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Agent to Watch Partner Spotlight Save the Date
KAYLA DAN L’ALTRELLA UGLY SWEATER

GIACOBBE of Guild Mortgage/L’Altrella Group PARTY



total _ mortgage

DON'T SWEAT 4
THE CLOSING.
SAVE THAT FOR
THE TURKEY TRO

Partner with Connecticut’s Top Lender and
move your clients from contract to closlng
faster than yﬂu can set the holiday table.

—@ 2  QUICK CI.OSINGS

; our Greenlight Pre-Approval delivers
* o 9 closings in as few as 14 days.”;

FULL FEAST

We offer a wide variety c-f loan programs,
providing financial solutions for every
buyer at your table.

L

\.  LOCAL EXPERTS WITH PERKS

@ We are de_u::lic:'rlted to exceptional service
that makes you stand out! We offer
marketing tools to.our partners to help
your listing and brand get visibility.

Partner with the lender you can rely on.

MANNY GOMES numis #105339
SVP, Branch Manager
203.673.2131
mgomes@totalmortgage.com
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Architecture and Interiors Designed to Endure.

(203) 333-4433

stephonwynter@a-preferred.com
a-preferredroofingct.com
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ROUFNG & CONTRRCTNG

THE PREFERRED NAME IN
GONSTRUCTION
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ptional Arelitectn
| bisigry
residential : historic interpretations
contextual design @ interior design
commercial office : petail t'|'|1!1|i-.'ir\.'||

religions : recreational @ medical

203431 - G001
dovlecollinarehitecture.com
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guaranteed Rate

AFFINITY

GRATEFUL FOR

PARTNERSHIP

This November, we're taking a moment to say thank you.

Thank you for your trust.

Thank you for your referrals.

Thank you for the opportunity to be part of your clients’ biggest
moments.

We’'re grateful for the real estate partners who make what we do so
rewarding. Here’s to another season of working together, growing
together, and helping more people get home.

Applicant subject 1o credit and underwriting approval. Restrictions apply
FOR BROKER-DEALER OR AGENT USE DMLY — Mot for public dissemination. May not be distributed, reprinted or shown (o the public in omal, written or electronic form as sales material.

THE

5 5 guaranteed
Tim Martin TIMMARTIN | g, s wrry

Area Sales Manager, SVP of Mortgage Lending
C: (203) 917-2800 O: (203) 974-5253
grarate.com/TimMartin

Tim.Martin@grarate.com

230 Greenwood Ave, Suite 1A Bethel CT, 06801

Eh.
[=];

EIEI]IJI.L HOUSING LEMDE Tim Martin NMLS #16273
Guaranteed Rate Affinity, LLC is a subsidiary of Guaranteed Rate, Inc_; NMLS #1598647; For licensing information visit nmisconsumeraccess.org. Equal Housing Lender. Conditions
may apply. Operating in the state of New York as GR Affinity, LLC in liew of the legal name Guaranteed Rate Affinity, LLC
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Meet

The
Team

Sam Kantrow Phylicia Bova George Grotheer Mike Peterson
Publisher Director of Operations Content Writer Perspectives Real
Estate Media
Photography

Joe Crawford Connor Uitterdijk Jenny Ashpaugh-Hockett
Photography Elevate Studios Client Outreach Coordinator
Photography

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company
d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2.
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INFINITE BUILDERS

203-455-7278
infinite-builders.com

I__mh e Lucio Gabriel

Acquisition | New Construction | Renovation
SIDING | ROOFING | MASONRY | BATHROOMS | KITCHENS | ADDITIONS
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MORTGAGE ASSOCIATES, INC.

From denied to CTC in 10 days

N\ a AL

N I8

“I had a client, already
under contract, who had
everything fall apart a
week before commitment.
We got them qualified
without needing to sell
their home, used an
employer loan which they
previously couldn’t, and
got them CTC in 10 days.”

William Bateson
Senior Mortgage Advisor

203-232-0820

WBateson@provincemortgage.com
provincemortgage.com/william-bateson
702 Bridgeport Ave, Suite 301, Shelton, CT

NMLS #1800894

nnnnnnnnnn

LENPER - CT Licensed Mortgage Lender | NH Mortgage Banker NMLS ID #2861 | Florida Mortgage Lender MLD144

Province Mortgage Associates, Inc. NMLS #2861 | Rl Licensed Mortgage Lender and Broker | MA Licensed Broker and Lender #MC2861



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

William Leavy Architecture PLLC
(917) 838-3428
wlarchitecture.com

CONTRACTOR
Polito Construction
(203) 515-1321

CUSTOM/SMALL
HOME BUILDER
ADUKO

(203) 529-5254
adukoct.org

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

GARBAGE / WASTE REMOVAL
MDM Sanitation Inc

(203) 852-0535
mdmsanitationinc.com

HOME DECOR & INTERIOR
DECORATING

The Post

(203) 981-4201
thepostct.com

HOME EDITING/ESTATE SALES
C2C Home Edit

(203) 604-7118
c2chomeedit.com

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

HomeSpec, LLC

(203) 240-0023
homespec-ct.com
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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

Tiger Home & Building
Inspections

(800) 328-4677
tigerinspect.com

HOME INSPECTION/

RADON MITIGATION
Absolute Radon &

Home Inspections

(203) 985-9441
facebook.com/absoluteradonct

HOME ORGANIZING &
MOVE MANAGEMENT
Daniella Toth Design
(203) 296-0930
daniellatothdesign.com

HOME PREPARATION
SERVICES

HOMEstretch

(203) 963-9362
home-stretch.com/locations/ct/
fairfield-milford

HOME STAGING

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

Liz Pensiero Staging & Design
(203) 940-0338
lizpensierostaging.com

INSURANCE
Goosehead Insurance
(203) 859-9393
goosehead.com

INTERIOR DESIGN/
RENOVATIONS

ND Interiors

(914) 714-8774
ndinteriors.com

JUNK REMOVAL

Junkluggers of Fairfield &
Westchester Counties

(315) 384-9366

junkluggers.com/
fairfield-and-westchester-counties

Two Men and a Junk Truck
(860) 661-1993
twomenandajunktruck.com/
locations/ct/junk-removal-norwich

MOLD REMEDIATION

& RESTORATION

Benard Healthy Homes Services
(203) 676-8969
benardhealthyhomes.com

MORTGAGE

AFC Mortgage

(203) 452-9899
afcmortgagegroup.net

Bill Bateson- Province Mortgage
(203) 232-0820
provincemortgage.com/
william-bateson

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

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

Revolution Mortgage
(203) 530-0109
revolutionmortgage.com/epotter

Tim Martin, Guaranteed
Rate Affinity

(203) 917-2800
grarate.com/TimMartin

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

PHOTOGRAPHY
Hommati CT/NY

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

REAL ESTATE APPRAISER
Miller Appraisal
(203) 648-6250

REAL ESTATE ATTORNEY
Bernard Law Group

(203) 805-4521
bernardlawgrp.com

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

Tornatore Law, LLC
(203) 928-8082
tornatorelawllc.com

ROOFING

A-Preferred Roofing

& Contracting

(203) 520-0711
a-preferredroofingct.com

ROOFING CONTRACTOR
Elite Construction Solutions
(203) 545-5365
myecspro.com

] R -

Saturday Morning Moving was a
phenomenal company to work with on
my family’s move. Paul was lovely,
efficient, and professional. | am
grateful that | was able to hire a high
quality mover at a reasonable price.
Everything was moved with care and
arrived without damage. | would work
with Paul again if we ever move.

- Amanda C , ,

SATURDAY
ORNING
OVING

SaturdayMorningMoving.com

203-707-1170

Serving Fairfield County and CT Shoreline.
USDOT 3385514

Paul Denzel Jr. - Owner

WELCOME

HOME

FULL SERVICE

HOUSEHOLD
RELOCATION



HE ME ‘ EVERY CREAT ( 203.963.9362 )
LISTING e =

BE THE AGENT WITH
A PLAN, NOT A LIST.

The quick, affordable,
WOrry- updates

ome ready
to list faster and for
more.

We take the chaos,
you take the win.

www.home-stretch.com/fairfield-milford Pay-at-close available

HELPING AGENTS UNDERSTAND THE NEW 2026
CONDO MORTGAGE RULES, FOR SMOOTHER CLOSINGS.

Bérnard Law

Lya‘uup, LLC

wendy@bernardlawgrp.com
203-805-4521
325 Main Street South, Suite 5
Southbury, CT 06488
bernardlawgrp.com

12 - November 2026

A PROFESSIONAL HOME INSPECTION SERVICE
THAT GIVES THE HOME BUYER

PEACE OF MIND

* 7,000+ Home Inspections Performed
* ASHI Trained X
* Certified by the State of Connecticut - -_.

* Photographic, Narrative Reports
* Strong Construction Background

* Locally Owned and operated -
Not a Franchise

» Cost Analysis for Repairs
and Replacement

Remodeling and
Construction Advice

» References Upon Request; !1 il

Contractor Referrals y
* Available 7 Days a Week e gl g e
oL P i

(203) - 223 - 6838 | NEHIlInspection@gmail.com | inspectionsbynehi.com

5 ' Scott Zebendon
@ ngEhead 203-859-9393
INSURANCE scott.zebendon@goosehead.com
* % N N & 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
service, 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 - 13



ELITE CONSTRUCTION SOLUITONS

Residential & Commercial Roofing

Gutter & Downspout Installation

Siding Installation

Storm Damage Repair & Emergency Services
Construction Projects

C——

Ly Home Slaging That [eels Lite home

(A

#lizpensierostaging

F L 2 - SRR (s e rCy e o e - e
Award-winning Home Staging & Interior Marketing consultant

.

for the Fairfield County real estate industry

2026 TOP 100 {203) 940-0338 liz@lizpensierostaging.com
SO T ISET L STIAL, PRadn |
% WAL FRTATE STAGING

% N2 COMPANY.

\ 4
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MILLER APPRAISAL TELE

RESIDENTIAL - COMMERCIAL
REAL ESTATE The N2 Company was named to Inc.’s
Best in Business list for Social Good —
the authoritative list of companies that
‘ make a meaningful impact beyond profit.

Here's the part we're most proud of: WHY CHOOSE US?

The magazine you're reading is part
of that impact.

Manufacturer's Warranties Senior Discounts
Read how THIS magazine is part of something bigger. provided Over 60 Years Of Com bined
) 10-Year Workmanship Experience

With over 40 years of experience Miller Appraisal
specializes in providing residential and commercial
appraisals in Fairfield County.

=3 210 e il Guarantee Thorough Communication
(203) 792-6256 a2 iy E‘%@; Transparent Pricing on All Projects

mail@millerappraisal.biz

Call or Text 203-545-5365 | myecspro@gmail.com | myecspro.com

14 - November 2026



A Trusted
Inspection Partner
for Your Buyers

'Ega§naﬁ§

SPECIAL FIRST-TIME
CUSTOMER PACKAGE

PLATINUM PACKAGE + HDR

ABSOLUTE RADON

& HOME INSPECTIONS, LLC

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

$249*

Your reputation matters — and so does who you refer.

At Absolute Radon & Home Inspections, LLC,

we work alongside real estate professionals to help
buyers understand a home’s condition while keeping
transactions moving smoothly.

Comprehensive Home Inspections 9 g |
Radon Testing & Radon Mitigation Systems

Infrared / Thermal Imaging Call or Text 203-985-9441

Drone Roof lnspections *Offer for first-time customers only*
Water Testing ABSOLUTE RADON & HOME INSPECTIONS, LLC
T3 Muldoon
(203) 303-7850
Proudly serving all of Connecticut. www.Hommati.com/office/120

Licensed * Insured EXpenenced Local Ecch franchise is independently cwned and cperated

Turning Vision
BENARD SO Reality

H E A LT H Y OVER 20 YEARS EXPERIENCE

Professional mold
remediation and
indoor air quality ol
solutions. -

_ . T A WILLIAM LEAVY |
' d il ARCHITECTURE
rvicing the following ar . [
STY I_ E D, ~Sec cing t-e (:. © g areas Preventive Treatment i enard Residential Homes - Additions - Renovations
In ) gnnec icut. Corporate - Apartments
O RGA N IZ E D, Fairfield, New Haven & LICENSED & CERTIFIED / 24/7 EMERGENCY RESPONSE Yacht Interiors

&\% M Hartford Counties Vo Tooe FREE ESTIMATES  100% SATISFACTION GUARANTEE BILL LEAVY | 917.838.3428
' In New York: )
A ﬁ 4 hello@sosbyerin.com

WL@WLARCHITECTURE.COM
Manhattan and Westchester. 203-979-8019 support@benardhealthyhomes.com wlarchitecture.com
16 - November 2026 Gold Coast Real Producers - 17

* Mold Remediation
« Air Quality Testing

home organization - home staging - move management - consignment




ALL ABOUT REAL PRODUCERS

IS REAL

PRODUCERS?

WELCOME TO GOLD COAST REAL PRODUCERS!

BY SAM KANTROW

It is a privilege to introduce Gold

Coast Real Producers to Fairfield
County and to celebrate the exceptional
contributions you bring to this market.
I grew up here and spent 14 years

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

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

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

In the months ahead, our team will
interview many of you for upcoming
features. We will celebrate your wins

at events, share tools and introductions
that drive growth, and represent your
collective passion for this industry.

Quick Facts:

DISTRIBUTION

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

CONTENT

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

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

PREFERRED PARTNERS

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

events, and engage in our online groups.

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

EVENTS

Alongside the monthly magazine,
we host social and educational
events all year. We unite top
performers, strengthen local

ties, and have a good time. Event
details will publish here and in
our email updates.

CONTRIBUTION

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

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

I appreciate you, and I look forward
to seeing you at our next event soon.

12,157,379,438 Billion

TOTAL SALES VOLUME

S

&

9,500

TOTAL
TRANSACTIONS
JAN-DEC 2025

T
$24.1M

AVERAGE
SALES VOLUME
PER AGENT

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

18 - November 2026

SAVE THE DATE

TUESDAY, NOVEMBER 17TH

We’re kicking off a new holiday tradition, and
things are about to get ugly! Join us for the First
Annual Gold Coast Real Producers Ugly Sweater
Party for a festive night of great food, drinks,
connections, and holiday fun at:

Gates Restaurant + Bar in New Canaan, CT
Tuesday, November 17th

Break out your ugliest holiday sweater because
prizes will be awarded for the best of the worst!

Great Food e Festive Drinks * Ugly Sweater
Contest ¢ Prizes ¢ Great Connections

More details and RSVP information coming soon!
Gold Coast Real Producers - 19
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: H MP AN t_. = Inspect - Educate - Empower

INSPECTION SERVICES,LLC | Pt and Commercia

THE FINAL
TOUCH THA

PRODUCES
BUYER
DEMAND

Radon Testing
Well Water Testing
Wood Destroying Insect Inspection
Deck Inspection
Pool and Spa

NEUROAESTHETIC DESIGN) Mold Testing

+ Grounded in science and

~ buyer behavior Flexible Online Scheduling
EXPERTLY CURATED ASHI Certified
Lu For lifestyle, function,
and aspiration
PmUEN RESULTS =II L lll: .I :-I LLLLLLE ) "IIE
|| Maximizing ROl and : \ ~ B \ 203 880 5409 4 C1E ,!:’,I'-i :IIE.
accelerating sales . i _ - 2 : o I\ | " .1" I'lil' 1 : :II l
e B . _ LA B champagneinspections.com !=,f| “'... h' s
- i o s : |i:} ::;'- ::: "l:; . “i ||'!
|?0\ FAGH MG INTERIORS || -Eiishe x 24 sichs & i arlie b, | et i @ E%-E i Ijl’ jﬂ '1'
Ud i PN TS SARENTIN ' to drive buyer responsa ; ':f.. A = e i ik

@ POL ~ THE CLOSING
consTRucTIoN ANVANYZIN EXPERIENCE

RESIDENTIAL & COMMERCIAL ol REET R SR Your Clients Will Remember

We bring clients’ visions to life

BECAUSE EXCEPTIONAL SERVICE
SHOULDN'T END WHEN THE
CONTRACT IS SIGNED

Kls Koether Legal Services, LLC
Real Estate | Title | Corporate Services

ROSAMOND A. KOETHER
PARTNER | REAL ESTATE ATTORNEY

4 Y it
REMODELlNG - RENOVATlONS " NEW CONSTRUCTlO

OVER  yEARs
i T :
. . Joe Polito @ Westport, C1 @ roz(@koether.legal €m koctherlegalservices.com ?)O i
politobuilt@gmail.com = 203-515-1321 N7 CONNECTICUT

20 - November 2026 Gold Coast Real Producers - 21



THE KNOCK OUT OF ADU'S

Premium accessory dwelling units designed
and built for Connecticut’s most discerning
homeowners. Elevate your property with a
stunning, custom ADU.

Custom Design | Fully Permitted
Precision Built | Energy Efficient

Schedule a free consultation!

IS A SEPTIC
INSPECTION

ON YOURCLIENT'S

ChecklisT?

WHAT'S INCLUDED
IN A SEPTIC INSPECTION?

Evaluation of the septic tank,
distribution box and accessible components §

Visual assessment for signs of damage,
leaks or deterioration

Inspection of baffles,filters and
overall system condition

Review of systemn type and basic
func tionality

Mon-alarmist and detailed reporting
with photos

0000

| JPriLLarRTOPOST

SCAN HERE FOR
OTHER GREAT |
F’{E SOU RCE S by F;t‘ilh‘lﬁ rs* Scheduling

THE MIRANDATEAM

DHE CALL WILL HANDLE IT ALL

203.831.8100

22 - November 2026

A Partno
You Can Count On

OUR FIRST

ovember always feels like a
natural time to take stock of
the year and think about what

we’re thankful for. This year, I have an
extra reason to do that.

Gold Coast Real Producers has officially
been in print for one full year.

It honestly feels a little crazy to write
that.

A year ago, we were introducing this
publication to Fairfield County and
talking about what we hoped it could
become. We wanted to create something
that went beyond another magazine
arriving in your mailbox. We wanted to
build a community where the top agents
in our market could get to know one
another beyond the transaction, where
great local businesses could form real
relationships with the people they serve,
and where we could tell the stories
behind some of the most successful
people in Gold Coast real estate.

A year later, I think what I'm most
grateful for is how many of you bought
into that vision with us.

Over the past 12 months, we’ve had the
opportunity to sit down with agents
and hear stories we never would have
known otherwise. We’ve learned how
businesses were built, what people

had to overcome to get where they

are today, and what motivates them
outside of real estate. We’ve watched
introductions at our events turn into
friendships, referrals, and business
relationships. And somewhere along the
way, this started to feel like much more
than a publication.

That’s because of the people in it.

To every agent who has trusted us

to tell your story, attended an event,
nominated a fellow agent, introduced
us to a business you love, shared an
issue, or supported what we’re building
in any way, thank you. You have helped
shape what Gold Coast Real Producers
has become during its first year.

And to our business partners, thank
you for believing in this community
and investing in it. Your support is
what allows us to continue creating
these experiences, telling these stories,

PUBLISHER’S NOTE

and bringing people together. We truly
could not do it without you.

Since this issue officially marks one
full year in print, we thought it was
only fitting to look back at some of

the moments that made year one so
memorable. Right after this note, you’ll
find a look back at the people, events,
and memories that helped make our
first year what it was.

Of course, we couldn’t celebrate a
birthday without getting everyone
together one more time.

Our next Gold Coast Real Producers
event is Tuesday, November 17, from
6:00 to 8:00 PM at Gate’s Restaurant

+ Bar in New Canaan. Think of it as
part Thanksgiving gathering, part first
birthday celebration, and one more
opportunity to get a really great group
of people in the same room before the
holiday season gets into full swing.

I hope you’ll join us.

One year in, 'm incredibly proud of
what we’ve built, but even more excited
about where we’re going. There are still
so many stories to tell, people to meet,
and ways for this community to grow.

Thank you for making year one such
a special one and for giving me plenty
to be thankful for this November.

Happy Thanksgiving, happy
first birthday to Gold Coast Real
Producers, and I’ll see you at Gate’s!

Sam Kantrow,
Publisher
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BUYER STRATEGIES
A SELLER’S MARKET

How to Compete Without Losing Your Shirt

BY BAILEY TUTHILL, FAIRWORLD MORTGAGE

Connecticut
continues to retain
' | itsplace as one of
- the most competitive
. real estate markets
in the country. Low
inventory has given
sellers all the cards, and buyers are
feeling fatigued from repetitive bidding
wars. However, there are strategies that
can be leveraged to your advantage. Be
aware: every strategy that makes your
offer more enticing to a seller comes
at the expense of a protection you'd
otherwise have. That’s not a flaw in the
system — that’s the trade. The buyers
who win in a seller’s market aren’t the
ones who throw caution out the window.
They’re the ones who understand
exactly which protections they’re giving
up, what that actually costs them in
dollars and risk, and where their own
comfort line sits.
30 - November 2026

This isn’t a “be aggressive and hope for
the best” article. It’s a “know the price
tag” article. Below are six strategies I use
regularly with clients, along with the
real risk behind each one — quantified
wherever possible — so you can decide
what you’re actually comfortable
putting on the table.

1. Offer an Appraisal Gap — and
Hedge It

An appraisal gap tells the seller: if this
house doesn’t appraise at the contract
price, I'll still close, up to a certain dollar
amount, without asking for a price
reduction. It’s one of the most persuasive
things you can put in an offer, because it
removes the seller’s biggest fear — a deal
falling apart over valuation.

Here’s the risk, quantified: if you're
putting 20% down on a $600,000
purchase and you offer a $20,000

appraisal gap, you're telling the seller
the home could appraise as low as
$580,000, and you’re still contractually
obligated to close. On paper, that looks
like $20,000 of exposure.

Here’s the hedge: you don’t have to carry
that risk out of pocket. A single-premium
mortgage insurance policy paid at
closing can cover that gap. On a deal like
the example above, that MI premium
runs roughly $1,700 — a one-time cost,
not a monthly one. For $1,700, you keep
your full 20% down payment intact,
avoid PMI on an ongoing basis, and still
make an offer that looks bulletproof to
the seller. That’s the leverage: you're
offering $20,000 of confidence for the
price of $1,700.

2. Use an Escalation Clause —
Paired With Your Appraisal Gap

An escalation clause lets you offer
what you genuinely believe the home
is worth, while giving the seller the
ability to “wake it up” if you’re outbid
— automatically increasing your offer
in defined increments, typically $1,000
to $2,500 above the next-highest offer,
up to a cap you set. It’s one of the few
tools in this list that actually protects
the buyer rather than just impressing
the seller: you never pay more than
one increment above what it took to
win. You also have the luxury of seeing
the offer that triggered your offer to

be escalated if it’s leveraged; so there’s
no risk of learning that you grossly
overpaid against a competing offer that
didn’t really exist.

It pairs naturally with an appraisal gap,
because together they tell the seller two
things at once: I'm willing to be pushed
up to a real number, and I'll still close

if the appraisal comes in under that
number. Sellers see less daylight between
your offer and a guaranteed closing.

The cost of reaching for a higher cap

is smaller than most buyers assume.

At 6.5% interest, every additional
$10,000 financed only adds about $65 a
month to the payment. That’s the real,
quantifiable price of stretching your cap
another rung — not some abstract “over
budget” fear, but a specific, monthly
number you can weigh against winning
the house.

Use it tactfully. Start at a respectful
number — not an insult, not a
giveaway — and only set a cap that’s
worth the seller’s effort to review:
think at least $50,000 of room, not
$10,000 to $20,000, or it won’t move
the needle on the seller’s side. Some
listing agents and sellers won’t accept
escalation clauses at all, since they can
complicate a multiple-offer review. It
costs you nothing to ask, so it’s worth
tacking onto the offer whenever the
seller allows it.

3. Inspection for Informational
Purposes Only

This one scares buyers more than
it should, mostly because of how
it’s phrased. You are not waiving
your inspection. You still send an
inspector through the house. You
still get the full report. What you’re
waiving is the right to renegotiate
over cosmetic or minor items —
the loose doorknob, the caulking,
the five-year-old water heater.

What you keep: the right to walk away
over legitimate health and safety issues.
And in practice, those conversations
don’t usually end in a cancelled contract
— they open a dialogue. Sellers who

see a serious issue flagged by a licensed
inspector are often willing to negotiate
anyway, informational-only clause or
not, because now it’s a liability question

for them, not a negotiating tactic for you.

The real risk here isn’t inspection-
related surprises costing you money —
it’s the small stuff. Budget for it. Assume
you'll be paying out of pocket for minor
repairs a traditional contract might have
let you negotiate. That’s the actual price
of this strategy, and it’s usually a few
hundred to a couple thousand dollars,
not a dealbreaker.

4. Go Large on Earnest Money

A big EMD is one of the purest signals
of seriousness you can send. Here’s the
part buyers often miss: it’s not a gift to
the seller. If you close, every dollar of
that earnest money comes back to you
as a credit toward the funds needed to
close. Any amount over and above what
you actually owe at the closing table
goes home with you, in your pocket,
after closing.

So what’s the actual risk? It’s not the size
of the check — it’s what happens if you
don’t close. Your exposure is limited to
what your contract’s contingencies allow
you to walk away for. If you’re covered
by financing, appraisal, and inspection
contingencies (to the extent you kept
them), a large EMD is optics, not risk. If
you’re waiving contingencies at the same
time you’re increasing EMD, that’s where
the real exposure stacks up — know
which levers you’re pulling at once.

5. Fast Close on Paper, Flexible
Close in Practice

A 10- or 15-day close on paper tells the
seller — and every other buyer bidding
against you — that you’re an iron-clad,
ready-to-go buyer. Sellers read a tight
closing timeline as low risk. It signals
your financing is buttoned up and
there’s no reason to expect delays.

Then, separately and verbally, you let
the seller know you’re flexible on the
actual move-out timing if they need

it. Sellers relocating, waiting on a new
build, or juggling their own purchase
often care more about timing flexibility
than almost anything else in the offer
— and you can give them that without
weakening your contract on paper.

The risk here is almost entirely
operational, not financial: you need

a mortgage broker who can actually
deliver. A rushed closing timeline with

a lender who can’t move fast is how
buyers end up in default territory. This
strategy costs you nothing in dollars — it
tests the mettle of your loan officer.

6. Finance Your Own Repairs
This is the most advanced strategy on this
list, and it should be used as a scalpel, not
a hammer. Add a note to your contract
that you’ll finance any required
repairs yourself — provided they
aren’t structural or health and
safety related — so the seller isn’t
on the hook for post-inspection or
post-appraisal repair items.

The mechanics matter here. You
clear every other underwriting
condition first. The repair becomes
the last remaining item before
you're contractually guaranteed

to close. Once that’s true, you (or

PARTNER INSIGHT

your contractor) get to work completing
it, because you know the closing is
happening regardless.

The risk: you’re doing work on a house
you don’t own yet. That’s why your
attorney should be involved, and a
hold harmless agreement is worth the
conversation — it protects both parties
if something goes sideways mid-repair
before title transfers. The dollar risk

is whatever the repair costs; the legal
risk is what the hold harmless is there
to manage.

The Common Thread

None of these strategies are free. Every
one of them trades a protection for a
competitive edge. The buyers who use
them well aren’t the boldest — they’re
the most precise. They know the
appraisal gap is $20,000 of exposure that
can be hedged for $1,700. They know an
escalation clause caps their exposure to
overpaying and the way their payment
can be affected if it’s leveraged. They
know the inspection waiver costs them
small-dollar repairs, not big ones. They
know a large EMD is only risky if it’s
paired with waived contingencies.

They know a fast closing on paper is a
promise their lender has to keep. And
they know financing their own repairs
only works with the sequencing — and
the attorney — done right.

In a seller’s market, the winning offer
isn’t always the highest one. It’s often
the one that removes the perceived risk
of closing, and it’s offered by a buyer
who understood exactly what they were
giving up, quantified it, and decided it
was a price worth paying.

Bailey Tuthill of FairWorld Mortgage
Broker/Owner

NMLS 1600158
Bailey@FairWorldMortgage.com
203-623-7834
www.FairWorldMortgage.com
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Eco-Friendly Junk
Removal & Hauling
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At The Junkluggers™ we're your partners in creating a cleaner,
greener future. Our mission extends beyond removing unwanted
items to prioritizing responsible disposal, eco-conscious
practices, and meaningful donations.

- 10% DFF f

USE CODE: |

Moving - Downsizing - Estate Cleanout - Decluttering - Remodeling |

e - 203-864-9393
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Savvy businesses know it's all
about who many you reach -
not how many.

Our niche publications, exclusive
events, and targeted digital
marketing get your brand in front
of ideal clients affordably.

Let's talk!

RP Reach out to the publisher

of this magazine today.

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

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

Included Services Others Charge Extra For: !
* Termite inspection

« Complimentary pre-closing walk-through

+ Drone technology when needed for roof & structure evaluation

« Infrared thermal imaging cameras for moisture & insulation detection

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

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

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

~rience That Mat

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

Fully licensed and Insured
1-203-785-8141 | kelly@reillyinspections.com | relllymspectlons com
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Always
Finding A Way

LALTRELLA

of GUILD MORTGAGE/LALTRELLA GROUP

PHOTOS BY PERSPECTIVE REAL ESTATE MEDIA

or more than two After college, Danny began
decades, Danny “When you use working for his mother,
L’Altrella has built but he did not immediately
: Ime, you get : i .
his mortgage career around jump into sales. His parents
experience, accessibility, and me. [ want my encouraged him to learn the
a simple belief: treat every clients and agent business first. For roughly
client the way you would partners to know two years, he worked as
wan.t to be treated if you were th ey can rea ch hlS. rr-lother’s a'sswtant,
buying the home yourself. : gaining experience on files
e, ask questions, that were often anything
For Danny LAltrella, the and understand but straightforward.
mortgage business was exactly what
personal long before it is happening It became the foundation
became a career. for the way he still
throughout the approaches lending more
His mother had spent years process.” than 20 years later.
in the industry, and growing DANNY
up, Danny saw firsthand L’ALTRELLA His mother taught him to
what the work could mean work hard, be honest, get
to a family. One moment in ' creative when a situation
particular stayed with him. required it, and above
While home from college,
he was grocery shopping

with his mother when a
woman approached her in
the freezer aisle, hugged her,
and began crying.

“If it wasn’t for your mother,
we would have never bought
a home,” she told him.

Danny never forgot it.

He had always been
comfortable talking to people
and liked the idea of a career
built around relationships,
but that interaction showed
him there was something
more behind the numbers. A
mortgage could change what
was possible for a family.
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all, treat people the way
he would want to be
treated if he were the
one buying the house.

Those early years also
taught Danny how much
can happen behind the
scenes of a mortgage.

Not every borrower fits
neatly into a box, and not
every transaction follows

a perfectly straight line.
Spending his first years
learning the business
through more complicated
files gave him experience he
still relies on today: knowing
what questions to ask,
recognizing potential issues
early, and understanding
where there may be another
path forward.

Today, Danny works with
Guild Mortgage and The
L'Altrella Group, helping
approximately 100 to 150
families each year. Despite
that volume, one thing he

does not want clients or
agents to lose is access to him.

“When you use me, you get
me,” Danny says.

He has a team around
him to keep transactions
moving efficiently, but
Danny remains directly
involved and available
Monday through Sunday.
He returns calls, answers
questions, and makes sure
his clients understand what
is happening throughout
the process.

For the real estate agents
who work with him, that
accessibility can be just as
important. A mortgage does
not happen in isolation. The
buyer, lender, and agent are
all working toward the same
closing, and communication
between them can make

an enormous difference
when timelines are tight

or questions arise. Danny
wants his agent partners to
know they can reach him
rather than wonder where a
file stands.

That desire to stay close to
every transaction is also part
of why Danny ultimately
moved from mortgage
brokering to direct lending.

After 13 years as a mortgage
broker, Danny transitioned
to direct lending nearly

a decade ago. He prefers
having the process handled
in-house and working
consistently with the same
group of underwriters and
closers. For Danny, knowing
the people involved and
understanding the system
inside and out gives him
greater visibility throughout
a transaction.

It is the same kind of hands-
on understanding he began
developing all those years

ago beside his mother. After
thousands of loans over
the course of his career,
Danny has seen enough
scenarios to know that
experience often matters
most when something does
not go exactly as expected.
His focus is not simply on
getting a client approved,
but on understanding the
file, anticipating challenges
where possible, and

doing everything within
his control to keep the
transaction moving.

That philosophy has

also meant occasionally
making business decisions
based on the relationship
rather than what benefits
him most financially. For
Danny, protecting the
client experience and the
relationships he has spent
decades building can matter
more than maximizing
what he earns on an
individual transaction.

It is an approach rooted in the
lesson his mother gave him at
the very beginning: build the
business correctly, and think
about the person on the other
side of the transaction.

Some of Danny’s drive comes
from lessons that started
long before his mortgage
career. His dad taught him
that if he wanted to stand
out and accomplish more,

he had to be willing to work
harder than everyone else. It
is a lesson Danny has carried
with him ever since.

“Hard work is undefeated,”
he says.

Sports reinforced that
mindset, teaching him

to keep pushing when

things got difficult and to
develop the resilience and
perseverance that now show
up in the way he approaches

“Hard work is undefeated.
My dad taught me that if
you want to stand out and
accomplish more, you have
to be willing to work harder
than everyone else.”

DANNY ALTRELLA

—

mmltrella

GROUP

his business. But Danny is
also quick to point out that
none of what he has built
has happened on his own.
His wife and kids have
made sacrifices alongside
him, understanding the
demands of a career where
being accessible often means
answering the phone when
others might not.

For Danny, the work
ethic his dad instilled

in him, the toughness he
developed through sports,
and the support of his family
have become three of the
foundations beneath both the
person he is and the business
he has built.

Outside of mortgages, Danny’s
priorities are equally clear.

When people ask about

his hobbies, his answer is
usually his kids. For the

past decade, he has coached
baseball, basketball, football,
and lacrosse, spending

as much time as possible
involved in their lives. His
youngest is 12, and his oldest
is approaching 15, and
Danny is very aware that this
stage will not last forever.

“My kids are only young for so
long,” he says.

When he has the opportunity,
he also enjoys spending time
with close friends, watching
sports, fantasy football, and
occasionally golfing, but
family remains at the center
of his life.

More than 20 years after first
sitting beside his mother and
learning the business one file
at a time, Danny has built a
career that still reflects those
earliest lessons.

Technology has changed.

The mortgage industry has
changed. Danny’s business has
grown considerably. But his
approach remains personal.

For the families trusting
him with one of the biggest
financial decisions of their
lives, and the real estate
professionals trusting him
with their clients, Danny still
believes the most important
part of the business is
showing up, answering the
phone, knowing the file, and
finding a way forward.



Inspection Services
Environmental Hazards

A REPORT SO THOROUGH IT HAS A
MONEY BACK

Serving Western CT since 2001!

Call or Text 203-240-0032
ross@homespec-ct.com
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Kayla Giacobbe knows she has
plenty left to learn about real
estate, but when it comes to
understanding people, showing
up for them, and taking their
trust seriously, she has been
preparing for this career most
of her life. Just 2.5 years in, she’s

built a successful career from

scratch already.
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Kayla grew up in Trumbull with
a huge Italian family, attended
St. Joseph High School, and spent
years working in restaurants
and bars. Along the way, she
became comfortable talking to
just about anyone.

Long before she knew real estate
would become her career, Kayla
was learning the skill that would
ultimately matter most in it: how
to connect with people.

After St. Joe’s, Kayla stayed local
and attended Sacred Heart
University, where she studied
marketing. During her senior
year, she needed a marketing
internship and joined the real
estate team she works with today,
the Forte Team at Compass.

It was quite the introduction.

COVID-era real estate was
moving at a relentless
pace, and Kayla saw
how much the career
could demand from an
agent. At the time, she
wasn’t sure she could
picture building a life
and family around a
business that required
so much.

So after college, she
tried something different.

Kayla took a corporate marketing
position and spent about a year
and a half working in a more
traditional environment. She
loved the people and credits

the experience with giving her
structure and professionalism
that she still carries into her
business today.

But the job itself never quite fit.

“Ilove being client-facing,” she
says. “I need to be around people.”

Real estate kept pulling her back.

Kayla earned her license and
initially attempted to balance
both careers. Before long, she
was taking calls from attorneys
during her workday, responding
to clients, and trying to give two

demanding jobs her full attention.

She realized she had a choice
to make.

“One valuable takeaway from my
internship was that you have to
be all-in to real estate to make it
your career,” she says.

So Kayla went all in.

Today, at 25, she has been
working full-time in real estate
for two and a half years with the
same real estate team she began

“ :
I treat everybody like family.

| wouldn't ever tell my clients to purchase something that |
wouldn't, or that | wouldn't tell my fam hase.”

Keoglee CyincobtolS
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Compass

in Fairfield. She’s

helped the team grow into the
#1 small team in Fairfield for the
second year in a row, according
to RealTrends. While she may just
be getting started, Kayla doesn’t
try to pretend otherwise.

In fact, she considers being
surrounded by agents with
decades of experience one of her
greatest advantages.

“Itry to listen and absorb
everything thatI can,” she says. “I
also make it a point to fill my days
by attending meetings with other
team agents. We all learn and
collaborate together.”

She watches how established
agents navigate transactions,
communicate with clients, and
handle the inevitable challenges
of the business. She takes what
resonates with her and finds ways
to incorporate it into the kind of
agent she wants to become.

Just as important are the
relationships Kayla has built

with other agents in the industry.
She makes a point of being
communicative, professional, and
easy to work with, knowing that
reputation can directly benefit
her clients. She understands how
important it is for her name to

be familiar when an offer comes

42 - November 2026

across another agent’s
desk, and when it isn’t,
she makes an effort
to build that rapport.
Kayla has seen those
relationships make a
difference in competitive
situations, where strong
communication has
helped her clients’ offers
stand out and ultimately
get accepted.

What she can’t learn from
someone else, however, is how
deeply she cares.

“I treat everybody like family,”
Kayla says. “I wouldn’t ever tell
my clients to purchase something
that I wouldn’t, or that I wouldn’t
tell my family to purchase.”

For Kayla, those words
carry weight.

She admits she still gets nervous
walking into inspections
because she understands what
is at stake. This isn’t simply
another house or another
transaction to the person
standing beside her. It may
be their first home,
their forever home,
or one of the
biggest financial
decisions

they have

ever made.

Kayla doesn’t
want to lose
sight of that

just because
real estate is her
everyday job.

When something
doesn’t feel right, she
will say so. She is willing to
play devil’s advocate and ask
clients to look at the bigger
picture, even if it means a
transaction doesn’t happen.

“My job is to serve my clients.
If they have second thoughts
about the home, they will

never feel pressure from me
to submit an offer,” she says.
“I want them to be confident
in what they are buying.”

That investment continues when
things get complicated.

Kayla describes her clients’
problems as her problems.
When someone is stressed, she
doesn’t dismiss the emotion.
She gives them options, works
through the issue, and tries to
make the situation feel a little
less overwhelming.

She also puts thought into

the people surrounding a
transaction, connecting clients
with lenders, attorneys,

and other professionals she
trusts, and even considering
personalities when determining
who might work well together.

And when the closing is
over, Kayla doesn’t mentally
move someone into a “past
client” category.

I try to listen and
absorb every-
thing that I can.

We all learn and
collaborate together.”

Mot Gk

She stays connected through
client appreciation events,
gifting, and everyday life.
She has even hosted a Pilates
event for friends, family,

and clients as another way
to bring people together.

That approach feels particularly
natural considering how Kayla
grew up.

Family remains a huge part of her
life. She remembers a childhood
home where seeing 30 cars in the
driveway wasn’t unusual. It could
be family, her friends, her sister’s
friends, or some combination of
everyone, usually with plenty of
food involved.

Many of those relationships have
lasted. Kayla is still close with her
middle school best friend and
friends from St. Joe’s, and when
she isn’t working, she prioritizes
time with family and friends. She
also loves traveling and trying
new restaurants, although the
demands of a growing real estate
career have kept her closer to
home lately.

For now, that’s a tradeoff she is
willing to make.

Kayla knows she is
building something.

She is paying attention to the
people who have built successful
careers before her, working
hard, staying available, and
figuring out what she wants her
own name to represent.

Increasingly, the answer comes
back to something that has been
part of Kayla’s life all along.People.

They aren’t numbers from a
particular year or transactions
she can add to a list. They are
people who trusted her with
something important.

And for Kayla Giacobbe, that trust
is something she intends to earn
again and again.
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Residential Refuse for

New Canaan and Wilton Families

Satisfaction

Guaranteed

One-Month
Free Service
for New
Customers

Your One-Stop Source for All Your Waste Disposal Services
Residential Services ® Commercial Services ¢ Dumpster Rentals

(203) 852-0535 | mdmsan@yahoo.com | mdmsanitationinc.com
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