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JENNIFER MADDEN
In 2010 Jennifer Madden saw an 
opportunity on the beach. “I live at 
the beach,” she says. “And some-
body asked me if I could help 
them rent out their house for the 
summer. That was when I realized 
that nobody was doing beach rent-
als in my community, and I saw 
a great opportunity to start a real 
estate business, and leverage the 
rental business to grow sales.”
 

Sure enough it was, and by 2011 Jennifer had enough trans-
actions completed to take the next step and open her own 
real estate firm serving the seacoast of New Hampshire and 
southern Maine. As the Principal Owner/Broker of RE/MAX 
RISING TIDE/The Madden Group, Jennifer works with a 
team of seven agents. “When I say we work as a team I mean 
we all work for the benefit of all of our clients,” she explains. 
“It helps us serve our clients better than having one person 
dedicated to each client.”
 
That teamwork comes in handy because Jennifer serves some 
sought-after areas. “We don’t have enough inventory for buy-
ers!” she laughs. “That’s why we network and keep in touch 
with so many people. We circle back around and ask people, 
‘Are you willing to sell your house, because we have a buyer.’ 
We do a lot of really targeted personal outreach on behalf of 
our buyers.”
 
The personal touch lets Jennifer understand all her clients’ 
diverse needs. “People can have different goals in real estate,” 
she says. “It may sound counter-intuitive because you’d think 
everybody just wants to sell their house, but people have 
different reasons for wanting to sell, people have different 

reasons for wanting to buy, they have different priorities. 
They might not care about the money, time might be more 
important. Or they might not care about the house they buy, 
as long as it generates income. Or in one case, the Seller 
really wanted to find a buyer who would let his mom rent 
back so she could remain in the house (and we found one!). 
You have to pay attention to the different factors, and every 
transaction is handled differently. We can’t just assume that 
everybody wants the same thing. That’s what I like about 
the business.”
 
Recently Jennifer’s success has taken her to the next level. 
“I just bought a RE/MAX franchise,” she tells Top Agent. 
“It’s the luxury brand, The RE/MAX Collection. Your mar-
ket has to meet a certain price point in order to be considered 
to be a luxury office. We just launched two weeks ago, and 
already we’ve been getting a ton of support, as well as a lot 
of value from added internet exposure.”
 
When not working Jennifer takes it easy by walking her dog 
on the beach, attending her boys’ sporting events, visiting 
her daughter in Boston and by being involved in her com-
munity. “I’m the lead sponsor of the PTA in my town of 
Rye, a board member of Seacoast Community School,” she 
says, “and I just joined on with the Seacoast Women’s Giv-
ing Circle; every year they identify a different mission and 
they fundraise for that mission for the entire year. This year 
it’s drug abuse prevention and awareness.”
 
As for the future? Jennifer is more focused on the here and 
now. “We’ll hopefully continue to grow and continue to be 
recognized as a top local firm,” she says. “But right now  
I am spending my energy on completing the transition to 
RE/MAX, while making sure our clients know I’m always 
acting in good faith and in their best interests.”
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To learn more about Jennifer Madden, visit her website at www.maddenre.com,  
call her at 603.957.7500 or email her at jenn@maddenre.com

https://www.maddenre.com/

