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A-LIST
BROKERS

The names to watch in luxury real estate




A-LIST BROKERS

How do you brand yourself,
i.e., what distinguishes you
from your competitors? | trink
the maost important thing 1o remam ber
in any transaction is ta focus on the
deal. This fotus, and the ahility to bring
about a meeting of the minds between
buyers and sallers, zre key. Be cedible
with in-depth market knmetedge, full
disclosure, inteqrity, work ethic, fairmess
and honesty.

To what do you attribute your
success in real estate? Once |
agree 1o work with chients (either a
byar or a sellar], | listan to their
needs and idanfily their matives in

the transaction and slay the course
until their goal is reached.

What is the most valuable tool
that assists you in the sales
process of converting a buyer?
The key with buyers is help educate them
o the curment market, and matching the
available imventory to their needs and
key rriteria. Sometime this can take time;
howvever, it imperative in this market that
buyars sea 3|l the available aptions and
undarsiand the rends, and are canfidant
they have made the hest purchase for
their nesds
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Geoff Gifkins

Regional Manager, Licensed Associate Broker

|

“Once | agree
to work with
clients (either
a buyer or a
seller), | listen
to their needs
and identify
their motives in
the transaction
and stay the
course until
their goal is
reached.”

What is your proudest
professional accomplishment?
Evary sucressful transaction is an
accomplishment, but | think abtaining
my broker's licensa and becoming 3
graduate of the Real Estate Institute
rezlly helped shape my cares

What gualities can a client
count on from you? True
represeniation, Knowdesge
Experience. Access. Branding.
Loyalty. Confidentiality.

Majestic Watermill Farm View Estate B95M

‘Watermill Private Gated 7acre Estate 5,95m

Mest Seekers International
20 Main 5treet ® Southampton NY 11968

Prime Sagoponack Village Location 595M



A-LIST BROKERS

‘What do you think it is about
you that creates so many
dedicated clients? Market
knowledge, kanesty and attention are
mast important 1o my dients Whan
wirking together my chenls know thal
their inferests are protected and their

valuss will be maximizad.

Detail for us a new and
exciting listing of yours. | just
|isted @ great property South of the
Highwway in East Hampion down the
street from the Ocean with a |ot of
potential for & savwy buyes I'm also
exrited about &n upcoming waterfront
property in Southamaton that will offer
unpracedented dasigm, style

and ameniti=s,

What are the qualities that
make for an A-List broker?
Work ethic and professionalism are key,
| wnk tirelesshy 1o gat deals done and |
am alwsays available to my clients, | love
this businass and tharafore make this

a priority.

NEST SEEKERS INTERNATIONAL

Marcy Braun
Licensed Real Estate Salesperson

Cite some examples of

how you see the role of a
broker changed in today's
environmeant? The interriel has
rhanged everything, and there is 2 lot of
infarmation 2vailable ta both buyers and
sellers however not 2l is accurate. | have
extersive knowdedge in this market and
therelore am able to guide my dients
actordinghy to a successhul transaction,

To what do you attribute your
success in real estate? Hard work
and being very responsive o the needs
of my cliants and halping them to find
what they looking for The majority of
husiness comes from reisrrals from my
clients, which is 2 great testimeny to the
sarvices | provide,

“When working together my clients know that their interests
are protected and their values will be maximized.”

Southampton Village Complete Renovation

£2.395M

Morth Haven Gem Turn Key 1.B95M

Mest Seekers International
20 Main Street m Southampton, NY 11968

Rare Opportunity Close to Ocean East
Hamptan 2.495M




A-LIST BROKERS

How do you brand yourself,
i.2., what distinguishes you
from your competitors? What sets
me apart from the compeatition Is that |
actually have a plan, an actual schedule
and accountability to produse results for
myy s2ller, and it's all performancz-pased
| track my numbess so | know axacthy
howe many contacts to appointmants,
appaintments to contracts, and contracts
10 closad. Sellers want someons who
runs it like 3 business, and that's how my
t=am operates (or they can go fill 3 desk
somesvhera else). The team is comprised
of me as the listing agent, hwo buyer
agents and a full-time assistant: nathing
ships through the cracks, and we'ra truly
an the saller's side, This is why we have
already 30 SALE transactions sold and
pending in just five months.

To what do you attribute your
success in real estate? | had very
disciplined schoaling 2nd training with
the merchant marines, and there are
things you k=am in an environment like
that which are not taught at school:
leadarship, the team, accountability
and warking toward a cammaon goal
WTErE EVEryone succeeds and not |lﬁ[
the individual calling the shots, It’s a
collective suctess: no challengs is too

big—assess, adapt and overcome.

NEST SEEKERS INTERNATIONAL
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John Brady

Licensed Sales Associate

What are your hobbies/favorite
pastimes? My hoobies are golf
studying classical pdano, sailing and
haying time for my family.

Did you have a mentor when
you started in real estate?
What is the most valuable
thing that you learned from
them? Mike Farry i still my mentor.
Whrat | leamed fram him was "Dan’t be
attached to the outcome, and start every
day at zero,” In other words, always be
prospecting. The lzst thing a seller wants
is to weork with 3 despesate agent who
transmits anwiety 1o hiyers, and if you
play the numbers game, you're in it to
win i You're aka exampt from any mar-
ket condition, whether it's up or dowm

What is your proudest profes-
sional accomplishment? My
proudest professional azzomplishmant
ws being able to star a business door-
to-door in another country with nothing
and achisve 30 offices and 2,000
sglespeople in 3 matter of three years.
Transitioning from being a succassful
entraprenaur o working in a total
different emironment and succesding
just s much, ..nothing comes without
barriers and chstadles, and it makes
every day more woeth my whike z2nd
exciting. Tomormrow cannot come

snon enpugh!

“What sets me apart from the competition is that | actually have a plan, an actual schedule
and accountability to produce results for my seller, and it's all performance-based.”

SAG HARBOR: 52,195,000
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EAST HAMPTOM/HANSOM HILLS: 51,495,000

Nest Seekers International
688 Montauk Highway m Watermill, NY 1158786

B311.264 4216 (el m 631.353 3047 m o iohn@nesiceckers. com Bovwiv eclieaekars. oo



