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CODY ROGERS
Anyone who has ever met Cody Rogers 
will tell you that he has the perfect person-
ality to be a Realtor. Talking to him one 
is struck immediately by his upbeat, opti-
mistic demeanor, and a genuine desire to 
help people. “I could talk to a wall,” Cody 
laughs. “I’m a people person, so my favor-
ite thing about this work is the relationship 
building I get to do. I love getting to know 
people, finding out their needs, and then 
helping them meet their goals.”

A native of North Reading, Massachusetts, 
Cody grew up helping his father prepare 
the homes they’d renovated for showings. 
After high school he attended Southern New Hampshire 
University, completing a bachelor’s degree in Operations 
Management. Cody started in the real estate industry 
two and a half years ago after asking a lot of questions of 
the broker who was selling his parents’ house. Impressed 
with his motivation and desire to learn, she hired him to 
manage her office. Cody soon moved up to transaction 
coordinator for the Farrelly Realty Group, getting his 
license and joining the team as a Realtor in September 
of 2019. 

Today Cody represents clients all over the North Greater 
Boston area with Farrelly, and is in the process of build-
ing a very successful business, despite the interruption 
of Covid. He’s on track to close well over $7 million 
this year, with nearly 95 percent of that business coming 
from referrals. He’s quickly built a reputation for hon-
esty, responsiveness, and as someone who gives attention 
to every detail. But his greatest strength still lies with his 
natural ability to connect with people. One client was 
adamant regarding Cody’s abilities in his review: “Work 
with Cody! He’ll make this (stressful) experience fun 
and light! He’ll help you find the best place that will suit 
your style and needs! He’s great to work with if you’re a 
first time home buyer.”

Naturally, Cody is very active on social media, which 
is where he has the most success marketing his listings. 

“Everyone is on social media now,” he 
explains. “It’s a great place to bring buy-
ers and sellers together, and one of the 
primary tools for staying connected to the 
people in our sphere. By the time a trans-
action is over, I’ve become friends with 
most of my clients, so I like being able to 
reach out to them easily.”

Cody is also active with the Farrelly 
Group’s efforts to give back to the com-
munity. A portion of every transaction 
he closes goes to the Food Pantry to help 
families in need. He also participates with 
various town events, including the Turkey 

Trot 5K, the proceeds of which go to the athletic depart-
ment at North Reading High School. 

Going forward, Cody wants to continue building his 
brand, expanding his reach in the Boston area, and 
broadening the services he provides. He just received 
his license for New Hampshire and is excited about 
helping clients there very soon. Above all, he wants his 
clients to feel they can always turn to him for whatever 
they need. “I don’t want our relationship to end with 
the transaction,” says Cody. “I want to be a friend and 
resource for life.”

Contact Robin Wilson at 847-207-1975 or email Robin@ChicagoToNorthShore.comYou can contact Carrie at (901) 488-9680 or cbenitone@hobsonrealtors.com,  
and you can visit her website at www.hobsonrealtors.com 
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