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Heating Services
is to provide finished 

work that lasts, is 

well-built, and meets or 

exceeds expectations. 

We constantly strive 

toward a very high 

standard of honesty and 

integrity, and we ensure 

that our employees 

adhere to this standard in 

every job they complete 

for our customers. 

Whether you need 

general maintenance or 

emergency services, you 

can count on us to solve 

your problems quickly.

OUR
MISSION 

Plumbing Services

Air Conditioning Services

650-257-2243 | info@sphac.net | www.sphac.net
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www.opesadvisors.com | 750 University Ave, Suite 275 | Los Gatos, CA 95032

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

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

Call me today to schedule a complimentary evaluation.

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

Help when you make
the most important
financial decisions

of your life.

Bryan Russell
Branch Manager | Sr. Mortgage Advisor
NMLS 229012

408.357.7812
408.655.5835 mobile
brussell@opesadvisors.com

OUTSTANDING VENDORS
A R E  Y O U  W O R K I N G  T H E  B E S T  I N  T H E  B U S I N E S S ?

Do you work with an OUTSTANDING vendor? Insurance, HVAC, Plumbers, Insurance Agents, Inspectors are just to name a few.   

We want to hear about them. Real Producers is always looking for the best in the business that are working with Top Realtors to 

become our Partners and let us help them grow and stay top of mind with agents. 

BELOW ARE A FEW TRAITS WE ARE LOOKING FOR IN OUR PARTNERS:

Great Communication  |  Working with Top Agents  |  Reliable & Professional   |  Excellent Customer Service

Looking to Grow Their Business  |  Knowledgeable of their skill

We want to meet them, shoot us their name, email and cell. Only the best of the best! 
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THE BIG EVENTTHE BIG EVENT
CONNECTING • ELEVATING • INSPIRINGCONNECTING • ELEVATING • INSPIRING

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

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

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

NOMINATE A SPEAKER: 

R P S P E A K E R S . C O M
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Publisher’s 
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Mitch Felix

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. 
Therefore, neither N2 Publishing nor the publisher may be held liable or responsible for business practices of these companies. NOTE: When community events take place, 
photographers may be present to take photos for that event and they may be used in this publication.

If you are interested in contributing or nominating a REALTOR® for certain stories, 
please email us at Mitch@SiliconValleyRealProducers.com.
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Did you know email was invent-
ed in 1971?

It was initially intended as a re-
placement for the written letter. 

A few weeks back, I took two 
weeks away for my honeymoon. 
And left my computers at home. 

I didn’t check emails once. And you know what happened? Noth-
ing negative. That is mostly because, over the last 10 years, I have 
built a team that is efficient on their own. I realized I never gave 
them a shot to get on the field.

I was in the way.

At a most recent count, I am the admin on 12 different email 
addresses across five businesses I run. That had led to up to three 
hours spent in emails every day for seven days a week. It’s some-
times more.

Here is the list of each dedicated account:

Real Producers team communication
Corporate Real Producers account
Silicon Valley Real Producers branded account
San Mateo County Real Producers branded account
Virtual assistant for Real Producers

Officer manager for Real Producers

Apple mail 
Family
Upcoming book
Gifts business (6,000+ clients still reorder)

TECHNOLOGY 
IS KILLING 

RELATIONSHIPS

Assistant for gifts business
Architectural firm (I am the COO for EPIC Architecture)

Now, I am taking a stand. If you have emailed me recently, you’ve 
seen the following auto-responder:

“Due to in-person commitments and deadlines, sadly, I am unable 
to read or respond to most email. Please don’t be offended, as this 
is true even for close friends.”

This comes with the information for all of my team members. 
Seventeen in total now.

I also added a link to my schedule with many blocks of time to 
speak with you directly. The first week back, I implemented this 
process, and I had the longest conversations I’ve had in years. 
They were rich. They were deep.

It was lovely.

If we need to communicate…let’s do it.

Email is cold.

It’s not a conversation…

I am going to walk the talk, and I am going to be in person or on 
the phone building relationships.

If you have any concerns or insights…let’s talk about it.

Https://calendly.com/mitchf/call

408-310-2280

By Mitch Felix

publisher’s note

Mitch Felix, 
Founder & Publisher

Anita Barcsa,
Photographer

Amy Felix,
CFO

Hyunah Jang,
Head Photographer

Steve Dikeman
Content Director

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

Nick Ingrisani,
Writer

Kasey 
Schefflin-Emrich, 

Writer

Dave Danielson, 
Writer

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

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

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

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

Whoever
said looks
don’t count?

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

www.stagethis.net

Visit our website to schedule
your Free Consultation!Stage

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 

Bill Phillips 

(408) 993-9133 

Opes Advisors 

Bryan Russell 

(408) 655-5835 

OpesAdvisors.com/about-us/our-team/

bryan-russell/ 

PNC Bank 

Jeff Rhodes 

(408) 307-2215 

Tim Palacios 

(650) 450-2032 

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 

APPRAISALS — RESIDENTIAL 

Solid Impressions Appraisals 

Eddie Davis 

(408) 823-0625 

SolidImpressions.com 

ARCHITECTURE EPIC 

Architecture 

Amy Felix 

(925) 353-0363 

BuildEverythingEpic.com 

COMMERCIAL REAL ESTATE SPE-

CIALIST 

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 

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

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

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

these businesses and thank them for supporting the REALTOR® community!
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WAYS A COMPANY 
CAN SPEND  $3 MILLION:

TO LEARN MORE, VISIT N2GIVES.COM

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

UPGRADE THE
OFFICE WITH 
FANCY FURNITURE  
AND GADGETS

GIVE THE 
C-SUITE A
NICE RAISE

BUY A 
PRIVATE JET

ENABLE THE RESCUE 
OF THOUSANDS OF 

HUMAN TRAFFICIING 
VICTIMS WORLDWIDE

P
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E
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A
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T
N

E
R

S REFERRAL AGENT 

EPIC Realty 

Tina Alzaga 

(208) 391-3352 

Tina.HomesByEpic.org 

SIGNS 

Sign Gypsies – San Jose 

Judy Pfaff 

(408) 785-8755 

SignGypsies.com 

STAGING AND HOME DESIGN 

Encore Staging Services 

Vanessa Nielsen 

(408) 800-1566 

EncoreStagingServices.com 

HomeScape Designs 

Sara Arlin 

(408) 460-1975 

HomeDesignScapes.com 

Stage This! Stage That! 

Laurie Piazza 

(408) 930-1986 

StageThis.net

PLUMBING, HEATING & A/C 

Shepherd’s Plumbing, Heating, 

and A/C 

Bill Shepherd 

(650) 257-2243 

SPHAC.net 

PROPERTY MANAGEMENT

Intempus 

Eugene Korsunsky 

(408) 320-5504 

IntempusRealty.com 

Marquise Property Management 

Ursula Murray 

(408) 354-0535 

MPMSV.com 

Presidential Property Management 

John Adams 

(408) 442-7690 

PresidentialPM.com 

REAL ESTATE 

PROMOTIONAL SERVICES 

REPS 

Jeff Crowe 

(408) 871-8586 

REPSweb.com 

MOVERS 

Ace Relocation Systems Inc 

Pete Pfeilsticker 

(408) 309-9456 

AceRelocation.com 

PAINTING 

Ernie’s Quality Painting 

Ernie Maldonado 

(408) 401-0006 

PHOTOGRAPHY 

Anita Barcsa Photography 

Anita Barcsa 

(650) 218-9606 

AnitaBarcsa.com 

Hyunah Jang Photography 

Hyunah Jang 

(347) 840-1580 

HyunahJang.com 

Photography By Busa 

Brandon Busa 

(408) 891-5642 

PhotographyByBusa.com 
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PARTNER YOURSELF WITH
THE REAL PROFESSIONAL

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

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

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

19925 Stevens Creek Blvd, Suite 100
Cupertino CA 95014

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

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

A WARD WINNING REPUTATION

F AIR & COMPETITIVE PRICING

S OPHISTICATED STYLE WITH

ON- TREND FURNISHINGS & DÉCOR

CONTACT US TODAY FOR A COMPLIMENTARY QUICK QUOTE

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

Bay Area Staging and Interior Design

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

Quicker Sales  •  Higher Values
Improved Curb Appeals

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

Let us know how we can help you!!

BAO LE
BAO@BAOSSDIGITAL.COM

(408) 475-8132
WWW.BAOSSDIGITAL.COM

FREE TRAINING!

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

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

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

A N I TA  B A R C S A

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

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

THE GALLI
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With the demands of their work usually extending 
into the evenings and weekends, The Galli Team 
makes sure to find the time to take care of them-
selves and their families along with taking care of 
their customers. They each cherish the time spent 
at home and are more than willing to pick up the 
slack for the other members of the team as needed. 

The Galli Team defines true teaming, and the 
results are staggering. According to the Wall Street 
Journal, Michael Galli was ranked in the top 250 
agents in the United States for 2017. Currently, he 
is in the top one half of one percent of the more 
than 1.3 million real estate agents nationwide, with 
2017 and 2018 sales volume totaling over $80 mil-
lion per year.

Yet, sitting down with Michael and his team, the 
statistics were never mentioned. Instead, they each 
talked extensively about the focus on serving their 
clients. “We are very honest and straightforward 
with our clients in every way,” Michael says. “They 
are trusting us to help them with a major life de-
cision, and we take that very seriously. We’re also 
constantly looking for ways to improve our clients’ 
experience. Not following trends or fads, but look-
ing for ways to anticipate what clients will want, 
and providing that in an exceptional way.”

Individually, they bring distinct strengths and expe-
rience to the table. Collectively, they are a well-
oiled organization, allowing integrity to drive their 
business forward. 

MEET THE TEAM

MICHAEL GALLI
“Integrity is the foundation,” Michael states. “We 
treat all of our clients as close family. It’s a source 
of endless joy for me to work with the clients and 
help them make good choices. Also, I have been 
fortunate to assemble a superstar team, and that 
makes it all work smoothly.”

Prior to becoming a real estate agent almost 10 
years ago, Michael Galli wore many hats pro-
fessionally. His first career was as a Wall Street 
stockbroker. He went on to own a fitness training 
business, work in internet marketing, and owned 
and operated a large home staging business along 
with his wife, Ann. A throughline in all of Mi-
chael’s work has been his lifelong commitment to 
exceptional service. Today, he feels fortunate that 
his desire to provide service is aligned with his 
truest passions.

“I love houses,” Michael exclaims. “Homes, ar-
chitecture, fixing them up, remodeling. I’m really 
passionate about it.” 10 years ago, when Michael 
and Ann were about to have their second daughter, 
they decided to sell their successful home staging 
business. At the time, Michael was concurrently 
working as a mortgage lender. 

“I was successful at it, but the work was like eating 
sawdust to me,” Michael laughs. “I just had no 
passion for it.” As he watched his friends that were 
real estate agents, he looked on with a sense of 
envy. “I thought, ‘That’s where all the fun is.’” Mi-
chael understood what he needed most; he cut the 
cord to his mortgage business and began to build a 
real estate business from scratch.

“At age 48 with a stay-at-home wife and two kids 
in private school, I jumped into this. It was a big 
risk for me, but I knew from my first day here that 
I did the right thing. It’s like trying on new clothes. 
When you put something on and feel, ‘Ah, this is so 
much better.’”

Michael’s real estate work originates from a deep 
source of passion within. It’s what keeps him 
healthy and thriving, year after year. “It’s been nine 
years, and I feel like I just got started. I’m never 
bored. It’s creative, strategic, ever-changing, and 
we help people a lot.”

With a shared passion for life, Michael Galli and 

the Galli Team are aligned in their pursuit of the 

sweetest joys in life; integrity, customer care, quality 

of life, teamwork, and flexibility rank at the top of 

their list of values. Though they work hard, Michael 

and the team are the types to take a midday break 

for a long swim or an hour of tennis. “We support 

each other to have a balanced life,” Michael 

explains. “Work hard and play hard.”

Written by Zach Cohen

cover story

HEATHER GREEN
Prior to her career in real estate, Heather Green 
worked in advertising. She had the opportunity to 
travel around the world and loved her work. While 
it was enjoyable, “it wasn’t a mom career,” she 

explains. “I always had a personal passion for real 
estate. It seemed like an obvious next step for me,” 
Heather says. 

Heather brings her extensive marketing and ad-
vertising experience with her to The Galli Team, 
leading the charge to manage listings and market 
the team. With a passion for understanding what 
motivates her clients, Heather has a unique ability 
to be able to empathize and serve.

“It’s such a rewarding career…to have these [clients] 
who are so grateful.” The struggles and joy of work-
ing with a family to get them into a new home bring 
the greatest satisfaction. “We do it every day. There’s 
always a risk of becoming jaded and not empathetic, 
but we really try to put ourselves in their shoes.” 

Since joining the team in 2017, Heather has fallen 
in love with the overall team approach. “A big part 
of this team is taking it beyond the transaction, 
keeping in contact with our clients,” she explains. 
“We’ve barely begun.”

PATTI SMITH 
Patti is the newest addition to The Galli Team. Born 
and raised in the Bay Area, she brings a vast back-
ground in sales, sales support, and recruiting. Patti 
recently made a career change into real estate as it 
has long been an interest and passion of hers. 

Outside of work, Patti enjoys spending time with 
her family, cooking, and novel adventures. “I am a 
people-person by nature and enjoy supporting oth-
ers for the success of the team,” Patti explains.

JAN VARGAS
A native of the Bay Area and a licensed assistant 
with over 25 years of real estate experience, Jan 
Vargas has been working with Michael since he was 

newly licensed. Their synergy is apparent. “She’s 
the epicenter of what we do,” Michael explains. 
“She holds down the home base and coordinates 
the effort.” 

Everyone credits Jan with making sure that no de-
tail is overlooked. “When I began to get quite a bit 
of business going, I realized my weakness was the 
administrative side,” Michael recalls. “Fortunately, 
Jan agreed to work with me. I honestly don’t think 
I would have made it in the business without Jan.” 
While Jan grew up in San Jose and Santa Clara, 
she’s now working remotely for The Galli Team.

“I love helping people,” Jan says. “I feel like every 
offer we write is my own...I want every one of them 
to be successful. It’s almost like a motherly thing.”
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2542 South Bascom Ave, Ste. 130, Campbell, CA 95008 
Branch NMLS# 937156 | CORP NMLS #237341

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

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

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

build your dream home? 

Contact me today! 

RENTAL & LUXURY 
HOME MANAGEMENT 

IN THE BAY AREA

Providing Efficient, Dependable and Economic solutions.

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

“The perfect match”.

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

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

Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

Want a copy of your article or 
full magazines that you were 
featured in?  
REPRINTS

What the heck is a reprint? A reprint is a four-page or eight-page, 
magazine-quality grade paper with your full article and photos 
and you on the COVER of the publication.

WHY DO I NEED THOSE?

•	 These reprints are a professional marketing tool that can help 
brand you, your team and/ or your business.

•	 Use on listing appointments
•	 Send out to friends and family
•	 Sent to clients with your holiday greetings
•	 Brokers, use when farming your favorite neighborhood

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING CORRECTED ON MY 

ARTICLE?

No worries! We can make any changes needed. We send you a 
proof, you approve it and they are sent to you via FedEx.

WHO CAN BUY THESE?

The REALTOR® that was featured, the Broker or family. Anyone 
that wants to promote you.

HOW DO I ORDER?

Email Mitch.Felix@RealProducersmag.com.

print me more!

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

S A N  M A T E O  C O U N T Y

A U G U S T  2 0 1 9

Photo by Photography by Busa

PHIL
CHEN
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I eventually dropped off, while my 
friends became professionals. In their 
Thrasher Magazine interviews they 
would say things like, ‘I used to skate 
with Phil Chen, but he quit.’ I will 
never forget that.”

“I remember I took a few years off 
and when I was in college, I regretted 
not turning pro,” Phil admits candidly. 
“I told my parents, ‘I’m going to regret 
this my whole life. I’m going to quit 
school and go pro.’ But I never did it. 
And I am going to regret it my whole 
life. I was too young to enjoy or see 
what the potential would be.”

Despite the sense of loss from a 
skateboarding career that never was, 
Phil’s path has led him to great things: 
first, a career in fitness, and now, a 
blossoming real estate business. He 
still takes lessons from his early years 
on a skateboard with him every day.

With the nature of a skateboarder, 
Phil remains willing to take chances 
when the time is ripe. “I’m constant-
ly rolling the dice and taking risks 
and chances. That’s my nature. I’m 
not conservative work-wise. I’m al-
ways going to take the leap of faith,” 
he explains.

“The lessons I learned from skate-
boarding -- it was determination. 
Living, sleeping, breathing what you 
do, it becomes natural and instinctive. 
In a little way, I got a taste of what 
being an elite athlete was like. I could 
go to sleep, dream a trick, and do it 
the next day. I tell my kids now, try to 
be the best at whatever you do.”

In college, Phil delved into another 
physical pursuit: fitness. He studied 
exercise science with a minor in 
holistic health and Chinese medicine. 
He’d go on to attend graduate school 
for physical therapy and aspired to 
open an east-west clinic for peak per-
formance, combining his knowledge 
of Chinese medicine with his under-
standing of western techniques. 

“But before I did that, I cashed out my 
credit cards to open my own gyms, 
and that’s where I got the most train-
ing for real estate.”

In the fitness world, Phil learned the 
service business. It was a natural 
segway to shift from personal fitness 
training to luxury real estate. “It’s the 
same thing,” Phil explains. “Fitness is 
an art backed by science. Real estate is 
an art backed by quantitative analysis.”

During his years as a gym owner in 
the San Francisco financial district, 
Phil was also able to (unknowingly) 
begin to build his real estate client 
database. Phil’s private personal 
training studios catered to Fortune 
500 CEO’s, bankers, brokers, lawyers, 
and other affluent clientele. 

“I was just in my gym, working and 
hanging out,” Phil says, tellingly. 
Eventually, some of Phil’s clients 
became his business partners. “They 
would buy real estate, and I would 
manage it. I had no money back then. 
That’s how I got my feet wet.” 

By 2006, Phil realized it was time to 
make a choice. With one foot in the 
fitness world and the other in the real 
estate world, his attention was divid-
ed. As he admits, “I was half-assing 
[real estate].” 

“I had to choose. I took the leap of 
faith and got into real estate full time 
in ‘06.”

In 2006, Phil experienced success, 
but the downturn of 2007 through 
2009 would make him think twice 
about his decision to dive into real 
estate. “I thought, what am I doing? 
Those were rough years.” But instead 
of getting discouraged, Phil doubled 
down on his commitment. 

“I am an eternal optimist… I always 
think the sky is blue and it will work 
out. There are often times of high 
stress, but for the most part, I always 

feel Everything’s Gonna Be Alright 
(Quoting the Bob Marley song).”

Phil opened his own boutique broker-
age, Sybarite, without ever working 
for a larger brokerage, using the 
knowledge he accrued mainly on his 
own through his family’s investments, 
observation, intuition, and experience. 
By 2010, he put himself on the map 

as a top real estate agent in the highly 
competitive area of Hillsborough.

Coming to Compass from Sybarite, 
which he operated and ran for the 
better part of a decade, has given Phil 
a unique perspective on the state of 
the local real estate market. “Com-
pass is a unique speeding freight train 
right now,” Phil comments. 

“I’m fortunate to have had three careers 
that I was passionate about, became 
really good at and made into careers.”

Regardless of the brokerage where he 
hangs his license, Phil knows his rep-
utation is what carries him to success. 
“People trust me. Reputation is so 
important over any deal or commis-
sion. That’s the reason am usually one 

of the first choices amongst so many 
talented agents in the Bay Area.”

Phil stays motivated by staying 
humble and continually striving to 
improve in all aspects of his work. 

“I’m still hungry, so watch out.”
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CHEN
From the Street Skate to Real Estate Sales: Continuing to Take the Leap of Faith

By Zach Cohen

Photos By Brandon Busa

Rewind to the early 90s: an era of 
post-grunge and punk music, the raw, 
edgy upswing of the street skate-
boarding mecca of San Francisco. 

As a native San Franciscan teenager 
growing up in the Bay Area, Phil Chen 
was already making waves in the 
skateboarding world. He was not only 
a competitive skateboarder, but was 
nationally ranked, and one of the top 
sponsored amateurs in the nation. He 
skated alongside legends such as Tom-
my Guerrero and Christian Hosoi.

“I was fresh off a second place finish 
in a national contest and probably 
a year from turning pro when I was 
15,” Phil recalls. “I would come home 
from school, do my homework, and 
then have to practice to live up to my 
sponsors’ expectations.”

Despite his love for skateboarding 
and the massive success he had 
achieved, the obligations became too 
much for a 15-year old that was just 
coming into his own. Phil admits -- it 
started to feel like a job. Sponsors 
and commitments overtook his love 
for the sport. 

“When I got my driver’s license and 
girlfriends, it became harder to skate. 

phil
“This is the key: if you want to be 
good at something, you have to 
eat, sleep, and dream it.”

cover story
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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)
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MAKING EACH MOVE 

UNIQUELY SUCCESSFUL

No two homes are exactly the same. 
In the same way, each time a family 
prepares to change addresses, Ace 
Relocation Systems gives their move 
the quality consideration and custom-
ized attention it deserves.

Pete Pfeilsticker is general manager 
of the company’s San Jose branch. 
He lives in San Jose with his sup-
portive wife, Christine, and three 
active children.

As Pete says, there are no off-the-
shelf solutions at work here.

“We’re not Amazon. Everything we 
do for our customers is a custom or-
der,” he explains. “It’s not a matter of 
just putting a post office box in front 
of their house and delivering to it. 
We’re not working with moving just 
one package. It’s everything a family 
has. And it’s all going.”

As Pete says, he and his team take 
particular satisfaction in that fact.

“A big part of the passion I have for 
this work is we’re not working on an 
assembly line. It’s always different. 

Pete Pfeilsticker

Written by Dave Danielson

Photography by Hyunah Jang

partner spotlight

We’ve got processes in place to help organize things 
and make sure everything that leaves one location 
arrives in the next. For example, if we disassem-
ble furniture, we put all of the accessories for that 
piece of furniture in one box.”

FLEXIBLE AND SCALABLE

As anyone who has moved can attest, the process 
can be daunting. That’s why Ace Relocation Sys-
tems comes with the know-how, the experience, 
and the manpower to make it happen.

“Our San Jose branch is one of nine Ace Relocation 
Systems branches throughout the nation, and we’re 
one of the bigger ones,’ Pete points out. “We put out 
60 to 80 movers each day in the San Francisco Bay 
Area, along with 20 over-the-road drivers.”

The nine Ace Relocation Systems branches are 
part of the larger Atlas company family—a massive 
moving giant representing the services of more 
than 2,000 drivers.

That size and set of capabilities allow Pete and his 
team to accommodate whatever comes their way.

“We move our clients wherever they’re headed, 
whether that’s local, national or international 
through our overseas partners,” he says. “We’ll do 
anything that folks need. Whether it’s Grandma’s 
irreplaceable china, Junior’s swingset, or Fido him-
self, we can move it.”

THE WHOLE POINT

It’s about delivering peace of mind.

“We aren’t the cheapest in the industry, but I be-
lieve we are the best value,” Pete says. 

One secret to delivering a move that is successful is 
having the appropriate amount of time to plan and 
organize.

“Ideally, we need at least 10 days to assess the 
scope of the move,” Pete says. “While it’s possible 
that we can pull things off the next day, our team is 
made up of craftsmen who take pride in doing what 
they do in the right way.”

It’s all part of a customer service ethic that is built 
on stringent quality.

As Pete says, “We’re not making iPads. What we 
do is intimate. We’re working with the possessions 
people have from a lifetime. And we’re bringing 
three to five people into your home for a cou-
ple of days. All of our team members are back-
ground-checked and cleared, and we pay insurance 
for everything.”

SERVICE ABOVE AND BEYOND

Nothing is perfect. But the drive to deliver a perfect 
effort is there.

“Part of our success is asking what happens when a 
customer is frustrated,” Pete explains. “Some of our 
greatest customer service successes have happened 
when something went wrong because then we made 
them feel better in the way we resolve it.”

Building a successful world-class moving compa-
ny happens one box, one truckload, and one move 
at a time.

“At the end of the day, our clients pay us to get their 
belongings back to them in the same condition we 
received it in,” he says. “A happy customer means 
more customers. Our success occurs when they get 
their things on time and in good shape.”

It truly takes teamwork to deliver customized quality.

“What we’ve got going is successful,” Pete em-
phasizes. “Each day, we’re so supported by our 
corporate executive leadership, customer experi-
ence team, and operations department, who work 
so hard to communicate information correctly so 
that our local and over-the-road crews can make 
the rest of us look good through all of their hard 
work. It’s a really cool level of communication and 
service. I really like our team and our teamwork.”

ACE 
RELOCATION 
SYSTEMS 
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Moving you down the 
street or around the globe.

 Ready to Move?  
408-878-0007
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star on the rise

“I got trained by her,” Sharon said. “I started man-
aging our property. Then family and friends said, 
‘Sharon since you manage your property, why don’t 
you manage mine?’”

Sharon managed other people’s properties before 
obtaining her real estate license in 2016. She cur-
rently manages over 20 properties with the help of 
her husband.

“My husband is good dealing with all the work-
ers—the technician stuff, soil, roofing,” Sharon 
said. “I’m the one telling my client what’s going on 
with the property and finding them good tenants.”

In addition to managing properties, Sharon helps 
clients buy and sell properties. 

“I really enjoy talking to the client and getting to 
know their needs,” she said. “I have a lot of first-
time buyers, and I really feel happy for them.”

Before real estate, Sharon served as a retail man-
ager of a department store in Taiwan for seven 
years. She gained a lot of experience working with 
numbers and people—skills needed in the real 
estate field.

“When you do retail you have to check for all the 
numbers,” Sharon said. “I’m [also] pretty good 
with people.”

Sharon’s social skills have led her to success in 
real estate. She has always focused on maintaining 
relationships with her clients.

“The first year is really hard because you don’t 
know anybody and even if people know you, they 
don’t really trust you because you are very new,” 
Sharon said. “You have to have a lot of follow-ups; 
make clients trust you.”

Sharon maintains relationships with clients even 
after finishing their initial transaction.

“They have still have a friend and family,” she said. 
“For the holidays, I will show up or give them a gift 
or have a cup of coffee. And they will start to bring 
up topics like they want to invest more.”

Sharon said making people happy matters more to 
her than making money.

“[It’s] when a client says they really appreciate what 
I did and they start referring me to clients,” she said. 
“It means they really recognize what I did.”

Sharon said she gained a lot of experience through tri-
al and error and has received help from her mentors.

“My boss teaches us a lot,” she said. “Even when 
you get your license, at the beginning it’s very hard 
to get clients. Only through practice, you can know 
what’s the real thing.”

Sharon has maintained a positive attitude through-
out her real estate journey.

“I think I have a great passion in this industry,” she 
said. “I feel that’s my goal to succeed.”

When she’s not working, Sharon enjoys going to the 
gym where she likes to lift weights and do Zumba.

“It keeps me really motivated,” she said.

Sharon also loves to travel with her husband. Her 
favorite place to visit has been the Czech Republic.

Besides real estate, Sharon is also an accomplished 
florist and published a book in Taiwan about how to 
make homemade arrangements.

Sharon Chen became involved in real estate after 

her property manager expressed her intentions to 

retire from the business. 
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fellow agent to run a real estate business focused solely on short 
sales and foreclosures. 

“It was just mind-numbingly difficult because all you did all day 
was just call banks and have them hang up on you,” says Rusty. 

After three years in business, he was so discontent that he 
considered exiting the industry entirely. However, his business 
partner suggested that they consider one more avenue before 
throwing in the towel: Teaming up with a larger, more prominent 
real estate brokerage. Rusty was intrigued – he had never re-
ceived formalized training on growing and operating a real estate 
business and felt that additional education might serve him well.  

Turns out, he was right. After joining forces with Intero Real 
Estate in 2011, Rusty received access to a robust business and 
educational support system and, as a result, his career started 
to flourish.  

 “Learning a bunch of new things at Intero and then also having 
the market kind of shift back at the exact same time – it kept me 
in the business.” 

From that point forward, Rusty’s sales transactions skyrocketed. 
In 2017, he formed his own Intero team, Paap Properties, in large 
part so that he could live out his passion for service by mentoring 
new agents. 

“That’s why I started my own team. To take what I’ve learned and 
give it to other people,” shares Rusty. “I feel like the more I do 
that, the more that I’ll blossom. And so far, a year and a half in, 
it’s been very, very, true.” 

His current team roster is stacked with a diverse mix of new 
agents (including a soon-to-be college graduate, a former family 

PAAP
Photography by Hyunah Jang
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These yearnings were manifested through Rusty’s many boyhood 
career aspirations, from professional athlete (he planned to do-
nate his annual earnings) to hip-hop music producer (where his 
fame could serve as a platform to share inspirational messages) 
to, finally, church pastor. 

“When I was a little kid, my grandmother thought that I was go-
ing to be like a Martin Luther King Jr. and Obama kind of figure,” 
shares Rusty. “She said that I should be a pastor. So that was 
something that was prophesied into my life in some ways.” 

His grandmother’s vision, coupled with his own internal driv-
ers, spurred Rusty to pursue a ministerial career path post-high 
school. After graduation, he was accepted into Oklahoma’s 
Oral Roberts University, “the Harvard of theological schools.” 
However, as move-in day neared, Rusty became anxious about 
relocating so far away from his family. More specifically, he began 
to doubt whether he was cut out for life as a pastor. 

At the last minute, he switched gears and moved to San Jose to 
live with his older brother. Two days before September 11, 2001, 
Rusty began working part-time as a loan processor and person-
al assistant for a local mortgage real estate broker. After the 
attacks, interest rates plummeted to boost the economy and, as a 
result, there was a surge in home refinancing and buying. Rusty’s 
workplace responsibilities quickly increased to accommodate 
business demands. Before long, he had acquired his real estate 
license and was promoted to office manager. 

By 2009, after several years in the real estate industry, Rusty 
decided that the time was ripe for a change. He teamed up with a 

Since childhood, Rusty Paap has been propelled 

by two chief motivators: A need to help others 

and a desire for recognition. 

RUSTY
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law attorney, and a retiree launching a second 
career). And unlike team leaders who entice 
novice agents with promises of endless client 
leads, the cornerstone of Rusty’s business is 
education and support. 

“Why they’re with me is because I’m going to 
help them build a strategy around their own 
business so that they can either stay with me 
forever if they want to or they can take it and 
go do it by themselves,” says Rusty. “Because, 
again, my whole idea is I want to give what I 
have to somebody else and let them do it.”
 
In addition to his powerhouse team, Rusty cred-
its a wildly successful 2018 (his most profitable 
year yet) to consistent prospecting and subtle, 
targeted marketing efforts. For example, he 
distributes a monthly, hand-delivered neighbor-
hood market update to homeowners in a specific 
farm area and, without making a sales pitch, and 
it has reaped great results. 

“Sometimes the homeowners are out in their 
yards, and they’re like, ‘Oh my God, yes. 
Thank you!’” shares Rusty. “They’re excited. 
They know it’s coming. And it’s delivered very 
consistently, so they know it’s going to happen 
every month.”

As a complement to his professional success, 
Rusty also leads a vibrant personal life. He 
tries to devote three to five hours each day to 
spend with his “super fun” 3-year-old son and 
maintains close relationships with his parents 
and five siblings. Additionally, he strives to reg-
ulate business-induced stress in order to more 
freely prioritize extracurricular activities, like 
praying, reading, exercise, and his board mem-
bership with San Juan Bautista Child Develop-
ment Centers.
 
With a well-respected, service-based real estate 
business to his name and a joy-filled personal 
life to boot, it’s clear that, despite the twists and 
turns, Rusty has stayed true to his deepest per-
sonal drivers – and maintained an authenticity 
that his boyhood self would be proud of. 

JONATHAN HANHAN
408.909.0998
HANHANCRE.COM
CALBRE# 01800203
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Rodger Shaheen
L I V I N G  H I S  P A S S I O N

“We’re not solving the world’s crises. We’re not saving lives, but 
we are impacting them,” Rodger Shaheen reminds us.

With his quintessentially calm demeanor, Rodger doesn’t intend 
to downplay the work he does in real estate. Rather, he wants to 
put the importance of the work he does into focus by understand-
ing the role he plays in the lives of his clients.

“I don’t try to be somebody I’m not. I’m genuinely who I am, and 
take my job seriously in the sense that I make sure my clients 
are thought of in the same light as if I’m doing a deal for myself 
or my family.”

D R A W I N G  F R O M  H I S  R O O T S

Growing up in San Jose, Rodger learned lessons on work ethic 
and relationship-building early on. All these years later, Rodger 
still draws on his father’s teachings, bringing them into his work 
in real estate.

“My family had six children, and [my father] was a butcher 
and owned a small neighborhood market. We didn’t have much 
growing up, but he used to tell me, ‘The relationships you have 
— friendships and in business — you have to foster them, treat 
people respectfully and always honestly, even though they may 
not want to hear the what you’re saying.’”

Rodger applies those same principals — his guiding principals — 
to real estate. 

“I spend my time making sure my clients are always thought of 
and taken care of as if they are my family,” Rodger says. “Many 
times I have turned down easy deals because I felt it was the 
wrong thing for the client. I’ve been thanked many times over 
— in word and in friendship.”

F I N D I N G  H I S  C A L L I N G

While attending San Jose State University, where he got his 

Photography by Hyunah Jang

Written by Zach Cohen
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degree in advertising and communications, Rodger first obtained 
his real estate license. That was in 1993 — but it took more than 
a decade more before he would pursue real estate full-time.

After graduating, Rodger moved into the high-tech world, where 
he stayed until 2006. He held executive leadership positions at 
several startups and larger, more prominent companies.

“In 2006, I got a call,” Rodger explains. “My family owns com-
mercial real estate. We needed some leasing done at one of our 
shopping centers, so I decided to take a pause from the high tech 
world and try my hand at commercial real estate.”

Rodger quickly discovered that real estate was a passion of his. 
He grew to love his new role, but, unfortunately, the economic 
recession was right around the corner. With the commercial real 
estate market in disarray, Rodger returned to work in technology, 
joining LinkedIn as a sales leader.

By 2016, Rodger came to a realization. “I just was not enjoying 
what I was doing,” he admits candidly.

“At the last startup I worked for, I told the executive team I was 
quitting. They said ‘That’s good. We’re closing our doors’ — the 
exact same day. So I called my wife and said, ‘I have good news 
and great news. She said, ‘What’s the good news?’” 

“‘The good news is I quit my job, and the company is folding. The 
great news is I’m going to sell residential real estate full-time.”
    
There was a long pause on the phone. Rodger was concerned that 
his wife might be mad or disappointed in his decision. When she 
found her words, the reply was anything but a disappointment.

“She said, ‘This is the best news I’ve heard in the past five 
years. You’re going to kill it.’ From that point forward, I never 
looked back.”

L I V I N G  H I S  P A S S I O N

When Rodger returned to real estate on the residential side in 
2016, he had no safety net, no contacts, no sphere of influence — 
but he had the drive to succeed. “I had the people I worked with 
and for in tech — and that was it.”

Despite the apparent hurdles, Rodger found almost immediate 
success. In his first year, he won Rookie of the Year and was in 
the top five in the Coldwell Banker office (out of over 140 agents). 
In 2017, he more than doubled his sales to reach the top 1% of all 
Coldwell Banker agents. And in 2018, his third year, he almost 
doubled his sales from 2107. 

“I credit that, honestly, to the drive I learned from my father,” 
Rodger says.

Outside work, Rodger can be found with his family — his love-
ly wife, Brigid (who he claims everyone loves more than him) 
and their two sons, Coleman and Casey. Rodger also reminds 
us not to forget about the last family member, Teddy, their 
beloved Goldendoodle. “Teddy understands me better than 
most,” Rodger laughs.

“And when I have the time, I spend the majority of my time at the 
beach, whether it’s in the water surfing or with my dog, playing 
fetch.” Rodger loves to barbeque, coach sports … and enjoy craft 
beer. “I’m a master of drinking craft beer,” he says with a smile. “I 
love craft beer. I sit on the boards of two local craft breweries as 
a professional taster. It’s so funny.”

Rodger’s sales experience is astounding and the success he’s 
found in his first three years in the business impressive, but the 
more obvious marker of success is his demeanor. Calm, collected, 
easygoing, and on point, Rodger’s way is a breath of fresh air in 
what can often be a stress-infused environment.

“I’m super passionate about what I do. I love it. Day in and day 
out. Even on the worst day.”

“It’s not about selling; it’s about learning,” Rodger believes. “If 
you really think about life — we’re not solving world issues. 
We’re helping people find their dreams and helping them get to 
their next destination in life. This is the place they will see their 
children walk or crawl or speak their first word … It’s important. 
It’s about getting it right. Always putting the client in front of 
your own interest. Always. Always … I want to see that more out 
there. That’s why I do this.”
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It takes an optimistic and confident person to utter those words. 
Vicky Le, recognized as a top agent in the Silicon Valley, exudes 
qualities of both optimism and confidence. Yet, her early life was 
anything but simple. 
 
Born in Vietnam, Vicky was barely a year old when she, her 
parents, and four siblings made a perilous escape from their war-
torn country in search of freedom and a better life. A harrow-
ing two-year journey through various regions in Asia followed, 
ending once Vicky’s father, fortunately, found a sponsor for her 
family. Only then were they able to make their move to America 
in 1982. 
 
Life in America 
With their tumultuous life behind them, Vicky and her family 
continued to experience hardships, as Vicky’s parents worked 
days and nights to provide for their large family. 
 
“I was never handed a silver spoon growing up in Oakland,” Vicky 
says. “We lived in a cramped two-bedroom apartment with two 
other large families in the worst part of town. My family home 
got robbed seven times. I even got robbed walking home from 
school.” Rather than allowing her ongoing struggles to defeat her, 
Vicky adopted the work ethic and selfless dedication to others 
modeled by her immigrant parents.
 
Vicky worked hard all throughout school, and her diligence paid 
off. She obtained a degree in electrical engineering from Califor-
nia State Polytechnic University and landed a job as a systems 
engineer with Lockheed Martin’s Fleet Ballistic Missile team. 
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Vicky Le  
The Value of Hard Work 

Vicky is probably one of the rare people in this world who can 
say that she really was a rocket scientist. 
 
Vicky found corporate life at a military subcontractor to be a bit 
restrictive of her creative capabilities, and not quite the chal-
lenging intellectual experience she had expected. As a result, she 
sought out a career in an area of interest with a better balance 
of mental stimulation, real-time problem solving, and social en-
gagement. Always fascinated with architecture, but not wanting 
to spend even more years in school, Vicky decided to pursue a 
career in real estate.
 
A New Career On the Horizon
Vicky started to work part-time in real estate while still at Lock-
heed, but it quickly became apparent that her talents were well 
suited to the profession, and soon she left Lockheed to become a 
full-time agent. 
 
“I have always been told by others that I have a gift for under-
standing people and bringing people together. Real estate is just 
that — connecting the right people together,” she says. 
 
As the intensity of her real estate career picked up, Vicky priori-
tized her roles as wife and mother to her two young sons, Ethan 
and Matteo. When they got older, she felt more confident in ar-
ranging her parenting schedule and began to push her real estate 
career into high gear. “I want to thank my husband, Stanley, and 
my two kids. Without their patience and support, I wouldn’t be 
where I am today,” Vicky says with a smile.
 
In 2018, Vicky began transforming her real estate venture. She 
focused on branding and streamlining all aspects of her business. 
The more she could automate the logistics of running her business, 
the more time she could devote to building relationships and serv-
ing her clients, and the more time she could spend with her family. 
 
Vicky’s success is undoubtedly a result of applying the same work 
ethic that got her parents through so much. She also draws on her 
talent and ability to rise above complications. Rather than get bogged 
down by challenges, Vicky takes them in stride: “You simply have to 
deal with your situation and make the most of it,” she says.
 
For Vicky, perseverance performs like a genetic trait. It’s her goal 
to be the best in every aspect of her life, and that includes her 
real estate career. She strives to set examples for her young sons 
and wants them to know that they can achieve anything in life 
they set their minds to. “I wholeheartedly believe that anything is 
possible if you work hard,” Vicky says.
 
In addition to recognizing her strong work ethic and tenacity, 
Vicky’s clients are well-aware of the high level of customer ser-
vice she brings to them. She refrains from taking a one-size-fits-
all approach just to complete a transaction and instead focuses 
on honesty and transparency with her clients.
 

“Life is simple; don’t complicate things if 
you don’t have to.”
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Serving the entire Bay Area with 
an emphasis on Santa Clara Coun-
ty, Vicky is quick to recognize ideal 
purchase opportunities and aggres-
sively pursues off-market deals. She 
also has well-established relation-
ships with other agents, builders, and 
developers, which enable her to serve 
as a real estate investment advisor for 
her clients and business partners. She 
uses her keen eye for architecture and 
design to help her clients in the areas 
of home improvement. 
 
A Work-Life Balance
Vicky’s personal life primarily reflects 
her own childhood experiences. She 
is heavily focused on volunteer work 
in her community, which includes 
visits to hospitals, soup kitchens, and 
homeless shelters. 
 
Her most memorable volunteer work 
was a trip to New Orleans to help 
build homes for the victims of Hurri-
cane Katrina. “Not only did I help put 
smiles on these families when they 
saw their homes completed, but I also 
made lifelong friendships, which are 
very rewarding,” she says. 
 
Vicky is interested in volunteering at 
a Syrian refugee camp in Greece, as 
she recognizes that the struggles of 
the Syrian people shares parallels to 
her own childhood experience. “I don’t 
understand the politics behind it. We 
are all human. If someone needs help, 
reach out and help. Period. The image 
of the Syrian child’s body washed up 
on shore hits home for me. That child 
could have been me 37 years ago. As 
a parent myself, I could never put my 
kids in danger traveling across the sea 
unless I don’t have any other option 
from a war-torn country,” she says. 
Vicky’s goal is to volunteer in Greece 
by her 40th birthday. 
 
Vicky loves to travel the world and 
enjoy different experiences and cul-
tures. “Traveling the world keeps me 
grounded and humble. I do my best 
to share these experiences with my 
kids so that they too can be ground-

ed and humble. I want my kids to be 
well-rounded individuals who give 
back to the community,” she says. 
 
A physical fitness enthusiast, Vicky 
has already completed three mara-
thons and has her eyes on completing 
a full Ironman in the near future. And 
admittedly, she’s a bit of a daredevil. 
“I have a need for speed, and I do a 
bunch of extreme sports: Skydiving, 
repelling down waterfalls, river raft-
ing, you name it. You only live once. 
Why not?” Vicky asks.
 
Vicky’s life story explains her suc-
cess: A relentless work ethic and 
selfless devotion to others modeled by 
her immigrant parents, an embrace of 
calculated risks rooted in her family’s 
successful immigration story, and a 
tenacity to achieve goals despite mul-
tiple setbacks.
 
Given Vicky’s determination and stami-
na in everything she tackles, she likely 
won’t have much trouble in reaching 
her goals, professionally or personally.
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The Real Estate Consultant

Back in 2009, Greg Goumas knew he was ready for 
a career change. He had built a successful career 
in finance — first in the corporate world, and then 
as a consultant. Greg oversaw mergers and acquisi-
tions, managed glocal finance teams, and worked as 
a part-time CFO for smaller organizations. 

“I really enjoyed that, but I found that finance work 
didn’t have enough variation for me. I really wanted 
to get out, to do something that had more daily 
change,” he explains.

In real estate, Greg has found that variation. As 
he says, “Every day, every week, every month is 
different.” And that’s one of the things he loves 
about his work.

A DIFFERENT TAKE ON REAL ESTATE    

2009 wasn’t the easiest time to get started in real 
estate sales; with the market in disarray, more 
agents were getting out of the business than getting 
into it. But Greg had a different take on real estate. 
Instead of diving into real estate sales directly, 
he expanded upon his skills as a consultant and 
brought them to the real estate world.

GREG
game changer

“It was a tough year to start, but I started in a 
different way, I suppose,” Greg begins. “[My wife 
and I] built our house in 2006. We got this huge 
assessment form the county tax assessor. I fought 
that assessment and won. I told a couple of friends 
about it and fought their assessments and saved 
them money as well. That’s 2009, right when the 
economy went down significantly. I thought about 
it — I went from corporate finance to finance 
consulting, and I knew I wanted to something 
different. I thought, ‘Why don’t I start a real estate 
consulting businesses?’”

In 2009, Greg did just that. His goal was to look at 
real estate as a true investment and to guide his 
clients toward the soundest financial decision. 

“As a simple financial transaction, what’s the bal-
ance there?” Greg asks. “I engaged with clients on 
[different ideas]. Given a lot, what’s the most you 
should invest in that location? At what point do you 
reach diminishing returns?” Greg also looked at 
costs to own and care for the home — essentially 
what it costs to own the property beyond the mort-
gage payment.

In 2009, Greg launched his consulting business, 
which he ran full time until 2011.

THE MARKET SHIFTS

“As we got into 2011, my clients who I helped 
started to call me and said, ‘Now that the market 
is rebounding, we’d like to sell our house. Can you 
recommend whom we should speak with about sell-
ing the house?’ So I got into real estate. That was 
the natural progression.”

As he transitioned to real estate sales, Greg con-
tinued to focus on the principals that he built his 
consulting business around. 

And the best part for him? It’s fun. 

Greg’s background in corporate finance, property 
appraisal, and real estate taxation has proved to be 
the perfect combination for shaping and directing 
his philosophy of helping clients better understand 
the investment component of real estate. 

BEYOND THE OFFICE WALLS

Greg and his wife, Kathy, have three children: An-
drew, Natalie, and Ava. In his time away from work, 
he enjoys golf, travel, and winemaking.

Greg’s father was an ophthalmologist. When he re-
tired, he purchased a property, where Greg and his 
brother planted a vineyard one summer. “Through 
that process, we got involved in growing grapes 
and winemaking,” Greg recalls. “That property 
has since been sold, and we’re out of farming. But 
a good friend of mine in Los Altos hills started 
making wine.”

Greg had a ton of winemaking equipment that he 
gave to his friend. Eventually, Greg joined him in 
the hobby. He’s now been involved for six years.

Written by Zach Cohen
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“It’s a blast. And we make some great wine,” Greg 
says with a smile.  “It’s a nostalgic thing, reflecting 
back on making wine with my dad and brother. But 
also we’re very fortunate. We make a very nice 
wine. That’s rewarding.”

FINDING BALANCE

Work/life balance is a challenge for any real estate 
agent. The way Greg sees it, balance is all about 
knowing what’s important versus what is urgent.

“You have the important and the urgent,” Greg ex-
plains. “You focus on the important. There’s always 
urgent stuff, but the urgent stuff rarely translates 
into value for anyone. So I focus on the important.”

Greg also pays close attention to equity markets, 
understanding that they track closely with real 
estate. The market is continually shifting and 
changing, and Greg is ready to move with it.

“Going back to my finance career, it was all about 
planning. That concept of planning and measuring 
yourself, benchmarking, measuring performance 
against projection, I’ve done ten lifetimes of that. My 
approach now is very different,” Greg continues.

“I can sit down and create a plan in advance … 
but I find two things. If I meet a client and do my 
very best for them and take care of them, it’ll be 
a win-win. It’ll be rewarding for everybody. That 
takes care of the plan right there. And if I take time 
creating a plan, I will get pulled away from it … I’ll 
get pulled in a direction to take care of a client.”

Given a choice to adhere to his plan or take care of 
a client, referral, or friend, Greg is going to choose 
to care for his clients every single time. 

“So I don’t measure myself against any metric other 
than, ‘Did I do the very best I could?’” 
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David Ross
408.206.8444 cell

408.356.1240 office
License #535214

DavidRoss@NaturalBridgesLandscaping.com 

www.naturalbridgeslandscaping.com

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

KIRSTEN REILLY,
Broker Associate, Compass

NATURAL BRIDGES LANDSCAPING  -  AS SEEN ON HGTV

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

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



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