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OPEN HOUSE LOGISTICS

We specialize in luxury single
and double signpost rental and
installation services throughout
the Bay Area.
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All of our sign post packages come with our Agent-In-Mind
service package, which includes professional installation and
removal, complimentary post straightening, sign rider exchanges,
and sign pickup & storage in our secure warehouse.

Every signpost package also INCLUDES complimentary

use of our premium brochure box and standard sign riders.
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Are you ready to make the switch that the top teams - =
and brokerages in the Bay Area have already made? E |

o vl

Alr Conditioning Services

bl oAt

(833) 645-7446

Info @ OpenHouselogistics.com
www.openhouselogistics.com

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.

650-861-4995 | info@sphac.net | www.sphac.net
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Your Client's New Home Stands Out and Their Offer Should Too. Help when you make the
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With our extensive experience and real
focus on customer satisfaction, we provide
exceptional service for consumers and pro-
lessionals.

Bryan Russell

M5 - . i X - Increase RO1 to Seller
408.357.7812 = e : - Give Seller an Opportunity 1o Flip Their House!
408.655.5835 mabile = \ - Quick & Free Estimates

brussell@opesadvisors.com ' _ - Aszisting to Make Property Ready For Sale
- Interior & Exterior Renovation .
www.opesadvisors.com | 750 University Ave, Suite 275 | Los Gatos, CA 95032 @ - Comprehensive Construction Work From Start 1o Finish |
Cpwes Achescws, A Divsicn o Fggsior Bonk | Memiber FLIC | Bquod rousing ender Progears for quadfed borowers Suljert 12 cran opproval. Underwiting fenms and condifions cpply Some resirictions may dnply.  S5358R - Design & Build

- Repairs & Improvements to Maximize Investment
- Maintain Strict Quality Control Over Every Job

T re a t . Re Sto re } P rOte ct . - ;;:jin:ss Inspections With Quick Completion for a Smooth B

We take the Bite Out Of Termites - Help Buyers Make Their Purchased Home Their Dream 52

Home
- Relerral Fees for Agenis!
- Give Intempus Builders A Call

it
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TERMITE CONTROL

stnece 1971

Our crews are experienced andfhave been
B g Withius for years!
* We're experienced‘and knowledgeable on

new techniques and trends in‘the Termite
TERMITE DAMAGE RESTORATION .
& REPAIR EXPERTS!

Structural Pest Control Board License/Registration # PR 938
Contractor State License Board License # 629345

PROPERTY MANAGEMENT

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

- 24/7 Rental & Maintenance f""n.l[:t;‘,u':-l‘l_j Pro Mainte-
nance Ti

- Maximize Your Relationship With Investor / Buyer

- Complimentary Rental Analysis

- Seamless Transition From Purchase to Rental

@] N T E R I O R S

Making Decorating Dreams a Reality

- A Warm and Seamless HandolT for Investors

www.gormaninteriors.com | cindy@gormaninteriors.com | 408-623-5262
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(650) 218-9606

ANITA@QANITABARCSA.COM - ANITABARCSA.COM
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Whoever
said looks
don’t count?

You Make More Money:
Staged homes sell for a minimum of
11% above the asking price and spend

far less

time on the market when compared to
un-staged homes.

Your House

buyers.

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

Stag%

Visit our website to schedule

your Free Consultation!

Laurie M. Piazza

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

PREFERRED PARTNERS

APPRAISALS -
RESIDENTIAL

Solid Impressions
Appraisals

Eddie Davis

(408) 823-0625
Solidlmpressions.com

COMMERCIAL REAL
ESTATE SPECIALIST
Banyan Commercial

Tai Le

(760) 593-8710
Tai@banyancommerical.com

CSR Commercial Real Estate
Jonathan G. Hanhan

(510) 375-7575
Hanhancre.com

Sperry Commercial
Global Affiliates
Atsuko Yube

(408) 858-2169
SperryCGA.com

CONSTRUCTION
Intempus

Eugene Korsunsky
(408) 320-5504
IntempusRealty.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
Goosehead Insurance
Agency

Justin Turner

(951) 965-4651
Goosehead.com

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
Rate.com/Nicole

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
Pncmortgage.com/
jeffrhodes

Summit Funding, Inc.
Karen Bartholomew
(925) 443-2000
SummitFunding.net/
kbartholomew

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker
(408) 309-9456
AceRelocation.com

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!

PAINTING

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

PHOTOGRAPHY

Anita Barcsa Photography
Anita Barcsa

(650) 218-9606
AnitaBarcsa.com

Hyunah Jang
(347) 840-1580
HyunahJang.com

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

Bill Shepherd

(650) 257-2243

SPHAC.net

PROPERTY MANAGEMENT
Intempus

Eugene Korsunsky

(408) 320-5504
IntempusRealty.com

www.realproducersmag.com - 9



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

Open House Logistics
Andrew Chow

(415) 966-6828
OpenHouselogistics.com

STAGING & HOME DESIGN
Ambiance Design & Staging
Ira Rajput

(510) 579-0071
AmbianceStaging.com

Encore Staging Services
Vanessa Nielsen

(408) 800-1566
EncoreStagingServices.com

HomeScape Designs
Sara Arlin

(408) 460-1975
HomeDesignScapes.com

Stage This! Stage That!
Laurie Piazza

(408) 930-1986
StageThis.net

TERMITE & PEST
CONTROL

Franz Termite
Michael Judas
(650) 493-0445
FranzTermite.com

Western Way

Termite Services

Chris Tiopan

(408) 837-7734
WesternWayServices.com

ACHIEVE YOUR DREAMS OF HOMEOWNERSHIP

10 - April 2020

YOUR LOCAL HOME EXPERT

KAREN BARTHOLOMEW

(925) 443-2000

teambartholomewasummitfunding.net
www.summitfunding.net/kbartholomew

SUMMIT
FUNDING...

MEET THE SILICON VALLEY REAL PRODUCERS TEAM

\

Mitch Felix, Amy Felix, Hyunah Jang, Anita Barcsa, Sandra Magana,
Founder & Publisher CFO & Editor Head Photographer Photographer Content Manager &
Event Planner

| ;‘1“

Nicole Wright,

Zach Cohen, Dave Danielson, Kasey Nick Ingrisani,
Ad Strategist Head Writer Writer Schefflin-Emrich, Writer
Writer

PROTECT, YOURICLIENT:S|
INVESTMENT

Family Owned and Operated. ===

FULL SERVICE =
TERMITE CONTROL &
& DAMAGE REPAIR

“FREE” Limited Inspections
& COMPETITIVE BIDS! S,

www. WesternWayServices.com E_:s o l L T R EAT M E N

‘“f°@VZf(;§’)“§‘7ys;;§‘fs <m | OCAL'SPOT." TREATMENT OPTIONS
FUMIGATIONS & REPAIRS & -

www.realproducersmag.com - 11



Realtors dream of the
Perfect Mortgage Advisor

e Great Listener
* Responsive Communicator

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

e Client Pleaser
e Experienced Problem Solver

¢ Referral Partner
e My Clients Love Him

Bill Phillips
OPES

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

“Downtown Willow Glen”
1100 Lincoln Ave., Suite 257
San Jose, CA 95125

Office: 408- 993-9133

Cell: 408- 219-4134

bphillips@opesadvisors.com

“Where your dream
comes true!”

100% closing rate
for over 20 years

DY publisher’s note

Written by Mitch Felix

Hello, Real Producers!

I appreciate you participating as we build this community of

reciprocity together.
Hot news: 'm a DAD!!

Juliet Violet Cali Felix was born on February 5th at 2:36 AM.
She weighed 8 pounds, 2 ounces, and was 20 inches long.
Mom went into labor 17 hours earlier.

She chose a natural birth.

17 hours.

That is only slightly longer than it took her to complete an

Ironman.

Watching my Wife become a Mother...to try and summarize it in a

sentence...the vocabulary required escapes me.

Today, as I write this content, it’s been 3 weeks since that
day. It’s fascinating to consider that every memory I have
ever had of being a parent is part of this one long 500 hour

day. Time is distorted.
Here is how that most relates to you and to Real Producers.
Legacy.

‘When Real Producers began here in 2016, it started as a way for me
to participate in the lives of my family and to leave a legacy. Yes, ad
sales and sponsorships pay the bills, but that was never going to get
me out of bed. The significance of contributing value and building a

community was a huge motivator.

When I became a parent, it snapped the world

into focus.

acy

Interviewing 200+ Real Producers taught me that

many of you work “For Your Family.”

Today, I deeply understand that answer.

What’s exciting is I'm working with a bigger

purpose — a bigger Why.

T am all in - I always have been, but now my “all” is

more than it’s ever been because I have Juliet.

www.realproducersmag.com - 13



celebrating leaders

come to life. At just 8 years old, she acknowledged
her affinity for housing and told her parents that she

wanted to be in real estate when she grew up. They
laughed about it at the time, but she stayed true to

her instincts.

Nancy

Robinson

Leadership and
the Art of Doing

At 15 years old, Nancy got a job at Cornish and
Carey in Los Altos to get some industry experi-
ence and a sense of how things move at a real

estate office.

Nancy went off to college at Chico Univer-
sity and met her husband Chuck there,
who she’s been married to for 22 years.
She then took on a role with Xerox
managing their global Cisco

Nancy Robinson is a mother of three and the account - a huge position for
Regional Vice President of Coldwell Banker

for the San Francisco Bay Area. With 1,600

someone her age. She stayed
with the company for eight
years and, though she enjoyed

. the work, the frequent busi-
agents under her management, Nancy is

ness trips pulled her from

no stranger to living life with a full plate. her growing family.

“It is a challenge. I have a lot of people and a ‘While on a business

big territory. And I'm a big believer that agents trip in Chicago, Nancy
want to feel a part of something. They want heard her kids crying

to feel part of a company and they want to from across the line.
feel acknowledged, so I really make an effort That’s when she knew
that this path wasn’t
right for her. Chuck

encouraged her to

to know everyone’s name. I try to be very
approachable and friendly with everyone I

work with.”

follow her old dream

of getting into real

Nancy grew up in Cupertino on a prop- estate, but Nan-

erty situated on an old apricot orchard cy feared making

and was enamored at a young age by
the enthusiasm her father had for

working on their house. She’d read

the jump from a
high-powered,
stable career to the

her dad’s plan books and became uncertain contract

drawn into the world of design, work of a real

witnessing her dad’s visions

14 - April 2020



estate agent. Chuck persisted and told her that if she never
tried it that she’d never know. So Nancy made a decision

that day and planned out her exit strategy.

“On March 6, I went in and gave a presentation
with my whole business plan for the year of
what we’re going to do with Cisco. Then on
my very last slide, I resigned. My co-workers
thought I was crazy because I'd been number
one that year. But I told them this isn’t the
lifestyle I want for my family. I want to be

the soccer mom and the Brownie troop lead-

er and I need to be home to do that.”

Nancy hit the ground running from there

- both out of necessity and drive. Since
the Bay Area has such a high cost of living,
she felt pressure to hit six figures within
her first year as an agent. She left her
job with Xerox in July of that year,
signed on with Coldwell Banker, and
closed her first three transactions
that same month. The year ended

up being very successful and led to

a strong eight-year run as a real estate
agent. But over time, Nancy realized
that her heart wasn’t really in the
selling aspect of the business. Instead,
she found herself drawn to the inspi-
rational role that a branch manager

could provide.

“I found myself loving to mentor
other agents. One of my strongest
character traits for leadership is
that I'm selfless. I love seeing
other people succeed. I'm not
envious or jealous of anyone

else’s success.”

In 2011, Nancy met Brian
Buffini - a renowned busi-
ness training coach - at a
conference and was pre-
sented with a poignant
question: what do you
want your business to
look like in the next

five years?

16 - April 2020

Nancy wrote a goal to put herself in a position to mentor
and inspire other agents. And with that the stars aligned.
Sitting next to her was the Gilroy branch manager, who
was so inspired by the conference that he decided his
goal was to pack up his office, quit, and start his own
company that very same day. So within five days, Nancy
got the golden opportunity to take on his position at the
Gilroy office. She stayed in that role for a number of
years before taking over for Pat McKinney as Coldwell
Banker’s Regional Vice President for the San Francisco

Bay Area.

“Who I have to be for my organization is a positive influenc-
er. I have to buy into what our organization is doing - and I

can honestly say
that’s one thing I
love. I do believe
in everything we
do every day. So

if there’s some

Who I have
to be for my
to be right thero organization
e is a positive
influencer.

change, and it’s
a hard pill to

swallow, I'm going

Nancy had seen

other mothers

lose who they are

when they choose

to stay at home

with the kids. Their identity gets tied into being a mother
and then when the kids grow independent, they end up feel-
ing lost. The choice to stay working was never a question

for Nancy.

“I’'m a doer. The world doesn’t revolve around the kids and
it doesn’t revolve around me. Kids need to see that their
parents have a life outside of them. I am a better mom for
having worked all through their lives.”

That said, Nancy made it a point to be active and present
throughout each of her kids’ lives. She took on leadership
roles within their extracurricular activities and they were
happy that she did. Even if she couldn’t be perfect, it was

her presence and effort that made all the difference.

A

www.realproducersmag.com - 17
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dialed in for the year ahead.

ing company to be in.”

We have a really
strong value
proposition for
agents and it’s
a very exciting

company to be in.

According to Nancy, Coldwell Banker made tons of positive changes in
2019. The company has never been so agile and now they’re poised for
a new level of success in 2020. It’s been an exhausting and exhilarating

time, but now that they’ve weathered the storm the team is exceptionally

“We have a really strong value proposition for agents and it’s a very excit-

Part of Nancy’s role is effectively
communicating the company vision
for the coming year. To do that,
Nancy believes that “it takes a
village.” It’s not realistic to expect
1,600 people to connect with one
person. So she strives to empower
all of her managers to share the
message. That way, a strong syn-
ergy is maintained throughout the
organization and collectively, ev-
eryone is able to lead and support

their teams on their own.

Nancy also doesn’t put herself above
anyone in the company just be-
cause of her role. She’s right in the
action alongside everyone under her
managerial tree and recognizes the

business as a true team effort.

“I’'m not above answering a telephone or picking up paper towels off the

bathroom floor. I'm here to support my agents in every way I can.”

MARKETING

| BEYOND RE

Check out our work on social media!
f @BayAreaHomeShowcase

Schedule your photography appointment by phone or online at our new website:

dREMarketing.com | |

RENTAL & LUXURY
HOME MANAGEMENT
IN THE BAY AREA

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

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

PARTNER YOURSELF WITH
THE REAL PROFESSIONAL

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

Luxury Focused Agent.

1h. SPERRY

\ COMMERCIAL
GLOBAL AFFILIATES"™
GLOBAL ESTATE LINK

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

) ATSUKO YUBE, cips

Managing Director

atsuko.yube @sperrycga.com

: 19925 Stevens Creek Blvd,
408-858-2169 Direct Suite 100

CalBRE#: 01255893
WWW.sperrycga.com

Cupertino CA 95014

www.realproducersmag.com - 19
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Written by Zach Cohen
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star on the rise !

JENN

T
FOLLOWING

Jennie Lok always had a drive for sales and
entrepreneurship. She first began to discover

her passion way back in middle school.

“I'was 12 or 13 years old,” she recalls. “I started by
buying shoes on eBay, cleaning them up and sell-
ing them for profit. That started my initial drive to

be very business-minded and be in sales.”

Jennie continued down this path through
school. In high school, she would sell candy to
peers in the hallways. She hosted parties, like
an after-prom, where she would charge to bring
in some extra cash. In her freshman year in col-
lege, Jennie started working in retail at Guess.
She sold season tickets at the USC box office.

Then, at only 19, Jennie landed an internship

at Northwestern Mutual, where she became
the number one intern in the nation. She made
$40,000+ that summer in only eight weeks — a

haul for a college sophomore.

Yet, when it came time to make a career decision,

Jennie was faced with her values and upbringing.
“I had two options,” she explains, “work at

Teach for America or work at Oracle at the

sales academy.”

www.realproducersmag.com

21



Jennie was pulled to work for
Teach for America. She spent most
of the money earned during college
traveling abroad and has a heart of
empathy for those living in chal-
lenging life circumstances. As the
daughter of Chinese immigrants,
she has a personal connection to
the struggle here in the United

States, as well.

“I wanted to do Teach for America
because I always had a passion for
teaching. When I was a little girl,
I would write on a chalkboard and
teach my stuffed animals. They all
had their own black marble note-

books,” Jennie smiles.

“But, my parents said, ‘We didn’t
pay for USC tuition for you to
become a teacher in a low-in-
come area, making 35 grand a
year.” So I said, ‘Okay,” and took
the job at Oracle.”

Jennie was happy to land in the Bay Area. Born
and raised in New York, she fell in love with Cal-
ifornia during her time at USC, but the Bay Area
was ultimately where she wanted to build a life.

Within a year at Oracle, Jennie was promoted
to become a Field Representative. She had, once

again, found her way to the top of her sales team.

“I had a goal to buy a house at the age of 28 years
old,” Jennie says. “I would work late nights. The
lights would turn off, and I had to get up and turn
them back on.”

“One day, I saw this real estate seminar class and
went to it. I learned about different channels of be-
ing able to build wealth. How to create income from
flipping homes and buying investment properties
out of state. That got me to start looking for a house

even earlier.”

This year was more about
SELF-CARE, SELF-LOVE, finding

the ALIGNMENT INSIDE.

.t

2

Two months later, Jennie was under contract for
her first home — at 23 years old. She learned cre-
ative ways of taking out loans that allowed her to
get her feet wet in the real estate world without so

much as a down payment.

In true entrepreneurial fashion, Jennie turned her

first home purchase into a money-maker right away. “I
rented the rooms in my house to coworkers and start-
ed making cashflow. I didn’t have any monthly expens-

es. I thought, ‘How do I buy more?’” Jennie smiles.

“My initial idea was to get a higher paying tech job
within the industry. At the final interview [for a new
job], I realized that I never felt a strong drive to do that

work...this was not something I was passionate about.”

Simultaneously, Jennie was studying to get her real

estate license.

“I just decided to dive in and give real estate a shot

full-time.”

Today, Jennie looks back with a sense of immense
gratitude. Her decision to take a risk has paid off. She
has a job that has not only provided her with the finan-
cial freedom she sought but a job that she is genuinely

passionate about.

" Ineach of the last two years, Jennie closed over 40
transactions for over $40 million. She was even rec-
ognized as a National Association of REALTORS® 30

under 30 recipient.

Looking into the future, Jennie hopes to continue
building her real estate business. Her goal in 2020 is to
break the $50 million sales mark. She owns 18 rental
units with her partner and aspires to purchase more

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

The PNC pre-approval is underwritten by a PNC Bank mortgage professional. We walk your
client through the entire application process. We perform a full credit review and, if approved,
the result is a true commitment to lend. From the start.

Visit pnc.com/agentalliance to learn more or connect with a PNC Mortgage Loan Officer today.

Jefifrey M. Rhodes
Mortgage Loan Officer
NMLS# 582903

408-307-2215

jrhoedes@pnc.com
pncmortgage.com/jeffrhodes

LERDER
Prre-approvals dne subject Lo property undetariling and appraisal, Borrovwer must salely pro- approval condiions cutlined s commigment Letler, Loan amaunl subject o property appraisal

PMC is a registered service mark of The PNC Financial Services Group, bne, (TPNC), All 1oans are provided by PHC Bank, National Asseciation, a subsidiary of PNC, and are subject ta
credit approval and property appraisal. This information is provided for business and professionsl uses only and is not 1o be provided to a consumer or the public, This information is
pravided ta assist realestate professionals and is not an advertisernent to extend consumer credi as defined by Section 224.2 of Regulation Z. Programs, interest rates, and fees are
sutiject fo change withowl nalice,

3017 Ther PNEC Fimancaal Services Group, Inc. Al rghts roserved. PNC Bank, Nations) Associslion

MORT PN DATE- 0331788100
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Redwood City
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P» friends and
neighbors
spotlight

Niche

“I treat every listing as if it’s my first, and
that way, my clients feel that they will get
my best effort every single time.”

After over a decade as a real estate agent, Vicky
Constantini still lives by this motto. “I still get excited

about each house like it is my first,” she continues.

Consistently ranked in the top five agents in Redwood
City, Vicky has found herself a geographic niche,
working closely to the place she’s called home since
she was a young girl. Born and raised in Redwood City,
Vicky has a tap on the local neighborhoods, schools,
and community that goes above and beyond what most

agents can claim.

HUMBLE BEGINNINGS

During high school, Vicky landed work at a local
Nordstrom. It was here that she got her first taste of
sales, and learned a lot of the valuable lessons that she

carries with her to this day.

“I credit most of my [sales] skills to Nordstrom,” Vicky
says. “Never say no. The customer is always right.

Never judge a book by its cover.”

Vicky also learned the value of seeing a transaction
through - of never judging a client for what they can

or cannot afford based on outside appearances.




“Working at Nordstrom Palo Alto in the early 90s was a lot like
holding open houses now in the Bay Area. People here dress
casually and do not flaunt their wealth. Working on the sales floor
you never knew who you were working with until they told you. It
is the exact same feeling as meeting people at an open house. The
guests come in wearing shorts and flip flops, maybe a kid or two
crying or running through the house. So, I apply the same princi-
ple and expect that anyone I am speaking to maybe the new buyer
of the home.”

All these years after her time with Nordstrom, Vicky continues to
practice patience with her clients, knowing that people are bound

to surprise her in all sorts of ways.

FINDING HER WAY TO REAL ESTATE

After attending college, Vicky moved into the banking and mort-
gage industry. Working in lending and mortgages, as well as grow-
ing up around construction, gave her an in-depth understanding of
the entire home buying experience, from the foundation to the last

signature at the title company.

“Even then, I kind of knew where I would end up, that
real estate was the ultimate goal,” Vicky reflects. Still,
it would be another decade before she committed

to real estate sales as a career. It was in 2005 when
Vicky finally made the leap.

“I remember my manager [at the bank] saying, ‘You
know, you’re never going to make it in real estate.”
Instead of allowing her manager’s words to bring her

down, Vicky allowed them to fire her up.
“I started in September 2005 and sold three houses by

the end of the year. In 2006 I sold 27 houses and won a

SAMMY, and I have had an awesome run ever since.”

TO ME IS MORE ABOUT
GEOGRAPHY.

WHERE I'M AT, WHO I’'M

SPENDING TIME WITH.
CONSISTENCY IS HOW ITDO
MY WORK EVERY SINGLE TIME.
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Vicky credits her success to her focus on
the Redwood City area. Even when she
moved to an office in Woodside, Redwood
City remained her sales nexus. “Focus to

me is more about geography,” she explains.

“Where I'm at, who I'm spending time with.

Consistency is how I do my work every

single time.”

ON BALANCE
“I struggle,” Vicky admits.

“Balance is really tough.”

Her three children are now
grown, so Vicky’s weekday
commitments have eased up
somewhat in recent years.
But, in line with traditional
Italian and Cuban values, her
family still gets together for
dinner every single night.
“We are still very much car-
rying our Italian traditions,”
Vicky smiles.

Vicky has raised three
children. “And they’re not
exactly following in my foot-
steps,” she smiles. Her oldest
son, Enzo, is now a commer-
cial real estate agent with
Marcus and Millichap. Her
younger son, Oscar, is finish-
ing the commercial construc-
tion management program

at Chico. Vicky’s daughter,
Sofia, is the only one that has
veered off of the family real
estate course and is a local
theatre actress and student
at Menlo College. “I did not
ask or encourage anyone

to follow in my footsteps. I
want them to do what makes

them happy,” Vicky says.

While Vicky works seven
days a week, she still has
plenty of time to sneak home
and play with her puppy, go
to one of her kids’ events, go to a community function, and enjoy dinner dates
with her husband of 24 years. “I really feel like people who spend a lot of time

in the office are not selling real estate. You have to be places. I try to get every-
where,” Vicky says. She keeps herself intimately involved with the community as
a member of the Rotary Club of Redwood City, The Elks Lodge of Emerald Hills,
and the local theatre community. “I try to get to as many places where people of

influence and people who actually help the community are.”

After nearly 15 years in real estate, Vicky knows she’s still learning - but that’s
part of the enjoyment of the work she does. Every day is different — and every
listing is treated as if it was Vicky’s first.
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staging services

The #1 preferred home staging company of top agents in Silicon Valley.

Give your listing the best chance for success with Encore Photos by Hyunah Jang
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Staging Services. Contact Vanessa Nielsen to schedule a -
complimentary custom consultation today. -
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GOOD THINGS IN LIFE USUALLY
DON'T HAPPEN AUTOMATICALLY.
THEY TAKE VISION, WORK, AND
FOLLOW-THROUGH.

That’s the way it’s been for Shawn
Ansari. He’s had a rewarding career
making the most out of the data
available to him on the way to making

dreams come true.

VISIONS OF THE FUTURE

Decades ago and 9,000 miles away,
Shawn remembers one of his first
career dreams. It struck him when
he was a 12-year-old boy growing up

in Iran.

“My whole future in my eyes was
going to be math, analytics, technol-
ogy, and computers. I saw this big
skyscraper in the center of my town.
Coming from a math and technology
background, I wanted to become an
electrical engineer,” he recalls. “I

told myself, ‘Here’s my pathway to
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success. I'm going to graduate high
school, go to the U.S. to get my mas-
ter’s degree, specialize in computers,
then come back here, and work for

99

this company in this building.

The name at the top of the building?
IBM.

The first part of his plan worked.
Shawn was a junior in college,
pursuing his dream of a career in
technology. That’s when, as Shawn
recalls, “the whole thing turned

upside down.”

The Shah was deposed in a turbulent
revolution. What followed was an

eight-year war with Iraq.

“At that point, my future was un-
known. If I went back to Iran, I'd be
drafted into the army and go to war.

29

So I said, ‘I will stay here.

Shawn attended Princeton, earning
his master’s degree in computer sci-

ence and electrical engineering,.

In time, he realized his dream. IBM
hired him, and he moved to California

to begin his career.

A NEW CHAPTER BEGINS
Nearly 31 years later, Shawn retired
after a long, successful career manag-

ing teams of talented employees.

“My main job as a manager was
motivating and working with peo-
ple, listening to them, delivering
on my promises, and getting what
they needed to become better,” he
says. “I learned that performance

is everything.”

He also had completed some real
estate deals, including buying his first
home. The process sparked his inter-

est, and it grew with time.

“Seven years after buying my home,

I refinanced that house, and I bought
my first income property home. Then
I rented that out. That even further
interested me in the field of real
estate,” he remembers. “So in 1990,
while I was at IBM, I got my real

estate license.”

My business is fully based on

relationships, leveraging relationships,

leveraging contacts with people, and

delivering on promises ...
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to give
them the
best possible
B support and
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“If 'm patient, time will
show me the beauty of
every change in life’

LOSSES AND OPPORTUNITIES

Once his career at IBM ended, Shawn started his full-
time real estate adventure in 2012 with Intero. The
transition has been rewarding for him. During his first
full year, he earned Rookie of the Year honors.

“My business is fully based on relationships,
leveraging relationships, leveraging contacts with
people, and delivering on promises ... to give them

the best possible support and service.”

Through time, Shawn has experienced his share of
loss. Over the years, he lost his mother, father, sis-
ter and first wife to cancer. Today, Shawn continues
to honor their memory by contributing to 11 chari-
table organizations, including those specializing in

cancer research and care.

One of the most joyous and rewarding parts of
Shawn’s life in recent years has been meeting Sarah

Binesh three years ago.

Like Shawn, Sarah moved to the U.S. from Iran. It
was a long, painful path.

As she recalls, “I came to the U.S. about 12 years
ago as a single mom after divorcing my husband in
Iran. At the time, my son was 6 years old. I didn’t
have custody, because the government only awards
custody to the father.”

She persevered.

“I told my ex-husband that I wanted to take my
son. And thanks be to God, he accepted. He gave
me custody, but he told me he wouldn’t support
me,” she says. “It was very tough ... being a new
immigrant in a new country, with a new language,

new laws ... everything.”

Sarah worked extremely hard, made massive
strides, furthered her education, and, in time,
teamed up with Shawn in real estate. As they grew
closer, they decided to join paths for life, as well,

and have recently become engaged.

As Shawn explains, “We have a lot of
respect for each other. She’s tremen-
dous and complements me in a lot of
the skills that I don’t have. She gives
me alternative opinions on things that

don’t even cross my mind.”

Sarah agrees, enjoying the teamwork
she enjoys with Shawn. They each have

their own areas of emphasis at work.

As Sarah says, “I told him you can do
the transaction side, and I will man-
age all the construction. I love that.

It’s my passion.”

TEAMING UP

Shawn explains that he and Sarah put
most of the emphasis of their work on
the listing side.

As he says, “We put a lot of our energy
and focus on farming, prospecting,
looking for sellers, serving sellers, un-
derstanding their needs, and totally un-
derstanding the market itself inside out,
because sellers are always interested in
knowing what the price and the value of
their homes are, and in which direction

the market is going to.”

‘While much of Shawn’s career was

deeply rooted in technology, he loves
the relationship side of his work with

his clients.

“I explain to clients that my value
doesn’t come from finding them a
home,” he points out. “My value really
starts when we’re about to go into

a transaction because that’s when I
can tap into county records, property
history and profile, finalized permits,
talents and skills of my contractors
and inspectors, discovery and convey-
ance of the issues involved, reading
between the lines and applying my
negotiation skills to attain the best

possible outcome for my clients.”

Looking to the future, Shawn and
Sarah do so with an undeniable sense

of positivity.

“If you look at everything with love,
it makes a real difference,” Sarah
smiles. “If I'm patient, time will show

me the beauty of every change in life.”
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(408) 841-9485 - LICENSE 851514

Teens,

Babies

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

Chiropractors and Acupuncturists help
children with:

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

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

LIGHT

Toddlers and

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

4\
9

I
+ Cold and Flu - natural options for relief ‘4‘\/‘9

Contact us today to learn more about our Integrated Practice.

jOY

ACUPUNCTURE INC

AMBIANCE DESIGN&STAGING

~ Serving the Bay .
- Area with Style and
e 1 f :5', YES, We are Bold!

..Q

_ & =
Call us to schedule your
Complementary Consultation today!
IRA RAJPUT (510.579.0071) | PAYAL SHAH (510.366.3711)

www.ambiancestaging.com | info@ambiancestaging.com
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Bay Area | Central Valley | Greater Sacramento
Multi-family and Commercial Real Estate

Tai Le

760-593-8710

San Francisco, CA 94107

2717 Cottage Way Ste. 3
Sacramento, CA 95825

tai@banyancommercial.com

wWww.banyancommercial.com

466 Brannan Street

BANYAN COMMERCIAL
CalBRE# 01840641

i/~ 4 S0LID

IMPRESSIONS

BAOS%K:WAL

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

FREE TRAINING!

THE SYSTEM THAT HELPED GENERATE OVER S80M IN
REAL ESTATE SALESIN 2018

Certified Residential Appraiser specializing HTTPS:/60.BAOSSDIGITAL.COM/CASE-STUDY
in high-value and luxury properties.

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 BAU LE
1577 Timber Creek Dr | San Jose, CA 95131 BAO@BAOSSDIGITALCOM 4

408-937-1029 | appraisals@solidimpressions.com (408)4/5-8132
www.solidimpressions.com WWWBAOSSDIGITAL.COM

Give your home the

protection it deserves.

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

Los Gatos, CA 95032 I m hEFE tD hEl{}

Corper of Lark and Winchester off LET'S TALK TDDAY

of Highway 17 in Los Gatos

o StateFarm

State Farm Fire and Casualty Compary, State Farm General Insurance Company, Bloomington, iU
Siate Farm Florida Insurance Company, Winter Hawon, FL

1708136 Stabe Farm Lhoyds, Richardson, TX
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P event

Partner Bowling

Thank you to the Partners who took
the time to join us for our Bowling
Luncheon. Jared Nash with Parc
Staging took home the Trophy.
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Luncheon

PRESIDENTIAL
PROPERTY MANAGEMENT

PROPERTY MANAGEMENT SERVICES FOR
RESIDENTIAL &€ COMMERCIAL INVESTERS

IN SILICON VALLEY

E? LEASING

Q
MAINTENANCE
7% MAINTENAN

ACCOUNTING

ASK ABOUT OUR REALTOR

REFERRAL PROGRAM
(408) 829-8155 WWW.PRESIDENTIALPM.COM

Moving you down the
street or around the globe:

RESIDENTIAL | CORPORATE | STORAGE
T

Call Eric Galpine for a
FREE, no-obligation
moving estimate!

Ready to Move?
5@ 408-878-0007

1 - egalpine@acerelocation.com
RELOCATION SysTEMS Atlas.  \yww.AceRelocation.com

SELL YOUR HOME FASTER
WITH FRESHLY PAINTED WALLS

“Had Ernie come out and do
interior and exterior painting at
W myhouse. He was always on time,
= kept the work area clean, and
ays a

\BY  Communication was always
| /
tl “timely. Highly recommend Ernies

Quality Painting!"
- YEIP 5-STAR REVIEW

Quality Painting
408.401.0006

SATIN WOODS e REFINISH DECKS
REFINISH KITCHEN CABINETS
MATCH TEXTURES e MATCH COLORS
INSTALL CROWN MOLDING AND BASEBOARD

Quicker Sales ¢ Higher Values ¢ Improved Curb Appeals

- 20+ insurance companies

- We are able to shop around
with multiple companies to
get the best price

- Discounts for home buyers

» Multi-policy/Bundle, Alarm
System discounts available

- Prior claims, brush or hazard

areas, okay
INSURANCE

- No home we can't insure

- We can provide proof of
insurance to your lender in
less than 15 minutes

Metu{e F@] E"'I:)Oﬂmﬁ

im A Hoos P ——

PROGREXINVE ™ vationai General

. Call Today For
[Broremosy ¥ keEMPEr & QBE E
s A Quote!
CHUBBE' EaEisimne JUSTIN TURNER | Agent/Owner
PRFINITY Lic#0F89647
S 9519654651
Pl " .
n l 1 justinturner@goosehead.com
Neite  INEORANCE www.goosehead.com
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/\TRIUMPH

Your go-to industry expert on Rehab,
Bridge and Ground Up Construction
loans for real estate investors.

REHABR SMALL BAL

Fix & Flip Commercial

ANMCE

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

Joe Lima

Director of Originations

- (508)4560-9054
(877) 353-109¢9
jlima@triumph.capital
afinancingflippers

Acquisition Construction

HANHAN

COMMERCIAL GROUP

COMMERCIAL
REAL ESTATE
SALES & LEASING

OFFICE « INDUSTRIAL
RETAIL - MULTI FAMILY

CSR A4

COMMERCIAL
REAL ESTATE SERVICES

JONATHAN HANHAN

408.909.0998

HANHANCRE.COM
CALBRE# 01800203
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PAN
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Bay Area Staging and Interior Design

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

CONTACT US TODAY FOR A COMPLIMENTARY QUICK QUOTE
(408) 460-1975 - SaraArlin@gmail.com
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From the Street Skate to Re:

sl )|/ CHEN

print me more! €4

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 | 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

« Send to clients with your holiday greetings

+ Brokers, use when farming your favorite neighborhood

WHAT IF | 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 | ORDER?
Email Mitch.Felix@RealProducersmag.com.
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"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

A professional headshot is one of the best ways E P . et wanted to find the best]
to estab“ Sh your person al_ brand on any platform o i1 . Natural Bridges I andscaping impressed us with their team approach,

attention to detail, and the caliber of their subcontractors. They guided

| T ; : o gBSAEEE  us to make smart changes to the original plans and the final product is
> " - I r- # - ' | - - B . — -
. absolutely perfect!

I am incredibly grateful to have found them.”

KIRSTEN REILLY,

Broker Associate, Compass

David Ross
408.206.8444 cell
408.356.1240 office
Natural License #535214
Brldges DavidRoss@NaturalBridgesLandscaping.com

LaNDgcApINe Www.naturalbridgeslandscaping.com

Jumbo Loans 95% LTV options up to $

You could buy for less than 870 optio o to 3 ' XU
20% down with our jumbo loan ouse deleaation up to $ e
options.
Asset depletion progra avallable
% e e
DeClo O Orporale cal O | 2d e O Want to make a bigger purchase | g _ e |
but don’t have enough for the s - S El T e B ==
down payment? T | =9
We have options. [ _‘ij £ R 5 ] .
S i - ;:f.. >

NICOLE SANTIZO vrof Mortgage Lending

Contact Nicole today for a distinctive mortgage experience.

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

guaranteed Rate

U]Unujr\/ "‘”"(7

PHOTOGRAPHY VI1DE®O

CHAIRMAN'S (8 CIRCLE @Tﬂp Originators** 160MM== [5AR S

**As ranked among the 200 top originators on Scotsman Guide 2018.

*Source: $162 million volume, or 176 loans funded with Guaranteed Rate in 2019, according to internal loan production reports.

Applicant subject to credit and underwriting approval. Not all applicants will be approved for financing. Receipt of application does not represent an approval for financing or interest rate guarantee. Restrictions may apply, contact
Guaranteed Rate for current rates and for more information."Minimum credit score requirements will vary. May qualify for owner-occupied only.

W \X/ \X/ H Y U N A H J A N G C O M O 3 4 7 - 8 4 o -1 8 O @EDUALHOUSINGLENDER Nicole Santizo NMLS ID #582907; CA - CA-DBO582907 | Guaranteed Rate NMLS ID #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) CA - Licensed by the Department of
0 0 5 Business Oversight, Division of Corporations under the California Residential Mortgage Lending Act Lic #4130699

HI@HYUNAHJANG.COM

ealprod e ag.co 4
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