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sz)// Smar

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




Preferred Pariners

Together with you, Rhode Island’s elite agents, we have curated this list. These trusted partners represent the absolute best
in their fields - they’re not just great at what they do, they understand the pace, professionalism, and care that top agents
like you expect. They proudly support your work, your publication, and the private events that bring our community together.
Please support them in return—and thank them for helping us celebrate the Rhode Island Real Producers community!

AIR QUALITY/MOLD TESTING
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

We only take recommendations from YOU -
be named a Preferred Partner with Real Producer

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/

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/

our top agents — on who should

3. REFE‘F a VEI'ICICII‘ you ‘-'-"DFL&

with and trust to |'|e|p them grow their business. John.Ludes@MN2co.com

4 . March 2026

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

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

SMART HOME SYSTEMS
AQ Tech

(401) 655-1173
aqgtechri.com/

Molly Robinson Photography

Portraits | Events | Architecture

Mowments Hhat [nspive

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

Visual Inspection 1_,._-"-;” floor plan of the '_l, _1[‘ -
Summary —m . entire home | {5 =y

PTPEstimates

Powered by BOSSCA

PTPHomeManual

The digital owner’s
manual for the home

Cost estimate
for Inspection
Summary items

[=]

-
| | PILLARTOPOST

[=]

Get a HOME INSPECTORS
Preview .
Here  [m] PETER HACKETT
peter.hackett@pillartopost.com
“Where available. Not all services are offered
- by every offict
mollyrobinsonphotography.com E " cned and operate 401.354.2853

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.

.c:f;;;_
il W

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.

NEW ERA

PROPERTY SERVICES

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

Rhode Island Real Producers - 5
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Rock Hard Quartz & Granite
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If you are interested in nominating people for certain stories, please email us at: John.Ludes@N2co.com

Breathe Better
with Expert

Mold and
Indoor
Air Quality > WS e .
Services i MMEPL S N &L 4

! g

13
@\ Safe éAffordable “ Fast / Effective

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

“ﬁj Dan Anderson BA, MBA
Green Hgn"}i; Owner Green Home Solutions of R.I.
soLuTIO (401) 871-3335 « dan_a@greenhomesolutions.com
H‘{ Mc.{rg /ﬁ?l 752&:?-&.-" R.I. Contractor Registration #41826 « NADCA Certified

HouseMaster | Home Inspections.

Home Inspections Done Right.
¢ Preighborly campony Guaranteed.

GREG GREENE PAINTING

Paul and Lisa Miranda ;T ’
Educating Home Buyers is Our Passion!

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

Estate Agents It All -

 Professional communication Our team coordinates all
creates a smooth transaction. ancillary inspections
* An educated buyer has confidence and testing

in their purchase decision. a
. . . Inspections 7 days a week.
Working with your schedule saves Reports within 24 hours,

you valuable time. . . .
* An exceptional inspection includes 90-Day Limited Repair
Reimbursement Guarantee*

accurate and current information.

WINTER SPECIAL:
CEILINGS $200 per Coat

Call to Schedule:
401-742-3777
9
V..

.-{.

Call or Text: 401-632-6188 | Paul.Miranda@HouseMaster.com

Book 24/7 online at: HouseMaster.com/593

*Where available. Not all services are offered by every office. Each office is
independently owned and operated.

Rhode Island Real Producers - 7
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John Ludes Stuart Titus Molly Robinson Jamie Harrington
Publisher Editor Photography Image Ten Real Estate
John.Ludes@N2co.com Photographers
401-680-0610

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

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

OO Mm

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

magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the

W Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real Producers

publisher may be held liable or responsible for business practices of these companies.

Only the most trusted
real estate affiliates in
Rhode Island make our
Preferred Partners list.

We'd love to include
your business.

John Ludes | 40
John.Ludes@M:

RHODE ISLAHD

REAL PRODUCERS
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We specialize in: | BN Professional

1| .
¥ Home Theater Installation.

v Smart TVs &
Custom Mounting Personalized

¥ Whole-Home Audio Solutions.

[vI Smart Lighting,
Security & Automation

Top Brands.

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

EXTERIORS W

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.

pe
L0 -‘IE Check out our

'ﬁ‘? _..-.-IE."' : 100+ 5-star
o= b Google Reviews

r -

s

YOUR CLIENTS ARE IN GOOD HANDS.

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

HomePro ~.  Protecting Rhode Island
Inspections Home Buyers since 1999

d ROCK HARD

GRANITE

FULL-SERVICE HOME INSPECTION COMPANY
( Why choose HomePro lnspections?
}25-& Years of Experience « Online Scheduling
i Full Suite of Services « Reports Within 24 Hours
# % 7% % % Rating on = o ' with over 1,000 Rewviews!

Inspections 7 Days a Week = Online Scheduling Available

HomeProRl.c

J

Rhode Island Real Producers - 9
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PUBLISHER’S LETTER

WHY PROVIDENCE’S NO. 4 NATIONAL RANKING CREATES

OPPORTUNITY FOR EVERY MARKET & EVERY TOP PRODUCER IN RI

10 - March 2026

If you haven’t already felt the shift, the data
now confirms it: Providence has been ranked
the 4th hottest housing market in America
for 2026. Rankings like this don’t happen by
accident—and they don’t last forever. For
Rhode Island’s top producers, this moment
represents both validation and opportunity.

So why Providence, and why now?

The drivers are clear. Relative affordability compared
to Greater Boston continues to fuel inbound demand,
particularly among suburban-to-urban movers
seeking walkability, culture, and shorter commutes
without Boston-level pricing. Inventory remains

tight, buyer competition is strong, and quality listings
are moving quickly. Providence sits squarely at the
intersection of value, lifestyle, and momentum.

It’s critical to note, this isn’t just a Providence
story—it’s a Rhode Island one. Our state’s compact
geography allows market energy to travel fast. When
Providence accelerates, surrounding communities
benefit as well, from the East Bay to the South
County coastline. This is a rare moment where
opportunity isn’t confined to a single zip code. In
Rhode Island, all boats truly can rise with the tide.

What does that look like in practice? Top producers
are leaning into data-driven storytelling—helping
clients understand why certain neighborhoods are
heating up and how lifestyle trends are influencing
price growth. They’re advising clients on timing,
not just transactions. They’re building niche
expertise around relocation buyers, move-up
homeowners, and Boston-based professionals who
want more space without sacrificing access. And
while virtual tours earn attention, thoughtfully
staged, well-timed in-person showings are still
what convert interest into confident offers.

Just as important, the agents who will win in this
cycle understand that success in a hot market is

rarely a solo effort. In a fast-moving environment,
strong agent-to-agent relationships shorten deal
cycles, reduce friction, and create better outcomes
for clients. Elite peers aren’t competition—they’re
collaborators who increase speed, certainty,

and professionalism across the transaction.
Markets like this reward those who recognize

that cooperation is a competitive advantage.

And no agent scales through opportunity alone.

As volume rises and expectations increase, your
vendor relationships matter more than ever.
Inspectors, contractors, title, photographers, lenders,
stagers, closing and service providers are not
interchangeable—they are an extension of your
brand. The agents who thrive will be the ones who
surround themselves with trusted partners, hold
them to high standards, and treat them like true
business allies. When operating in a market defined
by urgency, your vendors are your reputation.

Providence’s national spotlight is a signal. The
question isn’t whether opportunity exists—it’s
how intentionally you choose to engage with it.
Markets rise. Tides come in. And the professionals
who move forward with clarity, collaboration,
and the right partners are the ones who turn
market momentum into business growth.

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 clients break free and

|
|
i —

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

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

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

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

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

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

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

Contact me or scan the QR code get started.
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



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 - March 2026

ALL ABOUT RHODE ISLAND REAL PRODUCERS

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

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

@Reﬁnancing Options

@Home Equity Loans

FERRANTI

GROUP OF

loanDepot

NMLS#174457

Local Guidance.
National Strength.

@Investment Loans

@Bridge Loans

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

Kenneth A. Ferranti
Branch Manager, NMLS #799937

(401) 595-5503
kferranti@loandepot.com

1615 Pontiac Ave.
Cranston, Rl 02920

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

other limitations apply. loandepot is an Equal Housing Opportunity Lender.




AGENT TO WATCH

Keith

Sl JEA

AN APPROACH TO SLOW DOWN,

EDITED BY STUART TITUS
PHOTOGRAPHY BY JAMIE HARRINGTON

Where

» Listening

Leads

UNDERSTAND FIRST, AND WIN LONG-TERM.

e all work in
a fast-moving
industry where

noise often replaces nuance,
but Keith St. Jean has

built a standout real estate
career by doing something
surprisingly powerful:
slowing down, tuning in,
and truly listening. As a
valued member of The
Martone Group at RE/MAX
Properties, Keith is being
recognized as an Agent to
Watch - an honor reserved
for professionals who are
not only producing at a
high level, but doing so with
intention, consistency, and
momentum that signals an
exceptional year ahead.

As 2026 gets underway,
Keith’s trajectory is clear—
and it’s being driven by
substance, not flash.

Licensed since 2006 and with

RE/MAX Properties since

2017, Keith brings nearly two

decades of experience into
every client interaction. Over
the course of his career, he
has exceeded $50 million in
total sales volume, including
$7.7 million in 2025 alone.
His results have earned him
RE/MAX’s 100% Club honors
five out of the last six

years, along with induction
into the prestigious RE/
MAX Hall of Fame in 2025,
recognizing more than $1
million in total commissions
generated. Impressive as
those numbers are, Keith

is quick to point out that
production is a byproduct,

not the purpose of how
he runs his business.

Real estate has always felt
like a natural fit for Keith.
His interest sparked in 1996,
when he built his first home
and became captivated by
the process from the ground




“ MY JOB ISN'T TO CHANGE THEIR
PERSPECTIVE—IT'S TO HELP THEM
MAKE THE BEST POSSIBLE DECISION
WHEN IT COMES TO BUDGET,

RESALE VALUE, AND THE LONG-

TERM IMPACF OF THAT CHOICE.

’

up. When he ultimately
decided to pursue real estate
professionally, he reached
out to his own Realtor, who
helped guide him through
licensing and early career
decisions. That mentor
introduced Keith to new
construction marketing
and, more importantly, to
the idea that success in real
estate is learned, earned,
and refined over time.

There’s also a generational
thread woven through
Keith’s story. Years after,
he discovered that his
grandfather once operated
St. Jean Realty while
working full-time as a
carpenter. Today, a vintage
St. Jean Realty sign—passed
down by his father—hangs
proudly in Keith’s home
office alongside industry
awards and certificates.
It’s a reminder that while
his success is self-built,

the tradition run deep.

As Keith puts it, “Maybe

it was meant to be.”

When it comes to influence,
Keith credits several key
figures. His first Realtor
mentor and his father
helped shape his work
ethic and professionalism,
but he’s clear that the
most influential voice

was his wife, Nicole,

who encouraged him

to get licensed back in

2005. Married for more
than 22 years, Nicole—
along with their three
children—remains Keith’s
biggest supporter and
grounding force. Family,
he says, is the constant
that keeps everything

else in perspective.

What truly differentiates
Keith in a crowded,
competitive market is his
unwavering commitment to
active listening. Too often,
agents are focused on being
heard, but Keith focuses on
understanding. He treats
every client as though they’re
the only one in the room,
listening not to respond, but

to absorb, clarify, and guide.
“Most consumers today think
they know what they want,”
Keith explains. “My job isn’t
to change their perspective—
it’s to help them make the
best possible decision when
it comes to budget, resale
value, and the long-term
impact of that choice.”

Equally central to Keith’s
approach is patience. He
refuses to rush clients
through decisions,
understanding that real
estate transactions are

as emotional as they are
financial. Short-term success
is important, but Keith views
every deal through a long-

term lens. The vast majority
of his business comes from
referrals, a reflection of

the care he puts into every
relationship. “I never had
the mindset of one-and-
done,” he says. “At the end
of the day, your reputation
is what people remember.”

Keith’s straightforward
communication style is
especially evident when it
comes to pricing strategy.
While he relies on current
data, comparable sales, and
honest conversations to set
expectations, Keith avoids
the tempting—but risky—
approach of overpricing

a property just to test the

market. Instead, he educates
clients on today’s realities,
emphasizing strategic pricing
that attracts serious buyers
from the start. In Keith’s
experience, transparency

is what creates wins that
everyone feels good about.

When working with high-
end prospects or new
relationships, Keith leans
into what he believes matters
most: clear communication,
patience, and integrity. That
sometimes means having
difficult conversations

and delivering truths
clients may not want to
hear—but those moments,
he believes, are where
credibility is built. “Anyone
can tell a client what they
want to hear,” Keith says.
“Honesty is what they
appreciate and remember.”

Ask Keith how he defines
success, and his answer

is refreshingly simple:
satisfied clients. Whether
he’s helping a first-time
buyer cross the threshold

of their new home or
guiding a family through the
emotional sale of a property
filled with memories,

Keith finds the greatest
reward in trust earned and
relationships strengthened.
Those moments—not

the metrics—are what

keep him energized.

As an Agent to Watch, Keith
St. Jean represents the

kind of professional Rhode
Island’s top agents admire
and respect: thoughtful,
disciplined, and relentlessly
client-focused. With strong
momentum behind him
and a philosophy built on
listening first and leading
with integrity, Keith

is exceptionally well-
positioned to make 2026
his strongest year yet.

Rhode Island Real Producers - 17



FLIPPING THROUGH THESE PAGES

SAVES L

With the help of our sponsors, this magazine supports organizations

FIGHTING HUMAN
TRAFFICKING WORLDWIDE.

REAL PRODUCERS PROUDLY SUPPORTS THESE IMPACT MAKERS

/ALL GOD'S ._
{ CHILDREN o

o HREE O The Exodus Road”

AtlasFree’

@ n2gives.com

BayCoast

A, MORTGAGE. I l”l :
fL1EL)

Why Choose BayCoast Mortgage?

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.

Our Mission: About Us:

Exceptional Service & Solutions Tailored Just for You e A wholly-owned subsidiary of

It is our mission to provide clients with exceptional BayCoast Bank, a reputable
products and services designed to meet their specific community bank on the South
needs. We empower our mortgage team by providing Coast of Massachusetts and Rhode
them with the tools, knowledge and support they Island

need to help their clients thrive! Large enough to provide

high-quality products and services

. . offered by national providers
Experience the BayCoast Difference: Small enough to deliver a more

All Our Decisions Are Made Locally, Allowing for: personalized customer experience
e A faster and more efficient decision-making process in a community setting

e Expedited credit decisions Backed by cutting-edge technology
e Customized finance solutions for your needs our clients can trust

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.

Robert C. Cinquegrana
Contact . . Vice President, Senior Loan Officer « NMLS #33140
Me Today T 5082359510 [ 7743013999 () 508-730-6447

to APPIY! . L [ rcinquegrana@baycoastbank.com € baycoastrcinquegrana.com
p ' 330 Swansea Mall Drive, Swansea, MA 02777

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
ampshire—Licensed by the New Hampshire Banking Department #19631-MB. Rhode Island—Rhode Island Licensed Lender. Virginia—BayCoast Mortgage Company, LLC, NMLS #1082048
v (http://www.nmlsconsumeraccess.org/). Exempt from licensing in MA, CT, PA, MD, NC, SC, and FL.
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VICTOR MACEDO DEFINES THE
LASTING VALUE OF DOING IT RIGHT

In real estate, we know trust is
the true currency. Trust in your
process, trust in your instincts,
and—perhaps most importantly—
trust in the partners you
recommend. When you put your

name behind a vendor, you're
not just making an introduction;
you’re attaching your reputation
to the outcome. For many of
Rhode Island’s top-producing
agents, that trust is exactly why

they continue to refer clients
to Victor Macedo, owner of
Rock Hard Quartz & Granite.

Spend even a short amount of
time with Victor and one thing

becomes immediately clear: this
work matters deeply to him. Not
in a transactional way, but in a
genuinely personal one. Nearly
two decades into the stone and
countertop industry, Victor still
approaches every project with
the mindset of a craftsman—
someone who understands
that what he creates today will
be lived with, admired, and
relied on for years to come.

Rock Hard Quartz & Granite

is a full-service custom stone
fabricator and installer
specializing in high-quality
granite, quartz, quartzite,
marble, onyx, and porcelain.
Kitchens, baths, vanities,
fireplaces, specialty surfaces—
each project is handled start
to finish, from slab selection
through final installation. But
the real differentiator isn’t the
breadth of materials or the
equipment on the floor. It’s the
level of personal involvement.

Victor stays hands-on throughout
the entire process. Just as the

larger shops feel impersonal
and indifferent, having owner-
level accountability makes

all the difference—especially
for agents working on tight
timelines with high expectations.
“People think all countertop
companies are the same,” Victor
says. “Pick a slab and someone
installs it. But fabrication and
installation quality matter more
than most people realize.”

He’s not wrong. A rushed
measurement, a visible seam,

or a delayed install can create
unnecessary stress—or worse,
derail a closing. Victor is

acutely aware of that reality,
which is why precision is non-
negotiable at Rock Hard. Every
measurement, every cut, every
install is approached with care
and intention. The goal is simple:
no surprises, clean execution,
and results that photograph
beautifully and hold up over time.

For Victor, craftsmanship
represents more than technical
skill—it’s about pride. He talks

often about the idea that clients
will look at his work every
single day. That awareness
drives everything he does.
“Once stone is in, it’s there,”
he says. “I want people to still
love it years from now.”

That long-term perspective is
also what fuels his creative side.
Victor genuinely enjoys helping
clients and agents bring a vision
to life, whether that means

a clean, modern quartz for a
low-maintenance property or a
dramatic natural stone for a high-
end custom home. “Creativity
shines in custom designs,” he
says, pointing to unique slab
selections and thoughtful details
that elevate a space without
sacrificing functionality. The
creativity is always paired with
practical outcomes—durable
materials, realistic budgets,

and timelines that align with
real estate demands.

Ask Victor what he enjoys most
about the work, and the answer
comes down to one simple
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moment—the reveal. When the
last piece is set, the lines are
clean, and a space finally feels
complete. A kitchen comes to
life. A bathroom feels finished.
What started as an idea is
suddenly real. “It’s functional
art,” he says. “And it changes
how people live in their homes.”

That same approach is reflected
in how Rock Hard has grown
over the years. The business has
been shaped by repeat clients,
word-of-mouth referrals, and
agents who continue to send
buyers and sellers his way. People
come back because they know
what they’re getting—careful
work, clear communication, and
consistent results. That kind of
trust isn’t built quickly, but it lasts.

The path hasn’t always been
easy. Like many in the industry,
Victor has navigated supply
chain disruptions, rising material
costs, and the challenge of
scaling without compromising
quality. Growth is exciting, but
for him, consistency matters
more. He’s invested in strong
systems, ongoing training, and
trusted vendor relationships

to ensure every project meets
the same standard, no matter
how busy things get.

The best advice he’s ever received
still guides him today: under-
promise and over-deliver.

For real estate agents, Victor
views the relationship as a true
partnership. He understands

that when an agent recommends
Rock Hard, they’re trusting him
with their client—and their
brand. That responsibility shapes
how he communicates, how
quickly he responds, and how
seriously he takes timelines. “A
good install makes the agent
look great,” he says. “That’s how
long-term partnerships happen.”

One of the simplest ways agents
can leverage his expertise, Victor
notes, is by bringing Rock Hard
into the conversation earlier.
Even a quick consult or slab

preview before a property hits
the market—or right after it goes
under agreement—can prevent
delays and create a smoother
experience for everyone
involved. Small upgrades, like

a countertop or vanity refresh,
can dramatically improve a
home’s appeal and help it stand
out in photos, often leading to
faster sales or stronger offers.

At the end of the day, Victor
defines success in straightforward
terms: happy clients, strong
referrals, and agents who say,
“Victor made this easy.”

Rock Hard Quartz & Granite
reflects the same values
Victor brings to every
project—precision, pride, and
partnership. It’s a business
built on relationships, focused
on Rhode Island, and driven
by the simple satisfaction of a
job done right. For agents who
value craftsmanship, reliability,
and vendors who protect their
reputation as fiercely as they
do, Victor Macedo is more
than a recommendation—he’s
a genuine trusted partner.
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elson Taylor didn’t set out to
become one of Rhode Island’s
most respected real estate

professionals. Before 9/11, he was a
freelance travel writer living in New York
City. When the travel industry collapsed,
he and his wife Kelly had just moved

to Providence, bought a bungalow on
Eleventh Street, were expecting their first
child, and knew almost no one locally. He
had to pivot — quickly.

IE HARRINGTON

Residential Properties initially declined
to hire him. So Nelson did what a
trained fiction writer does best: he
wrote the office manager a long, funny
letter explaining, in exaggerated detail,

what a catastrophic mistake they were
making. It worked. He was hired — and
became the top-producing rookie in
company history.

Twenty-five years later, Nelson is the
Founder and Managing Partner of

The Blackstone Team at Compass, a
seven-agent partnership supported by
two full-time staff members. He has
personally sold more than $250 million
in Rhode Island real estate. Over its
18-year history, The Blackstone Team
has closed $650 million in volume. In
2024, the team ranked #7 statewide with
$75 million in production; in 2025, #10

F .

~

statewide with $78 million. RealTrends
named them the #1 Medium Team in
Providence. He holds the record for the
highest East Side single-family sale at
$6,850,000, and has earned GPBOR Circle
of Excellence Platinum Plus honors for a
decade straight.

The résumé speaks and the production
is elite, but the philosophy is what sets
him apart. Nelson often refers to himself
as “the anti-agent.” Not because he
rejects the business — but because he
rejects the transactional mindset that
can dominate it.

“My business is about relationships

and trust,” he says. “Money does not
drive me. 'm not a salesman. 'm a
purveyor of real estate knowledge

and experience.” Over the past year,

he has sharpened that philosophy
through a concept called Unreasonable
Hospitality, popularized by restaurateur
Will Guidara of Eleven Madison Park.
The idea is simple but powerful:
ordinary service meets expectations;
unreasonable hospitality exceeds them
in personal, creative, and unexpected
ways. It requires active listening,
emotional intelligence, and a willingness
to invest time when there is no
immediate return.




Money does not drive me.

I’'m not a salesman.

I’m a purveyor of real

estate knowledge

and experience.”

e

In practice, that means treating every
interaction as an opportunity to deepen
connection rather than advance a
transaction. You notice what matters to
someone before they articulate it. It also
means giving time away freely — and
trusting the return will compound.

Last year, The Blackstone Team
launched “Blackstone Sessions,”
gathering 50 clients for a Ted Talk-
style evening where five clients shared
passions unrelated to their professions.
One East Side homeowner spoke about
learning to play the tuba at age 60 and
joining the Extraordinary Rendition
Band. No listings were pitched.

No business was solicited. It was
community for the sake of community.

That same spirit shows up in how
Nelson works day-to-day. He describes

himself as a “real estate consultant for
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life.” Clients call him years after closing
to review renovation quotes, analyze
tax assessments, source tradespeople,
or discuss estate planning strategy. He
volunteers his time freely, because he
views generosity not as charity — but as
good business.

“Real estate is not transactional,”

he says. “You have to schedule time
every week to build relationships that
have nothing to do with a deal.” He
time-blocks relentlessly. Mornings

are protected for reading, journaling,
meditation, and planning. Fridays are
off. No appointments before 10 a.m.
And within The Blackstone Team, every
client has both a Primary and Secondary
Agent — ensuring continuity of service
and true work-life balance for agents.
The system protects client experience
while preventing burnout.

The team’s structure reflects that long-
game thinking. Blackstone operates
more like a law firm than a traditional
real estate team. Partners share
quarterly profits. Roles are clearly
defined. A management group oversees
vision, recruiting, marketing, coaching,
and education. A Partnership Program
accelerates growth for younger agents.
A Legacy Program allows retiring agents
to receive 30% of database-driven
business for ten years — even extending
to a spouse or child.

“Rising waters float all boats,” Nelson
says. “Culture and sustainability
matter.” That steadiness has carried
him through the 2008 financial crisis,
when he worked to help underwater
clients avoid foreclosure, and through
the recent commission lawsuits, which
he believes ultimately reinforced

the importance of transparent

compensation conversations. The team
also takes a firm stance against Dual
Agency, prioritizing clear advocacy over
increased commission opportunity.

On pricing strategy, he remains
pragmatic. In a prolonged low-inventory
cycle, he favors competitive pricing to
create urgency and bidding momentum,
while advising investors to think like
disciplined stockholders — steady
accumulation over speculation.

Nelson’s academic path — a BA, MA, and
MFA in English, plus private study with
Gordon Lish — might make him one

of the most over-educated realtors in
Rhode Island. He still writes fiction. He
writes song lyrics. His favorite retreat is
the Providence Atheneum. You can feel
the writer in him — observant, precise,
attentive to nuance.

That attentiveness may be his greatest
competitive advantage. The Blackstone
Team’s messaging now captures the
ethos succinctly: We get you. Home. It’s
not a slogan, it’s an operating principle.
Our business often rewards speed,

but Nelson Taylor has built a highly
successful reputation on depth. Depth
of knowledge. Depth of relationships.
Depth of commitment.

66

Rising waters float

all boats. Culture and

sustainability matcter.”

He may call himself the anti-agent.
But to his peers across Rhode Island,
he represents something more
enduring: a professional who plays
the long game, practices unreasonable
hospitality, and proves that sustained
production and principled leadership
are not mutually exclusive.

And in this market, perhaps
in any market, that’s what
true longevity looks like.
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Visit our website
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HEATING & AIR CONDITIONING

Nos Falamos Portugués.

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

The state’s only heat pump-exclusive contractor.
RELIABLE. EFFICIENT. FULLY VE?:TEI.?,_

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

. ) 401.217. 3244
“Ruarri, Jeff, and the crew “East Bay Air Systems

were professional, polite, replaced our old radiator www.EastBayAlrSystems.com
and incredibly clean— system with a heat pump and . RIN gs I DI BRO I HERS
finishing a full day early. did an excellent job. They 33 Veterans Memorial Pkwy,

The system works great, were responsive, professional, East Providence, RI

the price was fair, and we’'d and worked with us to design G | S . Il of ROOFING | SIDING | DECKING
recommend East Bay Air the right setup. Highly O g e erving all o
Systems to anyone.” recommended!” Rhode Island &

RATED FIVE-STARS Southeastern MA WWW.RINALDIROOFINGRI.COM

- Cheryl A. / East Providence - Jennifer R. / Pawtucket 401-219-9548 3681 QUAKER LN NORTH KINGSTOWN, RI
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