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May is Made tfor Moving,.

Discover why we've been named Connecticut’s
Top Lender for 6 years in a row.

The Spring Market moves fast, and you need a partner who moves
faster. We combine reliability with innovative programs designed
to turn your toughest leads into closed contracts.

total O mortgage

Manny Gomes
SVP, Branch Manager

20364(3.2131

mgomes@totalmortgage.com
NMLS#105339

Get in touch!

S ve offer a
wide variety of loan programs
to fit every financial sce
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A Personalized, High-Touch Inspection Experience : :
j
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Our reports are built on our proprietary reporting system — not generic checkbox software. 3

A Trusted
Inspection Partner

BN for Your Buyers
& HOME IH%FEETI[{HS, LLC

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

Yi tation matters — and so does wh fer.
U TEPHIGTIoN Matlies — and 0 Bes W0 A Relationship That Doesn’t End at Closing

At Absolute Rao!on & Home lnspectiqns, LLC, « We stand behind our work long after the transaction.
we work alongside real estate professionals to help
buyers understand a home’s condition while keeping

transactions moving smoothly.

« 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.
Comprehensive Home Inspections

Radon Testing & Radon Mitigation Systems Bt 4 N "
Infrared / Thermal Imaging Call or Text 203-985-9441 Ixperience T hat Matt
Drone Roof Inspections ith 30 frostdentialanid [ raat .
Water Testing ABSOLUTE RADON & HOME INSPECTIONS, LLC WI’F over years.o resi enfua fin CommerC@ rea estgte exp(?rlence,
Reilly Inspections is Connecticut's premier family-owned inspection . company.
Proudly serving all of Connecticut. Fully licensed and Insured
Licensed - Insured - Experienced - Local 1-203-785-8141 | kelly@reillyinspections.com | relllymspectlons com

4. May 2026
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Lucio Gabriel

203-455-7278
infinite-builders.com

Acquisition | New Construction | Renovation
SIDING | ROOFING | MASONRY | BATHROOMS | KITCHENS | ADDITIONS

INSPECTION SERVICES,LLC

Inspect - Educate - Empower

Residential and Commercial
Building Inspections

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

ASHI Certified

oy l,.||
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STYLED,
ORGANIZED

wnd Lt

home organization - home staging - move management - consignment

Servicing the following areas
in Connecticut:
Fairfield, New Haven &

Hartford Counties

Manhattan and Westchester.

T T

hello@sosbyerin.com
203-979-8019

{r:’%’matiﬁ

SPECIAL FIRST-TIME
CUSTOMER PACKAGE

PLATINUM PACKAGE + HDR

» Interior/Exterior HDR Photography
» 3D Virtual Tour
« Aerial Video & Stills
« 2D Floor Plans
Cuided Tour
« And More!

$249*

*Offer for first-time customears only*

T Muldoon
(203) 303-7850
www.Hommati.com/office/120

Each franchiss is independently owned and opearated

Gold Coast Real Producers - 9



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

CABINETS

Charlton Cabinetry
(203) 914-4450
charltoncabinetryinc.com

FLOORING
Cardona Flooring
(203) 667-3294
cardonaflooring.com

HANDYMAN/HOME
IMPROVEMENT
Tidy House

(203) 895-9509

HOME DECOR & INTERIOR
DECORATING

The Post

(203) 981-4201
thepostct.com

HOME EDIT
C2C Home Edit
facebook.com/c2chomeediting

HOME INSPECTION
Champagne Inspection Services
(203) 767-3348
champagneinspections.com

HomeSpec, LLC
homespec-ct.com

10 - May 2026

New England Home Inspection
(203) 223-6838
inspectionsbynehi.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
lizpensierostaging.com

INSURANCE
Goosehead Insurance
(203) 859-9393
goosehead.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

(315) 384-9366

junkluggers.com/
fairfield-and-westchester-counties

KITCHEN DESIGN/
CUSTOM CABINETRY
Christopoulos Designs
(203) 576-114
christopoulosdesigns.com

MORTGAGE / LENDER
Revolution Mortgage

(203) 530-0109
revolutionmortgage.com/epotter

MORTGAGE BROKER
Costa Gakidis- A.S.A.P.
Mortgage

(860) 605-7171
asapmortgageinc.com/
staff-member/costa-gakidis

Fairworld Mortgage
(203) 623-7834
fairworldmortgage.com

Guild Mortgage

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

MORTGAGE LENDER

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

PHOTOGRAPHER | REAL
ESTATE MEDIA
Hommati CT/NY

(203) 303-7850
hommati.com/office/120

REAL ESTATE CLOSING
Bernard Law Group
(203) 805-4521
bernardlawgrp.com

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

Paul Denzel Jr. - Owner

SATURDAY
MORNING ANEree:
MOVING HOME

FULL SERVICE
SaturdayMorningMoving.com

HOUSEHOLD
203-707-1170 RELOCATION

Serving Fairfield County and CT Shoreline.
USDOT 3385514
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Sam Kantrow Phylicia Bova George Grotheer

TJ Muldoon
Publisher Director of Operations Content Writer

Photography

Joe Crawford Perspectives Real Molly Cobane
Photography Estate Media Client Relations Specialist
Photography

Website Specialist 1 2 1 5 7 3 7 9 1 3 8 B = l l [
DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but ' ' ' I l O I I
remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the

publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

Jenny Ashpaugh-Hockett Hilary Vergara
Client Outreach Coordinator Social Media &

TOTAL SALES VOLUME

TR REAL PRODUCERS

WIN A
GIFT CARD

9,500 $24.1 M

2C Home Edit TORR
Take our quick survey (it's just 1 minute) and you'll ORGANIZING + ESTATE SALES + AUCTIONS « STAGING TRAN SACTl ON S
be entered for a chance to win a $250 gift card. MOVE MANAGEMENT

HOME CLEANOUTS JAN _DEC 2025

AVERAGE

SALES VOLUME
PER AGENT ' l'

Home Organization « Estate Sales « Online Auctions

N hi . O to US residents (excluding AZ, FL, NY, RI) 18+.0 9 0 0
§250 gt card awarded per month in 2026, Ocds may very. Void whre probibited. c2chomeedit.com - (203) 604-7118 - c2chomeedit@gmail.com

Deering Rose

12 - May 2026
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w What Makes

The Best?!,

-

more activity, more urgency, and more competition.

While buyers are active and demand remains strong,
inventory continues to be limited. That reality changes the
game. When there are fewer listings, every opportunity
matters more.

T he spring market has arrived, and with it comes

It also raises an important question. What differentiates you?

There are thousands of agents operating in this market. Many
are working hard. Many are saying the same things. Many are
chasing the same opportunities. The agents who stand out are
the ones who have a clear presence, a strong network, and
consistent visibility.

Marketing is no longer optional. It is your positioning. It is
how people perceive your value before they ever speak to
you. At the same time, networking drives access. The stronger
your relationships, the more opportunities come your way,
especially in a low inventory environment.

If you are not building both, you are relying on chance.

This is the time to be intentional. Stay in front of your database.
Strengthen your referral network. Make sure people know who
you are, what you do, and why they should trust you.

That is also why we continue to create opportunities for you to
connect in person. Our May event is coming up on Thursday,
May 21st, from 6-8 PM at The Clubhouse Westport. It will bring
together many of the top agents and partners in the Gold Coast
market. These rooms matter. The conversations you have in
them lead to real business.

Stay visible. Stay connected. Make sure you stand out in a
market where most agents blend in.

See you soon!
Sam Kantrow, Publisher

=ND
S
INTERIORS

AWARD WINNING INTERIOR DESIGNER
WESTCHESTER AND FAIRFIELD COUNTY

NANCY DAVILMAN
nancy@ndinteriors.com
914-714-8774 - ndinteriors.com

14 - May 2026

BB B Real Estate
BB B +Services
B2 Bl.YouCan
L BRiCount On

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

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

' HomeSpec, uc
o
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A Chlide And Stylist Home Desizr,
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Furniture & Lighting | Linens | Tabletop | Acessories | Mirrors & Art | Garden | Baby & Women's Clothing

Deb Placey
203-292-5700

t I’]e P 0S I: . 1799 Post Rd East | Westport, CT 06880

www.thepostct.com
@thepostct

Gifting And Gathesing Place

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.

ALL ABOUT REAL PRODUCERS

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.

Gold Coast Real Producers - 17
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Heart, Integrity, and a
Home First Approach

or Katryna Margolies, real estate
was never just about property. It
was always about people.

Now entering her third year in real
estate full-time with Keller Williams,
Katryna is already making a name for
herself as an agent to watch, bringing

a rare mix of warmth, intuition, and
integrity to every client relationship.
While she may still be early in her career,
the foundation beneath her business is
anything but new. Long before stepping
into residential real estate, Katryna built
her professional life around service,
connection, and creating experiences
that leave people feeling cared for.

“I've always worked in customer
service,” she says. “Anything from hair
salons to personal styling to behind a
bar. I've done it all.”

That background taught her something
essential. People want to feel good about
the decisions they make. Whether it was

helping someone feel confident in what
they wear or creating a memorable
dining experience, Katryna found joy in
making people feel seen, comfortable,
and supported. Real estate became the
natural next chapter.

Her first real introduction to the industry
came through property management.

In that role, she learned how to build
deeper client relationships and gained
firsthand experience in leasing and
representing a property. But over time,
she realized something was missing.

She was meeting people, getting to know
them, and understanding what they
truly needed. But if the property she
represented was not the right fit, she
had to let them go.

“I would connect with people that came
to my property, but maybe it wasn’t the
right fit for them, and I couldn’t help
them go find the place that did work,” she
explains. “That really stayed with me.”

AGENT TO WATCH

That limitation led her toward
residential real estate, where she could
fully serve the person in front of her
instead of being confined to one address.
And for Katryna, that work carries a
deeper meaning.

The concept of home is a personal one.

After experiencing difficult teenage
years in which home did not always feel
like a safe place, she understands on a
very real level how important it is to
have a space where you can exhale, feel
secure, and build a life.

“For me, putting people into a home is
even more special because I've learned
myself how impactful it is to have a safe
place that you can call home,” she says.
“Not just as an investment, but as a place
where you can thrive.”

That perspective shapes the way she

works with clients. Katryna is not simply
trying to match someone with a house

Gold Coast Real Producers - 19
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The Dober Team: Max Dober (right) and Brian
Barran (left)
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Katryna with Maurice, who is currently
available for adoption

that checks boxes on paper. She wants to
understand how they live, what matters
to them, and what will genuinely
support their next chapter.

That client-first mindset has helped
define her quick rise in the business.

Her first year in real estate was spent
learning the ropes while still balancing
another important part of her life,
horses. During that time, she immersed
herself in education, took classes,
worked on her branding, and searched
for the right mentor. Someone whose
values aligned with her own.

She found that in Max Dober.

At the time, Max was just beginning

his own journey as a team leader, and
Katryna was determined to learn from
someone known not just for success but
for integrity. She joined his team and
found exactly the kind of guidance she
had been looking for.

“He has such a stellar reputation in
the market,” she says. “Every person

I came across who had worked with
him had wonderful things to say about
his demeanor, his integrity, and the
way he conducts business. That’s what
attracted me.”

With that support system in place,
Katryna closed her first deals and never
looked back. Today, one of the most
refreshing things about her approach

is the clarity with which she defines
success. Ask her what separates top

Katryna with her partner, Anthony, in
Breckenridge, Colorado

agents from everyone else, and her
answer has little to do with hype or
hustle for the sake of hustle.

“To me, being a top agent isn’t just about
production, it’s about fulfillment. The
best agents genuinely enjoy what they do
and maintain a healthy balance across all
aspects of their lives. While many strive
to be the highest producing, I believe
true success also includes having time
for hobbies, nurturing relationships, and
creating a well-rounded life. A top agent
is someone who is energized, present,
and happy, and that mindset ultimately
translates into a better experience for
their clients.”

That self-awareness is central to her
philosophy. Katryna believes burnout
helps no one and that an agent’s health,
happiness, and sense of balance directly
affect the experience they create for
others. To her, success in real estate is
deeply connected to success in life.

That same intentionality shows up in
how she maintains client relationships.

She starts every relationship with a
thorough initial meeting, digging far
deeper than surface-level wish lists.

She wants to understand the full
picture, goals, concerns, lifestyle, family
dynamics, and expectations so she can
guide clients with confidence from the
very beginning.

“I'm never trying to learn my clients
halfway through the transaction,” she
says. “We really peel back the layers in
that first meeting.”

From there, she keeps communication
open, honest, and human. She checks in
on the details that matter, remembers
what people share, and personalizes
everything from her approach to her

closing gifts. Nothing feels one size fits all.

“It stays professional, but it doesn’t stay
cold,” she says.

Outside of real estate, Katryna’s life
is filled with the things that keep

her grounded. She is a competitive
equestrian, a homebody at heart, and

“A % Wf
isn’t just about

production. It’s
about balance,
fulfillment, and
the experience
you create.”

Katryna Margolies
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“Putting /&
into a home isn’t
just a transaction.
It’s about creating
a place where they
can truly thrive.”

Katryna Margolies

someone who genuinely loves creating
beauty and comfort in her own life.
She enjoys gardening, cooking, baking,
design projects, and caring for the
animals on her property.

She also has a long-standing
commitment to animal rescue through
Animal Nation, where she has
volunteered since 2016. Working out

of the Stamford adoption center, she
spends time caring for cats, cleaning,
resetting spaces, and giving them the
love and attention they need while they
wait for permanent homes.

It is clear that care is not something
Katryna turns on when it is convenient.
It is who she is. And that may be the
clearest reason she is one to watch.

In a business that can sometimes move
too fast, Katryna Margolies stands out
for the way she slows down, listens
closely, and leads with principle. She
understands that homes shape lives, that
trust must be earned, and that saying no
can be just as important as saying yes.

For her clients, that means more than a
successful transaction. It means having
an advocate who genuinely wants them
to be happy long after closing day.

And that is exactly the kind of agent this
industry needs more of. ¥
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#lizpensierostaging

for the Fair ileld C(Juntj-,' 1"(-_‘.-]| estate mduatr}r

(203) 840-0338 liz@lizpensierostaging.com

g ' Scott Zebendon
@ ngEhead 203-B59-9393
e scott.zebendon@goosehead.com
% % % % & Andrew Arnett Zebendon

203-859-9588

Goosehead has provided me with excellent rates paired andrew.zebendon@goosehead.com

with extremaly fast service. Documents were sent via email
immediately and the process took less than 10 minutes
over the phone. | would highly recommend Goosehead to
anyone who is looking for a stress free experience, speedy
senvice, and competitive rates

- Jason H.

Homeowners insurance | Car insurance | Renters insurance
Landlord insurance | Condo insurance | Flood insurance

OFFICE: (203) 859-9333
1 trap falls road suite 210, Shelton CT, 06484

Gold Coast Real Producers - 23
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PARTNER SPOTLIGHT

SIMPLE ORGANIZED

SOLUTIONS BY%
Bringing Order, Clarity, and
Calm to Every Home

multiplies. The garage fills up, the what started as one favor had become a
f you’ve ever stood in your basement becomes a catch-all, and the fully operating business.
basement surrounded by boxes move that should feel exciting starts
and wondered how it got this to feel paralyzmg. Erin gets it, not just Today, SOS works closely with real estate
professionally, but personally. agents throughout the area to help
bad, you already understand homeowners prepare their properties
why Erin Barone’s phone keeps Within months of that first job, she was for the market. The scope of what
ringing. She’s 2 mom and neighbor staging closets for a local real estate Erin and her team offer is genuinely
who has lived that chaos firsthand agent. Then she was building a team to start to finish: decluttering attics,
sl il e i @ Lueiness sl keep up with demand. Within a year, basements, and garages, packing up

on showing up without judgment to
make it all make sense.

That is the heart of Simple
Organized Solutions by Erin (SOS),

a comprehensive solution for
homeowners preparing to sell, move, or
simply regain control of their space.

It did not start with a business plan. It
started with a phone call.

A woman she barely knew reached
out, asking for help with her basement,
overwhelmed and not comfortable
letting just anyone in. But she trusted
Erin. So Erin showed up.

“I did the job, and I loved it,” she says.
“And then it just took off from there.”

It makes sense when you know her.
Before SOS, Erin spent years as a social
worker, helping families navigate some
of life’s challenging moments. The kind
of work that shapes how you listen, how
you show up, and how you help people
move through things. When she stepped
back to be home with her kids, that
instinct didn’t go away; she just found a
new way to put it to use.

As any parent knows, the clutter v
does not stop when life gets busy. It [—

Gold Coast Real Producers - 25



entire households, and staging spaces
to show their best. And on the other
end, unpacking and organizing clients
in their new homes so they can settle in
without the stress.

For agents, the partnership is
straightforward. Bring Erin in early, and
the home will be ready to show in a way
that supports your strategy and goals.

One of the first things she asks a new
client is, “Who is your agent?” From
there, she reaches out directly to align
on priorities. Some agents want every
closet picture-perfect. Others are
focused on the main living spaces. Erin
works within that vision, not around it.

26 - May 2026

“I'm not the one selling the home,” she

says. “I want to make sure I'm setting it
up in a way that helps the agent do their

job successfully.”

There is one thing she asks of both
agents and clients up front: please

do not clean up before she arrives. It
sounds counterintuitive, but seeing

a home exactly as a family actually
lives in it is essential. The overflowing
junk drawer, the garage that became
a storage unit, the kids’ rooms that no
system has ever survived... that is the
information she needs. The goal is not

just to organize a space for photos; it is

to create systems that hold up in real
life, even when life is messy.
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WHEN YOU BRING
ME IN EARLY,

[ can set the home up in
a way that truly supports

the ;1gent’s vision and

the client’s next chapeer.”

— ERIN BARONE

That philosophy is what keeps her
clients coming back and referring
their friends.

Moving is emotional. It stirs up
memories, transitions, and stress that
go well beyond boxes and bubble wrap.
Erin has a natural ability to hold space
for that part of the process, to meet
people where they are and help them
move through it.

“There is so much that goes into the
emotional side of moving,” she says.
“I get to know my organizing clients
really well.”




Her team reflects the same values. Many s
are local moms themselves, people who

understand the balancing act and bring

genuine care rather than just efficiency

to the work. Most project days run five

to six hours, which keeps things focused

and fits well into a family schedule. .
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From a single basement in her
neighborhood to a business that has
touched hundreds of homes, Erin
Barone has built something that the
real estate community genuinely relies
on. Not because she turns homes into
showrooms, but because she makes
them feel like the best version of
themselves; functional, calm, and ready
for whatever comes next.

She shows up. She gets to work. And she
makes it easier.

That is Simple Organized Solutions.
That is SOSbyErin. #

christopoulosdesigns.com
_ Nick@ChristopoulosDesigns.com

~(203) 576-1114 /
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Eco-Friendly Junk ) UHNKL uggers

Removal & Hauling

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

10% OFF .wore

f
)
: USE CODE: REALPRODUCERS10
|
|

I'M NOT HERE TO JUDGE

I'm here to help people move forward and

feel in control of their space again.”

Moving - Downsizing - Estate Cleanout - Decluttering - Remodeling

— ERIN BARONE

203-864-9393

Junltluggnrs.cumfl-‘alrﬂuld -And-Westchester-Counties
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FEATURED AGENT

Matt

From FRAMING
HOUSES

to CLOSING
DEALS

PHOTOS BY TJ MULDOON

de

hen you talk to Matt Hyde,
one thing becomes clear
almost immediately. Real

estate was not a straight line for him. It
was built. Literally.

Today, Matt is with William Raveis Real
Estate and is the co-founder of the Coast
to Country Team based out of Southport,
Connecticut. But long before listing
presentations and open houses, he was
on job sites swinging hammers, framing
houses, and renovating bathrooms.

Matt’s journey into real estate started

in construction at just 16 years old,
working alongside his father. Through
high school and into college, he

did everything. Framing, kitchens,
bathrooms, and renovations of all kinds.
If it needed to be built, repaired, or
replaced, he learned how to do it.

Eventually, that construction work led
him into prepping homes for sale. He
began handling inspection items and

renovations for local agents, meeting
many of the same realtors he still
knows today. While working on those
properties, he got a behind-the-scenes
look at how agents operated. He saw the
business from a different angle.

“I saw them showing up, not banging
hammers,” he says with a laugh. After
years of tough winters, long summers,
and physically demanding work, the
appeal of transitioning into a career that
still revolved around homes but was less
taxing on the body became clear.

At 24, he started asking questions. What
did it take to get licensed? What was the
day-to-day really like? In 2015, he made
the leap.

The Grind of Year One
The transition was anything
but glamorous.

During the day, Matt continued working
on construction. At night, from 6 to 10
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at separates 1S
simple. Service, communication, and
genuinely caring about your clients.”

Matt and his dad in
front of a home they
worked on together.

p-m., he attended real estate classes for
eight weeks. He would spend his days
covered in dust and debris, then shower,
change in his truck, and head out to
show homes.

“It was gritty,” he says. “I'd wash the dirt
off and go put on a suit.”

After getting licensed, he signed with
Higgins Group and hustled relentlessly.
He hosted as many open houses as
possible. He met people. He introduced
himself. And he kept doing construction
work to make ends meet.

“When you’re 24 or 25, your friends
aren’t buying and selling yet,” he
explains. “You’re not making money in
real estate unless you’re selling.”

But something powerful happened
early on. His first three clients came
directly from open houses. Instead of
just unlocking doors and highlighting
granite countertops, Matt leaned into
what made him different.

Buyers would ask construction
questions. How old is the roof? What
about the boiler? Are these windows
original? And unlike many agents,

Matt knew the answers. He understood
framing, systems, materials, and
renovation costs. He could speak
confidently and clearly.

That expertise built trust, especially
with older buyers and sellers who may
have hesitated to work with a 25-year-
old agent.

In his first year, he earned around
$50,000 in real estate commissions while
still working construction. For him, that
was a win. More importantly, it proved
the model worked.

A Built-In Advantage

Today, Matt still leverages his
construction background in nearly
every transaction.

When walking through a home
with buyers, he can quickly identify
potential red flags or hidden value.
He gives honest insight before
inspections even begin. If a roof is

Matt with his wife, Alyssa, enjoying time together while traveling.

nearing the end of its life, he says so.
If windows need replacing or a boiler
is outdated, he estimates what that
means financially.

For sellers, he provides access to

his trusted network of contractors,
plumbers, and electricians. He does not
mark up services or try to profit from
referrals. He simply connects clients
with reliable professionals who will get
the job done right.

That transparency and value-add
approach has become one of

his strongest differentiators in a
crowded industry.

“I think what separates top agents is
service and communication,” Matt
says. “Consumers know if you’re just
trying to make a quick buck or if you
genuinely care about the process.”

He keeps it simple. Real estate is not
rocket science. Be a decent person. Do
right by your client. Stay committed.

Building Relationships That Last
For Matt, the closing table is not t
he end of the relationship. It is just
the beginning.

He stays in touch with clients long
after keys are exchanged. Every year,
he checks in, offers updated equity
reviews, and provides helpful tips

on maintaining a home. Around

the holidays, clients can expect a
thoughtful gesture. And because

he is naturally conversational and
approachable, those connections feel
genuine rather than transactional.

He wants to remain top of mind, not
through constant sales pitches, but
through value and accessibility.
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REAL ESTATE isn’t complicated.
Do right by your clients, stay consistent,
and the business will follow.”

— Matt Hyde

Alyssa standing in front of the completed home, a full-circle moment from build to finish.
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“I always want them to know they can
call me with any question,” he says.

Life Beyond the Deal
Outside of real estate, Matt is deeply
rooted in family.

He is one of four siblings in a tight-knit,
large Italian and French-Canadian
family. His older brother lives in Greece,
his younger brother in New Hampshire,
and his sister in Tampa. His wife, Alyssa,
is a physician assistant. Together, they
balance busy careers with a shared love
of travel, food, and time with family.

He plays hockey when he can, golfs
more frequently these days, and
still enjoys dabbling in music. A
guitar sits behind him during Zoom
calls, though he humbly describes it
as more decoration than a
performance instrument.

Travel for Matt often revolves around
food and culture. As he jokes, “When I
travel, I'm eating and drinking.”

He also continues investing in real estate
personally, owning four multifamily
properties and actively renovating and
holding assets. The builder at heart
never really left.

Coast to Country

As co-founder of the Coast to Country
Team at William Raveis, Matt has
combined his blue-collar work ethic
with polished professionalism. From
Southport to surrounding markets,
he brings a rare blend of hands-

on construction knowledge, sharp
negotiation skills, and authentic
relationship building.

He has lived on both sides of the
business. He has been on rooftops and at
closing tables. He has framed walls and
structured deals.

And for his clients, that depth of
experience makes all the difference.

Matt Hyde is not just selling houses. He
understands how they are built, how
they perform, and how they can build
wealth for the people who own them. #

A PROFESSIONAL HOME INSPECTION SERVICE
THAT GIVES THE HOME BUYER

PEACE OF MIND

* 7,000+ Home Inspections Performed
e ASHI Trained

* Certified by the State of Connecticut

* Photographic, Narrative Reports ;
» Strong Construction Background

* Locally Owned and operated - 2
Not a Franchise

» Cost Analysis for Repairs
and Replacement

Remodeling and
Construction Advice

» References Upon Request;
Contractor Referrals

* Available 7 Days a Week g~ ] VA ——
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mail.com | inspectionsbynehi.com
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Professional
Organizing

Handyman Home
Improvement

Property Peel & Stick
Management Wallpaper Installation

let’s build something better together!

Sharon and Steven Harria
203.895.9509

|._| tidyhousect@gmail.com
tidyhousect.com
Licensed & Insured

Tidy House
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JOE CRAWFORD
PHOTOGRAPHY

or Jennifer Leahy, real estate has never been just about
property. It has always been about people, intuition,
stewardship, and building a life with intention.

Today, Jennifer is with Compass, based out of the Greenwich,
Connecticut office, where she and her team serve all of
Fairfield County and parts of Westchester. But her path into
the business was anything but linear. In fact, it is the kind of
journey that only makes sense when you step back and see
how every chapter has shaped the one that followed.

Real estate was part of Jennifer’s world from the beginning.
Growing up, her mother’s boyfriend was a major real

estate developer in Manhattan, so development sites, deal
conversations, and the energy of the industry were part of her
early life.

“I grew up with real estate around me,” Jennifer says. “I
absolutely adore it.”

She first entered the industry through the mortgage business
in 2002, writing loans first at a bank and then as a mortgage

COVER STORY

broker. But Jennifer’s story did not stop there. Along the way,
she earned a Master’s in Special and General Education from
Bank Street, worked at Eagle Hill School in Greenwich, and
became involved in work that would leave a lasting imprint on
her perspective.

One of the most formative experiences of her life came
through a Bank Street connection to Teachers Across
Borders, where she traveled to Cambodia. What began as a
teaching opportunity evolved into something much bigger.
After seeing firsthand the enormous educational needs
facing children there, Jennifer and a close friend started a
nonprofit that provided scholarships tailored to different
levels of need.

Rather than assuming one model fits every child, they created
more flexible pathways, from scholarships to international
schools to supplemental English lessons that could help
students build toward future opportunities. Jennifer traveled
back and forth multiple times, each trip deepening her
understanding of resilience, inequity, and what it means to
genuinely invest in people.
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Jennifer with her family, the heart behind everything she does.

“It was amazing giving scholarships to these beautiful
humans,” she says.

Eventually, life brought Jennifer back to the United States and,
in time, back toward real estate. About 11 years ago, while
navigating the end of her marriage and raising two young
children, she got her real estate license and stepped fully onto
the sales side of the business. Her first year was nothing short
of relentless.

A newly single mother with two kids and a new career in front
of her, Jennifer threw herself into the work with extraordinary
intensity. She recalls working 14-, 16-, even 18-hour days, doing
whatever it took to build a business from the ground up. There
was outbound networking, door knocking, letter writing, cold
calling, and constant hustle.

“I'was doing as much outbound networking as possible,” she
says. “Anything I could do to build my business and manifest
the life that I wanted.”

That word, manifest, is not casual in Jennifer’s world. It is
central to how she thinks, works, and lives.

A dedicated meditator, Jennifer believes that meditation,
visualization, and manifestation have been some of the most
important tools in her success. For her, building a business
was never just about sales strategy. It was also about creating
40 - May 2026

emotional alignment with the future she wanted and staying
grounded enough to keep going when the present felt
overwhelming.

Over time, the life she had once imagined began to take shape.

i

But Jennifer is candid that success does not mean ease. In
the early years, she believes, you have to crank. You have to
work at full speed, take the hits, learn hard lessons, and keep
moving. Only later, after enough time and reflection, do you
gain the space to breathe differently and lead differently.

¥
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Today, Jennifer has evolved from pure builder into both leader
and mentor. She is proud of what she has created, but just as
excited by the opportunity to help the people on her team step
into the lives and careers they want for themselves.

That sense of responsibility shows up not only in how she leads
her team, but in how she serves her clients.

Jennifer sees herself first and foremost as a fiduciary. She takes
that role seriously. To her, this is not about pushing people into
transactions or telling them what they want to hear. It is about
protecting their assets, telling them the truth, and helping them
make smart, values-aligned decisions, even when that means
slowing things down or saying no.

“I'm not going to make someone buy something,” she says. “I
never pivot from my value system.”

{: i

That mindset is a defining part of
her business. Jennifer is deeply
intuitive and highly strategic,

a combination that allows her

to guide clients with unusual
clarity. She is known for reading
situations quickly, sensing whether
a home is truly right for someone,
and refusing to let clients over-
purchase, overreach, or make
emotionally driven decisions they
will regret later.

For Jennifer, just because a buyer
can afford something does not
mean they should buy it. And just because a deal can be made
does not mean it ought to be.

That honesty has earned her lasting respect.

Her clients know that whatever they need, they can trust her
to be direct, thoughtful, and fully in their corner. She balances
strong business instincts with emotional intelligence, giving
clients both the hand-holding and the clear-headed guidance
they need in one of the biggest financial decisions of their lives.

That approach has also positioned Jennifer and her team

to represent some of the most significant properties in the
region. One defining moment came with the $85 million

sale of Great Island, one of the most notable residential
transactions ever recorded in Connecticut. Landmark sales
like this reflect both the trust placed in Jennifer and the
depth of experience her team brings to complex, high-level
deals. Today, that momentum has helped propel the team to
more than $1.25 billion in closed real estate transactions, a
remarkable milestone that underscores their presence in the
luxury market and their ability to steward some of the area’s
most iconic homes.

Outside of real estate, Jennifer’s life is rooted in family. She

has two biological children and two bonus children through
remarriage, and she speaks openly about how much of her

life outside of work is dedicated to being present for them.

With teenagers and big kids in the house, she knows that the
challenges of parenting evolve, and she approaches motherhood
with the same intentionality she brings to business.

She also meditates every day, loves to travel, and treasures
gathering people around food. Whether it is a trip with her
kids, time away with her husbhand, or a home filled with friends
and family, Jennifer is happiest when life feels connected,
grounded, and shared.

There is one final piece of Jennifer’s story that feels especially
important to how she leads: her commitment to other women.

She believes deeply that women in leadership should help
elevate one another, not compete through insecurity or
tear each other down. In an industry where ego can easily
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My role is to
protect my clients and help them
make the right decisions.”

take over, Jennifer is committed to kindness, respect, and
maintaining high standards without sacrificing humanity.

“I think it’s so important for us to all keep elevating each
other,” she says. That philosophy, like so much else in Jennifer’s
life, is both powerful and deeply personal.

For Jennifer Leahy, success is not just about what you build.
It is about how you build it, who you lift along the way, and

whether, at the end of the day, you can still rest easy knowing
you did it with integrity.

HOUSE HUNTING SEASON

MULTIPLE OFFERS.

In today’s market, your clients need more than just a
pre-approval. They need strategy along with fast turn times,
clear communication, and financing solutions that help to stay
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with smooth, reliable closings every time.
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FAQ

ALL ABOUT
GOLD COAST REAL PRODUCERS

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
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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.

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.

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

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. ﬁ

Your loan should be as unique as you are.

That's why we continually build strongdending
relationships that allow us to deliver
custom-tailored solutions for your next purchase or
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
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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