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THE LOAN OFFICER total O
YOUR BUSINESS DESERVES mortgage Cardona Flooring

Your clients remember the experience - and they

remember who referred them. Partner with a lender
who helps you win offers, solve problems, and close
with confidence.

RESPONSIVE WHEN IT COUNTS
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PRE-APPROVALS THAT COMPETE

MORE WAYS TO GET TO YES

Let's build more business - together.

Manny Gomes
SVP, Branch Manager

203.673.2131

mgomes@totalmortgage.com \ _
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@ (203) 667-3294 cardonai@live.com @ cardonaflooring.com



* Move Management,
Packing & Unpacking

* Decluttering, Organizing
& Home Editing

* Estate Sales & Estate
Clear-Outs

* Vacation Property
Preparation

Organize « Simplify
Coordinate * Transition

* Painting & Color
Consultations

* Deep Cleaning

203.296.0930

| - dtothdesign@yahoo.com %& ;.d{

www.daniellatothdesign.com

Residential Refuse for
New Canaan and Wilton Families

Guaranteed

One-Month
Free Service

for New
Customers

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

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

4 . October 2026

ELITE CONSTRUCTION SOLUITONS

Residential & Commercial Roofing

Gutter & Downspout Installation

Siding Installation

Storm Damage Repair & Emergency Services
Construction Projects

Senior Discounts

Manufacturer's Warranties
Provided Over 60 Years of Combined
10-Year Workmanship Experience

Guarantee Thorough Communication

Transparent Pricing on All Projects

Call or Text 203-545-5365 | myecspro@gmail.com | myecspro.com
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WILLIAM LEAVY *
ARCHITECTURE.

Residential Homes - Additions - Renovations
Corporate - Apartments
Yacht Interiors

BILL LEAVY | 917.838.3428
WL@WLARCHITECTURE.COM

wlarchitecture.com
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Lucio Gabriel

203-455-7278
infinite-builders.com

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

Bérnard Law

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

Southbury, CT 06488
bernardlawgrp.com
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BENARD

SUCCESS ISN'T
RANDOM, IT'S I é\ 4Lk

STRATEGICALLY

STAGING & INTERIQRS

STA()ED

Professional mold
remediation and
indoor air quality f.=3
solutions. v

! ~ AWARD-
. WINNING
STAGING
GROUNDED IN
.~ BUYER- BI]!M,'[DR

* Mold Remediation
« Air Quality Testing
* Preventive Treatment Andre Benard

LICENSED & CERTIFIED v 24/7 EMERGENCY RESPONSE
FREE ESTIMATES  100% SATISFACTION GUARANTEE

support@benardhealthyhomes.com

/\PRETERREN

& RODFING & CONTRACTING

THE PREFERRED NAME IN
GCONSTRUCGTION

(203) 333-4433
| stephonwynter@a-preferred.com
" ‘ a-preferredroofingct.com

ROOFING | REMODELIING | HOME ADDITIONS

Gold Coast Real Producers - 9




Preferred Pariners

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please
support these businesses and thank them for supporting the REALTOR® community!

ARCHITECT

Doyle Coffin Architecture
(203) 431-6001
doylecoffinarchitecture.com

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

CONTRACTOR
Polito Construction
(203) 515-1321

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

GARBAGE / WASTE REMOVAL
MDM Sanitation Inc

(203) 852-0535
mdmsanitationinc.com

HANDYMAN/HOME
IMPROVEMENT
Tidy House

(203) 895-9509

HOME DECOR & INTERIOR
DECORATING

The Post

(203) 981-4201
thepostct.com

HOME EDITING/ESTATE SALES
C2C Home Edit

(203) 604-7118
c2chomeedit.com

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

HomeSpec, LLC
(203) 240-0023
homespec-ct.com

New England Home Inspection

(203) 223-6838
inspectionsbynehi.com
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Reilly Inspections
(203) 482-1160
reillyinspections.com

The Miranda Team: Pillar

To Post Home Inspectors
(203) 490-7855
mirandateam.pillartopost.com

Tiger Home & Building
Inspections

(800) 328-4677
tigerinspect.com

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

HOME PREPARATION
SERVICES

HOMEstretch

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

HOME STAGING

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

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

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

INTERIOR DESIGN/
RENOVATIONS

Jan Hiltz Interiors LLC
(203) 331-5578
janhiltzinteriorslic.com

ND Interiors
(914) 714-8774
ndinteriors.com

JUNK REMOVAL

Junkluggers of Fairfield &
Westchester Counties

(315) 384-9366

junkluggers.com/
fairfield-and-westchester-counties

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

KITCHEN DESIGN/
CUSTOM CABINETRY
Christopoulos Designs
(203) 576-1114
christopoulosdesigns.com

MOLD REMEDIATION

& RESTORATION

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

MORTGAGE

AFC Mortgage

(203) 452-9899
afcmortgagegroup.net

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

Costa Gakidis-

A.S.A.P. Mortgage

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

FairWorld Mortgage
(203) 623-7834
fairworldmortgage.com

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

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

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

Tim Martin, Guaranteed
Rate Affinity

(203) 917-2800
grarate.com/TimMartin

MOVING COMPANY
Saturday Morning Moving
(203) 565-0537
saturdaymorningmoving.com

NEW CONSTRUCTION
AND REMODELING
Infinite Build

(203) 455-7278
infinite-builders.com

ORGANIZING SERVICES
Simple Organized
Solutions (SOS) By Erin
(914) 924-7346
sosbyerin.com

PHOTOGRAPHY
Hommati CT/NY

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

REAL ESTATE ATTORNEY
Bernard Law Group

(203) 805-4521
bernardlawgrp.com

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

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

ROOFING

A-Preferred Roofing

& Contracting

(203) 520-0711
a-preferredroofingct.com

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

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

- Amanda C , ,

SATURDAY

ORNING Miaxeeni:
HOME

FULL SERVICE
HOUSEHOLD
RELOCATION

MOVING

SaturdayMorningMoving.com

203-707-1170

Serving Fairfield County and CT Shoreline.
USDOT 3385514

N ‘tf )

Paul Denzel Jr. - Owner




Meet

The
Team

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

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

d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the

u DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company
assistance of artificial intelligence (Al) tools by authors or contributors and may not be independently verified by N2.

AWARD WINNING

» INTERIOR
N D | | - Fre DESIGNER

INTERIORS

WESTCHESTER AND FAIRFIELD COUNTY
NANCY DAVILMAN

nancy@ndinteriors.com
914-714-8774 = ndinteriors.com

TORNATO
LAW, LLC

| sebastian@tornatorelawllc.com
| betsy@tornatorelawllc.com
203-928-8082 | 64 Wall Street | Suite 301 | Norwalk, Connecticut 06854

k. Your trusted
legal advisors
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YOUR GOLD COAST

REALTOR JUNK & LABOR PARTNER

Junk removal, moving labor, and property reset support for realtors and homeowners.

© | U | #@ | #

FAST TURMNAROUHD RELIABLE & INSURED BIGGER CAPABILITY PROPERTY RESET EXPERTS
Get listings ready Frofessional, on-time, More hands, bigger truck, Cleanouts, light repairs,
— quickly. and fully insured. better results, and everything in between, HELPIMNG OUR COMMUHNITY]
FULL-SERVICE SOLUTIONS o i o ‘ 0 Likon MeRvICS SH80% 4 NOT Titka
TO GET PROPERTIES -...-. e Al mcp m Sale remaoval, haul
MARKET-READY bl Uiy ot
quﬂ.l mofe. and sae cleanup.
% SERVING CONNECTICUT'S
| Dean Jackson Ponce
GOLD COAST (S CALL, TEXT, OR EMAIL
u . DEAM TODAY FOR t, Cell: (928) 451-5629

v A FREE QUOTE!

GOLD COAST

Pppniatanpdiagy

Sy o e N
' =/ L
1“" B Ao ’
-

FOR REALTORS

L. Office: (860) 572-4759
= Email dean@wishjunkremoval com
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PUBLISHER’S NOTE

THE MARKET WILL

CHANGE.

W] Yy

airfield County has

been an interesting

place to sell real estate
over the last several years.

And by “interesting,” I

mean buyers fighting over
houses, homes disappearing
quickly, and plenty of sellers
getting numbers they never
expected a few years earlier.

The market remains
incredibly competitive today.
Over the three months
ending in July, Fairfield
County’s median sale price
was up 9.3% from a year

14 - October 2026

earlier. More than 62% of
homes sold above asking
price, and the average sale-
to-list ratio was 103.9%. Then
you look at the rest of the
country. Nationally, more
than 1.1 million homes were
actively listed in August.
The median listing spent 60
days on the market. More
than one in five listings had
a price reduction, and the
national median list price
was down 1.3% year over
year. Pending sales also
slipped below last year’s
level for the first time in
eight months.

That is a pretty different
world from much of
Fairfield County right now.
But markets change. So the
question is not whether
your market will ever look
different. The question is
what you are doing now to
prepare for when it does.

What happens when there
are more listings than
buyers? When your seller
calls after 45 days asking
why nobody has made

an offer? When putting a
property on the MLS no
longer creates an immediate
bidding war?

Are you going to walk into

a Real Producers event with
a three-ring binder filled
with listings and start asking
everyone who has a buyer?
Because I'm fine with that.
That is part of the point.

Right now, knowing
another top agent

might help your buyer
learn about a listing
before everyone else. A
relationship built at one
of our events might make
a difficult transaction

a little easier because
you already know the
person on the other side
of the table. When the
market shifts, those same
relationships become
even more important.

Suddenly, knowing the
agents doing the most
business throughout Fairfield
County means knowing

the people who have

buyers. Knowing a great
lender, attorney, inspector,
contractor, stager, or other
local professional means
having someone to call when
your client has a problem
and needs an answer.

That is why we do this.

It is why we hold the
events. It is why we share
the stories behind some
of the best agents in this
market. It is also why we
are so selective about the
businesses involved with
Real Producers.

Our Preferred Partners
Index is meant to serve as
aresource. Every business
involved with us came
through a referral from an
agent in this community
and went through our
vetting process. If you need
someone in a category

we do not currently have,
reach out. Tell me what you
are looking for, and I will
do the research.

The goal is simple. Do not
wait for a harder market to
start building the network
you wish you already had.
Build it while things are good.

And on that note, save the
date for our next Gold
Coast Real Producers event
on November 17 at Gates
Restaurant in New Canaan.

Come meet a few more
people before you

need the binder.

See you soon,

Sam Kantrow, Publisher

IS REAL

PRODUCERS?

WELCOME TO GOLD COAST REAL PRODUCERS!

BY SAM KANTROW

It is a privilege to introduce Gold

Coast Real Producers to Fairfield
County and to celebrate the exceptional
contributions you bring to this market.

I grew up here and spent 14 years

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

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

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

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

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

Quick Facts:

DISTRIBUTION

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

CONTENT

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

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

PREFERRED PARTNERS

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

events, and engage in our online groups.

ALL ABOUT REAL PRODUCERS

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

EVENTS

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

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

CONTRIBUTION

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

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

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

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

Gold Coast Real Producers - 15



RESIDENTIAL & COMMERCIAL

We bring clients’ visions to life

Joe Polito
politobuilt@gmail.com = 203-515-1321

an |

{ﬁ . lhé} ﬂ =

AWARD WINNING

ESTATE SALE
COMPANY 2 Home Edit
ORGANIZING « ESTATE SALE‘S P;oal.écc'll'-lEOI:‘I:O;"TSSTAGING

c2chomeedit.com
(203) 604-7118
c2chomeedit@gmail.com
Deering Rose

16 - October 2026

VINCE:

MORTGAGE ASSOCIATES ]NC

PROBLEM-SOLVING AND
OUTCOME-DRIVEN

=> Presenting unique solutions
for the first-time buyer to the
seasoned investor

SUPPORTING YOUR BUSINESS
AND LIFESTYLE GOALS

= Qualifying clients early and
updating you often so we never
lose track of the deal

William Bateson
Senior Mortgage Advisor

203-232-0820
WBateson@provincemortgage.com
provincemortgage.com/william-bateson
702 Bridgeport Ave, Suite 301, Shelton, CT

NMLS #1800894
Province Mortgage Associates, Inc. NMLS #2861 | Rl Licensed Mortgage Lender and Broker | MA Licensed Broker and Lender #MC2861

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



12,157,379,438 Billion

@ TOTAL SALES VOLUME

S
&4 m

9,500 $24.1M

TOTAL AVERAGE
TRANSACTIONS SALES VOLUME
JAN-DEC 2025 PER AGENT

! ' ! . SAVE THE DATE
A Personalized, High-Touch Inspection Experience

Our reports are built on our proprietary reporting system — not generic checkbox software.

L]

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

= e
" v%

TUESDAY, NOVEMBER 17TH

Included Services Others Charge Extra For:
* Termite inspection

« Complimentary pre-closing walk-through

+ Drone technology when needed for roof & structure evaluation

« Infrared thermal imaging cameras for moisture & insulation detection

A Relationship That Doesn’t End at Closing

+ We stand behind our work long after the transaction.

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

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

That level of long-term support isn’t standard — it’s personal. Gates Restaurant + Bar in New Canaan, CT

Tuesday, November 17th

perience That Matt

: . : . : Y Break out your ugliest holiday sweater because
With over 30 years of residential and commercial real estate experience, - = prizes will be awarded for the best of the worst!

Reilly Inspections is Connecticut's premier family-owned inspection company.

- ol - : Great Food e Festive Drinks * Ugly Sweater
Fully licensed and Insured R R Contest » Prizes » Great Connections

T

1-203-785-8141 | kelly@reillyinspections.com |- reillyinspections.com

More details and RSVP information coming soon!
Gold Coast Real Producers - 19
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GO-TO Family f 4

Mortgage Lender! |

Vito Ciambriello Gaetano Ciambriello

© 203-452-9899

afc@afcmtg.com

Frank Ciambriello

afcmortgagegroup.net S 280

7 ""c'hrlstopoulosdes1gns com

Eco Frlendly .lunk
Removal & Haullng

At The Junkluggers®™ we're your partners in creating a cleaner, — 5 .

: ‘f4 IFUCH

greener future. Our mission extends beyond removing unwanted ‘H' ( ;" . ﬂf B " i

iterns to prioritizing responsible disposal, eco-conscious i e
USE GﬂL‘IE i

wd meaningful donations

pracuces, ar

Moving - Downsizing - Estate Cleanout - Decluttering - Remodeling

203-854»9393

Junkluggmnlﬁalrﬂeld-lml Wutchestarcumtlu <
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PARTNER INSIGHT

What Really
Makes an
Offer Win

BY TIM MARTIN, GUARANTEED
RATE AFFINITY

In today’s competitive real estate

market, a seller’s default is to focus

on one thing: Price. But experienced

real estate professionals know

the highest bid does not always

become the winning offer. In many

cases, certainty, speed, flexibility,

and trust carry as much weight as

the top dollar.

As mortgage and real estate
professionals, it is important
that we educate consumers
to understand that the ideal
offer is about more than
price alone. The structure
behind the offer, paired
with the professionals
guiding it, often determines
whether a transaction closes
smoothly or becomes a
stressful experience filled
with delays, renegotiations,
or worse, failure.

From a seller’s perspective,
certainty is desired. A
seller may receive an

offer that is higher, but

if that offer comes with
financing uncertainty,
extensive contingencies, or
an inexperienced team, the
risk of being “back on the
market” increases. That risk,
and the associated stigma,
may outweigh the potential
reward of chasing the extra
money. Sellers ultimately
want confidence that the
buyer can get to the closing
table at the original terms.

That confidence, in part,
comes in the form of a

trusted local lender. Listing
agents and sellers often feel
more comfortable when
they recognize the mortgage
professional associated
with the offer. A local loan
officer with a reputation

for solid communication,
responsiveness, and
reliably smooth closings
provides reassurance that
the financing side of the
transaction is in capable
hands. Listing agents
advising their sellers can
advise with confidence that
“this one will get done” while
the other offers may not.
Ultimately, the sellers must
weigh it all, but as educated
consumers, they understand
the importance of terms.

In competitive negotiations
of highly valuable assets,
reputation matters. Sellers
and listing agents frequently
ask themselves questions
such as: Has this lender
closed transactions in this
market before? Do they
communicate proactively?
Can they solve problems
quickly if issues arise? A
well-qualified buyer backed
by a respected local lending
team can often compete
successfully against a higher-
priced offer that is supported
by unfamiliar or less proven
financing sources.

Contingencies also play

a major role in an offer’s
strength. Financing
contingencies, appraisal
contingencies, home sale
contingencies, and inspection
requests all affect how a seller
evaluates risk. The cleanest
offer is not always possible or
appropriate for every buyer,
but strategic preparation

can make a significant
difference. Again, an
educated buying consumer
can weigh the balance

between a more competitive
offer and risk mitigation.

Buyers who are fully
underwritten upfront with
strong documentation
prepared early and who
work with experienced
professionals are often in
a better position to reduce
uncertainty and shorten
timelines. This creates

a smoother process for
everyone involved but
involves the loan officer
and buyer engaging well
ahead of identifying a
prospective home.

Speed is another critical
factor. Many sellers value
the ability to close quickly,
especially if they are
relocating, have already
purchased another home, or
are managing financial or
family timelines. However,
speed is not universally the
top priority. In some cases,
flexibility is even more
valuable - especially when a
seller isn’t quite sure where
they are landing next.

Some sellers may need

a delayed closing to
coordinate the purchase of
their next property. Others
may request a post-closing
occupancy agreement or
“lease back” option that
allows them to remain in
the home temporarily after
closing. Buyers who can
accommodate these needs
often create a meaningful
competitive advantage,
even if their offer is not the
absolute highest.

The ultimate key is
collaboration between

the real estate agent and
mortgage professional

as a team. Strong
communication and creative
problem-solving can help

structure terms that protect
a buyer while aligning the
buyer’s desired outcome and
the seller’s priorities.

Ultimately, winning offers
tend to succeed because
they balance three key
components: price, certainty,
and flexibility.

Price will always matter.
But sellers are choosing
the path that gives them
the greatest confidence
the transaction will close
successfully and with the
least amount of stress.

For real estate professionals,
this creates an opportunity
to educate buyers and their
advisors more effectively.
Helping buyers strengthen
the overall quality of their
offer — through lender

CONTACT

uUs!

Tim Martin
NMLS# 16273

preparation, reduced
contingencies where
appropriate, flexible terms,
and a trusted local team —
can often be the difference
between winning and losing
in a competitive market.

Real estate is an industry
built on relationships
where trust still matters.
Buyers, sellers, agents,
attorneys, and lenders all
benefit when experienced
local professionals work
towards a common goal.
The strongest transactions
are rarely just about

the highest price. More
often, they are about
confidence, communication,
and execution.

That combination
continues to win deals in
every type of market.

guaranteedFEIG1

EFIIIIT‘I"

Area Sales Manager, SVP of Mortgage Lending

m (203) 917-2800
0 (203) 974-5253
Tim@grarate.com
https://www.grarate.com/loan-officers/tim-martin-16273
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A PROFESSIONAL HOME INSPECTION SERVICEw_
THAT GIVES THE HOME BUYER

PEACE OF MIND

* 7,000+ Home Inspections Performed
¢ ASHI Trained
* Certified by the State of Connecticut

* Photographic, Narrative Reports
* Strong Construction Background

* Locally Owned and operated -
Not a Franchise

» Cost Analysis for Repairs
and Replacement

Remodeling and
Construction Advice

» References Upon Request;
Contractor Referrals

* Available 7 Days a Week
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5 ' Scott Zebendon
@ ngEhead 203-859-9393
e scott.zebendon@goosehead.com
* % K K% X Andrew Arnett Zebendon
203-8592-9388
Goosehead has provided me with excellent rates paired andrew.zebendon@goosehead.com

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

- Jason H.

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

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

MAKING WAVES

PHOTOS BY PERSPECTIVE REAL ESTATE MEDIA

tephanie Ferreira
did not enter real
estate quietly.

Within just a few years, she
built a recognizable coastal
brand, landed among the
top agents at her brokerage,
stepped in front of the
camera for a national real
estate television show,

and was selected as one

of only five Better Homes
and Gardens Real Estate
brand ambassadors in

the country for 2026.

But long before real

estate became her

career, Stephanie already
understood the power of a
great story.

The daughter of a builder,

she grew up around real
estate and remained

involved with her family’s
properties throughout her
adult life. Professionally,
however, she took a different
path, spending 20 years in
marketing and branding
within the cosmetics industry.
She built networks, developed
digital and social media
strategies, and learned how to
connect people to a brand in
a way that felt personal.

During COVID, those two
worlds finally came together.

Stephanie was raising three
young sons, navigating
homeschooling, and
reconsidering a career that
had her traveling frequently.
She decided to earn her real
estate license, initially as a
way to continue building her
own investment portfolio.

She quickly realized it could
be much more.

“I can do real estate, I'm
really good at this, and
I get to be mom,” she
remembers thinking.

Just as importantly,
Stephanie saw an
opportunity to bring her
marketing background into
an industry where she felt it
was often missing. She knew
how to build a brand, create
professional content, and tell
a story. Instead of leaving
that experience behind, she
made it the foundation of her
new career.

Then she found the
perfect story to tell:
coastal Connecticut.

Born in France to Portuguese
parents, Stephanie came to
the United States at seven
years old and grew up in
Connecticut. As a young
adult, she discovered Milford

and fell in love with a
coastal community that
had been practically in
her backyard all along.

She and her family
rented a small house
near the beach, then
bought in the area. Over
more than 15 years,
they owned four homes
on the same street. At
one point, they even
opened a popular beach
cafe there, creating a
Mediterranean-inspired
destination complete
with palm trees.

THE CONTENT
NEEDS TO BE
AUTHENTIC TO
WHO YOU ARE

&

— STEPHANIE FERREIRA
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Those palm trees eventually
followed Stephanie
into real estate.

Today, her Stephanie Ferreira
Coastal Living Homes brand
has become synonymous with
the lifestyle she genuinely
lives. Her logo features a palm
tree. Her golf cart carries her
branding as she transports
paddleboards around the
shoreline. Her own coastal
rental, The Palms Beach
House, carries the theme
throughout. And when her
buyers close on a home, they
receive a six-foot palm tree.

“If you see a palm tree
along the coast or anywhere
around, Stephanie sold it,”
she jokes.

It is fun, memorable, and
distinctly Stephanie. It is also
backed by results.

Since entering the business,
Stephanie has consistently
ranked among the top 10
agents at Better Homes and
Gardens Gaetano Marra
Homes, a brokerage that

has grown to approximately
250 agents. She credits

much of that success to
identifying a niche, investing
in professional photography
and video, continuing to
learn, and staying consistent.

She has also built a
community around her
business. Many of Stephanie’s
clients are women, and
empowering them to

feel confident making

major decisions about
homeownership has become

an important part of her work.

Clients often become friends,
stay connected through social
media, and eventually send
referrals her way.

Stephanie sees similarities
between her former career
and her current one.

“I used to sell luxury goods,
and now I'm selling luxury
homes,” she says.

In both, success comes down
to understanding the person
in front of you.

That philosophy also shapes
Stephanie’s approach to social
media. Rather than chasing
followers, she encourages
agents to identify their own
audience and let people see
who they really are.

“It’s not about the amount
of followers you have,” she
says. “The content needs
to be authentic to who you
are and who you are as a
human being.”

That authenticity has

helped take Stephanie
far beyond traditional
real estate marketing.

She recently completed a
year filming The American
Dream TV alongside fellow
Better Homes and Gardens
agent Lauren Auresto.
Instead of simply showcasing
listings, the pair highlighted
the communities, businesses,
food, experiences,

and people that make
Connecticut special. Their
segments took them from
paddleboards and lobster
rolls to helicopters, luxury
hotels, and Porsches.

Her expertise also earned
national recognition
within Better Homes and
Gardens Real Estate. After
speaking on a panel about
social media and digital
marketing, Stephanie was
selected as one of only
five agents nationally

to serve as a brand
ambassador for 2026.

Yet behind everything she
has built, Stephanie is still
the mom of three beach-
loving boys, a sports mom,
traveler, paddleboarder,
and someone who

genuinely loves the
lifestyle she markets.

Perhaps that is why the
brand works so well.

Stephanie did not invent
a persona for real estate.
She simply figured out how

to turn the life she
already loved into
a business people

would remember.

And just a few years
in, she is already
making waves.

e IR A palm

£rée ALoNG THE COAST
OR ANYWHERE AROUND,

Stephanie sold it -

— STEPHANIE FERREIRA
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PARTNER SPOTLIGHT

DEERING ROSE

OF C2C HOME EDIT

PHOTOS BY CONNOR UITTERDIJK OF ELEVATE STUDIOS
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Turning “l Think | Can” Into a Business

\ £

WHEN A REALTOR
CALLS DEERING ROSE,
IT'S USUALLY BECAUSE
A CLIENT IS STARING
DOWN AN IMPOSSIBLE
LIST. CABINETS NEED
EMPTYING. DONATION

AND DUMP RUNS NEED
ARRANGING. FURNITURE
NEEDS SOMEWHERE
TO GO. A LIFETIME OF
BELONGINGS NEEDS
SORTING BEFORE THE
HOUSE CAN EVEN GO
ON THE MARKET.

-

Deering’s first move is always to make
that list smaller—and less stressful.

“The only things you need to worry about
are what you're taking with you,” she tells
clients. The papers, sentimental pieces,
and valuables they intend to keep come
out first. C2C Home Edit takes it from
there. For a Realtor, having someone who
can walk into a complicated situation

and move it forward is invaluable. For

a family, it means not having to figure

everything out alone.

That’s made Deering and her team

a go-to partner for Realtors across
Fairfield County. The work has grown
well beyond organizing and estate
sales. C2C also handles pre-demolition
sales, working with some of Fairfield
County’s largest luxury home builders
and architects to find value in parts

of an existing home before it is torn
down. C2C has continued to expand its
repertoire, adding downsizing, move
management, and home cleanouts—
making C2C Home Edit a true “One Stop
Residential Services Solution Company.”

Deering didn’t set out to build any of this.

FROM A BUSINESS CARD TO A
FULL-SERVICE COMPANY

When Deering became a single
mother with a three-year-old son, she
found herself figuring out what came
next. She had worked in real estate,
marketing, and advertising, and worked
alongside a designer. She had also
owned an indoor golf facility in Vail,
Colorado, where she lived for 15 years
and was a sponsored snowboarder.

Building a company wasn’t the plan.

Then two friends planted an idea. Home
organization was catching on, they told
her, and Deering was detail-oriented,
knew Realtors throughout Fairfield
County, and had a natural eye for order.
So she made a business card and started
organizing homes.

What became C2C grew from there,
largely because Deering kept saying yes
to things she hadn’t done before. The
turning point came while organizing

a client’s home in New Canaan. The
woman called one evening: Her
husband had accepted a job out of state,

the family was moving, and she needed
an estate sale. Could Deering run it?

“I've been to a few. I think I can figure it
out,” Deering told her.

She did. That first sale, in
early 2016, opened an entirely
new side of the business.

GROWING THROUGH CHANGE
Deering kept organizing homes while
adding estate sales, and when COVID
hit, C2C saw another surge. While
many estate sale companies moved

to online-only auctions, Deering
continued offering in-person sales with
precautions in place, just as families
relocating from New York to Fairfield
County needed to furnish their new
homes. At the same time, homeowners
were finding that they couldn’t get
new furniture because of enormous
backorders. Estate sales became one of
the few places where buyers could find
pieces immediately, and the business
grew with the demand.

As clients’ needs shifted, so did C2C’s
services. Organizing led to estate sales.
Estate sales led to home cleanouts.
Downsizing clients needed help packing,
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unpacking, and moving into their
smaller homes; other clients needed
online auctions. Without planning it,
Deering had built a company that could
help families through nearly every stage
of a transition.

That evolution also led Deering

to launch a second company,

Simply Estated, LLC, a high-end
auction company that sells through
LiveAuctioneers and Invaluable. When
higher-value pieces don’t sell during

a client’s estate sale, Simply Estated
photographs the items and places

them in an upcoming auction. Deering
believes that even when an item doesn’t
sell in an in-home sale, it may still have
value, and Simply Estated gives her
clients another platform for finding the
right buyer.

“It’s not really just about organizing

or running estate sales,” she says. “It’s
about helping people through major

66

"WE'RE VERY HONORED
AND HUMBLED THAT
WE'RE CALLED AS
OFTEN AS WE ARE.”
— DEERING ROSE

e

life transitions in a practical, gentle,
respectful, and thorough way.”

That instinct—
walking into a chaotic
situation and quickly
understanding what
matters—is a big part
of why families and
Realtors keep calling.
It matters even more
when families have
lost someone. An
estate sale isn’t simply
about clearing a house;
it’s about belongings

IT'S ABOUT HELPING
PEOPLE THROUGH
MAJOR LIFE
TRANSITIONS IN A
PRACTICAL, RESPECTFUL,
AND THOROUGH WAY.”

— DEERING ROSE

that may represent

decades of memories,

and Deering believes families deserve
to know exactly what’s happening with
them every step of the way.

That’s why transparency is one of C2C’s
top priorities. Deering walks clients
through pricing, documents funds from
each day of a sale, and makes sure
families know how much significant
items sold for. If pieces move to the
company’s warehouse for auction,
clients know where they’re going.
Rather than pricing items based on
online listings, she researches what
comparable pieces have actually sold
for. That allows for honest conversations
about value—and about whether
selling a piece makes sense at all.

That same care extends to what happens
after a sale. C2C makes every effort

to keep usable items out of landfills,
regularly coordinating with smaller
local charities and libraries, as well

as organizations such as the Salvation
Army, United Breast Cancer, and
Habitat for Humanity, to give unsold
belongings another life. During home
cleanouts, pickups are often arranged in
advance so as much as possible can be
donated, reused, or resold to benefit the
community. Even items with little resale
value are considered: Unsold sheets and
towels, for example, are bagged and
delivered to local animal rescues. For
Deering, the goal is always to maximize
what can be reused or donated before
anything is discarded.

Deering was born and raised in
Westport, attended Greens Farms
Academy from K-8th grade, and
graduated from Staples High School in
1984. She remains deeply rooted in the
community. Her 94-year-old mother
lives with her family, and her son,
heading into his senior year at Staples,
works estate sales over the summer
and on available weekends. Her
partner, John, works with C2C as well,
assisting with company operations.

Her lead assistant, Gloria, came

to C2C with years of estate sale
experience and has since brought
several family members onto the
crew. C2C is now capable of running
multiple estate sales in a single
weekend. Another key team member,
Stacy Cahill, C2C’s de facto partner,
recently relocated to Coastal Carolina
and opened a C2C outpost there,
extending the company’s services
beyond Connecticut.

“It’s a bit of a family affair, which I
love,” Deering says.

Outside of work, Deering is happiest
outdoors: hiking, walking her dog,
snowboarding, or paddleboarding with
girlfriends after work. At home, a rescue
dog, three rescue cats, and her family
keep her busy and grounded.

Today, C2C’s calendar regularly fills
weeks in advance, something Deering
doesn’t take lightly.

“We’re very honored and humbled that
we’re called as often as we are,” she says.

It’s a long way from the business card
she made when two friends suggested
she try home organization. But the
approach hasn’t changed: A client has
a problem, Deering listens, and she
finds a way to make an overwhelming
situation feel manageable.

Years ago, when that first client asked if
she could run an estate sale, Deering’s

answer was simple:

“I think I can figure it out.”She’s been
figuring it out for families ever since. ¥

Gold Coast Real Producers - 35



H [ M E | BEHIND ;
EVERY GREAT . 203.963.9362 |
stretch | ustinc '

BE THE AGENT WITH
A PLAN, NOT A LIST.

The quick, affordable,
worry-free updates

that get a home ready
to list faster and for
more.

el
i

= = - = home Ol‘anIZthon home stoglng move mcnagement onS|gnment
STYLED, sericing the folowing crecs
ORGAN IZED Fairfield, New quen &

We take the chaos,
you take the win.

Hartford Counties e
a/l/“fz ﬁé M In New York: hell byeri www.home-stretch.com/fairfield-milford Pay-at-close available
Manhattan and Westchester. CloreteH)fEllineeli

203-979-8019

BREAST CANCER AWARENESS MONTH B\
[ .
{o;’matﬁ

sreospnsIve, g THE MIRANDA TEAM
=, | GOES PINK

PLATINUM PACKAGE + HDR
+ Interior/Exterior HDR Photography 1 | ; ' ; . To HELP SPREAD
» 3D Virtual Tour T e I BREAST CANCER AWARENESS

» Aerial Video & Stills 3 .
> 2R Flooy; Platis - . TR YOUR RESIDENTIAL & COMMERCIAL

Guided Tour i __13
» And Morel L AE 7 e INSPECTION EXPERTS

249* G 3 —
$ 5 gy | B PiLLARTOPOST

ST HOME INSPECTORS THIS OCTOBER, WE'RE GOING ONE STEP FURTHER.
*Offer for first-time customers only® iy P mfﬂmgﬁm ASK ABOUT OUR BREAST CANCER CLIENT PACKETS
T3 Muldoon . o = -~ G -~ , ,, -~ } {j’ Q Provided at October inspections far our agents and their clients. " ,
(203) 303-7850 £205.851.0 SCAN THE QR CODE FOR
www.Hommati.com/office/120 o OTHER GREAT RESOURCES

SEPTIC INSPECTIONS | RADON | MOLD | SEWER SCOPE | INFRARED & MORE

Gold Coast Real Producers - 37

Each franchiss is independently owned and opearated

36 - October 2026



efore Tim Dent spent three decades building a
B successful career in real estate, he was running a crab
cake business. Real estate wasn’t even something he was
particularly interested in. One of Tim’s high school friends
owned a Century 21 office and had been trying to convince
him to get his license for years. Tim kept brushing him off.
He had always been a student of sales and marketing, but

real estate simply didn’t appeal to him.

Eventually, the timing changed. Tim was ready

to try something new and liked the idea of being
responsible for his own success. So he called his
friend and jumped in. “It was like the skies opened,
the beam of light came shining down, the angels
were singing,” Tim says, smiling. He had found
where he belonged.

Today, Tim is with Coldwell Banker Real Estate

in Ridgefield and is serving clients throughout
Fairfield County. Nearly 30 years into the business,
the enthusiasm hasn’t disappeared. If anything, his
appreciation for the career has grown. Getting there,
however, required a leap of faith.

Tim initially attempted real estate part-time before
realizing within a month or two that it wasn’t going
to work. If he wanted to succeed, he needed to
commit completely. His first year wasn’t glamorous.
Tim knew a few local builders, so he hustled to

find land and teardown opportunities, hoping

to sell the properties to builders and eventually
earn the listings on the homes they constructed.

He made roughly $15,000 to $16,000 that year and
remembers working two or three jobs while trying
to establish himself. His wife, whom he describes
as his biggest supporter, believed in him. Tim

decided to bet on himself. “You’ve gotta jump in
with both feet and give it 110%,” he says.

That willingness to go all in has become something

of a theme in Tim’s life. Over the next three decades,
his business grew from hustling for those first listings
into a thriving team built largely around one simple
principle: do right by people.

Today, Tim is supported by a team of seven, including
buyer agents, a client care manager, a listing
coordinator, and a transaction coordinator. He is
quick to give them credit for what they have built
together and says he is grateful for them every day. “I
couldn’t do it without them,” he says.

Tim genuinely cares about his clients and approaches
every negotiation with their best interests in mind.

If there is another $10,000, $20,000, or $50,000 to

be gained for a seller, he wants it in their pocket.

If there is money to be saved for a buyer, he’ll

fight just as hard for that. It’s the same lesson he

has tried to teach his two sons. “At the end of the

day, you want to be able to look in the mirror

and like what you see,” Tim says. For Tim, that
matters more than any individual transaction.

As his business expanded, he worked to make that
philosophy part of the team’s culture. Their mantra
is “Elevate the experience,” and Tim continually
challenges everyone, from agents to the back office,
to look at each step of the process and ask how they
can serve clients better.

Thirty years of experience haven’t made him
complacent, either. Tim and his wife regularly attend
conferences and real estate masterminds, and he

still describes himself as a student of the business.
He goes looking for the next idea, system, or small

PHOTOS BY JOE CRAWFORD PHOTOGRAPHY
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At the end of the day, you want to be able to

look in themirror and like what you see. For
me, that means doing right by‘ people,
putting my clients first, and knowing we _«
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improvement that could make his team better. The
question is always the same: What can we do better?
How can we make the client experience better?

That mindset became particularly important when
the market tightened. While others focused on low
inventory and difficult conditions, Tim challenged
his team to focus on what they could control. They
improved their marketing, strengthened systems,
and revisited processes he had wanted to refine for
years but had been too busy to address. Instead of
retreating in a difficult market, they improved. The
result? The team’s best year ever, following what had
already been its second-best year. He acknowledges
that so much of his success is from the dedication of
his team. “Just focus on what we can do every day for
our clients,” Tim says.

October 2026

For him, mindset isn’t a business buzzword. It’s how
he lives. Recently, Tim took on the 75 Hard challenge,
which requires 75 straight days of disciplined
workouts, nutrition, reading, and other daily
commitments. He even changed the name in his own
mind. He called it “75 Strong.” Rather than focusing
on how hard each day would be, Tim chose to think
about how much stronger he was becoming.

That approach feels especially fitting for someone
whose life has rarely followed the predictable route.
Long before real estate, Tim lived and worked in
Alaska’s tourism industry. It’s where he learned to
connect with people from different backgrounds and,
more importantly, where he met his wife.

They have now been married for 30 years and have
two sons. Tim is quick to make his priorities clear.
“First and foremost, I'm a father and a husband.”



GG
You've gotta jump
in with both feet and

' (ZL//oZ

— TIM DENT

About a decade ago, Tim and his wife made a
decision most families would only dream about. They
bought a boat, took their boys out of school, and spent
two and a half years living aboard it. The family
cruised the East Coast and the Bahamas. Eventually,
they shipped the boat from Florida to Victoria, British
Columbia, rented an RV to visit national parks while
it was being transported, then boarded again and
cruised north to Alaska.

For Tim, bringing his boys back to the place where his
own story with their mother began was something
special. Today, the family still loves boating, hiking,
and being outdoors. Tim and his wife even have a
boat in the British Virgin Islands that they charter
when they’re not using it.

And after nearly three decades in real estate, Tim is
still looking for the next opportunity to grow. That
may be the thread connecting everything he’s done.
Whether it was leaving one career for another,
surviving a first year on $15,000, building a team,
navigating a difficult market, living on a boat with his
family, or committing himself to 75 straight days of
discipline, Tim has never been particularly interested
in doing things halfway.

He jumps in. He learns. He adjusts. And then he
keeps going.

Thirty years later, the decision to bet on himself
has paid off in ways that extend far beyond real
estate. Because for Tim Dent, success has never
simply been about selling more homes. It’s about
building a business and a life he can look back on
and feel good about.

And doing it all in.
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At FairWorld Mortgage, we work for our clients— not

BECAUSE EXCEPTIONAL SERVICE
SHOULDN'T END Wl ]l"\' THE
CONTRACT IS SIGNEIL

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

ROSAMOND A. KOETHER
PARTNER | REAL ESTATE ATTORNEY

the bank. We have hundreds of loan options and a Ay
. deep bench of lenders competing foryour business. " ‘
OVER  yEARS ™ .
r ¥ - o e Vv f“ r 5 - . T 2 Ml 5
(©) Westport, €1 | K] roz@koctherlegal | @) koetherlegalservices.com ALY N Your loan should be as unique as you are. . ' .
That's why we continually build strongdending » A
relationships that allow us to deliver . 0 N
custom-tailored solutions for your next purchase or . b |
= refinance-- no matter if it's a primary residence, A >
ERE EF' vacation home, or investment in place of what's ! N
currently there. / A
e "
Handyrman ome g Srofessional Whether youare a ﬁrst—?/me homebuyer ora o
Improvement [N Organizing seasoned investor see/?/ng creative ﬁncmcmg
T %% solutions, we are the mortgage company you can
trust to achieve your goals with confidence and ease.
Property Peel & Stick
Management Wallpaper Installation

let's build saomething better together!

Sharon and Steven Harria
203.895.9509

BAILEY TUTHILL

ﬂ tidyhousect@gmail.com Broker/Owner
— - tidyhousect.com NMLS 1600158
T|dy House Licensed & Insured Bailey@FairWorldMortgage.com

203-623-7834 | www.fairworldmortgage.com
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9151 Currenc y St.
Irving, TX 75063
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OWN WHAT MATTERS @
GOT A L’ALfRELLA

GROUP

SELF-EMPLOYED CLIENT?
You Need the Non-QM Expert
Mortgage Quarterback to

HELP THEM REACH THE END ZONE
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