh and Olivia — the family that keeps him grounded behind
the business.

“’'m an
owner-
operator.
When you
call my
company,
you’re
getting

me — and
that’s how
| guarantee
the quality.”

Paul Edward
Denzel Jr.
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TOP AGENT

MAR |
JENNINGS

CASUAL LUXURY. 4
s
RELENTLESS DRIVE.

BY GEORGE GROTHEER
BETSY BARRON PHOTOGRAPHY

“Reach for the moon -
and if you miss, you’re
among the stars.”

For most people, that’s a
nice quote.

For Mar Jennings, it’s
a blueprint.

Because Mar didn’t just
reach — he launched. And
in doing so, he became
America’s top lifestyle
expert, a best-selling
author, an eleven-time
Emmy-nominated television
host, and a real estate force
whose listings receive offers
within the first week — an
astonishing ninety-eight
percent of the time. Long
before that, he was a
world-class, gold-medal
figure skater, mastering

the discipline, artistry, and
performance instincts that
would later define his brand.

But here’s the part every real
estate agent needs to hear:
None of that happened

by accident. It happened
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because he dared to
reach further than
anyone expected.

Mar’s story begins in
Westport, Connecticut,
where he grew up
surrounded by the coastal
charm, creative energy,
and architectural beauty
that would later influence
his design philosophy

and real estate vision.
Those early years shaped
his understanding of
community, lifestyle, and
what it means to create a
home — not just a house.
Today, that foundation fuels
his work as he proudly
serves Fairfield County and
the New York Metropolitan
area, bringing his signature
blend of expertise, creativity,
and heart to every client

he represents.

His life is a masterclass
in reinvention. From
competitive skating

to branded custom
candles, from banking
to broadcasting, every

L

s

chapter sharpened a skill
he would one day use to
build an empire. And every
chapter began with the same
question: What if I reach a
little higher?



‘ ‘This isn’t
volume-based

real estate. It’s

values-based
real estate. My
clients don’t just
feel represented
— they feel

championed.”

—Mar Jennings
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After nearly two decades in
banking — and six bosses in
five years — Mar realized

he wasn’t playing to his
strengths. He wasn’t dream-
ing big enough. He wasn’t
reaching. So he pivoted. Bold-
ly. Fearlessly. Intentionally.

He leaned into his natural
charisma and became a
lifestyle correspondent work-
ing for every major network
across the United States.

He wrote several books. He
built a multimedia brand. He
stepped into television and
discovered the power of per-
sonality-driven connection.
And then he had the revela-
tion that changed everything:

He could merge his love
of design, his financial
expertise, and his on-air
presence into a real estate

career unlike anything the
industry had seen.

That’s how Casual Luxury
was born — not as a market-
ing slogan, but as a philoso-
phy. A way of living. A way
of selling. A way of elevating
every client experience.

And once he embraced
that identity, the
universe responded.

The phones rang. The
clients lined up. The
brand crystallized.

Real estate became
the bullseye.

Today, as president and
chief creative officer of S&]J
Multimedia, Mar leads a
powerhouse ecosystem of
real estate, design, lectures,

and licensing. And at the
center of his real estate suc-
cess stands The Mar Jennings
Team — a hand-selected
group of Lifestyle Realtors
who embody his commitment
to excellence, white-glove ser-
vice, and the Casual Luxury
philosophy. Together, they
deliver a seamless, high-touch
experience that has become
synonymous with the Mar
Jennings brand.

Currently, the Mar Jennings
brand reaches approximately
one million consumers each
month across multiple media
platforms. His distinctive ap-
proach to team building and
the diverse sectors he serves
has earned him significant
recognition. Mar has been
honored for service excel-
lence, outstanding achieve-
ment, and notable contribu-

“REACH FOR
""THE MOON -
- AND-IF YOU MISS,
JYOU'RE AMONG
"THE STARS.”

-Mar Jennings
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tions to lectures, high-quality
production, real estate,
staging, and design. His global
presence is celebrated and ac-
knowledged as a trustworthy,
progressive, and influential
consumer brand.

Mar became a sought-after
commodity, but he never
works alone. He surrounds
himself with experts who
elevate his work, and he
leads with a culture of
excellence that inspires
everyone around him.

His approach to real
estate is nothing short
of revolutionary:

Strategic selectivity.
Focused intensity. Uncom-
promising excellence.

He doesn’t take every client
— he takes the right number
of clients. Intentionally.
Thoughtfully. Because he
understands a truth too
many in this industry ignore:
you can’t be everywhere at
once, and you can’t deliver
white-glove service when
you're stretched thin.

Your can’t
deliver white-

glove service

when you're
stretched thin.
I take the right
number of
clients so every
experience feels
intentional,
creative, and
extraordinary.”

— Mar ]ennmgs

So he limits his roster to
ensure every seller and
every buyer receives his full
attention, his full creativity,
and his full commitment.
Not one listing at a time

— but the perfect number
of listings at a time, each
treated as a top priority.

He shows up. He leads. He
tells the truth — even when
it’s hard.

And yes, he says “no” when
it protects the integrity

of the process, the client
experience, and the results
he’s known for.

Because saying “no” in
business gives him the
freedom to say “yes” to what
matters most:

high-touch, white-glove ser-
vice, community, philanthro-

Py, creativity, and connection.

This is not volume-based
real estate.

This is values-based
real estate.

And it’s why his clients don’t
just feel represented — they
feel championed.

Mar’s life is proof that success
isn’t linear — it’s layered.

It’s built on curiosity,
courage, and the willingness
to reinvent yourself again
and again.

It’s built on keeping your
mind stimulated, your goals
evolving, and your eyes on
the next horizon — always
embracing innovation,
technology and leadership.

This year, that horizon
includes a one-man show de-
signed to raise two hundred
thousand dollars for The
Center for Family Justice, a
nonprofit providing critical
support, advocacy, and safe
haven for survivors of domes-
tic violence, sexual abuse,
and child trauma across six
Connecticut communities. It’s
an organization close to Mar’s
heart — one he has champi-
oned for years because he be-
lieves that true luxury begins
with safety, dignity, and the
chance to rebuild a life.

And his message to real estate
agents everywhere is clear:
Don’t blend in. Don’t follow
the noise. Don’t chase what
everyone else is doing.

Reach for something new.
Reach for something bold.

Reach for the version of
yourself you haven’t met yet
— but know you’re capable
of becoming.

Because when you reach
with intention, with passion,

and with purpose...

You don’t just sell homes.
You build a legacy.
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CHAMPIONSHIP-LEVEL LENDING FOR

CHAMPIONSHIP-LEVEL AGENTS

Your reputation matters. | support it with clear
expectations, fast turn times, and availability when your
deal is on the line — from first showing to FINAL closing.

Evan Potter

»
Branch Production Sales Manager
NMLS# 691465 VD m
C 203.530.0109

E epotter@revolutionmortgage.com MORTGAGE
W revolutionmortgage.com/epotter
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ADVERTISEMENT | T2 Financial, LLC. D.B.A. Revolution Mortgage is an Equal Housing Oppertunity Lender NMLS #1686046 (Mationwide
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Koether Legal Services, LLC

Real Estate| Title | Corporate Services

Rosamond A. Koether, Partner » roz@koether.legal « 203-557-0636

10 Saugatuck Avenue, Westport, Connecticut 06880, United States

koetherlegalservices.com
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Handyman Home i Professional
Improvement (TSN Organizing

Property Peel & Stick
Management Wallpaper Installation

let’s build something better together!

Sharon and Steven Harria
203.895.9509

|._| tidyhousect@gmail.com
, tidyhousect.com
Tidy House Licensed & Insured
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FAQ

The first Real Producers magazine
started in Indianapolis in 2015. Real
Producers is now in over 130 markets
across the nation and is continuing to
grow nationwide.

Q: WHO RECEIVES Real
Producers MAGAZINES?

A: The top 500 real estate agents
across Fairfield County and

our preferred partners.

Q: WHAT IS THE GOAL OF
THIS MAGAZINE?

A: We believe that we are better together.

When we surround ourselves with
other successful, like-minded people,
we grow to new heights. Real Producers
is a platform that brings together the
most accomplished individuals in the
Connecticut real estate sector.

By curating an exclusive community
comprised of the top 300 real estate
agents and RP-vetted businesses

in each market, we foster a shared
space for sharing stories, celebrating
successes, discussing market trends,
and highlighting upcoming events. Our
monthly publication is dedicated to
connecting, informing, and inspiring,
encompassing anything that contributes
to the enrichment of our community.
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Q: DOES Real Producers

HAVE EVENTS?

A: Yes! We have specific networking
events throughout the year.

Q: WHAT IS THE PROCESS FOR BEING
FEATURED IN THIS MAGAZINE?

A: The process for getting featured in
our magazine is straightforward. To be
eligible, you need to be on the top 500
list, and we value nominations highly.
Whether you’re a real estate agent,
business, broker, owner, or someone
who admires the work of others, you
can nominate individuals, including
yourself. Even office leaders have the
opportunity to nominate outstanding real
estate agents. We take every nomination
seriously and consider anyone from

the top 500 list who is brought to our
attention. While we cannot guarantee a
feature, we strongly encourage you to
connect with one of our team members,
show support for Real Producers, and
participate in our private events. These
steps can enhance your chances of being
featured in our publication.

Q: WHAT DOES IT COST A

REAL ESTATE AGENT/TEAM TO

BE FEATURED?

A: Zero, zilch, zippo, nada, nil. It costs
nothing to agents, so nominate away!
We are not a pay-to-play model. We
share REAL stories of Real Producers.

ALL ABOUT GOLD COAST REAL PRODUCERS

Q: WHO ARE THE

RP-VETTED BUSINESSES?

A: The RP-vetted businesses featured in
our publication represent some of the
best in the business in their respective
categories within the Connecticut
Shoreline. You can easily locate them

in our index. We do not randomly
select businesses, nor do we collaborate
with every business that approaches

us. We prioritize businesses that have
received your stamp of approval
through recommendations, and each
business showcased has been personally
recommended by many of the top
agents featured in our publication.
Before featuring any business, our team
conducts additional vetting to ensure
they align with our community’s values
and bring substantial value. Our aim

is to build a robust network that not
only includes the best real estate agents
but also features top-tier businesses,
fostering collective growth and strength
within our community.

Q: HOW CAN | RECOMMEND

A BUSINESS?

A: If you want to recommend a business
that works with top real estate agents,
please email or message us -

Email: sam.kantrow@
realproducersmag.com
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christopoulosdesigns.com
_Nick@ChristopoulosDesigns.com

Eco-Friendly Junk

Removal & Hauling

At The Junkluggers™ we're your partners in creating a cleaner.
greener future. Our mission extends beyond removing unwanted
items to prioritizing responsible disposal, eco-conscious

practices, and meaningful donations.

Moving - Downsizing - Estate Cleanout - Decluttering - Remodeling
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203-864-9393

Junkluggers.com/Fairfield-And-Westchester-Counties

Gold Coast Real Producers - 39

 EEE
o EEE

I
)
: USE CODE: REALPRODUCERS1O
|

1/s Truck
or More




AR JENNINGS

ONE-MAN SHOW

WRITTEN & PERFORMED BY MAR JENNINGS

Experience an evening filled with laughter, tears, and reflections on
the journey to becoming America's top lifestyle expert.

ThE ce nter fn I Proceeds to benefit

The Center for Family Justice,

Fam 1 I y J u Stl CE 2 501(c)B3) nonprofit organization.

Showtime: 7-8:30 p.m. | VIP After-Party: 8:30-10 p.m.
Tickets available at shuct.org or by calling the theatre box office at (203) 371-7817
Ticket Prices: $50 General Admission | $150 with VIP After-Party
Scan QR Code to Purchase Tickets

Exclusive Magazine Sponsor
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EXPERT GUIDANCE.
BETTER LOANS. <
LOWER RATES.

At FairWorld Mortgage, we work for our clients— not
the bank. We have hundreds of loan options and a
deep bench of lenders competing foryour business.

Your loan should be as unique as you are.
That's why we continually build strongdending
relationships that allow us to deliver _ N
custom-tailored solutions for your next purchase or . N
refinance-- no matter if it's a primary residence,
vacation home, or investment in place of what's ,
currently there. ”

Whether you are a first-time homebuyer or a

seasoned investor seeking creative financing P
solutions, we are the mortgage company you can :
trust to achieve your goals with confidence and ease. \ .

BAILEY TUTHILL

Broker/Owner

NMLS 1600158
Bailey@FairWorldMortgage.com
203-623-7834 | www.fairworldmortgage.com
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Mention this ad for a special offer

2,000+ successful loan closings
Two decades of mortgage expertise

Fast closings — often 18 days or less

Specialist in complex & alternative financing

The lender who finds a way when others can’t!




