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Virtual Tour Cafe LLC
6200 Stoneridge Mall Rd, Suite 300 Pleasanton CA 94588

(877) 744-8285 or (925) 609-2408

VirtualTourCafe.com

Let us help WOW your current 
& future sellers!

Professional Photos & 3D Listings...
Sell Homes Faster!

Are you making the right first impression?
Offering Professional Photography, 3D, Video, 

Aerial Drone, plus virtual tour/property 
websites, print flyers, and more!WHY FILL YOUR 

EMPTY LISTING WITH 
VIRTUAL STAGING?

on First order 
of Two Staged 

Photos!

Real Producers 
Mention Ad for

on Next Order!

NOISE PROBLEM

preventing the purchase or sale of a Residential, 
Commercial, or Industrial property?

Do you or one of your clients have a

I F  S O ,  L E T ’ S  D I S C U S S  H O W

WE CAN HELP YOU
SOLVE THE PROBLEM.

ENVIRONMENTAL
CO N S U LT I N G  S E RV I C E S

Stan Shelly
408.257.1045  |  info@environconsultserv.com

www.environconsultserv.com

40+ years of professional noise mitigation experience

MOLD REMEDIES
Bay Area’s Premiere Environmental

Inspection & Mold Removal Company

(800) 460-9535
www.moldremedies.com

info@moldremedies.com

CSLB #827821 and Certified by the IICRC and IAQA

O V E R  2 0  Y E A R S  O F  E X P E R I E N C E !

Call us for more details!

W E ’ R E  H E R E  T O  H E L P

MOLD INSPECTION/
AIR QUALITY TESTING

ELIMINATE SMOKE ODOR!
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GProperty Management Services for
Residential & Commercial Investors
in Silicon Valley

(408) 829-8155 | www.presidentialpm.com
info@presidentialpm.com | Cal BRE# C/01998337

Ask about our Realtor Referral Program!

"As the owners of a rental property being managed by Presidential, my husband and I have 
been very happy with the service provided. John is extremely knowledgeable and 
down-to-earth, and responds to our questions and concerns within 24 hours. We get paid on 
time each month with a detailed invoice describing any deductions from our net earnings (ie, 
HOA dues for the managed condo, repairs that fall
under our responsibility, etc). They even take care of
paying the property taxes on the condo for us.
Would definitely recommend (and we have!)."
-Tanya S
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www.gormaninteriors.com  |  408-623-5262

Designing Spaces Unique to  Each Clients Dreams and Goals

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

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.

Partner with Open Advisors :
· Personal Financial Modeling
· Reliable Pre-approvals
· Reputation for closing loans on time

Help when they make the most important 
financial decision of their life.

YOUR CLIENT STANDS OUT. 
THEIR OFFER SHOULD TOO.

Bryan Russell
Branch Manager | Sr. Mortgage Advisor
NMLS 229012

408.357.7812
408.655.5835 mobile
brussell@opesadvisors.com

ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN  •  BALTIMORE  •  BOULDER
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ORLANDO  •  PHILADELPHIA  •  PHOENIX  •  PITTSBURGH  •  PORTLAND  •  RALEIGH  •  SALEM  •  SAN DIEGO  

SEATTLE  •  SILICON VALLEY  •  SPOKANE  •  ST. LOUIS  •  TAMPA BAY  •  TEMECULA  •  TRI-CITIES  •  TRIAD  

TUCSON  •  TWIN CITIES  •  VIRGINIA BEACH  •  WASHINGTON D.C  •  WAYNE COUNTY  •  WEST VALLEY

WILMINGTON  •  YOUNGSTOWN  •  ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN
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AMERICA'S BEST REAL ESTATE AGENTS

R E C O G N I Z E D

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers
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CHENFrom 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 13
Print Me 

More

18
Profile: 
Nonnie 
Dinges
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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

PHOTOGRAPHY/

VIDEOGRAPHY/ 

VIRTUAL STAGING

VirtualTourCafe & 

RealEZPhotoFix

Tim Denbo

(925) 549-0714

VirtualTourCafe.com & 

RealEZPhotoFix.com

PROPERTY MANAGEMENT

Presidential Property 

Management

John Adams

(408) 442-7690

PresidentialPM.com

STAGING & HOME DESIGN

Encore Staging Services

Vanessa Nielsen

(408) 800-1566

EncoreStagingServices.com

Stage This! Stage That!

Laurie Piazza

(408) 930-1986

StageThis.net

TERMITE &  

PEST CONTROL

Western Way Termite 

Services

Chris Tiopan

(408) 837-7734

WesternWayServices.com

VIRTUAL STAGING/SOCIAL 

MEDIA MARKETING

Tiller Studio

Natalie Tiller

3383 Payne Ave

San Jose, CA 95117

(432) 638-2315

www.roomelixir.com

Opes Advisors

Bryan Russell

(408) 655-5835

OpesAdvisors.com/

about-us/our-team/

bryan-russell/

Summit Funding, Inc.

Karen Bartholomew

(925) 443-2000

SummitFunding.net/sites/

kbartholomew

Valente Mortgage Team

Shane Valente

(214) 507-5792

ShaneValente.com

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker

(408) 309-9456

AceRelocation.com

Clutch Moving

Steven Mandac

(650) 535-2424

ClutchMovingCompany.com

PHOTOGRAPHY

Fotos by T

Teresa Trobble

2828 S. Bascom Ave

San Jose, CA 95124

(408) 316-1613

Fotosbyt.com/

life-in-your-brand

INTERIOR DESIGN

Gorman Interiors

Cindy Gorman

(408) 623-5262

GormanInteriors.com

LANDSCAPE DESIGN

Better Landscape

Steve Ashley

(408) 841-9485

BetterLandscape.com

LEAD GENERATION 

MARKETING

Baoss Digital

Bao Le

(408) 605-8923

BaossDigital.com

MARKETING

Aerial Canvas

Brendan Hsu

(650) 850-2431

AerialCanvas.com

MOLD REMEDIATION

Mold Remedies

Richard Wolf

(415) 719-8909

MoldRemedies.com

MORTGAGE

Guaranteed Rate

Nicole Santizo

(408) 499-1270

GuaranteedRate.com/

loan-expert/Nicole

APPRAISALS - 

RESIDENTIAL

Solid Impressions 

Appraisals

Eddie Davis

(408) 823-0625

SolidImpressions.com

CLEANING SERVICES – 

COMMERCIAL

S&R Janitorial

Sonia Romero

(650) 400-8335

srjanitorialservices.com

COMMERCIAL REAL 

ESTATE SPECIALIST

Compass Commercial 

Real Estate

Jonathan G. Hanhan

(510) 375-7575

ENVIRONMENTAL 

CONSULTANT

Environmental  

Consulting Services

Stan Shelly

(408) 218-7651

environconsultsrv.com

HEALTH AND MEDICAL

In-Health Clinic

Jennifer Walker

(408) 356-0273

in-HC.com

INSURANCE

Goosehead  

Insurance Agency

Justin Turner

(951) 965-4651

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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SOLID
IMPRESSIONS

APPRAISALS OFFERED FOR:
Refinance, Estate Planning, Date of Death, 
Trust, Foreclosure,  Bankruptcy, Short Sale, 
Divorce Property Appraiser

 

Certified Residential Appraiser
specializing in high-value and

luxury properties

NEED AN APPRAISAL FAST? GIVE US A CALL!
408-937-1029 | appraisals@solidimpressions.com

www.solidimpressions.com

Amy Felix,
Editor

Mitch Felix, 
Founder & Publisher

Teresa Nora Trobbe,
Photographer

Nicole Wright, 
Ad Strategist

Nick Ingrisani,
Writer

Kasey 
Schefflin-Emrich, 

Writer

Dave Danielson, 
Writer

Zach Cohen, 
Head Writer

S I L I C O N  VA L L E Y
M E E T  T H E

R E A L  P R O D U C E R S  T E A M
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note
FULL SERVICE 

TERMITE CONTROL
& DAMAGE REPAIR

WesternWayServices.com
408-837-7734

SOIL TREATMENTS
LOCAL SPOT TREATMENT OPTIONS
FUMIGATIONS & REPAIRS

Family Owned & Operated

GIVING YOUR CLIENTS CONFIDENCE
IN THEIR NEW PROPERTY

“FREE” LIMITED
INSPECTIONS AND

COMPETITIVE BIDS!

Experiencedin VA loansand refinance inspections.

CLEAN TODAY,
SELL TOMORROW!

Let us handle the dirty work!

Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

PROFESSIONAL CLEANING SERVICES
Commercial | Residential

&RS

What the organizers/leaders/owners/
managers/administrators of those events 
don’t tell you is the top 7% of agents that 
are doing 90% of the business NEVER 
ATTEND THOSE MEETINGS...the Real 
Producers are out working...getting list-
ings...selling homes...making money.

Those agents that attended those events were the 93% doing 10% 
of the business. Don’t get me wrong. They were nice people...but 
not successful real estate agents.

At my lowest, I was nearly broke. I was nearly broken. I could 
barely make any sales or ends meet.

I knew something wasn’t right when my sales flattened year 
5 and then year 6 and year 7 the only way I made any money 
was to stop marketing altogether...in essence I cut my expenses 
which mitigated the lessening sales coming and increased my net 
profit, however I was in a doomed business because every month 
that passed was one more month my business was not growing.

I’d still be doing that if I hadn’t learned about a few friends who 
had found a new way.

They launched a hyper local social magazine. It featured stories 
of the top agents and allowed for vendors who wanted to grow 
relationships with those agents to advertise. Agents need great 
vendors as much as vendors need great agents. The magazines 
had the attention of the very best agents and the community of 
reciprocity allowed for everyone to work with the best.

I found the solution and chose to bring it to my home...Silicon 
Valley. We launched and I grew our platform and the top 500 
of the top real estate agents participated. One person at a time, 
one relationship at a time we grew our platform. I became a 
super-connector and shepherd of the business.

Now, we are entering the 4th calendar year.  
Hundreds of success stories.

If you want to grow relationships with the top real estate agents 
in the world, you can get a chance in Real Producers.

It’s not right for everybody, but it is the best.

Thank you

Written By Mitch Felix

PUBLISHER’S

I made the same mistake 1500 times.

I spent 7 years of my life trying to meet the very best real estate 
agents at office meetings, sales meetings, golf tournaments, 
expos, association events, education events, or networking 
events. 200+ mornings a year I got my game face on and hoped I 
would meet my next client.

What I didn’t realize was that I was in a huge pond fishing for the 
little fish. I NEVER HAD A CHANCE.
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PHIL
CHEN

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
•	 Send 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!
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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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Photos By Hyunah Jang

CORCORAN GLOBAL L IV ING

After 17 years with Coldwell Banker, industry 
leader Nancy Robinson stepped out of her comfort 
zone to join a new face in the California real estate 
market -- Corcoran Global Living. Nancy was com-
ing from a renowned organization; she had been 
in a management position with Coldwell Banker 
since 2011 and was most recently a Regional Vice 
President responsible for overseeing 22 offices.
 
Yet, the real estate marketplace has been driven 
towards change by COVID-19 and technological 
advances, and Nancy recognized that the time was 
ripe for a transition.
 
“There’s a lot of movement happening in the 
industry,” she explains. “And a lot of new business 
models, a lot of companies doing interesting things. 
An opportunity became available with a company 
that does hot marketing, called Corcoran Group. 
They are a brand I have long admired.”
 
Nancy, admittedly, isn’t someone that enjoys 
change. After all, she was with her previous com-
pany for almost two decades.
 

Robinson
Nancy 

“There are a lot of 

people that don’t 

change in this industry 

out of fear… and at 

the end of the day, 

sometimes change is 

positive. Is it scary, 

uncertain, and risky? 

Sure. But sometimes 

you need to change in 

order to grow. I want to 

give people inspiration 

that they can change.”
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“I’ve never subscribed to the ‘grass is greener’ and 
jumped around brokerages,” Nancy says. “For me, 
I believed in brand loyalty, loyalty to the people I 
worked with. There is no perfect company, no per-
fect model. There is no perfection out there.”
 
In February of 2020, Corcoran Group expanded 
into California and Nevada. They launched 
Corcoran Global Living, the company’s first fran-
chise, and Nancy was intrigued by their growth 
strategy. Recognizing her growth was stagnated, 
she stepped outside of her comfort zone and 
officially joined Corcoran Global Living as Chief 
Growth Officer in October of 2020.
 
Live Who You Are

 
Corcoran Group, Corcoran Global Livings’ parent 
company, was founded by Barbara Corcoran.
 
“She has an amazing story where she had nothing 
and grew this organization out of sheer will and 
tenacity,” Nancy says. “Corcoran Global Living was 
their very first franchise.”
 
Michael Mahon runs Corcoran Global Living. Nancy 
reached out to welcome Michael to the Bay Area, 
and the pair hit it off.
 
“When COVID hit, I watched how he handled it, 
and I really admired what he was building,” Nancy 
says. “His vision is bridging together some very 
strong indie brokerages across the state, as well as 
growing through community offices built with the 
cornerstone of solid agents.”
 
Corcoran Global Living’s values are centered 
around lifestyle. Their tagline is ‘Live Who You Are’ 
-- a nod to their values of family and authenticity, 
and their primary goal is to help their agents and 
their clients live their best life.
 
Another value that drew Nancy to Corcoran Global 
Living was their intent to focus on female empow-
erment. As Nancy notes, the majority of real estate 
agents are women. Yet, the majority of leadership 
positions are still held by men.
 

“This is still a male-dominated industry when it 
comes to leadership,” Nancy says. “I admired that 
female empowerment was important to Corcoran.
 
The Changing Face of Real Estate

 
Even during the current COVID-dominated times, 
the successful agents -- and the large brokerages -- 
are getting bigger. Nancy recognizes that while that 
is positive for some, another subset of agents and 
clients desire something different.
 
“There are agents that want the smaller brokerage 
feeling that includes hyperlocal marketing in the 
communities they serve. They want a connection 
like that. As we see big brokerages getting bigger, 
it’s ripe for a newcomer on the scene,” Nancy says.
 
That’s where Corcoran Global Living steps in. 
They are a national brand, but they are working 
real estate with a hyperlocal approach. Rather 
than focusing on market share, they are focused 
on uniting independent companies with a common 
vision. The success of Corcoran Global Living is a 
direct reflection of its people and their ability to 
come together in uniting the top talent across the 
real estate marketplace. Corcoran Global Living is 
dedicated to making a difference in the communi-
ties it serves.
 
“I believe the direction of real estate is that it is the 
foundation of a community. We need to make sure 
we are acknowledging and addressing the needs of 
those communities. So marketing has to be hyperlo-
cal,” Nancy says. “Our goal shall never be to become 

the largest brokerage in the world. However, our 
passion is to unite the top talent of like-minded real 
estate professionals in the markets we engage [with] 
to join us in making a difference for [the] consumers 
and communities we represent.”
 
The real estate market is reacting to COVID-19 in a 
way that no one predicted. The changes in the mar-
ket have been unprecedented. People are realizing 
that they don’t have to live in a smaller home close 
to work. A virtual work environment allows families 
to move to new areas. Nancy and Corcoran Global 
Living are prepared to capitalize on these shifts.
 
“I was recently hiking in Moab, and I spoke with 
a guy from Carlsbad, near San Diego. All of his 
friends were able to work remotely, so they rented 
an Airbnb in Moab for a few months,” Nancy 
explains. “These things have transformed our real 
estate market. It has also transformed what people 
are looking for. Before, [the most important thing] 
was the convenience of a downtown location near 
public transportation. That trend has reversed. 
We’re seeing people who want more space and 
want a yard, a hobby room, a home gym. The ame-
nities list now goes on.”
 
The Unintended Positive Consequences 

of Hiking

 
Outside of work, Nancy’s life is also shifting. Her 
three children are now 16, 18, and 20. With two of 
them in college and one in high school, her role as 
a mother has changed, leaving her with more free 
time on her hands. Her increased travel schedule as 
Chief Growth Officer fits her current lifestyle well. 
The increase in free time has also allowed Nancy to 
make some ambitious goals outside of real estate.
 
One of those goals is to complete 50 hikes with 
50 different people before she turns 50. She was 
inspired by the book The Unintended Positive 
Consequences of Hiking, in which the author 
details her own journey to complete 60 hikes before 
her 60th birthday.
 
“This year, I was about to turn 48. Every year, 
I would do some kind of walk or bike ride for a 

charity. This year those aren’t happening, so I made 
a decision that I was going to hike,” Nancy explains. 
“I modified the challenge to do 50 hikes with 50 
different people by my 50th birthday. That equates 
to around two good hikes a month. It’s been great.”
 
Some of the unintended positive consequences of 
Nancy’s personal journey have been increased health 
and growth in her relationships. She’s had the oppor-
tunity to reconnect with friends, old and new.
 
There’s something about hiking and exercise that 
allows you to get to know people better,” Nancy 
explains. “It’s been really fun.”
 
Final Words of Wisdom

 
Nancy has always been focused on goal-setting. 
Whether it’s hiking or real estate, she writes down 
what she intends to do and holds herself account-
able. She encourages agents -- whether brand new 
or seasoned veterans -- to do the same.
 
“We are in prime 2021 goal-planning season. I have 
always been a big believer in goal setting and busi-
ness planning. As an agent, I found self-reflection to 
be critical to my success, and as a real estate leader, 
it has been critical for growth. I have set goals at 
every stage of my career.” Nancy says.
 
Nancy’s career is a testament to the power of goal 
setting -- and the power of intention. She offers a 
reminder to hone in on what’s important, to focus 
our thoughts, and to watch our dreams unfold.

“
“

This is still a male-dominated 

industry when it comes to 

LEADERSHIP ... I admired that 

FEMALE EMPOWERMENT was 

important to Corcoran.

As an agent, I found 

SELF-REFLECTION  to be 

critical to my SUCCESS , and 

as a real estate leader, it has 

been critical for GROWTH. 



18 • December 2020 Silicon Valley Real Producers • 19@realproducers realproducersmag.com

NONNIE
A Natural Leader
DINGES

profile
Photos by Teresa Nora Trobbe, photosbyt.com
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Imagine the most important invest-
ment you will ever make. According 
to Nonnie Dinges, 96% of people will 
say it’s their home. 

“Safe to say, you would want an 
expert to assist you. It is vital to 
have someone leading you who can 
wisely obtain everything in your 
best interest, as well as have a deep 
understanding and connection with 
the community,” Nonnie says.

That person is Nonnie Dinges. Real 
estate has proven to be the perfect 
fit for her personality. Tenacious, 
personable, and authentic, Nonnie has 
built a real estate business that has 
stood the test of time.

Beginnings: 1984

It was 1984. Nonnie was working at 
United Airlines as a Technical Data 
Control Clerk and the airline was 
undergoing substantial layoffs.

“Fancy title, little money,” she quips. 
“I shuffled a boatload of paperwork. 
I handled manuals for the engineers. 
At the time, my mother was a real 
estate agent and had established her 
own business. So when she found out 
about the offer, she said, ‘Quit; take 
the salary and come work with me.’ 
So I listened.”

Nonnie was born and raised in San 
Mateo, went to school locally, and 
stepped into the real estate business 
with strong community connections. 
She never thought of herself as a sales-
person, but as she would soon find out, 
real estate wasn’t about sales anyway.

“It’s about rapport and relationships,” 
Nonnie reminds us.

Nonnie admits that it was a scary 
transition, despite her financial 
security and the mentorship of  
her mother. 

“I wasn’t quite sure of myself. And all 
the testing you do to get your license 
really has nothing to do with the day 
to day work,” she explains.

Yet, Nonnie also discovered that there 
was a lot to love about real estate. 

“I found I loved open houses,” she 
says. “And I love to talk. So as long 
as I did my homework, I could sell  
a house.”

Nonnie closed her first deal within 
six months, and her business was 
officially off the ground. Slowly but 
surely, over the next several years, 
she grew her real estate business to 
be sustainable.

Finding What Works

Over the past 30+ years, Nonnie has 
seen the market shift and change 
many times over. She’s perfecting 
success in all climates.

One of the ways that Nonnie found 
success early on was through 
involvement in her local MLS. She 
recommends that any new agent get 
involved in their local board. It gives 
them a way to get their name out 
there quickly and efficiently.

“And network your neighborhood,” 
Nonnie adds. “Get to know your sur-
roundings; that’s a high priority.”

“You have to focus. You can’t do real 
estate part-time. Work calls; you gotta 
go for it. I follow up. I’m tenacious.”

Alongside her tenacity, Nonnie has 
found numerous creative ways to 
engage with potential clients and create 
new leads. For example, at open houses, 
she runs contests for the community 
members that want to participate.

“I allow neighbors to guess the sales 
price for a home that is selling in their 
area and give away a $100 gift card 
to the winner. Most people want to 
know the dirt about what’s going on in 
the neighborhood. They want to know 
how much the house down the street 
sold for. And it adds to my database.”

“Some people don’t want to bother,” 
Nonnie continues, “and I’m not forc-
ing them. But it’s worked for me. It’s 
led to a lot of leads. It’s a great way to 
get people talking.”

Leading the Way

Nonnie is a natural leader. From her 
time growing up to the present day, 
she’s found that not only is she a strong 
leader, but she loves taking on that role. 
Perhaps that’s a quality that she learned 
from her mother, Nancy, who was a top 
real estate agent at a time when women 
were first getting into the business.

“She didn’t get into it until she was in 
her mid-40s,” Nonnie reflects. “My 
dad was an insurance agent and she 
was a stay at home mom, but she was 
one of the first women in real estate. 
She just took off.”

“In elementary school, I was the 
first female student body president. 
Through high school, I was always into 
running things,” Nonnie continues.

In her older age, Nonnie has learned 
to balance her natural leadership 
qualities with effective delegation. She 
has realized that it’s not in her best 
interests – or the best interests of the 
client – to take everything on herself.

For the Highest Good

Perhaps above all else, Nonnie has 
built her business on honesty. She 
tells the truth – just how it is. 

“There’s no reason not to be truthful 
in real estate. If I don’t know, I say 
I don’t know. Then I go find out and 
follow up,” she says.

In the end, it’s all about one thing: exe-
cuting in her clients’ best interests.

“I believe success isn’t just about 
getting the highest sale price or the 
winning bid. It’s about providing my 
clients peace of mind.”

I follow 
up. I’m 

tenacious.
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Moving you down the 
street or around the globe.

 Ready to Move?  
408-878-0007

 egalpine@acerelocation.com
www.AceRelocation.com

Moving you down the 
street or around the globe.

Call Eric Galpine for a 
FREE, no-obligation 

moving estimate!

 RESIDENTIAL | CORPORATE | STORAGE  RESIDENTIAL | CORPORATE | STORAGE 

2008 stories of resilience
Written by Zach Cohen 

“2008 – that was an interesting time 
for us,” Janelle Boyenga begins.

Janelle and Eric Boyenga had started 
their real estate careers in 1998. 
While they had seen a market down-
turn before, 2008 was different. The 
couple enjoyed tremendous success 
in 2007, and that same January, they 

welcomed their daughter into the 
world. When the recession hit, they 
were not only faced with financial 
challenges, but they had a young 
daughter to care for at home.

“It was pretty scary,” Janelle con-
tinues. “We were first-time parents, 
which is hard enough as it is. Then, 

there was no paycheck. So now what? It was hard 
to imagine that the market could change so rapidly.”

Janelle and Eric went six months without a paycheck.

“When the shift happened, nothing happened in the 
market for a little while,” Eric remembers. “Sellers 
wanted yesterday’s prices, and buyers were pricing 
in the recession. It was a logjam.”

At first, Janelle and Eric dug their heels in and 
committed themselves to what they had done in the 
first decade of their career. But soon enough, they 
realized that they had to shift with the market.

“What we decided to do was change,” Eric says. 
“We pulled out all the stops.”

Janelle and Eric committed themselves to do all of 
the “little things” for their sellers.

“We got involved in short sales. We were buying 
houses and flipping them. But most importantly, we 
went deeper into home prep and staging to make 
homes best in show. To this day, that’s something 
that sets us apart,” Eric explains.

Janelle and Eric set out to make their clients homes 
the best listings. And they succeeded. By the middle 
of 2008, the market began to unlock, and while 
prices were lower across the board, business began 
to return.

“The real lesson we learned is that all these little 
things matter. It crystalized. We need to do the lit-
tle things to not only make a higher net return but 
get the home sold.”

Today, Janelle and Eric continue to apply the les-
sons learned during those trying times.

“You are resilient if you don’t feel sorry for your-
self and ask what you need to do to change,” 
Janelle says. “This market is fluid with COVID-19. 
Everything is fluid. What we realize is that even 
week to week in certain zip codes, the market 
changes. We have to be on top of it.”

“Real estate is a craft, not a science. You can only 
learn by being in the trenches,” Eric says.

BOYENGA
Eric & Janelle

Jon Hanhan
Sr. Vice President

Lic. No. 01800203
hanhan@compass.com

408.909.0998

Leaders in
Commercial
Real Estate

Leasing & Sales
Industrial • Retail

Office • Multi-Family
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SHEAstar on the rise
By Zach Cohen

Photos By Hyunah Jang

“The way in which I handle my 
business is through building rela-
tionships with clients and caring for 
their best interests,” Jordan Shea 
begins. “I try to learn about people. I 
ask questions.”

After graduating from Chico State, 
Jordan Shea followed his passions 
from one end of the globe to the other. 
He has a passion for travel and had 
a deep desire to live abroad. So, for 
five years, he did just that. Jordan’s 
journey took him from the Middle 
East to Copenhagen, from Africa 
to Lake Tahoe, and from Hawaii to 
South Korea. 

For Jordan, travel isn’t all fun and 
games. He learned a lot along the 
way – about culture, about what it 
means to be human, about connec-
tions. He found that in every corner 
of the globe, people are seeking to 
connect and to form relationships. 
He also learned that different cul-
tures seek and achieve connection 
very differently.

“From 2011 to the end of 2016, I lived 
in several places for relatively short 
periods of time,” Jordan recalls. “I 
was out of the country more than I 
was in the country.”

Jordan’s first stop was the Middle 
East, then Denmark, then Africa. 
He would eventually return from 
Africa to begin a job in hospitality – 
his major at Chico State – at a Lake 
Tahoe hotel.

“Coming back from Africa and 
experiencing that lifestyle, and then 
going into high-end boutique, I ended 
up not loving the work as much as I 
thought I would. It was such a con-
trast,” Jordan says.

So, Jordan decided to continue his 
travels. He set off for Hawaii, and then 
South Korea, where he planned to 
open a restaurant with some friends.

“Once we were out there, we saw 
financially it was going to be a bigger 
cost than we anticipated. I ended up 

HERE IN OUR 

CULTURE, WHEN 

WE ARE BUSY 

AND WALKING ON 

THE STREETS, WE 

DON’T EVEN REALLY 

SAY HI TO ONE 

ANOTHER. THERE, 

EVERYONE SAYS HI 

TO EVERYONE.

JORDAN
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teaching English and staying for three 
years,” Jordan says.

Eventually, Jordan decided to  
return home to the Bay Area and 
launch a career in real estate. He 
doesn’t look at his time traveling as 
separate from his venture in real 
estate – in fact, quite the opposite. 
Jordan has acquired a global 
outlook on what it means to build 
relationships. He’s been able to take 

another level. You always felt the love. They always 
welcomed you into their home,” Jordan explains.

“Here in our culture, when we are busy and walking 
on the streets, we don’t even really say hi to one 
another. There, everyone says hi to everyone.”

“The ‘stop and chat’ is real. Timelines don’t  
really exist.”

Jordan has approached the real estate business 
with the same relationship-building mentality that 
he learned abroad. His strength is face-to-face, 
personal interactions.

“The culture, seeing how grateful they were for 
very little that they had, that really resonated 
with me – to be grateful for everything in our 
lives. When I came home, to take a warm shower, 
that was amazing. Being grateful for the little 
things. Appreciating.”

As he got started in real estate in 2018, Jordan 
went all in. He admits he didn’t know what a day 
off looked like when he was ramping up in the 

THE CULTURE, SEEING 

HOW GRATEFUL THEY 

WERE FOR VERY LITTLE 

THAT THEY HAD, THAT 

REALLY RESONATED WITH 

ME – TO BE GRATEFUL FOR 

EVERYTHING IN OUR LIVES. 

WHEN I CAME HOME, TO 

TAKE A WARM SHOWER, 

THAT WAS AMAZING. BEING 

GRATEFUL FOR THE LITTLE 

THINGS. APPRECIATING.

all that he’s learned, keep the good, 
and get rid of the bad. He’s learned to 
slow down, to talk to people, to “stop 
and chat.”

“A lot of the clientele in our area  
can be from anywhere,” Jordan  
says. “I’ve lived in Asia, Africa, 
Europe, and the Middle East. I  
have a strong background and a 
sense of different cultures. Not only 
does It help me connect with people 

from different backgrounds, but it  
helps me when negotiating with agents from 
different backgrounds.”

“Travel has definitely helped me with my success.”

Jordan noticed that in some cultures, people were 
less worried about time. As a result, they connected 
more with each other.

“In Africa – they were the most hospitable people 
I ever met, and I studied hospitality. This was on 

business. He was recognized as a Rising Star in his first eight 
months, Rookie of the Year in his first full year, and President’s 
Circle for top 5% in his brokerage that same year. In 2019, he 
was recognized by REAL Trends as a top 1% real estate agent in 
California and a top 1.5% agent nationwide. 

Alongside the success, Jordan has been able to take a step back 
to ensure that his business is sustainable. That means a few 
more days off, and more time doing the things he loves: going to 
the gym, snowboarding, playing basketball, playing drums, and, 
of course, travel. 

Jordan is proof that increased focus on work/life balance doesn’t 
mean less business.

Since his start in real estate, Jordan has been setting down roots. 
“A year ago, I bought a house; in the last six months, I’ve started 
a close, personal relationship. My business has been going well, 
so I’ve started to try to enjoy some more time off with friends and 
family,” Jordan smiles.

“I’m excited to continue to grow. I feel like I can always do better. It’s 
exciting to see how far I can take this. I’m looking forward to making 
new connections.”
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The #1 preferred home staging company of top agents in Silicon Valley.

Call or Text 408.800.1566 |EncoreStagingServices.com/Portfolio |    HomeStagingBayArea

HOME STAGING
THAT GETS YOU STUNNING RESULTS.

Give your listing the best chance for
success with Encore Staging Services.

Photo Credit:
Aerial Canvas

REALTY GROUP
ALAN WANG

ALLOWING SUCCESS TO UNFOLD
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“I love a lot of things in life.”

Growing up in the Bay Area, Alan 
Wang quickly learned the value of 
hard work. His family didn’t have 
much growing up, and he got a job at 
15 – as soon as it was legal to do so. 
All these years later, his work ethic, 
coupled with an infectious brand of 
optimism and a penchant for multi-
tasking, has allowed him to position 
himself at the top of the Silicon Valley 
real estate market.

“I’ve always been optimistic,” Alan 
adds. “I love life. The little things. I 
didn’t have very much growing up. So 
everything I’m doing is from that seed 
of hard work.”

Alan still outworks most of his team. 
As he says, “It’s who I am.”

“My clients, they need me. I don’t 
want to let them down, and that keeps 
me going.”

The Road From Tech to  
Real Estate
Alan has now been in real estate for 
over 16 years, but for over a decade, 
he ran his real estate business in 
parallel with his full-time work in the 
tech industry.

Back in 2000 – amid the dot-com 
boom – Alan graduated from Santa 
Clara University with a degree in 
business operations and management 
information systems (OMIS). His 
studies were 75% business and 25% 
tech, a perfect match for someone 
who didn’t aspire to be an engineer 
but hoped to capitalize on the tech 
boom. Alan sought out an opportunity 
that allowed him to build business 
skills and people skills, while still 
learning the tech side of things.

“I was going to join a startup, which 
would in turn IPO, and retire. That was 
our dream,” Alan reflects wistfully.

After graduating, he joined a startup 
company, but it went under – quickly. 
Alan revived his dreams in a more cor-
porate setting, joining Cisco Systems.

“It was the end of the dot-com era. I 
joined Cisco Systems, but they soon 
after had their first layoff ever. I 
thought I better have a backup plan, 
so I got my real estate license.”

Alan stayed at Cisco for six years, 
followed by a handful at Google, then 
another six years at LinkedIn. All the 
while, he ran his real estate business 
in parallel, at a steady pace of 8-15 
transactions per year.

Recognizing his Strengths
“I can multitask many things at one 
time. My claim to fame would be 
managing one of Linkedin’s hard-
est projects – migrating their data 
center to another data center before 
their IPO. That was a requirement. I 
was getting my MBA at Berkeley at 
the same time while having my first 
child all at the same time. I would 
be on the shuttle bus, coming to 
Berkeley, writing a contract for real 
estate. It was a little nuts, but multi-
tasking is one of my skillsets.”

“You gotta go with what your skills 
are, your strengths are.”

While Alan continued to find success 
in real estate, his income trailed what 
he earned in the tech sector. For 
many years, he wasn’t quite ready to 
leave the tech world behind.

“I did this big project where I helped 
Linked in launch their China opera-
tion. It was so fun, one of my passions 
to do that. I got it done and asked the 
CEO, ‘What do you have next?’ There 
was nothing bigger.”

Alan saw the writing on the wall. It 
was time for a change. Time to dive 
headfirst into real estate. 

YOU GOTTA GO 
WITH WHAT 
YOUR SKILLS 

ARE,  YOUR 
STRENGTHS ARE.
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DO YOU HAVE CLIENTS
THAT NEED HELP MOVING?
• RESIDENTAL
• WHITE GLOVE DELIVERY
• COMMERCIAL
• LONG DISTANCE
• STORAGE
• RECEIVING
• WAREHOUSING
• PACKING

Call for a
FREE Quote
Today!

Licensed & Insured
www.ClutchMovingCompany.com | (650) 535-2424

Serving Silicon Valley since 2016

"Needed a mover and asked for recommendations from my
realtor. She recommended Clutch Moving. They showed up on

time and were friendly and professional. We did a
walkthrough and told them what I wanted to happen and

then they made it happen. They were fast but careful and I
had no problems. They had extra moving supplies if

needed too. I would recommend them to anyone." -Will M.

“When I did that,” he reflects, “it  
just exploded.”

“[Real estate] was always kind of 
on the backburner. I wasn’t talking 
about it. Once those handcuffs came 
off, [I could say,] ‘This is me.’ I’d 
been doing [real estate] so long. I 
was really hitting my stride. Now it’s 
exponentially growing.”

Success Beyond Earnings
“There is a perfect balance in life,” 
Alan comments. “Most of us need a 
job to pay the bills. The other side 
is what am I good at, then what am 
I passionate about, and then if I am 
making a difference in the world.”

Through his work in real estate, Alan 
feels that he is covering these four 
quadrants of success. The passion he 
holds for his work is ever-apparent, as 
is his desire to do good in the world.

“We [real estate agents] have to learn 
to let go of a lot of things and trust,” 
Alan says. He knows the truth behind 
this sentiment as well as anyone. 
Once Alan was able to let go and put 
his trust in his passion, all corners of 
his experience flourished.

Alan Wang is the founder of the Alan 
Wang Realty Group.  He has been 
a REALTOR® in the San Francisco 
Bay Area since 2003. He ranks in the 
top 1% of all Keller William Agents 
in Northern California and Hawaii, 
and is ranked 64th out of all Keller 
Williams agents worldwide.

Alan is a member of the National 
Board of REALTORS®, the California 
Association of REALTORS®, and 
the Silicon Valley Association of 
REALTOR®. He is fluent in four 
languages (English, Mandarin, 
Cantonese, and Spanish) and is an 
avid sports fan. 




