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OUR
MISSION

is to provide finished
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Realtors dream of the

Perfect Mortgage Advisor

e Great Listener
* Responsive Communicator

o Systems that Close on Time and Close Quickly
¢ Understands my Needs

e Client Pleaser
e Experienced Problem Solver

¢ Referral Partner
e My Clients Love Him

Bill Phillips
OPES

Mortgage Advisor — Managing Director Rt
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

“Where your dream
comes true!”

100% closing rate
for over 20 years

- Increase ROT to Scller —
- Give Seller an Opportunity 1o Flip Their House! =
- Quick & Free Estimates — =
- Assisting to Make Property Ready For Sale i C
- Interior & Exterior Renovation

- Comprehensive Construction Work From Start to Finish
- Design & Buald

- Repairs & Improvements to Maximize Investment

- Maintain Strict Quality Control Over Every Job

- Address Inspections With Quick Completion for a Smooth | -
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With our extensive experience and real
focus on customer satisfaction, we provide =

exceptional service for consumers and pro-
lessionals.

Sale

- Help Buyers Make Their Purchased Home Their Dream

Home

- Relerral Fees for Agenis!

- Give Intempus Builders A Call
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PROPERTY MANAGEMENT

Intempus Property Management is a
full-service broker which specializes in
asset management, acquisitions, and rela-
tionships.

- 24/7 Rental & Maintenance Support, Pro Mainte-
nance Team

- Maximize Your Relationship With Investor / Buyer
- Complimentary Rental Analysis

- Seamless Transition From Purchase to Rental

- A Warm and Seamless HandofT for Investors
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We Cover Every Type of Insurance and Financial Product
Let's See If We Can Save You Money!
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INSURANCE AND FINANCIAL SERVICES
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MEET THE SILICON VALLEY REAL PRODUCERS TEAM
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Anita Barcsa,
Photographer

Hyunah Jang, Amy Felix,
Head Photographer Editor

Mitch Felix,
Founder & Publisher

Zach Cohen, Dave Danielson, Kasey Nick Ingrisani, Jessica Frere
Head Writer Writer Schefflin-Emrich, Writer Writer
Writer

DON’T JUST EARN A CLIENT,
RETAIN THEIR BUSINESS FOR LIFE!

WE TURN GIFTS INTO LONG-TERM BR/ OPPORTUNITIES,

KEEPSPREADING T HEW ORD .

8 - July 2019
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ACHIEVEMENT DAY

“Invest in the people who you want to do life with..”

P pub note

‘We are growing.

I'm writing this publisher’s note the afternoon of June 5th, 2019.

This content is due in a few hours.

It’s the last step in a series of steps which has spanned over 2 years.
Today I'm receiving the first printed copies of the “Anniversary
Issue” of Silicon Valley Real Producers and simultaneously submit-
ting the digital content of the first month of San Mateo County Real

Producers and the 14th month of Silicon Valley Real Producers.

In just a few minutes a new phase of Real Producers will be-
gin. The phase after “Ramp-up”.

I'm not sure what to call this time period. Entrepreneur Magazine
calls this stage “Growth”.

Feels about right. More growth.
Thank you for participating in these communities of reciprocity.

We are just getting started.

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

www.realproducersmag.com - 9
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Whoever
said looks
don’t count?

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

You Receive A Positive
Return on Your Investment:

1-3% investment on home staging
yields an 8 - 10% return.

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

PREFERRED PARTNERS

This section has been created to give you easier access when searching for a trusted real estate

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

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

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

APPRAISALS - RESIDENTIAL
Solid Impressions Appraisals
Eddie Davis

(408) 823-0625
Solidlmpressions.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

Don Williams & Associates
Tyler Williams

(408) 402-3646
DonWilliamsInsurance.com

Goosehead Insurance Agency
Justin Turner
(951) 965-4651

INSURANCE & FINANCIAL SERVICES
Dan Carpenter Insurance and Financial

Services
Dan Carpenter
(408) 234-9128

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

Natural Bridges Landscaping
David & Shesta Ross

(408) 206-2606
NaturalBridgesLandscaping.com

LANDSCAPING
Better Landscape
Steve Ashley

(408) 841-9485
BetterLandscape.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

Stag% Visit our website to schedule

! your Free Consultation!

Laurie M. Piazza
[ Ipiazza@stagethis.net [] (408) 930-1986

www.realproducersmag.com - 11



PREFERRED PARTNERS
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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




DY partner spotlight

THE MONEY BEHIND

By Kasey Schefflin-Emrich
Photos by Hyunah Jang

Joe Lima, a construction loan lender, is the
money provider for housing projects similar to

those depicted on house flipping shows on HGTV.

“I deal with those types of clientele..flippers...and I'm the money
behind them,” Joe said. “I will lend money based off the future
value of the projected square footage, finishes, and look of the
new home. The TV shows make it look fun, but the flippers still

need money to pay for their projects.”
Joe is proud when a client comes back for repeat business.

“The most rewarding part is when a developer comes back to me
for their second, third or fourth project,” he said. “It means: One,
I'm at a fair price; I did a good job on the loan itself. Two, 'm

great at managing the project through.”

Joe’s favorite thing about his job is watching a project get completed.

“The contractor and the architect will have this vision of how

this new house is going to look or what they’re going to put in the

14 - July 2019

HOUSING PROJECTS

place... or they’re going to demolish it and rebuild this new man-

sion,” Joe said. “To see it come to life is the best part of it.”

Joe has been in real estate since 2000 and fell into the field while
doing an internship during college. He has done conventional
loans, 30-year fixed loans and homebuyer transactions for the

majority of his career.

“Finding this niche for these construction loan products has been
fun,” he said. “Every day is different, which I like. It’s not mundane.”

Joe said contractors and investors work in certain ways.

“I try to tailor the product to them as far as money coming in for
their skin in the game versus the financing, and their end product
is all different... the style house, the area of the real estate and the
type of build,” he said. “I have some projects down in LA that is to-
tally different than something up in Sunnyvale. LA new construc-
tion is more Hollywood-chic type in its design... and Silicon Valley
projects are geared more towards gadgets and what new technolo-

gy is in the home. Gotta have your Telsa plug in the garage.”

The majority of Joe’s business has been word-of-mouth and

repeat clients.

“I'm grateful for the network of people that I've been working

with for well over a decade,” Joe said. “They have stuck with me

and been loyal.”
There are a variety of challenges in Joe’s line of work.

“There are times where a contractor may have under-budgeted
and needs more money, or they may have fallen behind on the

timeline,” Joe said. “It creates a stressful situation.”
Joe said there is a difficulty in finding the right buy price.

“In a heavy seller’s market, high price Silicon Valley Bay Area,
the project may not always pencil out because of what the seller
is needing for their bottom line,” he said. “That could be a poten-
tial flip or a potential new ground-up construction project for a
contractor, if bought at the right price.”

Joe said he always tells his buyers or borrowers that it’s not what ‘

you sell the property for, it’s the buying price that matters.

“If they buy the property at a right price then what they sell it for

is not going to be pressing so much,” he said. “They don’t have

to reach for that brass ring and set records for the highest price

point per square foot just to make a profit.”

Joe considers his business successful when a property makes a prof-

it for the borrower, as well as when he continuously funds projects.

“For me, it’s [about] building up more of a portfolio of transac-
tions to where I am in the guy in the Bay Area for all construction
lending needs that big banks can’t do,” he said. “There are people
that can go to banks and qualify but if not they can come to me
and I can work out the financing for them. [It’s a good feeling]
coming in and saving the day for a transaction that has gone side-
ways at a bank. I can come in and easily overcome what the hold
up is; if it’s for property reasons or borrowed credit situations or
something like that.”

Joe advises up and coming real estate agents to seek work

with developers.

“They’re always out there looking for the next project... always
that next transaction. So as an agent, with a developer as a cli-

ent, you know if you find a good fixer to buy the developer will

jump on it.”

s

www.realproducersmag.com - 15



Moving you down the

street or around the globe.
RESIDENTIAL|CORRORATE | STORAGE g

,_Atlas

Treat your new buyer to the Ultimate BIG Gift
5199 for a 3-day Welcome Home sign
B 5995 for a 5-pack and get the 6th FREE

Alert the Public of an upcoming OPEN HOUSE

%99 for one day
550 for each additional day
Buy 5 pack and get the 6th FREE

Contact Us Today!
Judy Pfaff, Owner
(408) 785-8755
SignGypsiesSanJose@gmail.com
[3 Sign Gypsies-San Jose

Serving San Jose and surrounding area

Enabling real estate investors and

f j TRIUMPH their growth with a fluid approach

to the asset-backed private money
lending industry.
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_ Joe Lima
: _ Your go-to industry expert on Rehab, e § Director of Originations
: = s e | = Bridge and Ground Up Construction & )
+rYria A, i o R T loans for real estate investors. 8 (408) 460-9054

: e (877) 353-1099

. . jlima@triumph.capital
Call Eric Galpine for a R e prepe e 0t
FREE, no-obligation

1 I ' REHAB SMALL BALANCE BRIDGE GROUND UP
moving estimate! Ready to Move?

Fix & Flip Commercial Acquisition Construction
A 408-878-0007 A A A
egalpine@acerelocation.com
Atias. www.AceRelocation.com
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Professional photo & video solutions.
Family | Business | You

SAVE THE DATES

July 29*, 315t & Aug 2™

at Twin Creeks Softball Complex

Santa Clara County Management
; For more information,
| Y please contact:

&

408-292-4212

0| valeri.huxley@ctt.com

L | 675N.1st Street, Suite 400
¢ | Sanjose, CA 9512
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C) Martlal
Cottle Park
P» save the date

AUGUST 17TH 2019, 4:50-6:30

The next Silicon Valley Real Producers Social Event will be low-key and casual while still maintaining an

exclusive vibe for just the top real estate agents and their highly recommended business partners. Come
mingle with fellow top-producing agents and grab a drink and some BBQ.

Making Connections in the Silicon Valley Real Estate Community.
IT’'S WHAT WE DO

RSVP: https://RPBBQ.eventbrite.com

Give your home the

protection it deserves.

L Peterson Ins and Fin Svc Inc Your home is where you make some of your
Laura Peterson, Agent . - :
Insurance Lic#: 0L42207 best memories, and that’s worth protecting.
16795 Lark Avenue !

Los Gatos, CA 95032 I m here tD hEID

Corner of Lark and Winchester off LETIS TA LK TO D}":"',Y

of Highway 17 in Los Gatos

o StateFarm’

Sdale Farm Fira and Casualty Compary, State Farm General Insuranca Company, Blaomingion, i
Siate Farm Florida insurancn Company, Winker Hawn, FIL
1708136 Stabe Farm Lioyds, Richardson, TX

N

)Zo(Home cape

Bay Area Staging and Interior Design eSi? ns

BAOS%lGlTAL

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

FREE TRAINING!

THE SYSTEM THAT HELPED GENERATE OVER SBOM IN
REAL ESTATE SALESIN 2018

HTTPS://G0.BAOSSDIGITAL.COM/CASE-STUDY

AWARD WINNING REPUTATION
FAIR & COMPETITIVE PRICING
SOPHISTICATED STYLE WITH
ON-TREND FURNISHINGS & DECOR

BAO LE
BAC@BAOSSDIGITAL COM
(408)475-6132 §
WWWBAOSSDIGITALCOM

CONTACT US TODAY FOR A COMPLIMENTARY QUICK QUOTE

(408) 460-1975

SaraArlin@gmail.com

www.realproducersmag.com - 21



profile

By Zach Cohen
Photos by Hyunah Jang

Jessie Li

“I'm always in action. And that’s exciting.”

Jessie Li seems to be one of those exceptional individuals that
will excel at anything she puts her mind to. She has a long history
in the software industry, a love for dance and art, and has built a
successful real estate business. Jessie is breaking barriers, chal-
lenging the ways we think about personality types through her

masterful balance of rationale and artfulness.

The Analytical Side

17 years ago, Jessie earned her master’s degree in computer sci-
ence and launched a career in the technology sector. She tasted
early success; only two months after starting, her first company

went public, and she gained stock in the company.

This immediate achievement was the first impetus leading Jessie to
the investment world. She learned some hard lessons in the stock

market, but it positioned her for the success that was to follow.

“Later [in my technology career], I found out I loved to do more
things with people,” she explains. Jessie would transition to

the service side of the tech industry, communicating with and
assisting high profile clients. “I found out I'm not only good with

computers, but I enjoy working with people.”

A Passion for Connection

Shortly after the dot-com bust of 2000, Jessie dipped her toes into
real estate for the first time. The market was in a prime position to
grow, largely due to the long list of investors fleeing the stock mar-
ket, and Jessie began investing in real estate. “I did well enough
that people quickly sought my advice, insight, and even services,
like property management, interior design, and remodeling. After
several years of helping many friends and associates, I realized
something that has since changed my entire career: my passion is
using my insight and experience in real estate to help people make

the right decisions for their living and financial needs.”

‘While she was licensed in 2005, Jessie didn’t leave the technol-
ogy industry to do real estate full time until 2015. The year she
quit her full-time job, Jessie made a higher income in real estate

than at her nine to five.
“I thought, ‘I am ready to do it.””

The passive income from rental properties allowed Jessie to wel-

come financial flexibility during the transition.

HANHAN

COMMERCIAL GROUP

COMMERCIAL
REAL ESTATE
SALES & LEASING

OFFICE « INDUSTRIAL
RETAIL - MULTI FAMILY

CSR {4

COMMERCIAL
REAL ESTATE SERVICES

JONATHAN HANHAN
408.909.0998

HANHANCRE.COM
CALBRE# 01800203
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“You should build your financial freedom so you can

do what you’d like to do,” she explains.

Business Built on Care
“I really care about people. I work very hard. I look
for quality. For each project, I spend a lot of time. I

always put my clients first.”

Jessie’s client-focused methodology is the hallmark
of her real estate business. With an approach root-
ed in honesty and ethics, she is always willing to go
the extra mile for a client need. “If I could sell my
own home for $200,000 less or sell my client’s for
$200,000 less, I would rather sell my own for less.

That’s my personality and ethics,” Jessie says.

Looking at her reviews on sites such as Zillow.
com, it becomes apparent that Jessie’s care comes
through. “People say I really care about them.
That’s my main motivation. I want to do my best to
help them. That’s my specialty.”

More than 80% of Jessie’s business comes from re-
ferrals -- a testament to the quality of the work she
does. The way she differentiates herself from other

agents is through supreme customer care.

An Artful Life

Jessie is analytical, social and... artful.

24 . July 2019

“I love art,” she explains. Three years ago, she
began painting. Before that, ballroom dancing was a
passion. “I was crazy about ballroom dancing,” she
gushes. “It’s amazing when you connect with music,

dance, and people. Dance is a language for me.”
“And as I mentioned, I love to connect with people.”

Jessie savors many different forms of art - travel,
photography, and writing are passions in addition
to her love for painting and dance. Even her work is
real estate is performed like a well-balanced musi-

cal composition.

“Art really inspires me, drives me,” Jessie explains.
“People don’t look at me as a business person, they
see me as a person with a lifestyle. So a lot of peo-

ple are attracted to work with me.”

As she works to continue to ramp up her real estate
business, Jessie is still seeking balance. She admits
that dancing has fallen to the wayside the past two

years as her life in real estate has taken a front seat.

Yet, her unique way of experiencing the world
through so many different lenses will surely keep
Jessie set on the path she is meant to travel. Per-

haps even she will be surprised by the results.

“Honestly, I don’t set goals. I just try my best.”

PRESIDENTIAL
PROPERTY MANAGEMENT

PROPERTY MANAGEMENT SERVICES FOR
RESIDENTIAL &€ COMMERCIAL INVESTERS

IN SILICON VALLEY

=2 LEASING

Q
MAINTENANCE
7% MAINTENAN

ACCOUNTING

ASK ABOUT OUR REALTOR

REFERRAL PROGRAM

as]
%]
w
s ]

(408} S WWW.PRESIDENTIALPM. COM

GOOSEHEAD
INSURANCE

— 200sehead”  AGENCY

INSURANCE

WE PARTNER
WITH THE BEST...
if
MetlLife =
Pacili: Spamiadty
FPROGEEIIVE
Nationa ='.f||'nr|::|| b ]

_iﬁ"!“’ T
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WHY GOOSEHEAD FOR HOME? cHuSS

= 20+ lnsurancs campanies UNIVERSAL

= We aew ade 10 ip afthend with muliole comeanies 10

gt the best price | Enoompass:

= [scaunts for home buyes

= ulte-poluyBundhs, Al Syt dioounts mailsle '.'_".. -.f.‘....r
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WHY GOOSEHEAD FOR RENTERSY CALL TODAY
- Aa bitle 21 510(mo FOR A QUOTE!
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= Frotect jewely, s ms, e other colleciilsing Justn Tumar
= Get up to 20% off aute nsurarioe by bunding Q8 P40.4551
o Prine elairs ok justan turnerBigocsabead, com

v goosehetd.com

PARTNER YOURSELF WITH
THE REAL PROFESSIONAL

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

SPERRY

COMMERCIAL——

GLOBAL AFFILIATES"™

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

ATtsuko Yusg, CIPS

19925 Stevens Creek Blvd, Suite 100

Cupertino CA 95014

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

atsuko.yube @sperrycga.com
408-858-2169 Direct
CalBRE#: 01255893
WWW.sperrycga.com

We treat patients from Pediatric to
Geriatric and all of those in-between.

=)
= Contact us today to learn more about our
Integrated Practice.

408-356-0270 ¥ Info@In-HealthClinic.com 2 |

=

LIGHT e JOY

ACUPUNCTURE INC

Chiropractic and Acupuncture Care
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A X SCORPYLOIN
AT TECH SOLUTIONS
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@SCORPYONTECH

POPO®

LEVERAGE DATA TO
GAIN A COMPETITIVE
ADVANTAGE

BUILD YOUR ONLINE
BRAND AND IDENTITY

DEPLOY TARGETED AD
CAMPAIGNS VIA
YOUTUBE, FACEBOOK
& GOOGLE

WEBSITE DESIGN
DATA ANALYTICS
SOCIAL MEDIA MARKETING
VIDEO MARKETING
EMAIL MARKETING
SEARCH ENGINE OPTIMIZATION
LOGO/BRANDING/PRINT
IT CONSULTING

INNOVATIVE DATA DRIVEN MARKETING

415.231.9625

Info@scorpyontech.com

M Quality Painting’
408.401.0006

SATIN WOODS

REFINISH DECKS

REFINISH KITCHEN CABINETS
MATCH TEXTURES

MATCH COLORS

INSTALL CROWN MOLDING
AND BASEBOARD

MAKE LIFE

BETTER

-
1

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

BEYOND RE

MARKETING

OME SOURCE for All of Your Marketing Objectives:

HDR, Dusk and Aerial Photography / Video

Packages Start at 5175

Schadule your photography appolintment
onlirg al cus website:

BeyondREMarketing.com

IMPRESSIONS

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

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.

Solid Impressions Appraisals
1577 Timber Creek Dr | San Jose, CA 95131
408-937-1029 | appraisals@solidimpressions.com
www.solidimpressions.com
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TINA ALZAGA | (208) 391-3352

tina@idahorealty.live | Tina.homesbyepic.org

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



star on the rise

By Briant Wells | Photos by Hyunah Jang

Zack’s origins begin all over the southern US. Born in Atlanta and
raised in Montgomery, Alabama since he was 10, Zack moved to
Orlando to attend UCF for college. He did what every kid is told
to do: go to college, get a degree, get a job. He did just that, and
cut his teeth in sales and Excel spreadsheets at a large expense

management company.

“I learned real quickly that I didn’t like cold calling,” Zack dead-
pans. Since he studied communications and business marketing

in college, he persisted until he got hired with one of the top real
estate teams in Orlando managing their marketing, social media,
and websites. “My mom was in real estate, and I had always had an

interest in it,” Zack says as if this was always life’s plans for him.

Eventually (and time is relative for those who work in hyperdrive),
Zack transitioned to working for the Keller Williams office in a
variety of functions: recruiting and training new agents, getting

agents set up on the tech, and handling business operations.

After coming to visit San Francisco to watch his alma mater, his
national champion UCF Knights, play at Stanford, he fell in love with
the area. “It was just a complete change of scenery and culture,” says
the man from the South. “After the game, I just started searching for
jobs and positions in Keller Williams. I emailed every KW office in
the Bay Area to see if they were hiring for my position. I got connect-
ed with the Cupertino office, was interviewed over FaceTime and six

weeks from the day I visited, I moved out here.”

Since moving to the Bay Area, Zack had transitioned from Keller
Williams to Coldwell Banker before landing with Compass Realty
last year. At each stop, he found success, but Zack isn’t one to

rest on past achievements.

“For me, it’s been about following the opportunity and trying to
be a bit ahead of the market. So I was on one of the top teams in
the Valley while at KW. I bled KW red, and I still think they’re
one of the greatest companies to work for, especially their train-

ing structures.”

30 - July 2019

Maybe thanks to his days crunching numbers on Excel sheets

in Florida, Zack sensed a shift in the market and a new oppor-
tunity to grow. “When I decided to go out on my own, KW had
very little market share,” he explains. “My bread-and-butter was
open houses, so I had to find a place that had a lot of listings and
opportunities for me to host open houses. The number one listing
office at the time in South Bay was Coldwell Banker. I got exactly

what I was looking for.”

Some people look to the groundhog to signal a shift in the sea-
sons, and some would be wise to watch when Zack moves as a
precursor to changes in the real estate market. He explains his
latest move to Compass: “And then the market shifted about 8 to
10 months ago. Open houses went from having 60-80 groups a
day on the weekend to 8 to 10 groups at the most. Not being from
here and not having a sphere of influence, I'm always looking for
new opportunities, and Compass has the robust online marketing

department that provides me the opportunities I need.”

With a wealth of wisdom beyond his years, Zack approaches suc-
cess and real estate through the lens of shifts and authenticity.
“The people in this industry,” he says about Florida and Califor-
nia agents, “that I'’ve respected the most are the ones you can tell
genuinely care about the people around them. They wanted me to
be better, and they would invest their time, energy, and experi-

ences in me. I try to do the same for other agents.”

Another key to freedom for Zack is learning to walk away from
the toxicity that can, sadly, characterize the profession. “On the
flip side, I've encountered people in real estate that told me, ‘I
want you to make money, just not too much money.” That was
an immediate red flag. That’s not someone I would ever want to

work for again.”

Zack knows what he wants, and it’s a short-term sacrifice for
sustained freedom. “I'm very long-term minded. I've been that
way my whole life,” he explains the keys to his success. “It’s my
goal to be successful when I'm young, so I don’t have to work so

hard when I have a family and am in my fifties or sixties.”

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

at

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

THE BIG EVENT

CONNECTING « ELEVATING « INSPIRING

— the nation’s first invite-only gathering of

NOMINATE A SPEAKER:

RPSPEAKERS.COM

12J REAL PRODUCERS.
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MELANI

KEM

JUST BY LUCK

By Jessica Frere
Photos by Hyunah Jang

Melanie Kemp credits much of her real estate
success to sheer luck. Judging from her myriad of
industry accomplishments, however, it's clear that
another key factor has also played a role in her

remarkable career: hard work.

Melanie’s journey towards a real estate career began in 1973, the
year she graduated from the University of Kansas with degrees in
behavioral science and spanish. Armed with a passion for chil-
dren and a love for teaching, she accepted a position as the Direc-
tor of the Cognitive Development Program at the John F. Kenne-
dy Institute for Handicapped Children in Baltimore, Maryland.
“I’d never lived in a city before,” Melanie reflects. “I grew up in a
remote town of 3,000 people in southwest Kansas. My days were
jammed with the coordination of speech and language training
for children with developmental delays and emotional challenges,
mentoring doctoral candidates from the University of Maryland,
and counseling parents who entrusted their children to our care

at this residential hospital.”

After one year in her role, a desire for additional education and
career advancement led Melanie to change course and pursue a

master’s degree in special education at the University of Colorado.

After graduation, Melanie remained in Colorado and taught
special education. The summer after her second year of teach-
ing, she decided to spend her free time helping her fiancé, a real
estate agent, host open houses. As time passed, she found that
not only did she enjoy connecting with prospective home buyers
and meeting their needs, but she was good at it. As the summer
of 1976 drew to a close, she began to question whether teaching
was the best career path for her.
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“With a master’s degree in those days, I made $9,000 a year,”
shares Melanie. “And then I was sometimes taking my paycheck
and converting a Monopoly game to a phonics game because the
[special education] program was underfunded. I said, “You know,
I think I want to try [real estate].” I really enjoyed that summer
going out and meeting people, and having the potential to be com-

pensated for the amount of work I was willing to put into it.”

Armed with a newfound enthusiasm for her career trajectory,
Melanie’s broker soon encouraged her to expand her business
past open houses to canvassing and door knocking. “I kept telling
myself “‘You have nothing to lose but self-respect,” so I armed
myself with a handful of business cards, a clipboard, comfortable

shoes, and a Midwestern smile to tell my story.”
Melanie got a listing on her first day of canvassing.

“I was trying desperately to find something in common with
these people in their mid-70’s, which seemed really old when
you’re just 23. Ithought, ‘Those adolescent years as the church
organist in Ulysses, Kansas are finally going to paying off (you
never know what you learn today that may be useful to you
tomorrow). I sat down and played that organ and decided I'd stop
when they’d had enough, which meant they were either going to
hire me because they were so impressed with my questionable
talent, or they were going to throw me out thinking ‘What an odd
girll’” Melanie says with a laugh. “To my surprise, Mr. Schwartz
finally said, ‘What would we need to do if we wanted you to sell
our house?’” And that’s when all the pieces fell in place for what I
was going to do for a living. To this day, I'm not sure if he wanted

me to stop playing that organ, or he was impressed with my auda-
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cious attitude. It was an important experience for me because it

reinforced that there was almost nothing I wouldn’t do to satisfy
a client. That still holds true today, although I pray no one ever

asks me to play the organ again.”

By the end of Melanie’s first year in real estate, a new start-up in
Denver called RE/MAX was just blossoming, and the company
decided to expand its concept with franchising. One of their first
franchise sales was Boulder, CO, which caught Melanie’s eye. In-
trigued by the company’s commission structure and profile of top
producing agents, Melanie went to work for the new brokerage.
Their business model was such a good fit that, after a year, she
and her then-husband purchased their own RE/MAX franchise,
the second in Boulder.

In 1977, however, right before they were scheduled to begin con-
struction on the new facility, the couple learned that RE/MAX
planned to expand nationally and, specifically, that the company’s

franchise rights for all of Northern California were for sale.

“We both looked at this opportunity and said, “‘We can do this,”

Melanie recalls. “We really didn’t even look back.”

Abandoning their current endeavor, the pair bought RE/MAX’s
Northern California franchise territory, headed west in a U-haul
truck towing their car, and became Co-Regional Directors of their
new business. Within short order, they opened 13 real estate

franchise offices.

“It was a challenging time. We were trying to sell ‘blue sky’ to top

agents who might want to have their own office. We had no com-

—

pany name recognition, marketing materials, local, regional or

national advertising, certainly no internet, and, to make matters
worse, many of the top agents in the Bay Area already had high
commission splits with their brokers. Certainly, none of them had
heard of this start-up called RE/MAX. We were truly selling ‘blue
sky’ in a state that already had blue sky. We also decided it was a
good time to start a family.” Melanie and her husband had a baby
in 1979 followed by a second in 1981.

“We were juggling so many things then, but every day was
exciting.” Melanie found that similar to her teaching roles, she
excelled at educating, coaching and inspiring her franchisees.
“Our job was to identify the top players in each real estate com-
pany who might want to own their own brokerage, convince them
we’d help them set up a turnkey operation, assist in identifying an
office location, design the T.1’s (tenant improvements), arrange
for furniture and equipment leasing, and help recruit the franchi-
see’s new agents. This was before the internet, online forms, cell
phones, and fax machines. We were hauling things in by horse

and buggy to staff an office in those days,” she laughs.

For the next seven years, business thrived. By 1984, Melanie and
her husband decided to use the insights they had gleaned from
RE/MAX to launch her own real estate franchise. They opened
offices in Cupertino and Saratoga, eventually moving away from
franchising together to focus solely on real estate development.
By 1992, Melanie had joined Alain Pinel Realtors, and in 2010
was recruited to Coldwell Banker in Los Gatos, where she’s been

a Broker Associate for almost a decade.

Melanie attributes her long-time success to two key practices.
The first is surrounding herself with people who are just as moti-

vated and passionate as she is.

“My growth is literally inspired by the people I surround myself
with,” shares Melanie. “If you put yourselfin an enriched environ-
ment, there is always going to be somebody who is better than you

are at something. Always. And I have a natural attraction to that.”

Secondly, Melanie consistently carves out time at the end of each

day to reflect and identify areas for growth and improvement.

“There isn’t a day that goes by that I don’t think at the end of the
day, “You know, I could’ve done this a little differently. The next

time will be better.”

Today, Melanie shows no signs of slowing down. After spending the
last 10 years as one of the top producing agents in Coldwell Banker’s
Bay Area region, she plans to relish in the continued enthusiasm

of her clients and the energy of the bustling team she’s put togeth-
er. She’s part of Coldwell Banker’s Presidential Elite Circle which
ranks her in the Top 1% of Coldwell Banker agents internationally.

In her time off, Melanie has worked as a volunteer for Operation
Yellow Ribbon for the wars in Afghanistan and Iraq (her son is
a veteran) and Stanford’s Children Hospital. She enjoys hiking,

golf, tennis, and cross country skiing with her family.
With a promising, albeit busy, year ahead of her and a storied

past behind her, it’s a safe bet that the future holds nothing but
good things for Melanie Kemp.
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BRETT

JENNINGS

In Search of A Life Without Limits



When you talk with Brett Jennings, you
instantly understand he’s someone you
can learn from, and that he wants to help

you become your very best.

Brett brings that spirit to his role as head of Real Estate Experts.
It’s little wonder, as he’s shared that same spirit all his life.

MOMENTS THAT MATTER

When Brett was six, his family moved into an affluent neighbor-
hood in San Jose. As he entered second grade, a cute girl next
door caught his eye. As they played together, the girl said some-
thing that would shape his future forever.

“One day she poked me in the chest and said, ‘My mom says you
rent your house.” As a second grader, I was like, “‘Wow, whatever
that is, it’s not good.’ It was interesting growing up in that neigh-
borhood, surrounded by wealthy families that owned their homes

and being the one family that didn’t. Some of the neighbors even
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went out of their way to make sure I knew we didn’t belong,”

Brett remembers.

That experience would influence him for many years to come.

“Different things create success for different people,” he says. “And
for me, that experience drove me to success. Somewhere inside I

was like Tl show you...I do belong.” It was a defining moment.”

Years later, Brett attended college and began studying for a ca-
reer in sports medicine. Then another life-defining event unfold-
ed in his junior year in college -- he had an allergic reaction to
antibiotics that caused his kidneys and liver to fail, landing him in

intensive care and a near-death experience.

“Something happened in that experience. Before I got sick, I was
in great shape and I was identified with my body as an athlete.
When my body began wasting away in the hospital (I lost 55lbs in
19 days), something woke up within me. Although my body was
dying, there was some other part of me that felt perfectly okay

inside. A knowing emerged that I was more than my body.”

ADVENTURES WITHIN

After getting out of the hospital, Brett changed his major from
pre-medicine to entrepreneurship and marketing. As he finished
his college courses, he needed to take an elective, so he chose a

class in meditation.

“We meditated 20 minutes a day, five days a week for 12 weeks.
The experience totally changed my life,” Brett recalls. “My grades
got better, my relationships improved, I started a business in col-
lege, and it was really taking off. I felt like any limits I had were
lifted, and that part of me that woke up in the hospital was some-
how creating all this good in my life. I couldn’t put my finger on it,
but something special was happening for sure. It was undeniable,

and whatever it was, I wanted more.”

A year later, Brett graduated and sold the business that he start-
ed in college to travel the world and seek more of what he was
finding through meditation.

“I spent several months in India meditating with yogis and
swamis in the jungles of south India, then traveled to Japan and
meditated with monks there,” he explains. “I was on this quest

for an experience of life without limits.”

WALKING ON FIRE
After returning from his worldwide meditation tour, a series of

chance encounters led him to get hired to work for Tony Robbins.

“A couple of weeks after I got home I got a call from a friend that

was running his international sales team. She knew that I had
been traveling and had a passport and asked me ‘Can you go to
Milan next week to support our Tony Robbins coaching team?””
Before he knew it, Brett was traveling the world again, this time
helping facilitate Firewalk weekends and providing on-location

coaching for Tony’s workshop attendees.

“That was an incredible experience,” Brett smiles. “For two years,
I got to see so many amazing places and coach so many amazing
people. I walked on fire so many times I lost count. Working for
Tony Robbins allowed me to understand I was most passionate
about. It was to live a life of growth, learning and helping others

do the same and discover their own unlimited potential.”
That became the foundation of his success in life and real estate.

“Working with Tony, I mastered the skill to help others deter-
mine where they are, where they want to go and help them create
a plan to get there. That alone is powerful, but the creative force
that makes all that happen is what I was finding in my work with

meditation. The Soul.”

After his work with Tony Robbins, another chance encounter led
Brett to work with another Icon in the world of personal growth:
Dr.Deepak Chopra. “The last week I spent working for Tony

was at one of his live events in L.A. I was sharing with one of my
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fellow coaches about what was next for me. He asked me what I
really wanted to do. I told him ‘I want to teach meditation, but I
need to find or create a curriculum.’ I literally walked out of that
room and stumbled into a meditation teacher that worked for
Deepak Chopra who happened to be there to attend Tony’s event.
She encouraged me to come to San Diego to meet Deepak. That
led to me spending a year in San Diego learning Deepak’s medita-

tion practice and how to teach it to others.”

A NEW PATH
While teaching meditation, Brett’s passion as an entrepreneur led

him to start three more companies, the most successful one in fi-
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nancial services. In that business, he noticed his top clients were
all real estate investors. So when he sold that financial services

business in 2005, he turned his focus to real estate.

“When I started in real estate, REALTORS® didn’t carry a great
reputation in my mind,” he admits. “So with my background in

finance, I decided to go into the mortgage side of the business.”

At the time, his manager suggested he try to get in with the re-
gion’s top real estate agents to build his mortgage business. So he
got a list of the top 100 agents in Santa Clara County and worked
to earn their business. He met with 42 of them. And something

happened in the process.

“Doing these meetings, I found out these top agents were actually
really cool people. They were smart, successful and had great
lifestyle. It dispelled the myths I had about REALTORS®. I began

to think maybe I could be a real estate agent.”

JOINING A REAL ESTATE TEAM

The mortgage meltdown of 2008 pushed that idea forward.
“When the financial crisis hit I simply couldn’t get loans done, so
I joined the team of one of the agents I was doing loans for, Dave
Keefe, at Keller Williams.” As Brett recalls, “Dave was somebody
I could model. He was the top agent in the office. He was in the

top 20 in the county, and he was building houses and investing.

He was someone I wanted to emulate. As I've sought out mentors,
I’'ve always looked for people who I want to be like, and learn

from what they’re doing.”

Now Brett pays that forward in his role leading Real Estate
Experts. “I get to do that same thing now for others,” he says. “
Within my team, I've been able to consistently take agents doing
5 to 10 transactions a year and turn them into top producers
doing 25 to 40 transactions a year. And we help them achieve
that growth sometimes in just one year. Sharing the things that
made me successful and watching the growth in others is why I
do what I do.”

FROM TEAM LEADER TO LAUNCHING A BROKERAGE

With the recent wave of venture capital and disruption of the
real industry, Brett believes many agents will be forced to leave
the business in the years ahead. “As competition increases from
all the money and technology aimed at taking a piece of the real
estate pie, the importance of differentiating yourself and elevat-
ing your brand is critical to making yourself durable. Disruption
is here, and only the best agents armed with the best technology
will be left standing. I want to help any agent I can, not just sur-

vive, but thrive through these changes ahead.”

That’s the reason behind the recent launch of his new brokerage,
Real Estate Experts. “I thought if I could offer the best of the sys-
tems, support, and marketing plans that I used to grow from $12
to $165 million in sales, and bring that not just my team members
but to independent agents as well, I could help a lot more agents

succeed, and that’s why Real Estate Experts was born.”

Brett’s goal now is to grow Real Estate Experts by living his
purpose to motivate, lead, and inspire people to create a better
life through real estate. “Getting up every day to coach agents and
help them grow and go to the next level is it for me. I get to use
the best of what I learned from Tony Robbins and all my success
in real estate to help them experience their own life without

limits.”

THINGS COME FULL CIRCLE
As Brett considers all he’s accomplished, and all he’s about to, his
memory drifts to the little girl next door and her words that left a

lasting mark.

“She didn’t know it, but she gave me a gift that day. She inspired
me to be successful. I live in that neighborhood now, and I’ve sold
some of the highest priced homes there. I belong, but in reality,
it’s to a larger purpose,” he smiles. “I didn’t go into real estate be-
cause of that. But when I step back and look at it all, it’s perfect.
That painful comment about not being a homeowner drove me to
not only to achieve my own goal of owning a home in that neigh-
borhood, but enabled me to build a career around blessing others

with home ownership. It really has come full circle.”

www.realproducersmag.com - 41



game changer €4

By Dave Danielson

MIKE
RAMOS

A Loud-and-Clear Leader

Some passions in life come through loud and clear at

an early age. That’s the way it was for Mike Ramos.

As a boy growing up in Santa Clara, the power of
music spoke to him. It moved his soul. And it was a

feeling he wanted to share with other people, too.

So Mike started down that path. “I wanted to be a
big-time DJ,” he smiles.

He took more than a casual interest in working his
craft. Club by club. Night by night. Soon he earned
a name for himself — and a floor filled with dancers

wherever he performed.

SET LIST CHANGES

While he mixed tunes and entertained crowds
through the region, Mike began college — and
discovered the second great passion of his life —

real estate.

It was 2006, and Mike saw a need that called to him.

As he turned 20, he earned his real estate license.

“A good chunk of my family are immigrants. When

they came to this country, it was about the Ameri-
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can dream. And part of that is owning real estate,”
he explains. “Many in my family came with just the
clothes on their back. I saw what they fought for to
come here. It was a big step. I thought, “‘What can I
do to personally serve them?’ I wanted to help them

achieve their dreams.”

At the time, the housing industry was on the brink
of melting down. Mike didn’t conduct his first
transaction for two years. It was an REO deal in
San Jose. As the number of foreclosures in the area

mounted, so did his efforts.

“I’'m a people person, so I started doing open
houses to meet new, potential buyers and sell-
ers,” he remembers. At the same time, he started

networking online.

“Since there was a foreclosure crisis, I started a
blog called the Bay Area’s Best REOs,” he says. “We
would walk through these million-dollar foreclo-
sure properties, run articles, take pictures and
highlight why these foreclosures were a big deal.”

In the process, Mike drew attention — and contacts

for business.

“I was one of the first to capture the online market,”
Mike says. “Then in 2010, I started co-marketing
with Zillow. They had more money and more back-
ing. I was already used to people coming through
online, so I moved over and started to put some

money into Zillow.”

UP-TEMPO NUMBERS
By 2010, Mike’s business was taking off. He record-
ed 300 deals in just his first couple of years after

his first transaction.

Three years ago, Mike started his own brokerage
team called Momentum Realty in the Santana Row
area of San Jose, where he continues to build his

team and business today.

In the process, Mike’s success and accolades con-

tinue to grow.

In addition to being named among the top 1% of real
estate agents nationally by Real Trends in 2017 and
2018, Mike was voted the Choice Home Warranty
#1 Realtor in San Jose. In addition, he’s also earned
distinction among Better Homes & Gardens Em-
erald Elite. And when he worked with Intero Real
Estate, he earned a spot among the top 1% of agents

in the organization.

Humble and hard-working, Mike prefers to let his

work speak for him.

“Sometimes people will ask how much I'm making
on a deal,” he says. “I really don’t know. I'm just

here to take care of the client and I treat it like it’s
my own deal. That’s the heart of why I'm success-
ful. Also, I embrace a lot of technology to be more

efficient to serve my customers better and faster.”

As Mike grows his team and reaches new levels of
success, he’s also building a family. In fact, he and
wife Kristin have enjoyed getting away from time
to time to travel. Together, they’re expecting their
first child.

Through the years, Mike has continued to make

way for the music — and his first, ongoing love for

being a DJ. In fact, he still draws a crowd as a DJ on

weekends at a number of local clubs.

MUSIC TO HIS CLIENTS’ EARS
For Mike, many of the sensations are the same
whether he’s moving a crowd as a DJ or moving a

property as an agent.

“Every time I perform, there’s a new crowd. Just
because you work at the same venue, it doesn’t
mean you're going to have the same group or feel-
ing,” he explains. “It’s like real estate. Each transac-
tion is special. And I need to gauge how things are
progressing, what direction it’s going, and I need to
know what my next play is going to be. You really

have to feel the crowd.”

For Mike, there’s a sense of excitement in

both pursuits.

“A lot of people in Silicon Valley are overworked,
but I think music is a universal form that people
use to comfort them, and let loose and forget about
their daily stress,” he points out. “It makes me
excited when they’re really feeling the music, and
knowing I’'m the one helping them experience that.
There’s just something about having 200 people on
the dance floor really enjoying what you’re doing.
It’s kind of like a natural high.”

Yet, the sensation Mike gets from real estate is

even greater.

“Sure, it would be fun to be a big-time DJ. But I'd
have to compromise on my main career of real

estate,” he says.

And for the man who wants people to remember
him for caring about their lives, the choice is easy.

And it comes through loud and clear.

“As a DJ, I can play music and impact people for a
couple of hours. But when I help them get a home,
that impacts them for their whole lives,” he smiles.
“I just think it’s my job to help the community and
help people in this way.”
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AMY FELIX 925.353.0363

(s, kal financial |
By o s dvpovved- ﬁ R EPS

Thinking about Purchasing a new home?

Refinancing the current property you The Bay Area’s premier marketing
own? Need help getting financing to tools for Real Estate professionals!

build your dream home? Need more time to sell? REPS (Real Estate Promotional Services)

has the experience and creative talent to get your projects done on
Contact me today!

a deadline. We will make your projects look great and get your
DANIEL CHALK

message across clearly and concisely.

’ Offer home buyers professional flyers
that showcase your properties!

Loan Officer

NMLS # 1172439 Use one partner to produce all of your
408-401-3793 ’ real estate marketing tools!
daniel@kalfinancial.com )
www.kalfinancial.com

) Start your design projects today!

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.nmisconsumeraccess.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.
for onTatonal PUpaeas o, PYoGUSiS Tor SvaksolS 1 o aroas. | 1o coment s sdverfsment s www repsweb.com u n m
' ' ‘ : ANITA@QANITABARCSA.COM - ANITABARCSA.COM
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TOP 200 STANDINGS

Rankings January 1, 2019 - May 31, 2019

# Agent Office Name
1 Deleon Team Deleon Realty

2 Andy Tse Intero

3 Daniel Beer EXP

4 David Troyer Intero

5 Hadar Guibara Sereno Group

6 David Lillo Dpl Real Estate
7 The Hanna Group Intero

8 Keri Nicholas Parc Agency Corporation
9 Darke Team Compass

10 Lan L. Bowling Keller Williams
1 Mary Tan Coldwell Banker
12 Mary & Brent Gullixson Compass

13 Kathy Bridgman Compass

14 Ducky Grabill Sereno Group
15 David Welton Compass

16 Coco Tan Keller Williams
17 Boyenga Team Compass

18 Mini Kalkat Intero

19 Tom Lemieux Compass

20 Carol Carnevale Compass

21 Bill Gorman Coldwell Banker
22 Erdal Swartz Team Sereno Group
23 William Lister Coldwell Banker
24 Ryan Gowdy Compass

25 Marc Roos Sereno Group
26 Matt Skrabo Keller Williams
27 Hugh Cornish Coldwell Banker
28 Anson Ip Keller Williams
29 Xin Jiang Compass

30 Dave Clark Keller Williams
31 Valerie Mein Intero

32 Bogard-Tanigami Team Compass

33 Royce H. Cablayan Sereno Group
34 Greg Simpson Keller Williams

46 - July 2019

# Agent Name Office Name
35 Andy Sweat Keller Williams

36 Robert Johnston Marcus & Millichap
37 Mei Ling Sereno Group

38 Carol Jeans Sereno Group

39 Samira Amid-Hozour Compass

40 Ying Liu Intero

M Rabia Alizai Coldwell Banker
42 Nevis And Ardizzone Compass

43 Yvonne Yang Coldwell Banker
44 Mitchell Zurich Marcus & Millichap
45 Jillian Medeiros Summer Hill Brokerage Inc.
46 Rebecca Lin Maxreal

47 Rebecca Yen Coldwell Banker
48 Alex Wang Group Sereno Group

49 Jessie Li Intero

50 Jim & Jimmy Nappo Compass

Disclaimer: Ranking information is supplied by a third-party and is based on reported numbers in Santa Clara County only. It is provided solely as a
complimentary service and is believed to be accurate but is not guaranteed by Silicon Valley Real Producers, SCCAOR, or N2 Publishing.”

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

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

Call me today to schedule a complimentary evaluation.

Bryan Russell Help when you make
Branch Manager | Sr. Mortgage Advisor .

NMLS 229012 the most important
408.357.7812 financial decisions
408.655.5835 mobile 5
brussell@opesadvisors.com Of your lfe'

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

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.
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TOP 200 STANDINGS

Rankings January 1, 2019 - May 31, 2019

# Agent Office Name
51 Brenda Miller Compass

52 Steve Mccarrick Coldwell Banker
53 Al Moridi Intero

54 Vivian Lee Homeland Mortgage And Real Estate
55 Jordan Mott Intero

56 Therese Swan Compass

57 Mike Strouf Intero

58 Nancy Goldcamp Coldwell Banker
59 Amy A. Mccafferty Compass

60 Denise Simons Compass

61 Dominic Nicoli Intero

62 Alana Lam Intero

63 Nathalie D.S.A Compass

64 Perry Group Sereno Group
65 Young Platinum Group Golden Gate Sotheby's International Realty
66 Kimberly Richman Compass

67 Nancy Carlson Intero

68 John W. King Keller Williams
69 Dennis Loewen Metis Real Estate
70 Vinicius Brasil Keller Williams

7 Bret A. Maryon Intero

72 George Montanari Compass

73 Lynn Burnett North Compass

74 Greg Celotti Compass

75 Donald Knight Coldwell Banker
76 Kiersten Ligeti Compass

77 Michael Bjorkman EXP

78 Holly Barr Sereno Group
79 Farris Tarazi EXP

80 Jaleh Taghipour Intero

81 Brett Jennings Group Real Estate Experts
82 Cynthia Kodweis Sereno Group
83 Elyse Barca Compass

84 Eric Fischer-Colbrie Intero

48 - July 2019

# Agent Office Name

85 Angie Cocke Century 21 M & M And Assoc.
86 Connie Miller Compass

87 Liz Daschbach Compass

88 Chris Iverson Golden Gate Sotheby's International Realty
89 Cole And Riese Coldwell Banker

90 The Resolve Group Compass

91 Julie Wyss Compass

92 Loren Dakin Parc Agency Corporation

93 Julie Wyss Compass

94 Renna Shee Intero

95 Rick Smith Windermere Silicon Valley

96 Mark Chiavetta Coldwell Banker

97 Sophie Ravel Keller Williams

98 Minhua Jin Coldwell Banker

99 Bwg Partners Compass

100 Shena Hurley Golden Gate Sotheby's Internat

Disclaimer: Ranking information is supplied by a third-party and is based on reported numbers in Santa Clara County only. It is provided solely as a
complimentary service and is believed to be accurate but is not guaranteed by Silicon Valley Real Producers, SCCAOR, or N2 Publishing.”

CoveragePlus
Insurance Agency

Irsitng Your Fulre,

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!
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TOP 200 STANDINGS

Rankings January 1, 2019 - May 31, 2019

# Agent Office Name # Agent Office Name
101 Brad Gill Nexthome Lifestyles 135 Tyson Robinson EXP
102 Bobby Martins Abr Gri Crs E-Pro S EXP 136 Linda Baker Compass
103 Joe Velasco Compass 137 Ron Evans Keller Williams
104 Samit Shah Intero 138 Sophie Shen SV Capital Group Inc.
105 Jennifer Paulson Sereno Group 139 Chuck Gillooley Compass
106 Mark Burns Referral Realty 140 Nicki Banucci Keller Williams
107 Joseph Yen Compass 141 Tam Nguyen Php Group, Inc
108 Shawn Ansari Compass 142 Timothy Foy Midtown Realty
109 Valerie Soltau Parc Agency Corporation 143 Guy Blume Keller Williams
10 Christina Khosrowabadi Realty One Group Infinity 144 Dana Van Hulsen Compass
m Mario Ramirez Keller Williams 145 Van Dahlen-Dunne Grp Coldwell Banker
12 Leslie Woods Sereno Group 146 Hiep K. Nguyen Intero
13 Lisa Thompson Intero 147 Carol Sangster Compass
14 Kerry Sexton Compass 148 Kei Group Compass
15 Tom Martin Golden Gate Sotheby's International Realty 149 Paul Locatelli EXP
16 Cory Waxman Colliers Parrish International 150 Mou Wong 168 Realty
17 Sophie Tsang Compass
18 Amanda Vang Keller Williams
) Disclaimer: Ranking information is supplied by a third-party and is based on reported numbers in Santa Clara County only. It is provided solely as a
"9 Anita Hunter Compass complimentary service and is believed to be accurate but is not guaranteed by Silicon Valley Real Producers, SCCAOR, or N2 Publishing.”
120 Thomas E. Daves EXP
121 Bonafede Team CSR Real Estate Services
122 Marcie Soderquist Coldwell Banker
123 The Jamison Team Tuscana Properties
124 Annette Smith Golden Gate Sotheby's International Realty
I [
125 Caroline Dinsmore Compass
@
126 Terri Kerwin Kerwin & Associates
127 Brian Bernasconi Sereno Group UPGRADE THE
OFFICE WITH
128 Vahe Baronian Intero FANCY FURNITURE
AND GADGETS
129 Patty Filice Intero GIVE THE
BUY A \ A C-SUITE A

130 Sandie Hernandez BMC Realty Advisors, Inc PRIVATE JET NICE RAISE
131 Rodger Shaheen Coldwell Banker

N2 Publishing - the company behind every Real Producers magazine - believes in
132 Kerri Naslund Keller Williams g 5 0

a future where everyone is free. This year, we donated 2% of our revenue, or $3
133 Grant, Griffith & Jones Intero 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
134 Faris-Taylor Team Intero partners and engaged readers. Because of you.

50 - July 2019
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TOP 200 STANDINGS

Rankings January 1, 2019 - May 31, 2019

# Agent Office Name

151 Kyle Whissel EXP

152 Matthew Swenson Compass

153 Eddie Oberoi Intero

154 James Galli Sereno Group

155 Karen List Century 21 Real Estate Alliance Inc
156 Rick Bell Compass

157 Cathy Jackson Sereno Group

158 Gregg Ann Herrern The Abigail Company
159 Don Perry Coldwell Banker

160 Sherry Bucolo Compass

161 Monica Diaz EXP

162 Kristin Cashin Compass

163 Barbara Telesco Golden Gate Sotheby's International Realty
164 Wendi Selig-Aimonetti Coldwell Banker

165 Brian Ayer Golden Gate Sotheby's Internat
166 Laura Mccarthy Compass

167 Cathy Hirschman Sereno Group

168 Monique Lombardelli Modern Homes Realty
169 Shelly Roberson Compass

170 Tim Anderson Sereno Group

7 Kenn Callahan Coldwell Banker

172 Ric Parker Coldwell Banker

173 Kathi Hammill Compass

174 David Frazer Coldwell Banker

175 Jessa Walsh Intero

176 Azita Alaverdi Compass

177 Douglas Andr Gonzalez Coldwell Banker

178 Karen Nelsen Intero

179 Elaine White Coldwell Banker

180 Mary Ann Wallace Intero

181 Jonathan Mann EXP

182 Cheryl Okuno Compass

183 Nicole Emanuel Coldwell Banker

184 Ruslin Paap Intero

52 - July 2019

# Agent Office Name

185 Valerie Trang Infiniti Real Estate

186 Mark Von Kaenel Keller Williams

187 Joshua L. Anderson Family First Real Estate Services
188 Enrique Medellin Paramount Realty Group
189 Stephen Pagones Keller Williams

190 Rebecca & Karen Intero

191 Lynne Mercer, Crs Compass

192 Erik Mitlo Intero

193 Lorie Gillespie Intero

194 Theresa Couture Coldwell Banker

195 Amelia Middel Coldwell Banker

196 Kevin F. Garvey Realty World

197 Bower Cole Group Compass

198 Evan N. Smith EXP

199 Charles Fuery Stanford Property & Finance
200 Jess Wible Intero

Disclaimer: Ranking information is supplied by a third-party and is based on reported numbers in Santa Clara County only. It is provided solely as a
complimentary service and is believed to be accurate but is not guaranteed by Silicon Valley Real Producers, SCCAOR, or N2 Publishing.”

Y

INTERIORS

Making Decorating Dreams a Reality

www.gormaninteriors.com | cindy@gormaninteriors.com |

408-623-5262
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NATURAL BRIDGES . ANDSCAPING - AS SEEN ON HGTV

"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

David Ross
408.206.8444 cell

408.356.1240 office
Na.mral License #535214

Brld es DavidRoss@NaturalBridgesLandscaping.com
LANDSCA p ine Wwww.naturalbridgeslandscaping.com

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

doing what yau do be‘§t

LESS TIME. LESS STRESS. ON THE GO.

9 : s | =

With FlashClose™, your clients’ closing documents can BESIgRed digitaiiaie
time—and your time—at the closing table to minutes, rather than hours S

B YEARS OF EXF »"-J:-w'-fﬁ!h:h#wﬂwt-l ZED S F{I-‘HIJ’

100MM== | GARiE. | () Cine guaranteed Rate
qUnlAJf\/

Contact Nicole today for a distinctive mortgage experience.

167 5. San Antonio Rd. Office: (650) 584-0958 Rate.com/nicole
PHOTOGRAPHY Suite 16, Los Altos, CA 94022 Cell: (408) 499-1270 nicole.santizo@rate.com

EIHF\LI"DJEL lI lII
WWW HYUNAHJANG.COM +« 347-840-1580 b :
HJ@HYUNAHJANG.COM
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“OPPORTUNITIES DON'T HAPPEN. YOU CREATE THEM”

- CHRIS GROSSER

TEXT OR CALL

(650) 241-0095
WWW.AERIALCANVAS.COM



