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203.288.5290

We specialize in the guidance, tools
and services to protect you and

your family’s future!

FOR ALL YOUR 
INSURANCE NEEDS

496 Newhall Street Unit 303 Hamden, CT 06517

•  Auto
•  Home
•  Life
•  Business Liability
•  Medicare
•  Retirement Planning

Karen Bellamy,
President & Owner

(203) 667-3294                 cardona1@live.com                 cardonaflooring.com
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800.654.1300 zplumberz.com/new-haven
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Want a Free 
Consultation?

Discuss your project 
with us by calling

 (860) 434-7707 
or emailing 

info@pointonearchitects.com

See more of our work at 
pointonearchitects.com 
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Jeff Amanna, Owner

860-574-3344  |  info@solchoice.us  |  solchoice.us

...If you don't want to increase the value of their home
...If you want them to have higher energy bills
...If you want them to be reliant on utility companies

...If you don't want them to bene�t from tax incentives & rebates
...If you don't want them to have improved roof longevity

...If you don't want to protect them from rising utility rates

...If you don't want their property to have better appraisal potential

...If you don't want your clients' property to appeal to eco-conscious buyers

YOU SHOULD NOT
RECOMMEND SOLAR TO

YOUR CLIENTS...

Have a listing that needs a bathroom quick? 

WE GO FROM QUOTE
TO INSTALL WITHIN 2 WEEKS! 

BATHROOMS  •  SHOWERS  •  BATH CONVERSIONS 

Joe Thomas
475-231-3296
jthomas@weimproveforyou.com
weimproveforyou.com Scan to See More!

Before

After
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DESIGN | RENOVATE | BUILD

AMANDA
TOMLINSON 

Lead Interior Designer

akco.design  |  727-597-5707  |  info@akco.design  |  68 Bridge St #305  |  Suffield, CT 06078

Looking For 
An Appraiser?
You can depend on Dana Ajello.

2 0 3 - 6 7 1 - 4 3 2 1  •  d e t a 2 3 6 7 @ a o l . c o m

S.A.T. Appraisals LLC

Providing appraisal services throughout Connecticut

Listing Consultations
Litigation support
Foreclosures
FEMA support
Probate

Bankruptcy
Tax assessment appeals
Estate planning
Dissolution of marriage
Valuation for Trusts

203-421-0406 • Madison, CT
Visit our website • www.fenceworldinc.com

HIC 0573275

Professional 
installation 
for over 40 

years

• Vinyl PVC
• Custom Cedar Wood
• Stockade
• Chain Link Fence
• Pool Enclosures
• Ornamental Aluminum

• Post & Rail
• Horse Paddock Fence
• Athletic Field Fencing
• Arbors
• Tennis/Pickleball Court Fencing 
• Pergolas
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This section has been created to give you easier access when searching for a trusted real estate affiliate. These businesses 
have been independently verified to provide the highest quality agents demand in their vendors. Take a minute to familiarize 
yourself with the businesses sponsoring your magazine. These local companies are proud to partner with you and make this 
magazine possible. Please support these businesses and thank them for supporting the REALTOR® community!

Preferred Partners

ACCOUNTING
Borruso & Co
(203) 467-1544

BUSINESS SERVICES: LEAD & AI INSTALL
Leadling
(203) 910-1845
leadling.com

CHIMNEY, FIREPLACE, AND 
VENT SERVICES
All Star Chimney Sweeps & Repair
(860) 983-5315
allstarchimneyct.com

CLEANING - RESIDENTIAL
Spotless Solution LLC
(860) 362-8722
Spotlesssolutionct.com

CLEANING SERVICE
M & V Cleaning LLC
(860) 227-7659
mandvcleaning.com

CLOSING ATTORNEY
Law Offices of Ryan B. Corey, LLC
(203) 699-9422
coreylawoffices.com

CLOSING GIFTS
Bespoke Home
(203) 208-0768
bespokehome.studio

CONTRACTOR / REMODELING
Michael Berube
(203) 530-5086

CUSTOM WOODWORKING/FURNITURE
Planeta Woodworking LLC
(860) 986-1155
planetawoodworking.com

ELECTRICAL
Leoni Electric
(203) 605-7724

Sampson Electric LLC
(203) 745-4246
sampsonelectricllc.com

EPOXY FLOORING / CONCRETE COATINGS
Northeast Concrete LLC
(203) 676-1415

FENCE & GATE SOLUTIONS
Fence World, Inc.
(203) 421-0406
fenceworldinc.com

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

HIGH SPEED SHOWER REMODELING
We Improve For You
(203) 893-1165
weimproveforyou.com

HOME INSPECTION
Deleon Home Inspections
(203) 980-5140
DeleonHomeInspections.com

Modern Home Inspections
(860) 263-9499
inspectconnecticut.com

Sherwood Inspection Services, LLC
(860) 646-9983
sherwoodinspection.com

The Miranda Team: Pillar To 
Post Home Inspectors
(203) 490-7855
mirandateam.pillartopost.com

Wolff Home Inspections
(203) 530-4804
wolffhomeinspections.com

HOME PREPARATION SERVICES
HOMEstretch
(203) 909-4840

HVAC/PLUMBING/ELECTRICIANS
F.F. Hitchcock Co.
(475) 255-6883
ffhitchcock.com

INSURANCE
Farmers Insurance - Karen Bellamy Agency
(203) 627-2678
agents.farmers.com/ 
ct/woodbridge/karen-bellamy

Vigilant Insurance Associates
(860) 263-0659
vigilantinsuranceassoc.com

INTERIOR DESIGN
Amanda Krueger & Company
(727) 771-3250
akco.design

Steph Herzog Interiors
(203) 515-7624
bespokehome.studio

JUNK REMOVAL
Grab Your Junk LLC
(203) 679-1877
grabyourjunkct.com

Wish Junk Removal
(860) 661-1993
twomenandajunktruck.com/ 
locations/ct/junk-removal-norwich

JUNK REMOVAL & DEMOLITION SERVICES
The Junkluggers of New Haven County
(203) 455-6331
junkluggers.com/new-haven-county

LANDSCAPING
Central CT Services, LLC
(860) 250-5229

J&L Property Services
(203) 240-5236

MEXICAN RESTAURANT
Comomango
(203) 421-6963
comomangomadison.com

MORTGAGE
CrossCountry Mortgage
(203) 209-1192
yourhomeloanresource.com

FairWorld Mortgage
(203) 623-7834
fairworldmortgage.com

New England Lending
Jerry Buonanno
(203) 641-2246
jerrylends.com

New England Lending
Scott Beckwith
(203) 627-9812
scottbeckwith.net

JAM  
SMALL ...

NO JOB IS TOO 
OR TOO  

BIG 

IF YOU'RE IN A  
GIVE US A CALL

 Moving Specialist
Jamsmovingspecialists@gmail.com

JAMS

(844)4-in-a-jam
• Local and Long
  Distance Moves

• Dump Runs

• Clean Outs

• Residential and
  Commercial

• Family Owned
  and Operated 
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Preferred Partners
CONTINUED

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

Total Mortgage- Dominic DeMilo
(203) 676-6926
totalmortgage.com/bankers/dominic-demilo

MOVING COMPANY
Adams Moving Company
(203) 508-5187
adamsmovingllc.com

Jams Moving Specialists
(844) 446-2526
jamsmoving.com

PAINTING
Double Diamond Painting
(203) 909-0019
doublediamondpainting.com

PEST CONTROL/WILDLIFE REMOVAL
Alpha Wildlife and Pest Management
(860) 999-2796
www.alphawpm.com

PHOTOGRAPHY
Ascend Studios
(203) 623-6966
instagram.com/ascendstudiosct

Devlin Photography LLC
(860) 434-0005
devlinphotography.com

Perspectives Real Estate Media
(203) 233-2690
shootandshift.com

PLUMBING
Steve’s Plumbing
(203) 506-4342
stevesplumbingorange.com

PLUMBING/HVAC
Z Plumberz of New Haven
(860) 744-6365
zplumberz.com/new-haven

PRIVATE LENDER
Equity Based Capital
(475) 215-8112
equitybasedcapital.com

RADON TESTING AND MITIGATION
A & R Environmental
(860) 742-6767
arenvironmental.com

REAL ESTATE APPRAISAL
PC Appraisal
(203) 314-9622
pcappraisal.appraiserxsites.com/

S.A.T. Appraisals LLC
(203) 671-4321
satappraisals.com

REAL ESTATE ATTORNEY
Bernard Law Group
(203) 805-4521
bernardlawgrp.com

Gambardella & Barillaro PC
(475) 227-0301
gblegalct.com

Law Offices of Russell S. Brinn
(203) 421-6274
brinnlaw.com

Law Offices of Timothy L. Geraghty
(860) 200-8865
tlglawoffices.com

MPF Law
(860) 718-4771
mpflawct.com

Parks & Pearson, LLC
(203) 488-8950
parks-pearson.com

REMODELING/CONSTRUCTION
Cityline Construction
(203) 430-2152
citylineconstructionllc.com

RESIDENTIAL ARCHITECTURAL FIRM
Point One Architects
(860) 434-7707
pointonearchitects.com

RESTORATION - WATER, FIRE & MOLD
Pioneer Environmental
(203) 934-7332
pioneerenvironmentalct.com

ROOFING
Brown Roofing
(203) 723-1372
brownroofing.org

J. Hay Remodeling
(203) 215-0835

RFD Home Improvements
(860) 770-0777
rfdhomeimprovementllc.com

SENIOR MOVING/ DOWNSIZING/ 
ORGANIZATION
Caring Transitions of Guilford
(203) 589-6562
caringtransitions.com/locations/mode/guilford

SEPTIC INSPECTIONS & CONSULTING
Northeast EnviroCare
(860) 609-3840
neenvirocare.com

SEPTIC INSTALL, REPAIR & MAINTENANCE
Anderson Sanitation
(203) 421-4080
andersonsanitation.com/

SOFT / POWER WASHING
New England Aerial Cleaning
(855) 237-4255
newenglandaerialcleaning.com

Under Pressure Washing
(860) 248-6192
underpressurewashpros.com

SOLAR ENERGY ADVISOR
Sol Choice Residential Solar Solutions
(860) 574-3344
solchoice.us

TRAVEL CONSULTANT
Alex Plante - You Pack, We Plan
(678) 477-8552
youpackweplan.com/alex-plante

TREE SERVICES - ARBORIST
E C Tree
(203) 272-4485
ectreellcct.com

WELL, PUMP, AND WATER TREATMENT
Advanced Water Systems Inc.
(203) 228-7874
aws-ct.com

Rhodes Pump Service
(203) 481-5666
rhodespump.com
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Meet
The

Team
Sam Kantrow

Publisher
George Grotheer

Content Writer
Chris Devlin
Photography

Phylicia Bova
Director of Operations

Ascend Studios
Photography

Jenny Ashpaugh-Hockett
Client Outreach Coordinator

Molly Cobane
Client Relations Specialist

Perspectives Real  
Estate Media
Photography

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 intelligence (AI) tools by authors or contributors and may not be independently verified by N2.

(860) 770-0777 • rfdimprovements@yahoo.com • rfdhomeimprovementllc.com
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northeastconcrete98@gmail.com
203-676-1415

VETERAN OWNED & OPERATEDVETERAN OWNED & OPERATEDVETERAN OWNED & OPERATED

 Epoxy Concrete Floors

Urethane Cement &
Polished Concrete

Specializing in

WE CAN'T SLEEP UNTIL
WE KNOW YOU ARE SAFE!

• FULL SERVICE SWEEPING & CLEANING
• MASONRY REPAIRS
• OIL & WOOD FLUE CLEANING
• CREOSOTE DEPOSIT REMOVAL
• CHIMNEY RE-POINTING & REBUILD
• WATERPROOFING

FULLY INSURED
CT LIC. # 0649298

• CHIMNEY CAPS - LIFETIME WARRANTY
• CROWN REPAIRS
• CHIMNEY & GAS FLUE LINING/RELINING
• FIREPLACES
• GAS, COAL, & PELLET STOVES

$30 Off
Any Cleaning Service

ALL STAR CHIMNEY
860-983-5315

Not valid with
any other offer. 

WIN A $250 
GIFT CARD

Answering a few questions could be worth $250!

Take our quick survey (it’s just 1 minute) and you’ll
be entered for a chance to win a $250 gift card.

Scan the QR code to enter

NO PURCHASE NECESSARY. Open to legal residents of the U.S. (excluding Arizona, Florida, New York, and Rhode Island), age 18 or 
older. Void where prohibited. Entry period begins 9/1/25 and ends 12/31/26 at 11:59 PM ET. Limit one entry per person. One (1) 

winner will be randomly selected each month (on or about the first of each month) to receive a $250 gift card. Odds of winning depend 
on the total number of entries received each month. Winners will be notified via email. The N2 Company, d/b/a REAL PRODUCERS 

(collectively, "N2"), reserves the right to cancel, suspend, or modify the promotion if technical or other issues prevent it from running as 
planned. By entering, participants agree to release and hold N2 harmless from any claims arising out of participation. N2 is not 

responsible for technical errors or issues beyond its control. These rules are governed by the laws of Texas.
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$AVING DEALS
OTHERS CAN’T

LENDING IN ALL 50 STATES

Scott Beckwith
Sales Manager
NMLS# 6551
sbeckwith@nelend.com
 203-627-9812 Almost 30 Years of Expertise • 3360+ Families Proudly Served

Home Purchase Loans • Personalized Consultations
Refinancing Options • Loan Program Guidance • DSCR, Bank Statement, & Non-QM Programs

NMLS # 423065

CLIENTS FIRST.
ALWAYS.

Mike Peterson
Perspectives@shootandshift.com

(860) 452-2578
shootandshift.com/home/perspectives
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FREE In-home computer design 

Locally Owned & Operated 

Custom Closets, Garages,

Pantries & Home Office Solutions 

203.671.5046
www.3SONSCUSTOMCLOSETS.com

203.671.5046
www.3SONSCUSTOMCLOSETS.com

FREE In-home computer design 

Locally Owned & Operated 

Custom Closets, Garages,

Pantries & Home Office Solutions 

52 Wall Street · Madison, CT 06443

Treat your clients
to a taste of Mexico

in Madison! 

comomango@comomangomadison.com
203-421-6963

comomangomadison.com Over $2.1 
Billion in 
Listings 

Shot Since 
'22

Ascend Studios
PREMIER REAL ESTATE MEDIA

Helping you showcase your listings in the best possible light

Cristian Vinan
(203) 623-6966 | info@ascendstudiosct.com
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Sam Kantrow, Publisher

Is anyone else ready for a routine again?

Summer is awesome. It’s also complete chaos. 
Vacations. Kids home from school. Long weekends. 
Random Tuesdays where half the people you 
need are out of town. Trying to squeeze five 
days of work into three because you’re leaving 
Thursday morning, then coming back to 147 
emails and wondering why you ever left.

Worth it? Absolutely. Sustainable? Not so much. 

And I think there’s something important in that.

Taking a break doesn’t mean you’ve lost momentum. 
Sometimes stepping away is exactly what you need 
to figure out where your energy should go next. But 
eventually, the reset ends.

September is here. Kids are heading back to school. 
Calendars are starting to look normal again. And the 
fall real estate market is staring you directly in the 
face. Time to lock and load.

Before you immediately fill every open spot on your 
calendar, though, take a minute and figure out what 
actually deserves to go back on it.

What worked during the first eight months of the 
year? What didn’t? Which relationships have you 
neglected? What have you been saying you’re going 
to do since January? And maybe most importantly, 
what are you spending time on simply because 
you’ve always spent time on it?

A reset only matters if something changes afterward.

Pick two or three things you want to attack this fall. 
Reconnect with the people you haven’t talked to. 
Follow up on the opportunity you let sit. Get back in 
front of your database. Have coffee with someone 
you’ve been meaning to meet. And leave some space 
in your calendar so you don’t arrive at Thanksgiving 
wondering where the last three months went.

You don’t need to work 24 hours a day to have a huge 
fall. You need to know where you’re going, who you 
want around you, and what deserves your attention.

Hopefully you got a chance to unplug a little this 
summer. Now let’s get back after it.

See you out there,

PUBLISHER’S NOTE

LOCKED, Loaded… 
& BACK TO REALITY

HERE’S WHAT THE TOP 300 NEW HAVEN & MIDDLESEX AGENTS SOLD

BY THE 
NUMBERS2025 

6,790
TOTAL TRANSACTIONS 

JAN-DEC 2025

$3,728,174,252
TOTAL SALES VOLUME

$11.6 MILLION
AVERAGE SALES 

VOLUME PER AGENT

NEW HAVEN
& MIDDLESEX

(203) 745-4246
SAMPSONELECTRICLLC.COM

RESIDENTIAL - COMMERCIAL
INDUSTRIAL - WIRELESS/CELL

POOR ELECTRIC 
WORK CAN BE

Trust Sampson Electric 
for quality you can 

trust, everytime.
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www.devlinphotography.com
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chris@devlinphotography.com
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Real Estate Photography

Building Trust with Quality Work

Design-build services • General contracting • Project management

Custom home building • Kitchen and bathroom remodels • Basement finishing

Additions and expansions

Commercial construction 203-430-2152

BEFOREAFTER
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Need Professional, Reliable Plumbing Help FAST?

Call Steve! 203-506-4342
Repairs & Installs | Water Heaters | Gas/Wells/Pumps

Experienced,  Licensed & Ensured

See our website!
stevesplumbingorange.com

VETERAN OWNED
& OPERATED

860-362-8722 • www.spotlesssolutionct.com

EXPERTISE, DEDICATION,
& Passion

• Residential & Commercial
• Daily, Weekly, Bi-weekly, Monthly
   & One-Time Service
• Post-Construction Clean-Up
• Short-Term Rental Cleaning
• Move-In / Move Out 
• Retail, Financial Institutions
• Fitness Center, O�ces
• Special Event Clean-Up
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C
onnecticut continues to retain 
its place as one of the most 
competitive real estate markets 

in the country. Low inventory has given 
sellers all the cards, and buyers are 
feeling fatigued from repetitive bidding 
wars. However, there are strategies that 
can be leveraged to your advantage. Be 
aware: every strategy that makes your 
offer more enticing to a seller comes 
at the expense of a protection you’d 
otherwise have. That’s not a flaw in the 
system — that’s the trade. The buyers 
who win in a seller’s market aren’t the 
ones who throw caution out the window. 
They’re the ones who understand 
exactly which protections they’re giving 
up, what that actually costs them in 
dollars and risk, and where their own 
comfort line sits.

This isn’t a “be aggressive and hope for 
the best” article. It’s a “know the price 
tag” article. Below are six strategies I use 
regularly with clients, along with the 
real risk behind each one — quantified 
wherever possible — so you can decide 
what you’re actually comfortable 
putting on the table.

1. Offer an Appraisal Gap — and 
Hedge It 
An appraisal gap tells the seller: if this 
house doesn’t appraise at the contract 
price, I’ll still close, up to a certain dollar 
amount, without asking for a price 
reduction. It’s one of the most persuasive 
things you can put in an offer, because it 

removes the seller’s biggest fear — a deal 
falling apart over valuation.

Here’s the risk, quantified: if you’re 
putting 20% down on a $600,000 
purchase and you offer a $20,000 
appraisal gap, you’re telling the seller 
the home could appraise as low as 
$580,000, and you’re still contractually 
obligated to close. On paper, that looks 
like $20,000 of exposure.

Here’s the hedge: you don’t have to carry 
that risk out of pocket. A single-premium 
mortgage insurance policy paid at 
closing can cover that gap. On a deal like 
the example above, that MI premium 
runs roughly $1,700 — a one-time cost, 
not a monthly one. For $1,700, you keep 
your full 20% down payment intact, 
avoid PMI on an ongoing basis, and still 
make an offer that looks bulletproof to 
the seller. That’s the leverage: you’re 
offering $20,000 of confidence for the 
price of $1,700.

2. Use an Escalation Clause — 
Paired With Your Appraisal Gap
An escalation clause lets you offer 
what you genuinely believe the home 
is worth, while giving the seller the 
ability to “wake it up” if you’re outbid 
— automatically increasing your offer 
in defined increments, typically $1,000 
to $2,500 above the next-highest offer, 
up to a cap you set. It’s one of the few 
tools in this list that actually protects 
the buyer rather than just impressing 
the seller: you never pay more than 

one increment above what it took to 
win.  You also have the luxury of seeing 
the offer that triggered your offer to 
be escalated if it’s leveraged; so there’s 
no risk of learning that you grossly 
overpaid against a competing offer that 
didn’t really exist.

It pairs naturally with an appraisal gap, 
because together they tell the seller two 
things at once: I’m willing to be pushed 
up to a real number, and I’ll still close 
if the appraisal comes in under that 
number. Sellers see less daylight between 
your offer and a guaranteed closing.

The cost of reaching for a higher cap is 
smaller than most buyers assume. At 
6.5% interest, every additional $10,000 
financed only adds about $65 a month to 
the payment. That’s the real, quantifiable 
price of stretching your cap another rung 
— not some abstract “over budget” fear, 
but a specific, monthly number you can 
weigh against winning the house.

Use it tactfully. Start at a respectful 
number — not an insult, not a giveaway 
— and only set a cap that’s worth the 
seller’s effort to review: think at least 
$50,000 of room, not $10,000 to $20,000, 
or it won’t move the needle on the 
seller’s side. Some listing agents and 
sellers won’t accept escalation clauses at 
all, since they can complicate a multiple-
offer review. It costs you nothing to 
ask, so it’s worth tacking onto the offer 
whenever the seller allows it.

HOW TO COMPETE WITHOUT LOSING YOUR SHIRT

In A Seller’s Market
BY BAILEY TUTHILL, FAIRWORLD MORTGAGE

PARTNER INSIGHT

Bailey Tuthill of FairWorld Mortgage  

Broker/Owner 

NMLS 1600158 

Bailey@FairWorldMortgage.com  

203-623-7834  

www.FairWorldMortgage.com

CONTACT

US!

Buyer StrategiesBuyer Strategies
3. Inspection for Informational 
Purposes Only
This one scares buyers more than it 
should, mostly because of how it’s 
phrased. You are not waiving your 
inspection. You still send an inspector 
through the house. You still get the 
full report. What you’re waiving is the 
right to renegotiate over cosmetic or 
minor items — the loose doorknob, the 
caulking, the five-year-old water heater.

What you keep: the right to walk away 
over legitimate health and safety issues. 
And in practice, those conversations 
don’t usually end in a cancelled contract 
— they open a dialogue. Sellers who 
see a serious issue flagged by a licensed 
inspector are often willing to negotiate 
anyway, informational-only clause or 
not, because now it’s a liability question 
for them, not a negotiating tactic for you.

The real risk here isn’t inspection-
related surprises costing you money — 
it’s the small stuff. Budget for it. Assume 
you’ll be paying out of pocket for minor 
repairs a traditional contract might have 
let you negotiate. That’s the actual price 
of this strategy, and it’s usually a few 
hundred to a couple thousand dollars, 
not a dealbreaker.

4. Go Large on Earnest Money
A big EMD is one of the purest signals 
of seriousness you can send. Here’s the 
part buyers often miss: it’s not a gift to 
the seller. If you close, every dollar of 
that earnest money comes back to you 
as a credit toward the funds needed to 
close. Any amount over and above what 
you actually owe at the closing table 
goes home with you, in your pocket, 
after closing.

So what’s the actual risk? It’s not the size 
of the check — it’s what happens if you 
don’t close. Your exposure is limited to 
what your contract’s contingencies allow 
you to walk away for. If you’re covered 
by financing, appraisal, and inspection 
contingencies (to the extent you kept 
them), a large EMD is optics, not risk. If 
you’re waiving contingencies at the same 
time you’re increasing EMD, that’s where 
the real exposure stacks up — know 
which levers you’re pulling at once.

5. Fast Close on Paper, Flexible 
Close in Practice
A 10- or 15-day close on paper tells the 
seller — and every other buyer bidding 
against you — that you’re an iron-clad, 
ready-to-go buyer. Sellers read a tight 
closing timeline as low risk. It signals 
your financing is buttoned up and 
there’s no reason to expect delays.

Then, separately and verbally, you let 
the seller know you’re flexible on the 
actual move-out timing if they need 
it. Sellers relocating, waiting on a new 
build, or juggling their own purchase 
often care more about timing flexibility 
than almost anything else in the offer 
— and you can give them that without 
weakening your contract on paper.

The risk here is almost entirely 
operational, not financial: you need 
a mortgage broker who can actually 
deliver. A rushed closing timeline with 
a lender who can’t move fast is how 
buyers end up in default territory. This 
strategy costs you nothing in dollars — it 
tests the mettle of your loan officer.

6. Finance Your Own Repairs
This is the most advanced strategy 
on this list, and it should be used as a 
scalpel, not a hammer. Add a note to 
your contract that you’ll finance any 
required repairs yourself — provided 
they aren’t structural or health and 
safety related — so the seller isn’t on 
the hook for post-inspection or post-
appraisal repair items.

The mechanics matter here. You clear 
every other underwriting condition first. 
The repair becomes the last remaining 
item before you’re contractually 
guaranteed to close. Once that’s true, 
you (or your contractor) get to work 
completing it, because you know the 
closing is happening regardless.

The risk: you’re doing work on a house 
you don’t own yet. That’s why your 
attorney should be involved, and a 
hold harmless agreement is worth the 
conversation — it protects both parties 
if something goes sideways mid-repair 
before title transfers. The dollar risk is 
whatever the repair costs; the legal risk 
is what the hold harmless is there to 
manage.

The Common Thread
None of these strategies are free. Every 
one of them trades a protection for a 
competitive edge. The buyers who use 
them well aren’t the boldest — they’re 
the most precise. They know the 
appraisal gap is $20,000 of exposure that 
can be hedged for $1,700. They know an 
escalation clause caps their exposure to 
overpaying and the way their payment 
can be affected if it’s leveraged. They 
know the inspection waiver costs them 
small-dollar repairs, not big ones. They 
know a large EMD is only risky if it’s 
paired with waived contingencies. 
They know a fast closing on paper is a 
promise their lender has to keep. And 
they know financing their own repairs 
only works with the sequencing — and 
the attorney — done right.

In a seller’s market, the winning offer 
isn’t always the highest one. It’s often 
the one that removes the perceived risk 
of closing, and it’s offered by a buyer 
who understood exactly what they were 
giving up, quantified it, and decided it 
was a price worth paying.
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FROM LISTING
TO CLOSING — FAST,

FLAWLESS
PAINTING FOR A

QUICK TURNAROUND.

203.909.0019
www.doublediamondpainting.com

Interior & Exterior House Painting

203-458-8111 | 203-481-5666
RhodesPump.com

License & Insured # J1-4450920 | J2-0291318 | P1-0282845

• Water Softeners
• Iron Filters
• Pumps: Submersible,
 Jet, Sewage, Sump, 
 Grinder & Hand Pumps 
• Tanks All Sizes
• Radon Removal
• Bacteria Removal
• Arsenic & Uranium Removal
• Installation of Radon 
 Air & Water Systems 
• Neutralizers
• Hot Water Heaters

2351 Boston Post Road, Guilford, CT

rhodespumpservice@gmail.com

SCAN ME

At Leadling, we help realtors and mortgage brokers level up with powerful 
IDX-powered websites and AI-driven outreach systems. Our platform is built 
to generate leads, automate follow-ups, and keep you top-of-mind so you 

can spend less time chasing and more time closing.

475-260-6555
david@leadling.com
www.leadling.com 

The Ultimate Real Estate
Marketing System

Get More Leads, Close More Deals &
Become the Most Trusted Agent in Town.

ALL FOR
$99/MO!

BOOK A
DEMO

TODAY AT
leadling.com
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B

The homeowners who 
trust him with their biggest 
investment. The real estate 
agents who rely on him to 
meet impossible timelines. 
The crew members who 
take pride in getting 
every detail right.

That’s because, for Brian, 
Double Diamond Painting 
has never simply been about 
painting houses. It’s about 
earning trust.

Even the company’s name 
tells part of that story. 
Inspired by Brian’s love 
of skiing during a season 
spent living in Utah before 

launching the business, the 
double diamond symbolizes 

Ask him about his business, 
and he’ll probably start by 
talking about people instead. 
preparation, precision, and 
embracing a challenge. 
Looking back, it became the 
perfect representation of the 
company he wanted to build.

“I knew I wanted to stay in 
painting,” Brian says. “I just 
didn’t know exactly what 
that next step was going to 
look like.”

His path into the industry 
started long before he ever 

owned a business. As a high 
school student, Brian took a 
summer job painting houses 
after a friend suggested he 
give it a try. What seemed 
like a simple way to earn 
extra money quickly became 
something much more.

After graduating, he 
explored other opportunities 
before eventually finding 
his way back to the trade. 
He accepted a management 
position with a national 
painting franchise, where 
he spent nearly seven years 
learning every aspect of the 
business. From meeting with 
homeowners and managing 
crews to scheduling 
projects and handling 
sales, the experience gave 
him a front-row seat to 
what it takes to build a 
successful company.

By the end of 2019, Brian 
knew he was ready to build 
one of his own.

Leaving the security of 
an established company 
wasn’t without risk, but he 
believed he could create a 
business centered around 
quality craftsmanship, 
honest communication, 
and lasting relationships.

As Double Diamond Painting 
began taking shape, the 
world changed.

Launching a home 
services business in 2020 
came with challenges 
few entrepreneurs could 
have predicted. Instead 
of worrying about the 
uncertainty around him, 
Brian focused on what he 
could control: showing 

PHOTOS BY 

CHRIS DEVLIN

PARTNER SPOTLIGHT

Double Diamond 
Brian Schaller doesn’t spend much time talking about paint.
Ask him about his business, and he’ll probably start by 
talking about people instead. 

PAINTING
The 

Difference 
is Personal
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Growth has never 
been about becoming 

the biggest painting 
company in Connecticut. 
Instead, it’s about building a 
company people genuinely 
enjoy working with. It’s 
about answering the phone, 
showing up when promised, 
delivering exceptional work, 

and earning the kind of trust 
that turns customers into 
lifelong advocates.

For Brian Schaller, every 
project is about more than 
fresh paint.

It’s about taking care of 
people, standing behind 
your work, and building 
a reputation one home, 
one relationship, and one 
satisfied client at a time. 

When someone refers 
you, they’re putting 
their reputation  
on the line too.  
I never take that lightly.”
— BRIAN SCHALLER

We’re big enough to take 

on larger projects, but 
still small enough 
that every customer works 
directly with me.”
— BRIAN SCHALLER

protecting the reputation 
of the person making the 
recommendation.

“When someone refers 
you, they’re putting their 
reputation on the line too,” he 
says. “I never take that lightly.”

Outside of work, Brian’s 
priorities have shifted in the 
best possible way.

He and his wife are raising 
two young children while 
balancing demanding 
careers. His wife works in 
healthcare, and because their 
schedules rarely overlap, 
the days require plenty 
of coordination. Between 
running a growing business, 
managing every aspect of 
Double Diamond Painting, 
and making time for his 
family, Brian has learned to 
wear a lot of hats.

Like many business 
owners, there isn’t much 
separation between work 
and home. Phone calls 

come in throughout the 
day, estimates need to be 
scheduled, projects have to 
stay on track, and customers 
count on him to be available. 
It’s a full schedule, but one 
he genuinely enjoys.

That perspective has 
shaped the way he 
approaches business.

up, communicating well, 
delivering exceptional 
work, and earning 
people’s confidence one 
project at a time.

He started with four 
full-time painters.

Today, Double Diamond 
Painting has grown into a 
team of twelve.

For Brian, that’s exactly 
where he wants to be.

“It’s kind of our sweet 
spot,” he says. “We’re big 
enough to take on larger 
projects but still small 
enough that every customer 
works directly with me.”

That accessibility is 
what separates Double 
Diamond Painting from 
many larger companies.

When homeowners call, 
they aren’t routed through 

multiple departments 
or handed off from one 
manager to another. 
They speak directly with 
Brian. He visits every 

estimate, coordinates 
every schedule, 

communicates 
throughout each 
project, and stays 
involved from 
beginning to end.

“You get to work 
with me,” he says. 

“That’s really what 
sets us apart.”

While Brian is quick 
to point to his own 
involvement, he’s just as 
quick to credit the people 
around him.

He speaks proudly about 
his crews, emphasizing 
that their consistency and 
professionalism are what 
allow the company to 
maintain its reputation. They 
aren’t chasing shortcuts 
or simply trying to finish 
another project. They’re 
focused on doing the job 
right the first time.

“Our teams are incredible,” 
he says. “We’re not getting 
callbacks because everyone 
takes pride in what they do.”

That same reliability has 
made Double Diamond 
Painting a trusted resource 
for many local real 
estate professionals.

Brian understands 
their world because he 
has lived it himself.

In addition to running 
a painting business, he 
spent several years buying, 
renovating, and flipping 
homes. That experience 
gave him a firsthand 
understanding of the fast-
moving nature of real estate 
and the importance of having 
dependable professionals you 
can count on.

Whether he’s preparing 
a home before it hits the 
market or helping new 
homeowners personalize 
a property after closing, 
Brian understands that 
timing is everything.

Sometimes that means 
turning around a project 
in just a few days so 
professional photography 
can stay on schedule. Other 
times, it means having a 
crew ready to start the same 
day buyers receive the keys 
to their new home.

“We try to make agents’ lives 
easier,” Brian says. “If they 
need us, we figure it out.”

That responsiveness 
has earned him lasting 
relationships with agents 
throughout the shoreline. 
Brian knows referrals 
aren’t just about getting 
another job. They’re about 
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QUALITY
HVAC, PLUMBING, AND ELECTRICAL SERVICES

IN CHESHIRE, CT & SURROUNDING AREAS

Offer ing  24-Hour  Emergency  Serv ices  -
Here  for  you  and  your  c l ients ,  day  and  n ight !  (203) 350-8525 • ffhitchcock.com

 ELECTRICAL INSTALLATION & REPAIR

HVAC INSTALLATION & REPAIR PLUMBING INSTALLATION & REPAIR

FUEL
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GETS IT ALL

• Residential & Commercial Inspections
• Well Inspections
• Septic Inspections
• Radon Testing
• Water Testing
• Mold Testing
• WDI
• Crumbling Foundation Evaluations

Check out
our website!

Over 800 5-Star 
Google Reviews!860-263-9499

Covering all of Connecticut

• Women-Owned Business
• State of the Art Sewer Cameras
• Digital, Same-Day Septic Reports
• Easy, Convenient Scheduling via 

Online, Phone, Text or Email

We also offer 
Radon Mitigation 

Installations!

Septic Inspections Across ALL of Connecticut! 

"Had a really positive experience with 
Brendan and John, so helpful and answered 
all my (random) questions. They were super 
polite and respectful. Would recommend 

these guys. Reports came quickly with 
amazing amount of detail and logically set 

out. Thanks guys!" Heidi W. Client

PAT CERINO
Certified Residential Appraiser 

Tel: 203.483.7474
Fax: 203.481.0071

pcappraisal@rcn.com

PC A P P R A I S A L  S E R V I C E S

40 Northeast Industrial Ave
Unit A-2, Suite 3
Branford CT 06405

Home Improvement Contractor • Fully Insured • License # 615343
203-530-5086 • 60 Tanner Marsh Rd • Guilford, CT 06437

MICHAEL BERUBE
The name you know, the name you trust

Timothy L. 
Geraghty
LLC | Law Office

CLOSINGS MADE SIMPLE
WITH A PARTNER YOU CAN TRUST 

860.200.8865     866.624.6693
www.tlglawoffices.com

landlawyers@gmail.com
28 North Main Street  |  Suite 201

West Hartford  |  Connecticut 06107
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For 31 years, Amy worked at 
Campus Customs, the well-known 
New Haven screen-printing, 
embroidery, and memorabilia 
company, where she started right 
out of high school. The business 
had always been part of her life, 
but after three decades, she found 
herself wondering what was next.

The answer came from someone 
who knew her well.

“My sister was already in 
real estate,” Amy says. “She 
encouraged me to go to real estate 
school and get my license.”

Seven years later, it’s safe to say 
that encouragement changed the 
course of her career.

Amy earned her license in 
2019 and joined Yellowbrick 
Real Estate that December. 
Just as she was preparing to 
launch her new career, the 
world came to a standstill.

“I got my license, signed on with 
Yellowbrick, and then the entire 
country shut down,” she says with 
a laugh. “I remember wondering 
if my new career was even going 
to get started.”

Instead, the opposite happened.

As the housing market took off 
during the pandemic, Amy found 
herself learning the business at 
full speed. Every day brought 
new challenges, changing market 
conditions, and clients navigating 
one of the most competitive real 
estate markets in recent history.

Rather than being intimidated, 
she embraced it.

“I just hit the ground running,” 
she says.

PHOTOS BY ASCEND STUDIOS

FEATURED AGENT

TREATING EVERY 
CLIENT LIKE FAMILY

Communication  
IS KEY.  

Just picking up the 
phone and having 

a conversation with 
someone goes a 

long way.  
— AMY JO FITZGERALD

AMY JO
FITZGERALD

A After more than three decades working in 
her family’s business, Amy Jo Fitzgerald 
was ready for something new.
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Looking back, Amy believes 
there may not have been 
a better way to learn.

Being thrown into an 
unpredictable market forced her 
to adapt quickly, solve problems, 
and build confidence from the 
very beginning. Those early 
experiences continue to shape the 
way she serves clients today.

While market conditions have 
changed over the years, one 
thing about Amy’s business 
has remained constant: 
relationships come first.

She makes it a priority to 
stay connected long after the 
closing table. Whether it’s 
hosting an annual pie giveaway 
before Thanksgiving, sending 
thoughtful New Year’s gifts 
like magnets or notepads, or 
simply keeping in touch through 
social media, Amy believes that 
real estate doesn’t end when 
the transaction is complete.

Her clients become part of her 
extended community.

That commitment to relationships 
is also reflected in how she 
approaches every interaction 
within the industry.

In a business filled with 
negotiations and deadlines, Amy 
believes communication is still 
the greatest tool an agent has.

“Communication is key,” she 
says. “Just picking up the phone 
and having a conversation with 
someone goes a long way.”

She also believes 
professionalism matters.

“There is no reason to be mean or 
difficult,” she says. “We all have to 

work together at some point. Our 
paths are going to cross.”

That mindset has earned her the 
trust of clients, fellow agents, and 
industry professionals alike.

Although Amy enjoys helping 
every type of client, first-time 
homebuyers hold a special place 
in her heart.

She loves meeting people who 
aren’t sure homeownership 
is even possible, helping 
them create a plan, and then 
celebrating with them months 
later when they finally receive 
the keys to their first home.

Watching that journey unfold 
never gets old.

“It’s the excitement,” Amy 
says. “Seeing someone who 
didn’t think they could do 
it become a homeowner is 
incredibly rewarding.”

She also believes every client 
deserves the same level of care, 
regardless of price point.

Whether someone is searching 
for a $1,500 rental or purchasing 
a $2 million home, Amy 
approaches each transaction 

with the same attention, 
respect, and commitment.

Every client matters.

Outside of real estate, Amy and 
her husband are enjoying life as 
empty nesters. Their daughter, 
a graduate of the University of 
Notre Dame, now lives and works 
in New York City, a place Amy 
admits she would happily call 
home herself.

Until then, the couple shares 
their home with Georgia, 
their beloved dog, who has 
happily stepped into the role 
of the family’s newest child.

When they aren’t working, they 
love traveling, discovering new 
restaurants, and planning trips 
around great food. For Amy, 
trying somewhere new together is 
one of life’s simple pleasures.

Based in North Haven, where 
Yellowbrick also has an office, 
Amy continues to build her 
business the same way she 
always has: through genuine 
relationships, consistent 
communication, and treating 
every client with the same 
level of care she would 
want for her own family.

It’s a straightforward philosophy, 
but one that has served her and 
her clients remarkably well. 

Seeing someone 
who didn’t think 

homeownership was 
possible become 
a homeowner is 

INCREDIBLY 
REWARDING. 

— AMY JO FITZGERALD
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rbrinn@brinnlaw.com
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JERRY BUONANNO
Sales Manager | NMLS #441587 | NMLS #423065 
    203.641.2246 | jbuonanno@nelend.com

NOW
LENDING IN
50 STATES! 

HOME PURCHASE LOANS  |   PERSONALIZED CONSULTATIONS
LOAN PROGRAM GUIDANCE  |   REFINANCING OPTIONS

Personalized Service - Extensive Experience - Fast & E	cient Process

Move Once. Stress Less. 
Buy the next home before selling the current one. Move directly into the new home and 
avoid the hassle, cost, and disruption of multiple moves.

Increase Buying Power 
Unlock home equity to strengthen the down payment and expand your client’s budget.

Make a Stronger O�er
    No home sale contingency      Present as a cash buyer      Close in as little as 10 days

Sell at Full Market Value
After moving, list the previous home on your client’s timeline — no pressure, no rushed 
decisions, and no settling for less.

With our Guaranteed 
Backup Contract, 

Instant Equity, and 
Cash-O�er solutions, 

your clients can 
stand out in today’s 
competitive market 
and move forward 
with confidence.

CT# HIC 0581892
ARBORIST # - B -3163

E.C. TREE - CHESHIRE
(203) 272-4485 

ECTREELLCCT.COM
Licensed and Insured

BB Accredited - Certi�ed Arborist

Connecticut’s
Premier Tree Service

We Solve All  Your Tree Problems

Full-Service
Landscaping Company
Residential & Commercial

Luke Liquori | 203-240-5236

Design/Build | Lawn Maintenance | Mowing
Seasonal Clean Up | Mulching | Hedge Trimming
Pavers & Patios | Weed Control | Tree Trimming

Snow Removal  | And More! 
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With over 19 years of experience, 
we're knowledgeable in all aspects of 
Residential and Commercial projects. 

(203) 605-7724
ronleonielectric@gmail.com

"These guys are the 
best! Ron was super 

friendly, right on time, and got 
the job done without any hassle. 
He explained everything in a way 

that was easy to understand and made 
sure everything was safe before they left. 

It’s nice knowing I can count on an electrical 
company that actually cares about their 

customers. Definitely top-notch 
service—I’ll be calling him again for 
sure and recommending him to 

friends and neighbors!" - 
Samantha D. 

FROM CONTRACT TO CLOSING,

WENDY BERNARD

we've g� y� c��edwe've g� y� c��ed

wendy@bernardlawgrp.com
203-805-4521

325 Main Street South, Suite 5
Southbury, CT 06488
bernardlawgrp.com 

203-758-7593
WWW.AWS-CT.COM

The Answer
to all of your
H20 System
Needs! 

We Install

Radon in Water

Mitigation

Systems!

We Install

Radon in Water

Mitigation

Systems!

First Responder 
Owned & Operated 
Debris Removal
Residential Cleanouts
Yard Clean-up 
& Brush Removal
Crushed/Broken Concrete
And More!

(203) 679-1877  |  grabyourjunkllc@gmail.com

EVERY JOB HAS
A HAPPY ENDING! 

GRAB YOUR JUNK LLC
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Building Outdoor 
Spaces That Bring 
People Together
PHOTOS BY CHRIS DEVLIN

PARTNER SPOTLIGHT

That decision became the foundation of 
Central CT Services.

Over the years, Chris has grown the 
company into a full-service landscaping 
and hardscaping business capable of 
handling everything from routine lawn 
maintenance to complete outdoor living 
transformations. Whether clients need 
mowing, trimming, planting, mulch 
installation, sod, landscape design, 
outdoor lighting, retaining walls, patios, 
walkways, outdoor kitchens, or custom 
natural stone features, Chris and his 
team approach every project with the 
same level of care.

What truly separates Central CT 
Services, however, goes beyond the 
services they provide.

“What sets us apart is that we’re 
really a triple threat,” Chris says. 
“Exceptional customer service is 
just as important as exceptional 
landscaping. We genuinely love what 

we do, and we take tremendous pride 
in every project we complete.”

That commitment begins with the 
people behind the company.

Many members of Chris’s team have 
worked alongside him for more than 
five years, while his longest-tenured 
team member has been by his side 
for more than twelve years. That 

F or Chris Philippi, landscaping 
has never been just about 
maintaining lawns or 
installing patios.

It’s about creating spaces where  
life happens.

Whether it’s a family gathering 
around a custom fire pit, children 
playing in a newly transformed 
backyard, or a homeowner pulling 
into the driveway with a renewed 
sense of pride, Chris finds the greatest 
reward in seeing his clients enjoy 
the spaces his team has built.

“I’ve always loved taking on a project 
from start to finish,” Chris says. 
“There’s nothing more rewarding 
than watching a vision come to 
life and seeing how happy our 
customers are when it’s finished.”

That philosophy has guided Chris 
throughout more than 25 years in the 
landscaping industry and has helped 
establish Central CT Services as a trusted 
name for landscaping and hardscaping 
throughout Connecticut.

Ironically, Chris didn’t originally plan to 
build a career in landscaping.

Before starting his company, he worked 
as a heavy equipment operator. While 
he enjoyed the work, the demanding 
schedule often meant spending long 
periods away from home. Eventually, he 
realized he wanted something different.

“I wanted to build something of my 
own and be present for the people who 
matter most to me,” he says.

CENTRAL CT 
SERVICES
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There’s nothing more 
rewarding than watching 
a vision come to life and 

seeing how happy our 
customers are  

when it’s finished.
— Chris Philippi

longevity has created a team that works 
seamlessly together, allowing projects 
to run efficiently while maintaining 
consistently high standards.

“When you choose us, you’re choosing a 
team that treats your property the same 
way we’d treat our own,” Chris says.

Those values have also made Central 
CT Services a valuable resource 
for real estate professionals and 
homeowners alike.

For sellers preparing to list a home, curb 
appeal can make all the difference. Fresh 
landscaping, colorful seasonal plantings, 
and thoughtfully designed landscape 
lighting create a strong first impression 
that helps homes stand out in today’s 
competitive market.

For buyers settling into a new home, 
Chris enjoys helping them envision 
what’s possible beyond the house itself.

His team transforms ordinary 
backyards into inviting outdoor living 
spaces where families can relax, 
entertain, and create lasting memories. 
From elegant natural stone patios and 
retaining walls to custom fire pits and 
fully equipped outdoor kitchens, each 
project is designed to add both beauty 
and long-term value.

No matter the size of the project, 
Chris believes every outdoor 
space deserves the same attention 
to detail and craftsmanship.

While landscaping remains an 
important part of the business, Chris 
admits his personal passion has always 
been stonework.

“I love taking what our clients dream 
about on paper and turning it into 
reality,” he says.

It’s the creative process that continues 
to inspire him after more than two 
decades in the industry. Every property 
presents a new opportunity to solve 
problems, improve functionality, and 
create something completely unique for 
the homeowner.

Away from work, Chris enjoys spending 
time with the people who inspired him 
to start the business in the first place.

Family remains at the center of 
everything he does.

When he isn’t working, you’ll often 
find him attending local car shows with 
his prized 2007 Dodge Super Bee, a 
rare numbered vehicle that he’s proud 
to own and showcase. He also enjoys 
spending time at home with his family 
and their beloved dog, Stella.

Looking ahead, Chris remains focused 
on continuing to grow Central CT 
Services while maintaining the values 

that have defined the company since 
day one: quality craftsmanship, 
dependable service, and treating 
every customer’s property with care 
and respect.

For Chris, success isn’t measured by 
the number of projects completed.

It’s measured by the smiles on 
homeowners’ faces when they step 
outside and realize the outdoor space 
they’ve always imagined has finally 
become a reality. 

Exceptional 
customer 

service is just 
as important as 

exceptional 
landscaping. 
We genuinely love 
what we do, and  

we take tremendous 
pride in every project  

we complete.”
— Chris Philippi
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AGAINST
REAL ESTATE

MISTAKES

Protect
Yourself 

• Boutique law office that focuses
   on real estate transactions
• Personalized representation provided to
  clients throughout Connecticut
• Residential and Commercial Real Estate

Law Offices of
Ryan B. Corey, LLC
203.699.9422
1331 HIGHLAND AVE
CHESHIRE,  CT

A team of 9 Accountants who work year-round...
we are always available to answer your questions! 

61 High Street East Haven CT 06512 
Phone: 203-467-1544 • Fax: 203-469-5518 • taxes@borrusoandco.net

Trusted Accounting Solutions for Real Estate Professionals

Scan to
Connect
with Us!

Personal Income Tax • Business Tax
S Corp & C Corp Tax • Rental Properties • Partnerships
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THANK YOU
TO OUR Title Sponsor,

EVAN 
POTTER

OF REVOLUTION MORTGAGE

TITLE SPONSOR SUPPORTING SPONSORS

A HUGE Shoutout
 TO EVERYONE WHO CAME TO THE RP 

BACKYARD BASH!

EVENT RECAP

PHOTOS AND VIDEO 

BY ASCEND STUDIOS

THANK YOU TO OUR EVENT SPONSORS

SCAN HERE 
FOR VIDEO
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At just 14 years old, with the loss of his 
father, he already knew exactly where 
he wanted to be. 

Born and raised in Wallingford, Patrick 
spent every summer of his childhood in 
Madison, Connecticut. He often says he 
grew up with the best of both worlds, 
enjoying the close-knit community of 
Wallingford while creating lifelong 
memories along the Connecticut 
shoreline. His father, Dan Combs, founded 
Dan Combs Real Estate in Wallingford in 
1962 after spending four years playing 
in the Chicago Cubs’ minor league 
system. The brokerage was more than a 
business; it was part of the Combs family. 

When Patrick’s father passed away, his 
mother Patricia Combs stepped in to keep 
the company going while raising four 
children. Patrick, the youngest, watched it 
all unfold and never questioned what his 
future would look like.

He wanted to be in real estate.

His mother encouraged him to earn a 
college degree first, believing he might 
discover another path along the way. 
Patrick agreed but never wavered. 

PHOTOS BY PERSPECTIVE REAL ESTATE MEDIA

COVER STORY

A NAME THAT NEVER LEFT TOWN

Some people spend years searching for the career 
they’re meant to have. Patrick Combs never had to.

During his senior year at Springfield 
College, he began taking real estate 
classes on Saturdays, earning his license 
before graduation. The day he graduated 
from college, he went straight to work at 
Dan Combs Real Estate.

It wasn’t the easiest time 
to enter the business.

When Patrick joined the brokerage in 
1992, the real estate market was slow, 
and the company his father had built 
had changed dramatically. What had 
once been an office of roughly 25 agents 
had dwindled to just five. At only 22 
years old, Patrick found himself helping 
rebuild a business that had seen some 
difficult years. 

There wasn’t a shortcut. 

He knocked on doors. He cold-called. He 
pursued For Sale By Owners. He mailed 
postcards and worked every opportunity 
he could find. More importantly, he 
focused on building relationships. One 
client became another referral. One 
successful transaction became another 
opportunity. Slowly but surely, the 
business grew again. 

Today, Dan Combs Real Estate is 
home to 15 agents, but Patrick still 
remembers those early days when every 
conversation mattered, and every client 
had to be earned.  

Ask Patrick what separates the best 
Realtors from everyone else, and he 
won’t talk about marketing strategies or 
sales numbers. He’ll talk about people. 
While many brokerages have moved 
toward highly automated systems, 
Patrick has intentionally stayed hands-

COMBS
Pat
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on. He doesn’t believe in passing clients 
from person to person throughout the 
transaction. From the first conversation 
through the closing table, he wants his 
clients working directly with him.

“I think the personal interaction with 
clients is the most important part of 
what we do,” he says. 

That philosophy has become the 
foundation of his business. 

Patrick is now helping families whose 
parents and even grandparents once 
worked with his father decades ago. Few 
Realtors have the opportunity to watch 
relationships span three generations, but 
for Patrick, those connections are among 
the most rewarding parts of the job. 

The real estate industry has changed 
dramatically since he started. Patrick 
remembers when the MLS arrived 
as a printed book every two weeks, 
and buyers came into the office to flip 
through pages of listings. Today, offers 
can be written electronically within 
hours of a showing.

Technology has transformed the business. 

His approach hasn’t. 

He still believes that relationships, 
communication, and trust are what 
people remember long after the closing 
is over. Those relationships don’t end 
once the keys are handed over. 

Throughout the year, Patrick finds 
simple ways to stay connected with 
past clients. During the holidays, he 
stops by with pumpkins or apple pies. 
Every Memorial Day, he invites clients 
and their families to gather outside 
the brokerage to watch Wallingford’s 
parade together. They’re small gestures, 
but they reflect the way he has always 
viewed his role.

To Patrick, clients aren’t transactions. 
They’re neighbors. They’re friends. 
They’re part of the community. 

REAL ESTATE HAS 
ALWAYS BEEN 

ABOUT PEOPLE.  
If you take care 
of your clients, 

the business 
takes care  
of itself.”  

— PATRICK COMBS
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Much of the brokerage’s success has 
also been a family effort. Patrick and his 
wife, Joanne, have been together since 
they were teenagers. After graduating 
from college, Joanne joined the company 
as its secretary before earning her 
real estate license. Together, alongside 
Patrick’s mother, they helped grow 
the brokerage while creating an office 
culture centered on collaboration rather 
than competition.

Today, Patrick describes his office 
team as family. Agents help one 
another with showings, step in when 
needed, and celebrate each other’s 
success. It’s a culture that naturally 
extends to clients, many of whom 
say they felt like family by the end 
of the buying or selling process.  

Outside the office, family continues 
to come first. Patrick and Joanne are 
the proud parents of two daughters, 
Madison and Morgan. While the 
girls were growing up, Patrick rarely 
missed a sporting event, whether it 
was field hockey, soccer, lacrosse, 
cross-country, or track. These days, 
with one daughter living in New 
York and the other in Dallas, he and 
Joanne enjoy traveling to spend as 
much time with them as possible. 

More than thirty years after earning 
his license, Patrick still approaches 
real estate with the same mindset he 
had as a young agent just starting out. 
Take care of people. Be present. Build 
relationships that last.

For Patrick Combs, success has never 
been measured simply by the number 
of homes sold. It’s measured by the 
generations of families who continue 
to trust the Combs name and by the 
community that has supported that 
name for more than six decades.

In the end, that’s what makes Dan 
Combs Real Estate more than a family 
business. It’s a family legacy that 
continues to welcome people home. 

The greatest compliment 
I can receive 

is helping the 
children and 

grandchildren 
of families 

MY FATHER 
SERVED 

decades ago.”  
— PATRICK COMBS
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Small Firm Attention,

MANCINI FUTTNERPROVENZANO

ATTORNEYS AT LAW

M P F

Carolyn Futtner
cfuttner@mpflawct.com

Matthew Mancini
mmancini@mpflawct.com

(860) 718-4771

mpflawct.com
Southington , CT

Free Consultations

A�ordable Rates

Military, Police and
Firefighter Discounts
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*TERMS AND CONDITIONS APPLY, CONTACT FOR DETAILS. VISIT WWW.TOTALMORTGAGE.COM/21 DAY GUARANTEE TERMS FOR MORE DETAILS. COPYRIGHT © 2026 TOTAL MORTGAGE SERVICES, LLC., 185 PLAINS ROAD, 3RD 
FLOOR, MILFORD, CT 06461. ALL RIGHTS RESERVED. TOTAL MORTGAGE SERVICES IS AN EQUAL HOUSING LENDER. TOTAL MORTGAGE SERVICES, LLC  NMLS# 2764. LICENSING: AZ MORTGAGE BANKER LICENSE, LICENSE NO. 
0924361, AL, AR, CA FINANCE LENDERS LICENSE, LICENSE NO. 6038205, CA RESIDENTIAL MORTGAGE LENDING LICENSE, LICENSE NO. 4131076, LICENSED BY THE DFPI UNDER THE CA RMLA, CO REGULATED BY THE DIVISION OF 
REAL ESTATE, CT, DE, DC, FL, GA, GU, IA, IL RESIDENTIAL MORTGAGE LICENSEE, IN, KS LICENSED MORTGAGE COMPANY, LICENSE NO. 0025126, KY, LA, ME, MD, MA MORTGAGE BROKER LICENSE, LICENSE NO. MC2764, MA MORTGAGE 
LENDER LICENSE, LICENSE NO. MC2764, MI, MS, LICENSED BY THE MS DEPARTMENT OF BANKING AND CONSUMER FINANCE, MT, ND, NE, NH LICENSED BY THE NH BANKING DEPARTMENT, NJ, NM, NY LICENSED MORTGAGE BANKER 

 NYS DEPARTMENT OF FINANCIAL SERVICES, NC, OH, OR LICENSE NO. ML 5246, PA LICENSE NO. 30567, RI LICENSE NO. 20102698LL, SC, SD, TN, TX, UT, VT, VA, WA, WI, WV, WY, NEVADA MORTGAGE COMPANY LICENSE #5855.

1156 MAIN STREET, BRANFORD, CT 06405 NMLS #1377625  |  DOMINIC DEMILO NMLS #1970440   |   TOTALMORTGAGE.COM/BANKERS/DOMINIC-DEMILO

By completing our GreenLight 
Pre-Approval program upfront, 
your client is vetted, approved, 
and guaranteed a speedy 21-
day closing.

You cover the field, we’ll cover 
the financing. From FHA to 
Jumbo and everything in 
between, our loan options are 
as wide as zone coverage.

We bring the hustle of elite 
athletes to every deal, helping 
you break through even the 
toughest defenses to close.

Sr. Mortgage Loan Originator
203.676.6926
ddemilo@totalmortgage.com

We Specialize in:

Call, Email or Visit Us for a Quote Today

Your Trusted
Insurance Partner for
Every Stage of Life

Home
Auto
Umbrella
Boat
Pet
Commercial
Life Insurance

860-263-0659
     rachel@vigilantinsuranceassoc.com
     www.vigilanteinsuranceassoc.com
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High Quality Home
Inspection
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All About New Haven/
Middlesex Real Producers

The first Real Producers magazine 
started in Indianapolis in 2015. Real 
Producers is now in over 130 markets 
across the nation and is continuing to 
grow nationwide.

Q: WHO RECEIVES Real Producers 

MAGAZINES? 

A: The top 300 real estate agents across 
New Haven and Middlesex Counties and 
our preferred partners. 

Q: WHAT IS THE GOAL OF  

THIS MAGAZINE? 

A: We believe that we are better together. 
When we surround ourselves with 
other successful, like-minded people, 
we grow to new heights. Real Producers 
is a platform that brings together the 
most accomplished individuals in the 
Connecticut real estate sector.

By curating an exclusive community 
comprised of the top 300 real estate 
agents and RP-vetted businesses 
in each market, we foster a shared 
space for sharing stories, celebrating 
successes, discussing market trends, 
and highlighting upcoming events. Our 
monthly publication is dedicated to 
connecting, informing, and inspiring, 
encompassing anything that contributes 
to the enrichment of our community.

Q: DOES Real Producers HAVE EVENTS? 

A: Yes! We have specific networking 
events throughout the year.

Q: WHAT IS THE PROCESS FOR BEING 

FEATURED IN THIS MAGAZINE? 

A: The process for getting featured in 
our magazine is straightforward. To be 
eligible, you need to be on the top 300 
list, and we value nominations highly. 

Whether you’re a real estate agent, 
business, broker, owner, or someone 
who admires the work of others, you 
can nominate individuals, including 
yourself. Even office leaders have the 
opportunity to nominate outstanding real 
estate agents. We take every nomination 
seriously and consider anyone from 
the top 300 list who is brought to our 
attention. While we cannot guarantee a 
feature, we strongly encourage you to 
connect with one of our team members, 
show support for Real Producers, and 
participate in our private events. These 
steps can enhance your chances of being 
featured in our publication.

Q: WHAT DOES IT COST 

A REAL ESTATE AGENT/

TEAM TO BE FEATURED? 

A:  Zero, zilch, zippo, nada, nil. It costs 
nothing to agents, so nominate away! 
We are not a pay-to-play model. We 
share REAL stories of Real Producers.

Q: WHO ARE THE RP-

VETTED BUSINESSES? 

A: The RP-vetted businesses featured 
in our publication represent the 
some of best in the business in their 

respective categories within the 
Connecticut Shoreline. You can easily 
locate them in our index. We do not 
randomly select businesses, nor do we 
collaborate with every business that 
approaches us. We prioritize businesses 
that have received your stamp of 
approval through recommendations 
and each business showcased has 
been personally recommended by 
many of the top agents featured in 
our publication. Before featuring 
any business, our team conducts 
additional vetting to ensure they align 
with our community’s values and 
bring substantial value. Our aim is to 
build a robust network that not only 
includes the best real estate agents 
but also features top-tier businesses, 
fostering collective growth and 
strength within our community.

Q: HOW CAN I RECOMMEND  

A BUSINESS? 

A:  If you want to recommend a business 
that works with top real estate agents, 
please email or message us -

Email: sam.kantrow@
realproducersmag.com 

FAQsFAQs

Downsizing
& Decluttering

Senior
Relocation

Estate Sales & 
Online Auctions

Home
Clean-Outs

 Karen Warner
203-589-6562 kwarner@caringtransitions.com

You have a specialty - so do we.
Our experts help families in times of transition and 
relocation. Our services help eliminate the clutter 
so you can do what you do best, sell the home. 
Whether it is organizing and packing homes full of 
possessions, managing clutter, clean-outs, 
donations, and liquidating sellable items, let us 
help remove the barriers and assist in getting the 
house SOLD. 

AMERICAN-MADE,
HANDCRAFTED EXCELLENCE

(860)-986-1155 (Text or Call)  |         @planetawoodworking
planetawoodworking.com

Serving All of New England

CUSTOM HANDCRAFTED FURNITURE

HEIRLOOM CUTTING BOARDS & BUTCHER BLOCKS

CUSTOM HOME DÉCOR & SIGNAGE

OUR SERVICES

SCAN TO VISIT
WEBSITE

Pressure
Washing

Soft Washing

Roof Washing
Exterior
Window
Washing 

Solar Panel
Cleaning

Gutter
Cleaning

CONTACT INFORMATION

860-248-6192

Brandon@underpressurewashpros.com

www.underpressurewashpros.com
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WHERE EVERY MOVE IS EXECUTED
WITH CARE AND EXPERTISE

•  Local Moving 
•  Long Distance Moving
•  Junk Removal
•  Packing Services

CALL US 203-508-5187
adamsmovingcompanyllc@gmail.com

adamsmovingllc.com

Locally Owned Business

Over 20 Years Combined Experience

Affordable & Insured

5-Star Customer Service

No Hidden Fees

860-742-6767
35 R iverside Dr  •  Andover,  CT

Radon Air & Water Mitigation 
Water Treatment Systems

Servicing CT & MA
Established 1995

475-227-0301
nicole@gblegalct.com

Real Estate Law
    Estate Planning 
        Business Law
            Probate

UNWAVERING
SUPPORT

Powerful Results

Nicole J. Barillaro
Attorney – Partner
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EXPERT GUIDANCE.
BETTER LOANS.
LOWER RATES.
At FairWorld Mortgage, we work for our clients— not 
the bank. We have hundreds of loan options and a 
deep bench of lenders competing for your business.  

Your loan should be as unique as you are.
That’s why we continually build strong lending 
relationships that allow us to deliver 
custom-tailored solutions for your next purchase or 
refinance-- no matter if it's a primary residence, 
vacation home, or investment in place of what's 
currently there.  

Whether you are a first-time homebuyer or a 
seasoned investor seeking creative financing 
solutions, we are the mortgage company you can 
trust to achieve your goals with confidence and ease.

BAILEY TUTHILL
Broker/Owner
NMLS 1600158
Bailey@FairWorldMortgage.com
203-623-7834 | www.fairworldmortgage.com

Scan to Discuss
Your Client's 

Needs
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203-488-8950  |  parks-pearson.com
dawnpearson@parks-pearson.com  |  philipparks@parks-pearson.com  |  765 East Main Street, Branford, CT 06405
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BEFORE

Serving ALL of CT  |  Licensed & Insured

(203) 215-0835
jhayremodeling@gmail.com



9151 Currency St.
Irving, TX 75063

ELEVATE YOUR
SPACE WITH

TIMELESS LUXURY 

DISCOVER BESPOKE INTERIORS
CRAFTED FOR THE DISCERNING FEW. 

For more information: 

www.bespokehome.studio

hello@bespokehome.studio

@stephherzoginteriors


