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Heating Services
is to provide finished 

work that lasts, is 

well-built, and meets or 

exceeds expectations. 

We constantly strive 

toward a very high 

standard of honesty and 

integrity, and we ensure 

that our employees 

adhere to this standard in 

every job they complete 

for our customers. 

Whether you need 

general maintenance or 

emergency services, you 

can count on us to solve 

your problems quickly.

OUR
MISSION 

Plumbing Services

Air Conditioning Services

650-257-2243 | info@sphac.net | www.sphac.net
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Chris Robinson
Agency Owner

Email Me: chris@covplus.com
Office: 408-626-7800

We understand how crucial it is 
for your clients to obtain home 
insurance in order for your sale 
to close on time. Whether your 
clients need a homeowners 
policy, condo policy or landlord 
policy, we have an affordable 
solution for them. With access 
to over 50 companies, we can 
tailor an insurance policy that 
will provide your client the 
coverage they need at a price 
they can afford, even in high 
risk areas.

Call us today and put us to 
work for you! You and your 
client will receive prompt 
attention and results!

LET’S WORK
TOGETHER

WAYS A COMPANY 
CAN SPEND  $3 MILLION:

TO LEARN MORE, VISIT N2GIVES.COM

N2 Publishing – the company behind every Real Producers magazine – believes in 
a future where everyone is free. This year, we donated 2% of our revenue, or $3 
million, to support nonprofits that rescue and rehabilitate victims of sex slavery 
and forced labor. And it was only possible because of the support of our industry 
partners and engaged readers. Because of you.

UPGRADE THE
OFFICE WITH 
FANCY FURNITURE  
AND GADGETS

GIVE THE 
C-SUITE A
NICE RAISE

BUY A 
PRIVATE JET

ENABLE THE RESCUE 
OF THOUSANDS OF 

HUMAN TRAFFICIING 
VICTIMS WORLDWIDE
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please email us at Mitch@SiliconValleyRealProducers.com.
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I’VE TRIED 14 TIMES
CHANGE

TL;DR: I am eliminating the standings.

Everyone handles change differently. 
Personally, I’m resistant to change. 
It’s not the best strategy for me be-
cause as a business owner, it’s change 
that pays the bills (pun intended). 
But I’m stubborn and that works for 
me as both a weakness but also as 
a strength. When I find a way to do 
something, I keep it up.

Adaptable companies stay relevant.

We can all think of companies who 
didn’t adapt and no longer exist.

What is changing?

The top 200 standings are going away.Moving you down the 
street or around the globe.

 Ready to Move?  
408-878-0007

 egalpine@acerelocation.com
www.AceRelocation.com

Moving you down the 
street or around the globe.

Call Eric Galpine for a 
FREE, no-obligation 

moving estimate!

 RESIDENTIAL | CORPORATE | STORAGE  RESIDENTIAL | CORPORATE | STORAGE 

BAO LE
BAO@BAOSSDIGITAL.COM

(408) 475-8132
WWW.BAOSSDIGITAL.COM

FREE TRAINING!

FIND OUT HOW WE CONSISTENTLY AND AUTOMATICALLY BOOK
OUR REALTORS 2-4 NEW BUYER AND LISTING APPOINTMENTS
EACH WEEK

HTTPS://GO.BAOSSDIGITAL.COM/CASE-STUDY

The System That Helped Generate Over $80M In
Real Estate Sales in 2018

By Mitch Felix

publisher’s note

I have wrestled with this section of 
the magazine since the beginning.

It’s been an exciting journey. 

I’ve never pulled the data myself 
because I do not have access.

I’ve now used five different sources 
for the top 200 standings data.

Each month after the digital copy 
hits inboxes, I receive tips and inqui-
ries from some of you that the data 
is wrong.

It’s no bueno.

A goal of this community of reciprocity 
is to shine a light on your performance.

Every time I hear that the magazine stats are 
wrong for one of you, it’s brutal. It’s unacceptable. 

If you are competitive, you know that being ranked 
wrong is way worse than just deleting the standings.

I will also add that almost immediately after 
Silicon Valley Real Producers launched we were 
told by national (N2) that they were no longer 
allowing standings. I was grandfathered in but 
continue to receive pressure that it is a good idea 
to remove them.

So…after 14 months of receiving grit every month 
(literally every month) from multiple agents each 
month about the standings being wrong, we are 
ending that section.

Thank you all for being flexible as we grow 
and change.

M E E T  T H E  S I L I C O N  VA L L E Y  R E A L  P R O D U C E R S  T E A M

Kasey 
Schefflin-Emrich, 

Writer

Nick Ingrisani,
Writer

Jessica Frere
Writer

Hyunah Jang,
Head Photographer

Amy Felix,
Editor

Anita Barcsa,
Photographer

Mitch Felix, 
Founder & Publisher

Dave Danielson, 
Writer

Zach Cohen, 
Head Writer
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You WILL Make More Money:
Staged homes sell for a minimum of 
11% above the asking price and spend 
far less
time on the market when compared to 
un-staged homes.

Your House WILL Sell Faster:
The longer a property stays in the
market, the lower the price it will attract.

You WILL Receive A Positive
Return on Your Investment:
1-3% investment on home staging
yields an 8 – 10% return.

Your Online Photos WILL Stand Out:
90% of potential home buyers start their 
property search on the internet. Staged 
homes increase visibility and potential 
buyers.

Whoever
said looks
don’t count?

Laurie M. Piazza
lpiazza@stagethis.net      (408) 930-1986

www.stagethis.net

Visit our website to schedule
your Free Consultation!Stage
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S This section has been created to give you easier access when searching for a trusted real estate 

affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These 

local businesses are proud to partner with you and make this magazine possible. Please support 

these businesses and thank them for supporting the REALTOR® community!

APPRAISALS - RESIDENTIAL

Solid Impressions Appraisals

Eddie Davis

(408) 823-0625

SolidImpressions.com

ARCHITECTURE

EPIC Architecture

Amy Felix

(925) 353-0363

BuildEverythingEpic.com

COMMERCIAL REAL ESTATE 

SPECIALIST

CSR Commercial Real Estate

Jonathan G. Hanhan

(510) 375-7575

Sperry Commercial Global Affiliates

Atsuko Yube

(408) 858-2169

SperryCGA.com

CONSTRUCTION

Intempus

Eugene Korsunsky

(408) 320-5504

IntempusRealty.com

GIFTS

Keep Spreading the Word Gifts

Mitch Felix

(408) 310-2280

KeepSpreadingTheWord.com

HARD MONEY LENDER

Triumph Capital Partners

Joe Lima

(408) 460-9054

HEALTH AND MEDICAL

In-Health Clinic

Jennifer Walker

(408) 356-0273

www.in-HC.com

INFORMATION TECHNOLOGY

Scorpyon Tech Solutions

Dominique Warner

(415) 231-9625

ScorpyonTech.com

INSURANCE

Coverage Plus Insurance Agency

Chris Robinson

(408) 626-7800

COVplus.com

Dan Carpenter Insurance and Financial 

Services

Dan Carpenter

(408) 234-9128

Don Williams & Associates

Tyler Williams

(408) 402-3646

DonWilliamsInsurance.com

Goosehead Insurance Agency

Justin Turner

(951) 965-4651

Laura Peterson Insurance & Financial 

Services, Inc

Laura Peterson

(408) 395-2900

LauraPeterson.net

INTERIOR DESIGN

Gorman Interiors

Cindy Gorman

(408) 623-5262

GormanInteriors.com

LANDSCAPE DESIGN

Better Landscape

Steve Ashley

(408) 841-9485

BetterLandscape.com

Natural Bridges Landscaping

David & Shesta Ross

(408) 206-2606

NaturalBridgesLandscaping.com

LEAD GENERATION MARKETING

Baoss Digital

Bao Le

(408) 605-8923

BoaSSDigital.com

MARKETING

Aerial Canvas

Brendan Hsu

(650) 850-2431

AerialCanvas.com

Beyond RE Marketing

Chris Ricketts

(510) 440-9153

BeyondREMarketing.com

MORTGAGE

Guaranteed Rate

Nicole Santizo

(408) 499-1270

GuranteedRate.com/loan-expert/Nicole
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Kal Financial

Daniel Chalk

(408) 401-3793

Opes Advisors

Bill Phillips

(408) 993-9133

Opes Advisors

Bryan Russell

(408) 655-5835

www.OpesAdvisors.com/about-us/

our-team/bryan-russell/

PNC Bank

Jeff Rhodes

(408) 307-2215

Tim Palacios

(650) 450-2032

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker

(408) 309-9456

AceRelocation.com

PAINTING

Ernie’s Quality Painting

Ernie Maldonado

(408) 401-0006

PHOTOGRAPHY

Anita Barcsa Photography

Anita Barcsa

(650) 218-9606

AnitaBarcsa.com

Hyunah Jang Photography

Hyunah Jang

(347) 840-1580

HyunahJang.com

Photography By Busa

Brandon Busa

(408) 891-5642

PhotographyByBusa.com

PLUMBING, HEATING & A/C

Shepherd’s Plumbing, Heating, and 

A/C

Bill Shepherd

(650) 257-2243

SPHAC.net

PROPERTY MANAGEMENT

Intempus

Eugene Korsunsky

(408) 320-5504

IntempusRealty.com

Marquise Property Management

Ursula Murray

(408) 354-0535

MPMSV.com

Presidential Property Management

John Adams

(408) 442-7690

PresidentialPM.com

REAL ESTATE PROMOTIONAL 

SERVICES

REPS

Jeff Crowe

(408) 871-8586

REPSweb.com

REFERRAL AGENT

EPIC Realty

Tina Alzaga

(208) 391-3352

Tina.HomesByEpic.org

SIGNS

Sign Gypsies - San Jose

Judy Pfaff

(408) 785-8755

SignGypsies.com

STAGING & HOME DESIGN

Encore Staging Services

Vanessa Nielsen

(408) 800-1566

EncoreStagingServices.com

HomeScape Designs

Sara Arlin

(408) 460-1975

HomeDesignScapes.com

Stage This! Stage That!

Laurie Piazza

(408) 930-1986

StageThis.net
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By Dave Danielson

Photos By Hyunah Jangh

cover story
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In 1990, Anson Ip was a young man at a pivotal 
crossroads. In the future, he saw uncertainty. And 
he also saw opportunity.

Just a year earlier, he and his family had moved to 
Silicon Valley from Hong Kong. Then, 12 months 
later, his family decided to return to their home 
across the Pacific.

While it may have been tempting — and perhaps 
easier — for Anson to accompany his family back 
to Hong Kong, he stayed true to his dreams of life 
in America.

Birth of an Architect — and Real Estate Agent
Today Anson is a leading real estate agent with Max-
Real in Sunnyvale, as well as a developer and archi-
tect. Getting there required faith — and hard work.

“I came to this country when I was 18 with nothing,” 
Anson remembers. “When my family returned to 
Hong Kong, I basically just worked my way up and 
supported myself. There was no other choice. There 
was no plan B. I just moved ahead on my own.”

It took a while to gain traction. But his goals sus-
tained Anson.

IPAn Attitude 
of Innovation

ANSON

“The first year, I didn’t go to school,” he says. 
“I worked three jobs and saved up some money. 
After that, I went back to school and still worked 
part-time.”

In 1998, Anson graduated with an architecture 
degree and was very active in the field for about 10 
years. At the same time, he explored his goals of 
becoming involved in real estate — working for a 
few years for a developer.

“The last projects I did include developing 100 
townhome units and working to develop 800 units 
in San Jose,” he says.

“A lot of people thought that I switched from being 
an architect to being a real estate agent,” he says. 
“But becoming an architect was never my end goal. 
My goal was to become a real estate developer.”

So Anson pursued and earned his real estate license. 

“I started to become really active in real estate 
about 11 years ago. At that time, a long-lost friend 
became very successful and went to buy his first 
home,” he says. “He asked me to look at things 
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from an architectural standpoint, and how the 
house could be built. And then he found out I was 
an agent. And so he asked me to represent him. So 
starting from that, things just kept growing.”

Habits of a Leader
Being involved in three distinct professional areas 
requires significant organizational skills — and 
important daily habits.

“Time management for me begins each day at 6 
a.m.,” he explains. “I try to put all of my high-pri-
ority items into that time period before 8 a.m. — 
that time each day before a lot of people really do 
things. That way, you’re ahead of them.”

In addition to helping him tackle his to-do list ear-
lier, Anson says his early work each day also sends 
an important message.

“If you’re sending your client an email at 6 or 7 
a.m., your client knows you’re on top of it. But if 
you wait until 8 or 10 a.m. to send that message, 
then they may think you’re not on top of it. Plus, 
early in the day, you can send those messages and 
take just a few minutes. But as the day goes on, as 

phone calls and other things happen, that same 
work can take a lot longer to get done. So I try to 
push all of those things up early in the morning.”

While working as a real estate agent, developer, 
and architect doesn’t leave much spare time, Anson 
enjoys a variety of very active pursuits, including 
dancing and martial arts — as well as learning the 
Japanese language.

While his interests are varied, he places great im-
portance on focus and organization.

“I have a lot of things going on, so I’ve added people 
who really help me with project organization. That’s 
very important. And I have three different groups of 
people who work with me buyers’ agents. Sometimes 
they will help me on the sales side,” he says.

A Philosophy of Excellence
Through his years of developing his own style 
and learning from mentors, he saw some key 
differentiators.

“When I first started in real estate, I didn’t know 
how to do this business. But as I learned, I realized 

the difference is sometimes doing the same thing, 
but with a different level of intensity,” he points out. 
“I saw how serious some people were about certain 
listings and how they got different results. I learned 
the attitude they used to be successful. It made me 
realize that I need to bring it to that kind of level to 
become someone who is really reputable.”

It’s about choices.

As Anson says, “It’s a matter of not compromising 
on quality and integrity, and always wanting to go 
the extra mile. It’s about doing things that set you 
apart. My philosophy is doing what you’re passion-
ate about, doing high-quality work and not focusing 
on the number.”

Through his multi-faceted talents, Anson continues 
to make tangible differences in the area.

“I like architecture. I also like real estate. The thing 
about architects is when they do their designs, they’re 
always in the studio. So they can sort of lose touch 
with what is reality,” he emphasizes. “In real estate 
sales, you’re constantly outside. You know what the 
public likes — and what people in certain areas like.”

Anson explains that what works in one locality may 
not be as well-received in another.

“I look at the market, and I work to bring some-
thing slightly better — more innovative and modern 
design,” he says. “I don’t see myself as just doing real 
estate or just doing architecture. I see the two as be-
ing merged together to bring something good to the 
community. That’s the thing I always wanted to do — 
bring high-quality things to the neighborhood.”

For leaders like Anson, dreams build plans — and 
quality results fueled by a true attitude of innovation.

I try to put all of my high-

priority items into that time 

period before 8 a.m. — that 

time each day before a lot of 

people really do things. That 

way, you’re ahead of them.

“

”
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A N I TA  B A R C S A

( 6 5 0 )  2 1 8 - 9 6 0 6
A N I TA @ A N I TA B A R C S A . C O M   •   A N I TA B A R C S A . C O M

S P E C I A L I Z I N G  I N  FA M I LY,  N E W B O R N ,  C O R P O R AT E
H E A D S H OT S  &  L I F E S T Y L E  P H OTO G R A P H Y

2542 South Bascom Ave, Ste. 130, Campbell, CA 95008 
Branch NMLS# 937156 | CORP NMLS #237341

American Financial Network, Inc., DBA Kal Financial, is licensed by the California Department of Business Over-
sight under the California Financing Law License (603J875) and holds a CA Bureau of Real Estate, Real Estate 
Broker’s License (01317581) under Nationwide Mortgage Licensing System (NMLS), unique identifier of 937156. 
Broker is performing acts for which a license is required. Loans made or arranged pursuant to California Financing 
Law.Refer to www.nmlsconsumeraccess.org and input NMLS #237341 to see where American Financial Network, 
Inc. is a licensed lender. In all states, the principal licensed office of American Financial Network, Inc. is 10 Pointe 
Drive, Suite 330, Brea, CA 92821; Phone: (714) 831-4000 (NMLS ID#237341). This is not an offer for extension 
of credit or commitment to lend. All loans must satisfy company underwriting guidelines. Not all applicants qualify. 
Information and pricing are subject to change at any time and without notice. The content in this advertisement is 
for informational purposes only. Products not available in all areas.

DANIEL CHALK
Loan Officer
NMLS # 1172439
408-401-3793
daniel@kalfinancial.com
www.kalfinancial.com

Thinking about Purchasing a new home? 
Refinancing the current property you 
own? Need help getting financing to 

build your dream home? 

Contact me today! 
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REAL 
PRODUCERS

BBQ
Saturday, August 

17th from 4:30-7:00

It’s summer, which means it is the 
perfect time to eat outside and enjoy 

the beautiful weather.

The center of every BBQ is the food, and 
we will have everything to make the event 
delicious. Grilled meats and sweet treats. 

You’ll have options to have green on your plate 
too. Water and watermelon. Beer too. Let’s do this!

SAVE THE DATE: Saturday, August 17th from 4:30-7:00
LOCATION: Martial Cottle Park in San Jose at a shaded 

private location.

Stop by and grab some food and refreshments.

Private event for the top real estate agents and the Partners & Sponsors who support them. 
Network with the best of the best. Build authentic relationships with your community.

Register Here: https://rpbbq.eventbrite.com

save the date

CERTIFIED 
RESIDENTIAL
APPRAISER

SOLID
IMPRESSIONS

Serving Santa Clara County and parts of 
Alameda and San Mateo Counties since 2001.

Our services include reports for 
Private Lending, Hard Money Lending, Pre Listing, Divorce, Separation Buy 
Out, Estate Appraisal, Probate, Date of Death, Tax Assessment Appeal, 
Small Income, 2-4 units, Trust, Retrospective Appraisals, Income Producing, 
Damages Appraisals, Cost to Cure Appraisals, Rural SFRs and more.

Certified Residential Appraiser specializing
in high-value and luxury properties.

Solid Impressions Appraisals
1577 Timber Creek Dr | San Jose, CA 95131

408-937-1029 | appraisals@solidimpressions.com
www.solidimpressions.com

The Bay Area’s premier marketing
tools for Real Estate professionals!

Need more time to sell? REPS (Real Estate Promotional Services)
has the experience and creative talent to get your projects done on

a deadline. We will make your projects look great and get your
message across clearly and concisely.

Real Estate Promotional Services
334 E. Campbell Avenue Suite B

Campbell, CA 95008
Customer Service

Telephone: (408) 871-8586
FAX: (408) 871-8581

Offer home buyers professional flyers
that showcase your properties!

Use one partner to produce all of your
real estate marketing tools!

Start your design projects today!

www.repsweb.com
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By Katie Williamson

Photos By Hyunah Jang

Over the past two years, Rebecca Yen Smith and Alan Feldman 
have formed a strong partnership based on commitment and 
service. Their individual paths to real estate, however, were 
incredibly unique.

From Video Games to Real Estate

Before making his way into real estate, Alan worked for Ninten-

profile

JONATHAN HANHAN
408.909.0998
HANHANCRE.COM
CALBRE# 01800203

HANHAN
COMMERCIAL  GROUP

COMMERCIAL  
REAL ESTATE    

SALES & LEASING

OFF ICE  •  INDUSTRIAL      
RETAIL  •  MULT I  FAMILY

Alan Feldman & 
Rebecca Yen Smith
SERVING CLIENTS & ONE ANOTHER
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do as the director of regional operations. He was 
instrumental in opening hundreds of stores across 
the United States. He didn’t initially set out on this 
path when he began working at a local mall, and 
looking back feels as though the opportunity with 
Nintendo fell into his lap. 

When Alan noticed a Nintendo store opening, he 
decided to talk to the manager. Shortly after, he 
was offered a job and mentored by the district man-
ager. In only six months’ time, however, the district 
manager left and appointed Alan to take the reins. 
Alan happily accepted the challenge and stayed 
with Nintendo for 11 years.

After all those years with Nintendo, Alan chose to 
give up video games and moved to San Jose to work 
in land development. He quickly realized he did not 
like the bureaucracy and was encouraged to get his 
real estate license; he moved into residential sales 
in 2001.  

The Woman Behind Taiwan’s American Idol

Rebecca Yen Smith began her career at the World 
Trade Center where she was a manager of special 
projects. In her position, she met people from all 
over the world and developed a deeper understand-
ing of many different cultures. She helped to coor-
dinate trade shows and through this was connected 
with a nonprofit radio station in Taiwan. Soon after, 
she became the project manager for Taiwan’s new 
American Idol-esq show, Young Star.

Rebecca’s primary responsibility was coordinating 
tryouts for Young Star at different universities all 
over Taiwan, managing the winners, and coor-
dinating the final competition concert. After the 
winners were selected at the various universities, 
they would then come together to compete against 
one another and perform at a huge concert. Young 
Star was so successful it expanded to Japan and 
Singapore and had its own magazine. Though Re-
becca enjoyed the work, it was grueling and tiring. 
In 2000, she decided to move to the United States 
and transitioned into real estate in 2005. 

A Unique Partnership

When Rebecca and Alan began their partnership 
two years ago, they knew they would be a strong 
team, able to help a diverse group of people. Com-

ing from different backgrounds, their individual understandings 
of cultures and perspectives have helped them build relationships 
with a wide range of clientele. 

“There is so much diversity in our area, and people are really 
looking for a team who will go to bat for them – two agents for 
the price of one. Every culture is different, so having diversity 
helps [us] reach a broader audience,” says Alan.

Both agree their mutual commitment to their work is what has 
made them so successful.
    
 “We are workaholics,” begins Alan.

“I was just going to say that!” Rebecca interjects. “We are non-stop.”

“We certainly might not be morning people, but when we start 
our day at 10 or 11 o’clock, we are here until 8, 9, 10, 11 and do 
whatever it takes until we get the job done.”

“We are like a machine,” Rebecca finishes.

This commitment to excellence pushes Rebecca and Alan to pro-
vide the best service for their clients and to strategically create 
the best opportunities for success. From turning an upside-down 
sale into a major profit to gracefully spinning losing a listing into 
a win-win, Rebecca and Alan always keep their head in the game 
to continue moving forward. One of the biggest secrets to their 
success is asking for feedback on all interactions and using that 
feedback to improve their strategies. 

Giving Back

Rebecca and Alan understand the power of giving back, and both 
seek ways to help others outside of their busy schedules. For 
Alan, that organization is Habitat for Humanity. “It is amazing to 
do things with people and work side by side swinging a hammer 
to give back to people who really need it,” Alan says. 

Rebecca also gives back by offering her time and expertise for 
free to one client per year who is in need. “Every year I will take 

one case where someone has a financial or health issue and do it 
pro bono. We all have times where things are difficult, this is my 
way to help.” 

Both agree the best part of the job is the impact and ripple effect 
they have on individual’s lives. Whether through email, regular 
mail, a phone call, referrals, or a review on Zillow, the moments 
they are thanked in a special way speaks volumes.

“We are a good team,” Rebecca says. “We love what we do be-
cause we have each other.”

“We work because everything she loves to do, I care less about do-
ing. She is great at picking out colors and remodeling the kitchen. I 
like the marketing end, the paperwork, and dealing with customers 
when there are fires. We complement each other. There are a lot of 
things she loves to do that are not my best talents,” Alan says.

“And he holds my hand and encourages me when I get down,” 
Rebecca adds.

Rebecca and Alan’s success is found not because they simply 
work together, but because they genuinely care for one another 
and every client they have the opportunity to serve. 
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D O N ’ T  J U S T  E A R N  A C L I E N T,
R E TA I N  T H E I R  B U S I N E S S  F O R  L I F E !

WE TURN GIFTS INTO LONG-TERM BRANDING OPPORTUNITIES.

W W W . K E E P S P R E A D I N G T H E W O R D . C O M

Donations by check please make payable to
Care for Vietnam

2978 Aborn Square Road San Jose, CA 95121
Care for Vietnam is a nonpro�t 501(c)(3) organization EIN 83-2436657.  

Your donations could be tax deductible. Please consult your tax accountant.

Valerie Trang - Founder/President
(408) 667-3013  |  valtrang@gmail.com

We can create a better world
through education.

DONATE
NOW

Fundraising for 1,000 back-to-school backpacks 

for disadvantaged elementary school students in 

Dong Thap Province (South Vietnam). 

Each backpack costs $15. 

N2 SERVES DAY
# S K I P W O R K D O G O O D

Follow #SkipWorkDoGood on social media to see the impact we can make in a single day!

N2 Publishing, the company behind this publication, has challenged its 
entire organization to skip work and volunteer on September 27. Together, 

we aim to make an even greater impact on communities nationwide.
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DOUGLAS 
MARSHALL
G i v i n g  B a c k :  A  G e n u i n e  A p p r o a c h

By Jessica Frere

As a boy, Douglas desperately wanted to attend a 
local YMCA summer camp; however, his parents 
couldn’t afford to pay for it. Determined to find a 
way around this, he sold cans of peanuts to raise 
the money for his enrollment fees and, ultimately, 
earned double the amount that he needed to cover 
his camp expenses. This experience not only served 
as Douglas’ first foray into sales, but it shaped his 
early thoughts surrounding giving and philanthropy. 

“That inherently, I think, struck either a chord of work 
ethic or a chord of ‘There are people who have the 
ability to help others, and there are people who have 
the need to be helped by others,’” shares Douglas. 

Impacting Education 
As he transitioned from his teenage years into 
adulthood, Douglas, having identified his knack for 
selling early on, pursued and excelled in a variety 
of roles that played to his core strengths, including 
door-to-door alarm sales, marketing car stere-
os, and selling video conferencing services for a 
technology company. When he finally made his way 
into the real estate industry in 1998, Douglas was 
confident that he had found a profession that was 
a perfect match for his skill set, one that he could 
grow with for the long-haul. 

making a difference

In the process of building his real estate busi-
ness, Douglas was invited to become a board 
member on the Gavilan College Educational 
Foundation. His immediate reaction was one of 
reluctance; life as an agent was demanding and 
already jam-packed. However, when he started to 
consider the request as an opportunity to make a 
positive difference in the lives of local youth, he 
experienced a change of heart. 

“That instantly brought me back to selling peanuts,” 
confesses Douglas. 

Today, after spending years as a board member and 
even serving a stint as board president, Douglas 
considers his involvement with such a worthy 
cause life-changing – both for him as well as for the 
students whose lives the Foundation has impacted.   

“That aspect of helping those kids who have never 
been to college, their families have never been to 
college…seeing that ability and that spark in some-
body’s eyes that may want to go to college and that 
wants to do better and then watching that parent 
just be so proud…that’s pretty huge.” 

Giving Back Through Sports 
After realizing the positive impact that he was mak-
ing through board membership, Douglas was eager 
to find new ways to serve his community. Con-
sequently, his interest was piqued when he went 

to register his young son, Tyler, for Little League 
baseball and learned that the team didn’t have a 
coach or an outlined game schedule. 

“I wanted the kids to feel the significance of 
themselves,” says Douglas. “I didn’t want them to 
get a participation trophy for just showing up and 
doing nothing.” 

Viewing this need as a new opportunity to give 
back to local kids and their families, Douglas 
volunteered to coach Tyler’s team. Even though 
his baseball schedule often conflicted with his 
weekend real estate obligations, Douglas’ first 
season as a coach was not only highly rewarding 
but incredibly successful. When the time came for 
players to sign up for next year’s baseball season, 
Douglas’ entire team requested to have him as 
their coach once again, a testament to his encour-
aging leadership style. 

“We never brought up winning. We never brought 
up losing. We just kept saying, ‘Are you having a 
good time? Is this fun?’” 

Douglas continued to coach Little League for many 
seasons afterward, moving into higher age brackets 
each season alongside his son. Eventually, when 
Tyler stopped playing baseball, Douglas transi-

tioned into umpiring, an activity that he is still 
engaged with today. In addition to volunteering his 
personal time, he also regularly donates his money 
to worthy Bay Area organizations and causes, 
including his church and his son’s school, and gives 
1% of his earnings to local, hypersensitive charities. 

Leading With Authenticity 
As a compliment to his rich philanthropic life, 
Douglas also boasts a booming real estate business 
that has thrived, in part, due to the relationships 
that he has formed through his charitable involve-
ment. While this result of his good works is a 
welcome reward, he is confident that, if the intent 
behind his generosity weren’t genuine, it would 
never have translated into business success. 

“When you’re doing all that, and you’re giving back, 
the receptiveness of the people you’re spending 
time with – they pick up that you’re being genuine,” 
shares Douglas. “People can spot a fake.” 

With a consistent track record of authentic, 
well-intentioned efforts to uplift his neighbors and 
community, two things are abundantly clear about 
Douglas Marshall: That he is anything but fake, and 
that the Bay Area is a considerably better place 
with him in it. 

www.opesadvisors.com | 750 University Ave, Suite 275 | Los Gatos, CA 95032

One size does not fit all.
Dream homes come in all shapes and sizes. So do the lending solutions from Opes Advisors. Our team has

the relationships and experience to set up the real estate financing solutions that help your clients reach their goals.

Call me today to schedule a complimentary evaluation.

Opes Advisors, A Division of Flagstar Bank | Member FDIC | Equal Housing Lender
Programs for qualified borrowers. Subject to credit approval. Underwriting terms and conditions apply. Some restrictions may apply.

Help when you make
the most important
financial decisions

of your life.

Bryan Russell
Branch Manager | Sr. Mortgage Advisor
NMLS 229012

408.357.7812
408.655.5835 mobile
brussell@opesadvisors.com

For Douglas Marshall, giving back to his 

community has never been a means to gain 

recognition or boost his real estate business. 

His passion for making a difference is genuine 

and stems from a perspective-altering lesson 

that he learned during childhood. 
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PARTNER YOURSELF WITH
THE REAL PROFESSIONAL

Who understands your client’s needs
from the prospective of a
Luxury Focused Agent.

A Commercial Brokerage network that harnesses state-of- the art technology
combined with experienced market knowledge to deliver exceptional results.

ATSUKO YUBE, CIPS
atsuko.yube@sperrycga.com
408-858-2169 Direct
CalBRE#: 01255893
www.sperrycga.com

19925 Stevens Creek Blvd, Suite 100
Cupertino CA 95014

9100 Wilshire Boulevard, Suite 880 West Tower
Beverly Hills, CA 90212-3434

MEMBER OF INSTITUTE FOR LUXURY HOME MARKETING  |  MEMBER OF THE LUXURY MARKETING COUNCIL  |  DIRECTOR OF JAPAN GROUP

As the Interior & Exterior Expert
Trust Ernie's Quality Painting for:

Quicker Sales  •  Higher Values
Improved Curb Appeals

•   S AT I N  W O O D S
•   R E F I N I S H  D E C K S
•   R E F I N I S H  K I T C H E N  C A B I N E T S
•   M AT C H  T E X T U R E S
•   M AT C H  C O L O R S
•   I N S TA L L  C R O W N  M O L D I N G
   A N D  B A S E B O A R D

Let us know how we can help you!!
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Relishing the Grind

“Just be kind, man. You know what I mean? People 
lose their mind if someone cuts them off on the 
freeway, and they ruin their day…Calm down. It’s all 
good. Be kind to people.”

At 16 years old, Eddie Oberoi immigrated from New 
Dehli, India, to the United States with dreams of 
building a life in the splendor of America.

“Coming to the U.S., I thought that I was going to 
be coming to New York or LA. I was thinking in my 
mind how this is going to be awesome. And I land in 
Salt Lake City.”

Eddie’s brother, who was running a restaurant in 
Salt Lake City, immediately put him to work. For 
three grueling months, Eddie worked every single 
day from 9:00 am to 11:00 pm. He admits, he wasn’t 
happy with the arrangement.

“I was pissed off,” Eddie says. “I felt like a slave.”

In the beginning, he hated his life in America. “My 
childhood just stopped, right there,” Eddie recalls. 

EDDIE
game changer

But slowly, the grind began to work on him in a 
positive way. He began to build a work ethic, and 
community. 

“When you are made to grind like that for months, 
it does something for you. It was an impressionable 
age. I learned to love the grind,” Eddie says. At the 
time, he was attending school full-time and working 
full-time, helping to support his family back in 
India. The work ethic that Eddie learned during this 
period has remained one of his greatest assets.

In 1997, Eddie got an internship at Circuit City in 
the Bay Area. Here, for the first time, he made some 
friends that were involved in the mortgage and real 
estate industry.

“I saw them driving nice cars and living in nice 
places. I thought if they can do it, I can do it.”

“I hated sales, by the way,” Eddie adds with a laugh. 

It turned out, Eddie found his niche. He hit the 
ground running in real estate, and never looked 

back. With no sphere on influence in the Bay Area, 
he relied on cold calling to build his business from 
scratch — and it worked. Real estate has been Ed-
die’s first and only career.

“I was shy, an introvert, insecure. All of the above…
But what still works for me is the work ethic. I’m a 
hard worker,” Eddie says.

As the years have gone by, Eddie has become more 
and more engrossed in personal growth. After 
owning his own real estate brokerage and mortgage 
company for 10 years, Eddie has decided to roll up 
his sleeves and get back into real estate sales. “I got 
sick and tired of motivating people. I thought, ‘I’m 
going to roll up my sleeves and do it on my own. I’m 
on a path of personal growth.”

Eddie has a strong morning routine. It used to begin 
upon rising at 3:45 am, but in order to get a bit 

By Zach Cohen

OBEROI

more sleep, he’s pushed it back to 4:45 — not exact-
ly a late start. “I have a ton of accountability,” Eddie 
says. “I do the Miracle Morning thing.”

“I think a balanced life is a myth. Especially in the 
beginning. I still think of myself as a beginner. You 
need to put in some hours…When people look at 
me, they see a machine, like I got it. Like it’s easy 
for me. But it’s not. Everybody has issues. Health, 
relationship, all kinds of issues.”

Eddie does his best to remain honest about where 
he is personally, and the path forward to growth. 
As he says, it all begins with kindness.

“Kindness, it reciprocates…If you are kind, you are 
going to attract kind people.”
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Bill Phillips
Mortgage Advisor – Managing Director
NMLS #230295
Opes Advisors, a Division of Flagstar Bank, FSB

“Downtown Willow Glen”
1100 Lincoln Ave., Suite 251
San Jose, CA 95125

Office: 408- 993-9133 
Cell: 408- 219-4134

bphillips@opesadvisors.com

O

Realtors dream of the
Perfect Mortgage Advisor

• Client Pleaser
• Experienced Problem Solver

• Systems that Close on Time and Close Quickly
• Understands my Needs

• Referral Partner
• My Clients Love Him

• Great Listener
• Responsive Communicator

100% closing rate
for over 20 years

“Where your dream
comes true!”

THE BIG EVENTTHE BIG EVENT
CONNECTING • ELEVATING • INSPIRINGCONNECTING • ELEVATING • INSPIRING

We’re seeking the most influential titans in real estate to present 

at THE BIG EVENT – the nation’s first invite-only gathering of 

the top 5% of real estate agents, coming September 2020.

NOMINATE A SPEAKER: 

R P S P E A K E R S . C O M
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EPICREALTY
Your Boise, Idaho Referral & Relocating Agent

TINA ALZAGA | (208) 391-3352 
tina@idahorealty.live  |  Tina.homesbyepic.org 
3525 E. Longwing Ln.#110 Meridian, ID, 83642 

By Jessica Frere

Photos By Hyunah Jang

star on the rise
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HEENA 
JOSHI
F U L L  T H R O T T L E

Let’s Dance 
In 2010, several years after moving from India to the U.S., Heena 
became a student at one of the Bay area’s premier Bollywood 
dance studios. 

“I’m a very emotional person,” shares Heena. “So, I definitely 
bring out that energy while I’m dancing on stage. I’m a performer. 
I just love it.” 

Her passion for creative expression also led her to simultaneous-
ly become the company’s sole costume coordinator, designing 

When you first meet trailblazing industry newcomer Heena Joshi at an open house, two things might 
surprise you: that she’s only been in business since 2017 and that, before real estate, she made a living 
designing Bollywood dance costumes.  

outfits for 92 classes and 1,500 students. However, as Bollywood 
dance began to gain popularity throughout the region, Heena re-
alized that she would need additional support to create the quan-
tity and quality of products that the studio’s dancers deserved. 

“Slowly, as we wanted to improve, I spoke to the owner, and I 
told her, ‘We need to build a bigger team. Because…I can’t give 
you a better product if I don’t have more people,’” says Heena. 

At her advice, the company broadened its costume design team. This 
much-needed backup, coupled with her young son’s promotion from 

elementary to middle school, provided Heena with the additional 
freedom to pursue another long-time passion: real estate. 

The Journey to Real Estate 
“Everybody used to tell me that real estate was fun and that I’d 
be a good fit because I’m a people person,” shares Heena. “But for 
me, anything I do I want to make sure that I have enough time to 
commit to it. And I think, just because of my son being in ele-
mentary school, I did not have that bandwidth. But once he was 
getting into middle school, I thought, ‘He’s a little more indepen-
dent. I really want to give it a shot.’” 

Eager to launch this career transition, but without any industry 
connections or mentors, Heena contacted the real estate agent 
who sold her own home and requested an introduction to his 
brokerage. Soon, the wheels were set in motion: She obtained her 
real estate license in 2016, and in February 2017, achieved her 
first sale. From that point forward, success came with lightning 
speed (she landed 11 sales transactions in 2017 and 36 in 2018) 
and her business is now 90% referral-based. 

The driving factors behind her top-notch results are twofold. 

First, Heena prides herself on providing clients with a relaxed, 
no-pressure sales experience, which, she has found profound-
ly resonates with the first-time home buyers, millennials, and 

Indian clientele (many of whom she met through her Bollywood 
dance studio) that she primarily serves. She has been a consis-
tent top producer at Alain Pinel Realtors, and her LinkedIn rec-
ommendations include raving reviews such as, “You can even call 
her a unicorn hunter, as she is great at gauging what you want.”

“I’m very patient,” says Heena. “I’m not one of those pushy salespeo-
ple. If they don’t want to write, I would never push a buyer to write.”
 
She also credits increased marketing efforts, particularly on 
digital and social media platforms like Facebook and Zillow, for 
her 2018 sales jump.  

“I definitely doubled up on my marketing (in 2018) since I person-
ally felt that there was no need to spend too much in my first year 
because I was just trying to get my numbers right,” shares Heena. 
“Transactions under your belt help…if you are able to project a big 
number, that’s when they start saying, ‘OK, she can really sell.’” 

Fuel for Business 
While she has made launching and growing a real estate business 
look seemingly simple, Heena is still in the process of mastering an-
other key component of business sustainability: Work-life balance. 

“For me, when I got into real estate, I gave myself five years that I 
would just work my ass off no matter what,” says Heena, “…be-
cause it’s hard to compete when you’re new. And I think the only 
advantage you can provide to a buyer who’s sitting and interview-
ing different REALTORS® is that ‘I’m there for you, no matter 
what. I’m there for you 24/7.’”

To help fuel her demanding schedule, Heena relies on two core 
practices. At the start of each day, before leaving her house, she 
spends at least five minutes in prayer. Then, in the evenings, she 
focuses on self-reflection. 

“At night, before I go to bed, before the lights are turned out, I’ll 
lay down in my bed, and I’ll just think about how the day went 
and what I could have done differently,” shares Heena. “And I’ll 
make sure that I don’t repeat that same mistake the next day.”

In addition, she still squeezes in time for her first, pre-real estate 
love – Bollywood costume design. Today, however, she acts in a 
managerial capacity, supervising a team of 12 other designers. 

Looking Ahead 
Despite her status as one of Silicon Valley’s quickly rising stars, 
Heena’s eyes are wide open when it comes to cultivating industry 
longevity. She understands that even more difficult than launch-
ing a successful business will be maintaining it for the long haul. 
Yet, she’s confident that she’s up for the challenge. 

“I’m ready for that. I don’t think I’ll back down.”
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Photography
Hyunah Jang 
Photography

Story By Zach Cohen

Photo By Hyunah Jang

partner profile

In the photo “Life in 

Kauai” (2015), the Tahitian 

artisan is creating unique 

coconut fiber jewelry 

that requires many hours 

of concentrated labor 

invested in each piece. 

Hyunah Jang captured 

this photo on one 

Sunday morning while 

documenting his story 

through her images, one 

of her most memorable 

shoots from three years 

of living in Kauai. His 

story was interesting to 

her because he was one 

of only a few people 

still utilizing the rare and 

extremely beautiful black 

pearls of Tahiti, as well 

as carved shell, bone, 

feathers, freshwater 

pearls and small seashells 

from Kauai, Niihau and 

Tahiti. This picture won 

the Contemporary 

Photography Award in 

Hawaii by Pacific New 

Media in 2015. 

Hyunah Jang 
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Specializing in family portraits, headshots,
maternity, wedding, corporate, & event photography

W W W . H Y U N A H J A N G . C O M   •   3 4 7 - 8 4 0 - 1 5 8 0
H J @ H Y U N A H J A N G . C O M

Hyunah Jang is a professional photographer with 
seven years of experience whose passion is to cap-
ture the essence of life and the human experience 
through her lens. Originally from Busan, Korea, 
Hyunah’s inspiration for photography first came 
from her father who was an underwater diver. After 
being featured in various documentaries, he once 
told her he needed a cameraman to record his dives, 
and subtly planted the seeds for what was to come.

Hyunah Jang left for the United States at 15 years 
old. Entering American life as a teenager with limit-
ed English language skills was a daunting challenge. 
She began at a high school in Sedona, Arizona. “As 
a teenager moving there, it was very different for 
me. This was a big turning point in my life.” After 
a couple of years, Hyunah began to find her place. 
Photography allowed for an expressive outlet, and 
the natural beauty of the red rock canyons sur-
rounding her high school, much different than the 
big city life she left behind in Busan, was a fantastic 
inspiration and helped set the tone for what was to 
become her passion.

After graduating high school, Hyunah felt the desire 
to move back to the big city, eventually landing at 
the School of Visual Arts in New York City. She later 
transferred to Montserrat College of Arts and re-
ceived a Bachelor’s of Fine Arts with a concentration 
in photography. In 2013, she graduated from Boston 
University with a master’s in photojournalism. 

She accepted an offer to be a creative director in 
St. Regis Hotel on Kauai Island in Hawaii. One year 
later, she felt ready to begin her own photogra-
phy business and became a specialist in capturing 
intimate moments. She tells of the time a man 
hired her to capture his wedding proposal from 
a distance, requiring her to hike eight miles to a 
waterfall to capture the images. “Eight-mile hiking 
with all my camera equipment was hard but in the 
end, it was all worth getting the shot, and more so, 
my clients were happy and she said yes!” Another 
memorable wedding proposal shoot was a couple 
from Oregon. This man’s partner had terminal 
cancer, and Hyunah had the honor of capturing this 
powerful expression of love. A couple months later, 
she passed away and Hyunah received an email 
from the partner saying thanks for capturing the 
most important moment in his life, and they used 
Hyunah’s photo at her funeral. These are just a few 
of many stories.

In 2017, Hyunah was ready for a change and wanted 
to be closer to her sister and brother, the only other 
family she has in the United States. After three 
years on Kauai Island, Hyunah took her business 
to the next level and expanded her field in the Bay 
Area. One of Hyunah’s main goals is to grow her 
business. She is running her own photography 
business and working as an independent contrac-
tor in the San Francisco Bay Area. She wants to 
collaborate with companies for bigger projects that 
involve a more technical platform that keeps pace 
with modern day communication. Hyunah’s ethos 
is towards constant growth. As her portfolio ex-
pands, she ensures she is keeping up with the latest 
in multimedia journalism, web design, pro audio 
equipment and various lighting systems.

www.hyunahjang.com 

(347-840-1580
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Photos By Anita Barca Photography

Hello, my name is Steve Napolitan, and over 15 years ago, I 
started an ad agency just out of college. I grew it into a multi-
million-dollar business, helping fortune 500 companies (Apple, 
Intel, Charles Schwab, and Nestle) make a ton of money (tens 
of millions) with their ad and marketing campaigns. That was 
then. Today, my business and brand (SteveNapolitan.com) are 
all about taking what I have learned about growing businesses, 
and teaching you how you can do the same without sacrificing 
your life. Here’s what I learned: Most companies treat ad and 
marketing like slot machines…Money goes in, you pull the lever, 
and you “hope” that your number will come up!…Then it doesn’t. 
However, sometimes it does…so you put more money in the 
lever, but this time, your number doesn’t come up! The problem 
is that most people guess at what works to build their business. To receive your “Survey to Success” either text “survey” to 72000 or go to 

https://www.stevenapolitan.com/free-gift/.

silicon valley powerhouse class 

“A few times a year, the top 5% of real estate agents in Santa Clara County and San Mateo 

County converge on a venue to collaborate on discussions about timely topics. Success 

Coach Steve Napolitan provided massive value on the topic of balance. We will see you at 

the next one.”  —Mitch Felix

Steve
DESIGN YOUR LIFE, GROW YOUR BUSINESS 

I’m going to show you what works to create predictable revenue, 
and have an ongoing stream of raving clients using the Survey to 
Success tool you’ll get at the end of this article.

You can stop guessing and start knowing what works! More 
importantly, you can grow your business without sacrificing your 
life. It’s a big deal for me not to sacrifice in any area of my life. 
Moreover, it’s a big deal for me to show others that they don’t 
need to sacrifice in any area of their lives, too. So often we hear, 
“If I make the right sacrifices, I’ll have what I want.” I think a lot 
of these are beliefs and I had them too. My family came from It-
aly. Many of them with very little, and they worked hard to have 
what they wanted. Here in America and a lot of other parts of the 
world you have people that emigrate. They move to have a better 

life and find something better. A lot of times they move with very 
little. In those moments, a work ethic comes about, but the thing 
is, it doesn’t have to be that way any longer.

One of my teachers said, “Hey, your family came over with the 
old Italian coffee grinder, and they were manually grinding their 
coffee beans. You know today we can go to most household stores 
and get an electric coffee grinder, go ‘bzzz’ and grind our coffee 
beans within a minute or less. Steve, which way are you grinding 
your coffee beans? Are you doing it manually?”

See, we get stuck in a mindset that comes from the past. That work 
ethic helped our family survive in the past. I’m so grateful for what 
my family worked so hard for and gave me the opportunity in my 
life. AND we can change the way we think now. My teacher also 
said, “Think about when you’re driving your car. If your exit is 
blocked, do you pull your car over, call whomever you were going 
to meet and say, ‘Hey, sorry I won’t be able to make it today. It says 
they’re going to open the exit in three days, so I’ll see you then.’ 

When have you ever done that? What do you really do? You get 
back on the road. You find the next exit, get off, and find another 
route.” When we’re driving, we look for detours immediately. Why, 
so often in our lives when we hit a roadblock we say things like, 
“Oh, I’ve got to get through. I have to stay on this path. I’ve got to 
break through.” That doesn’t have to be the case. You can do the 
same thing you do when you’re driving, find another way.

These are great questions to ask yourself. “What’s another way? 
How else can I get there? How else can I find my way to where I 
want to go?” Start asking yourself what you want in your life. If 
you say, “Hey, I want to spend more time with my kids, and I want 
to earn more money. How can I do both?” That’s the question. If 
you ask yourself enough times, you’ll find a way… That’s my goal 
for you to help you have the life you want without sacrifice.

Napolitan

Photography by Busa provided guests 
with complimentary headshots.

Bobby Saadieh with Planet Home Lending provided 
the espresso cart. Nicole Santizo with Guaranteed Rate 
provided the smoothies. We could not do what we do 
without our sponsors.

Media Sponsor Aerial Canvas handed the video production 
for the event.

Steve Napolitan, Success Coach
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A WARD WINNING REPUTATION

F AIR & COMPETITIVE PRICING

S OPHISTICATED STYLE WITH

ON- TREND FURNISHINGS & DÉCOR

CONTACT US TODAY FOR A COMPLIMENTARY QUICK QUOTE

(408) 460-1975  •  SaraArlin@gmail.com 

Bay Area Staging and Interior Design

RENTAL & LUXURY 
HOME MANAGEMENT 

IN THE BAY AREA

Providing Efficient, Dependable and Economic solutions.

The Premier Property Management firm that offers a 
clear, proactive and personalized approach to create

“The perfect match”.

20 S Santa Cruz Ave, Suite 308, Los Gatos Ca 95030
408.354.0535  |  info@mpmsv.com  |  www.mpmsv.com

Home and Estate Management serving the
Mid-Peninsula and South Bay Communities

Real Estate Agents over $20,000,000 in sales went home with 
a complimentary “Real Producers Sign Rider” provided by Mitch 
Felix & Real Producers.

Jared Nash, Mary Clark, and Scott Poncetta 
lounging in style thanks to  Encore Staging 
creating the environment for the event.
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David Ross
408.206.8444 cell

408.356.1240 office
License #535214

DavidRoss@NaturalBridgesLandscaping.com 

www.naturalbridgeslandscaping.com

"As a Realtor, I take a lot of pride in my home and feel that it reflects on 
me as a professional, so when we decided to invest in landscaping, we 
wanted to find the best!
 
Natural Bridges Landscaping impressed us with their team approach, 
attention to detail, and the caliber of their subcontractors. They guided 
us to make smart changes to the original plans and the final product is 
absolutely perfect!
 
I am incredibly grateful to have found them."

KIRSTEN REILLY,
Broker Associate, Compass

NATURAL BRIDGES LANDSCAPING  -  AS SEEN ON HGTV



HDR PHOTOS
CINEMATIC HD VIDEO
DRONE PHOTOS/VIDEO
3D 4K MATTERPORT
DEDICATED LISTING WEBSITE
AGENT INTRO/OUTRO
2X ZILLOW EXPOSURE
NEXT-DAY TURNAROUND

REAL PRODUCERS
PREMIER
PACKAGE

$1,200+

WWW.AERIALCANVAS.COM/RP
PW: 2019
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