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AWARD-WINNING LEADER
IN COASTAL BUILDING

We know how important your home is to your

well-being. As custom home builders for over forty

years, we have crafted and restored coastal and
luxury homes in Rhode Island and throughout N

England. Our goal is to create spaces that allow you

and your family to thrive.
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DAVITT

b~Live Well

ew

WEST KINGSTON, RI 02892

401.792.9799

DAVITTINC.COM




Javier Rosa Photography specializes in delivering
PROFILES TOP-TIER PHOTOGRAPHY AND VIDEOGRAPHY SERVICES
designed to help clients stand out in the competitive real estate market.

Our high-quality photos and professional videos are crafted to attract maximum
attention to open houses and private showings. We prioritize exceptional
customer service and use expert techniques to capture the best angles, ensuring
every home looks its absolute best. Our creative and high-quality videos are
tailored to showcase properties in the most compelling way.

Kéute Greenmanﬁ j ﬁ |
& Michelle Klrbyg

Weddings | Commercials | Branding | Media Production | Digital Marketing
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6 Preferred Partners | a/\/ L€/Z/

8 Meet the Team
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12 FAQ

14 Connections: Win the Deal. Keep the Relationship.
16 Agent on the Move: Kristin McGrath

22 Partner Spotlight: Javier Rosa

Connections: Nelson Taylor 26 Cover Feature: Kate Greenman and Michelle Kirby

PHOTOGRAPHY

Voted South Coast’s BEST
Photographer & Videographer “2025”

508-904-0186

If you are interested in nominating people for certain stories, please email us at: John.Ludes@N2co.com
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Preferred Partners

Together with you, Rhode Island’s elite agents, we have curated this list. These trusted partners represent the absolute best

in their respective fields - they’re not just great at what they do, they understand the pace, professionalism, and care that top
agents like you expect. They proudly support your work, your publication, and the private events that bring our community
together. Please support them in return—and thank them for helping us celebrate the Rhode Island Real Producers community!

CLOSING GIFTS HomePro Inspections LENDING SERVICES

New England Grass Fed of Rhode Island Milestone Mortgage Solutions

(401) 230-4027 Hank Richter (508) 356-5262

NEGRASSFED.COM (401) 821-5446 milestonemortgagesolutions.
homeprorhodeisland.com com/CraigSnell

COUNTERTOPS

— GRANITE/QUARTZ Pillar to Post MORTGAGE LENDING

Rock Hard Countertops Peter Hackett Annie Mac Home Mortgage

(508) 982-8674 (401) 354-2853 (401) 545-0172

rockhardcountertops.com peterhackett.pillartopost.com annie-mac.com/lo/richbrandariz

DESIGN & BUILD/REMODEL HOME MANAGEMENT MORTGAGE RESIDENTIAL
Davitt Design Build New Era Property Services LENDING
(401) 792-9799 (401) 617-9527 BayCoast Mortgage
Davittinc.com www.nepsne.com Rob Cinquegrana
(774) 301-3999

EXTERIORS (ROOFING HOME STAGING SERVICE baycoastmortgage.com
& SIDING) Premier Home Staging
Exact Exteriors (401) 524-3944 MORTGAGE/REFINANCE
(401) 408-2222 staginginri.com Ferranti Group of Loan Depot
exactexteriorslic.com (401) 595-5503

HVAC- HEATING & COOLING loandepot.com/branches/
HOME INSPECTION Ocean State Air Solutions cranston-ri
HouseMaster Home Inspection (401) 293-0422
Paul Miranda oceanstateair.com
(401) 632-6188
HouseMaster.com
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Which of your venao deserve I'he/oppori'uni ) GROUP OF Branch Manager, NMLS#799937

to grow alongside you,'Rhode Island’s elite : l 0an Depo t

eal Estate Profeéssionals?

We only take recommendations from YOU - our top agents — on who should

be named a Preferred Partner with Real Producers. Refer a vendor you work
with and trust to help them grow their business. John.Ludes@N2co.com

6 - November 2026

MOVING & RELOCATION
SPECIALIST

Crum Relocation

(401) 500-2925
www.crumrelo.com
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Molly Robinson Photography —— ; , F—_—
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PHOTOGRAPHY &
VIDEO SERVICES
Javier Rosa Photograpy

(508) 9040186 @Zero Down Payment options @Non—QI\/I Loans

www.javierrosaphotography.com/

ROOFING/SIDING

(400 215.9545. @Refinancing Options @Investment Loans

rinaldiroofingri.com

SMART HOME SYSTEMS

e s @ Home Equity Loans (¥ Bridge Loans

aqtechri.com

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

F E R R A N T I Kennetslli-\e.::fr!anti

® (401) 595-5503
@ Kkferranti@loandepot.com

8 1615 Pontiac Ave.
Cranston, Rl 02920

NMLS#174457

Local Guidance.
National Strength. \_

J

@ Rates, terms, and availability of programs are subject to change without notice. loanDepot.com, LLG NMLS ID 174451. Rhode Island Licensed Lender, Licensed Loan Broker and Third Party Loan Servicer. This
information is not intended to be an indication of loan guallflcatgon loan approval, or a commitment to lend. Loans are subject to commitment and property approval. Not all products available in all areas.
s other limitations apply. loandepot is an Equal Housing Opportunity Lender.



Meet

The
Team

Lo

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

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

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

OO Mm

Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real Producers
magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company nor the

W DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2
publisher may be held liable or responsible for business practices of these companies.

In today’s challenging real estate
market, savvy sellers and seller’s
agents need every advantage they can
get to make their listings stand out.
One powerful strategy is the
permanent or temporary rate buydown.

HOW CAN RATE RELIEF HELP SELL YOUR HOME?

1. Enhance Buyer Interest
Make your listing more
appealing than others by
offering lower-than-market rates

3. Speed Up the Selling Process
Offering unique benefits, like
Rate Relief, can attract more
attention and sell faster.

2. Preserve Your Asking Price 4. Expand Your Buyer Pool

Negotiate on the mortgage rate
rather than the asking price.

A lower interest rate will increase
the number of potential buyers
who can afford your home.

This innovative approach not only makes your
property more attractive to potential buyers
but can also speed up the selling process and
help you secure the best possible price.

NEED AN HVAC QUOTE FAST

.!"’t]
OSA’s Instant Quote :
feature provides fast,
easy, and free estimates
for heating, air
conditioning, and other
services. Tryit!

Ocean State Air
SOLUTIONS

air conditioning * bestleg * deb il
me] remediation * i Whralien

Let’s Get Your Home Sold
Make Rate Relief a part of your selling strategy today!
Contact me or scan the QR code get started.

* Complete the short online
form.

* Receive an instant estimate
for services requested.

* |deal for system change-
outs and upgrades.

e/

A Ocean State Air

SOLUTIONS

Rich Brandariz
(401) 545-0172

Branch Manager
NMLS#: 7941

Google  Angies list

* %k %k ok ok * %k %k ok ok

' DIAMOND
CONTRACTOR

3076 East Main Road, Portsmouth, Rl 02871
. @ Corp NMLS#: 338923. AnnieMac Home Mortgage 2/3 Davol Square Suite A310, Providence, Rhode Island 02903
0 c e a n sta te AI r c 0 m 4 01_ 29 3 . 0 4 22 === Program effective 2/15/2024 and is subject to change. Terms, restrictions and fees apply. For purchase loans only. This is not an offer to
. enter into an agreement. Not aif applicants will quafify. information, rates and programs are subject to change without notice. Alf

products are subject to credit and property approval. Other restrictions and fimitations may apply.
Corp NMLS # 338923. Corp website: www.annie-mac.com. American Neighborhood Mortgage Acceptance Company LLC dba
AnnieMac Home Mortgage. For complete and current licensing information visit www.nmisconsumeraccess.org. Rhode Island Lender
License # 20112810LL and Rhode Island Loan Broker License # 20143019LB

MEATING & AIR CONDITIONING
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PUBLISHER’S LETTER

The Market
Is Changing.
Are YOU?

The numbers are shifting,
but the real story is
more complicated.

If you tried to explain the Rhode Island
housing market using a single number,
you would probably get it wrong.

Consider the numbers from August.
Single-family home sales were down
3.4% from a year earlier, while the
median sale price increased 6.7%. In
Providence-Warwick, active listings
were up 16.1% year over year. At the
same time, Rhode Island’s housing
supply remains well below what we
would consider a fully balanced market,
and Providence continues to attract a
remarkable level of buyer attention.

So...what exactly is happening?

The answer, increasingly, is that the
market is becoming more nuanced.
More inventory doesn’t automatically
mean buyers have all the leverage.
Fewer closed sales don’t mean demand
has disappeared. And rising prices don’t
mean every seller has the upper hand.

The days when we could describe the
market with a simple label — buyer’s
market, seller’s market, hot market,
slow market — are becoming less
useful. The real story is happening
underneath those headlines, and that
creates an interesting opportunity
for the best agents in the business.

When a market is moving quickly, the
market itself can do a lot of the heavy
lifting for you. A well-priced property

10 - November 2026

attracts attention. Buyers compete.
Sellers have leverage. Certain strategies
work simply because the broader
market is pushing in the same direction.

As conditions become more balanced,
the difference between properties —
and between agents — becomes much
easier to see. This is where experience,
judgment and the ability to read the
nuances of a particular situation
become increasingly valuable.

Based on my conversations, the
question for a top agent isn’t simply,
“Where is the market going?” It’s
“What is this particular market
telling me to do differently?”

That might mean advising a seller

to approach pricing differently than
they did 12 months ago. It might

mean helping a buyer recognize

an opportunity that isn’t obvious

from the headlines, or why one
neighborhood, price point or property
type is behaving completely differently
from the statewide statistics.

So the numbers give us a starting
point. They don’t give us the answer.

That’s where experience
earns its keep.

The best agents aren’t necessarily the
ones with the strongest opinion about
whether the market is getting better

or worse. They’re the ones who can
look at a set of seemingly contradictory
numbers, understand what’s happening
underneath them, and translate that
into a strategy their client can act on.

Because the market is always
changing. The real question is
whether we’re changing with it.

My encouragement is to read
the numbers. Understand the
story. Then help your clients
navigate what comes next.

With gratitude,

John Ludes
Publisher
Rhode Island Real Producers
John.Ludes@N2co.com
401-680-0610
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BayCoast

MORTGAGE.

'Why Choose BayCoast Mortgage?

Our Commitment is to YOU!

We want to help our neighbors finance the homes of their dreams. Whether you’re looking to
make a first-time home purchase, refinance, or build a new home, our team is ready to help you
navigate the mortgage process so you can achieve your homeownership goals.

Our Mission: About Us:

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

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

need to help their clients thrive! e Large enough to provide
high-quality products and services
. . offered by national providers
Experience the BayCoast Difference: e Small enough to deliver a more
All Our Decisions Are Made Locally, Allowing for: personalized customer experience
e A faster and more efficient decision-making process in a community setting

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

Contact Us Today!

We're your friendly neighborhood mortgage experts and we’re ready to help you!
Let’s have a conversation to see what mortgage options may be right for you.

Robert C. Cinquegrana

Vice President, Senior Loan Officer « NMLS #33140
508-235-9510 774-301-3999 508-730-6447
rcinquegrana@baycoastbank.com baycoastrcinquegrana.com
330 Swansea Mall Drive, Swansea, MA 02777

New Jersey—BayCoast Mortgage Company, LLC, 330 Swansea Mall Drive, Swansea, MA 02777, 877-466-2678, Licensed Mortgage Banker- NJ Banking and Insurance Department. New
Hampshire—Licensed by the New Hampshire Banking Department #19631-MB. Rhode Island—Rhode Island Licensed Lender. Virginia—BayCoast Mortgage Company, LLC, NMLS #1082048
swaey  (http://www.nmlsconsumeraccess.org/). Exempt from licensing in MA, CT, PA, MD, NC, SC, and FL.



There’s a lot that goes into building a community like Rhode Island Real Producers, and we know you may
have questions along the way. This page addresses some of the questions we hear most often about the
publication, events, our selection process, our Preferred Partners, and the platform we're building together.
Ultimately, Rhode Island Real Producers is your community —and your voice matters. If you have a question,
an idea, or something you think we should be doing differently, we want to hear it.

Q: WHO RECEIVES THIS PUBLICATION?

A: The printed magazine is directly delivered to the top 300
real estate agents in Rhode Island, ranked by sales volume.
With over 8,000 agents in the state, being included in this
elite group is a true distinction—a testament to your hard
work, talent, and dedication to excellence. All our Preferred
Partners also receive both physical and digital copies.

Q: WHAT IS THE GOAL OF THIS COMMUNITY PLATFORM?
A: At its core, our goal is simple: bring great people
together, strengthen the relationships between them, and
create an exceptional community where everyone has the
opportunity to grow. Our driving belief is that

“iron sharpens iron, and a rising_tide lifts all boats.”

We see the proof that great things happen when high-

performing professionals have opportunities to connect,
share ideas, celebrate success, and learn from each other.

Q: DOES REAL PRODUCERS HOST EVENTS?

A: Absolutely. In addition to the publiation, we host private
quarterly invite-only events for our top agents and Preferred
Partners. These exclusive gatherings provide opportunities to
network and build trusted relationships.

Event details are shared in the magazine, on social media,
and through direct outreach—watch for your invitation!

Have any ideas on

doing better?
Please reach out!

Q: WHAT IS THE PROCESS FOR BEING FEATURED?

A: Being featured is simple and starts with a nomination. Real
Estate Agents, affiliates, brokers, office leaders, and even self-
nominations are welcome! If you know someone with an
inspiring story, exceptional leadership, top-ier client service,
or a remarkable commitment to giving back, we'd love to hear
about them.

To nominate, send an email to John.Ludes@N2co.com and
share why you believe they should be featured. Your insights
help us uncover stories we may not know about. Once a
nomination is submitted, we’ll reach out for an interview to
ensure the feature is a great fit. If selected, our team will take
it from there, coordinating an article write-up and scheduling a
professional photo shoot.

Q: WHAT DOES IT COST AN AGENT/TEAM TO BE FEATURED?
A: Absolutely nothing! Real Producers is not a “pay-to-play”
model. Everything we do for agents is based on merit, so
agents earn their place on the platform through top
performance and professional reputation. We share great
stories about Real Producers — no price tag attached.

Q: WHO ARE THE PREFERRED PARTNERS?

A: Trusted businesses listed as “Preferred Partners” in the front
of the publication are a critical part of our “best in class”
community. We only partner with businesses that top agents
have recommended fo us, so every single business you see in
this publication has earned their “stamp of approval.”

Our team also vets every business to make sure they are a
good fit and bring value to our powerhouse network.

These Partners are the engine under the hood and support
everything we do for agents. Without them, we wouldn't be
able to feature our top agents or host our social events.
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ELEVATE YOUR CLOSING GIFT INTO THE START OF A
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WW/ Wmm HomePro | FTOtECHRg Khode isiand
Inspections Home Buyers since 1999

=

From Our Select New England Farms to Your Table—
Premium Grass-Fed Beef, Raised Right Since 2011.

Hoew € e ﬂ and

GIIASS FED

A ED MEATS OF DISTINCTION

Ey5E
“.EJEEIH"
DERIEr

FULL-SERVICE HOME INSPECTION COMPANY
( Why choose HomePro lnspections?
25+ Years of Experience = Online Scheduling
“ Full Suite of Services » Reports Within 24 Hours
# % 7 % % Rating on © o ' with over 1,000 Reviews!

Inspections 7 Days a Week s Online Scheduling Available o HI'.E] ]
HomeProRI. com e 401 821-5446 FabE

(401) 230-4027

negrassfed.com | Martin@negrassfed.com
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ow you work with co-brokes today can
ape the opportunities you have tomorrow.

Connections is a monthly column celebrating the relationships that strengthen Rhode
Island’s real estate community. Each month, Nelson Taylor shares authentic stories from

agents and trusted business partners whose willingness to collaborate, share knowledge,
and support one another creates opportunities that never would have happened alone.

WRITTEN BY
NELSON TAYLOR

Do you treat your cooperating agents as
valued collaborators or grind-worthy
adversaries? Whether you are on the
buyer or seller side of the transaction,
there is nothing more important than
Relationships with other agents in the
marketplace. While each agent should
always be working to negotiate the
best results for their individual buyer
and seller clients, it should never be

at the expense of alienating co-brokes.
Respect is paramount, even through
tough deals. You never know when you
might need access to a future property
they’re representing, or when you
might need a leg-up in a multiple-offer
situation. One thing our team employs:
every co-broke gets a handwritten
thank-you card after closing.

Next is Information. Be exhaustive in
your advance due diligence before
listing a property. When representing
condominiums, know your association’s
pet policy, rental rules, annual budget,
and current or future assessments. Don’t
just send the condo docs and tell your
co-broke to look it up for themselves.
When representing multis, know

your leases, lead-conformance status,
whether an ownership LLC is up to

14 - November 2026

date, and always check keys in advance.

Work with sellers of every type of
property to fill out exhaustive, accurate
disclosures. Personally, I recommend a
pre-inspection to all of my sellers and
will even pay for it with my 3% listings.

Communication is also key. Return
calls, emails, and texts promptly.

Seems simple, but a high percentage

of agents fail this basic practice.
Respond quickly to showing requests
and property questions. Document all
agreements and extensions. Adhere to
deadlines. No last-minute surprises,

no needless delays. With new listings,
let inquiring agents know in advance
if your advertised schedule and/or
open house is sacred, or if your sellers
reserve the right to accept an offer in
advance. Disclose whether you practice
dual facilitation, and if you do, whether
you have a buyer offering and how
that will be fairly handled. Never allow
a buyer’s agent to find out via MLS.

For multiple offers, be clear about
your process and deadlines. One
agent I know, after every bidding
war, sends an email to all the losing
agents sharing how many offers

there were, how many were above
the list price, how many were cash,
how many removed the inspection
contingency, and a breakdown of
buyer-agent commission requests.

And finally, a few words about
Commission. Not only should you
advocate with your sellers for the
value of offering buyers’ agents
adequate compensation, but be
clear with your potential co-brokes
whether your seller has guaranteed
a compensation rate or whether
their request should be included

in their offer. Remember, all offer
considerations fall to the bottom
line. So, rather than try to negotiate
a lower split with the buyer’s agent,
advocate for fair compensation by
incorporating their request into your
seller’s bottom line. Two percent of
$500,000 nets out about the same
as 2.5% of $503,000. If their buyer
won’t do the $503,000, let them
decide if they are willing to reduce
their rate to get the deal done.

In real estate, you have to play the long
game in order to build a successful,
respectable, and sustainable career.
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With over 1000 homes staged, we are

Rhode Island’s home staging experts

Shannon Brito
Premiere Home Staging
401-524-3944

shannon@staginginri.com
www.staginginri.com

R

SPECIALIZING IN VACANT & LUXURY HOMES



AGENT ON THE MOVE

Slowing

Down

O Create

YIN OT har

Kristin McGrath is listening closer & connecting deeper—
and the result is a business that CONTINUES TO ACCELERATE.

There is something fitting about

Kristin McGrath being recognized as
an Agent on the Move. Her business is
gaining momentum, her production
continues to climb and the recognition
is piling up. Our discussion with Kristin
reveals what has made the biggest
difference in her business lately, and
her answer might surprise you.

“I think the biggest change I've
made is really slowing down
and listening to my clients.”

For an agent building a successful
career in one of the most relationship-
driven businesses around, those
words say a lot. Kristin has discovered
that sometimes the fastest path
forward is to slow the pace, pay closer
attention and make sure the person
sitting across the table feels heard.

That philosophy is translating into
results. Licensed in both Rhode Island
and Massachusetts since 2018, Kristin
has built a career volume of nearly

$44 million, including more than $10.4
million in 2025. Last year, she reached
the highest award level in Century

21, earning the President’s Award,
Centurion Award and Pinnacle Quality
Service Award. She has also earned
multiple Circle of Excellence awards and
was recognized by REALTrends Verified
among the top 1.5% of real estate
professionals in the country in 2026.

Those numbers demonstrate
a business in motion, yet they
only tell part of the story.

Kristin’s approach to business has
always been centered on people. In
fact, real estate wasn’t necessarily
the career she envisioned for herself.
Before getting licensed, she spent

roughly 15 years as an office manager
at an automotive shop. When she
became pregnant with her first child,
she began thinking differently about
what she wanted her future to look
like. Without family available to help
with childcare, she wanted a career
that offered flexibility and allowed
her to create her own schedule while
being present for her daughter.

Real estate seemed like a natural fit.
Kristin has always enjoyed meeting
people, getting to know them and
building relationships. What began as
a practical decision quickly became
something much more meaningful.

Today, those relationships are at
the center of her business.

“Staying connected with my past and
present clients and building my business
through relationships and referrals”

is the strategy Kristin credits most for
her recent growth. She stays in touch,
checks in and continues investing

in relationships long after a

transaction is complete.
The result is a business
fueled largely by
repeat clients

and referrals—
arguably one of

the strongest
endorsements

an agent can

receive.

But Kristin has
also learned
that genuine
relationships
require

more than simply staying in touch.
They require paying attention.

That has become especially important
in today’s market, where every client
brings a different set of circumstances,
expectations and concerns. Kristin
doesn’t believe in a one-size-fits-all
approach. She wants her clients to

feel like they have someone in their
corner who genuinely cares about their
outcome, rather than someone simply
trying to get to the closing table.

That mindset shows up in her approach
to pricing, too. Kristin believes in

setting realistic expectations based on
comparable sales, current competition
and the unique characteristics of a
property, while also understanding
what her client is trying to accomplish.
She knows that telling someone what
they want to hear can sometimes win
the listing—but she CONTINUED >

Rhode Island Real Producers - 17



would rather lose a listing than mislead a
client about what their home is worth.

That kind of conviction matters,
particularly as an agent’s reputation grows.

Kristin also understands that relationships
today extend beyond the transaction

itself. Her personal brand reflects that
philosophy. She wants people to know

her not simply as a real estate agent,

but as a mom, a friend, a member of her
— community and a real person. She shares
her business perspectives, but also pieces of
everyday life, allowing clients and prospects
to see the person behind the professional.

A

MOVING SERVICES
(401) S500-2925 '

, YOUR CLIENTS
TRUST YOU
* % WITH THEIR HOME.

TRUST CRUM
WITH THEIR MOVE:

A MOVING PARTNER

YOU CAN CONFIDENTLY
RECOMMEND.

o RESIDENTIAL MOVES

For Kristin, that personal connection
is clearly not a marketing tactic. It
represents the core of her business.

It is also a lesson she believes
successful agents should never

lose sight of. As agents become

more established, it can be o
easy to focus on production,
transactions and the next
opportunity. Kristin
believes the

-~ s

. COMMERCIAL MOVES
CONTINUED >

LOCAL & LONG DISTANCE

@ PACKING & UNPACKING
0 SHORT & LONG TERM STORAGE

FULLY LICENSED & rNSUﬂED

Car

% (401) 500-292

@ CrumRelo.com

PROUD SPONSOR OF

© “Agent on the MOVE
e el
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little things still matter: returning the
phone call, checking in when you don’t
need anything, remembering what
matters to a client or simply being
there when someone needs to talk.

Those moments may never appear
on a production report, but they

are often what create the trust that
produces the next referral years later.

Perhaps that perspective comes
naturally from Kristin’s family
history. Both sets of her grandparents
immigrated to the United States from
Portugal with very little and worked
hard to build lives for themselves and

20 - November 2026

their families. Their determination,
sacrifice and emphasis on family shaped
Kristin’s understanding of what it
means to build something meaningful.

Today, she measures success
in much the same way.

Of course, the awards matter. The
production matters. The recognition
matters. But Kristin’s definition of
success goes deeper: being proud of
the person she has become, being
present for her family and knowing
that the people she has worked
with felt genuinely cared for.

Kristin believes
the little things still
matter: returning the
phone call, checking in
when you don't need
anything, remembering what
matters to a client or simply

_\  being there when someone

needs to talk.

That may be the most revealing

thing about this particular Agent on

the Move. Kristin is clearly moving
forward—and doing it with impressive
momentum. But her greatest
competitive advantage may be that

she has figured out something many
people in a fast-moving business forget:

Sometimes, the best way to build
a bigger business is to give people
more of your attention.

And Kristin McGrath is proving
that listening can be a powerful
and effective growth strategy. ¥

EXTERIORS

ROOFING SIDING WINDOWS

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

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

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

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

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

f; YOUR CLIENTS ARE IN GOOD HANDS.

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

‘_L_E Check out our

L= 100+ 5-star

Molly Robinson Photography

Portraits | Events | Architecture

Mowments Hhat [nspire

! = "' .
‘BN Professional
Installation.

We specialize in:

¥ Home Theater

v Smart TVs &
Custom Mounting Personalized

¥ Whole-Home Audio Solutions.

v/ Smart Lighting,
Security & Automation

Top Brands.

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

mollyrobinsonphotography.com E
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PARTNER SPOTLIGHT reE8eq

PHOTOGRAPHY BY JAVIER ROSA
EDITED BY STUART TITUS | L .

TO REMEMBER YOU

JAVIER ROSA IS HELPING RHODE ISLAND'S TOP AGENTS TURN
GREAT LISTINGS INTO POWERFUL PERSONAL BRANDS THAT
BUILD RECOGNITION, TRUST, AND FUTURE BUSINESS.

s

avier Rosa has a serious

appreciation for a great shot.

Give him a beautiful property,
a drone, a cinema camera, some good
light, and a little creative freedom,
and he is in his element. He has a
passion that is clear from the moment
you meet him and it becomes obvious
how he has achieved his success.

Javier is a people person. He is curious,
competitive, energetic, and genuinely
invested in getting better at what he
does. That mindset has taken him a
long way in 12 years of photography
and filmmaking, transforming what
began as an interest into Javier Rosa
Photography / 7 Films Productions,

a high-end photography and video
production company serving real estate,
weddings, events, commercial clients,
municipalities, and organizations
throughout New England and

beyond. His work earned him the

2025 SouthCoast Community’s Choice
Award for Best Photographer &
Videographer of the Year. But some

of the most interesting things about
Javier have little to do with cameras.

Before photography became his
full-time career, Javier was a police
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officer. Four years ago, he made the
kind of leap that takes commitment:
he walked away from a secure career
and bet on himself, choosing to pursue
photography and filmmaking full-time.
The discipline and people skills he
developed in law enforcement never
left him. Neither did the belief that
how you carry yourself matters.

That same philosophy shows up in the
way he runs his business. Javier starts
most mornings working out in the gym
in his basement, using that time to clear
his head and get focused before the day
gets moving. He has practiced Brazilian
Jiu-Jitsu for about 12 years, drawn to the

—
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discipline and the endless opportunity
to learn. He loves traveling, recently
visiting the Azores and Egypt, and even
when he is not working, there is a good
chance a camera or drone is nearby.

There is a reason all of that matters
when you are considering who
represents your brand. Javier brings
the same intensity and attention

to his client relationships that he
brings to his craft. He does not see an
agent as someone calling for “some
pictures” of a listing. He sees a partner
whose reputation is on the line every
time a property goes to market.

And that is where Javier’s approach
gets particularly interesting.

He has invested heavily in professional
cinema cameras, high-end lenses,
drones, lighting, audio equipment,

and production gear that you would
expect to find on a commercial set. The
objective is to make a property look
exceptional, and Javier loves the creative
challenge of doing exactly that. But he is
equally interested in what the finished
product says about the agent who
commissioned it. Every listing is another
chance to demonstrate the quality of

an agent’s marketing, reinforce their
brand, and give prospective sellers

a glimpse of what it would be like to
have that agent represent their home.

That perspective is increasingly
important. Real estate consumers are
paying closer attention to how agents
present themselves online. They notice
the quality of the listings, the videos, the
social content, the consistency, and the
overall experience an agent appears to
deliver. Javier believes that strong visual
content creates confidence before a
potential client ever picks up the phone.

For Javier, that makes every listing part
of a much bigger marketing strategy.

He wants agents to use his team

for more than listing photography.
Educational videos. Community pieces.
Personality-driven social content. Agent
branding. Market expertise. Short-form
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video. The production capabilities are
there, and Javier sees a tremendous
opportunity for agents to put more

of themselves in front of the camera
and become more recognizable in
the markets they serve. “The listing
gives you something to market today.
Your personal brand is what can
bring you the next listing,” he says.

That long-term relationship is central
to how he defines partnership. Javier
wants to know the agent, understand
their style, learn what resonates

with their audience, and grow
alongside them. He wants clients to
know that when they hand him their
brand, he takes that responsibility
personally. Whether it is a first

PEOPLE DO
BUSINESS WITH
PEOPLE THEY

KNOW &
TRUST.

GIVE THEM A
REASON TO
REMEMBER YOU.”

listing or the biggest listing of the
year, his goal is the same: show up,
communicate, deliver, and care about
the work as if it were his own.

And then there is the moment that keeps
him excited about the business after all
these years: sending the finished video
to a client and seeing their reaction.
Javier talks about the hours of filming,
editing, and refining the work, but says
that when a client is genuinely excited—
or even emotional—when they see the
final product, that feeling never gets old.

That may be the best window into

who Javier Rosa really is. He is serious
about his craft, serious about his
clients, and still genuinely excited when
something comes together beautifully.

His philosophy can be summed up

in one sentence: “People do business
with people they know and trust. Give
them a reason to remember you.”

For Javier, that is more than advice for
areal estate agent. It is the standard
he brings to every relationship he
builds—and the reason the work he
creates can become far more valuable
than the photographs and videos
themselves. It becomes part of the
reason people remember you.
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COVER FEATURE
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/BOTH WORLDS

Kate Greenman and Michelle Kirby combine timeless real estate wisdom with a modern

approach to a partnership that makes them stronger individually and together.

here are plenty of

ways to measure

success in real
estate. Sales volume is
one. Longevity is another.
Recognition, referrals,
repeat business and the
respect of your peers all
count for something, too.

By virtually any measure,
Kate Greenman and
Michelle Kirby have earned
their place among Rhode
Island real estate’s elite.

Kate, licensed since 1983,
has generated more than
$1.36 billion in career

sales and closed more than
$103.5 million in 2025

alone. Michelle, a 40-year
veteran of the business, has
surpassed $1.19 billion in
career volume and produced

$89.9 million in 2025. Both
have been among the

state’s highest-performing
agents for decades, with
Kate repeatedly ranking
among Newport County’s
top sellers and both building
reputations that extend

well beyond the numbers.

And yet, when you talk

to them, neither seems
particularly interested in
talking about the numbers.

What comes through
instead is something more
enduring: relationships,
trust, professionalism—and
an appreciation for the
people who have made

the journey worthwhile.

For Kate and Michelle,
that journey has another

interesting dimension. They
are sisters-in-law. They are
friends. They respect one
another professionally.
And while they do not
formally operate as a real
estate team, they have
worked closely together for
years, stepping in for one
another and combining
their strengths when
circumstances call for it.

“Kate and I work together
as a team when we have
friends, family, or clients
that we know well or have
been referred to us as a
team,” Michelle explains.

Kate describes it even more
naturally. When asked

how she decides what to
delegate, she points to the
exceptional support she

receives from the team at
Gustave White Sotheby’s
International Realty and

the colleagues she partners
with regularly. She then
mentions Michelle almost
as an extension of that
philosophy: “Our division of
effort is not really delegation
based on decisions, it

just flows naturally.”

That may be one of the
most telling lines in the
entire interview.

Because the best agents in
the business understand
that success does not require
treating every other agent

as an adversary. In fact,

at the highest levels of the
profession, the opposite is
often true. The strongest
agents know the value
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of having great people
around them. They share
knowledge. They help each
other. They collaborate when
it makes sense. And they
understand that a strong
professional relationship

can make everyone better.

Kate and Michelle have
simply taken that philosophy
and made it personal.

Their careers also offer
a fascinating perspective
on just how much the
business has changed—
and how much has not.

When Kate began selling
real estate in 1983, listing
information arrived in a
massive MLS book every
week. Documents required
original signatures. If
someone was out of town,

paperwork had to be mailed,
signed and returned, often
by hand, before a transaction
could move forward. She
remembers the arrival

of the fax machine as a
revolutionary development,
followed by computers,
mobile phones and,
eventually, the smartphone.

She has embraced every
one of those changes.

“The improvements in
productivity have jumped
leaps and bounds with each
innovation,” she says.

But there is an important
distinction in the way
Kate and Michelle have
evolved with the business.
They have embraced
technology without
abandoning the principles
that made them successful

long before technology
became such a dominant
part of the profession.

Kate’s approach to
pricing is a perfect
example. Markets change.
Competition changes.
Technology changes. Her
philosophy does not.

“Pricing strategy is critical
and I haven’t changed my
approach with changing
markets or competitive
environments,” she says.
“I want to always give the
best realistic advice based
on comparable sales.”

That combination—old-
school judgment paired
with new-school tools—
may be one of the secrets
to their longevity.

Technology can make an
agent faster. Better systems
can make an agent more
efficient. Digital marketing
can make a property more
visible. But none of those
things replaces the ability
to look a client in the eye,
understand what matters

to them, provide honest
advice and earn their trust.

Michelle estimates that
roughly 90% of her
transactions come from
previous sellers and personal
referrals. After four decades
in the business, that number
says almost everything.

Both women entered real
estate through family
connections. Kate returned
to Rhode Island after
working in marketing in New
York City and spending a
year sailing in the Caribbean.
Her father suggested real
estate might suit her. He

was right. Michelle joined
the family business shortly
after marrying Kate’s
brother, invited in by her
father-in-law, who founded
Kirby Real Estate in 1984.

Neither could have
known where that
decision would lead.

For Kate, the greatest reward
has been the people she has
met along the way. “Many
friends became my clients,

and many clients became
my friends,” she says.

Michelle echoes the
sentiment, describing
success as maintaining
wonderful, ongoing
relationships with satisfied
clients and coworkers. She
points to the camaraderie
at Gustave White and
within the Newport County
Board of REALTORS®
community as something
she considers herself
fortunate to be part of.

It is fitting that two women
who have spent so much of
their careers surrounded
by relationships are
sharing the cover of Rhode
Island Real Producers.

Because Kate Greenman and
Michelle Kirby represent
something their peers
understand instinctively:
longevity in this business
is earned one relationship
at a time. Expertise
matters. Results matter.
Adaptability matters. But
so does the way you treat
people along the way.

Kate learned early in
her career that “cordial
cooperation is the very
best approach.”

Four decades later, she
and Michelle are living
proof that it works.

And perhaps the most
fitting part of their shared
cover is that neither

has had to sacrifice her
individuality to share the
spotlight. They have built
remarkable careers of
their own—and found that
having someone they trust
beside them only makes
both careers stronger. ¥
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Luxury Home Management & ' by

White-Glove Housekeeping _ o

Under One Roof =z 228 = PROUDLY RECOGNIZED WITH OVER

At New Era Property Services we R ‘:ﬁ- . 450 FIVE-STAR REVIEWS-
EXPERIENCE THE DIFFERENCE.

identify all services required to protect
and maintain l.uxury homes (dryer vent Ep——
cleaning, septic maintenance, snow i | H
removal, generator & HVAC services, %
etc.). As the homeowners single point -
of contact, we manage, schedule and !
pay all vendors. Our white-glove

housekeeping service provides expert

cleaning, bed making, laundry, errands,

organizing, meal prep, pet walking

and more.

Help your clients experience peace of
mind before ever taking that first step

into their new home. a
e~
- - SN
Their asset (and your future J //‘\,h
relationship) is not only being P .y ’/\\
protected but also managed with - -
precision, discretion, and unmatched N Ew E RA

PROPERTY SERVICES

attention to detail.

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

The Ultimate Home
Inspection Experience ROCK HARD

LICENSED IN RI, MA, & CT @
N7 QUARTZ & GRANITE

Pillar To Post Home Inspection Packages include even more
exclusive and innovative features than ever. These new services
deliver speed, ease and convenience, getting you to closings % (508) 982-8674
faster, saving you time and delighting your clients.

Done Right the
o Time.

s . - o
_ _ _ _ Let’s bring Quality
Standard with every Also included with Premium 2 . -
Home Inspection: and Prestige Packages: all L[ 1; ] c2ance
PTP360 PTPFloorPlan ) o 3
Y — to your home
Interactive 360 P An accurate ,_I'_ —[—| o
Visual Inspection W —?1 floor plan of the ~—-]| - At Rock Hard Quartz & Granite, we

Summary entire home | = =g

PTPEstimates
Powered 30SSC/

PTPHomeManual L kitchens to exquisite i rio|
Cost estimate | The digital owner’s 3 i L
for Inspection manual for the home SERVING RHODE ISLAND & MASSACHUSETTS
Summary items w A b

o appert | =) Fast Turnaround

R T | | R RINALDI BROTHERS

HOME INSPECTORS
ROOFING | SIDING | DECKING

Preview

Here “T™  PETER HACKETT

peter.hackett@pillartopost.com

401-219-9548 3681 QUAKER LN NORTH KINGSTOWN, RI WWW.RINALDIROOFINGRI.COM
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

MILESTONE

MORTGAGE SOLUTIONS

FAST CLOSINGS

Understanding the importance

urgency & keeping deals on-time.

Protecting your reputation and
your clients.

MORE LOAN OPTIONS

With over 40 investors, Craig has
more options than most — and a
solution for almost any buyer.

LOCAL RI EXPERTISE

More than mortgages — Craig
understands the communities, the
families, and what it means to
put down roots in this very
special state.

PERSONAL SERVICE

No online bank. No call center.
Just a dedicated local team that
answers calls, responds when you
text, and shows up when it
matters.

oNELL O a08-371-2811

Vice President of Sales | NMLS: 1816903 csnellemilestonemortgagesolutions.com

CRAIG SNELL | LO NMLS: 1816903 | MILESTONE MORTGAGE SOLUTIONS, LLC | NMLS #1815656 | 128 UNION STREET, SUITE 101, NEW BEDFORD, MA 02740 LUCENSED/REGISTERED IN CONNECTICUT NMLS# 1816903, RHODE ISLAND NMLS# 1816903 — RHODE
D LICENSED LOAN BROKER, SOUTH CAROLINA NMLS# 1816903, MILESTONE MORTGAGE SOLUTIONS, LLC IS ALSO FEDERALLY REGISTERED. FOR ADDIT\ONAL LICENSE/PECISTPAT\ON INFORMATION, VISIT

WWW.MILESTONEMORTGAGESOLUTIONS COM%LEOAL AND WWW.NMLSCONSUMERACCESS.ORG. FOR INFORMATION PURPOSES ONLY. THIS IS NOT A COMMITMENT TO Li IATION AND/OR DATES ARE SUBJECT TO
LOANS ARE SUBJECT TO CREDIT APPROVAL. OTHER RESTRICTIONS MAY APPLY. FOR ADDITIONAL INFORMATION, \/\SIT WWW MILESTONEMOPTGAGESOLUT\ONS COM




