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Don Williams

J . : .- J I "
and Associates, Inc. V V4 4 o o U R
Insurance Services
Auto | Home | Life | Business i Vs 7 A M I s s I O N

is to provide finished

work that lasts, is

well-built, and meets or

exceeds expectations.

Serving Your Community < ' X We constantly strive

since 1961 toward a very high

standard of honesty and
integrity, and we ensure

that our employees

adhere to this standard in

o . every job they complete
Most people buy too much or too little insurance. We’ll work with

you to choose the right safety net for your assets and lifestyle. for our customers

Since 1961 the professionals at Don Williams and Associates, Inc. . ‘
have been trusted to provide personalized, service and support for A . Whether you need

auto, home, life and business insurance needs. \ ,
general maintenance or
Contact us to learn about the range of coverage options that ~ Y

are available to you. | L | emergency services, you
Alr Conditioning Services

Brendan Williams can count on us to solve
Don Williams and Associates, Inc.
17510 Farley Road West

Los Gatos, CA 95030

- - 408.402.3646 ' heph d
Tyler Williams Brendan Williams brendanbondwilliams@gmail.com License # 0338380 ? S E E r. S

Plumbing=<Heating=-

your problems quickly.

1 N . o
HAGERTY TRAVELERST  PROGRESSIVE ..’JSUKM:E ﬂ Nationwide’ e B, Amggm@é 650-257-2243 | info@sphac.net | www.sphac.net * ~

HaRrTFORD



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.

Stag%

& www.stagethis.net

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

Visit our website to schedule
your Free Consultation!

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.

Everyone MUST have
great service, flexibility with guidelines
& products, and competitive rates.

You and your clients will experience
all the above and more!

Call me to learn how
Premier & Dave Campagna

can help you GROW
your business in 2018.

LENDING, INC.

Dave Campagna

NMLS # 286534
Dave@PremierLending.com
(408) 406-1934

Offices in: Burlingame ¢ Campbell « San Jose
New office coming Spring of 2018 to Morgan Hill

Premier lending Inc. i licensed by the Department of Business Oversight under the Calitornia Residential Mortgage Lending Act NMLS #238
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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

W.oPRESIDENTIALPM. COM
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INTEMPUS
BUILDERS

With our extensive experience and real
focus on customer satisfaction, we provide I
exceptional service for consumers and pro- |
lessionals.
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- Increase RO1 o Seller

- Give Seller an Opportunity to Flip Their House!

- Quick & Free Estimates

- Assisting to Make Property Ready For Sale

- Interior & Exterior Renovation

- Comprehensive Construction Work From Start 1o :l"u'nshH |

- Design & Build

- Repairs & Improvements to Maximize Investment

- Maintain Strict Quality Control Over Every Job

- Address Inspections With Quick Completion for a Smumhfl i
Sale :

- Help Buyers Make Their Purchased Home Their Dream
Home

- Referral Fees for Agenis!

- Give Intempus Builders A Call

. \
INTEMPUS

Intempus Property Management is a

full-service broker which specializes in
asset management, acquisitions, and rela-
tionships.

. y . . : : iE
- 24/7 Rental & Maintenance Support, Pro Mainte- :il'

iy

nance Team
- Maximize Your Relationship With Investor / Buyer
- {“:L'_Ii'[']}_llil'['HJI!LE't[':r-' Rental Analysis
Seamless Transition From Purchase to Rental
- A Warm and Seamless HandofT for Investors
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I Do Eer Type of Insurance and Financial Product
We Can Save You Money

Retirement planning - Tax efficient wealth building - Education funding
Workers comp - Health insurance - Liability insurance - Home insurance
Auto insurance - Event insurance

DAN CARPENTER

INSURANCE AND FINANCIAL SERVICES

DanJCarpenter@yahoo.com - 408-234-9128




w: realmarketing4you.com
p: 858.952.4280

MEET THE SILICON VALLEY REAL PRODUCERS TEAM

|RM |

REALMARKETING
g

Mitch Felix,
Founder & Publisher

Barbara Felix,
Director of Happiness

Hyunah Jang, Amy Felix, Jenn Gevertz,
Head Photographer Editor Event Planner and
Social Media Manager

DO YOUR HOMEOWNERS
REMEMBER YOU?

WARCH
2013

Zach Cohen, Dave Danielson, Kasey Nick Ingrisani, Jessica Frere
Head Writer Writer Schefflin-Emrich, Writer Writer
Writer
85% of homeowners
Ry stated they would use
o - the same agent who soid
‘ _ them their last house.
i - : However, 75% of them
] Q 5

P AR C

STAGING

650-484-9911

-~
’ k b
p

307 S. CLAREMONT ST. SAN MATEO, CA 94401

INFO@PARCSTAGING.COM

w 'i'

WWW.PARCSTAGING.COM
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can’t remember who
their agent was.

DOMINATE YOUR PERSONAL SPHERE.

000




PREFERRED PARTNERS

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!

ARCHITECTURE

EPIC Architecture

Amy Felix

(925) 353-0363
BuildEverythingEpic.com

COMMERCIAL REAL ESTATE
SPECIALIST

Sperry Commercial Global Affiliates
Atsuko Yube

(408) 858-2169

SperryCGA.com

CONSTRUCTION
Intempus

Eugene Korsunsky
(408) 320-5504

MG Constructors & Engineers
Mark Garrison

(408) 842-5599
MGconstructors.net

CUSTOM CABINETS

Creative Cabinets

Jim Samuelsen

(650) 464-3966
CreativeCabinetsOfSanCarlos.com

GIFTS

Keep Spreading the Word Gifts
Mitch Felix

(408) 310-2280
KeepSpreadingTheWord.com

HARD MONEY LENDER
Herzer Financial Services Inc.
Joe Lima

(408) 460-9054
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INSURANCE

Goosehead Insurance Agency
Justin Turner

(951) 965-4651

Pam Farrington Insurance Agency Inc
Pam Farrington
(408) 265-9100
AllstateAgencies.com/PamFarrington

Dan Carpenter Insurance and
Financial Services

Dan Carpenter

(408) 234-9128

Coverage Plus Insurance Agency
Chris Robinson

(408) 626-7800

COVplus.com

Laura Peterson Insurance & Financial
Services, Inc

Laura Peterson

(408) 395-2900

LauraPeterson.net

Don Williams &

Associates

Tyler Williams

(408) 402-3646
DonWilliamslnsurance.com

INTERIOR DESIGN
Gorman Interiors
Cindy Gorman

(408) 623-5262
Gormaninteriors.com

LANDSCAPE DESIGN

Natural Bridges Landscaping
David & Shesta Ross

(408) 206-2606
NaturalBridgesLandscaping. com

MARKETING

Beyond RE Marketing
Chris Ricketts

(510) 440-9153
BeyondREMarketing.com

Real Marketing 4 You
David Collins
(858) 230-0335

MORTGAGE

Guaranteed Rate

Nicole Santizo

(408) 499-1270
GuranteedRate.com/loan-expert/Nicole

Kal Financial
Daniel Chalk
(408) 401-3793

Opes Advisors
Bill Phillips
(408) 993-9133

PNC Bank
Raffi Soghomonian
(650) 591-8830

Premier Lending Inc

Dave Campagna

(408) 406-1934
PremierLendinglnc.com/Dave

TIAA Bank

Tim Palacios

(650) 450-2032
TIAABANK.com/tpalacios

MOVERS

Ace Relocation Systems Inc
Scott Cramer

(408) 309-9456
AceRelocation.com

PAINTING

Ernie’s Quality Painting
Ernie Maldonado
(408) 401-0006

PAVER MAINTENANCE
Power Washing Systems
Roger Gallegos
(408) 529-9615
PWSpower.com

PHOTOGRAPHY

Hyunah Jang Photography
Hyunah Jang

(347) 840-1580
HyunahJang.com

Photography By Busa
Brandon Busa

(408) 891-5642
PhotographyByBusa.com

Travis Watts Photography
Travis Watts

(650) 224-0999
TravisWattsPhotography.com

SIX50 Productions
Neal Narayan

(650) 504-4703
SIX50Productions.com

PLUMBING, HEATING & A/C
Shepherd’s Plumbing Heating
and A/C Inc

Bill Shepherd

(650) 874-0287

phac.net

PREMIER AUTOBROKER & LEASING
SPECIALIST

Hammer Auto

Robert Hammer

(650) 210-1800

HammerAuto.com

PROPERTY MANAGEMENT
Intempus

Eugene Korsunsky

(408) 320-5504

Marquise Property Management
Ursula Murray

(408) 354-0535

MPMSV.com

Presidential Property Management
John Adams

(408) 442-7690
PresidentialPM.com

COMMERCIAL REAL
ESTATE SPECIALIST

CSR Commercial Real Estate
Jonathan G. Hanhan

(510) 375-7575

REAL ESTATE PROMOTIONAL
SERVICES

REPS

Jeff Crowe

(408) 871-8586

REPSweb.com

SIGNS

Sign Gypsies - San Jose
Judy Pfaff

(408) 785-8755
SignGypsies.com

STAGING

Parc Staging

Jared & Kendra Nash
(650) 438-0688
ParcStaging.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
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As [ write this, it's been under a week since the
Silicon Valley Real Producers Winter Social,
but it’s only a few days before the deadline for

our March magazine.

The event is hard to describe. Real Producers has grown beyond
me. Now that it has so much momentum I will continue to be a
caretaker for the integrity of the platform. I hadn’t thought this
big when I started it all. We have a lot of positive energy and par-
ticipation, so I know to keep things moving I will keep doing what
I have been doing to get it here.

Your role in all of this is undeniable. Thank you.

»» publisher’s note

By Mitch Felix

Real Producers is four parts.

1. The Real Estate Agents who are generous with sharing their
stories and open to receiving the spotlight on their life.

2. The Partners who financially committed to seeing this platform
begin and grow, many of them before | even had a magazine to
show them or an event to invite them to.

3. The Leaders who opened their offices to me to meet their rising
star agents and top producers. They too share their story and
reflect on the history of the industry here.

4. The Sponsors who understand that our events are unlike any
other. Exclusive. Invite only. Fun. Unique. And expensive..we
couldn’t do it without them.

The success of this is because of you.

You.

SiGI

GYPSi€S

Attention
Real Estate Agents!

Let us help you
advertise your
listing in a
BIG way, or

welcome a client
to their new home in style!

Contact us today!

(408) 785-8755
SignGypsiesSanJose@gmail.com

Judy Pfaff, Owner

Yard Signe for All Occasions! L f
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Thinking about Purchasing a new home?
Refinancing the current property you
own? Need help getting financing to

build your dream home?

Contact me today!

DANIEL CHALK

Loan Officer

NMLS # 1172439
408-401-3793
daniel@kalfinancial.com
www.kalfinancial.com

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

EQUAL HOUSING

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.

A Division of Aries Venture Group, Inc.

You'll Be Amazed By The Difference

PAVER MAINTENANCE

* POWER WASH PAVERS

* RE-SAND JOINTS

» APPLY PROTECTIVE SEALER
RESIDENTIAL SERVICES
* HOUSE WASHING

* DRIVEWAY CLEANING

* PATIO & POOL DECKS
SEALING SERVICES

* PAVERS

« FLAGSTONE

« STAMPED CONCRETE

RENTAL & LUXURY
HOME MANAGEMENT
IN THE BAY AREA

MENTION KEYWORDS
“REAL PRODUCERS”
FOR VIP PRICING

CALL NOW:
408-529-9615

WWW. PWSPOWEN.COM

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

Good Hands’

Pamela Farrington
408-265-9100

pamfarrington@allstate.com
CA Insurance Agent #: 0731355

Q) Allstate

You're in good hands.

Subject to terms, conditions and availability. Allstate Northbrook Indemnity Co.
© 2018 Allstate Insurance Co.

www.realproducersmag.com - 13
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agent of abundance

By Dave Danielson
Photos by Hyunah Jang

Some are born for what they do. Still,

getting there can take a while.

Especially in real estate, it’s common
for people to enjoy successful careers

in other industries before they dis-

cover their passion.

Aaron Derbacher is uncommon. As
a 25-year-old real estate agent with

the Boyenga Team, his determined

'  DERBACHER

An Uncommon Kind of

drive and contagious passion stretch

beyond his years.

Goal Setter. Success Getter.

Growing up in Santa Clara County,

there was an early spark inside Aaron.

“I was always interested in housing,”
he remembers. “It started during the
Willow Glen Christmas Light Tour,

Success

which then transitioned into visiting
Monte Sereno and seeing the man-

sions there.”

Aaron’s parents also instilled respect

for setting and achieving goals.

“Starting when I was 12, every week
we’d set new goals and look at how to

hit them,” he says.

www.realproducersmag.com -
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As soon as he could, he put his appe-
tite for achievement to work, joining
Men’s Wearhouse when he was 15.

The early returns were promising.

“I love sales. At 16 years old, I was in
the top five in the region for selling

suits,” he recalls.

DIVING IN
At 18, Aaron saw the unfair reputa-
tion sometimes associated with the

real estate industry.

“It seemed like a lot of people hate
real estate agents, attorneys, and car
salespeople. But I realized it wasn’t
that people hated us, it was that they
hated the service that we provide,” he
says. “I learned that people love good
salespeople. And I realized, ‘Why

don’t I sell someone’s biggest asset?””

Aaron got his real estate license and
started with Alain Pinel Realtors in
2013. The early going was challenging.

“I failed head first the first two years.
I knocked on doors for agents and
got paid about 25 cents a door,” he
says. “At the same time, I worked at a
restaurant until two in the morning,
and then got up the next day, and did

it again.”

STAYING WITH IT
For five years, Aaron worked hard and

learned how to overcome adversity.

“In October 2015, I hit rock bottom,”
Aaron remembers. “I was in debt,
didn’t have a penny to my name and
didn’t know what I was going to do. I
knew I was either going to continue

with real estate or do something else.”

Aaron did whatever he could to sustain
himself while he continued to learn,

including mowing yards to pay the rent.

His efforts paid off. Aaron transi-
tioned to Keller Williams in Cuperti-
no. As he remembers, “Shannon Rose

took me on and taught me a lot.” He

16 - March 2019

also worked as part of the Dave Clark
Team, worked with coaches like Da-
vid Keesee and kept growing his lead

generation methods.

“Some people don’t appreciate open
houses or Zillow leads. The hardest
part was getting the client, not the
business itself,” he says. “I thrive on
open houses. That’s where I get all of

my business, basically.”

HITTING HIS STRIDE
Aaron’s dedication continued. And
success has followed. A constant has

been his goal setting drive.

“Once you start hitting goals, it just
makes you hungrier,” he smiles. “I love
setting and hitting goals, and then say-
ing, ‘What’s next?’ Last year, my goal
was 25 transactions. And I did that.

This year, the goal is 50 transactions.”

Aaron holds respect for the tried-
and-true approach, focusing on open
houses, along with database and di-
rect mail marketing. And he’s made a
habit of hitting goals by building trust.

“The hardest part isn’t selling houses.
It’s getting someone who trusts you,”
he says. “I relate much better above
the $2 million price point. People who
are higher-end buyers, whether that’s
at $2 million, $3 million, $4 million

... they just want someone they know

and trust.”

ATTITUDE ADJUSTMENT

While Aaron has refined his business

approach, his rapid rate of success re-
quired him to take a step back — and

a hard look at himself.

“Last year I was a completely dif-
ferent person. When you’re making
$500,000+ a year, it’s very easy to
develop an ego when your friends are
still in college. I got caught up init. I
was losing friends, and I didn’t even

realize I was doing it,” he admits.

One presentation he gave was pivotal.

“I was presenting to a couple thousand
people, and after I got done presenting,
I knew I did something wrong, but I
didn’t know what,” he recalls. “And
my coach said, ‘Dude, you've got a
problem. You are not who you used to
be.” My girlfriend noticed, my parents
noticed, and I had no idea that I was
hurting the people that were closest

to me. It took me about four months

to relinquish this ego and get back on
track as to why I’'m in this business

and really find out who I am.”

A big part of who Aaron is today is
about others.

“Now I’'m like, “‘Who can I take with
me on this journey?’ I never used to be
excited when someone succeeded. But
now I couldn’t be happier when people
succeed. Now helping people is what

I wake up for,” he explains. “So many
people expect to get what they get. The
more you give, the more you get. It’s
completely different this year than last
year. The goals are different. And I'm

so much happier with who I am.”

Part of Aaron’s happiness is his
relationship with his girlfriend,
Trisha. As he says, “She’s my num-
ber-one supporter. We set goals
together and decide how we’re going

to achieve them.”

Aaron finds satisfaction in giving back
through organizations such as the
Second Harvest Food Bank and the

Avon Breast Cancer Crusade.

As he looks to a bright future, Aaron
plans on doing more with video, de-
veloping TV show ideas, and investing

in real estate.

The young man with the uncommon
drive also looks back with a rare

sense of sincere gratitude.

“What got me here was my mom and
dad — 1,000 percent,” he says. “I owe
it all to them.”




L Peterson Ins and Fin Svc Inc
Laura Peterson, Agent
Insurance Lic#: 0L42207
16795 Lark Avenue
Los Gatos, CA 95032
WWW.LAURAPETERSON.NET
laura.peterson.ppyh@statefarm.com

o StateFarm'

State Farm Fire and Casualty Company, State Farm General Insurance Company, Bloomington, IL
State Farm Florida Insurance Company, Winter Haven, FL
1708136 State Farm Lloyds, Richardson, TX

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

Give your home (lujcker Sales o Higher Values

Improved Curb Appeals

the protection
it deserves.

Your home is where you make
some of your best memories,

and that's worth protecting.
I'm here to help.
LET'S TALK TODAY.

408.401.0006

SATIN WOODS

REFINISH DECKS

REFINISH KITCHEN CABINETS
MATCH TEXTURES

MATCH COLORS

INSTALL CROWN MOLDING
AND BASEBOARD

Let us know how we can help yo

Real Estate Promotional Services
334 E. Campbell Avenue Suite B
Campbell, CA 95008

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

www.repsweb.com
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REPS
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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.

’ 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!

Top Agents could be reading
about your company
right now.

1;J REAL PRODUCER

FOR ADVERTISING INFO VISIT
REALPRODUCERSMAG.COM
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P> industry icon

ALAIN PINEL

Q&A

SVRP: What did you do before you became a Realtor?

Alain: I grew up in France. When the time came for me to make

a living, I chose journalism and was lucky enough, early on, to
land a job as a domestic politics editor for a major newspaper.
Eventually, I deviated to foreign affairs, and then to business

and the economy. Changes are good. There is a famous saying in
the newspaper business in France that goes something like this:
“Journalism leads to anything, so long that you dare to leave it.”
Well, I did. Not really by choice, but because I married an Amer-
ican girl and, after a couple of years of Parisian life, resolved to
move to California with a one-year-old baby. After a short few
years, I made a big career change; I became a Realtor. I started in
Los Altos, in December 1976 (time flies) with Fox & Carskadon, a

company I eventually got to run a few years later.. Amazing.

SVRP: What are you passionate about right now in your business?

Alain: The honest answer is that I am most excited about what I don’t
know, yet, and I always (daily) try to imagine what it is that I can and
should do to invent the way business is done, rather than follow the
pack. These days, the real estate industry is changing more often and
faster than the weather in Massachusetts. “If you don’t like it, wait a
minute.” What I am passionate about in the industry, at the moment,
is the fast developing “war” for national and world leadership be-
tween the two main protagonists: the top real estate companies using
the most robust and edgy technology to survive or keep on growing
and, on the other side, some powerful and well-funded technology
companies using real estate as a rewarding and most docile cash
cow. If you don’t belong to either one of the two, I am afraid the train
already left the station without you.

SVRP: What is your favorite part of your business?

Alain: Actually I have several “favorite” parts, whether for success,
satisfaction, or comfort. Obviously, as I mentioned earlier, what
turns me on is the thinking /creating part of the business, how to
apprehend tomorrow’s possibilities and manufacture ideas, con-
cepts, programs and tools to master the challenges. But I also love
and need to be with salespeople. They keep me humble but also
informed. They are on the front line. They often are even more pow-
erful than the firms they happen to be with. They (many of them)
are my best friends. I need to pick their brain, brainstorm with them

about the local business, and refill with energy and passion.

SVRP: Define success.
Alain: I'm still looking for the answer.

SVRP: What is your favorite question to ask people?

Alain: One, which I learned while I was GM of a mega firm on the
East Coast, served me well over the years when trying to recruit
top agents: “How much did your present company,/broker con-
tribute to your success?” I always cracked a smile (inside) when I
heard the expected answer: “Nothing, or not a heck of a lot. I owe
nothing to anyone. I did it all by myself.” Top producers are so

proud and ambitious. They crack me up.

SVRP: Given your status and expertise, how would you advise an up and
coming agent?

Alain: Join a winning firm in your regional market and work with
a manager who has a brain and whom you can trust. Even if you
think you can do well anywhere, you must never underestimate
the added value a great company can bring to the table. Lever-
age it to the bone. What they have and can do complements
what you have and do. It can’t hurt; it can only help. You never
know where the next client may come from, what will make the
phone ring. Partner with your company to make your job easier

and keep on growing.

SVRP: How do you want to be remembered?
Alain: As someone who helped make the real estate industry what

it is today, and what it will become tomorrow.

SVRP What real estate DNA are you best known for?

Alain: Definitely the High-End Business and International Real
Estate. It is one and the same. One does not go without the
other. They have been kind of a trademark for me over the years.
Foreign buyers play a major role in our regional and national
upper-end market. Much of the success we have in marketing
exclusive properties is predicated on our ability to reach out

to prospective buyers worldwide. Also, more and more of our
wealthy domestic clients are looking all over the map for a trophy
house and to compare what they can get for the money in other
countries. I was probably the first real estate leader to recognize

this growing reality and do something about it.

www.realproducersmag.com - 19



SANDY JAMISON

A Groundbreaking Spirit of Independence

celebrating leaders €4

By Dave Danielson

As Sandy Jamison looks out over her 31 acres of
untamed beauty in Paradise Valley, one thing’s cer-
tain. Her sense of independence is timeless — with

a drive to break new ground.
Her trailblazing self-reliance started early.

“I was a latch-key kid,” Sandy says. “My parents
were divorced. My mom worked full time. So I was
home alone every day. She pretty much made me

independent.”

LIGHTNING STRIKES

In the 1990s, Sandy’s imagination was stoked by a
straight-talking Cal Poly professor. He stressed the
benefits of buying real estate and how to buy with

nothing down. He suggested some books, too.

“I picked up Nothing Down by Robert Allen, read it
from front to back the first night, and got motivat-
ed. When I get motivated then I become impulsive,”
Sandy says.

Then she went shopping.

“I bought my first condo in Arroyo Grande about
a month later,” she says. “I hadn’t even graduated
yet. I didn’t have a job. Just a job offer. That was it.

Loans were easy to get in those days.”

With $900 to her name, Sandy bought her first
1,800 square foot, $135,000 condo.

“I got hooked,” she smiles. “Two years later, I
bought another one in Grover Beach. I started buy-

ing properties with nothing down.”
Sandy started working in the high-tech

industry shortly thereafter — relishing her real
estate decisions.
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“Within six months, my property appreciated, I
refinanced it and paid off all my student loans. I
just did it. It was the best investment and decision

I ever made.”

She earned her master’s degree from Santa Clara
University and started a career in high tech with Cis-
co Systems and eBay. She traveled the world, worked

on large acquisition deals and earned success.

But she says, “My heart was in real estate. So I sold

homes on the side.”

In the meantime, Sandy’s real estate investments
tripled in value. She thought about selling. But
something nagged at her to go and obtain her real

estate license.

So Sandy studied, earned her license, began part-
time at Coldwell Banker, sold the properties she

owned and saved herself the commission.

For eight years, Sandy worked full time at eBay
in the mergers and acquisitions field, fed her real
estate passion for four of those eight years and
focused on helping her co-workers who needed to

buy homes.

“At eBay, there were a lot of young single guys and girls who
needed their first condo or first small house,” she says. “When I
finished my workday, I went out and worked real estate. It was
awesome. I did more deals as a part-timer than 80 percent of the

full-timers.”

RISK TO REWARD
In 2008, during the midst of the financial downturn, Sandy con-

tinued making deals.

“I knocked on doors every night, and I brought in short-sale
listings,” she recalls. “I had dozens and dozens of them when the
market fell.”

That didn’t mesh with her company’s view on risk.

“They didn’t like short-sales because they took six months to
close. It wasn’t the typical deal where you put the sign out, mon-

ey goes into escrow and it closes in 30 days,” she says.

So she entered new territory and learned all she could about
REO. Soon, she was a Fannie Mae direct broker working with

several large banks.

Again, Sandy saw opportunity while her employer saw uncertainty.

So she got her broker’s license and launched Tuscana Properties.

A FISHER OF OPPORTUNITY
In 2017, Tuscana Properties produced $45 to $50 million with a
staff that includes Sandy, her husband, Bob Jamison, who’s also a

broker, five agents, plus executive administrative, marketing and
ISA staff.

Those numbers are the result of Sandy’s straightforward market-

ing strategies.

“In this business, you're hunting, fishing or farming,” she ex-
plains. “Some people farm and cultivate a neighborhood. Hunt-
ers are the cold callers. They’re actively on that phone trying

to chase down certain people. And then there are the fishers.
They cast their lines, and throw their bait out there and see what
comes to them. These days, I'm more of a fisher when it comes
to new business. However, my repeat and referral business still

remains as one of my best sources of business.”

As part of her fishing strategy, Sandy invests in developing her
own ads and marketing efforts.

GIVING MORE WITH SCCAOR

Sandy has jumped into new industry opportunities, including the

Santa Clara County Association of REALTORS® (SCCAOR). In

fact, as Treasurer, Sandy’s on track to serve as President in 2020.

“Selling houses is fun, but it can become a little routine,” Sandy
says. “Through my involvement with SCCAOR, it gets me out of
the office to make new friends and connections. I can work on
issues that affect the industry and learn about changes that affect
our business. The problem-solving discussions help feed my need
for intellectual stimulation. There’s so much to real estate beyond
the transaction at the regulatory and political levels that realtors
need to know about to be successful in this business. Building
relationships with other agents is just as important as building
relationships with friends or a sphere of influence. You never

know who will be on the other side of your next transaction.”

LINKED TO THE LAND

After the industry ground she’s broken, it’s fitting that Sandy and
her family live a life linked to the land in Paradise Valley area of
Morgan Hill.

“We have a seasonal waterfront property with 42 fruit trees, a
3,000 square-foot garden, several chickens, cats, goats, and two
dogs. And when I'm not working, I'm out here with my two little

boys,” she beams.
Out of all the properties she’s seen, this one is closest to her heart.

“We have a lot of farm-to-table meals. We raise rabbits for meat
and get our beef from Bob’s family. For fun, I'll tan the hides and
make purses and crafty things,” Sandy says. “In the summertime,
we have an abundance of fruit. I do a lot of canning. We have
tomatoes that come in by the bucket loads. We plan our meals

around our fresh veggies.”
Future harvests at Tuscana Properties look promising, too.

“I'm not leaving real estate any time soon. We’re going to double
down and try to grow the team a little and grow our sales num-
bers and production over the next two years with new systems

and processes,” she says.

For all the numbers she’s increased, Sandy is especially proud of
some she’s reduced.

“During the foreclosure days, I worked 100 hours a week. I didn’t
have any kids then,” she admits. Then her first son arrived in
2010. “I worked until 1 a.m. every morning, every day, seven

days a week. And we sold hundreds of homes a year. But it’s not
sustainable. I value my time more. I try not to get so busy making
a living that I forget to make a life.”
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P> words of wisdom

EDITION

“| love the idea of breaking the glass ceiling.”
JULIE WYSS

“The world has changed. It's not just one set of culture and
experiences, it's a combination of cultures and experiences
from all over the world. It's an international family. The U.S.
community is changing too, and | want to inspire more respect
for people from different areas and help to develop this
international culture.”
RENNA SHEE

“I'm on point from the time | get up, until the time | go to sleep
— which includes having a consistent morning routine, and
still making time for my family. Find out what you like and be

good at it. Don’t get caught up doing busy work. Do the work

that brings the most value and learn to delegate the rest.”
JOE VELASCO

“Things will come if you live a good life. Good things will come
your way. Just be yourself.”
VALERIE TRANG
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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
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Professional photo & video solutions.
Family | Business | You

ROBERT HAMMER

When launching Hammer Auto 25
years ago, Robert Hammer's vision
was to create a safe, friendly,
transparent way to buy or lease
vehicles— where you would want to
do all of your personal vehicle
purchases and leases, and also feel
comfortable sending your parents or
grandparents, knowing you weren't
sending them into a lion’s den.

Having manifested that vision,
Hammer Auto is considered to be,
“The most trusted place to buy or
lease ANY vehicle.” Hammer Auto will
help YOU through the car buying or
leasing process and will save you both
money and time.

WHY HAMMER AUTO?

:

e ExTensive SuppPLIER NeTWORK

e ALL Makes anp Mobels

e PurcHasinG/LeasinG/FinancinG

e VoLume PurcHasIinG Power

e CompLeTe Turn-Key Service

* Free ConsurraTion/Input/Abpvice

* ProressionaLLy Proven FoRr 25 Years

e CAN "CUSTOM ORDER" ANY VEHICLE AT

ASTOUNDING SAVINGS

800-MY MR CAR #

Wi

HAMMERAUTO

COM

“The Mead Trested Name bn New Yebicle Pecchasiog & Leasing”

HAMMER AUTO

4898 El Camino Real Suite 205
Los Altos CA 94022
650-210-1800
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HOWARD BLOOM

FINDING HIS NICHE

By Zach Cohen
Photos by Hyunah Jang

“When | came out here [to California], my mother gave

me a book called How to Buy Real Estate with No

Money Down and Never Pay Taxes Again.”

The book’s author, Bill Greene, was one of the first teachers on
the seminar circuit, according to Howard Bloom. At the time,
Howard was working in hospital administration. But his intro-
duction to real estate through this book would shift the course of

his life in ways he couldn’t dream.

Rewind to Howard’s college days, in Ithaca, New York, and
you’d find a young man deeply engrossed in science and busi-
ness. A native New Yorker, Howard grew up in Rochester and
received his Bachelor of Science in hospital and health care
administration from Ithaca College. “Not Cornell - the other

college in Ithaca,” he quips.

“I was always interested in health care and business,” Howard
says. He’d go on to receive a master’s degree in hospital adminis-

tration from the University of Minnesota.

After graduating from the University of Minnesota, Howard re-
turned to the East Coast, where he landed in Cape Cod. There, he
started his administrative residency, and eventually stayed on as
the Assistant Vice President of the hospital.

“Through the Minnesota Alumni Association, I got hooked up
with work in California,” Howard recalls. Single at the time, he
picked up and moved to the Bay Area to work at E1 Camino Hos-
pital in Mountain View. That was 1981.

Soon after, Howard attended his first real estate seminar and
bought his first property that same year. “That was when interest
rates were something like 16.5%,” he laughs.

As his mentor moved towards investing in rehabilitation projects,
so did Howard.

“I started specializing in buying FHA repossessed properties in
San Jose. I'd buy townhouses for $50,000 to $60,000 and they’d
be all boarded up. I'd do my hospital administration gig during the
day and then in the evenings go down to East San Jose...I'd do the
paint and the terminal disinfecting. Fix the holes in the walls by

stuffing newspaper in the walls and patching.”

Howard has always had an entrepreneurial spirit. That was the
key to his success. From 1981 to 1985, he was purchasing two to
three properties a year. By 1985, he was ready to jump into real

estate full-time.

“In 1985 I decided I had enough fun in the health care business...I

decided to make the move,” Howard recalls.
o000
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Howard quickly formed a niche selling condos and townhomes.

While he sold 32 condos in his first year alone, the average sale
was low — right around $100,000. “I think I lost money...but it

really set the foundation for the direction I went.”

“PRE-APPROVED”
SHOULD MEAN
PRE-APPROVED.

Fast forward to the present, where Howard has built a power-
house business based on consistency and integrity. He speaks of

there always being an element of quality in his work. He’s hands-

on, keeps a positive attitude, and is ardently focused on executing

for his clients.

An in-depth pre-approval process.
A more predictable outcome.

“I just enjoy dealing with normal, everyday people,” Howard com- . !

ments. “I don’t do a tremendous amount of upper-end property.”

Each listing and each home closing brings a renewed sense of

excitement. After all these years, the passion is still there.

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

“When you hire me, you get me,” Howard says. By the time I put
the house on the market, I know the house better than anyone

else. I can market the house better than anyone else. So don’t I

owe it to my client to personally manage the entire process and
CONTACT US TODAY FOR A COMPLIMENTARY QUICK QUOTE

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

host the open house?”

HANHAN

While his career began down a very different path, Howard

C O M M E R C I A L G R O U P knows that, ultimately, he’s ended up right where he belongs. It

gives him tremendous pleasure to execute for his clients.

"THE MOST REFERABLE COMMERCIAL
GUY IN THE VALLEY!"
-KELSEY T.

COMMERCIAL
REAL ESTATE
Howard Bloom has been recognized as an Intero Real Estate
L E A S I N G & S A L E S Chairman’s Circle Recipient for 14 years (Highest Award be-
INDUSTRIAL « RETAIL :)t.;)leved by Inter(; for t;)p 1% of;gents)i};)soachieved. close to $1
illion career sales volume, sold over 1, properties, has been
OFFICE * MULTI-FAMILY Diamond Certified® for over 14 years, and was the fourth ever

inductee into the Intero Hall of Fame.

“I don’t feel like I'm going to work. It’s really a pleasure. I wish

everyone could experience that joy in their job.”

“Do what you love, and you’ll never work another day in your life.”

< 453
SR ‘;iﬁ ‘When not working, Howard and his wife, Diane, find great joy in
%(

COMMERCIAL N\ spending time with each other, his Golden Retriever, George, and
REAL ESTATE SERVICES their two granddaughters. Other hobbies include attending San
Jose Sharks games and the occasional whitewater rafting trip.

Sl o A Howard supports several local charities and is a top contributor i Mu Sic | Fi Im | WEb | S1XS0 PdeUCtiu ns

J4I.-|°@8C. 59R0C9O'|3[3I59R8C|AL COM to the Intero Foundation, which focuses on local children and the 650 504 4703 I www.SIX50Productions.com I Infﬂ'@SIXEG Productions.com
WWW.HAN HANCRE.éOM elderly at risk and in need.

CALBRE# 01800203

30 - March 2019 www.realproducersmag.com - 31



BEYUI\D RE

.—I-L ING

OME SOURCE for All of Your Marketing Objectives

HDR, Dusk and Aerial Photography / Video

Packages Start at 5175

s F
L oo I Schadule -,mu p esg aph pp Inbranit
b - al r

- BeyondRE Marketlng com

DESIGN-BUILD |,

32 - March 2019

.
WE CATER TO REAL
ESTATE PROFESSIONALS

We specialize in full-service local, long distance,
and international relocations for corporate
clients and real estate referrals.

For more information on how
we can help you, contact
A\, Scott Cramer at 408-346-0793
scramer@acerelocation.com
www.AceRelocation.com
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AMY FELIX 925.353.0363
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Moving Water

“I'm like moving water — constantly on the move.”

Two years ago, Vanessa Nielsen and a friend took a trip togeth-
er to Asia, visiting Hong Kong, Thailand, and Vanessa’s birth-

place of Vietnam.

“I had never been to a fortune teller in my life or believed in that
stuff,” Vanessa recalls. “But in Hong Kong, [my friend] was ada-

mant about going to look for this one specific fortune teller.”

So, Vanessa and her friend tracked down the fortune teller, and
each sat down for a reading. The fortune teller inspected Vanes-
sa’s palms and her face, and gently questioned Vanessa. “Do you

work in real estate?” she wondered. “Do you do design work?”

“[The fortune teller] started talking about wealth,” Vanessa says.

“She said, ‘You keep making pockets of wealth; you create it
wherever you go. You are like moving water, you keep moving.’ I
had never heard about anything like that before.”

Considering her career in staging and real estate, Vanessa
thought, “I guess I found my niche.”
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By Zach Cohen
By Hyunah Jang

®
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Encore Staging Services
The fortune teller in Hong Kong reaffirmed Vanessa’s path as a
staging professional and business owner, that Vanessa is doing
exactly what she’s meant to do, professionally. After years in
the corporate world, working in marketing and PR, Vanessa
founded Encore Staging Services in 2013. That was the same

year that she moved to Silicon Valley with her husband, Martin,

to start a family.

During her time living in Santa Monica, Vanessa worked as a
real estate agent for a period between corporate jobs. She was
licensed back in 2004, and her experience in real estate gives
her a unique advantage as a staging professional. While she’s left
her work in real estate behind, it continues to inform her deci-

sion-making as a professional stager.

Vanessa is passionate about the design side of staging. Being able
to see a visceral response from her clients brings her immense

joy; there’s almost instant gratification.

“I get to talk to the homeowners about the history of the home.
I get to learn the stories, what went on with the house. I start
thinking about the design and get excited about presenting it,”

Vanessa explains.

Valerie (Cover Story) & Vanessa (Partner Spotlight) are BFFs.

Learning to Listen
Alongside her love for design, Vanessa has a genuine affinity for
simply helping people. “It comes down to customer service,” she

reminds us. “You don’t have work unless you have a customer.”

Vanessa learned her expert customer service from her parents,
who were immigrants and small business owners; her dad was
a tailor, her mother owned a beauty salon. “My work ethic, I
learned it from my mom,” Vanessa explains. “She tells me if she
sits still she’s going to get tired, bored, and sick.”

In business, Vanessa has learned to be patient. To really listen to
people. “It’s not about me,” she says, “it’s about the homeowners,
the home, and the agent. About what is going to look amazing to

sell for the price they are dreaming of. How we deliver is import-
ant because when you’re there and working and getting feedback,

you have to listen.”

Always seeking to accommodate her clients and partners, Vanessa

is willing to do whatever it takes to achieve the desired end result.

Building the Life of her Dreams

At home, Vanessa is the same person as she is in business —
always on the go. Her ability to express authenticity is one of her
most endearing characteristics; you can be sure to get the same,

genuine version of Vanessa every time.
“I keep it real; that’s how people connect with me,” she says.

Vanessa and Martin have two girls; Cataleya is 6 and Camelia is
4. They love to travel together, go offroading and camping, or just
about anything adventurous. In business and in life, Vanessa’s
care comes through strongly. There is a sense of joy in her love

for the life she’s living — in each and every moment.

“It’s funny how I turned into my mother. There’s always some-
thing to make beautiful or improve, be it homes, my craft, or my-
self. I just like doing things,” Vanessa laughs. “I have three babies:

my two kids, and my business.”
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The #1 preferred home staging company of top agents in Silicon Valley
Give your listing the best chance for success with Encore Staging Services
Contact Vanessa Nielsen to schedule a complimentary custom consultafion today
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By Zach Cohen
hoto by Hyunah Jang

Valerie Trang

THE HEART OF A WARRIOR

“Never give up. Be true to yourself.”

This is Valerie Trang’s mantra, instilled at a young
age. She has always understood that perseverance,
determination, and authenticity would be her
North Star.

Her story begins during the Vietnam War.

Growing up in Vietham

“I could write a book about it,” Valerie begins.

The capture of Saigon (now Ho Chi Minh City) by
the North Vietnamese Army in April 1975 marked
the end of the Vietnam War. As the country re-
structured itself under a Communist government,
Republican soldiers and political figures of the
former South Vietnam were sent to re-education

camps. Valerie’s father was one of them.

“My dad was a Republican,” Valerie reflects. “He was
in a re-education camp for five years. During this
time, my mom was pregnant with me and caring for

my brother, who was five years old. It was a difficult
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“Beating cancer was one of the most difficult

obstacles I have overcome; it was a physical,

»

mental, and emotional battle all at once.

period, and my parents saw no future if we stayed in
Vietnam. Over a million people fled the country by
boat or feet between 1975 and 1995 with the hope

of a new life. It was a perilous journey, and many

drowned or were captured and killed by pirates.”

When Valerie was 13 years old, her family decided

to leave Vietnam.

“It took us almost a month to flee from Vietnam to
Cambodia (on foot) then to Thailand (by boat). We
were on a small, crowded fishing boat for six days. We
had no food for three of the days. It was horrible.”

“In Thailand, we stayed at a refugee camp. I had
one set of clothes, one pair of slippers, and that was
it. Not even a pair of shoes,” Valerie explains. The
camps did not have adequate provisions and life
was dire. But Valerie never gave up hope that things
would get better. After 18 months, Valerie’s family

was successfully sponsored by her uncle in Hawaii.

At a very young age, Valerie understood perseverance.
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Life in the United States

‘When Valerie arrived in Hawaii, she was enrolled

as a freshman in high school. Everything was new
to her — the language, the culture, and the people.
But Valerie adapted quickly.

“I learned a lot from this time in my life,” Valerie
explains. “[In Thailand] I was poor — very poor.
There were days we had no food or water. In high
school, I had to work twice as hard as the next stu-
dent to catch up, with half the resources. But I was
determined to succeed, to overcome any obstacles
that stood in my way. I had made it this far; the only

path was forward.”

Valerie graduated high school with honors and
would go on to obtain two degrees, business
management and management information system
(MIS), from the University of Hawaii. She was
offered a job at in IT at IBM and relocated to San
Jose, California in 1999, where she still resides

with her mother, husband, and two young children.

Photo by Tri Tran.

The Heart of a Warrior

A warrior never gives up. Alongside her moving
story as a refugee and immigrant, Valerie has over-
come health ailments with dogged determination

and a zest for life.

As a child, Valerie had polio. Her family could not
afford treatment or a wheelchair. “I was five years
old, and had to crawl on the floor to move around,”
Valerie recalls. “We were so poor we didn’t have
enough rice to eat most days, never mind treat my
illness. My mom was lucky to have found a charity
that offered to bring me to the city for rehabilitation.

After a few months, I was finally able to walk again.”

Then in the fall of 2011, Valerie noticed a lump on
her breast and was diagnosed with breast cancer.
Rather than dwelling on “Why me?” or “How could
this happen?” Valerie was gearing up for the fight
for her life - literally. She was not going to let
cancer stop her. After surgery and over a year of
chemotherapy and radiation treatments, she was

declared cancer-free.

“It was so hard,” she reflects. “Beating cancer was
one of the most difficult obstacles I have overcome;
it was a physical, mental, and emotional battle all
at once. My son was eight and my daughter was
two; I was determined to see them grow up. I was
not going anywhere. There were dark moments,
but there was also light. Almost losing everything
changed me. It gave me a new perspective on what

is important.”

Valerie is quick to comment that she’s not shy about

sharing her story. Her vulnerability is inspiring.

Rising Above

For many years, Valerie worked as a full-time IT
manager and part-time as a real estate agent, but
labeling her work as part-time is something of a mis-

nomer; she was closing 25-30 transactions annually.

Valerie loves real estate because she loves working
with people. She has an affable personality and
authenticity that helps her build connections. Real

estate is her calling.
LN J
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Photo provided by Valerie Trang.
Valerie’s daughter giving out backpacks to
disadvantaged students in Dong Thap Province.

In 2015, Valerie decided to follow her heart and dedicated herself
to real estate. Today she runs a successful Infiniti Real Estate
brokerage based in Evergreen; she closed 48 transactions with

over $50 million in sales volume in 2018.

“I have an instinct,” Valerie explains. “I know my strength, and
it is relationships. When I meet clients face to face, I have that
instant connection. It is not something you can teach; it is there,

or it is not.”

Valerie is also committed to providing her customers with the
very best. She is a member of the Top Agent Network and holds
the designation of Graduate Realtor Institute (GRI).

Rising above takes perseverance and determination, and some-
times a little help along the way. Along her journey, Valerie had
genuine people step up in her time of need, and she wants to do
the same for others. She remembers the hardship and it moti-

vates her to take action. She wants to give back.

In 2011, amidst her battle with cancer, Valerie founded Tu Tam
- Loving Hearts Charity. Upon reflecting on her personal life
experience, Valerie’s first initiative was to provide disabled Viet-

namese people in her hometown with wheelchairs.

“What I didn’t have as a child, I want to help others to be able
to enjoy,” she explains. She has a son, Tien, who is fifteen years
old, and a daughter, Yen-Nhi, who is nine years old. Both are
following in their mother’s footsteps with their charity work.
When Tien was twelve, he started a fundraising campaign that
raised enough money to buy nineteen bicycles for middle school

children in Vietnam. These students normally walked three hours
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Photo provided by Valerie Trang
Valerie and her team visit the blind town of Vinh Chau, where over 5,000 blind and disabled people live.

Photo provided by Valerie Trang
Valerie’s non-profit organization distributes hundreds of wheelchairs (summer 2018).

to and from school. In 2018, under Valerie’s management, Tu Tam
raised enough money to buy almost two hundred wheelchairs,
one hundred bicycles and over two thousand care packages

for the elderly and disabled in Vietnam. In addition to Tu Tam
Charity, she is starting a new non-profit with the mission to build

schools and support education in small villages of Vietnam.

“For everyone who has helped me during my darkest days, I am
indebted. I promise to pay it forward in your honor. Through my
children, I teach them the importance of giving. They understand
how fortunate they are compared to kids they meet annually
during our charity trips to Vietnam. Most importantly,” she says,
“when I leave this world, I am not leaving my children with a nice
house, an abundance of wealth. What I want to for my children is
to have a big and kind heart, and compassion and passion to make

this world a happier place to live.”

“If anything is worth doing, do it with all your heart.”

IES

TEN COUNT

ASIANCUP18@GMAIL COM __| (408) 713 8113
WWW ASIANGOLFCUP NET
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P» master class

THANK YOU SPONSORS & DONORS FOR MAKING THE SILICON VALLEY
REAL PRODUCERS WINTER SOCIAL A SUCCESS

[71]

THEAGENCY

&

SILICON VALLEY

MASTERCLASS

land € ttome
FINANCIAL SERVICES, INC.
Your Preferred Community Lender

CcoOming soon

Details at SiliconValleyMasterClass.com
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TOP 200 STANDINGS

Rankings Jan. 1, 2019 - Jan. 31, 2019

# Agent Office Name

1 Deleon Team Deleon Realty

2 David Lillo DPL Real Estate

3 David Troyer Intero Real Estate Services
4 Shelly Roberson Alain Pinel Realtors

5 Kathy Bridgman Alain Pinel Realtors

6 George Montanari Alain Pinel Realtors

7 Rigo Bracamontes Intero RE Services

8 Andrei Bandrovsky Compass

9 Gary Campi Golden Gate Sotheby's International Realty
10 Rebecca Yen Coldwell Banker

n Roy Moses Coldwell Banker

12 Connie Miller Alain Pinel Realtors

13 Shin J Kim Keller Williams Palo Alto
14 Nancy Carlson Intero Real Estate Services
15 Mitchell Zurich Marcus & Millichap

16 Greg Simpson KW Bay Area Estates

17 Al Ayubi Intero Real Estate Services
18 Shadi Khalili Alain Pinel Real Estate

19 Andy Sweat KW Bay Area Estates

20 Hiep K. Nguyen Intero Real Estate Services
21 Ryan Gowdy Alain Pinel Realtors

22 Robert Johnston Marcus & Millichap

23 Friess & Orlita Team Compass

24 Brad Gill Nexthome Lifestyles

25 Andy Tse Intero Real Estate Services
26 Alex Wang Group Sereno Group

27 Sue Cheng Intero Real Estate Services
28 Michael Kenyon KW Bay Area Estates

29 Donna Dawson-Schwartz Coldwell Banker

30 Denise Simons Alain Pinel Realtors

31 Juliana Lee Keller Williams Palo Alto
32 Tam Nguyen Php Group, Inc

33 Carol Jeans Sereno Group

34 David Welton Alain Pinel Real Estate
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# Agent Name Office Name

35 Myron Von Raesfeld Windermere Silicon Valley
36 Morgan Lashley Morgan Lashley

37 Bliss Katopothis Intero Real Estate Services
38 Joseph Yen Alain Pinel Real Estate

39 Matthew T Taylor Intero Real Estate - Cupertino
40 Dan Noble Key Legacy Real Estate Services
41 Michael Cheng Archers Homes

42 Boyenga Team Compass

43 Ivan Margaretich Intero Real Estate Services
44 Vicky Li Coldwell Banker

45 Matthew Swenson Alain Pinel Realtors

46 Ducky Grabill Sereno Group

47 Gregg Fussell Coldwell Banker

48 Matt Cossell KW Bay Area Estates

49 William Lister Coldwell Banker

50 Maggie Guo Re/Max Santa Clara Valley

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.”

Your Team of Experienced Engineers & Builders

Established in 2001, MG Consructors & Engineers, Inc. is one of the most respected construction and
engineering companies in the Bay Area.

Our current projects include a wide range of commercial, industrial, and residential structures. MGCE
is considered the Bay Area's “goto” expert for challenging structural, foundation, and drainage issues.

Whether you need General Contracting construction services, a sfructural inspection, or ongoing
building maintenance, your project will be in good hands with the team of experienced professionals

at MG Constructors & Engineers.

Our services include:
Constructions & Related Services
Structural Engineering
Building Permit Services
Maintenance Services
Concrete liffing
Speaking & Training Engagements
Teaching & Seminars

Foundation and Drainage Inspectors
Permitting Specialists, especially with
"Red Tag" or other challenging problems
with listings

Analyzing Lload bearing walls and
related issues

Elevated deck and waterproofing experts

INSPECTORS, ENGINEERS, BUILDERS
STRUCTURAL INSPECTORS & ENGINEERS
CONTRACTORS For RESIDENTIAL,

COMMERCIAL AND INDUSTRIAL CONSTRUCTION

15650 Vineyard Blvd, Suite A, #232
Morgan Hill, CA 95037
License # A/B 642058

408-842-5599
877-842-5488
www.mgconstructors.net
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TOP 200 STANDINGS

Rankings Jan. 1, 2019 - Jan. 31, 2019

# Agent Office Name # Agent Office Name
51 The Hanna Group Intero Real Estate Services 85 Ginger Willson Gary G. Gillmor, Broker
52 Ranga Mannar Single Tree Realty 86 Lynn Burnett North Alain Pinel Realtors
53 Cory Waxman Colliers Parrish International 87 Tom Martin Golden Gate Sotheby's International Realty
54 Aimee Smith Alain Pinel Real Estate 88 Stephen Guzzetti Intero Real Estate Services
55 Suzanne Bakhtiari Elite Realty Services 89 Kamran Pourshams Century 21-Alpha
56 D.M. Bettencourt Bettencourt Real Estate Services 90 Ruslin Paap Intero Real Estate Services
57 Lisa Sgarlato Alain Pinel Realtors 91 Nicki Banucci KW Bay Area Estates
58 Mark Chiavetta Coldwell Banker 92 John Van Dyk Intero Real Estate Services
59 Coco Tan Keller Williams Realty 93 Brad K. Le Compass
60 Radha Rustagi Keller Williams Realty - Cupertino 94 Lihong Zhong Realty One Group - World Prop
61 David Kim Intero Real Estate Services 95 Greg Stange Compass
62 Donald Knight Coldwell Banker 96 Amina Chaudhry Alliance Bay Realty
63 Arti Miglani Alain Pinel Realtors 97 Kiersten Ligeti Alain Pinel Realtors
64 Grace Wu Alain Pinel Realtors 98 Leon Le Pacificwide Real Estate & Mort
65 Robert Herzog Alain Pinel Realtors 99 Tabea Thornton Compass
66 Shelly Chou Coldwell Banker 100 Bower Cole Group Alain Pinel Real Estate
67 Xiaoping Song Maxreal
68 Bonafede Team CSR Real Estate Services
) . 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
69 Mario Ramirez KW Bay Area Estates complimentary service and is believed to be accurate but is not guaranteed by Silicon Valley Real Producers, SCCAOR, or N2 Publishing.”
70 Mini Kalkat Intero Real Estate Services
7 Ashwin Veeravalli Alain Pinel Realtors
72 Amar Realtor Keller Williams Palo Alto .
We understand how crucial it is
73 Alexandra Zhou Morgan Real Estate for your clients to obtain home
74 Su-Lan Wang Intero Real Estate - Cupertino HiStrance m.order e T L
to close on time. Whether your
75 Angie Cocke Century 21 M&M clients need a homeowners
76 Lori Buecheler Alain Pinel Realtors pOI?Cy’ condo pOhcy or landlord
policy, we have an affordable
77 Shelley Lin Green Valley Realty solution for them. With access
78 Mark Von Kaenel KW Bay Area Estates to.over 59 COIIRIMES Yve SEh
tailor an insurance policy that
79 Kerry Sexton Alain Pinel Realtors will provide your client the
80 Royce H. Cablayan Sereno Group SRS they need a.t & Prlce
they can afford, even in high
81 Ady Wunderman Realty Ventures risk areas.
82 Eugene Korsunsky Intempus Realty
- Call us today and put us to
83 Jessa Walsh Intero Real Estate Services ¥ Fuveragepfug Chris Robinson work for you! You and your
y nsurance Agen g g .
84 Lee Schmidt Realty World- South County ‘A ] sy . BECA Al client will receive prompt
| Irigditing Your Fulere, Email Me: chris@covplus.com

attention and results!

Office: 408-626-7800
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TOP 200 STANDINGS

Rankings Jan. 1, 2019 - Jan. 31, 2019

# Agent Office Name

101 Jaleh Taghipour Intero Real Estate Services
102 Juancho Melian Juan Antonio Melian, Broker
103 Wiliiam Pan Green Valley Realty

104 Mike Uhri Coldwell Banker

105 Ben Jiang Goodview Financial & Real Estate
106 Diane Loverde D & F Properties

107 Don Perry Coldwell Banker

108 Adriana Trenev Compass

109 John Forsyth James Alain Pinel Realtors

10 Leila Shahsavari Alain Pinel Realtors

m Anne King Keller Williams Palo Alto

12 Melissa Haugh Keller Williams Realty

13 Carol Cunningham Alain Pinel Realtors

14 Sudeshna Sen Gupta Coldwell Banker

15 Vasanthi Jayaraman Anthem Realty

16 Jinny Ahn Coldwell Banker Residential Brokerage
"7 John W. King Keller Williams Palo Alto

18 Kim Abelite Glenmere Properties Inc

19 Julie Davis KW Bay Area Estates

120 Kevin F. Garvey Realty World-Kevin F. Garvey,
121 Anson Ip KW Bay Area Estates Saratoga
122 Lilly Ho S & S Realty

123 Pat & Cathy Sereno Group

124 Brian Chancellor Sereno Group

125 Bogard-Tanigami Team Alain Pinel Realtors

126 Jing Luo Maxreal

127 Patrick Conkin Intero Real Estate Services
128 Suzanne M. Hunter Intero Real Estate Services
129 Kary Cochrane Intero Real Estate - Cupertino
130 Peter Myers Coldwell Banker

131 Ruth Mistry Coldwell Banker

132 Grace Hanamoto Intero Real Estate - Cupertino
133 Natalie Lu Bin Lu, Broker

134 Jamie Pfister Realty World Milestone
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# Agent Office Name

135 Alex Lunginovic Montalvo Realty

136 Frank Liu Re/Max Gold

137 Dennis Loewen Metis Real Estate

138 Alexandra Wilbur Era Wilbur Properties

139 Russ Sadykhov Intero Real Estate Services
140 Deepak Prabhakar Deepak Prabhakar, Broker
41 Brenda Miller Alain Pinel Real Estate

142 Dhiren Unadkat Maxreal

143 Jennifer Paulson Sereno Group

144 Benjamin Wang Lexicon Homes

145 Marty Birill Intero Real Estate Services
146 Mukesh Vyas Vyas Realty

147 Ying Liu Intero Real Estate - Cupertino
148 Vinicius Brasil Keller Williams Realty - Cupertino
149 Don Hoang Provence Realty, Inc.

150 Thomas Beck Kw Bay Area Estates

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.”

HOME PURCHASE

You focus on the

home, we’ll focus on

the loan.

Tim Palacios

TIAA Bank

Mortgage Loan Officer
Tim.Palacios@TIAABank.com

Wake up to your dream loan today. Get a great rate along with a simple and stress-free
experience that won't keep you up at night. When it comes to matters of the home,
we're all hands on deck. TIAA was founded by Andrew Carnegie in 1918. TIAA Bank is an
American diversified financial services organization lending in 50 states.

S CTIAA Bank
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TOP 200 STANDINGS

Rankings Jan. 1, 2019 - Jan. 31, 2019

# Agent Office Name

151 Heidi Herz Alain Pinel Realtors

152 Cathy Jackson Sereno Group

153 Al Moridi Intero Real Estate - Cupertino
154 Minhua Jin Coldwell Banker

155 Hadi Ghafouri Coldwell Banker

156 Nalini Aiyagari Coldwell Banker

157 Ying Li Coldwell Banker Residential Brokerage
158 Humayun Kabir Wepro Real Estate Services Inc
159 Kim Clark Alain Pinel Realtors

160 Ken Roberts KW Bay Area Estates

161 Lin Ning Coldwell Banker

162 Jide Ogunbiyi Intero Real Estate - Cupertino
163 Debbie Murphy Coldwell Banker

164 Melinda Gedryn Coldwell Banker

165 Jordan Mott Intero Real Estate Services
166 Katherinne Garzon Intero Real Estate - Cupertino
167 Huong Ho Intero Real Estate Services
168 Andrew Buchanan KW Bay Area Estates

169 Jeffrey Crittenden KW Bay Area Estates

170 Jim Hamilton Alain Pinel Realtors

171 Douglas Goss KW Bay Area Estates

172 Sandie Hernandez Bmc Realty Advisors, Inc

173 Kai Huang Maxreal

174 Kimberly Nicholson Coldwell Banker Res R E Srv
175 Mark & Jason Sereno Group

176 Bill Robertson Coldwell Banker Res R E Srv
177 Guadalupe Silva Guadalupe M Silva, Broker
178 David Giambruno KW Bay Area Estates

179 Kia Amini Keller Williams Palo Alto

180 Cathy Lin Transamarco Realty

181 Diane Ji Elite Realty & Finance

182 Sherry Bucolo Alain Pinel Realtors

183 Samuel Spinella li Intero Real Estate Services
184 Mike Khesin Intempus Realty
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# Agent Office Name

185 Suzanne O'brien Intero Real Estate Services

186 Daunielle Doughty Coldwell Banker

187 Diem T. Nguyen Bayone Real Estate Inv Corp
188 Patrick Van Dahlen Coldwell Banker

189 Rick Smith Windermere Silicon Valley

190 Mary Afzal Atlas Realty

191 Samit Shah Intero Real Estate Services

192 Eddie Oberoi Intero Real Estate Services

193 Dawn Thomas Golden Gate Sotheby's Internat
194 Ella (Yan) Liang Golden Gate Sotheby's Internat
195 Gina Pham Intellity Real Estate Services
196 Joe Callahan Coldwell Banker

197 Michael Kaufman Coldwell Banker

198 Monica Corman Compass

199 Wister Chu Coldwell Banker

200 Carol Sangster Alain Pinel Realtors

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.”

TOP AGENTS COULD BE READING
ABOUT YOUR COMPANY RIGHT NOW.

Spread your unique message to hundreds of local Realtors each month.

REALPRODUCERSMAG.COM

5,
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NATURAL BRIDGES I 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, Sereno Group

David Ross
408.206.8444 cell
408.356.1240 office

Natural License #535214

Brldges DavidRoss@NaturalBridgesLandscaping.com

LaNDgcArIiNe Www.naturalbridgeslandscaping.com

'\ NICOLE SANTIZO

VP OF MORTGAGE LENDING

Specializing in family portraits, headshots,

maternity, wedding, corporate, & event photography

M DISTINCTIVE
The Bay Area's premier choice for customized
home loans uniquely matched to your clients’ needs.

PHOTOGRAPHY VIDEO
guaranteed Rate

WWW HYUNAHJANG.COM + 347-840-1580
HJ@HYUNAHJANG.COM
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DON'T JUST EARN A CLIENT,
RETAIN THEIR BUSINESS FOR LIFE!

WE TURN GIFTS INTO LONG-TERM BRANDING OPPORTUNITIES.

WWW.KEEPSPREADINGTHEWORD.COM



