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B Making Decorating Dreams a Realit:

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT
FOLLOW US ON INSTAGRAM TODAY

@realproducers

Dream homes come in all shapesands

So do the lending solutions from Opes Advisors. Our team has the relatlonshlps
and experience to set up the real estate financing solutions that —
help your clients reach their goals. : :

Bryan Russell WD ohen ' Tk
Branch Manager | Sr. Mortgage Advisor £ w ETLUCES e the
NMLS 229012 most important financial
' 4| 408.357.7812 - 5
s .f‘x..é 408.655.5835 mobile decisions of your life.
{ i < ; ADVISORS
LML brussell@opesadvisors.com

A Division of Flagstar Bank

WWW. opesadwsors com | 750 Unlver5|ty Ave, Suite 275 | Los Gatos, CA 95032

EQUAL HOUSING
LENDER

BUILDERS

With our extensive experience and real
focus on customer satisfaction, we provide

exceptional service for consumers and pro-
lessionals,

- Increase RO1 to Seller

- Give Seller an Opportunity 1o Flip Their House!

- ( |'u'.]»: & Free Fstimates

g to Make Property Ready For Sale

- lnu: rior & Exterior Renovation .

- Comprehensive Construction Work From Start 1o Finish |

- Design & Buald

- Repairs & Improvements to Maximize Investment

- Maintain Strict Quality Control Over Every Job

- Address Inspections With Quick Completion for a Smooth
Sale

- Help Buyers Make Their Purchased Home Their Dream
Home

- Referral Fees for Agenis!

- Give Intempus Builders A Call

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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If you are interested in contributing or nominating a REALTOR® for certain stories,
please email us at Mitch@SiliconValleyRealProducers.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but remain solely those of the
author(s). The publication contains paid advertisements by local companies. These companies are not endorsed or specifically recommended by N2 Publishing or the publisher.
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Bill Phillips
OPES

Mortgage Advisor — Managing Director A
NMLS #230295 H——
Opes Advisors, a Division of Flagstar Bank, FSB

$3 MILLION:

UPGRADE THE
OFFICE WITH
FANCY FURNITURE
AND GADGETS
BUY A
PRIVATE JET

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

“Downtown Willow Glen”

1100 Lincoln Ave., Suite 251
’ 1
San Jose, CA 95125 Where your dream

comes true!”

GIVE THE
C-SUITEA
NICE RAISE

Office: 408- 993-9133
Cell: 408- 219-4134 100% closing rate

bphillips@opesadvisors.com for over 20 years

6 - November 2019



MEET THE SILICON VALLEY REAL PRODUCERS TEAM

Mitch Felix, Amy Felix,
Founder & Publisher CFO

Zach Cohen,
Head Writer Writer

Dave Danielson,

Anita Barcsa,
Photographer

Hyunah Jang,
Head Photographer

Kasey Nick Ingrisani,
Schefflin-Emrich, Writer
Writer

REPS

T/ PR O COETOTRE BmoE TR

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!

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

Customer Service
Telephone: (408) 871-8586

www.repsweb.com

8 - November 2019

. Complimentary First Design
& Staging consultation

- Vacant and Occupied properties

- Upgrades and Improvements

Ira Rajput | (510) 579-0071
Payal Shah | (510) 366-3711

(925) 272-9047 | info@ambiancestaging.com
www.ambiancestaging.com
7066 Commerce Circle, Suite A | Pleasanton, CA 94588

P> publisher’s note

GIVING
MORE THAN
ONE WORD
ANSWERS

I’ve got baby on the brain...

You may know by now that my wife Amy and I are
expecting our first baby in February - a girl.

One of the most common questions I get asked is,
“How is Amy feeling”?

It’s then time to make a choice between 2 paths.

Path 1

A one word answer. “Fine.” Or “great.” Or “pregnant.”

Path 2

It’s a question that takes time to answer wholly and
authentically. I assess the questioner as willing to go
down a road with me and receive a thorough answer.
Then I’ll cycle through a summary of her physical
aches and pains, her exercise routine, her nausea
update, mental state, pregnancy brain, nursery sta-
tus, the baby kick intensity, and the last few things
we learned about being parents. I could fill hours on

these topics.
And when I get to the end, I usually ask...any advice
on being a parent? Now we are talking, and it’s an

exchange of wisdom I genuinely appreciate.

We need a better question - a social cue that we are

asking for a thorough answer...
Let’s find one...”What are you grateful for?”

“Youn

PARTNER YOURSELF WITH
THE REAL PROFESSIONAL

Who understands your client’s needs
from the prospective of a

Luxury Focused Agent.

i1y
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

atsuko.yube @sperrycga.com 19925 Stevens Creek Blvd, Suite 100
408-858-2169 Direct Cupertino CA 95014
9100 Wilshire Boulevard, Suite 880 West Tower

CalBRE#: 01255893
WWW.sperrycga.com Beverly Hills, CA 90212-3434

SELL YOUR HOME FASTER
WITH FRESHLY PAINTED WALLS

Bril ot 1o
rit) \vr

Quality Painting
408.401.0006

SATIN WOOQDS « REFINISH DECKS
REFIMISH KITCHEN CABINETS
MATCH TEXTURES = MATCH COLORS
INSTALL CROWMN MOLDING AND BASEBOARD

Quicker Sales o« Higher Values « Improved Curb Appeals

www.realproducersmag.com - 9



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.

+ 4 Visit our website to schedule
your Free Consultation!

Stage/;

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

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

COMMERCIAL REAL ESTATE
SPECIALIST

CSR Commercial Real Estate
Jonathan G. Hanhan

(510) 375-7575

Sperry Commercial Global Affiliates
Atsuko Yube

(408) 858-2169

SperryCGA.com

CONSTRUCTION
Intempus

Eugene Korsunsky
(408) 320-5504
IntempusRealty.com

GIFTS

Keep Spreading the Word Gifts
Mitch Felix

(408) 310-2280
KeepSpreadingTheWord.com

HARD MONEY LENDER
Triumph Capital Partners
Joe Lima

(408) 460-9054

HEALTH AND MEDICAL
In-Health Clinic

Jennifer Walker

(408) 356-0273
in-HC.com

INSURANCE

Don Williams & Associates
Tyler Williams

(408) 402-3646
DonWilliamsInsurance.com

Goosehead Insurance Agency
Justin Turner
(951) 965-4651

Laura Peterson Insurance & Financial
Services, Inc

Laura Peterson

(408) 395-2900

LauraPeterson.net

INTERIOR DESIGN
Gorman Interiors
Cindy Gorman

(408) 623-5262
Gormaninteriors.com

LANDSCAPE DESIGN
Better Landscape
Steve Ashley

(408) 841-9485
BetterLandscape.com

Natural Bridges Landscaping
David & Shesta Ross

(408) 206-2606
NaturalBridgesLandscaping.com

LEAD GENERATION MARKETING
Baoss Digital

Bao Le

(408) 605-8923

BaossDigital.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

Kal Financial
Daniel Chalk
(408) 401-3793

Opes Advisors

Bryan Russell

(408) 655-5835
OpesAdvisors.com/about-us/our-team/
bryan-russell/

Opes Advisors
Bill Phillips
(408) 993-9133

PNC Bank
Jeff Rhodes
(408) 307-2215

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

www.realproducersmag.com - 11



Hyunah Jang Photography
Hyunah Jang

(347) 840-1580
HyunahJang.com

and A/C

Bill Shepherd
(650) 257-2243
SPHAC.net

Intempus

Eugene Korsunsky
(408) 320-5504
IntempusRealty.com

PREFERRED PARTNERS

PROPERTY MANAGEMENT

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

(408) 442-7690
PresidentialPM.com

REAL ESTATE PROMOTIONAL

Ambiance Design & Staging
Ira Rajput

(510) 579-0071
AmbianceStaging.com

SERVICES

REPS Encore Staging Services
Jeff Crowe Vanessa Nielsen

(408) 871-8586 (408) 800-1566
REPSweb.com EncoreStagingServices.com
REFERRAL AGENT HomeScape Designs

EPIC Realty Sara Arlin

Tina Alzaga (408) 460-1975

(208) 391-3352

HomeDesignScapes.com

Tina.HomesByEpic.org

iy

Zo(Home cape

Bay Area Staging and Interior Design

| - =
-
.

esi¢ns

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

CONTACT US TODAY FOR A COMPLIMENTARY QUICK QUOTE

(408) 460-1975

12 - November 2019

SaraArlin@gmail.com

|

Stage This! Stage That!
Laurie Piazza

(408) 930-1986
StageThis.net

= kal financial

Your Dreams Approved.™

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

build your dream home?

| Contact me today!
"y I

DANIEL CHALK

Loan Officer

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

EQUAL HOUSING
LENDER

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.
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.

PHOTOGRAPHY Marquise Property Management SIGNS

Anita Barcsa Photography Ursula Murray Sign Gypsies - San Jose

Anita Barcsa (408) 354-0535 Judy Pfaff

(650) 218-9606 MPMSV.com (408) 785-8755

AnitaBarcsa.com SignGypsies.com .
Presidential Property Management G Ive yo u r h o m e t h e
John Adams STAGING & HOME DESIGN

protection it deserves.

L Peterson Ins and Fin Svc Inc
Laura Peterson, Agent

Insurance Lic#: 0L42207

16795 Lark Avenue

Los Gatos, CA 95032

Corper of Lark and Winchester off

of Highway 17 in Los Gatos

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.

o StateFarm’

Stale Fanm Fire and Casualty Compamy, State Farm General Insuranca Company, Bloomington, IL
State Farm Florda insurance Company, Winter Hawn, FL

170136 Stabe Farm Lioyds, Richardson, TX

BAOS%K:WAL

FIND OUT HOW WE CONSISTENTL 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

BAO LE
BAC@BAOSSDIGITAL COM
(408)475-8132 §
WWWBAOSSDIGITALCOM

RESIDENT
APPRAIS

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

www.realproducersmag.com - 13
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Written by Zach Cohen
Photos by Hyunah Jang

TOP LUXURY
HOME STAGING

ENCORE

staging services

Susan Fixsen is
an ultimate goal
setter and over-
achiever; her
undeniable work
ethic has carried
her through five
different careers
The #1 preferred home staging company of top agents in Silicon Valley. : .- ' in 20wt
' \ professional life.

Give your listing the best chance for success with Encore
Staging Services Contact Vanessa Nielsen to schedule a
complimentary custom consultation today

408.800.1566 text ok | EncoreStagingServices.com/Porifolio



Growing up in Spokane, Washington, in the Pacific
Northwest, Susan Fixsen learned the value of
education early on. “I was blessed to have parents
who were career-oriented and who believe edu-
cation drives success. Everyone in my family has
achieved a master’s degree, which included all

four children, my mother, and my father.”

Susan’s father was a school administrator who
worked three jobs to keep all of the kids active
and playing golf. Susan’s mother graduated from
Marquette University with a master’s in physical
therapy. Now in her 80s, she continues to work
as an active physical therapist three days a week;
this year is her 60th anniversary as a physical
therapist. “I get all my energy, stamina and will

from my amazing mother,” Susan says.

A Life Built on Education

Sports have long been an outlet for Susan’s highly
active mind. An All-City athlete in basketball her

senior year of high school, Susan was offered ath-
letic scholarships by both the University of Wash-

ington and to Eastern Washington University.

As she pursued studies in biology, chemistry, and
physics, Susan’s education overtook her basket-
ball dreams. Although Susan determined that col-
lege basketball wasn’t her preferred path forward,
she continued to pursue athletics, playing on the

men’s golf team competitively throughout college.

An opportunity presented itself to Susan to qual-
ify for the LPGA, but her focus was on learning
and betterment of her future. “I regret not flying
to Texas for the tryouts, but at the time, money
was tight, and I was the third child. I did not see
a way of achieving success on this route, so I con-

tinued with education.”

Yet, Susan’s love for athletics didn’t fade; she de-
cided to study physical therapy, and eventually

graduated from Eastern Washington University
with degrees in physical education and biology.
She went on to earn a Washington State teach-

ing credential.

Susan’s love of sports kept her committed to
learning and led to her certification as an ath-
letic trainer -- and the first woman to finish the
program at Eastern Washington University. She
spent a summer assisting the athletic trainers
with the Seattle Seahawks (they trained at East-
ern Washington University).

“I finished my studies and started substitute
teaching, as I was waiting to get into physical
therapy school,” Susan recalls. “Still very active
in golf, I ended up taking a week off and golfed my
way down to San Diego, where I met the super-
intendent of Sunnyvale schools. At that time, he

offered me a teaching job.”

‘Within two weeks, Susan had packed up and
moved to Sunnyvale, where she accepted a job in
the elementary school system. She had to retake
all of her teacher licensing classes and earn an
additional certification for California, but that
didn’t stop her.

That was 1987.

Susan’s love of education continued, and she
would go on to spend 13 years teaching elementa-
ry and middle school, specializing in biology, gang
activity, and gang psychology. In 2000 she earned
a master’s degree in kinesiology, the study of the
mechanics of body movement, and an administra-

tive and business credential.

With her master’s degree and administrative
credentials in hand, Susan became an adminis-
trator in education -- a role she stayed in as a vice
principal an principal in the Bay Area for another

thirteen years.
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After reaching her goals set for achievement, Susan
applied for an assistant superintendency position in
HR and achieved the highest level interview. It was

that final interview that turned Susan’s life around.

“Being married over thirteen years and going
through a difficult divorce made me focus on dif-
ferent goals: my three amazing children, my faith,
and my belief in the family traditions. I realized I
needed to restructure my work/life balance to bring

this focus even clearer.”

“I was now a single parent and knew and wanted to
spend more time with my three kids and build up
my relationships, as life and time were quickly fly-
ing by.” Relinquishing her goal of superintendency,

Susan went back to teaching for two years.

“Teaching had its benefits, but for someone like
myself who was used to a 70 hour work week, I was

stymied by my next career choice.”

Finding Real Estate Success

“And then I met my husband, who is the most
grounded and no-nonsense person in the world.
He basically said, “You're wasting your brain going
backward. Why don’t you try real estate at the

same time?””

Susan earned her real estate license in 2006. In her
first six months in real estate, she made the equiv-
alent of her yearly teaching salary. By month eight,
she equaled her salary as a principal. So after 23
years of teaching, Susan retired to take on real es-
tate full-time. Susan’s husband and three children

have always motivated her to keep finding herself.

Amazingly, Susan never worked for a corporate
real estate brokerage. She originally hung her li-

cense with a retired broker at Pacific Oaks Realty.

“At the time, it was unheard of that a single agent
would walk in and just open an office. But I never
thought of it that way. I have always projected ahead
and had a vision of where I wanted to be and how to
get there.”

Prior to Susan’s real estate career, Susan was trained

in hostage and control center negotiations by the State
of California. This training and the ability to read and
sense people and their needs gave Susan an advantage
in a down real estate market. This also allowed her to
specialize in short sales, and she was hired by other real

estate agencies for completion of their transactions.

In 2011, Susan earned her broker’s license and opened
Pacific Oak Real Estate Services. Her vision for
opening a second office was based on the continued
movement of clients from the Silicon Valley to South
Santa Clara County and San Benito County. With new
signage, a new logo, and new branding, Susan now has
a recognizable logo and digital footprint in all areas of

social media.

Values and Ethics

All these years later, Susan continues to draw on
her background in education. Her experience as a
teacher and principal continue to influence her work

in real estate.

“Our brokerage is based on professionalism, ethics,
and the knowledge of the contractual agreements
inside and out. Our clients drive our business with
referrals, and our expertise shows in our work ethic.
Every agent has to be knowledgable and able to
explain every part of the contract, disclosures and un-
derstand that ‘time is of the essence.” They are trained
very precisely. That’s one of the reasons for our high

success as a team.”

“Our brokerage is based on professionalism, ethics, and

the knowledge of the contractual agreements inside and

out. Our clients drive our business with referrals, and our

expertise shows in our work ethic.”

www.realproducersmag.com - 19
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Susan’s team of REALTORS® drive her to
become even better as a Broker/Owner. “I am
continuing to offer the highest level cours-

es, training programs, and technology to my
REALTORS®, as they deserve the best oppor-
tunities available to them,” Susan says. She
believes each of her REALTORS® is their own

business owner.

With a forward-thinking mindset and an ev-
er-present drive to succeed, Susan continues
to refine her vision and look ahead to the
future. “My mind is constantly thinking at
least two years ahead,” she explains. “Part of
the success of the brokerage is projecting five
years ahead and striving to be the best we

can be every day.”

Outside the office, Susan is passionate about
creating more time for her family and provid-
ing them with the lifestyle she has worked

so hard for. Her goal is to be able to focus

on what she does best and delegate the rest
-- leaving time for some of her other dreams,

like owning a home in South Lake Tahoe.

Community involvement is also central to
Susan’s life. Pacific Oak Real Estate Ser-
vices has developed an incentive program;
for every closed transaction, the brokerage
makes a donation to a charity of their cli-

ent’s choosing.

Golf has always played an integral part in
Susan’s life, and through her involvement in
the sport, she continues to give back to the
community. From Santa Clara to Monterey,
Susan has donated to organizations like the
Santa Clara County REALTOR®’s Founda-
tion and the Kelly Freitas Memorial Founda-
tion. This ties in strongly with Susan’s past
career in education and continued efforts to

contribute to her local community.

With over 65% growth in 2018, Susan and
Pacific Oak Real Estate Services continue to
build upon the solid foundation she laid all

those years ago.

“Starting as a full-time agent in 2007, I un-
derstood it wasn’t a get rich scheme, but a

foundation to build upon. I always have the

philosophy that the foundation of any busi-
ness or goal has to be the people you work
with and leverage of knowledge you impart to
others. I am proud of building the real estate
team we have, and the friendships made are
invaluable to me. Real estate shows a true
celebration and acknowledgment of success.
Our real estate team is based on those values

of support, encouragement, and celebration.”

?

“l always have the philosophy that the foundation of any business or
goal has to be the people you work with and leverage of knowledge you
impart to others. | am proud of building the real estate team we have,
and the friendships made are invaluable to me. Real estate shows a true
celebration and acknowledgment of success.”

www.realproducersmag.com - 21



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

PHOTOGRAPHY

VI DEO

WWW HYUNAHJANG.COM 347-840-1580
HJ@HYUNAHJANG.COM

GOOSEHEAD
. INSURANCE
AGENCY
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estate agents, coming
September 2020.
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P» game changer

Written by Zach Cohen

Jennifer Friess

Marcella Orli

Growing Organically

“We strive to create client relationships built on
trust and confidence. We stay in touch with clients
because we’re committed to you in the long term.
Passion, effective negotiation, communication and a

detailed marketing plan are what set us apart.”

200. That’s the number of tomato plants Jennifer
Friess and Marcella Orlita gift out to clients every
springtime. Jennifer, who has a passion for garden-
ing, grows the plants from seed at home in prepara-

tion for the summer.

“Our clients truly love it. They send us pictures
throughout the summer of the tomatoes in their

garden,” Jennifer shares with a smile.

Over the past 25+ Jennifer and Marcella have
grown their collective real estate business with the
same passion, patience, and care that it takes to

grow a garden.

Coming Together
“I think we have a nice balance of skills... What we
expect for our clients and out of our business is

very similar,” Jennifer Friess begins.

Seven years ago, Jennifer and her partner, Mar-
cella, began working at the same real estate office.

Marcella had come over from another brokerage,

24 - November 2019

and the pair became instant friends. Soon after meet-
ing, Marcella headed out on a month-long international

vacation and asked Jennifer to cover for her.

“I naively said yes,” Jennifer jokes. “I was running

around like a chicken with my head cut off for 30 days.”

Despite the sarcasm and the additional work she took
on, Jennifer was genuinely happy to care for Marcella’s

business. In the end, the arrangement seemed to work.

When Jennifer planned a vacation herself, she
knew exactly who to go to. Marcella was happy to
cover for Jennifer with the same level of care that
Jennifer offered her. The two began to realize they

were on to something.

a

“We run our businesses almost the same way,”
Marcella explains. “I'm learning we are old school.
If you give me your word, 'm counting on it. To me,
that’s my integrity. If I say I'm going to do some-
thing, I'm going to do it, even if it’s going to kill me...

That’s who we both are.”

Today, the pair have teamed up with Compass and
couldn’t be more pleased with the direction of their
business - personally, together, and as a part of the

ground-breaking brokerage as a whole.

Beginnings: Jennifer Friess

Prior to getting into real estate, Jennifer built her
career on a Silicon Valley staple: technology. But
when her first son came along, she left her work
in high tech and product development behind for a

new career as a mother.

Eighteen years passed. “When our third son was in
a middle school, I thought, “‘What am I going to do
when they are gone?’ I was a full-time mom for 18
years, but I always knew I would do something else.

I just didn’t know what it was.”

Jennifer wanted the flexibility to escape the nine-
to-five grind -- but she also wanted to be com-

pensated well. Real estate was the perfect fit. Her
husband’s family had been in the real estate world
for many years, so Jennifer had a sense of what it

took to be successful.

So in 2011, Jennifer dove into real estate, and she

never looked back.

Beginnings: Marcella Orlita

At 18 years old, Marcella and her husband left their
home country of Czechoslovakia for the opportu-
nity available in the United States. Landing in Cali-
fornia at 18 years old, she spoke very little English.
Yet, from the beginning, much the work she did was

related to real estate.

Marcella began as a leasing agent at an apartment
complex in Sunnyvale and moved her way up to
managing an entire apartment complex. She lived in

and managed the complex for a decade.

In 1997, Marcella made the decision to leave her
work at the apartment building and get her real

estate license.

“For me, it was always [about] the personal
touch,” Marcella says. “Maybe because I don’t
have a family here, my past clients became my
family. All my clients know my children from the

time they were babies.”

Built on Values

“The foundation of our partnership is we’re both on
the same page,” Jennifer says. “We do whatever it
takes to get our clients’ home sold or to help them

buy a home.”

“Whatever needs to be done, it’s the two of us,”
Marcella adds. “Whether you're selling a small con-
do or a multi-million dollar estate, you get the same

level of service.”

Jennifer’s greatest passion in the business is help-

ing people find not just a home, but their home.

“Your home is the safe place,” she reflects. “I want
people to have that feeling of security. I want peo-
ple to find that place they feel good about, that they
can live in, raise a family in, come home to after a

long hard day of work and relax.”

Marcella has a passion for educating her clients and
helping them find their way through the homebuy-
ing process. She prides herself on her straightfor-

ward approach, honesty, and integrity.

“I hold your hand from beginning to the end, but the
decision will have to be [made by] you,” she says

“I really believe in the clients doing the homework,
learning. I can guide them so they can make the

right decisions for their families.”

Whether they are growing tomatoes or growing
their business, both Jennifer and Marcella have
set out to succeed with the same vision in mind.
And together, they are helping others achieve their

dreams of homeownership.
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Exploring the World from an Ever-Changing Persepective

SOPHIE SHEN EXPLORING
THE WORLD FROM AN
EVER-CHANGING
PERSPECTIVE

Sophie Shen was work-
ing as a journalist in
Shanghai when she was
awarded the prestigious
Knight-Wallace Fellow-
ship from the University
of Michigan - a recogni-
tion for accom-
plished journal-
ists that offers
both a learning
opportunity and
a large stipend.
The opportunity
is truly unique,
offering an aca-
demic study year
at the univer-
sity to “deepen
knowledge, de-

velop new ideas,

learn new skills,
and address
challenges facing

the journalism P

industry.”

After majoring in international journalism and

spending four years working for Reuters in Shanghai,
Sophie eagerly accepted the chance to move to a new
country. After all, the ability to be mobile and explore
the world was one of her main motivations to become

a journalist to begin with.

“The reason I wanted to get into journalism because
I thought it would allow me to get into a lot of dif-
ferent places and industries. I had an international
mindset. My ideal mindset was to stay in a location
for a few years and then move on to a different

place,” Sophie explains.

The fellowship was the perfect opportu-
nity to make dreams a reality. And yet,
even Sophie would be surprised about the
path she would eventually follow. After
completing the fellowship, she returned to
Shanghai. However, she was ready for a
change, and journalism no longer seemed

to fit into her dreams.

EXPLORING THE WORLD,
ONE INDUSTRY AT A TIME
“I had a lot of dreams about what I wanted to
do in the future,” Sophie recalls. She ended up
going to business school, getting her MBA, and
landing work in the high tech industry. That’s
what brought her back to the U.S. for the second

go-around, this time to California.

Sophie has followed a unique trajectory, build-
ing successful careers in journalism, technology,
and now, real estate. To many, these industries
may appear to be dissonant, but to Sophie, it’s
all part of the journey of life. She knows that she
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can work in any industry, as
long as she puts her mind

and her heart into her work.

Sophie even spent a year
running her own wine distri-
bution business, exporting
organic, California wines

to China. “I knew nothing
about wine before,” she
laughs. “I visited wineries
and learned about wine, and
spent a year doing all things

related to wine.”

“As long as you figure out
what problem you want

to solve, you can always
figure out how to get there,”

Sophie explains.

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

S ey 2
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DOING WHAT SHE LOVES

The same curiosity and sense of exploration that

led Sophie to California eventually encouraged
her to become a real estate agent. “It’s actually
a coincidence,” she begins. “I was, at the time,
buying my first home. I ended up asking a lot of
questions. My friend asked if I was interested in
being a REALTOR®.”

And so, Sophie decided to dive headfirst into real
estate. That was 2008 -- a daunting time to enter

the business.

“Every year is better. A lot of people ask me,
‘What is the best time to do it?’ No time is a bet-

ter time,” Sophie explains.

So, what’s the secret? How can one person find
so much success in so many disparate corners of

the world? For Sophie Shen, it’s simple.

“Just do the things that you like. Before, I always
wanted to do the things that looked good. I worked for
the fancy companies... you think that’s the most inter-
esting place to go. But after all these years, I realize
these are the things I truly like. Real estate is what I
truly like.”

MAKING A DIFFERENCE

Sophie notes one of the big reasons she has fallen in
love with real estate is because of the way it makes her
feel. It’s personal. She puts her heart and soul into the

work, and it makes a difference.

“Most importantly, you do something that really

makes a difference in other people’s lives.”

“I work very hard,” Sophie explains. “I work hard

in the sense that I'm pretty much working Monday
through Sunday, every day. But I don’t feel tired. I've
been working like that almost 10 years.”

Sophie works so hard not out of need, but because she
loves what she does. She finds balance in life by know-

ing where to draw boundaries.

“You block time for family first, and what you want to
do first, and then the business side. Now I understand
this better. I like what I do, and it’s important, but I re-
ally want to spend time with my family... I used to pick
up calls during dinner or something. But dinner is the
time where we share lots of things together. So I put
away the phone and do it later. It’s one small step.”

Sophie still loves to travel, exploring different cultures
with a unique outlook and being able to return home
with a fresh perspective. But her favorite place to trav-

el? “California,” she says.

Teens,
Toddlers and
Babies

The stages of your
child's life can bring
health issues

Our doctors are pediatric specialized and
can help you when life is crazy

Chiropractors and Acupuncturists help
children with:

+ Cold and Flu - natural options for relief

+ Growing pains -+ Falls and injuries
+ Hormone issues + Sleep problems
+ Skin rashes + Stress

Contact us today to learn more about our Integrated Practice.
408-356-0270 ¥ Info@In-HealthClinic.com

LIGHT e JOY

ACUPUNCTURE INC

Call Eric Galpine for a

408-878-0007
Al % egalpine@acerelocation.com
merocation svstems: AHAS .\ AceRelocation.com

Moving you down the

street or around the'globe.
RESIDENTIAL | CORPORATE | STORAGE :
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FREE, no-obligation
moving estimate!
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tina.beaconidaho.com

TINA ALZAGA

(208) 391-3352

BECOMING A CHANGEMAKER

star on the rise €<

Written by Kasey Schefflin-Emrich
Photos by Hyunah Jang

Bobby Ohadi, a real estate agent with
Intero Real Estate, has been involved in
real estate since he was 15 years old; he
began working for his father’s con-
struction company while he was just a
high school student.

“I would sell hardwood floorings,
kitchens and countertops,” he explains.
“From there I started getting into
project management and started going
to the job sites and seeing how they
actually built a home.” Bobby started
working in the summer and then sched-
uled his classes so that he could work

during the school year too.

Ohadi eventually started selling
Real Estate in 2017.

By 2018, Bobby became one of the
top 500 agents in Silicon Valley. He
said his work ethic comes from his

days of playing soccer.

“I've been playing soccer since

I was four or five years old. I've
never been the best player on my
team, but I've always been the
hardest working one.” In high
school, Bobby would attend team
practices and also work on his

game outside of practice.

tina@beaconidaho.com | tina.beaconidaho.com
3525 E. Longwing Ln.#110 | Meridian, ID, 83642
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OHADI SAID
WHILE EVERYONE
IS LOOKING
FOR FINANCIAL
FREEDOM AND
FOCUSED ON
MATERIAL
THINGS, THE
LONG-TERM
GOAL SHOULD
BE CREATING
CHANGE AND A
POSITIVE IMPACT
ON SOCIETY.
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“If you're only practicing with your
team, you’re growing at that same
rate,” he said. “If you want to grow fur-

ther you have to go do it on your own.”

Bobby has always been very motivat-
ed and at a young age began selling
items as a method to get the things
he desired.

“Beginning at eight or nine years old, I
was always selling something to make
some money to get that game or toy

I wanted,” he said. “I’ve pretty much
sold everything you could imagine...
everything legal.”

One of the things Bobby sold was
iPhones.

“I would visit my family in Iran every
summer and when the iPhone first
came out they didn’t have them back
there,” he said. “I had an iPhone when
I was in middle school, and I took the

first one there, and people saw it and

thought it was amazing. I sold it right away. The
next year I went back I took three or four. Every

summer I would take more and more.”

Bobby’s strong work ethic, sales ability, and help
from great mentors led him to become a rising star

at Intero.

“I'm very blessed and thankful of everything I've
been able to accomplish, but this is just one piece of
the puzzle. What I want to accomplish is so much

more, and so much bigger.”

Ohadi said while everyone is looking for financial
freedom and focused on material things, the long-
term goal should be creating change and a positive

impact on society.

“I have a lot of family [in Iran], and I see the lack
of opportunity there,” Ohadi said. “Not just Iran

-- there’s so many other parts of the world that
don’t have the smallest things that we take for
granted... I'm lucky to be in a country like America
with endless opportunities. I'm obligated to be able
to do something, to create change, to help impact

people’s lives in a good way.”

To make that goal a reality, Bobby is taking it one day
at a time.

“I have to keep myself accountable to make sure that
every day I'm improving and moving forward,” he
said. “A goal this big takes time and requires a lot of

hard work.”

Bobby said he has to make sure that he always has the
big picture in mind and have faith that everything will

fall into place.

“If you believe in what you’re doing, there’s no reason
why it shouldn’t happen,” he said. “The only thing that
is stopping us from succeeding, or not allowing us to
do what we are supposed to do, is ourselves. If we
believe that we’re able to achieve anything we want,
and we actually go after it, then there’s nothing that

can stop us.”

While Bobby said being in real estate means his work

life and personal life is mixed together, he loves it.

“I don’t ever feel like I'm actually working, so I don’t
feel the need to take a vacation,” he said. “I create

a lifestyle that works for me that I enjoy every day.
That’s why I can keep going and going.”
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FROM PROFESSIONAL FOOTBALL
PLAYER TO TOP-SELLING AGENT:

P> profile

Written by Jessica Frere | Photos by Hyunah Jang

Long before he earned the highly-coveted real estate

agent ranking of Top 1% in the Nation, and prior to

generating over $1 billion in sales, John Faylor was quickly

taking another career path by storm: professional athlete.

Throughout his high school and college
years, while many of his peers were
undecided about their post-graduation

ambitions, John was resolute.

“The one thing that I did know that I
wanted to do was play pro football,”
says John.

With athletic prowess and a nose-to-
the-grind work ethic on his side, he
eventually turned that dream into real-
ity. After graduating from Santa Clara
University in 1985 with a degree in mar-
keting and finance, John was recruited
to play as a safety for the San Francisco
49ers and remained with the team from
1986 through 1987. However, when his
football career eventually ended, the
door opened for him to pursue a more

sustainable, long-term career path.

The Path to Real Estate

John soon went to work as a sales representative for a title
insurance and settlement company and, as part of this role,
delivered commission checks to real estate agents after
closings. Slowly, he began learning the ins and outs of both
the title and real estate businesses and developed a passion
for sales. When several real estate broker acquaintances
suggested that he consider getting his real estate license, he

was intrigued.

“I thought to myself, ‘Okay, if these people can sell, I can
sell, right?’” shares John.

THE RISE TO

Shortly thereafter, he took the plunge and obtained

his real estate license, hanging it with a small,
Cupertino-based brokerage. Ample mentorship and
training opportunities helped him to grow his book

of business quickly.

John soon transitioned to a larger, franchised bro-
kerage and eventually to Coldwell Banker, where
he leveraged his vast personal network and the
company’s name recognition to secure the lucrative
transactions he had been chasing. However, when
the opportunity arose to team up with the boutique
Sereno Group, John couldn’t refuse. He quickly
made the transition, one that he hopes will be the

final of his career.

REAL ESTATE SUCCESS
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John’s attraction to the Sereno Group was twofold: not
only was he drawn the company’s top-notch roster of
founders, leaders, and agents, but he was offered the
chance to head his own team, a challenge he started pre-

paring for back in his professional football days.

“I was a really good athlete. But more importantly, I was
one of those guys who was extremely enthusiastic all the
way through my sports career,” says John. “Although I
had great individual success, I would say that my best
attributes were my enthusiasm and my team play. I was
always on teams, and I was fighting for my teammates

and playing for my teammates.”

Keys to Success

Alongside his collaborative, team-centric approach to real
estate leadership, John credits his business success to
several other personal strengths, starting with his unwav-

ering self-motivation.

“I've been extremely self-motivated my entire life,”
shares John. “I still work out every day. I'm clean. I'm
one of those guys who’s a little bit OCD. But I would say
that my self-motivation has served me well, especially in
our industry because you’ve gotta bust in; otherwise, you
don’t get paid.”

HANHAN

COMMERCIAL GROUP

COMMERCIAL
REAL ESTATE
SALES & LEASING

OFFICE - INDUSTRIAL
RETAIL - MULTI FAMILY

D)
COMMERCIAL
REAL ESTATE SERVICES

CSR &1 4

JONATHAN HANHAN

408.909.0998

HANHANCRE.COM
CALBRE# 01800203
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“| was a really good athlete.
But more importantly, | was one

of those guys who was extremely

enthusiastic all the way through
my sports career.”

To complement his drive, John boasts a customer service
experience rooted in honesty, respect, and genuine concern
for his clients’ best interests, qualities that have propelled his

business towards a predominantly referral-based model.

“When I started in real estate I had just one goal in mind, and
that was to do the best possible job I could for these people,”
says John. “And that’s all I’ve done. I’ve never diverted from
that. I never really considered the money. I was always about
doing the right thing.”

However, it’s perhaps John’s vast experience spanning all
facets of the real estate industry that continues to provide the
most value to his clients. Along with his residential buying
and selling know-how, John has personally built 60 homes
and has acted as the general contractor on numerous full
residential remodels. He also specializes in divorce, probate,
and living trust real estate, an emotion-charged niche that he

navigates with ease.

Family, Friends, and Community
In spite of his myriad of professional accomplishments and acco-
lades, John ultimately gives his supportive wife, Meg, the praise

for his thriving career.

“My wife is just an unbelievable woman,” boasts John. “She takes
good care of the family, so it makes it easy for me to be motivated
to take care of her and the kids.”

Between the couple’s five chil-
dren, ranging in age from 8 to

27, alarge extended family, and

a robust circle of friends, John
enjoys a vibrant, albeit busy, per-
sonal life. In addition to regular
family dinners and gatherings,

he consistently carves out time
to connect with long-time high
school, college, and pro football
friends, hosts a weekly Mon-

day night poker game (15 years
running), and previously coached
Saratoga High School’s defensive football team for eight years (in
addition to Little League baseball and basketball).

/\TRIUMPH

Your go-to industry expert on Rehab,
Bridge and Ground Up Construction

loans for real estate investors.

REHAB SMALL BALANCE

Fix & Flip Commercial

i

Top all of that with an extraordinary career, and it’s clear that,
for John Faylor, a lifetime of hard work, determination, and a

passion for serving others has paid off tenfold.

Enabling real estate investors and
their growth with a fluid approach
to the asset-backed private money
lending industry.

Joe Lima
Director of Originations
I (408) 450-9054

(877) 353-1099

@triumph.capital

afinancingflippers

Acquisition Construction
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Nicole Santizo

Vice President of Mortgage Lending | Guaranteed Rate

rowing up in Silicon Valley,
Nicole Santizo was exposed to
entrepreneurship early on. Both
of her parents were early pio-

neers in the Valley -- her mother,

a Vice President of Human Resources and her

father a Vice President of Manufacturing.

“My mom was one of the early female VPs in

the Silicon Valley,” Nicole reflects. “I really saw

her excel. What she was able to accomplish at a
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time where that was very, very rare -- balanc-
ing a family and her responsibilities at work

-- she really inspired me.”

Nicole remembers her intrigue with business
conversations at a young age. She considered
herself an old soul, always fascinated by adult
conversation, what was being discussed at
dinner parties, and the ideas being hashed out

on the back of napkins.

‘When Nicole graduated from
college, it was no surprise that she
jumped into the world of business
and technology. Here, she built a
successful, decade-long career. But
after ten years in corporate tech-
nology, Nicole’s entrepreneurial

nature came knocking at the door.

Bridging the Gap

“I was longing for more autonomy
and greater creativity than the
corporate world was offering,”
Nicole recalls. “In tandem, I was
investing in real estate on the side.
It was something I was very inter-

ested in and becoming more and more passionate about.”

Around the same time, a friend joined a top mortgage company
and suggested that Nicole look into becoming a lender. She felt it
would marry her interests and skills perfectly. “It was something
I never thought of,” Nicole admits. “I was introduced to a top

mortgage company, and the rest is history.”

Though Nicole isn’t in the technology world on a daily basis
anymore, the people working in tech are now her clients. Her
experience gives her a unique opportunity to connect and relate

to her clients.

“Clients in the Bay Area are extremely sophisticated and have very
high expectations. Coming from their world, I empathize with
where they are coming from and am able to curate personalized

financing solutions that position them to accomplish their goals.”

Guaranteed Rate

Nicole has now been in the mortgage industry for almost two
decades. For the bulk of her career, she was a senior loan officer,
working for a bank. Now with Guaranteed Rate, she’s with one of

the largest mortgage banks in the country.

“The benefit of the move away from the single source platform of
a regular bank is that in addition to all the direct lending capabil-
ities I have, I now have the ability to broker. We have 50-some-

thing different sources. There’s not a loan scenario I don’t have a

home for,” Nicole explains.

Nicole sees the growing use of technology as a powerful shaping
force for mortgage originations. With proprietary, time-saving
tools and an abundance of mobile apps, Guaranteed Rate has
been on the leading edge of the digital mortgage. As a direct lend-
er, Guaranteed Rate can offer often-necessary fast turnaround

times in the high-paced Silicon Valley environment.

“One of the keys in our market is
everyone wants a direct lender
that can close fast, fast, fast. The
first question is always, ‘How
quickly can you close?” We are a
direct lender and fund every loan
ourselves. We have an incredibly
fast turn time and pre-underwrite

our files.”

Nicole is highly relational and has
a fierce work ethic. The level of
excellence she is committed to is
rare and shows up when you talk
to her many satisfied clients. She
has also forged long-term success-
ful relationships with many of the top real estate agents in the
country by delivering an unparalleled client experience and ensur-
ing all transactions are closed efficiently and on time. Top agents
continue to seek her out for her depth of expertise and ability to

bring the best out of everyone involved in the transaction.

Beyond the Office
Nicole and her husband, Luis, have a 13-year-old son and an
11-year-old daughter. The pair keeps Nicole on her toes, and she

loves every minute with her children.

“We love to travel together. We're adventurous and love biking,
hiking, and other outdoor sports. We have a dog named Cooper
that we absolutely adore. Having remodeled several homes, the

whole family enjoys home improvement design projects.”

Nicole stays intimately involved with her church and community,
and has a clear vision to raise her children with the mindset of
serving others. She strives to keep her faith present in every-
thing she does and remains humble in the midst of great success,
gracious towards herself and others, and full of integrity in an

ever-shifting business environment.

Nicole is involved in GROW (Guaranteed Rate Organization of
Women), an organization founded to elevate women in the mort-
gage industry through mentorship. “Only 24% of the top perform-
ers of our industry are women,” Nicole says. “We’re trying to
open more opportunities and create an environment for women
to thrive. We are going to pour into women in a powerful way
where they can have meaningful breakthroughs in their careers.”
GROW fits perfectly into Nicole’s faith-based outlook on life. For

her, it’s all about being generous with her success.

Future Outlook

As Nicole Looks to the future, she remains committed to deliv-
ering distinctive financing options that align with Silicon Valley
home buyers’ needs. Her team of talented professionals is growing
and continues to elevate their game to ensure her valued clients

and referral partners always feel like her number one priority.
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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.”

ANITA BARCSA

PHOTOGRAPHY

KIRSTEN REILLY,
Broker Associate, Compass

SPECIALIZING IN FAMILY, NEWBORN, CORPORATE
HEADSHOTS & LIFESTYLE PHOTOGRAPHY

i

David Ross
408.206.8444 cell
408.356.1240 office

Natural License #535214

Brldges DavidRoss@NaturalBridgesLandscaping.com

LaNDgcArIiNe Www.naturalbridgeslandscaping.com

Skip the appraisal and save.

Introducing Macaw, Guaranteed Rate’s Appraisal Waiver Eligibility tool.

Macaw is Guaranteed Rate’s newest tech breakthrough, allowing you to instantly check if any of your listings are eligible for an appraisal
waiver. By skipping the appraisal process you can:

Close faster Eliminate the appraisal fee Make your listing more desirable

Macaw instantly provides a preliminary assessment on whether you need an appraisal for select loans.

Home purchase or refinancing transactions only 80% Loan to Value/Total Loan to Value option limit

QUALIFICATIONS: 1-unit, including condos Primary Residence or second home

Macaw appraisal waiver eligibility requirements vary by investor and state and may be subject to additional restrictions. Subject property must not have or be required to obtain an appraisal by law. Cash-out refinance’s, property
values over $1M,manufactured homes, coops and others are not eligible for approval. Please contact your Guaranteed Rate Loan Officer for full list of ineligible loan types. Applicant subject to credit and underwriting approval. Not
all properties will be approvedfor Macaw appraisal waiver. Not all applicants will be approved for financing. Contact Guaranteed Rate for more information and current rates. Any finding provided through API is a preliminary finding.
Final appraisal waiver eligibility shall beprovided once a mortgage application is submitted to a Loan Product Advisor.

NICOLE SANTIZO vprof Mortgage Lending guaranteed Rate

Call me and find out whether your listing qualifies.
167 S. San Antonio Rd. ‘ Office: (650) 584-0958 ‘ Rate.com/nicole

Suite 16, Los Altos, CA 94022 Cell: (408) 499-1270

TOOMM== [5ARS:  CHAIRMAN'S (8) CIRCLE

*Source: $102 million volume, or 133 loans funded with Guaranteed Rate in 2018, according to internal loan production reports.

nicole.santizo@rate.com

ANITA BARCSA

@EQUAL HoUSING LENDER Nicole Santizo NMLS ID #582907; CA - CA-DBO582907 - CA-DB0582907 | Guaranteed Rate NMLS ID #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) CA - Licensed by the
Department of Business Oversight, Division of Corporations under the California Residential Mortgage Lending Act Lic #4130699

(650) 218-9606

ANITA@QANITABARCSA.COM - ANITABARCSA.COM
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