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Roy Barrera
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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!

ATTORNEY

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

CLOSING GIFTS
Strategic Gifting
(313) 971-8312
StrategicGifting.com

CONSTRUCTION

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

ESTATE SALES
Invited Sales
(516) 279-6378
invitedsales.com/

FENCING

Top Rail Fences

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

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

Long Island

HOME PREPARATION
SERVICES

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

INSURANCE

The Zabbia Insurance Agency
Rob Zabbia

(516) 799-3800
ZabbiaAgency.com

MOLD REMEDIATION
Healthy Home Services

(516) 206-1600
HealthyHomeServicesNY.com

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

Meadowbrook Financial
Mortgage Bankers Corp

Rajin Ramdeholl

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

REAL PRODUCERS

WHO DO YOU TRUST

With Your Real Estate Business?

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

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

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

MOVING / STORAGE

Hall Lane Moving and Storage
(800) 425-5526

Hall-Lane.com

OIL TANK ABANDONED

AND REMOVAL

C2G Environmental Consultants
(631) 414-7757

C2G.us

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

PHOTOGRAPHY

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

TAX GRIEVANCE

Platinum Appraisals

and Tax Grievances

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

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

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

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

« [Insurance

* Moving Services

» Mortgage Lending
» Title Company

» Home Repairs + Builders
» Home Warranty + Client & Referral Gifts

* Property Manogement
* Inspections

Send your list of most trusted pariners to info@longislandrealproducers.com.
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Mastermind: . . Invites are on their way via
How Elite Agents Turn Commissions Into Summer Soirée email & text
Scalable Businesses and Lasting Assets

ONG ISLAND

4 REAL PRODUCERS

Save the date!

Meet

The
Team

Join the Real Producers
community for Gratitude &
Gold — an intentional
gathering of top agents and
trusted partners to reflect,
connect, and celebrate the
relationships that matter most.

Dress code: Dark tones with
a touch of gold (or a lot of it!).
Be the sparkle of the gratitude
season and show up shining.

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

Business is Blooming

GRATITUDE
& GOLD

November 5, 2026 | 5 PM - 7 PM

The Refuge
515 Broadhollow Rd, Melville, NY

Nicole Urso Nick Ingrisani Ellie Caperare Mariam Bello
Photographer Writer Designer/Social Media Executive Assistant

Long Island Real Producers is the newest addition

C- re m to the Core Group family. A network of expertise,
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For information on all Long Island Real Producers events, email info@longislandrealproducers.com.

Follow Us Online!

to view our past events!

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 LONG ISLAND REAL PRODUCERS  LONG ISLAND REAL PRODUCERS
of artificial intelligence (Al) tools by authors or contributors and may not be @REALPRODUCERSLONGISLAND @REALPRODUCERSLONGISLAND

independently verified by N2.

Mold can lead to health issues and structural damage to your home.

MAIN AREAS OF CONCERN:

BATHROOMS BASEMENTS ATTICS

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

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

Sam Allman
Owner

Let's talk! =
RP Reach out to the publisher ‘ f":l-t 2 -
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PUBLISHER’S NOTE

There’s something about September that
feels like a reset.

Summer hasn’t officially left us, and on
Long Island, we’re certainly not ready
to let it go. But the pace begins to shift.
Vacations wind down, calendars fill
back up, and there’s a renewed sense of
focus as we head into one of the most
important stretches of the year.
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For Long Island’s top real estate
professionals, that rhythm is familiar.

The most successful people in this
business understand that momentum
isn’t built only during the busiest
months. It’s built by staying connected,
continuing to show up, nurturing

5y INREL relationships, and remaining intentional
y - O WWw.inspe about where you’re headed next.
S . h.t*-x | That same energy is very much alive at

Long Island Real Producers.

Throughout this year, we’ve continued
to grow—not simply by reaching more

ways to recognize the professionals
who make up this extraordinary real
estate community. We’ve introduced
new editorial features, shared stories
from different stages of success,

/ i \ welcomed new Preferred Partners,

and created more opportunities for
the people within our community to
know one another beyond a name, a
transaction, or a ranking.
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people, but by finding more meaningful
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Because while production may be what
brings someone into the Real Producers
community, it’s the people behind those
numbers who make it worth celebrating.
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September feels like the perfect time to
refocus on that.
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There are still four months left in
2026—four months to finish goals,
strengthen relationships, make
introductions, take the meeting, follow
up on the conversation, and perhaps
even begin laying the groundwork for
what comes next. - . -

.
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So enjoy these last beautiful weeks of _ c@re ’
Long Island summer. But as the rhythm
changes and we turn toward fall, keep

moving forward. I.'..ii-
g@tnam
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There’s still a 1ot of year left—and a lot

of opportunity ahead. -
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Blaise Ingrisano & Christine Ingrisano '
Publisher/Area Directors
Long Island Real Producers A network of expertise,
www.longislandrealproducers.com ane commitment to you.
Excellence at our core.



PARTNER SPOTLIGHT

Built o
GRIT.

Meet
of Inspecticore

BY NICK INGRISANI
PHOTOS BY CHRIS BASFORD
DYNAMIC MEDIA SOLUTIONS

N

oday, Inspecticore performs
hundreds of home inspections

each month across Long Island,
Brooklyn and Manhattan, serving
thousands of buyers, sellers, and real
estate professionals with a reputation
built on professionalism, education,
and trust. But seventeen years ago, it
was simply one inspector, a flashlight,
marketing materials made at home,
and a determination to build something
meaningful.

Blaise was born in Brooklyn and raised
in a close-knit Italian family. Blaise
developed a deep appreciation for hard
work, family, and perseverance long
before entering the home inspection
industry. When he was just nineteen
years old, he stepped onto the floor of
the New York Commodity Exchange. By
twenty-five, he was a floor trader for
firms like Merrill Lynch and Citigroup,
a career that carried him through his
thirties and early forties.

“T had a fantastic 22 year career up until
2007. That’s when the floor transitioned
from where you’re actually physically
trading to electronic platforms, so my job
was replaced by electronic trading.

I tried to trade that way for a year or so,
but it didn’t work out, so I had to reinvent
myself.” — Blaise

Christine was the oldest of three kids,
graduated from Fordham University
in the Bronx, and later worked for
schoolbook publisher, Macmillan
McGraw-Hill, producing textbooks for
grades K through 8.

“It was fun and exciting because
everyone would use their unique talents
- writers, photographers, editors, design,
copyediting - and come together to
create the schoolbooks. It was always

a satisfying accomplishment to see the
books come off the press.” — Christine

She met Blaise, they dated, got married,
and had four children, building a

life together - and then Blaise moved
through a massive career change.

“I was in my home office at the time. I had
an L-shaped desk with three computer
monitors for trading, and on the other
side was the family computer. One day

I just started plugging in small business
opportunities, home inspections came

up, and I figured I could do it. It was a
pretty low entry point, and I could get up

and running as soon as I got licensed. As
simple as that.” — Blaise

The early days were more about
survival than strategy. Blaise was out
doing inspections during the week and
marketing on weekends, showing up at
real estate open houses with homemade
coupons he’d printed at home. Christine
baked cranberry biscotti, chocolate chip
cookies or brownies to bring along.

“One of the first weekends a real
estate agent called me back. Not for
an inspection, but to get Christine’s
chocolate chip cookie recipe.” — Blaise

What began as one inspector eventually
grew into Long Island’s largest home
inspection company, with a team of
approximately forty employees, twenty
inspectors, hundreds of inspections each
month, and a sister company, Gotham
City Home Inspections serving New
York City’s five boroughs. Today, that
foundation has evolved into Core Group,
a multi-vertical organization spanning
home inspections, pest management,
holiday lighting, inspector and real
estate agent education, and Long Island
Real Producers—each serving a different
need while remaining connected by a

Long Island Real Producers - 13




shared commitment to the industries
and communities they serve.

Although at first progress came slowly,
Blaise put all of his energy into hitting
a milestone of twenty inspections in a
month. Eventually he got there, then
hit 35 the next month, and 70 in the
following month. Today, Inspecticore
handles roughly 300 inspections a
month and, together with Gotham City
Home Inspections, has earned more
than 4,200 five-star reviews—2,700+ for
Inspecticore and 1,500+ for Gotham.

Reaching that level of growth, however,
is something Blaise and Christine are
quick to say they could never have
accomplished on their own. Behind
every inspection is a team working
together—from finance, marketing,

14 - September 2026

client care, and technology support

to the inspectors in the field each day.
Many of Inspecticore’s inspectors have
been with the company for years,
bringing not only experience but a
shared commitment to the standards
and values the company was built on.

“We could never have grown to 300
inspections a month on our own. We have
an incredible team behind us, and every
person plays a role. We’re especially
proud of our inspectors. They truly
operate as one team. Some have been
with us for many years, but every one of
them understands that when they walk
into a home, the only thing that matters
in that moment is giving their very best
effort to the client in front of them. That’s
what we ask of everyone, every single
day.” — Christine

Inspecticore offers residential
inspections, commercial property
assessments, pest inspections,
environmental assessments, pools and
spa inspections, mold assessments
and a full suite of property evaluation
services while continuing to invest
heavily in inspector training and
continuing education.

“It was a really hard thing to build

a home inspection company out of
nothing—no past experience, no
association with real estate agents or
anyone in the business. The amount of
perseverance, tenacity, and strength it
took... Blaise never quit. He had so much
personal grit and intelligence. It’s just
truly remarkable, he never let anything
stop him from moving forward.” —
Christine

Education has also become a significant
part of Inspecticore’s mission. Through
continuing education classes, speaking
engagements, and training programs,
Blaise has helped thousands of real

estate professionals better understand
homes, inspections, and the issues that
matter most to their clients. For the
Ingrisanos, sharing knowledge is simply
another way to serve the industry they
care deeply about.

Christine came on board more formally in
2012, starting with answering the phone
as Blaise’s schedule filled with more
appointments than he could manage
himself. She ran the office seven days a
week for years and only recently stepped
back from that daily role. However,

she’s still intimately tied to the business,
conducting weekly meetings with the
team and helping their employees through
challenges, because she understands the
business from the inside out.

If you ask Blaise what holds the
company together, he won’t start with
technical details about inspections. It all

begins with their beliefs and core values.

“How are we treating the people directly
in front of us? Are we treating them with
a servant’s heart? That’s what it was
about from the first inspection I did. We
truly believe in ‘family first and foremost.
Every family deserves a home that’s safe
and sound’, so everything comes back

to that. We treat our customers and
referring partners like family.” — Blaise

That philosophy extends beyond
homeowners. Blaise and Christine have
spent years building relationships with
Long Island’s real estate community,
believing that the strongest transactions
happen when inspectors, agents,

=
=

attorneys, lenders, and clients all work
together with mutual respect.

Over the years, Blaise and Christine
have found that the agents they have
long-lasting relationships with are
the ones who share their client-first
approach, agents who want the best
for their clients, looking for a fair and
balanced report.

“Nobody wants things sugarcoated, and
we do not want to make mountains out
of molehills either. One thing I want real
estate agents to know: we’ve been out
there working hard every single day since
2009. We stay in our lane of expertise and
allow everyone to do their process. We
do our best to represent the entire real
estate community in a very professional
manner.” — Blaise

“We genuinely see the importance of each
and every inspection company-wide. This
is typically our client’s largest investment
they’ll make in their lifetime. So we make
every effort to handle their emotions,
fears, and stress as best we can. It takes
time for agents to trust that this is how
we handle every inspection. But as that
trust builds, and we’re serving clients
together, it lets everyone move forward
with confidence that we’re helping people
get into the right home.” — Christine

Nearly two decades after printing
homemade coupons and hoping the
phone would ring, Blaise and Christine
still approach every inspection with the
same philosophy that built the company
in the beginning: treat people like

family, tell the truth, and leave every
client better informed than when you
arrived. It’s a simple approach—but one
that has earned the trust of thousands of
homeowners and many of Long Island’s
most respected real estate professionals.

Outside of work, Blaise and Christine
love spending quality time with their
four children, who are all in their early
twenties and thirties now. When each
one graduates from college, Blaise takes
them away for 2 weeks anywhere they
want to go. But the real prize, both

of them say, is the ordinary stuff: the
simple joy of having the kids in their
lives, hanging out by the pool with
everyone, or enjoying one of Christine
and Blaise’s delicious meals together.

“We are very blessed, and we are very

intentional about not taking our blessings
for granted.” — Christine

Inspecticore

info@inspecticore.com
www.inspecticore.com
516.524.0673
631.366.2776

[inspecticore

A PROPERTY INSPECTION GROLIP
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AGENT SPOTLIGHT

FROM UNEXPE
T0 BUILDING £

BY NICK INGRISANI
PHOTOS BY CHRIS BASFORD /
DYNAMIC MEDIA SOLUTIONS
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Elaine Patterson got her real
estate license in 1989, but didn’t
start selling homes full-time until
1998. After graduating from the
Fashion Institute of Technology,
Elaine began her career as a
textile designer in the fashion
industry. Her talent and drive
led her from design into sales
and management, eventually
becoming part-owner of a fully
vertical mill in New Braunfels,
Texas, employing more than
600 people with annual apparel
and home furnishing sales
exceeding $30 million. For
nearly 13 years, she traveled
throughout the country and
Europe, managing a sales force
while staying ahead of emerging
fabric and design trends.

Inspired by her mother’s
ambition to become a licensed
realtor and work alongside her,
Elaine’s passion for real estate
was ultimately sparked. After long

days of work, they would both
attend night classes together to
pursue their licenses, sharing the
same goal and determination.

“My mother was my driving force
to become a realtor. We wanted to
be in business together and make
it a successful mother-daughter
team. We took courses in the
evenings and took our exams,

but she passed away before even
learning she got her license.
Luckily, I had the wherewithal and
drive to continue my education so
my license wouldn’t expire.”

Eventually, the travel demands

of her corporate work became
too much to balance with her
family life, and it was the perfect
opportunity to transition into real
estate. The transition was easy
for her to make. And it turned
out that her design and sales
background had a much bigger
impact than she expected.

THAT'S WHAT'S
ALWAYS BEEN ON MY
MIND: WHAT CAN |
DO TO MAKE THIS
BETTER? HOW CAN |
IMPROVE ON WHAT
I'M DOING? NOTHING
IS PERFECT IN LIFE.
BEING AN ARTIST,
YOUR PAINTING IS
NEVER DONE.

“Having a design background
helped me see what could be in

a project that wasn’t clear. New
construction, distressed property,
resale that needed a little
adjustment... when I come in, I see
a vision of what’s going to make it
look better. My sales background
taught me how to negotiate. You
have to be able to understand
what you’re selling and know
what your clients’ goals are. So
there’s a big overlap.

Those things helped me transition
into real estate. Because it’s all
about presence and curb appeal.”

She’s a self-described Type A,
always moving, always asking
what could be better. It’s a
disposition that fits the business
well, as real estate rewards people
who stay on top of everything. But
her drive isn’t just about closing
deals. She talks about improving
her business the way an artist
talks about a canvas. There’s
always an adjustment, another
layer, something that could be
sharper. That insatiable drive to
learn and grow is what keeps a
long career from going stale.

“That’s what’s always been on
my mind: what can I do to make
this better? How can I improve

Long Island Real Producers - 19
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on what I'm doing? Nothing is
perfect in life. Being an artist, your
painting is never done.”

Staying connected to nearly a
thousand past clients is its own
challenge. In the early years,

it was print and mail. Now it’s
social media, which Elaine has
embraced not as a marketing tool,
but as a way to stay genuinely
present in people’s lives.

“You need to be there for people
now. Then, 5-10 years later,

when they’re ready, you’re right
there. It’s about keeping the line
of communication open. My
business isn’t just about buying
and selling. I'm here to connect
‘you with our network of people,
contractors, roofers, etc. There’s a
lot that happens between a sale or
purchase that keeps us connected.
Tuse social media as a way to
stay connected, be a part of their
growing family, and be involved in
their lives.”

The payoff for her patience when
working with clients shows up

in the strong referral business
she has now. Many of her past
clients now recommend her to
their children when they’re ready
to buy their first home. Elaine is
passionate about her work and

doesn’t see herself retiring in a
traditional sense. Her business
is strong, and the work still gives

her meaning and purpose the way

it always has.

Now nearly 30 years into her
career, Elaine has sold close to a
thousand homes and has come to
a sort of full-circle moment. Her
son Daniel, who got his license 11
years ago straight out of college, is
now her partner in the business.
She didn’t hand it to him on day
one, but let him work his way in,
offered mentorship, and gave him
space to build his own clientele
and instincts. Their formal

partnership came together about
five years ago.

Now, their vision is to build

a powerful and trusted

personal brand that people
immediately associate

with integrity, expertise,
professionalism, and exceptional
results. They are truly

driven to make a meaningful
difference in the lives of the
people they work with.

“The light at the end of the tunnel
is that I ended up in business
with my son. She’s looking down,
and it’s a memory I carry every
day. I had hardships and sadness,
and I worked through them. I had
great support from my family,
and now, I truly enjoy and love
what 'm doing.”

Outside of Elaine’s dedication

to her clients and guiding

them through their real estate
journeys, she enjoys spending
quality time with her three
children. She is an active member
of her community, and can

often be found biking, playing
pickleball, or practicing yoga.

While her mother never got to see
her real estate success in person,
Elaine carries her legacy forward
in everything she does.
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YOUR LEGACY

Schedule your Life &
Legacy Planning session
this month & receive

Life & Legacy Planningior
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the life you've b
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PERSONAL
FAMILY LAWYER

Guiding Families. Protecting Legacies.

Bringing You Peace of Mind.
Richard Klein, Esq.
Managing Partner
\ (516) 770-7720 ®

Schedule Your rich@diamondlawgroup.com @
30-Minute Consult Here! DiamondLawGroup.com @




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

E.]J. Gilbride

Chief Culture Officer
NMLS #127515, Mortgage Loan Originator

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

HartfordFunding.com | (516) 595-7600

HARTFORD FUNDING, LTD. (NMLS ID #58160 - https://nmlsconsumeraccess.org) 100 Crossways Park Drive West, Suite 302, Woodbury, New York 11797 | 833-238-2280. Certain restrictions/limitations may apply. This is not .
intended as an offer to extend credit nor a commitment to lend. Licensed in: FL, NJ (Licensed by the New Jersey Department of Banking and Insurance), NY (Licensed Mortgage Banker- NYS Department of Financial Services). i_g“'nsn

Zabbia

INSURANCE AGENCY
Serving New York since 1915
FALL | INTO
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THIS SEHPTEMBER

Turn over a new ieaf with an agency
you'll love and coverage you can trust.

Count on the Right Agency for Peace of Mind

A\
Realtors, Partner with A complimentary
choose an The Zabbia closing gift for every
agency your Insurance Agency referral as our way of

success is our

priority. At The Zabbia Insurance Agency,
we specialize in working
hand-in-hand with real estate
professionals to ensure smooth
and hassle-free closings
for your clients!

Why partner with us?

o Tailored Service
Personal attention for every referral,

o Expert Support

We help you navigate insurance needs
quickly and efficiently.

o Smooth Closings

Dependable service to keep your
deals on track.

Your clients deserve the best —
and so do you.

saying thanks. '
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Partner with an insurance
agency that values your
business and goes the
extra mile to help you
succeed.

. 516-799-3800
. robertzabbia@allstate.com




AGENT SPOTLIGHT

SA

AMMI

From Retail Store Owner to
REAL ESTATE SUCCESS

PHOTOS BY CHRIS BASFOR
DYNAMIC MEDIA SOLUTIONS

SAL AMMIRATI HAS SPENT HIS ENTIRE
ADULT LIFE IN SERVICE TO OTHER PEOPLE.

.

He moved to Long Island from

Brooklyn at nine years old and landed
in Centerport, where he has lived ever
since. Growing up, he was exposed

to entrepreneurship, watching and
helping his parents run their businesses,
including a deli and a store in
Huntington. He married the love of his
life—they’ve been together 37 years—
bought his first home in the same town
where he grew up, and built a career
that has outlasted entire industries. That
kind of rootedness isn’t accidental. It’s

a choice Sal has made, over and over
again, to plant himself somewhere and
make it count.

Before real estate, Sal owned a
stationery shop in Centerport—a
natural move for a man whose family
had always been in retail. He’d already

run a deli for his father before high
school. The store sold birthday cards,
candy, school supplies, the things a
neighborhood needed before every gas
station and drugstore started selling
the same things. For eighteen years, it
worked. Then the market shifted, and
the writing appeared on the wall.

“When I started in the 1980s, it was the
only place you could buy a birthday card.
Candy, Christmas, school supplies... 18
years later, you could find those things
at every supermarket, gas station, drug
store, etc., so the business fell off enough
that I had to close the doors.”

Closing the store was hard, but Sal took

it in stride. And in some ways, those
eighteen years behind the counter were
the best preparation imaginable for what

came next. Every day, Sal had stood at
the center of his community, talking
with hundreds of people, learning their
names, earning their trust.

“Coming from retail, I spoke with
hundreds of people every day. You
could say I had the gift of gab. I was in
the public, center stage, for 18 years.
People came to me constantly, and I
had personal interactions with them.
That helped in my real estate career. It
was easy for me to make those personal
connections and deal with people.”

Still, the early years were slow. It took six
months before he cashed his first check.
His goal was straightforward: close 26
deals a year, roughly one every two
weeks. Getting there required patience
and persistence, but thankfully, Sal had
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a unique advantage that allowed him to
put all his energy into the business. From
his time running the stationery store, his
wife already understood what it meant
to be married to someone who worked
seven days a week.

“I make sure my time is available

for my clients, and my wife is just as
understanding as she’s always been. God
bless my wife; she’s a wonderful woman,
and she’s been key to my success in
growing my business.”

Starting in 2002 with a small local

firm, by 2005, he was already their

top salesman. Sal made the move to
Douglas Elliman, where he has now
spent nearly eighteen consecutive years.
Since 2010, he has received an award
from Elliman every year. It’s a consistent
streak of recognition that reflects his
deliberate and disciplined approach to
the business.

“Since joining Douglas Elliman it just
clicked. They provide us with a lot of tools
to succeed.”

Sal’s approach centers on relationships,
but he’s careful to note that not all
relationships look the same. Buyers
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require frequency and personal
chemistry; you’re with them constantly,
navigating one of the most emotional
decisions of their lives. Sellers are a
more transactional engagement, focused
on strategy and results. Knowing the
difference and adjusting accordingly

is part of what separates a good agent
from a great one.

Eventually, Sal decided to expand his
business and form a team. Coached

by Tom Ferry, he has cycled through
various configurations—up to five
members at peak—and holds his people
to high standards. Today, the core of the
team is Lindsey, a trusted colleague who
shows up reliably even while raising
young twins, particularly on weekends
when open houses are in full swing.

“My expectations are high, and I'm always
on the lookout for new recruits who are a
good fit. I have no plans to retire.”

Last month, Sal was honored by Long
Island Business News as an Icon—a
distinction reserved for professionals
over 60 who are still excelling in their
industries and communities. He was
the only real estate agent to receive the
honor this year.

I make sure my time
is available for my
clients, and my wife is
just as understanding
as she’s always been.
God bless my wife;
she’s a wonderful
woman, and she’s been
key to my success in
growing my business.”

“I was honored to be selected as an

Icon. Being over 60 and still working
successfully, that’s a terrific achievement
for me.”

When he does step away from work, Sal
and his wife love to travel. Their most
recent big trip was to Australia earlier in
the year.

“Travel is one of the reasons I work. My
budget is not only for retirement, but I
also have a travel budget, because we like
to get up and go.”

After four decades of showing up
for other people—as a shopkeeper,
a neighbor, an agent, a hushand—
Sal Ammirati is showing no signs of
slowing down. ¥
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Expertise anchored on Long Island.
Financing that fits your needs.

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

* Construction-to-Permanent financing,
including renovation loans

» Fixed and adjustable-rate mortgages

* Jumbo loans including interest-only

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

David Goldklang

Sr. Mortgage Loan Officer

NMLS ID # 86601

917-757-4957
david.goldklang@citizensbank.com

b 74 eg
> Citizens

Mortgages are offered and originaked by Citizens Bank, N.A. (NMLS ID# 433360). All loans are subject to approval.

Offers may be wilthdrawn without notice. < Equal Housing Lender, © 2026 Citizens Financial Group, Ing, All rights reserved.




3 YEAR ANNIVERSARY!

CELEBRATING

of Long Island
Real Producers!
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Three Years Later: Still Building Something
Bigger. Barry Paley

When Long Island Real Producers first featured
Barry Paley on the cover in 2023, he had already
earned a reputation as “The Builder”—a former
fashion industry executive who reinvented himself

in real estate and built one of Long Island’s most
respected organizations through disciplined
leadership and an unwavering commitment to people.

Since then, his story has become even more
compelling.

In 2024, Barry shared one of the most difficult chapters
of his life in our Cancer Awareness issue, opening up
about his battle with Stage III tonsil cancer. Thirty-

five rounds of radiation, six rounds of chemotherapy,
and a 41-pound weight loss tested him physically and
emotionally. Yet through it all, Team Paley continued
to thrive as Hope Paley, Luke Paley, and the leadership
team stepped forward—proving that Barry had built
far more than a successful sales team. He had built an
organization.

Today, while successfully leading the company remotely
from Florida, Barry continues to demonstrate that great
businesses are not defined by where the leader sits, but
by the strength of the people, systems, and culture that
support them. The results speak for themselves.

In 2025, Team Paley celebrated its strongest year ever,
surpassing $100 million in closed sales while guiding
165 families through one of the most significant

3 YEARS CH

AMPIONING AUTHENTIC STORIES
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What is new with...

) arry

financial and emotional transitions
of their lives. Today, the organization
is ranked No. 14 in New York State
and No. 319 in the nation, while
remaining on pace for another
record-setting year.

Behind those numbers is a business
intentionally built for excellence.
Specialized leadership, expanded
client care and administrative
support, documented systems, and
standardized
operating
procedures

SEPTEMBER 2023
COVER STORY

allow Team Paley to deliver an
exceptional client experience while
providing agents with the coaching,
leverage, and operational support
needed to grow extraordinary
businesses of their own.

Along the way, Barry has expanded
into Florida, continued mentoring
the next generation of real estate
professionals, received recognition
from industry leaders including Tony
Robbins, and been honored among
New York’s Top 100 Most Influential
Real Estate Agents.

Three years after our original cover
story, Barry Paley is still building—but
today his greatest accomplishment

isn’t measured by production alone.

It’s measured by the people he has
developed, the lives he has impacted, and
the legacy of leadership that continues to
grow through the organization he built.

“ Success is no longer
measured by
what one person
can accomplish.
It’s measured by
how many people
you empower
to accomplish
extraordinary
things together.”
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RISING STAR

Relationships That Stand the Test of
Time: Zehava Friedman

When Long Island Real Producers
introduced Zehava Friedman as a
Rising Star in 2023, readers met an
Israeli Air Force veteran, devoted
mother, and determined real

estate professional whose

business was built on one

simple promise: every client

would receive the care,

honesty, and attention

they deserved.

Three years later,

that promise
continues to define
everything she does.

Still serving clients

from Coldwell

Banker American

Homes’ Syosset

office, Zehava

remains a nationally
recognized top

producer while continuing
to strengthen her expertise
through her SRES and
CCIM designations.

Her business has grown
steadily, but perhaps
more meaningful than
the numbers is the loyalty
she’s earned from the
people she serves. Many
clients have returned to
her not just once, but
multiple times, trusting
her to guide them
through some of life’s

ot

biggest decisions and often describing
her as much more than an agent—as
someone who genuinely becomes part
of their journey.

At home, life has continued to
evolve as well. Her daughters,
Eliana and Nadia, have
grown alongside the
business she worked so
hard to build, allowing
Zehava to enjoy
many of the family
milestones she once
looked forward to
while balancing a
thriving career.

Although much
has changed
over the past
three years,
her priorities
have not.

Back in 2023,
Zehava told us that
real estate wasn’t
about making
promises—it was
about delivering
on them. Today, her
reputation continues
to be built one
relationship at a time,
proving that lasting
success isn’t measured
by attention or accolades,
but by the trust clients
place in you long after the
transaction has ended.

REWIND REFLECTION
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Citizens
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SEPTEMBER 2023 PARTNER SPOTLIGHT

A Reputation Built on Trust: David Goldklang

When Long Island Real Producers first introduced David Goldklang in 2023,
readers met a mortgage professional who believed the most important part of
the lending process wasn’t the product—it was the relationship behind it.

After more than 25 years in the industry, David’s philosophy was refreshingly
simple: people do business with people they know, like, and trust.

Three years later, that philosophy continues to guide a career marked by
remarkable consistency.

David has now surpassed an extraordinary milestone, personally closing
more than $1 billion in loans while continuing to serve homebuyers,
homeowners, investors, and REALTORS® from Citizens Bank’s office in
Melville, New York. His commitment to communication, preparation,
and reliability has earned him widespread respect throughout
the real estate community, with colleagues frequently
recognizing him for his professionalism, responsiveness,

and customer-first approach.

As market conditions continue to evolve, David remains i
focused on helping clients prepare well before they need 1
financing, providing thoughtful guidance that allows buyers
and borrowers to make informed decisions with confidence.

Looking back, it’s clear that while the numbers have
grown, the foundation has remained the same.

“I do what I say I'm going to do when I say 'm
going to do it.”

readers in 2023, and one that continues
to define his reputation today. More
than a billion dollars in closed loans -
later, trust remains the cornerstone of
everything he builds. ®

It’s a promise David shared with h 3*

| do what | say I'm
going to do when |
say I’'m going to do it.”
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At Invited Sales & Home Staging, we help homeowners get their homes
market-ready and sold faster: From Tag Sales and Online Auctions to expert
Home Staging, we make it easy to declutter; showcase your property, and =

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

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

INVITED SALES & STAGING
BY TRACY JORDAN
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“The most important
thing for me is to do
my job with honesty
and integrity. It
makes me feel good
to be of assistance

to others at this
stage in my career.

I continue to work
because I enjoy what
Ido, and I feel that
in some way it’s
making a difference.”

Michelle grew up in
Brooklyn and attended
Brooklyn College, where she
earned a degree in education
and a minor in speech
pathology. She built an early
career shaped by purpose.
After marrying and following
her husband, David, to
Durham, North Carolina, so
he could attend Duke Law
School, she landed a job as

a speech pathologist in the
Durham city schools.

When the couple returned
to New York, she quickly
found a teaching position at
a special service school in
Manhattan, then went on to
have a distinguished career
in the White Plains public
school system. Teaching
third grade, she discovered
something essential about
herself: she was wired to
connect with people, to
listen, to communicate.

At a time when expectant
mothers were asked to
leave the classroom,
Michelle stepped away
from teaching when she
became pregnant. And
when her family eventually
settled on Long Island

with two young daughters,
the cultural expectations

of the moment tugged at
her again — a husband
doing well as a securities
attorney in Manhattan,
two children at home, and
an unspoken assumption
that this was enough. For
Michelle, it wasn’t.

“I searched for something to
do that would be meaningful,
and felt I had more to give
to people. As an educator,

I always felt my skills were
transferable: the ability to
listen, to have patience, and
to be able to communicate
effectively. I was encouraged
by my husband to go into
real estate.”

Her first real estate client
was a young couple from
Whitestone, Queens. She took
them seriously, drove them
to properties for three weeks,
and sold them a home. That
transaction sparked her
excitement about this career
path, which for her was less

about the commission and
more about the potential
of building something of
her own. Michelle became
a broker as quickly as the
licensing rules allowed.

Over the course of her
40-year career, Michelle
built a name that precedes
her wherever she goes.
Long before personal
branding was a concept

in the industry, she was
placing her photo in
supermarkets and writing
The Michelle N. Cohen
Gazette — a newsletter
mailed to local homes that
covered real estate, travel,
her grandchildren, and her
life. David helped edit it. The
goal was simple: become a
household name.

“I met someone in town who
was with a 3-year-old child,
the kid saw my picture on the
shopping cart and said, ‘Oh,
that’s the Pathmark lady’.

It was a significant thing in
my career to have people
associate me with real estate.
It didn’t matter if I was at

my temple, in town, or at a
charitable function. People
would come to me asking
about the real estate market.”

She’s since added Instagram
and social media to the

mix, because she knows
people have preferences for
engaging; some clients want
print in hand, others want a
tap on a screen.

Five years ago, Michelle was
recruited by Compass, which
was a significant move after
years as a top producer at
her previous firm. She was
drawn to their technology
and, more importantly,

the energy of the firm. She
found herself energized by
working alongside younger
colleagues, staying close to
what’s current rather than
coasting on what’s worked.
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When she’s not working,
Michelle and David love

to travel. They’ve been to
Africa, Japan, Australia, New
Zealand, all over Europe,
Israel, the UAE, and China.
She also works out four times
a week, belongs to a book
club, and treats meeting new
people as a practice rather
than a perk.

“I have a tremendous
passion for travel. It’s what
helped me become very
open to people of all faiths,
religions, and different parts
of the world. We may look
different, but in our hearts,
everybody wants to have

a good life for themselves
and their families. With
each granddaughter, once
they turned 12 to 13 years
old, we took them on a

trip alone without their
parents. It’s very important
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to us and has helped us
make stronger bonds with
our grandchildren.”

Her mother, a first-
generation immigrant and
exceptional salesperson,
was a significant positive
influence on her. Watching
her mother work with

people of various ethnicities
taught Michelle something
she never forgot: good
instincts about people aren’t
accidental, they’re earned.

“My mother was a
phenomenal salesperson, very
open to people, and I learned
a great deal from her. She had

a great sense of humor and
was always willing to deal.
She was a big influence in my
life. If I became a good real
estate agent, it was because
Isaw her at ayoung age
working with people, and
working effectively.”

At this stage of her career,
Michelle is continuing to
work because she loves it,
remains among the most
selected listing brokers,
efficient and productive,
continuing to model integrity
for younger colleagues.

Michelle’s career is a
testament to the fruits of
discipline, humor, and

the quiet confidence of
someone who figured out
that meaningful work

and a vibrant life aren’t

in competition with each
other. In fact, they go hand
in hand.

ched for something to do that would
ewneaningful, and felt | had more to give
to people. As an educator, | always felt
my skills were transferable: the ability to
listen, to have:patience, and to be able to
communica’remef@c’rively. | was encouraged

byimy husband to go'ifito real estate.”



WE ASK... YOU TELL!

homeowner the buyers met Brian Connor
FI RST DEAI-, BIG LESSON her counter, she may CRY! Realty Connect USA
One lesson from my first deal that still sticks
Lisa Lauricella with me today is realizing that a home

f‘ Signature Premier Properties

' My first listing 23 years ago came from
knocking on someone’s door just after
a blizzard, with nearly two feet of snow
on the ground. I was determined to
earn that first opportunity, and that
experience taught me a lesson that still
guides me today: perseverance, hard
work, and the willingness to put yourself

is much more than just a transaction to
many people. A lot of houses carry deep
sentimental value, memories, and emotional
attachment for the families involved. That
experience taught me the importance of
being patient, understanding, and delicate
throughout the process. While the business
side is important, I learned early on that
treating people with empathy and respect

What'’s one lesson from your first

deal chat still sticks with you today?

Welcome to our “We Ask... You Tell!”
feature in Long Island Real Producers!

This is a fun, personality-forward * What books are on your nightstand? ...and more. It’s a great way for the out there truly pay off. In real estate, during such a major life transition matters
feature where we ask agents » Favorite vacation spot? community to get to know the person consistent effort and determination just as much.

lighthearted lifestyle and success * Go-to coffee order? behind the business. Look for the often open the first door.

questions — things like: * How do you use AI? participation link in our monthly Jared Sarney

38 - September 2026

Anthony Perrotta

Signature Premier Properties

To stay calm when the pressure starts to
heat up. Almost always there is a speed
bump in a deal and staying calm is the
best thing you can do for your client. I
love this business because some deals
are like puzzles and you have to figure
out the best way to solve it and give your
client a great experience without them
ever knowing there was an issue.

Belinda Caspi Wiseman

Berkshire Hathaway HomeServices
Laffey International Realty

Talk less, listen more. And work those
open houses like a pro— don’t just sit
back expecting the deal to come to you.

Nancy Giannone
Howard Hanna Coach Realtors
Time is not a friend in real estate!

Stephen Gaon

Serhant.

Not to sweat every little detail in the
back and forth of the negotiation or
contract. Solve the big problems and the
smaller ones will fix themselves.

George Gatt

Stephen Joseph Properties

My first deal was a co-op listing in
Queens—slightly outside my comfort
zone and at a lower price point. But
Ileaned on my broker’s advice and
showed up professional, prepared, and
full of energy.

newsletter. Be a part of the fun!

That one listing turned into me setting

the record for a one-bedroom sale in the
development and more importantly, it led
to multiple referrals from that same client.

Lesson that stuck with me: treat every
deal the same, regardless of property type
or price point. You never know which
opportunity is going to open the next door.

Stephanie Calinoff

Signature Premier Properties

It’s hard to remember after 41 years what
my first deal was, but I remember being a
young Agent and finding it hard for me to
compete with the seasoned agents at the
time. So I made a promise to whoever was
hiring me that I could give them my full
attention where others couldn’t and the
truth is I still live by that today even being
busy I always make people feel like I'm
never too busy for them.

Kathleen Evangelista

The Evangelista Team at Douglas Elliman
Don’t spend your commission until the
money is in the bank

Abhishek Sethi

Voro Real Estate

Most importantly I have learned: no deal
is a deal until it closes, I need patience to
hear what the client asks, and answer all
the questions they have to make it more
transparent

Dee Dee Brix
The Dee Dee Brix Team at Compass
That when I tell a long-time

Liza Bendett

The Scout Residential Team at Compass
My first deal was a close friend
purchasing in the Hamptons. It was

a big transaction and one of the most
educational experiences of my career.
What stuck with me most was the
importance of staying professional

no matter who is sitting across from
you. I never let the friendship change
how I handled that transaction. It was
buttoned up from start to finish. And
that is something I carry into every deal
today. The care I put into this work is
why my clients become my friends, not
the other way around

Michele Sanchez

Signature Premier Properties

Reverify Everything you discuss & agree
on with another agent and put it in
writing so there is proof of reference

of the agreement in case it comes into
question later.

Rebecca Zinn

Compass

One of the biggest lessons from my

first deal was realizing how much
presentation matters. Even though I was
completely new to the business, I had a
strong feeling the house needed staging.
T'hired a friend who was just starting
out in interior design to help me, and
the house ended up selling over asking
and went under contract in a week. That
experience stuck with me. Since then,
I've staged every home I've sold, whether
it needs small tweaks or more heavy
lifting. Over time, I've really developed
an eye for it myself, and it’s become a
huge part of how I market homes today.

Corcoran SRG Residential

You never know whats going to happen! My
first deal (that wasn’t one of my own builds)
was actually one of my best friends. We were
at the final walkthrough and all of a sudden
we saw his father in law fall. An ambulance
came and rushed him to the hospital with
multiple leg injuries. I thought that was a
sign for this to not be my calling. But instead
it taught me nothing comes easy and keep
going if you want to succeed.

Mike Furino

The Furino Team at Signature

Premier Properties

Always follow up when people have
questions at an open house. I met a buyer
at an open house and she asked a question
that I did not have the answer to. I found
the answer for her and called her about
30 mins after she left. She told me she had
been to about 35 open houses and none of
the agents had ever followed up to answer
any of her questions. She told me she had
a house to sell and wanted me to represent
her. My first listing ended up being a
million dollar waterfront property and I
also helped her buy the home I met her at.

Dana Teresa Palmer

Buying and Selling LI - Signature

Premier Properties

Always educate on the entire process prior
to it happening, not as it happens.

Zehava Friedman

Coldwell Banker American Homes

My first deal, at the final walkthrough, the
buyer asked to go in the attic. We allowed
him, he walked on the sheet rock, and while
we were all in the living room, he came
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falling down. I don’t let buyers walk in
the attic since, only with the inspector.

Roy Lebel

Serhant.

My first deal was an estate sale, and
I'helped run the actual estate sale

with the items in the person’s home.
Including a helicopter, amphibious tank-
boat, Harley Davidson motorcycle, and
many more items.

Elaine Richheimer

Douglas Elliman

My first deal was with an amazing
Douglas Elliman agent. I got buyers
from an open house that my current
team leader Louise Pitlake had me host.
They had a home to sell which I got to
list that week, sold it pretty quickly and
then found them a bigger home in their
neighborhood. The agent who had the
listing was so helpful and had patience,
he knew it was my first deal, and I
learned so much with his guidance and
my team leaders were available to guide
me as well.

Connie Intranova

Compass

My first deal was truly a memorable
experience and taught me one of the
biggest lessons I still carry with me
today: always focus on providing

value first. The transaction involved

a divorcing couple whose children
originally had no interest in the home.
We signed the listing at a competitive
price, prepared the property for
market, hosted a very successful open
house, and received multiple over
asking offers. Everything was moving
quickly until, unexpectedly, their son
and daughter in law, who lived out of
state, decided they wanted to purchase
the home themselves. At that point,
there were understandable questions
surrounding the commission structure,
especially since the buyers were family
members and my clients likely would
not have listed the home publicly had
they known their son would change his
mind. Being my very first deal, it easily
could have become an uncomfortable
or discouraging situation. Instead, my
clients chose to pay my full commission
without hesitation because they
respected the amount of work, strategy,
communication, and professionalism
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I brought to the transaction from start to
finish. That experience taught me very
early in my career that clients will respect
and appreciate your value, no matter the
circumstance, as long as you consistently
reciprocate that value with hard work,
honesty, and professionalism.

Carleigh Minton

Douglas Elliman

It was from my sphere of influence. It’s
never the people that you think will support
you in your life. People you never thought,
will show you support and trust. Put
yourself out there because you never know
who you’re going to touch.

Joe Maselli

Joe Maselli Real Estate Group

I failed to have a buyer agency agreement
signed with my first set of open house
clients - they came back to me after falling
in love with a home they saw at an open
house without me, and I almost lost my part
in the deal.

Molly Deegan

Branch Real Estate Group

Have confidence from the very beginning.
Everyone has to start from somewhere.

Paula Lescano

Exit Realty United

My first deal was baptism by fire. I signed
my first listing solo — no hand-holding
from my broker. I had to price it fast, pull
a CMA, get paperwork ready, and keep it
together while I was terrified inside.

The client was tough. The house took
months to sell. But I didn’t quit.

We sold it for the highest price that type of
home had seen in that area at the time.

The lesson that still sticks with me
today? Pressure doesn’t break you

— it builds you. That deal taught me
that confidence isn’t about knowing
everything. It’s about showing up, doing
the work, and refusing to let fear or

a tough client dictate the outcome.

I carry that into every listing now. Tough
doesn’t scare me. It sharpens me.

That first deal taught me: you don’t need to
be fearless, you just need to be relentless. ¥

GET A FREE
ESTIMATE TODAY.

CALL (866) 228-6400

__Moving your family-or business
= isour-family business.

MAFFUCCI MOVING & STORAGE

MAFFUCCIMOVIHG.COM

R A 4

WY DOT T-708 - ICC AMC44394 - US DOT 106412

Get Homes
Market-Ready.

Home Preparation Services

+ Reduce the stress of juggling multiple vendors

= Consultative approach on home improvements
= Pay-at-Close with Notable

HE ME

stretch
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Print Me More!

Were you, the team or your
business featured in an issue of
Real Producers? Want a copy of
your article or full magazines in
which you were featured?

Reprints!

What the heck is a reprint? A reprint is a four-page, magazine-
quality-grade paper with your full article and photos, and you
on the cover of the publication.
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exiermiceyre
Teach termites a lesson

$200

on Termite Bait Station Installation

DISCOUNT

Serving Nassau & Suffolk

916-584-5007

WWWw.extermicore.com
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Building wealth takes hard work Why do | need those? — = 4' 2 = s
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yassion. So should managing it.

As successful as you are, we know there's still more
you want to do. At Silver Spring Capital, we've been
helping our clients care for their hard-earned assets
for more than 30 years. Find out why so many
people trust us to help manage their wealth with
the care it deserves.

ROBERT LOPINTO
President & Managing Partner
973-434-9130

ROBERT J. LOPINTO
Director & Senior Financial Advisor
SILVERSPRINGCAP.COM

Silver Spring Capital is a full-service wealth management
practice specializing in retirement planning & portfolio

management. We offer a variety of services designed to help
our clients achieve their financial goals.

Irvedtment producti & services are offered through 'Waelli Farps Advison Financial Retwork, LLC [WFAFN),
Memiber SPIC. Slver Spring Capital ks a separate entity of WFAFN.
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These reprints are a professional marketing tool that can help
brand you, your team and/or your business.

Use on listing appointments

Send out to friends and family

Send to clients with your holiday greetings

Brokers, use as recruiting tools for capturing new talent
Use when farming your favorite neighborhood

What if | changed companies or need something
corrected in my article?
No worries! We can make any changes needed. We send you a

Why It Matters:
proof, you approve, and then they are sent to you via FedEx.
Who can buy these?

Mearly 1 in 2 homes on Long Island
(49%) have had termite activity.
The REALTOR® who was featured, the broker, our partner or
family. Anyone who wants to promote you! o Homeowners spend over $5 billion

How do | order?

Email us at info@longislandrealproducers.com The average treatment cost for
Leng Island homes is $2,800.

each year repairing termite damage.

Stay in control with proactive pest protection.

Extermicore uncovers hidden threats before they become your client’s concerns.
That means smoother inspections, stronger client trust, and closings you can count on.

The Threat Is Real:
Termites never sleep —
they eat 24/7.
A queen can live 30 years and
produce up to 30,000 egas.

Termites are NOT a matter of if...
they're a matter of when.



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

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

LOCAL & LONG DISTANCE MOVING

PACKING « STORAGE « JUNK REMOVAL
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