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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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Preferred Pariners

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

New England Grass Fed
(401) 230-4027
NEGRASSFED.COM

EXTERIORS (ROOFING
& SIDING)

Exact Exteriors

(401) 408-2222
exactexteriorslic.com

Pillar to Post

Peter Hackett

(401) 354-2853
peterhackett.pillartopost.com

COUNTERTOPS

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

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

HOME INSPECTION
HomePro Inspections

of Rhode Island

Hank Richter

(401) 821-5446
homeprorhodeisland.com

HOME STAGING SERVICE
Premier Home Staging
(401) 524-3944
staginginri.com

DESIGN & BUILD/REMODEL
Davitt Design Build

(401) 792-9799
Davittinc.com

HouseMaster Home Inspection
Paul Miranda

(401) 632-6188
HouseMaster.com

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

LENDING SERVICES
Milestone Mortgage Solutions
(508) 356-5262
milestonemortgagesolutions.
com/CraigSnell

Home Inspections.
Done Right.
Guaranteed.

HouseMaster.

Home Inspections
a rwighborly compony

MORTGAGE LENDING

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

MORTGAGE
RESIDENTIAL LENDING
BayCoast Mortgage
Rob Cinquegrana

(774) 301-3999
baycoastmortgage.com

Paul and Lisa Miranda }( -
Educating Home Buyers is Our Passion!

4 Key Benefits of HouseMaster
Home Inspections for Real
Estate Agents

* Professional communication
creates a smooth transaction.

* An educated buyer has confidence
in their purchase decision.

* Working with your schedule saves
you valuable time.

* An exceptional inspection includes
accurate and current information.

One Call Does
It All -

Our team coordinates all
ancillary inspections
and testing
Inspections 7 days a week.
Reports within 24 hours.
90-Day Limited Repair
Reimbursement Guarantee*

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

*Where available. Not all services are offered by every office. Each office is
independently owned and operated.
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MORTGAGE/REFINANCE
Ferranti Group of Loan Depot
(401) 595-5503
loandepot.com/branches/
cranston-ri

MOVING &

RELOCATION SPECIALIST
Crum Relocation

(401) 500-2925
www.crumrelo.com

PHOTO ORGANIZATION
Image Ten

(401) 373-4016
imageten.com

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

PHOTOGRAPHY &

VIDEO SERVICES

Javier Rosa Photograpy

(508) 904-0186
www.javierrosaphotography.com/

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

SMART HOME SYSTEMS
AQ Tech

(401) 655-1173
aqgtechri.com

BayCoast
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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.

About Us:

Our Mission:

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

Experience the BayCoast Difference:

All Our Decisions Are Made Locally, Allowing for:

e A faster and more efficient decision-making process
e Expedited credit decisions

e Customized finance solutions for your needs

Contact Us Today!

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

Large enough to provide
high-quality products and services
offered by national providers
Small enough to deliver a more
personalized customer experience
in a community setting

Backed by cutting-edge technology
our clients can trust

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
rcinquegrana@baycoastbank.com
330 Swansea Mall Drive, Swansea, MA 02777

774-301-3999 508-730-6447

baycoastrcinquegrana.com

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.



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
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DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect
the views of The N2 Company d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and

are not endorsed or recommended by N2. N2 is not responsible for the statements, opinions, or business practices of any authors,
contributors, or advertisers featured herein. Portions of this publication may include content created with the assistance of artificial
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Luxury Home Management &

White-Glove Housekeepi * | : :
Un(;eiOnZvlioo(i:use CPNE oz 2 - @Home EC]Ulty Loans @Bndge Loans

At New Era Property Services we
identify all services required to protect
and maintain luxury homes (dryer vent
cleaning, septic maintenance, snow
removal, generator & HVAC services,
etc.). As the homeowners single point
of contact, we manage, schedule and

Contact The Ferranti Group today
pay all vendors. Our white-glove to learn how we can help you & your
housekeeping service provides expert

cleaning, bed making, laundry, errands, £ B — = = clients!
organizing, meal prep, pet walking r F E R R A N T I .
and more. , Kenneth A. Ferranti

, GROUP OF Branch Manager, NMLS #799937
Help your clients experience peace of ) ®
ind bef taking that first st '
into their new home, | 0 loanDepOt ® (401) 595-5503
. ] NMLS#174457 H
Their asset (and your future A . @ Kkferranti@loandepot.com
relationship) is not only being fﬁ— . /\’\\ Local Guidance. 1615 Pontiac Ave.

protected but also managed with : F
precision, discretion, and unmatched — N Ew E RA

attention to detail. PROPERTY SERVICES National Strength. \

Cranston, Rl 02920

J

Elevate your real estate offerings—one exceptional relationship at a time.
C ontact us at: 401 617 9 527 e WWW.N ep sne.com @ Rates, terms, and availability of programs are subject to change without notice. loanDepot.com, LLC NMLS ID 17445]. Rhode Island Licensed Lender, Licensed Loan Broker and Third Party Loan Servicer. This

information is not intended to be an indication of loan qualification, loan approval, or a commitment to lend. Loans are subject to commitment and property approval. Not all products available in all areas.
swmes  other limitations apply. loandepot is an Equal Housing Opportunity Lender.
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PUBLISHER’S LETTER

Make the

Commission a Bargain

In our time of unlimited
information, elite agents
must make their value
impossible to question.

ach month I try to distill what
E I've learned from my many

conversations with elite agents,
trusted business owners and other
informed individuals in our real estate
community. Sometimes those same

concepts resonate in our respective
articles...this month, especially so.

In this month’s issue, you’ll see a
recurring theme that today’s buyers and
sellers have access to more real estate
information than ever before. Listings
appear instantly on their phones. They
can research recent sales, estimate home
values, track mortgage rates, explore
neighborhoods, and ask artificial
intelligence almost any question they
can imagine.

Information is everywhere.

Which raises an important question for
every real estate professional: If clients
can access so much information on
their own, how do we demonstrate
value that makes our commission feel
like a bargain?

For elite agents, wasting hours and effort
to provide more information is a fool’s
errand. You need to apply expertise and
perspective to that information.

Interpretation, not information.

A client can pull up ten comparable
sales. An experienced agent can explain
which ones actually matter—and why.
They can recognize the difference
between an aspirational list price

and a strategic one. They can take an
overwhelming amount of data and turn
it into something far more valuable: a
clear recommendation tailored to that
client’s specific circumstances.
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But perhaps the greatest value an
experienced agent brings is the ability to
see around corners.

The best agents recognize potential
problems before their clients even know
they exist. They anticipate inspection
concerns, appraisal challenges,
financing complications, negotiation
obstacles, and timing issues that could
derail a transaction. Much of this work
is invisible precisely because great
agents address problems before they
become crises.

And then there is the value of the

relationships an agent brings with them.

Average agents have a collection of
business cards. Elite, Real Producers
maintain a carefully built ecosystem

of trusted professionals who can solve
specific problems, answer questions, and
provide expertise when it matters most.

The right attorney. The right lender. The
inspector who understands a particular
type of property. The contractor who
can evaluate an unexpected issue. The
trusted professional who can step in at
exactly the right moment.

For a client, that introduction alone
can be worth knowing their agent.

This is where the commission
conversation changes.

Clients shouldn’t have to wait until
closing to understand the value their
agent provided. Throughout the
process, there should be moments
when they think:

I'm glad they caught that.

I never would have known to ask
that question.

That saved me an enormous amount
of time.

I wouldn’t have known who to call.

I'made a better decision because they
were involved.

Those who believe the future of
real estate is about convincing
consumers that they need agents
for access to information have
sadly missed the mark.

The opportunity for Rhode Island’s best
agents is to demonstrate, through their
judgment, foresight, relationships, and
ability to improve outcomes, that the
right representation changes everything.

Don’t defend the commission. Create
so much value that the commission
feels like a bargain.

With gratitude,

John Ludes

Publisher

Rhode Island

Real Producers
John.Ludes@N2co.com
401-680-0610

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

EEEETEETmE

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.

Weddings | Commercials | Branding | Media Production | Digital Marketing

o/ Len,

PHOTOGRAPHY

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

508-904-0186




PROVEN PERSPECTIVES: INFORMED CO

e Build may become our greatest.cof

"‘WRITTEN BY TYLER BERNADYN, BROKER/CO-OWNER,

Recently, I received
an email from
another real estate
professional that
was unmistakably
written by artificial
intelligence. There is nothing particularly
unusual about that anymore. I use Al
Many of us do, and it will continue to
become an increasingly important part
of how we operate our businesses.

What struck me wasn’t that Al had been
used. It was that the human element had
seemingly been removed altogether.

The email appeared to have been copied
and pasted directly from an Al platform
without much thought or editing. The
questions weren’t those I would expect
from an experienced, intentional agent
trying to understand a property or move

a transaction forward. It felt less like one
professional communicating with another
and more like a prompt had been entered
and the response forwarded along.

When I was asked to write a
Proven Perspectives article, it
got me thinking about something
much bigger than one email.

Technology is fundamentally changing
how we work. Information that once
took hours to gather can now be
synthesized in seconds. Marketing can
be created faster. Data can be analyzed
more efficiently. Emails, property
descriptions, presentations and reports
can be drafted almost instantaneously.

Those are incredible resources. But access
to better tools does not automatically
make us better professionals.

As technology makes information and
communication easier, I believe our
ability to build genuine relationships
becomes more valuable than ever.
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Real estate has always been a
relationship business. We naturally
think about that in terms of our clients,
but our relationships with one another
are equally important.

Rhode Island is a small market. While
we compete for listings, buyers and
market share, many of the professionals
consistently doing business together
have developed relationships built on
mutual respect. We know who answers
the phone. We know who calls back. We
know who communicates when there

is a problem. We know who does what
they say they are going to do.

Those things matter.

Every transaction is an opportunity to
build a professional relationship that
may influence the next transaction, and
the one after that.

I have always preferred to approach

a deal with the mindset that there are
two teams working toward a common
goal. We represent different interests,
and sometimes that requires difficult
conversations or tough negotiations.
Collaboration does not mean abandoning
advocacy. It means recognizing that
professionalism and cooperation
often produce better outcomes than
unnecessary confrontation.

Instead of building walls between
sides of a transaction, we
should be building bridges.

Your reputation among your peers is
built in those moments. Were you timely?
Were you prepared? Did you answer the
phone? Did you communicate honestly?
Did you treat the other professional with
respect when something went wrong?
Could you advocate aggressively for your
client without diminishing someone else?

PNS SHAPING OUR MARKET

Each month, a leading
voice from Rhode Island’s
top-producing real estate

community offers a firsthand
perspective on the issues,
trends, and opportunities
shaping our market.

In a crowded industry, it can be tempting
to believe that elevating ourselves requires
diminishing someone else. It doesn’t.

You never need to stand on
someone else’s shoulders to
make yourself look taller.

The best professionals understand that
credibility compounds. How we conduct
ourselves today determines how people
respond when our name appears on an
offer, showing request or incoming call
tomorrow.

Artificial intelligence will undoubtedly
change our industry, and I believe that

is a good thing. Used intentionally, it can
make us more informed, organized and
efficient. It can allow us to spend less time
behind a desk and more time in the field
serving our clients.

But it should remain exactly that: a tool.

Al can help us write an email. It
cannot build the relationship behind
it. It can organize information. It
cannot earn someone’s trust. It

can make us faster. It cannot make
us thoughtful or empathetic.

Perhaps that is the opportunity in front
of our profession. As technology becomes
more capable, the qualities that make us
human become more important, not less.

The goal of Al should never be to replace
the relationship. It should remove the
clerical burden around our work so

we have more time to invest in the
relationships that make the work matter.

That is where our value has always been,
and I believe it is where it will remain.
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Every month, Real Producers reaches the most productive
and distiguished real estate agents all across Rhode Island.

Want the opportunity to build relationships with our
exclusive readership? Reach out to us today.

401.680.0610
John.Ludes@RealProducersmag.com




CONNECTIONS

The Greatest Agents Add Value by Surrounding
Themselves with People They Can Trust

A
i

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

Real Estate is a relationship business.
We all know this. At its base level, we
foster business relationships through
being good humans, active citizens,
savvy representatives, and effective
communicators. Our reputations and
personal brands hopefully help us build
an ever-widening sphere of influence
(SOD) within our respective markets.

Some of us invest in CRMs that allow

us to easily and regularly communicate
with our databases via things like action
plans and drip campaigns. While this
alone is more than most agents utilize,
achieving Rhode Island Real Producer
success requires digging deeper. Creating
a cadre of loyal clients who not only seek
your services again and again, but are
also eager to refer you to family, friends,
and colleagues, is not achieved by merely
successfully navigating people through
one of the biggest and most important
financial transactions of their lives. This
is the baseline, your job, what your
clients expect at the very least.

Let’s be honest, competition is fierce out
there in the field. Agents are a dime a
dozen, mailers and robo-call lead gen is
rampant, and consumers have access to
so much information these days, how
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can we blame them for questioning our
worth. To achieve next-level success, you
have to constantly add value, proving
that you’re not only the best choice

in your marketplace, but that you are
worth every cent (and more) of your
commission. Flashy social media posts
touting your impressive sales volume
and cutesy reels showcasing your
infectious charm are skin deep. They
can and will be outdone by the next
savvy media darling with a bigger budget
and prettier face.

Top-tier agents know that the most
valuable thing they can offer is a team

of well-curated collaborators at their
beck and call. Even if you are a solo
agent, real estate is still a team sport. You
don’t do your job alone, whether that
includes a remote assistant, transaction
coordinator, or marketing manager.

And what about the professionals and
tradesfolk you recommend? Most agents
have their Big Four: their go-to lenders,
lawyers, inspectors, and insurance
agents. But that’s generally the extent of
most agents’ recommendations. That’s
because they either don’t spend the time
to develop and nurture recommendation-
worthy relationships, or worry that
potential conflict could reflect poorly

on them (maybe even result in the
loss of a client). Worse, many agents
won’t recommend a professional unless
they have a reciprocating referral
agreement—and that’s a bad idea on just
about every front I can imagine.

Here’s where you can add extreme value.
Do you have a favorite zoning consultant,
engineer, contractor, electrician, painter,
plumber, landscaper, cleaning person,
lead inspector, underground oil tank
removal company ...your list can and
should go on and on. Not just a name
and a number or a referral from another
agent? Developing a trusted team of real
estate collaborators is not so easy. But it’s
worth it.

Vetting needs to be an on-going, career-
long process. You have to know your
professionals. Meet for coffee. Know
their businesses. Have conversations.
And you must always find time to follow-
up with clients to get their feedback on
your recommendations. Developing
such deep relationships with your
collaborators means they’ll show up
when you and your clients need them
most, which will more than anything
secure life-long clients who are more
than happy to do your marketing for you.

Give More
Buyers the
Freedom to Own

With access to 300+ loan products, you
can help more clients break free and

to the closing table, even those who don't
fit inside the traditional lending box.

» Serve self-employed buyers, investors, foreign nationals
& more with Non-QM Programs.

* Financing for high-value purchases with
Jumbo & Super Jumboe loans.

» Help buyers compete with cash offers in today’s market
with Cash2Keys.

» Help buyers turn almost any property into their
dream home with Renovation loans.

» Open doors for first-time buyers who need upfront
assistance with 35+ DPA options across the country.

@ We win more together. The more buyers you 59
can serve, the faster your business grows.

Contact me or scan the QR code get started.
L]

Corp NMLS#: 338923. AnnieMac Home Mortgage 551 South Water Street Unit 555, Providence, Rhode Island 02903

===l © 2025 American Neighborhood Mortgage Acceptance Company LLC (dba AnnieMac Home Mortgage, OVM with AnnieMac Home Mortgage, Unify Home
Lending). Lender NMLS ID# 338923. American Neighborhood Mortgage Acceptance Company LLC is not affiliated with or endorsed by any state or federal
government entities or any entities sponsored by the same. Cash2Keys® Cash2Keys is the registered service mark of Analytical Sciences Marketing Group,
LLC. 'Cash Offer’ and 'Buy Now, Sell Later" and 'Cash Bridge' programs are fulfilled by AnnieMac Private Equity Cash2Keys (Cash2Keys), an affiliate of
AnnieMac Home Mortgage (AnnieMac). Cash2Keys is not a financial institution and does not originate or issue loan commitments. You must be pre-approved
by Cash2Keys for each program's income and collateral requirements. Once approved, the offer and purchase will be in the name of Cash2Keys. You must
then purchase the home from Cash2Keys within 180 days. You are required to pay all transfer taxes associated with the purchase of the home. Visit
anmac.me/cash for terms and conditions. For complete licensing information, please visit: www.annie-mac.com/page/licensing.ltem# 9322741800.

Rich Brandariz
(401) 545-0172

Branch Manager
NMLS#: 7941

Corp NMLS # 338923. Corp website: www.annie-mac.com. American Neighborhood Mortgage Acceptance Company LLC dba AnnieMac Home Mortgage,
(www.nmisconsumeraccess.org), Rhode Island Lender License # 20112810LL and Rhode Island Loan Broker License # 20143019LB



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 Pariners, 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!

i (o]

Have any ideas on
what we could be ]’
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 to 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.

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.

YOUR CLIENTS ARE IN GOOD HANDS.

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

Molly Robinson Photography

Portraits | Events | Architecture

Moments Hrat [nspire

e

dance

mollyrobinsonphotography.com E
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here are plenty of ways to
describe Wil Hernandez’s
approach to real estate: driven,

focused, relentless and consistent. But
perhaps the simplest description is this:
Wil Hernandez is willing to do the
work. And increasingly, that work is
showing up in the results.

Originally from the Dominican Republic,
Wil moved to Rhode Island in 1999 and
has spent the years since building a life—
and now a rapidly growing real estate
business—in the Ocean State. Today,
affiliated with Century 21 Visionary
Group, part of Century 21 Limitless, in
East Providence, Wil is carrying serious
momentum into 2026.

Licensed since 2011 and practicing
real estate full-time since 2018, he has
steadily built a career that includes
more than $58 million in sales volume.
After producing $14 million in volume
last year, earning the 2025 Circle

of Excellence Platinum Award and
ranking among the top 10 sales agents
in his brokerage, Wil has established
himself as an agent whose trajectory is
= ) unmistakably heading up.

That momentum is exactly why he is
P = L being recognized as a Rhode Island Real
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- u*%;ﬁﬂ? Producers Agent on the Move.

What makes Wil’s recent success
particularly compelling is that he

isn’t leaving any of it to chance. His
approach is deliberate. He has created
a structure for his days, committed

himself to the process and developed
the discipline to keep executing—
even when the work is repetitive,
difficult or simply not glamorous.

“Keep showing up,” Wil says when
asked about the principle that has
guided his career.

info serious momentum.

Simple advice, but Wil has built his
business around putting those three
words into action.

His days begin well before most people
are thinking about work. Wil routinely
starts his morning with a 5 a.m. trip to
the gym, and the discipline he brings

to physical fitness carries directly into
his business. Before going to bed each
night, he prepares the following day’s
to-do list so that when morning arrives,
there is no wasted time deciding what
needs to happen.

And near the top of that list is
almost always the same priority:
making contacts.

Since the end of 2024, Wil has made
prospecting the centerpiece of his
growth strategy. His goal is to connect
with approximately 40 people every
day across multiple contact lists while
dedicating an average of 20 hours each
week to cold calling and generating
new opportunities.

It is a true grinder’s approach—and Wil B B .r-n-r'r'!l,f
embraces it. & {

He has learned that success often comes
down to prioritizing the activities that
genuinely move the business forward.
For Wil, that means maintaining
relationships with past clients and

his sphere of influence, consistently
prospecting for new opportunities

and refusing to let the day disappear
without making meaningful contacts.

When asked what advice he would

give his younger self, his answer

reinforces that philosophy: “Do

the mundane activities, focus on

making contacts every day and

follow up with everyone.”
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It may not be flashy, but the results
certainly are.

While Wil continues to prospect
aggressively for new business, his
growing Sphere of Influence has
become an increasingly powerful
engine behind his success. Today,
approximately 70 percent of his
transactions come through referrals,
primarily from past clients who
continue introducing him to their
friends and family.

That kind of business is earned through
trust and the experience clients have -
well after the keys have changed hands.

Wil attributes much of that loyalty

to showing up with honesty, strong
communication and clarity. He also
brings a broad perspective to his
clients, drawing on his experiences as a
homeowner, investor, flipper, landlord
and Realtor. That firsthand knowledge
helps him guide clients beyond the
immediate transaction and better
understand the opportunities in front
of them.

Before transitioning fully into
residential real estate and investment
properties, Wil earned his Bachelor’s

Degree in Business from Nichols College
and worked as a Fund Accountant
Manager handling multi-million-dollar
investment portfolios. The experience
sharpened his financial and analytical
skills and gave him a strong foundation
for evaluating opportunities.

His path also included time in banking,
where Wil discovered how much he
enjoyed helping people understand
their finances. From budgeting

and building credit to planning for
homeownership, he found genuine
satisfaction in helping people make
informed decisions. That desire to
educate clients remains central to his
approach today.

Wil specializes in working with first-
time homebuyers, sellers, landlords and
investors, with particular experience in
multi-family properties. Fluent in both
English and Spanish, he is able to serve a
broad range of clients throughout Rhode
Island’s diverse communities.

Behind Wil’s drive is another powerful
influence: his mother. He credits her
work ethic and can-do attitude with
helping shape the way he approaches
life. Her example taught him to be
relentless and to keep searching for a

Do the mundane
activities, focus on
making contacts
every day and

FOLLOW
UP WITH
EVERYONE.”

solution when things don’t go according
to plan.

That mindset has served him well in an
industry where setbacks are inevitable.
When the market slows or challenges
arise, Wil’s response is straightforward:
keep moving forward and stay focused
on the goals ahead.

The same practical thinking shapes the

way he runs his growing CONTINUED >
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WIL
HERNANDEZ
IS BUILDING
HIS SUCCESS

deliberately—one
disciplined day, one
conversation and
one relationship at
a time.

business. As his volume has increased,
Wil has learned the importance of
delegation, bringing in other agents,
runners and a transaction coordinator
when necessary to handle tasks and
timelines. His calculation is simple:

if paying someone to complete a task
creates more time for prospecting—or
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more time with his children—it is often
money well spent.

That perspective is helping Wil pursue
something many successful agents are
ultimately working toward: meaningful
growth without sacrificing the things that
make success worthwhile.

For Wil, success is ultimately about
quality of life. It means having the
freedom to decide where to focus his
attention, spend time with the people
who matter and occasionally wake up
and decide that tomorrow is the perfect
day for a spontaneous getaway without
worrying about what it will cost.

But Wil understands that freedom is
built through the choices made every
day: the 5 a.m. gym sessions, the
preparation the night before, the 40
contacts, the follow-up calls and the
willingness to keep going when others
might decide they’ve done enough.

Wil Hernandez is building

his success deliberately—one
disciplined day, one conversation
and one relationship at a time.

And with his business gaining
momentum, his referral network
growing and his disciplined approach
continuing to pay dividends, this Agent
on the Move is doing exactly what the
recognition suggests.

He’s on the move—and just
getting started. ¥
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PARTNER SPOTLIGHT
That commitment is also part of Peter’s family story. His oldest

]-he Next Chap ter Of daughter attended the Coast Guard Academy and now serves

; A ; Y . o
b AN i ] 2 : as a Lieutenant herself. This past year, she gave Peter another
ol Fi - | title he is especially proud of: grandfather. His two sons have
- M k" . R i chosen entirely different paths. His middle son is pursuing a
.H' - - 45, career in the culinary arts and works for a well-known chef in
1'.: X - h" " ., yI- < 1 . Boston, where Peter reports he has become “a heck of a baker.”
[ , ™

His youngest son is in his senior year of college, majoring in
Peter Hackett’s journey from Coast Guard television and film, and recently became the head writer for

Officer to trusted home inspector is e Ty > ¥ - “K his university’s skit comedy show.

connected by one enduring purpose: ##-‘F e ' '
y g purp 0 o ' ! A » . We spent some time in a local café’ talking with Peter, and the
helping others. - ' :

pride he has in his children comes through quickly. So does his
sense of humor. Years ago, during a Coast Guard leadership
course, an instructor ended every class with the same line:
“Yesterday is history, tomorrow is a mystery, today is a gift. That’s
why they call it the present.” Peter admits the class collectively
groaned every time they heard it, yet somehow, it stuck.

Today, he sees the wisdom in focusing on what he can control

PHOTOGRAPHY and appreciating the opportunities in front of him. He now
:JB“I’"‘?S'-;L passes the same advice along to his children, who respond with
_ EDITED BY the familiar eye rolls of children everywhere. Peter considers
b ' < STUART TITUS that an added gift.

For 24 years, Peter Hackett

served in the United States That combination of service, family, perspective, and humor

tells you a great deal about the person behind Pillar to Post

Coast Guard. His career took
Home Inspectors.

him from enlisted service

Peter purchased his Pillar to Post franchise in 2017, the same
year he retired from the Coast Guard. The transition into home
inspections made sense almost immediately. As a Coast Guard
Marine Inspector, Peter spent years boarding foreign and
domestic vessels, examining safety systems and overseeing
repairs. It was work he genuinely loved. Every ship was
different, every day presented new challenges, and staying
sharp required a commitment to continuous learning.

member to officer, brought
him aboard foreign and
domestic ships, and gave

him a front-row seat to the
responsibility that comes with
looking out for the safety of

others. Today, the uniform is
Home inspection offered a familiar rhythm. Every property
tells a different story, every inspection brings its own questions,
and just as it was in the Coast Guard, Peter believes experience
matters alongside the willingness to keep learning. For

most buyers, a home purchase represents one of the biggest
financial decisions of their lives, and Peter sees his role as
helping them understand exactly what they are stepping into.

gone, but the instinct to serve

remains very much thC same.

That perspective is particularly important in an industry
where inspectors occasionally get labeled as “deal killers.”
Peter doesn’t see his role that way. His job is to educate buyers
and give them the information they need to make informed
decisions. He has inspected homes requiring tremendous
amounts of work for clients who remained completely
comfortable moving forward. Often, he says, that confidence
reflects the work their agent has already done to build trust
and establish realistic expectations.
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Success is doing
what you enjoy and
helping others along

the way.”

For Peter, that is

where a strong

professional

partnership

can make a real

difference. The

agent understands

the client, while the

inspector helps provide

a clear picture of the

property. When those pieces
come together effectively, buyers
are better prepared to evaluate what they
are seeing and decide what comes next.

Pillar to Post gives Peter the flexibility to tailor that experience
to different clients and situations. The company offers a range
of inspection options and technology, from detailed digital
reports and 360-degree images to infrared scanning, floor plans,
maintenance information, and other expanded services. Peter
appreciates having those tools available and, after years spent in
inspection work, understands that their real value comes from
knowing which information will be most helpful and when.

That flexibility becomes especially meaningful when Peter
works with active-duty military personnel and veterans. During
his Coast Guard career, Peter moved approximately every

three years, giving him firsthand experience with the pressure
military families face when new orders arrive and the window
between receiving those orders and relocating is often short.

Peter has worked with veterans who were stationed overseas
and preparing to move into a new home within 60 days. In
some cases, the listing photos online were the only images
they had ever seen of the property. For those clients, Peter’s
inspections can become something much more personal than
areport. The 360-degree images give buyers the opportunity
to virtually walk through each room, while same-day reports
provide information quickly when time is limited. Peter has
also joined conference calls with clients and their real estate
agents while those buyers were across the country, answering
questions and helping them better understand the home they
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were preparing to purchase. He also offers discounts to active-
duty military members and veterans.

“Success is doing what you enjoy and helping others along
the way,” Peter says. It is a simple definition, but his career
reflects it.

Peter also believes there are opportunities for real estate
agents to use an inspector’s expertise earlier in the transaction.
He sees particular value in pre-listing inspections, which he
believes remain underutilized. Giving sellers an opportunity to
identify potential concerns before a home hits the market can
change the entire dynamic. They have time to make repairs,
gather estimates, or simply understand the likely costs before
negotiations begin. When issues surface later, that preparation
can give sellers more information and help create greater
transparency between everyone involved.

For Peter, it comes back to preparation. After 24 years in the
Coast Guard and nearly a decade leading Pillar to Post Home
Inspectors, he has built a career around paying attention, asking
questions, and helping people prepare for what lies ahead. His
surroundings may have changed dramatically—from climbing
aboard ships to walking through homes across Rhode Island—
but the purpose behind the work remains familiar.

Peter Hackett has spent his career helping people when the
stakes are high. Today, he continues to do exactly that—one
home, one family, and one relationship at a time. #
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Johnny Sheil was about 12 years
old when he decided what he
wanted to do with his life. He

was on his way to a hockey
tournament in New Hampshire
with his father, John Sheil, who
was already a real estate agent, as
Johnny watched him work a deal
over his Nextel phone. He was
negotiating, problem-solving and
doing what Realtors do, but to a
12-year-old sitting beside him, the
whole process was fascinating. “I
remember thinking, ‘This is what
I'want to do,” Johnny recalls.

There was never really a Plan

B. Real estate was the business
Johnny grew up around, but more
importantly, it was the business
his father loved. John became the
person Johnny wanted to emulate
in virtually every way. “If he

was a school bus driver, I would
have been a school bus driver,”
Johnny says. So it wasn’t really
about his father’s profession,

it was the way he approached
life—with an extraordinary work
ethic, unwavering loyalty and

a commitment to taking care of
his family. Johnny watched it
firsthand, and those lessons still
shape the way he approaches his
own career.

That makes the story of the Sheil
Readyhough Team particularly
fitting because Johnny isn’t

the only one carrying a family
legacy into the next generation.
His partner, Allie Readyhough,
brings her own connection to the
business, while adding a distinctly
different set of strengths. Her
background in corporate finance
and accounting at PwC and Bain
Capital has given her a sharp
business perspective, strategic
vision and negotiation expertise.
Johnny brings deep local ties
and a highly relationship-
driven approach. Together,

they have built a partnership
that blends the personal side of
real estate with the discipline
and sophistication required to
operate at the highest level.

Founder, Jay Readyhough
brings decades of experience

to the table, while Monica Boss,
Charlotte Fiola and Erin Marsh
add their considerable strengths
to round out the team. Together,
the results are impressive. The
Sheil Readyhough Team has
surpassed $800 million in career
sales volume and generated $76
million last year alone. They have
been recognized among the top

PHOTOGRAPHY BY JAMIE HARRINGTON
EDITED BY STUART TITUS
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1.5% of Realtors nationwide by
RealTrends from 2023 through
2026 and established themselves
as one of the top-producing teams
in South County and within their
firm. But Johnny makes it clear
that the numbers are really the
byproduct of something else.

People have always been at the
center of it.

Johnny says one of the team’s
most effective strategies is also
one of its simplest: get out in the
community and meet people.

The team has deep local ties
throughout Rhode Island, and
they deliberately embrace those
connections. “Real estate is a
people business,” Johnny says,
“and there’s nothing that replaces
genuine relationships and face-to-
face connections.”

That philosophy extends well
beyond lead generation. The Sheil
Readyhough Team approaches
every client relationship with
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the idea that it should become

a forever relationship. Every
transaction matters, but so does
every person involved in it.
Johnny recognizes that buying or
selling a home can be intensely
emotional, and the team’s job is
to remain present, communicate
clearly and make sure clients
know they are supported from
start to finish. Honesty, integrity
and loyalty are more than the
center of their branding language;
they are the standards the team
wants people to experience.

The same thinking guides how
they build the team itself. They
aren’t interested in becoming

the biggest team simply for the
sake of size. They want the best
people—agents who are talented,
collaborative, respectful and
genuinely care about others. “We
have a great group of agents on
our team,” Johnny says, “but they
are far better people above all
else.” While production is often
the most common measure of

success, an emphasis on character
says a great deal about the culture
they are building. The sales, as
Johnny sees it, will follow.

For a team operating at this

level, real estate is undeniably
competitive, but Johnny doesn’t
believe that means great agents
should work in isolation. He sees
tremendous value in collaboration
and perspective, both within

the team and across the Rhode
Island real estate community.
Every transaction creates another
opportunity to learn from
someone, build a connection

or develop a relationship that
extends far beyond the closing
table. “We get to meet amazing
people from all over the world
every single day,” he says. “Don’t
ever take that for granted.”

That mindset is reflected in the
way they operate. The team
likes to “play offense,” staying
in constant communication
with clients and making sure

66

| BELIEVE

IS MEASURED BY
HOW THE PEOPLE
AROUND YOU
ARE DOING.”

they understand both what is
happening in the market and
what the team believes the

next move should be. Pricing
decisions are approached with
the same discipline, combining
detailed local data with the
collective perspective of the team
to put sellers in the strongest
possible position.

And when the market slows, they
keep moving. “There is always
something to do in this business,”
Johnny says. Setbacks are
opportunities to learn, adjust and
get better. It is the same mentality
behind another principle that has
guided him throughout his career:
“You cannot outrun the work.”
Hard work, consistency and taking
care of clients will always matter.

Perhaps the most revealing thing
about Johnny, though, is how he

defines success. For someone with

the production and recognition
the team has achieved, he could
easily point to the rankings or
the awards. Instead, he looks

at the people around him. “I
believe success is measured by
how the people around you are
doing,” he says. Did you take the
people with you who were always
good to you? Did you help your
community when nobody was
watching? Did you call someone
simply because you thought they
might need to hear from you?

“Money doesn’t define success in
my opinion,” he says. “Leaving a
lasting legacy by being there for

others does.”

That idea brings Johnny and
Allie’s story full circle. They
are the next generation of their
respective family legacies, but
they aren’t simply trying to
repeat what came before them.
They are building on it—taking
lessons of hard work, loyalty,
integrity and service and
translating them into a highly
successful team with a distinctly
Rhode Island identity.

And when Johnny imagines the
perfect day away from real estate,
the picture is telling: family and
friends gathered at one of Rhode
Island’s beaches, good food,
plenty of laughs and a beautiful
sunset to finish the day.

For the Sheil Readyhough Team,
the business may be measured
in millions, rankings and results.
But the legacy they are building
is measured in something far
more enduring: the people they
serve, the relationships they
create and the community they
help make stronger. ¥
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