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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

JONATHAN HANHAN
408.909.0998
HANHANCRE.COM
CALBRE# 01800203

HANHAN
COMMERCIAL  GROUP

COMMERCIAL  
REAL ESTATE    

SALES & LEASING

OFF ICE  •  INDUSTRIAL      
RETAIL  •  MULT I  FAMILY
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www.gormaninteriors.com  |  cindy@gromaninteriors.com  |  408-623-5262
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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

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

Premier Home Staging
& Interior Design

Beautifunc Your Home

Ira Rajput

510.579.0071

Payal Shah

510.366.3711

info@ambiancestaging.com

www.ambiancestaging.com
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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

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

Managing Director

NOTEPublisher’s
When a business affiliate thrives the world around them thrives too. Family, 
church, community, clients, colleagues, team, passions, sphere, prospects, 
strangers, themselves and their future for their family.

$3,000,000. I’m having a daughter. I am disgusted by what I am learning about 
childhood trafficking. This is a reality in 2019. We donate 2% of revenue to 
enable the rescue of thousands of childhood trafficking victims worldwide. 
$3,000,000 from N2GIVES so far.

The top real estate agents here participate. My goal to build a community of 
reciprocity is a passion. It started years ago and continues to grow one relation-
ship at a time.

Warm regards,

M I T C H  F E L I X

1.

2.

3.

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

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

Nick Ingrisani,
Writer

Kasey 
Schefflin-Emrich, 

Writer

Dave Danielson, 
Writer

Zach Cohen, 
Head Writer

Hyunah Jang,
Head Photographer

Amy Felix,
CFO

Anita Barcsa,
Photographer

Mitch Felix, 
Founder & Publisher

Sandra Magana,
Content Manager & 

Event Planner
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APPRAISALS - 

RESIDENTIAL

Solid Impressions 

Appraisals

Eddie Davis

(408) 823-0625

SolidImpressions.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

in-HC.com

INSURANCE

Coverage Plus 

Insurance Agency

(408) 626-7800

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

NaturalBridges

Landscaping.com

LEAD GENERATION 

MARKETING

Baoss Digital

Bao Le

(408) 605-8923

BaossDigital.com

MARKETING

Aerial Canvas

Brendan Hsu

(650) 850-2431

AerialCanvas.com

Beyond RE Marketing

Chris Ricketts

(510) 440-9153

BeyondREMarketing.com

MORTGAGE

Bank of America - 

Tim Palacios

(650) 450-2032

Guaranteed Rate

Nicole Santizo

(408) 499-1270

GuranteedRate.com/loan-

expert/Nicole

Kal Financial

Daniel Chalk

(408) 401-3793

Opes Advisors

Bryan Russell

(408) 655-5835

OpesAdvisors.com/about-

us/our-team/bryan-russell/

Opes Advisors

Bill Phillips

(408) 993-9133

PNC Bank

Jeff Rhodes

(408) 307-2215

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

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!
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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

Ambiance Design & Staging

Ira Rajput

(510) 579-0071

AmbianceStaging.com

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

WE MAKE LIFE

BETTER

WWW.BETTERLANDSCAPE.COM
(408) 841-9485 - LICENSE 851514

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

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

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.

Bryan Russell
Branch Manager | Sr. Mortgage Advisor
NMLS 229012

408.357.7812
408.655.5835 mobile
brussell@opesadvisors.com

Help when you make the
most important financial

decisions of your life.
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HANHAN
REPUTATION FOR RESULTS

Written by Dave Danielson  |  Photos Hyunah Jang

JONANTHAN
partner profile

Jonathan Hanhan is Senior Vice President at CSR 
Commercial Real Estate Services. While he’s proud 
of the results that he and his team achieve on 
behalf of their clients, he’s equally as proud of the 
way they work to reach those goals while building a 
true, positive reputation for results.

“Unfortunately, the commercial side of real estate 
hasn’t always had the best reputation,” he says. 
“But that drives us to be the best we can be. It’s 
very important to us that we be the example that 
changes the way commercial real estate is done.”

Serving as a Reliable Resource
Decisions begin and end with the client’s best inter-
ests at the forefront.

“We’re completely obsessed with client satisfac-
tion,” Jonathan explains. “So we are very transpar-
ent, and we want to help our clients get what they 
truly want.”

Jonathan and his teammates learned the way com-
mercial real estate should be done from CSR head 
Brian Bonafede.

“Brian started CSR when I was in high school. I 
remember I started working here when I was 17,” 
Jonathan recalls. “I started doing real estate in 
high school, and my first client was my PE teach-
er. I helped him buy three investment properties 
and completed all three of his mortgages. That 
spring-boarded my career. I’ll never forget him 
because he took a chance on me.”

By the time he was 19, Jonathan had been promoted 
and led the company’s mortgage division, including 
overseeing 55 loan agents. Soon, annual company 
volume tripled — from 100 loans to more than 300 
loans annually.

Today, CSR’s Commercial division has 15 team 
members and is one of the largest independently 
owned commercial brokerages in the Silicon Valley.

LISTENING, LEARNING AND LEADING

Beyond the numbers, Jonathan has a passion for 
what he does.

“Every day is brand new. I really enjoy the oppor-
tunity to go out and meet new people and to help 
business owners achieve their goals. We focus on 
sales and leasing of office, industrial and retail 
properties,” he explains. “The way I do business 
is very consultative. And I think that really begins 
with listening very deeply and letting them talk 
about their business and their goals and how their 
personal lives tie together and then helping them 
nail down the end goal of what they're trying to hit. 
You have to tell me what you want, and I will do my 
best to help you hit it.”

In many ways, his clients’ business becomes Jona-
than’s passion.

As he says, “I’m fascinated by life stories and the areas 
each of my clients is in, whether it's a new restaurant 
with a cool new menu, or new ways of delivering on 
something that’s been around for a while.”
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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

A SPIRIT OF GRATITUDE AND TRUST

Like many in real estate, Jonathan and CSR have built 
much of their success on referrals. They understand 
the impact those have. And they place an extreme 
emphasis on upholding the trust that has been placed 
in them.

“When we receive a referral, we take that very seri-
ously. If we don’t do well in our role, it can hurt the 
relationship if the referral doesn’t go right,” he points 
out. “Those who refer business to us can have real 
comfort knowing we work exclusively in the com-
mercial side, and that we will do whatever it takes to 
knock it out of the park for their clients. Not only that, 
but we will keep our referring partners up to date on 
the progress of that deal along the way.”

When it comes to defining success, Jonathan points to 
the CSR approach to serving its clients and their needs.

“I think it’s really all about working hard to achieve a 
true level of happiness for those around us,” he says.

CREATING COMMERCIAL SUCCESS WITH 

PERSONAL EXCELLENCE

With each consultation and each transaction, the lasting 
impact begins with an honest, personal touch that’s built on 
listening, understanding and striving to achieve excellence 
every step along the way.

“When I think about the experience we provide to our cli-
ents, I really want them to come away from that experience 
feeling heard and understood correctly,” Jonathan empha-
sizes. “I want to know without a doubt what my clients want 
and what’s important to them. I want them to be able to say, 
‘This guy understands what I want, and he has only my best 
interests in mind.’ I don’t make people feel like they’re being 
forced into making a decision to sell or lease. I want them 
to feel heard and walk away, knowing I am only going to do 
what is absolutely going to meet their goals in the space 
they want to buy, lease or sell.”

Client by client and need by need, Jonathan and CSR 
demonstrate the spirit of service that allows them to build 
on their reputation for results.

For more information: 

Website: www.HanhanCRE.com

Phone: 408-909-0998

“I THINK 

IT’S REALLY 

ALL ABOUT 

WORKING 

HARD TO 

ACHIEVE A 

TRUE LEVEL 

OF HAPPINESS 

FOR THOSE 

AROUND US.” 
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POWER
HOUSE

CLASS
O

n October 28th, Real Producers and Partners 
converged on a venue in Santa Clara to work 
on their 2020 goals together. The highlight 

was guest speaker Amy Felix, who shared her story of 
finishing an Ironman and what she learned about taking 
big goals and making them smaller and more manageable. 
The group networked in an interactive setting. In 2020, 
relationships matter more than ever...it was a chance to 
explore the way we plan our year and the emphasis we 
give to the people who help us reach our potential.

events
Photos by Aerial Canvas
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AN ASSOCIATION OF REAL PRODUCING AGENTS
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W W W . H Y U N A H J A N G . C O M
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

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

I n v e s t  i n  Y o u r  I m a g e .
A professional headshot is one of the best ways

to establish your personal brand on any platform.

Thank you to our sponsors. We could not do what we do without you. Headline Sponsor Vanessa Nielsen and En-
core Staging. Pro Sponsor Bill Shepherd and Shepherd HVAC & Plumbing. Pro Sponsor Brendan Hsu and Aerial 
Canvas. Please head over to our facebook page and check out the video that they put together of the event.

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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Daunielle

Big-Picture Perspective 

The Locals Team
Written by: Dave Danielson

Photos by: Hyunah Jang

As a leading real estate agent 

with Coldwell Banker in San 

Jose, Daunielle Doughty has a 

big-picture perspective on the 

balance she needs in her life to 

give her best — to both her work 

and the rest of her life.

As she admits, it hasn’t always been 
that easy.

“As a student at UC Santa Barbara, I 
was totally driven,” she smiles. “I had 
two jobs and was doing school. A lot 
of my friends were on the five-year 
path; I did the four-your path. I look 
back and part of me wishes I had 
done the five-year path. I could have 
had longer to enjoy the beach.”

A Running Start

Upon leaving college, Daunielle en-
tered the banking industry. It seemed 
to be a natural fit — especially the 
opportunities she took to get out and 
about in the community.

As she says, “On my free hours 
during the day, I would walk out and 
visit businesses, trying to open busi-
ness accounts. We got bonuses for 
that. And so I started putting myself 
in the sales category.”

After a couple of years, Daunielle 
moved to Davis for a year. Soon, she 
moved back to the Bay Area and a 
spot in a new industry.

“When I moved back, I got into office 
furniture through my dad’s friends. 
It was during the dot-com boom,” 
she remembers. “I would go out and 
sell cubicle systems to companies 
that had three people. And then six 
months later, they had a couple hun-
dred people.”

Again, sales seemed to be a common 
denominator for Daunielle. Then the 
dot-com bust hit and Daunielle took a 
new path.

oughty
profile
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“I went back to school and studied hospitality 
management because I like throwing parties, 
and I thought maybe I wanted to get into the 
hotel industry and possibly work as an event 
planner,” she says.

Again, the unexpected happened with Septem-
ber 11, 2001.

“At that point, the whole hotel industry just 
shut down,” Daunielle says. “I had a two-week 
ticket to go to Australia to visit some friends 
who I had met while I had been backpacking 
in Europe in the past. I turned that into like a 
six-month visa.”

Career Path Home

After enjoying a memorable time down under, 
Daunielle returned to the States.

“I came home had no clue what to do. And one of 
my cousins was in real estate,” she remembers.

If you think Daunielle’s cousin recruited her to 
join the industry, think again.

“She kept trying to persuade me against going 
into real estate. And I kind of know why now,” 
she smiles. “When people tell me they think 
a career in real estate is easy, it’s part-time, 
and you make a ton of money, I lay it out for 
them and say it’s a great job. But if you’re 
truly a successful full-time agent, you’re really 
working 24/7.”

Daunielle was 26 when she got her license, 
and she started with Prudential.

“I was with Prudential for about nine months 
when my lender at the time told me about 
this up-and-coming company called Intero,” 
Daunielle recalls.

She met with the firm, and the decision was easy. She 
made the move over and started in the Meridian Intero 
office. As time passed, Daunielle has continued to grow 
and succeed through her tireless brand of service for 
her clients.

Teamwork and Individual Effort

“The last couple of years have been great and very active. 
I had worked on the Boyenga Team and really enjoyed 
working with Janelle and Eric Boyenga,” she says. “They’d 
go on vacation, and I’d cover for them. And I’d go on vaca-
tion, and they would cover for me. Their business explod-
ed. Eric is a true marketing extraordinaire.”

In the process, Daunielle balanced her teamwork with 
building her own brand in the business.

“I was working with them the last couple years, and over 
the years started to do a little more separately just be-
cause I had so much business on my end,” Daunielle says. 
Daunielle’s business continued to grow as a result of her 
stong relationships with past clients, consistency in stay-
ing in touch with them, and client appreciation parties.”

Last year, Janelle and Eric moved to Compass, and 
Daunielle made the move to Coldwell Banker. Since then, 
Daunielle has worked on a new business focus.

“Since last year, I’ve been kind of focusing on branding 
myself. It was a blast the first time my name came out for 
sales, since my name had always been under Janelle and 
Eric,” she smiles.

“It’s funny. When I left the team, I was actually hoping for 
a little free time,” she explains. “But I was surprised that it 
has just kept going. So I feel a little more empowered.”

While she found fast success working independently, Dau-
nielle is a big believer in the team model.

“I THINK TEAMS ARE THE WAVE OF THE FUTURE. IF 

YOU’RE LOOKING TO GROW, YOU NEED PARTNERS 

TO HELP EACH OTHER OUT. I LIKE OPPORTUNITIES 

TO PARTNER WITH OTHER AGENTS. CLIENTS 

HAVE ALL OF US, AND WE CAN WORK TOGETHER. 

“I think teams are the wave of the future. If 
you’re looking to grow, you need partners 
to help each other out. I like opportunities 
to partner with other agents. Clients have 
all of us, and we can work together. While 
we work for a paycheck, I’m about collabo-
ration. I want to make sure that the clients 
are happy.”

In the last few months, Daunielle’s vision 
of building a new time has come to life. 
She’s partnered with Carrie Caggiano and 
Kathie Kingston to form The Locals Team. 
All three women are native to the Bay Area, 
and together they bring almost six decades 
of experience in real estate.

Balanced Approach

While she balances independence and 
teamwork, Daunielle also has learned 
to take more time for herself, her 
partner, Mike, his two children, and 
their pets — the balance she needs so 
she can be at her best.

“For years, I worked 24/7, seven days 
a week. I was driven to be successful, 
driven to make my clients happy. Now 
I’m focusing on being there for my 
clients making them happy, but also 
working smarter and taking more 
personal time,” Daunielle emphasiz-

es. “Working out is key because 
you do need to release your stress 
somehow. I do heavy weight lifting, 
running, spinning and hiking. And 
I also enjoy some alone time with 
a science fiction book to get out of 
this world.”

As she says, balance isn’t just 
healthy. It leads to success.

“What you give you get,” Daunielle 
points out. “With balance comes fo-
cus. I’ve been more present with the 
clients. And I think that’s the way to 
build a really strong business.”
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Photos by Hyunah Jang
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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

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

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!”

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 
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MINDYN I

Written by Dave Danielson

Photos by Hyunah Jang

veryone has their own path 
to the future. While some 
accidentally find their career, 
others like Compass real 
estate agent Mindy Ni design 
their own future — and, in 
turn, their future destiny.

EARLY PLANS

Born in Chongqing, China, Mindy lit-
erally grew up learning all about what 
it took to design for the future. That’s 
because her father is immersed in the 
industry there.

“My dad’s work has always been 
very related to the industry. That’s 
because, through his career, he has 
served as half-architect and half-con-
tractor in our hometown. He has his 
own firm there.”

Her father’s vocation matched Min-
dy’s interests to a tee.

“Sometimes when my dad had big 
projects, he would come to me and 
ask me for my opinions on his ideas 
when I was in high school,” Mindy 
remembers. “I really liked architec-
ture and design. So that was the main 
reason why I chose architecture as 
my college major. I enjoyed studying 
it, and I took the hard courses.”

YOUR IDAHO REALTOR

TINA ALZAGA
(208) 391-3352

tina@beaconidaho.com  |  tina.beaconidaho.com

tina.beaconidaho.com

3525 E. Longwing Ln.#110  |  Meridian, ID, 83642

star on the rise

DESIGNING HER
DESTINY



36 • December 2019 www.realproducersmag.com • 37

I get a chance to 
help clients build 

their dream homes. I 
help my buyers with 
their remodeling and 
renovation projects.

Mindy put her architectural ambitions to work as 
a student. By the end of her sophomore year, she 
ranked among the top 10 students in her class 
of 160 students. 

DEVELOPING DESIGNS

While in Florida as a stu-
dent, Mindy continued refin-
ing her plans with someone 
very special.

“My boyfriend was there in 
Florida with me. He was also 
a student. During my last 
semester in college, he pro-
posed to me,” she smiles.

The two were married at the 
end of 2016 and moved to 
California in early 2017. Min-
dy’s husband soon started his 
career in the high-tech sector, so life in Silicon 
Valley made a lot of sense. At the same time, 
Mindy continued searching for her next steps in her 
expected career as an architect.

The thing was, those steps were hard to come by. 

“There were very few available architecture jobs near-
by,” Mindy recalls. “I got my first offer from San Diego, 

but it was painful for me and my husband as we needed to be 
separated again if I would have accepted that offer.” 

So Mindy started revising her plans, and looked for 
other paths that matched her interests.

“My husband supported me a lot 
during that time. He didn’t want 
me to just find a job. He wanted 
me to explore the possibilities and 
find something that I would like,” 
Mindy says.

THE FUTURE TAKES FORM

“While I was trying to figure out 
what I was going to do in the 
future, we were in the process of 
looking for a house and worked 
with a local agent,” Mindy says. 
“She was very good.”

Going through the experience of working with the 
agent and looking at homes, Mindy discovered a way 

that she could channel her love of homes and knowledge of 
construction into her career with real estate.

“So I decided to get my license. It took a while because I was 
in a computer engineering graduate program at the same 
time,” Mindy says. “I passed my real estate exam in October 
2017 and got my license in November. One of the things I like 

about real estate is that it is very similar to 
architecture. In architecture, my job was to 
design the dream house for my clients, and 
as a real estate agent, I’m able to help my 
clients find their dream house.” 

But that’s just the start.

“I get a chance to help clients build their 
dream homes. I help my buyers with their re-
modeling and renovation projects,” she says. 
“I don’t disappear from their lives after clos-
ing. I become friends with them. And I think 
that’s why I get a lot of referrals. I care about 
them, and I am kind to all of my clients. I’m 
not trying to just get a deal done.”

Her caring professionalism has helped Mindy 
make an impressive transition into real es-
tate. In fact, during her first year in the busi-
ness last year, she completed an astounding 
36 transactions.

ENHANCING CLIENT TRUST

For Mindy, a big part of the way she cares for her clients begins 
with honesty.

“If my clients are looking at a home that isn’t the best choice for 
them, I will tell them and give them my opinion,” Mindy points 
out. “I’m about helping them find a home that aligns with their 
plans. People can tell if you care about them.”

As Mindy says, the sense of trust she builds with her clients 
extends beyond to life.

“Even when transactions are closed, the relationships we build 
go on. One of the reasons I love this job is that I have the oppor-
tunity to make new friends. I’ve had the chance to make a lot of 
friends with my clients,” Mindy smiles. “My family traveled with 
some of my friends to Lake Tahoe last Thanksgiving. We had par-
ties with them, and when we were away, they watched our dogs. 
This past April, I even became the legal witness for the marriage 
of two of my clients who have become my friends.”

It’s clear to see that Mindy is designing her destiny and reaching 
success through the deep care she gives her clients.
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“From Old 
Magazines to 
Cover Stories, 
Greg Simpson 
and the Pursuit 
of Passion”

Photos by Hyunah Jang

Written by Briant Wells

GREG

cover story

Simpson
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“What am I going to do when I grow 
up?” It’s a question many of us had 
asked ourselves when we were 14, 
18, maybe 22 -  but Greg Simpson 
found himself pondering this earnest 
question fourteen years into a wildly 
successful tech sales career. 

In hindsight, entering the world of real 
estate seems like a natural evolution 
for one of the Silicon Valley’s best. 
From quitting one of Silicon Valley’s 
biggest tech firms in 2004 to being one 
of the top 50 producers in the area, 
Greg’s penchant for sales began with 
some door knocking, old magazines, 
and a ten-year-old’s desire to hustle.

Becoming The Sale
Greg didn’t so much as become a 
salesman; he naturally assumed a 
sales identity. Around eight years 
old, while traveling with his maga-
zine-selling step-father to moto-x and 
boat races in the ‘70s, young Greg 
would hawk three-months-old maga-
zines for a quarter. Motorhome door 
to party tent, he’d get the warm lead 
and send them to his dad for the full 
subscriptions. 

Greg credits these childhood experi-
ences for his comfort and enjoyment 
in listing appointments. “My favorite 
thing to do is listing appointments,” 
Greg explains, “But it’s sometimes 
uncomfortable because you’ve got to 
talk about your accolades, and I don’t 
like doing that.”

Greg doesn’t care to flex his top 50 
ranking or his revenue totals. The 
only revenue he cares about is that 
first 25-cent commission that got him 
hooked on sales. 

Taking the Leap
Greg knows all about risk. Married with 
two beautiful children under four years 
old, Greg decided to leave his successful 
tech sales job and his corner office to 
pursue a career in residential real estate. 
At a “monumental family dinner,” Greg 
remembers telling family friend, and 
Orange County real estate broker, Joel 
Cashell: “I don’t love what I do. What am 
I going to do when I grow up?”
Joel simply responded, “You need to be 
in residential real estate.”

Three months later, Greg had his license, 
joined Intero, worked his last day at his 
old job, and snagged a luxury listing with 
one of his previous coworkers. That 
coworker chose a rookie agent because, 
as he said to Greg, “You’re the best sales 
guy I’ve ever met.” A second listing in his 
first month came from within his sphere 
of influence of the 100 people in his 
contact list. 

And what has Greg’s 15 years in real 
estate provided? We can look at his 
track record for evidence (believe us, it’s 
there), or we can take his word for it: “I 
love it. I get up every morning and know 
my purpose.” 

Success Through Relationships
Greg credits much of his success to 
his ability to build and maintain rela-
tionships. Whether he was remaining 
authentic and transparent in a room full 
of Ph.D. scientists when he was a tech 
salesman or helping a client by babysit-
ting their children, Greg is passionate 
about people. Sales is simply a happy 
by-product of his people skills. 

“If they know you, they’ll say hello,” Greg 
begins his favorite axiom. “If they like you, 
they’ll go to dinner and have a drink with you. 
But only if they trust you, they’ll let you sell 
their home.” 

That trust is what Greg relishes. He prides 
himself in remaining authentic and having 
high ethical standards through every situa-
tion. His results and his reputation are the 
results of placing people above profits: “Just 
focus on delivering the best possible ser-
vice and results for people, the money will 
follow.” When asking Greg about his rank-
ings, he gets a bit uncomfortable and states, 
“I’d rather have other people talk about them 
than me.” 

No “I” in Team
While every team needs a leader, no team can 
win without cooperation and mutual support 
from its members. Balanced work and home 
life are one of the hardest things for many 
real estate agents and entrepreneurs. It ap-
pears that Greg has mastered this asset. 
He has a long term trusted assistant 
who is instrumental in allowing him 
to focus on delivering a concierge 
level of service to his clients 
while maintaining an overall 
balance in his life.  

A certain calmness and 
serenity exude from Greg 
when talking about his balance 
between work and home. His 
advice for achieving work-life 
harmony? “Having a supportive 
partner is essential.” Lisa’s understands 
what it takes for Greg to run efficiently 
on all cylinders. “Lisa has never wavered on 

her support and understanding of my 
crazy real estate schedule and life-
style. I have a terrific life, an amazing 
wife and two beautiful kids…I am a 
very fortunate man.”

Life experience has allowed Greg to 
master his trade. A foundation of top-
notch local market knowledge layered 
with honed sales and relationship 
skills may seem to come naturally to 
Greg, but years of dedicated focus and 
hard work play an integral role. 

“People have told me that I am 
lucky.  I think that consistent hard 
work puts you in the path for oppor-
tunity, which to some may make it 
look like luck.”

Greg began his real estate career 
with Intero in 2004. He was award-
ed “Rookie of the Year” out of 2000 
agents at Intero and just a few years 
later “Chairman’s Circle” for being a 
top 1% producer nationwide at Intero. 
After ten years, he moved over to 
Keller Williams. Greg has been the #1 
Individual Agent for Keller Williams 
Luxury Division the past two years 
and was the #5 Individual Agent for 
Keller Williams International.  He 
currently sits in the top 50 of all 
agents in the Silicon Valley.

“People have told me that I am lucky.  

I think that 
consistent hard 
work puts you 
in the path for 
opportunity, 
which to some 
may make it 
look like luck.”

Greg currently sits in the top 50 of all agents in the Silicon Valley.
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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

Mary Clark is the winner 
of the competition 
launched at the Real 
Producers Powerhouse 
Goal Setting Workshop. 
She earned a $250 Cutco 
Gift Certificate and this 
page in both publications. 
Thank you, Mary, for your 
participation. We could 
not do what we do without 
agents introducing us to 
the best vendor businesses 
in the area.

competitions are fun
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