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AWA R D - W I N N I N G  L E A D E R

I N  C O A S TA L  B U I L D I N G

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 New 
England.  Our goal is to create spaces that allow you 
and your family to thrive.

4 FRANK AVE   |   SUITE A1   |   WEST KINGSTON, RI 02892 401.792.9799   |   DAVITTINC.COM
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Together with you, Rhode Island’s elite agents, we have curated this list. These trusted partners represent the absolute best 
in their respective fields - they’re not just great at what they do, they understand the pace, professionalism, and care that top 
agents like you expect. They proudly support your work, your publication, and the private events that bring our community 
together. Please support them in return—and thank them for helping us celebrate the Rhode Island Real Producers community!

Preferred Partners

AIR QUALITY/MOLD TESTING
Green Home Solutions
Dan Anderson
(401) 871-3335

COUNTERTOPS 
– GRANITE/QUARTZ
Rock Hard Countertops
(508) 982-8674
rockhardcountertops.com

DESIGN & BUILD/REMODEL
Davitt Design Build
(401) 792-9799
DavittInc.com

EXTERIORS (ROOFING & SIDING)
Exact Exteriors
(401) 408-2222
exactexteriorsllc.com

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

HOME INSPECTION
HomePro Inspections 
of Rhode Island
Hank Richter
(401) 821-5446
homeprorhodeisland.com

HouseMaster Home Inspection
Paul Miranda
(401) 632-6188
HouseMaster.com

Pillar to Post
Peter Hackett
(401) 354-2853
peterhackett.pillartopost.com

HOME MANAGEMENT
New Era Property Services
(401) 617-9527
www.nepsne.com

HVAC- HEATING & COOLING
Ocean State Air Solutions
(401) 293-0422
oceanstateair.com

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

MORTGAGE RESIDENTIAL 
LENDING
BayCoast Mortgage
Rob Cinquegrana
(774) 301-3999
baycoastmortgage.com

MORTGAGE/REFINANCE
Ferranti Group of Loan Depot
(401) 595-5503
loandepot.com/branches/
cranston-ri

PAINTING CONTRACTOR
Greg Greene Painting
(401) 742-3777

PHOTO ORGANIZATION
Image Ten
(401) 373-4016
imageten.com

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

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

SMART HOME SYSTEMS
AQ Tech
(401) 655-1173
aqtechri.com

Molly Robinson Photography

mollyrobinsonphotography.com

Portraits | Events | Architecture
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Meet
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John Ludes 

Publisher
John.Ludes@N2co.com

401-680-0610

Molly Robinson
Photography

Jamie Harrington
Image Ten Real Estate 

Photographers

Stuart Titus
Editor

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

HOME/RHODE-ISLAND

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

We want to help our neighbors finance the homes of their dreams. Whether you’re looking to 
make a first-�me 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.

Excep�onal Service & Solu�ons Tailored Just for You
It is our mission to provide clients with excep�onal 
products and services designed to meet their specific 
needs. We empower our mortgage team by providing 
them with the tools, knowledge and support they 
need to help their clients thrive!

All Our Decisions Are Made Locally, Allowing for:
• A faster and more efficient decision-making process
• Expedited credit decisions
• Customized finance solu�ons for your needs

• A wholly-owned subsidiary of 
BayCoast Bank, a reputable 
community bank on the South 
Coast of Massachuse�s and Rhode 
Island

• Large enough to provide 
high-quality products and services 
offered by na�onal providers

• Small enough to deliver a more 
personalized customer experience 
in a community se�ng

• Backed by cu�ng-edge technology 
our clients can trust

Our Commitment is to YOU!

Experience the BayCoast Difference:

Our Mission: About Us:

We’re your friendly neighborhood mortgage experts and we’re ready to help you! 
Let’s have a conversa�on to see what mortgage op�ons may be right for you.

Contact Us Today!

MORTGAGE®
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Your Partner in Pre-Sale (and post sale) Exterior Renovations
SERVING ALL RHODE ISLAND & SOUTHERN MASSACHUSETTS

Check out our
100+ 5-star
Google Reviews

Y O U R  C L I E N T S  A R E  I N  G O O D  H A N D S .
Call Jason at (401) 408-2222 for a free pre-sale consult

exactexteriorsllc.com

At Exact Exteriors, we specialize in transforming homes to maximize curb appeal and sale value—fast. From roofing, siding, and windows to 
doors, carpentry, and painting, our licensed and insured crews deliver high-quality work with clean job sites and reliable timelines.

We work closely with top agents and homeowners to prioritize high-impact improvements that get listings sold. Whether your clients
need minor touch-ups or full exterior overhauls, we’re here to help you close faster and for more.

ROOFING SIDING WINDOWS

Certified roofing & siding systems with transferable warranties        Realtor-friendly scheduling & priority availability

Trusted by homeowners, HOAs & property investors        Fast turnarounds. Beautiful results.

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

Home Inspections.
Done Right.
Guaranteed.

4 Key Benefits of HouseMaster 
Home Inspections for Real 
Estate Agents
• Professional communication 

creates a smooth transaction.
• An educated buyer has confidence 

in their purchase decision.
• Working with your schedule saves 

you valuable time.
• An exceptional inspection includes 

accurate and current information.

 One Call Does 
It All -

Our team coordinates all 
ancillary inspections

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

Reimbursement Guarantee*

Paul and Lisa Miranda

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

Educating Home Buyers is Our Passion! 

PUBLISHER’S LETTER

As information becomes more accessible, its value 
diminishes. What increases in value—significantly—
is interpretation and expert advice.

This is the shift that matters most. The agents who will 
continue to lead are not those who gather the most 
information, but those who can translate it into clear, confident 
guidance. Clients are no longer asking, “What’s happening in 
the market?” They are asking, “What should I do about it?” 
Answering that question requires experience, perspective, and 
context—qualities that are far more difficult to automate.

Where AI does have a meaningful role is in removing the 
friction that keeps agents from operating at that level.

For example, instead of spending an hour writing and 
rewriting a listing description, AI can generate a strong first 
draft in seconds—freeing you to refine the positioning and 
pricing strategy with your client. Instead of manually pulling 
together market data, AI can summarize trends and highlight 
key takeaways, allowing you to spend your time discussing 
what those trends mean for a buyer or seller. Follow-up 
emails, appointment confirmations, and post-meeting recaps 
can be drafted instantly, giving you more time to make 
the call, have the conversation, or show up in person.

Even on the relationship side, AI can help you stay more 
consistently engaged. It can remind you to check in with 
past clients, suggest personalized touchpoints, or help craft 
thoughtful outreach—so that your communication is not 
only more efficient, but more consistent and intentional.

The common thread is simple: AI handles the repeatable 
tasks so you can be more present in the irreplaceable 
moments with clients and your sphere of influence.

Most agents are not limited by effort; they are limited by 
allocation. Too much time is spent on work that, while 
necessary, does not require their expertise. When those 
hours are reclaimed, the opportunity is not to fill them 
with more activity, but to reinvest them in higher-value 
interactions—advising clients, strengthening relationships, 
and sharpening your understanding of the market.

In a state like Rhode Island, that distinction matters 
even more. Ours is a particularly relationship-driven 
market where reputation is built over time and trust is 
everything. Clients are not choosing the agent with the 
most information—they are choosing the one they trust to 
interpret it and guide them with clarity and confidence.

The agents who thrive will not be those who simply adopt 
AI tools, but those who use them with intention. Not to 
replace what they do best, but to create more space for it.

Information is everywhere. Access to expert 
interpretation is not - and in an increasingly 
informed market, that is what sets the standard.

Make your home 
smarter, safer, and more fun.

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

Home Theater

Smart TVs & 
Custom Mounting

Whole-Home Audio

Smart Lighting, 
Security & Automation

We specialize in: Professional 
Installation.

Top Brands.

Personalized 
Solutions.

T
here was a time in real estate when access to 
information was the value. Knowing the comps, having 
early insight into listings, or simply being the fastest 

to respond created a clear advantage. That advantage has 
largely disappeared. Today’s clients have unparalleled access 
to data, and with the continued rise of AI and consumer-facing 
platforms, that trend will only accelerate.

By offloading the repeatable, 
today’s top agents are 
doubling down on the one 
thing AI can’t replace—trusted 
personalized guidance.

Creating 
Space for 
What Matters 
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ALL ABOUT RHODE ISLAND REAL PRODUCERS

FAQFAQ
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 

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 I 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 

SERVICES INCLUDE:
Mold Remediation • Air Quality Testing • Home Detox Services

Better Air Environmental Probiotics • Air Duct Cleaning • Odors • And More!

Dan Anderson BA, MBA
Owner Green Home Solutions of R.I.

(401) 871-3335 • dan_a@greenhomesolutions.com
R.I. Contractor Registration #41826 • NADCA Certified

Breathe Better
with Expert
Mold and
Indoor
Air Quality
Services

Safe A�ordable Fast E�ective

Standard with every
Home Inspection:  

PTP360*

Interactive 360°
Visual Inspection
Summary

 

PTPEstimates 
Powered by BOSSCAT

Cost estimate
for Inspection
Summary items 

 

Also included with Premium
and Prestige Packages: 
PTPFloorPlan
An accurate
floor plan of the
entire home

PTPHomeManual 

The digital owner’s
manual for the home 

*Where available. Not all services are o�ered
by every o�ce. Each o�ce is independently

owned and operated.

Get a
Preview
Here 

 

The Ultimate Home 
 Inspection ExperienceSM

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. 

PETER HACKETT
peter.hackett@pillartopost.com 

401.354.2853

LICENSED IN RI,  MA, & CT

|        Fast Turnaround
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&
AGENT TO WATCH

Strategic,

R eal estate is a business 
where the market can shift 
overnight. The agents who 

rise to the top are the ones who stay 
composed, focused, and intentional 
when things slow down. That’s 
exactly what makes Cathy Sousa such 
a compelling “Agent to Watch.”

With more than a decade in real 
estate, over $140 million in career 
sales, and a long list of accolades—
including REMAX Hall of Fame, 
Chairman’s Club, and consistent 5-Star 
Professional recognition—Cathy 
has built a reputation that speaks 
for itself. What sets her apart goes 
beyond production. It shows up in her 
presence, her consistency, and the way 
she approaches every client and every 
deal with care and professionalism.

There’s a calm confidence to Cathy’s 
style. A steadiness that carries through 
every conversation, every strategy, and 
every decision she makes. In a business 
that can often feel reactive and fast-
moving, she brings clarity and control. 

Clients feel it immediately. So do the 
agents on the other side of the deal.

Her path into real estate wasn’t 
a straight line—and that’s part of 
what makes it so impactful. After 
graduating from the University 
of Rhode Island with a degree in 
education, Cathy began her career in 
banking, where she was selected for 
the management training program 
at Fleet National Bank, now known 
as Bank of America. That experience 
sharpened her financial instincts, 
strengthened her communication 
skills, and laid the groundwork for a 
deeply ingrained client-first mindset.

Then came a decision that would 
shape everything that followed. Cathy 
stepped away from her career to raise 
her three daughters, choosing to be 
fully present during those formative 
years. It was a chapter founded in 
intention—one that brought clarity to 
her priorities and perspective to her 
next move. When she entered real 
estate in 2013, she did so with purpose, 

B U I LT  F O R  W H AT ’ S  N E X T
How CATHY SOUSA turns market 
shifts into opportunity—and positions 
her clients to win in any environment

Steady, EDITED BY STUART TITUS 

PHOTOGRAPHY BY JAMIE HARRINGTON
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Her mindset—seeing 
OPPORTUNITY 
where others might see 
uncertainty—is a defining 
trait. It’s also one that has 
been shaped over time.

energy, and a genuine understanding 
of what her clients are experiencing 
during life’s biggest transitions.

From day one, her approach has 
been simple and unwavering: put the 
client first—always. It’s a standard she 
lives out in every interaction. Cathy 
guides, protects, and advocates for her 

clients with a level of care that feels 
personal and deeply invested. She 
often describes herself as “almost like 
an overprotective mother,” and that 
mindset is evident in every detail.

Whether she’s helping a first-time 
buyer take the leap, advising a seller on 
pricing strategy, or navigating a complex 

negotiation, Cathy is fully engaged—
morning, noon, and night. That 
accessibility builds trust. Trust builds 
relationships, and those relationships 
have become the core of her business.

Over the past year in particular, that 
foundation has driven meaningful 
momentum. Cathy has doubled down 

on what works—staying consistently 
connected to her clients, nurturing 
relationships, and ensuring that no 
one ever feels like a transaction. It’s a 
simple approach on the surface, but 
it requires discipline, intention, and 
genuine care to execute at a high level.

That consistency allows her 
to operate with confidence in 
any market environment.

When the pace of the market shifts—
and it always does—Cathy leans in. 
Slower periods become productive 
ones. She reconnects with past clients, 
strengthens her network, refines 
her marketing, and sharpens her 
understanding of current trends. While 
others may wait for momentum to 
return, Cathy is already building it.

Her mindset—seeing opportunity 
where others might see uncertainty—
is a defining trait. It’s also one that 
has been shaped over time.

Cathy credits her parents and her 
grandmother as some of her greatest 
influences. Her father, a successful 
businessman, instilled in her the 
importance of treating everyone with 

respect. Her mother demonstrated 
what it means to be a hardworking 
woman and later built her own real 
estate career, offering Cathy a firsthand 
look at how to build a business with 
integrity. And her grandmother—who 
lived to nearly 101—embodied grace, 
strength, and kindness in a way that 
continues to guide Cathy today.

Those lessons are woven into how 
she leads her business and serves 
her clients. Today, as part of the 
Cathy Sousa Team at Serhant Rhode 
Island, Cathy pairs that relationship-
driven approach with elevated 
marketing, strategic pricing, and a 
sharp understanding of the market. 
Her pricing strategy is thoughtful and 
precise, grounded in data, experience, 
and real-time conditions. Every listing 
is positioned intentionally to generate 
interest, create urgency, and deliver 
the strongest possible outcome.

Of course, even with the best 
strategy, real estate has a way of 
keeping things interesting.

Unexpected moments come with the 
territory, and Cathy handles them 
with composure, professionalism, 
and a sense of humor that keeps 
everything moving forward. It’s one of 
the qualities that make her both highly 
effective and a pleasure to work with.

At the end of the day, this business 
is about people. It’s about trust. It’s 
about showing up consistently with 
clarity, and a genuine commitment 
to doing right by every client.

As Rhode Island’s top agents look 
ahead to what promises to be an 
evolving and opportunity-filled 2026, 
Cathy Sousa stands out for all the right 
reasons. She’s experienced, strategic, 
and deeply committed to her clients—
but perhaps most importantly, she 
brings a level of grace and perspective 
that’s impossible to manufacture.

She’s not just succeeding in 
today’s market. She’s built 
for what comes next. 
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How Shane Pina 
transformed hands-on 
experience into a boutique, 
personal service built 
on trust, discretion, and 
lasting relationships.

S E A M L E S S L Y  M A N A G E D

PARTNER SPOTLIGHT

White-
Glove 

Shane Pina’s story 
begins in Pawtucket, 
Rhode Island, in a 

home that was always full. 
Growing up alongside three 
brothers, he was raised in 
what he describes as “that 
house”—the one where 
family and friends were 
constantly coming and going. 
His mother, a single parent, 
worked full-time and still 
made it to every game, every 
practice, every moment that 
mattered. That environment 
shaped his understanding of 
consistency, responsibility, 

and what it means to 
show up for people 
without being asked.

That perspective deepened 
with his first job at a small 
Mediterranean bakery. The 
owner set the tone—first in, 
last out, and never above any 
task, no matter how small. 
Watching that level of care 
and ownership left a lasting 
impression. Work wasn’t just 
about getting through a shift. 
It was about pride, attention, 
and the way you carry 
yourself in every interaction.

That same mindset is shared 
by his wife and business 
partner, Laura Pina. 
Originally from Colombia, 
Laura moved to the United 
States at age 8, entering 
a new culture without 
knowing the language. She 
adapted quickly, developing 
a level of discipline and 
resilience that continues 
to define her. She went on 
to graduate from Bryant 
University with a degree 
in business management, 
bringing both structure and 
perspective to the business 

she and Shane would 
eventually build together.

At home, attention to detail 
was simply a way of life. 
A clean, organized space 
wasn’t negotiable—it was 
expected. That standard 
shaped Laura’s belief that a 
home’s condition influences 
how people experience it, a 
principle now embedded in 
everything New Era delivers.

Together, Shane and Laura 
combined their strengths—
his decade of hands-on 

EDITED BY STUART TITUS 

PHOTOGRAPHY BY MOLLY ROBINSON

property management 
experience and her 
operational discipline and 
eye for detail—to create a 
business that reflects both 
how they were raised and 
how they choose to operate. 
Their shared interest in 
travel and new experiences 
also played a role, 
reinforcing a willingness 
to step into the unknown 
and build something 
on their own terms.

New Era Property Services 
grew out of that foundation.
From the beginning, the 
goal was to build something 
intentional. Shane and 
Laura chose to focus on 
a boutique, relationship-
driven model that prioritizes 
quality over volume.
 
A significant part of that 
comes down to how their 
team is structured. House 
managers are carefully 
matched with homeowners 
based on shared values 
and alignment, creating 
consistency and trust over 
time. These aren’t short-term 
arrangements. They are 
relationships built to last, 
where the people caring 
for the home take genuine 
pride in the role they play.

Living,
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For top real estate agents, 
that level of consistency 
carries through to the 
client experience.

Every introduction an agent 
makes reflects on their 
reputation, and Shane is 
mindful of that at every step. 
When an agent connects 
a client to New Era, the 
expectation is clear: the 
experience should reinforce 
the standard the agent has 
already established. That 
responsibility isn’t taken 
lightly. It informs how 
the team communicates, 
how they show up, and 
how they manage every 
detail tied to the home.

Over time, New Era has 
evolved into a single point of 
contact for nearly everything 
related to a client’s home. 
Vendor coordination, 
seasonal preparation, 
ongoing maintenance, and 
day-to-day oversight are 
all managed through a 
single trusted relationship. 
The structure is designed 
to simplify complexity 
while maintaining a high 
level of accountability.

Reliability and discretion sit 
at the center of that model. 
Clients trust Shane and his 
team with access to their 
homes, their schedules, 
and often the finer details 
of their daily lives. That 

trust is earned through 
consistency and reinforced 
through execution.

For agents, the value 
becomes clear in the 
moments that follow the 
introduction. When a 
homeowner expresses 
appreciation for the 
connection, it reflects 
directly on the agent 
who made it. That kind 
of feedback strengthens 
relationships and 
reinforces the agent’s role 
as a long-term advisor 
rather than a one-time 
transaction partner.

Shane encourages agents 
to think about that role 
proactively. Understanding 

how a client lives, what 
their home requires, and 
how those needs may evolve 
creates an opportunity 
to offer solutions before 
challenges arise. Bringing 
a property management 
partner into the conversation 
earlier—sometimes before 
a listing or closing—can 
provide clarity and 
confidence that extends well 
beyond the transaction itself.

The agents who continue to 
grow their influence in the 
market tend to approach 
their business this way. They 
surround themselves with 
professionals they trust, 
people who are prepared 
to step in and perform at a 
high level when it matters 
most. Those relationships 

become an extension 
of the agent’s brand.

New Era was built to 
operate within that circle.

Behind the business, there 
is also a deeper sense of 
purpose. Shane and Laura 
brought a beautiful baby 
boy, Isaac James Pina, into 
this world on September 
27, 2025. For 94 days, 
Isaac courageously battled 
an extremely rare heart 
condition. Though his time 
here was brief, his impact 
continues to shape how 
Shane and Laura approach 
both life and work, with 
a heightened sense of 
perspective and a focus 
on what truly matters.

That perspective carries into 
how they show up for the 
people around them. Their 
guiding principle—always 
be kind and caring—shapes 
not only their relationships 
with clients, but also the 
culture they are building 
within their team.

For the agents they partner 
with, that translates into 
confidence. Confidence that 
every detail is being handled 
with professionalism and 
discretion. Confidence that 

the relationships they’ve 
worked hard to build 
are being strengthened, 
not handed off.

Rhode Island is a place 
where reputation carries 
significant weight, and that 
kind of partnership not only 
supports the transaction—
it elevates everything 
that comes after. 

Every 
introduction 

an agent 
makes 

reflects 
on their 

reputation, 
and Shane 
is mindful 
of that at 

every step. 



Rhode Island Real Producers • 2322 • May 2026

COVER FEATURE

StagePresence
There’s a 

certain level 
of consistency 

expected 
from a top 

producer—
strong 

numbers, 
sharp market 

awareness, 
and a client 

experience 
that feels 

seamless from 
start to finish. 

Kim Marion 
checks every 

box. What 
elevates her 

is the way she 
shows up: fully 

herself, every 
time, with zero 

interest in 
blending in.

That authenticity isn’t 
something she talks about—
it’s something she executes.

Over the course of nine years 
in real estate, Kim has built 
a business approaching $200 
million in career volume, 
with $47 million closed in 
the past year alone. She 
ranks among the top 1% of 
agents in Rhode Island, sits 
in the top 1.5% nationally 
according to RealTrends, 
and was recently invited 
into Engel & Völkers’ Private 
Office—a highly selective 
global network of just over 
300 advisors across the 
Americas focused on high-
level, discreet transactions.

The numbers are strong. The 
consistency is undeniable. 
The path she took to get there 
is what makes it interesting.

Before real estate, Kim spent 
two decades in corporate 
marketing, leading teams 
focused on consumer 
engagement. That experience 
didn’t just transfer—it gave 
her an edge. She understands 
how people think, how 
they make decisions, and 
how to position something 
so it actually resonates. 
Real estate became her 
second chapter during a 
career transition sparked 
by a conversation with a 
friend. She took the class, 
passed the test, and never 
looked back—though she’ll 
tell you she wishes she had 
made the move sooner.

“My brand is white-glove 
service with no BS,” Kim 
says. “If you want honest 
feedback and a direct 
conversation, you’ll love 
working with me.”

That clarity shows up 
everywhere in her business. 
Most of her production is 
driven by referrals and 
repeat clients, built through 
consistent, thoughtful 
communication that never 
feels forced. She checks in, 
stays present, and keeps 
relationships warm without 
turning every interaction 
into a transaction. People 
remember that. More 
importantly, they trust it.

That trust becomes especially 
important in a market that 
demands more nuance. 
Kim leans hard into her 
role as an advisor, helping 
clients interpret what’s 
happening rather than 
reacting to headlines or 
momentum. Pricing, timing, 
and strategy are never one-
size-fits-all conversations.

“Every homeowner has a 
story,” she explains. “You 
have to understand that 
before you give advice 
that could impact their 
entire financial picture.”

Her approach to pricing 
reflects that same discipline. 
It’s about positioning, not 
guesswork. Buyers today 
are more deliberate, more 
informed, and far less willing 
to chase something that 
doesn’t feel aligned. Kim 
and her clients study the 
comps, make intentional 
decisions upfront, and 
position listings to meet 
the moment—whether 
that means going broad or 
keeping things more discreet.

That level of precision has 
earned her the trust to 
represent some of Rhode 
Island’s most significant 

properties. She recently 
handled both sides of the 
sale at 390 Ocean Road 
in Narragansett, a $14.5 
million transaction that set 
the record as the highest 
residential sale in the town’s 
history and stood among the 
top sales in the state. The 
year prior, she represented 
the second-highest sale 
in Narragansett—clear 
evidence of her presence 
in the upper tier of 
the coastal market.

And yet, when she talks 
about what matters most, 
it’s a very different story. 
Helping a couple navigate 
complicated obstacles to 
purchase their first home 
still ranks among her 
proudest moments. They stay 
in touch. They share updates. 
That impact doesn’t fade.

That’s the throughline in 
Kim’s business: high-level 
execution paired with 
genuine connection.

It also explains why 
her marketing stands 
out so clearly.

Kim is a trained vocalist 
who performs with local 
bands, and at some point, 
she decided to stop keeping 
that part of her life separate 
from her work. The result? 
Listing music videos that 
are bold, unexpected, 
and impossible to ignore. 
They’re creative, a little 
irreverent, and entirely her.

“They’re a little ridiculous,” 
she says with a laugh. “That’s 
exactly why they work.”

And they do. The videos 
generate attention across 
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platforms, get shared, and 
start conversations that 
traditional marketing rarely 
touches. More importantly, 
they create a connection—
both to the property and 
to the person representing 
it. It’s a reminder that 
personality, when used well, 
is a competitive advantage.

Kim leans into that idea 
fully and encourages other 
agents to do the same. 
The goal isn’t to replicate 
someone else’s formula. 
It’s about figuring out what 
makes you memorable 
and building from there.

Behind the scenes, her 
business runs with 
structure and intention. 
She keeps her focus on 
relationships, negotiations, 
and strategy, while 

surrounding herself with 
strong operational support. 
A trusted transaction 
coordinator manages the 
contract-to-close process, 
a virtual assistant keeps 
marketing consistent, and 
Engel & Völkers’ in-house 
resources elevate her 
listing presentation. The 
result is a business that 
feels both highly personal 
and incredibly efficient.

There’s also a new dynamic 
taking shape—her son, 
Gavin, has joined her 
in the business, gaining 
experience through hands-
on involvement in showings, 
inspections, and client 
interactions. Watching that 
growth unfold has been 
one of the more meaningful 
additions to her work.

Looking ahead, Kim sees 
Rhode Island entering a 

more thoughtful phase. 
Inventory remains tight, 
but movement is starting to 
build as downsizers re-enter 
the market and buyers 
from nearby metro areas—
especially Boston—continue 
to see Rhode Island as a 
lifestyle-driven alternative.

“This is a market that’s going 
to reward strategy over 
speed,” she says. “The agents 
who understand timing, 
positioning, and long-term 
value are going to lead.”

That’s exactly where 
she operates.

Stay consistent. Stay 
connected. Say what needs 
to be said. And don’t be 
afraid to bring a little 
personality into the process.

It turns out, people 
remember that. 

Every homeowner has 
a story. You have to 

that before you give advice 
that could impact their 
entire financial picture.

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

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

“Ruarri, Je�, and the crew 
were professional, polite, 
and incredibly clean— 
finishing a full day early. 
The system works great, 
the price was fair, and we’d 
recommend East Bay Air 
Systems to anyone.” 

- Cheryl A. / East Providence

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

401.217.3244
www.EastBayAirSystems.com

33 Veterans Memorial Pkwy, 
East Providence, RI

Serving all of 
Rhode Island & 

Southeastern MARATED FIVE-STARS

“East Bay Air Systems 
replaced our old radiator 
system with a heat pump and 
did an excellent job. They 
were responsive, professional, 
and worked with us to design 
the right setup. Highly 
recommended!” 

- Jennifer R. / Pawtucket



9151 Currency St.
Irving, TX 75063

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

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.

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

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


