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REAL ESTATE
WHAT YOU CAN BUY

Hearst Connecticut Media and SM Services, a content provider, search the area to find what buyers can get for their money.
This week, What You Can Buy features homes in the $649.000 to $874,500 range.

Situated on a 0.32-acre lot, the single-family home at 16 Concord St.
offers buyers a flexible floor plan, with updated interiors, including
newly renovated baths. Among the 2,750 square feet of interiors is a
living room with a fireplace, a dining room, family room, new laundry
room, and an updated kitchen. A deck sits off the main level, and an
attached one-car garage is incorporated into the lower level. The mas-
ter bedroom – one of four bedrooms – has an en-suite bath. There’s
also a legally recognized in-law suite. This home also has all-new
plumbing, electrical, HVAC systems, a new hot water heater and new
roof. Solar panels are installed to mitigate energy costs. There is room
to expand the house, according to the listing broker, who points out
that the property is located near downtown Greenwich and Port Ches-
ter. From the Port Chester train station, the property is just a 40-min-
ute train commute to New York City’s Grand Central Station. Assigned
public schools are Glenville School, Western Middle and Greenwich
High.

Listing Agent: Kelly Feda, Coldwell Banker Residential Brokerage, Greenwich office;
203-536-0361 cell; kelly.feda@cbmoves.com

In-law suite included
/ $874,500
16 Concord St., Greenwich

Beds: 4 

Baths: 3 full

Square footage: 2,750
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Located in the Putnam Park neighborhood, this two-story town-
house-style co-op has hardwood flooring throughout, a coveted front
entrance and lots of closet space. The 1,800-square-foot floor plan in-
cludes a main-level wide entry foyer, powder room, a spacious living
room with a wood-burning fireplace, a bright dining room, with two
exposures, and an updated kitchen. The kitchen has a tile backsplash
and granite counters, with white cabinetry and appliances. Outside, a
terrace is in place for seasonal recreation and entertaining; it is sur-
rounded by hedges, lending privacy to the outdoor living space. All
three bedrooms are located on the second level, as well as two baths.
Greenwich public schools assigned to this address are Julian Curtiss
School, Central Middle and Greenwich High.

Listing Agent: Heather Platt, Sotheby’s International Realty, Greenwich
brokerage office; 203-983-3802 cell; heather.platt@sothebyshomes.com

Putnam Park co-op
/ $649,000
143 Putnam Park, Greenwich

Beds: 3 

Baths: 2 full, 1 partial

Square footage: 1,800
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Susan Isaak is a full-time Real-
tor with the Riverside brokerage
office of Houlihan Lawrence. She
is a consistent top producer and
the recipient of Houlihan Law-
rence’s Platinum Award in both
2017 and 2018, in recognition of
her total sales volume. She was
named a Top 100 Agent and
Greater Greenwich Top Producer
by The Real Deal in both 2017 and
2018, as well.

Isaak believes that her success
has been due to “being dedicated
to her clients’ needs and working
tirelessly on their behalf.” She
takes pride in having integrity,
tenacity and unwavering profes-
sionalism.

Isaak relocated her own family
from Manhattan to Fairfield

County in 2006, when one of her
children was just a toddler. The
experience gave her a particular
appreciation for the relocation
process, especially moving from
the City to a more suburban set-
ting and lifestyle. She also relishes
working with first-time home-
buyers and helping them navigate
the process and learn about
neighborhoods, the community
and all that Greenwich and Fair-
field County have to offer.

Prior to real estate, Isaak had
an accomplished career in maga-
zines, as an editorial photo direc-
tor for major publications at Con-
dé Nast and Time Inc.

Speaking of her professional
path, Isaak said, “In both careers,
communication is everything. My

job as a photo editor was to listen
to art directors and bring their
vision to life in pictures. I use
those same skills when I listen to
a buyer and help them interpret
their vision to find the perfect
home. Preparing, staging and
photographing a home to look its
best is critical in today’s market,
and my background allows me to
help clients feel confident that
they are presenting their house in
the best possible light.

“I’m creative, and I’ve been
trained to find solutions that
aren’t always obvious,” she added.
“Photography and real estate both
require attention to detail, pa-
tience and the ability to bring a lot
of moving pieces together seam-
lessly.”

Isaak holds a BFA in Photog-
raphy from the University of
Michigan, where she graduated
with honors and served as a mem-
ber of the Dean’s Advisory Coun-
cil for the Stamps School of Art
and Design. In her free time,
Isaak enjoys going to local farm-
er’s markets and exploring Fair-
field County restaurants and land-
marks. She also writes about real
estate for FitSmallBusiness.com, a
website for small business owners
and entrepreneurs.

Business: Houlihan Lawrence
Lives: Riverside; Works: Riverside
Expertise: First-time homebuyers

and long-distance relocations
Contact: 203-698-1234 office;

917-575-4843 cell; sisaak@houlihan-
lawrence.com 

AGENT PROFILE

Susan Isaak promises unwavering professionalism
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Susan Isaak

What does it mean to be
a “real estate agent” versus
a “real estate broker?”

When a client sells a
home or purchases a new
one, they work with a real
estate agent. Sometimes
sales agents are also bro-
kers. So what’s the differ-
ence?

Brokers and agents both
have extensive knowledge
of the market and can
make pricing recommenda-
tions. Both can market a
home on the Multiple List-

ing Service and advertise it
on the Internet. Both can
show homes to buyers,
present offers and negoti-
ate on their clients’ behalf.

The distinction is in the
licensing. A broker can
conduct real estate trans-
actions directly, while the
agent conducts business
under the broker’s brand.
In order to own or manage
a real estate agency, one
must be a broker.

Real estate licenses are
issued by the Connecticut
Department of Consumer
Protection. Obtaining a
license to act as a real

estate agent, the candidate
must complete 60 hours of
classwork and pass a writ-
ten examination. They are
also subjected to back-
ground checks and must
produce letters of recom-
mendation that speak to
ethics and character.

In some cases, agents
commit to further study to
obtain their broker’s li-
cense, and yet continue to
work as agents rather than
brokers.

In Connecticut, licenses
are renewed annually, and
the process requires con-
tinued education and pro-

fessional development on
an ongoing basis.

In order to obtain a
broker’s license, the candi-
date must take the same
Principles and Practices
exam as the agents, but
also complete an additional
30 hours of coursework
and at least 20 successful
real estate transactions
with the past five years.
There’s also a written bro-
kers’ exam. 

These are professional
roles and responsibilities,
and both agents and bro-
kers are highly educated
and prepared to serve their

clients’ interests.
Sharon Kinney and Mar-

gi Vorder Bruegge,
Douglas Elliman Real

Estate,

203-536-2014 Sharon’s cell;
203-912-8311 Margi’s cell,
sharon.kinney@elliman.com;
margaret.vorderbruegge
@elliman.com
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What does it mean to be a ‘agent’ vs. a ‘broker?’
By Sharon Kinney and
Margi Vorder Bruegge
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