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A Home Loan Designed For

Finding a great home loan involves careful consideration of needs, finances, and history.
We are here to guide your clients home.

STEFHEN
BATHACK

-

The Zabbia Insurance Agency

COVER STORY

IN THIS ISSUE

COVER PHOTO COURTESY OF DYNAMIC MEDIA SOLUTIONS.
6 Preferred Partners / Who Do You Trust?
PROFILES 10 Meet the Team
13 Publisher’s Note
16 Partner Spotlight: Anthony DiDio
20 Reflection Rewind: Stephen Baymach
26 In the Room With Robert Zabbia: No
Surprises
30 Agent Spotlight: Rebecca Zinn
34 Rising Star: Roy Lebel
38 Cover Story: Kevin Iglesias

FUNDING LTD

E.]J. Gilbride

Chief Culture Officer
NMLS #127515, Mortgage Loan Originator

(631) 445-9807 | ej@hartfordfunding.com

HartfordFunding.com | (516) 595-7600

TO VIEW OUR MAGAZINE ONLINE, VISIT
LONGISLANDREALPRODUCERS.COM OR
SCAN THIS QR CODE.

30 Rebecca Zinn 34 Roy Lebel

If you want to nominate yourself or a colleague to be featured in the magazine, please email Info@LonglslandRealProducers.com. HARTFORD FUNDING, LTD. (NMLS ID #58160 - https://nmisconsumeraccess.org) 100 Crossways Park Drive West, Suite 302, Woodbury, New York 11797 | 833-238-2280. Certain restrictions/limitations may apply. This is not @

intended as an offer to extend credit nor a commitment to lend. Licensed in: FL, NJ (Licensed by the New Jersey Department of Banking and Insurance), NY (Licensed Mortgage Banker- NYS Department of Financial Services). ENBER

4 . November 2026



Preferred Partners

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!

ATTORNEY

Diamond Law Group
(516) 770-7720
DiamondLawGroup.com

CONSTRUCTION

Life Design Construction, Inc.
(516) 510-1920
www.lifedesignconstruction.com/

ESTATE SALES AND
HOME STAGING
Invited Sales

(516) 279-6378
invitedsales.com/

FENCING

Top Rail Fences

(631) 275-2020
toprailfences.com/huntington/

HOME INSPECTION
Inspecticore, Inc.
(631) 366-2776
Inspecticore.com

Lang Inland

HOME PREPARATION
SERVICES

HOMEstretch - Long Island
(631) 546-0260
www.home-stretch.com/
long-island

INSURANCE

The Zabbia Insurance Agency
Robert Zabbia

(516) 799-3800
ZabbiaAgency.com

MOLD REMEDIATION
Healthy Home Services

(516) 206-1600
HealthyHomeServicesNY.com

MORTGAGE
Citizens Bank
David Goldklang
(917) 757-4957
DaveGoldklang.com

Meadowbrook Financial
Mortgage Bankers Corp

Rajin Ramdeholl

(516) 537-8942
MFMBankers.com/loanofficers/
Rajin-Ramdeholl/

MORTGAGE LENDING
Financial Equities
(305) 343-2057
www.financialequities.
com/Homepage.html

Hartford Funding
(516) 595-7666
hartfordfunding.com/

MOVING & STORAGE
Maffucci Moving & Storage
(631) 842-6400
MaffucciMoving.com

MOVING / STORAGE

Hall Lane Moving and Storage
(800) 425-5526

Hall-Lane.com

OIL TANK ABANDONED

AND REMOVAL

C2G Environmental Consultants
(631) 414-7757

C2G.us

PEST CONTROL
Extermicore
(516) 584-5007
Extermicore.com

PHOTOGRAPHY

Dynamic Media Solutions
(631) 923-1464
DynamicMediaSolutions.com

TAX GRIEVANCE

Platinum Appraisals

and Tax Grievances

(631) 242-1213
platinumgrouplic.com/contact/

TITLE SERVICES
Consumer Direct Title
(631) 923-2957
MyTitleBill.com

WEALTH MANAGEMENT
Silver Spring Capital
(973) 434-9130
SilverSpringCap.com

REAL ESTATE APPR
TAX GRIEVERS FOR RESIDENTIAL A
COMMERCIAL PROPERTIES

PLATINUM
APPRAISALS &
TAX GRIEVANCES

WE ALSO PROVIDE HOME
INSPECTION SERVICES.

SAVE MONEY ON |
PRROPERTY TAXES

e

REAL PRODUCERS

WHO DO YOU TRUST

With Your Real Estate Business?

We want to know which local industry professionals you'd recommend to other agents in Nassau and Suffolk?

Insurance + Mortgoge Lending
+ Moving Services + Title Company

Home Repairs + Builders
+ Home Warranty + Chient & Referral Gifts

* Property Management
* Inspections

Roy Barrera

roy@platinumgrouplic.com ¢ (© RoyBPlatinum
(631) 242-1213 (Office) * (631) 766-9302 (Mobile)
235 Candlewood Path, Dix Hills

Serving New York, New Jersey, Connecticut & Florida

Send your list of most trusted partners to info@longislandrealproducers.com.

6 - November 2026




=
L

At Invited Sales & Home Staging, we help homeowners get their homes
market-ready and sold faster: From Tag Sales and Online Auctions to expert
Home Staging, we make it easy to declutter; showcase your property, and =

maximize its value. Our goal is simple:a smooth, stress-free process tlm " B
heife ol ssigcr Pt the e :“ ! i I'm so grateful I found Tracy and her team!
Ak = ﬂ':s o) . Selling my house felt overwhelming, but she
2L Y . stepped in, explained everything clearly, and
— { truly handled it all from sorting and selling my
. belongings to coordinating repairs, installations,

and cleaning. Tracy and her crew are true
professionals, providing warmth and comfort
during an emotional time, making this difficult
process stress and worry-free @

INVITED SALES & STAGING
BY TRACY JORDAN



FAMILY OWNED FOR 70+ YEARS & AWARD-WINNING
MOVING AND STORAGE COMPANY

LOCAL & LONG DISTANCE MOVING
PACKING « STORAGE « JUNK REMOVAL

Meet

The
Team
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Blaise Ingrisano Christine Ingrisano Michael Miller Frank Urso
Publisher Operations Manager Director of Partnerships Photographer

Nicole Urso Nick Ingrisani Ellie Caperare ] Mariam Bello = e =
Photographer Writer Designer/Social Media Executive Assistant = DR
- QUESTIONS? GIVE US A CALL! [WliynaE
Follow Us Online! HALL f{ANE 631-543-6801 | HALL-LANE.COM il
o bR “MOVIN r)m Request a FREE estimate! — [=];.

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

DISCLAIMER: The articles and opinions expressed in this publication are
those of the respective authors and do not necessarily reflect the views of

practices of any authors, contributors, or advertisers featured herein.

Portions of this publication may include content created with the assistance LONG ISLAND REAL PRODUCERS  LONG ISLAND REAL PRODUCERS . >
of artificial intelligence (Al) tools by authors or contributors and may not be @REALPRODUCERSLONGISLAND @REALPRODUCERSLONGISLAND I I [ M E o o . -
independently verified by N2. ¥ }t -631 5‘4&'—0260 1
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Get Homes Market-Ready

Reduce the stress of juggling multiple vendors
Consultative approach on home improvements
Pay-at-close with Notable

Clear communication

INFIEENCED,

Catch up to the world %

your kids live in. \
n\_'___.:\\-.

v i 4

FREE ACCESS

Digital safety training  scan the QR code and use “SAFETY” at checkout for
for the people kids FREE access to this virtual course (a $90 value),
turn to EFST available to you through the generosity of N2GIVES.

www.home-stretch.com/long-island qﬁ i > ;;e

INFIYENCED INFLUENCED.ORG
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PUBLISHER’S NOTE

GIVE THANKS
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to slow down just enough to appreciate the relationships that have grown
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BE THANKFUL FOR YOUR LEGACY!
CELEBRATE WITH OUR SPECIAL GIFT!

PERSONAL
FAMILY LAWYER

?aéiifmmll!'

Expertise onchored on Long lsland
Financing that fits your needs.

At Citizens, we know that finding an ideal home on Long Island can be a challenge. Backed by
our financial strength and more than 20 years of local experience, we're here to make your
clients' search for the right financing easier with a variety of loans including:

* Fixed and adjustable-rate mortgages « Construction-to-Permanent financing,

» Jumbo loans including interest-only including renovation loans

» Second home and investment property loans « Wealth relationship pricing with top tier discounts

David Goldklang
Sr. Mortgage Loan Officer }
NMLS ID # 86601
917-757-4957

david.goldklang@citizensbank.com Be one of the first 5 who schedule a Life & Legacy Planning Session this month,
to receive $750 OFF your plan only during November.

Let us inspire you to create generational wealth, and reward you with
well-deserved time to relax and recharge!

S Richard Klein, Esq.
g k\ Managing Partner | i&

Schedule Your (516) 770-7720 4

5 30-Minute Consult Here! rich@diamondlawgroup.com

2 Citizens
Mortgages are offered and originated by Citizens Bank, N.A. (NMLS 104 433860). All loans are subject to approval.
Offers may be wilhdrawn without notice. & Equal Housing Lender, @ 2026 Citizens Financial Group, Inc. All rights reserved.




PARTNER SPOTLIGHT

Anthony

o o
D I D I O BUILDING FENCES AND
TRUST, ONE POST AT A TIME

BY NICK INGRISANI e PHOTOS BY LESLIE SIMMONS / DYNAMIC MEDIA SOLUTIONS

Success in real estate is built on relationships—including the

trusted professionals who support agents and their clients.

Preferred Partner Spotlight introduces the business
professionals joining the Long Island Real Producers
community as Preferred Partners—recommended by

agents who know and trust them.

Get to know their stories, expertise and the
value they bring to Long Island’s top-producing real
estate professionals.

Our community helps lead us to them. Now, we'd like you

to meet them.

The service-disabled veteran and business owner behind Top
Rail Fence brings a personal understanding of home and a
hands-on commitment to the people who depend on him.

For Anthony DiDio, a good day at home
often ends in the backyard. Something
is cooking on the smoker. His wife and
their two children are nearby, perhaps
in their pool. Friends and family stop
over, and there’s room to stay awhile
because of his warm, welcoming nature
and personality.

the dog can roam, and family and friends
can gather comfortably.

“They always say good fences
“I genuinely love people being around make good neighbors!”
us, putting smiles on people’s faces, and
showing people a good time!” For buyers, a fence can be one of the
first things that makes a new house feel
ready for the life they want to build
there. Anthony wants to help them get
there and give the real estate agents who
recommended him every reason to feel

confident in that introduction.

That love of home and hospitality

gives a personal dimension to his work
as the owner of Top Rail Fence. He
understands why a homeowner wants
a safe yard where the children can play,

Long Island Real Producers - 17




Anthony grew up in Malverne, an only child who lived there
until he was 18. In 2002, in the aftermath of September 11, he
enlisted in the U.S. Navy. He spent four and a half years serving
aboard three destroyers before several injuries overseas brought
his military career to an earlier end than he anticipated.

He returned to Long Island on his birthday without a job, a
college degree, or a clear path for what came next.

He picked up odd jobs, then pursued his education, earning a
bachelor’s degree in Management from NYIT and later an MBA
from Dowling College. He also connected to his former life in
aerospace and defense, supporting the kinds of systems he had
used in the Navy.

Over the next 13 years, he started as a test engineering assistant
and worked his way up to the Vice President of Quality at a
large aerospace company on Long Island. His career gave him
extensive experience leading teams, managing change, and
taking responsibility for the quality of the work delivered in a
highly complex electronics manufacturing environment.

When a merger brought another period of uncertainty, he
began considering a different future. After years in demanding
leadership roles, he was ready to put his experience
into something of his own.

Top Rail Fence offered that opportunity: an emerging
franchise structure, a new trade to learn, and the
chance to work directly with homeowners in his
community. His project management certification
and experience in quality assurance provided a
strong foundation for launching his new business.

Since launching the business two years ago, Anthony
has worn nearly every hat. He’s learned to plan
around the demands of a seasonal business and be
patient as he built a local reputation. Relationships
take time. So does earning the kind of trust that leads
someone to pass along your name.

His approach begins with the basics:

answer the phone with a friendly tone,
communicate clearly, and take responsibility
for the job from start to finish.

Anthony works with experienced fencing crews
of 20-25 years and knows the people he sends to a
customer’s property.

“When I give a job out, I'm not giving it to a stranger.
I know every crew member working every job, and if
there’s ever a problem, I know who to go to in order

to fixit.”

For homeowners, that involvement means having
someone they can turn to with a question or
concern. For Anthony; it is a practical expression of
the standard he sets for the business.

18 - November 2026

“I treat them how I would want to be treated.”

That principle matters well before installation begins. Buyers
sometimes contact him while they are still considering a home,
trying to understand what a fence will cost and how it fits into
their budget. Anthony provides estimates early and works to
preserve that pricing when they are ready to move forward,
even if months have passed.

He knows there are already enough moving parts in a home
purchase. Clear expectations about one more expense can help
a family plan with greater confidence.

Real estate agents hear what buyers need to feel comfortable in
a new home. Sometimes it is privacy. Sometimes it is replacing
an aging fence. Sometimes a family with young children or pets
needs the yard enclosed as close to move-in day as possible.

Anthony works with homeowners to coordinate those projects
around closing, making every effort to schedule installation on
or shortly after that milestone when circumstances allow.

He also hears from agents facing more immediate problems:
a fencing issue affecting a closing, a
fence that needs to be removed from
a property line, or a client who needs
someone dependable to return a call
and help determine the next step. His
responsiveness in those situations has
helped him earn referrals.

For an agent, recommending a contractor is a personal
introduction backed by professional trust. The client
remembers who provided the name and how the
experience turned out.

Anthony’s hands-on approach gives agents a direct connection
to the person overseeing the work. He wants homeowners to
feel cared for throughout the process, from the first budget
question to the finished installation.

That can be especially valuable for buyers new to Long
Island and who have yet to build their own network of local
professionals. A trusted recommendation can make an
unfamiliar community feel more welcoming.

Anthony is building those connections himself through his
local BNI chapter, the Commack Chamber of Commerce, and
Long Island Elite.

Looking ahead, Anthony wants to grow at a pace that allows

him to stay involved and responsive. He is open to expansion

or an acquisition if the right opportunity comes along, while
preserving the personal attention that defines his business today.

He knows the challenges of starting again. He
has navigated an unexpected end to military
service, worked his way through a remarkable
career, and taken on the uncertainty of business
ownership. Each transition has required him to
learn, adapt, and keep moving forward.

Today, that effort supports a life centered on his
wife and their two children. At home, there are
backyard chickens to tend, meals to share, and
the occasional winery visit with his wife. When
his service-related injuries allow, he enjoys
getting out for a round of golf, and he tries to
score under 100 as his goal.

But the backyard remains a favorite place to be,
as he built an oasis for his family, friends, and
loved ones to enjoy in the summer. It is where the
work of building a home becomes the pleasure

of living in one: children nearby, friends around the table, and
something good on the smoker.

Anthony understands the value of those moments. Helping
another family enjoy moments of their own is a meaningful
reason to do every job well. His slogan is simple. 'm your Local
Fence Guy! And he will serve your clients like he’s served this
country... one post at a time!

st

TOP RAIL
CALL TODAY! FENCE

TOPRAILFENCES.COM
(631) 275-2020
ANTHONY.DIDIO@TOPRAILFENCE.COM
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REFLECTION REWIND

CELEBRATING
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of Long Island
Real Producers!

Three Years Later: Relationships Still
Drive the Numbers

When Long Island Real Producers
first featured Stephen Baymack on the
cover in November 2023, readers met a
former NYPD captain who had traded a
20-year career in law enforcement for
a second chapter in real estate—and
discovered that many of the principles
that had guided his first career
translated naturally into his next.

Working alongside his wife, Laura,

as The Baymack Team, Stephen had
built a remarkable business centered
almost entirely in Garden City. At the
time, 97 percent of their business
came from one town, driven largely
by referrals and a philosophy Stephen
summed up simply: “I attribute
almost all of our success to how
importantly we view relationships
with clients. We take a great deal of
pride in treating people well.”

Three years later, the numbers
have grown considerably,

but the philosophy behind
them hasn’t changed.

3 YEARS CH
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What is new with. ..

Ste

NOVEMBER 2023
COVER STORY

The Baymack Team has now sold $545
million over 11 years, including $93
million in closed and pending sales
in 2025 alone, up from approximately
$405 million in career sales when we
first shared Stephen’s story. Stephen
has also advanced to Associate Broker
at Compass, while Laura continues

to bring her strengths in staging,
marketing, and client experience to
the partnership.

Their complementary approach
remains much as Stephen described
itin 2023: “We are a complementary
team. Every single

thing is shared.”

wojpact

Garden City also remains at the
heart of their business. Rather than
expanding simply for the sake of
expansion, Stephen and Laura
have continued to deepen the local
expertise and relationships that
helped establish their reputation in
the first place.

And while the business has grown, so
has life around it. Their three children,
Jaclyn, Stephen, and Amanda, have
continued building lives of their own
as Stephen and Laura move through
another chapter together.

Looking back, perhaps the most telling
part of Stephen’s story isn’t how
much has changed since 2023—it’s
how much hasn’t.

The production is higher. The
résumé is longer. But the foundation
remains the same: know your
market, treat people well, and
never underestimate the
value of a relationship.

Three years later,
Stephen and Laura
are still building
their business the
same way they
always have—one
relationship, one
referral, and one
Garden City home

at a time.

Long Island Real Producers - 21
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RISING STAR

Three Years Later: Still

Putting Relationships First.

Just Ask Joe (and Ash!)

When Long Island Real Producers first
introduced Joseph Femia in November
2023, readers met an ambitious young
professional building his career from
two sides of the transaction—as both a
REALTOR® and licensed mortgage loan
officer. Even then, Joe was clear about
the principle guiding both: “Never ever
prioritize money over a relationship.”

At the time, he ranked second in sales
volume at EXIT Realty Achieve while
also using his mortgage knowledge

to help fellow agents and their clients
better navigate the financing process.

Three years later, Joe’s career has taken
off in exciting new directions.

In May 2025, he
made the move to
Signature Premier
Properties, a
change he credits
with accelerating
his professional
growth. He
continues to
bring the same
relationship-
first approach
to his business,
building on a

reputation for availability, patience,
honesty, and a willingness to go the
extra mile. Whether guiding clients
through a months-long home search
or simply being there when someone
needs advice, Joe remains committed
to putting people first.

But some of the most meaningful
changes have happened outside of his
individual career.

One of the personal goals Joe shared
with us in 2023 was building a family
of his own. Since then, he and Ashley
Thompson have gotten married—and
become partners in real estate, too.
Now a full-time licensed agent, Ashley
has established her own identity in the
business with the fitting tagline “Just
Ask Ash,” complementing Joe’s familiar
“Just Ask Joe.”

Together, they’re not only helping
clients achieve their real estate goals
but also building their own investment
portfolio, continuing to acquire rental
properties, most recently in Saratoga,
New York.

Through all the changes, Joe’s guiding
philosophy remains the same:
relationships come first. What began as
one ambitious professional building a
career has grown into a husband-and-
wife partnership with shared goals,
complementary strengths, and a future
they’re building together.

Three years later, Joe’s ambition
hasn’t changed. His career has grown,
his family has grown, and now he
and Ashley are building their next
chapter—together.

Michae

Hall Lane Moving & Storage

OCTOBER 2023 PARTNER SPOTLIGHT

Three Years Later: Keeping the
Legacy Moving Forward

When Long Island Real Producers
first introduced Michael Hall in
November 2023, readers met the third
generation of a family business with
roots stretching back more than seven
decades—to Michael’s grandfather
towing a motorless truck through
Jamaica, Queens, determined to build
something of his own.

At the time, Michael was balancing two
demanding careers, serving as an FDNY
lieutenant while helping lead customer
satisfaction and marketing for Hall Lane
Moving & Storage. But when he spoke
about the future of the family business,
his goal was remarkably simple: “The
company’s been around for 73 years...
and I'm going to keep it going.”

Three years later, he’s doing exactly that.

Hall Lane is now celebrating an
extraordinary 76 years in business, and
Michael has stepped into an expanded
leadership role as Vice President of
Sales and Marketing, helping guide
strategic planning and market growth for
the company his grandfather started all
those years ago. Along the way, Hall Lane
has continued to earn recognition as one
of Long Island’s best moving companies,
adding to a reputation generations of the
Hall family have worked to build.

But growth hasn’t changed the values
behind the business. Michael and
Hall Lane continue giving back to the

communities they serve, including
their work with Move For Hunger
and support of local schools through
Blessings in a Backpack.

For Michael, carrying on a family
business has never simply meant
preserving what came before. It’s about
respecting its history while taking
responsibility for what comes next.

Three years later—and 76 years into

the Hall Lane story—Michael is still
fulfilling the promise he made when we
first met him: honor the legacy, move it
forward, and keep it going.
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IN THE ROOM WITH... ROBEISI ZABBIA

BY NICK INGRISANI ¢ PHOTOS BY LESLIE SIMMONS / DYNAMIC MEDIA SOLUTIONS

Success in real estate rarely
happens alone. Behind many

of Long Island’s top-producing
agents is a network of trusted
professionals who bring
experience, insight and value to
every relationship.

In the Room With... takes the
conversation deeper, featuring
Preferred Partners who have
been part of our LIRP community
for three years or more.

These are partners our
community knows and trusts.
Now, we want to hear their
perspective—what they’re
seeing, what they’ve learned
and what they know from
working alongside Long Island’s
top real estate professionals.

Because the right people don’t
just provide a service.

They bring value to the room.

In most real estate transactions,
insurance shows up near the finish

line of the deal. Meanwhile, Robert
Zabbia has spent years trying to change
that timing. A longtime insurance
professional and certified continuing
education instructor, he teaches Long
Island agents to bring insurance into the
conversation the day a house is listed
or before the contract is signed for a
purchase. His reasoning comes from
decades of watching deals succeed or
collapse: the best transactions are the
ones where nobody gets surprised.

How did you first start working

with real estate agents?

I started working with real estate agents
when I first started working for my

dad. My dad was an Allstate agent. I got
involved with a networking group called
LeTip, and there was a real estate agent
there. That’s what opened my eyes to
how agents guide clients through the
buying process.

Today, I get a lot of referrals from real
estate agents. Over time, I slowly started
broadening my reach, got involved with

the Long Island Board of Realtors, and
got certified to start teaching classes for
them. I teach them that before listing a
house, they should do all their research.
Making sure there are no title issues, no
issues with structural issues with the
house, etc. Nobody wants to spend time
and money on a house that’s not sellable.

What are some things you’ve learned
working alongside top-producing real
estate agents?

They all have their go-to people and
make sure that everyone works well
together. They’ve introduced me to

the other sides of the transaction —
lawyer, lender, etc. — to make sure the
transaction goes smoothly. We have a
lot of communication. We go back and
forth, keeping each other updated on
the process on both sides. Everything
goes smoother when we know where we
stand on every case.

Good real estate agents stay ahead
of potential surprises. They do their
homework early, identify concerns
before they become obstacles, and
help everyone navigate the process
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with confidence. It creates a better
experience for buyers, sellers,

and everyone involved. When the
groundwork is done upfront, the entire
transaction runs more smoothly.

What separates an agent who treats
you as a partner from one who treats
you as a vendor?

A vendor relationship is an agent just
sending me a deal and asking for a
quote. Partners come to me and ask
me to explain what’s happening so
they understand the process. After a
while, they know what questions to
ask, and they do that with all their
partners. Miscommunications get
worked out early.

Where do transactions fall apart, and
how do you help prevent it?

On the insurance side, it’s when the client
waits until the last minute. Then you

28 - November 2026

find out the 80-year-old sellers haven’t
had a mortgage in 20 years, the area was
rezoned into a flood zone, and there’s
thousands of dollars more cost involved.
A zip code alone can drive a quote very
high. For years this didn’t happen often
enough to worry people, but Long Island
keeps getting tougher, and carriers are
pulling out of New York left and right.

Some agents steer clients toward the
cheapest company, and when it folds,

the replacement costs far more. The
professional agents aren’t trying to force
a deal. The most successful ones will talk
people out of houses they shouldn’t be in.

How do you think about your role in the
Long Island real estate market?

I'just want to be the person that if they
need something, they can come to me.
And if I can’t help them, I send them to
the right person.

“Good real
estate agents
stay ahead

of potential
surprises.
They do their
homework
early, identify
concerns before
they become
obstacles, and
help everyone
navigate the
process with
confidence.”

What’s one thing you’d want a top-
producing agent who’s never worked
with you before to know about you or
your business?

I'm very involved in the community
and love giving back. We just wrapped
up a campaign for Blood Cancer United,
where I'led a team that raised over
$500,000 in just 10 weeks. I also work
with several local charities supporting
single moms, cancer survivors, and
children battling cancer. Giving back

is a big part of who I am, and I love
encouraging others to do the same. I
also invite the agents I work with to
participate in these efforts whenever
they’re interested.

We run the business like a family. Most
of my staff have been with me for many
years. We teach our customers what they
need to know; we don’t tell them what
they want to hear. I'd rather lose business
than get someone in a bad situation.

CALL TODAY!
(516) 799-3800
ROBERTZABBIA@ALLSTATE.COM

Serving New York since 1915
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BY NICK INGRISANI
PHOTOS BY CHRIS BASFORD /

Where Real Estate
Meets Real Life

For Rebecea Zinn, selling real estate is
about much more than selling a house.
It’s knowing how to position a property,
understand value, and recognize when a
client needs advice and when they simply
need someone to listen. Those instincts
were developed long before she became a
real estate agent, through years in luxury
fashion and sales.

After studying marketing at

Penn State, Rebecca spent more
than a decade in luxury fashion,
eventually rising to a senior

sales position at Andrew Marc,
where she managed some of the
company’s largest department
store accounts and cultivated key
retail relationships. Working with
major retailers taught her how

to understand the other side of a
deal, position a product, and build
lasting business relationships.

Her career shift happened after
Rebecca and her husband left

New York City for Long Island
with their two young children
and purchased their first home
in Woodbury;, in the Syosset
School District. Going through
the process herself gave Rebecca
a new appreciation for the
important role a real estate agent
plays in helping families navigate
one of their biggest financial and
emotional decisions.

“Buying my own home made me
realize how much buyers rely

on their agent to understand

the market, recognize value,

and guide them through such

an important decision. It also
made me realize how much the
business suited my strengths. I've
always been extremely driven,
and when I decided to go into real
estate, I knew I wasn’t going to
do it halfway.”

Rebecca got her real estate
license in 2016 and joined Daniel
Gale. Coming from a different
industry, she knew she had a

lot to learn but also brought
years of experience in sales and
relationship-building.

Her first listing put those skills to
work. Rebecca took a hands-on
approach to staging and preparing
the home for market, drawing

on the eye for presentation she’d
developed during her years in
fashion. The home sold in one day,
over asking price. By the end of
her first year, she’d been named
Rookie of the Year.

After about six years at Daniel
Gale, Rebecca moved to Compass,
where she has been for almost
five years. As her business grew,
it became increasingly rooted

in the community. Through her
children’s schools and sports,
along with her own involvement
in tennis, relationships naturally
grew into clients and referrals.

“A lot of my business is referral-
driven. I genuinely want what’s

best for my clients. It’s not just a
quick transaction and then see
you later. People can tell from
working with me that I’'m honest
and ethical, but also a strong
negotiator who is driven to get
them what they want.”

For Rebecca, negotiating isn’t
simply about pushing harder.

It’s about reading the situation,
understanding what matters to
the other side, and knowing when
to push, when to listen, and when
to step back.

That same thoughtfulness carries
into how she prepares a home for
market. Before a listing launches,
she studies the competition

and considers how buyers will
perceive the property. Her eye for
presentation comes from fashion,
but her approach is strategic.

“I go above and beyond to make
sure each home is up to my
standards. The marketing and the
way I position someone’s home
on the market are what leads to a
successful sale.”

With buyers, Rebecca takes

a similarly straightforward
approach, helping clients
recognize value, identify potential
concerns, and know when to
move forward or walk away.

“I try to guide people in making
the right decisions without selling
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them on anything. Ultimately, I
want them to make their own
decision and feel good about where
they end up.”

In 2025, Rebecca was named

to the RealTrends Verified list,
placing her among the top 1.5
percent of agents nationwide, and
to the Long Island Real Producers
Top 500. She also hosts The
American Dream - Selling Long
Island, an Emmy-nominated, Telly
Award-winning show highlighting
neighborhoods and communities
across Long Island. Her first
episode covers Woodbury, where
her real estate story began.

For Rebecca, the most
meaningful moments have little
to do with rankings or sales
numbers. Over the past year,
children from two families she
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worked with wrote her thank-
you notes and gave her gifts.
One family’s young daughters
had been praying for the house
they wanted. When their mother
told them they were moving, she
captured their reaction on video
and sent it to Rebecca.

“It brought tears to my eyes. Those
are the moments that remind

me why I love what I do. I get

to watch families go through a
major transition. It’s not just about
finding them a house. It’s watching
the kids get excited about their
new home, their new town, and
their new schools. Seeing how
excited they are about this new
chapter is incredibly fulfilling.”

Outside of work, tennis has
remained a constant. Rebecca
still plays on USTA and country

club teams and sees a connection
between tennis and navigating a
difficult deal.

“Whether you’re playing tennis

or working through a deal, you
need the right mindset and mental
toughness. Staying calm under
pressure is huge. The life skills
Pve learned through sports have
absolutely contributed to my
success in real estate.”

More than a decade after buying
her first home in Woodbury,
Rebecca still thinks about what
that experience taught her. A
home is never just a house. It is
where families create memories
and begin new chapters.

That’s what real estate means
to Rebecca Zinn. Ultimately, it’s
about people and their lives.
That’s where real estate meets
real life.
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RISING STAR

BY NICK INGRISANI

DYNAMI

PHOTOS BY LESLIE SIMMONS /
DIA SOLUTIONS

FROM THE

CLASSROOM TO THE
CLOSING TABLE

Roy Lebel grew up in Babylon Village
and graduated from West Babylon
High School before heading to Keene
State College. A cousin who lived with
severe disabilities shaped his sense

of what he wanted to do with his life,
and special education pulled him

in almost immediately. He earned
undergraduate degrees in education,
special education, and sociology, and
at 30 he went back to school for two
master’s degrees, in physical education
and elementary education through
Stony Brook and Adelphi. He now holds
a master’s degree plus 90 credits.

Roy taught special education
for the first 11 years of his
career and then transitioned
into physical education for
the last 9 years. Meanwhile,
real estate had been on

his mind for a long time. A
friend of his was doing well
in real estate, and he felt
inspired by what he was
doing. That coincided with
his growing family, so he
decided to take the jump.

“My son was my why. My
wife was pregnant, and he
was on the way, and I just
made the decision that I
wanted to make my family
more comfortable and take a
chance on something I always
wanted to do. I wanted to
make our lives better. I took
the jump, got fully invested
in real estate, and it took off
from there.”

- .

Like many new agents, he
first joined the brokerage
where his friends were
working. He left soon after
for a smaller company where
the mentorship was hands-
on and personal, and that
turned out to be what he
needed. Learning directly
from experienced agents gave
him footing that showed up
almost right away.

Within his first three weeks,
Roy landed his first listing,
an estate sale following a
death in the family, and

the house came with far
more than four walls. He
represented both sides of the
home sale. He also helped
find buyers for a car, a boat,
a helicopter, and a collection

of Navy diving gear, then
coordinated a full week of
estate sale events to clear out
everything else inside. For

a brand-new agent, it was

a fast introduction to how
much of this job happens
away from the listing photos.

“Getting into real estate

felt natural for me. My
background in education
helped with being personable.
I have good rapport with
people. In education, I was
always building rapport with
students, staff members, and
handling situations at parent/
teacher conferences.”

He also had something most
rookies lack: two decades
of relationships. Parents,

colleagues, and friends had
known Roy long before

he had a license, so when
word spread about his
new career, the trust was
already in place. Those
connections became the
base of his business.

Roy expected setbacks, and
he got them. He believes
failure comes with the
territory in real estate, and
he treats each one as a lesson
he needed to learn. A lost
deal usually just makes him
work harder.

Much of what makes Roy
effective with clients traces
back to the classroom.
Teaching taught him to
build rapport with students,
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staff, and parents, and

to stay steady through
difficult conversations at
parent-teacher conferences.
Organizing roughly 300
students, along with their
attendance records and
the paperwork behind
them, gave him a strong
sense of accountability
that carried straight into
managing transactions.

His style with clients is
relaxed and personal. Roy
uses humor freely, and he
wants people to remember
how they felt working with
him. He doesn’t press or
push. He listens closely to
what clients are looking
for, responds quickly,
follows up, and handles
the inevitable bumps of

a deal behind the scenes

so his clients feel as little
stress as possible. He enjoys
negotiating and working
through problems, and he
takes the responsibility of
guiding someone through
one of the biggest decisions
of their life seriously.

“Buying and selling a home

is one of the biggest decisions
you can make in life, and I
enjoy being a part of that. I
treat my clients in a way that
their experience throughout
the process is always positive.”

The results have followed.
Now a solo agent with
SERHANT, Roy holds one

of the highest sales ever
recorded in the Town of Islip,
and in under five years he
has organically earned more
than 80 five-star reviews. He
was also selected by Ryan
Serhant and the company’s
regional directors as one of
five rising star agents across
New York State.

Outside of work and school,

Roy’s time mostly belongs to
his family. “I love to be a dad
36 - November 2026

and be around my kids,” he
says. He and his wife have
a six-year-old son and a
two-year-old daughter. Roy
coaches his son’s baseball
and flag football teams, and
he loves watching him swim.
He exercises regularly, partly
because he loves to eat, and
he rarely passes up a good
game on TV.

Looking ahead, Roy plans
to keep strengthening the
business he’s built thus far
and continue providing the
high standard of service
that got him where he is
today. He’s a top-producing
agent serving clients all
across Long Island and has
nearly 100 sales representing
buyers and sellers, around
70 of which have been
individual sales.

“I built a strong foundation
based on trust and real estate
knowledge and just want to
continue the level of what
I'm doing. I always have
something going on; that’s
just the way that I am. 'm
always out there making sure
clients are taken care of.”
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much renovations will cost? CONSTRUCTION, INC.
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ong before Kevin became one of

Long Island’s top-producing real

estate professionals, there was a
mattress on the floor, a cellphone, a pen
and pad, and a young father who had
decided that failure was no longer an
option. There was no big database. No
wealthy network. No family real estate
business waiting for him. No blueprint.
Just hunger.

Kevin grew up in a family of five that
moved to Suffolk County in 2004. His
entrepreneurial spirit showed itself
early. At just 11 years old, a few kids at
school gave him a hard time for wearing
Nikes that weren’t real, that’s when
Kevin decided he needed to make his
own money to buy his own sneakers.

“I started selling mixed CDs out of my
locker. This was when Napster and
LimeWire were big. Once I realized I could
create money and didn’t have to wait for
someone to give me money, it all clicked.”

That mentality would follow him for the
rest of his life.

After graduating from high school,

he spent a few months in college but
quickly realized it wasn’t for him and
dropped out. Instead, he pivoted into
his natural strengths: sales, talking with
people, and building relationships and
connections. He’d worked many odd
jobs before his girlfriend, now his wife,
made a suggestion that would change

the direction of his life. She encouraged
him to give real estate a shot, confident
that his personality and strengths would
make him a natural fit for the industry.

“I watched a lot of HGTV. It looked easy,
but I quickly learned it’s not as easy as it
looks. That didn’t matter to me though; I
had to figure it out. I just have a burning
desire to succeed.”

Kevin earned his real estate license in
2016. And nothing happened overnight.
He sold just four homes his first year.
For someone with Kevin’s ambition, that
could have felt like failure. Instead, it
became fuel. At the time, Kevin carried
insecurities that went far beyond real
estate. Covered in tattoos and entering
an industry where image and first
impressions can carry tremendous
weight, he worried about how people
would perceive him before they ever
got to know him. He didn’t have the
network he saw other agents starting
with. He didn’t come from money. He
wasn’t walking into the business with
hundreds of potential clients, but he
did have a son depending on him.
Eventually, Kevin realized that his
biggest obstacle wasn’t the market, his
appearance, his lack of connections, or
even rejection. It was fear.

“I just got out of my own head, and told
myself I have to make this work. I built
my business at my mom’s house with

a mattress on the floor, pen and pad, a

cellphone, and most importantly faith
and hunger. I called every expired listing
and every for sale by owner and just
pitched myself over the phone. That’s
how I tripled my business. I understood
that I had insecurities about myself, and
had to get knowledgeable about every
angle of the business, and know it better
than anybody else.”

The following year he closed 12 deals,
and the momentum continued from
there. He continued as a solo agent until
2021, when he decided to build his own
team, TEAM LI*NY. A top-producing
team with over 500 homes sold and
counting and over $300,000,000 in sales
volume closed. Other agents quickly
took notice of Kevin’s success and asked
for guidance and coaching.

“I figured I'd just start a team. It
happened very organically. I saw agents
that needed help, saw the potential in
teaching them everything I know, and

it just grew from there. What started
with just 4 agents eventually grew to 15+
agents. I was no longer focused on just
building my own career. I was focused on
helping others rise to become successful
as well. Helping them change their lives
as real estate changed mine.”

Ask him what separates him from his
peers, and market knowledge isn’t
the first answer. It’s work ethic — not
measured against other agents, but
against himself, every day.

“I've been an underdog my entire life.
Being an underdog, you have to have the
right mindset. It doesn’t matter what
anyone else believes. Whoever doubts you
or doesn’t believe in you, cool ... use it as
fuel. If you have the discipline, hunger,
and drive, you can accomplish anything
you set your mind to. Even when things
are going well, I still have that same
mentality. 'm an underdog, the same
underdog that was sitting on the mattress
making calls. 'm the same underdog now,
just a little bit more successful.”

Outside of work, Kevin enjoys early
morning 5 am work outs. He wakes
up, says a prayer, and starts his day,
crediting God for all of his success.
For him, God, fitness and spending
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time with his 3 boys, Jayden, Mikey,

and Matthew, and his wife, Jennifer,
give him all the fulfillment he needs
beyond his business. He’s the founder
and host of the popular podcast Real
Estate & Chill. Kevin’s also recognized
as an industry speaker who has taken
the stage at major conferences and
events throughout Long Island, New
York, Connecticut, New Jersey, and
beyond, sharing his story, experience,
and insights with audiences across the
industry. He speaks alongside the biggest
names in the business. His philosophy is
simple: Faith, Family and Hustle.

Kevin hasn’t forgotten the mattress. He
hasn’t forgotten the four closings. And
he hasn’t forgotten every person who
ever doubted whether he would become
anything. That’s precisely why reaching
the Top 100 means so much. Not because
of the number itself, but because of
what it represents. Triumph.

“This is a full-circle moment for me
right now. To look back and see how
far I’'ve come from that hungry 26-year-
old sitting on a mattress on the floor,
making calls, getting rejected and trying
to figure his life out. Now I'm sitting
here being interviewed for Long Island’s
Real Producers as one of the top agents
on Long Island, all while leading a top
team as well. This right here means the
world to me. 'm on the front cover, baby.
I don’t take anything for granted; I come
from very humble beginnings. I'm a very

| watched a lot of HGTV. It
looked easy, but | quickly
learned it’s not as easy as
it looks. That didn’t matter
to me though; | had to
figure it out. | just have a
burning desire to succeed.”

appreciative person. If I can do it, anyone
can do it. ’'m nowhere near finished. But
I'mvery far from where I started, and for
that I'm extremely grateful.”

The awards, rankings, and sales volume
tell one version of Kevin’s story. The
mattress tells the other. And somewhere
between those two places is the lesson he
hopes his children, his team, and anyone
who feels underestimated will take from
his journey: Your starting point doesn’t
determine your destination.

“T've been doubted. I've been judged. I've
been told no more times than I could ever
count. But I kept going. That’s really my
story. ’m relentless.”

For Kevin Iglesias, reaching the Top 100
isn’t the conclusion. It’s proof of what
can happen when an underdog refuses
to stop, no matter the odds. The best is
still to come.

[
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9151 Currency St.
Irving, TX 75063

Don't Let Mold

Healthy Home Services is proud to be a
resource for you and your clients.

One of the most common causes of
mold growth is due to high humidity.
As the weather changes, high humidity
can be caused simply by a lack of
ventilation in a basement or attic.

Questions? Give us a call.
We have simplified the process for mold
remediation, making it faster and more
affordable. All while using safe products!

Sam Allman WEALTD:DY HOME (516) 206-1600 | service@hhsnys.com

Owner SERVICES HealthyHomeServicesNY.com

MOLD REMEDIATION « ODOR ¢ AIR QUALITY * DISINFECTION




