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OUR
MISSION

is to provide finished

ANITABARCSA
PHOTOGRAPHY work that lasts, is

SPECIALIZING IN FAMILY, NEWBORN, CORPORATE well-built, and meets or

HEADSHOTS & LIFESTYLE PHOTOGRAPHY Vo & s T exceeds expectations,
I T 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

Air Conditioning Services
can count on us to solve

your problems quickly.
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ANITA BARCSA e | %Shephepds
( 65 0) 218-9606 4 Plumbing =<Heating =

ANITA@QANITABARCSA.COM - ANITABARCSA.COM
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650-861-4995 | info@sphac.net | www.sphac.net
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INTEMPUS
BUILDERS

With our extensive experience and real
focus on customer satisfaction, we provide
exceptional service for consumers and pro-
lessionals.

- Increase RO to Seller

\ : - Give Seller an Opportunity 1o Flip Their House!
R I O R , - Quick & Free Estimates
- Assisting to Make Property Ready For Sale
- Interior & Exterior Renovation .
- Comprehensive Construction Work From Start 1o Finish |
- 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

inspection of your property/and are available t@
answelany questions you might have. '

« Our inspectors DO NOT work on commission -

TEHMITE EDNTHUL their/job is to inspect and.report
 Our crews are experienced and‘have been
: e withus for years!

sinee 1971 * We're experienced and knowledgeable on
t new teghniques and trends in\the Termite

TERMITE DAMAGE RESTORATION . Gonralgdustry
& REPAIR EXPERTS! |

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

info@franztermite.com www.FranzTermite.om (650) 493-0445

PROPERTY MANAGEMENT

Intempus Property Management is a

ACHIEVE Youn DREAMS OF HOMEOWNERSHIP full-service broker which specializes in
. | 4 e F asset management, acquisitions, and rela-
. g > tionships.

# r'i' .
i

mn m mE m - 24/7 Rental & Maintenance Support, Pro Mainte-
. nance Ti

- Maximize Your Relationship With Investor / Buyer

KAREN BEARTHOLOMEW
U AN SUMMIT

FUNDING...

CAM FXFINTS

- Complimentary Rental Analysis
- Seamless Transition From Purchase to Rental
- A Warm and Seamless HandolT for Investors

(925) 443-2000
teambartholomewasummitfunding.net
www.summitfunding.net/kbartholomew
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An in-depth pre-approval process.

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.
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Story: v Selfie Time Up: 2020
Sandy L 'r . Events
& Bob i

Jamison

Mortgage Loan Officer
NMLS# 582903

408-307-2215
irhodes@pnc.com
pncmortgage.com/jeffrhodes

If you are interested in contributing or nominating a REALTOR® for certain stories, @

please email us at Mitch@SiliconValleyRealProducers.com. LEWDER
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Sandra Magana,
Content Manager &
Event Planner

Anita Barcsa,
Photographer

Hyunah Jang,
Head Photographer

Amy Felix,
CFO & Editor

Mitch Felix,
Founder & Publisher

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

SERVING ALL OF SANTA CLARA, SANTA CRUZ, AND SURROUNDING COUNTIES.

Industry Leaders who strive to be
on the forefront of Innovation.

Aerial and underground robotics for
complete and comprehensive inspections.

info@inspectwithinsite.com | www.insiteinspections.com | 408.710.6246
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AMBIANCE DESIGN&STAGING

Pioneer in e Home Staging ® Home Remodeling
e Model Homes e Commercial & Residential Interior Design

Ira Rajput (510.579.0071)
Payal Shah (510.366.3711)

www.ambiancestaging.com/portfolio
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e
Call Today For A Quote!
- goosehead
N CINSURANCE
~ JUSTIN TURNER .+ Agent/Owner
~ Lic#0F83647 - 9619654651
- justinturner@goosehead.com's www.goosehead.com

PROTECT YOUR CLIENT'S

Family Owned

and Operated.
Providing Quality

and Reliable services.

FULL SERVICE
TERMITE CONTROL
& DAMAGE REPAIR

"FREE" Limited Inspections
& COMPETITIVE BIDS!

WWW. WesternWayServices.com

info@westernwayservices.com

(408) 837-7734

INVESTMENT

SOIL TREATMENTS
LOCAL SPOT TREATMENT OPTIONS
FUMIGATIONS & REPAIRS
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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 Sell Faster:
The longer a property stays in the
market, the lower the price it will attract.

You Receive A Positive
Return on Your Investment:

1-3% investment on home staging
yields an 8 - 10% return.

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

+ 4 Visit our website to schedule
your Free Consultation!

Stag%f

PREFERRED PARTNERS

APPRAISALS -
RESIDENTIAL

Solid Impressions
Appraisals

Eddie Davis

(408) 823-0625
Solidlmpressions.com

COMMERCIAL REAL
ESTATE SPECIALIST

CSR Commercial Real Estate
Jonathan G. Hanhan

(510) 375-7575

Sperry Commercial
Global Affiliates
Atsuko Yube

(408) 858-2169
SperryCGA.com

CONSTRUCTION
Intempus

Eugene Korsunsky
(408) 320-5504
IntempusRealty.com

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

INSPECTIONS

Western Way

Termite Services

Chris Tiopan

(408) 837-7734
WesternWayServices.com

INSURANCE
Coverage Plus
Insurance Agency
(408) 626-7800

Goosehead Insurance
Agency

Justin Turner

(951) 965-4651

Laura Peterson Insurance &
Financial Services, Inc
Laura Peterson

(408) 395-2900
LauraPeterson.net

INTERIOR DESIGN
Gorman Interiors
Cindy Gorman

(408) 623-5262
Gormaninteriors.com

LANDSCAPE DESIGN
Better Landscape
Steve Ashley

(408) 841-9485
BetterLandscape.com

Natural Bridges
Landscaping

David & Shesta Ross
(408) 206-2606
NaturalBridges
Landscaping.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

Bank of America - Tim
Palacios

(650) 450-2032

Guaranteed Rate
Nicole Santizo

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

Kal Financial
Daniel Chalk
(408) 401-3793

Opes Advisors
Bill Phillips
(408) 993-9133

Opes Advisors
Bryan Russell

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

PNC Bank
Jeff Rhodes
(408) 307-2215

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!

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

MOVERS

Ace Relocation Systems Inc
Pete Pfeilsticker

(408) 309-9456
AceRelocation.com

PAINTING

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

PHOTOGRAPHY

Anita Barcsa Photography
Anita Barcsa

(650) 218-9606
AnitaBarcsa.com

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

Bill Shepherd

(650) 257-2243

SPHAC.net

PROPERTY INSPECTIONS
InSite Inspections LLC
Julia Wolfsmith

(408) 981-1077

PROPERTY MANAGEMENT
Intempus

Eugene Korsunsky

(408) 320-5504
IntempusRealty.com

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

www.realproducersmag.com - 11



Marquise Property
Management
Ursula Murray
(408) 354-0535
MPMSV.com

Presidential Property
Management

John Adams

(408) 442-7690
PresidentialPM.com

Your Client's
Owir team i =t
e e | et

help j,;'ﬂl._l

r clients reach their goals.

REAL ESTATE
PROMOTIONAL SERVICES
REPS

Jeff Crowe

(408) 871-8586
REPSweb.com

STAGING & HOME DESIGN
Ambiance Design & Staging
Ira Rajput

(510) 579-0071
AmbianceStaging.com

ncing soll ha

Bryan Russell
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Deja Blue Home Staging
Theresa Pineda

(650) 542-9693
DejaBlueHome.com

Encore Staging Services
Vanessa Nielsen

(408) 800-1566
EncoreStagingServices.com

HomeScape Designs
Sara Arlin

(408) 460-1975
HomeDesignScapes.com

ew Home S5tands Out and Their Offer Should Too.
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Stage This! Stage That!
Laurie Piazza

(408) 930-1986
StageThis.net

TERMITE & PEST
CONTROL

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

Help when you make the
maost important financial

decisions of your fife.

%
1
1l
!
i
x

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

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED
lL‘{

s

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

@realproducers

BAOS%lGlTAL

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 SBOM IN
REAL ESTATE SALESIN 2018

HTTPS://G0.BAOSSDIGITAL.COM/CASE-STUDY

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

Teens,
Toddlers and
Babies

The stages of your

[ T child's life can bring
4 \ ) health issues
L%

f_

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

Chiropractors and Acupuncturists help
children with:

+ Cold and Flu - natural options for relief

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

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

VAN

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

loans for real estate investors.

REHAB SMALL BALANCE

Fix & Flip Ccmmefcial

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

Joe Lima

Director of Originations

(408) 4460-9054
(877) 353-109%9
jlima@triumph.capital
@financingflippers

-

BRIDGE GROUND UP

Acquisition Construction
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Did you know that every year, in
February, we determine the year’s
“Real Producers.” This publication

is a “certificate of merit” that is

mailed to just the top 500 real

By Mitch Felix

estate agents from the previous
year. It is not the entire Bay Area
— it’s just the Silicon Valley. We
determine who is on that list by
using the total transaction sales

volumes per the MLS.

. kal financial

Your Dreams Approved.™

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

build your dream home?

Contact me today!

DANIEL CHALK

Loan Officer

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

2542 South Bascom Ave, Ste. 130, Campbell, CA 95008 @

Branch NMLS# 937156 | CORP NMLS #237341

EQUAL HOUSING
LENDER

American Financial Network, Inc., DBA Kal Financial, is licensed by the California Department of Business Over-
sight under the California Financing Law License (603J875) and holds a CA Bureau of Real Estate, Real Estate
Broker’s License (01317581) under Nationwide Mortgage Licensing System (NMLS), unique identifier of 937156.
Broker is performing acts for which a license is required. Loans made or arranged pursuant to California Financing
Law.Refer to www.nmisconsumeraccess.org and input NMLS #237341 to see where American Financial Network,
Inc. is a licensed lender. In all states, the principal licensed office of American Financial Network, Inc. is 10 Pointe
Drive, Suite 330, Brea, CA 92821; Phone: (714) 831-4000 (NMLS ID#237341). This is not an offer for extension
of credit or commitment to lend. All loans must satisfy company underwriting guidelines. Not all applicants qualify.
Information and pricing are subject to change at any time and without notice. The content in this advertisement is
for informational purposes only. Products not available in all areas.
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There are about 200 new top real estate agents who are receiving
this publication for the first time. And that means that 200 agents
are no longer receiving this publication. They’ll still be invited to
our events and welcome to participate in the classes and social
media, but they didn’t hit the top 500 so ... no magazine.

Congratulations are in order.

You are being recognized as a part of the most successful group of

real estate agents in the Silicon Valley.
You are a Real Producer.

Per the MLS there was over $18 billion in sales from you all and

over 12,000 transactions.
Welcome to this community of reciprocity.

This month we will review an updated FAQ of some of the most
common questions I receive about what we do and why we do it.
By the way - thank you so much for continuing to work with our
partners. I am receiving a ton of hot-news updates from success-
ful vendor/business relationships that have begun due to our

events and magazines.

Q: Why should | care? What’s in it for me?

A: Who you work with matters. Recognition. Relationships.
Deals. The bar is so low for entry in the industry... Statistically,
most of the licensed agents treat this as a hobby and not a career
- they will do under one deal a year. Knowing the top agents who
have achieved a level of success and the integrity that comes with
high performance will impact your bottom line. When it comes
down to choosing the best offer or the best referral partner or the
best vendor, having a relationship with the person on the other

side of the table helps immensely.

Q: If this is a magazine, why do you have events too?

A: Have you ever noticed that you’re the best agent in the room?
‘We observe that most top agents like yourself don’t attend
events. That’s because they stink. In my previous career, I attend-
ed over 1,500 events, and I can verify that they are mostly awful
wastes of time. At our events, you will be surrounded by only
the top agents in this market. There is music, food, games, adult
beverages, giveaways and more. That allows for a higher level of
instruction and communication. Having an abundance of success
only matters (in my humble opinion) if you share it. So, we bring
the best agents together to communicate with each other — both

about personal and professional topics.

Q: What is the process for being in the magazine?

A: It’s a nomination process. We do not know everyone’s stories,
so we need your help to learn about them. Go to SiliconValleyRe-
alProducers.com and select “Nominate” from the top navigation

menu. Just follow the prompts.

The next step is I pre-interview them to make sure it’s a good fit.
Once we get an overview of the story, one of our staff writers
conducts a phone interview and writes the article. We don’t print

anything without the interviewee’s permission.

Q: What does it cost a real estate agent or leader to be in
the magazine?

A: It costs nothing! This is not a pay-to-play model whatsoever.

Q: Who are the Preferred Partners?
A: Anyone listed as a “Preferred Partner” in the front of the
magazine is part of this community. They will have an ad in every

issue of the magazine, and they are allowed to attend our events

publisher’s note €4

and participate in our online community. We do not just find these
businesses off the street, nor do we work with all companies that
approach us. One or many of you have nominated every single
Preferred Partner you see in here. They know how to work well
with the best agents already. Our goal is to create a powerhouse
network not only of the best real estate agents in the area but the

best businesses as well.

Q: How can | nominate a Preferred Partner?
A: If you want to recommend a local business to become a member
of our platform, please go to SiliconValleyRealProducers.com and

select “Nominate” from the top navigation. Just follow the prompts.

SELL YOUR HOME FASTER
WITH FRESHLY PAINTED WALLS

'ﬂhl i Fictel Frosie

Ifarior amne

=L 5-Stan Rivie

Quality Painting
408.401.0006

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

Quicker Sales » Higher Values » Improved Curb Appeals
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P> partner spotlight

Written by Dave Danielson
Photos by Anita Barcsa

SHEPHERD’S

PLUMBING, HEATING AND
AIR CONDITIONING, INC.

Your Home’s Expert Witness and Solution

Shepherd’s Plumbing, Heating and Air Conditioning: Professionals you go to for help

when something goes wrong at your house. Experts at what they do. So knowledgeable

and experienced that the legal system turns to them for advice and star witness testimony.

A Tradition of Trust

Bill is the head of the company, and he represents the
third generation in his family to work in the industry.

“I was born and raised here, and my grandfather
moved here in the 1930s,” Bill explains. “He was a
plumber. In fact, he did a lot of the original plumb-

ing in the region.”

The company was under a different name at the
time. That’s when Bill’s dad took over operation of

the company.

“In the mid-1990s, dad got into testifying as an expert
witness in legal proceedings that involved plumbing
and electrical systems in homes,” Bill says. “When I
came up in the business, I really enjoyed working with
my hands and doing the projects myself. I like working
with homeowners and seeing when they’re happy.

In 2005, we were doing a lot of litigation and were
starting to move away from the construction side of

the business because of that legal volume.”

So Bill talked with his father about taking the reins
of the construction side of the company to build it
up again. His father agreed.

Bill quickly created a reputation for results, and in
2015, he bought out his dad and started the compa-

ny under its current name.

Full-Service Quality

As business has grown, so has Bill’s team.

“I have an office administrator and a production manager, along
with a team of guys in the field that do the work that I manage,”
he says. “We’re small enough that I can keep in touch with all of
the projects we have going, and yet large enough to take on more
complex projects.” Bill and his team enjoy the challenge of larger,

more involved projects.

“We primarily do high-end residential construction, whether it
involves simple repairs or system design and replacement. We also
work with general contractors and designers who are working with
clients who want to do an entire redesign to make the systems work
efficiently for the house,” he points out. “Because of my background,
I know how to design difficult setups. We had one client who had
three grand pianos that were valued at approximately $1,000,000.
So the conditioning in the house had to be very precise. So we put a

system in place that was able to handle that. Those projects are fun.”
There are no shortcuts to lasting quality.

In one case, a homeowner had worked with six separate HVAC
companies to provide better cooling throughout his house —

without success. He called Bill.

“We went in an looked at everything and came up with the solu-
tion and the price,” Bill says. “It was a little expensive. And I said,
‘T know it’s a little drastic, but here’s how we can get your home

www.realproducersmag.com - 17



cool.” I've talked with the customer several times
since, and the cooling is working better than they

had hoped for. It’s a really rewarding feeling.”

The point is paying for a quality solution translates

to lasting results.

“Our team works hard to put products in place that
I don’t worry about when I go home at night,” Bill
explains. “When I work with a client, I approach
that project in the same way as I would for my
grandparents and parents. We know it’s done right.
Because of the consulting and litigation work that
I’ve done, and being able to say I know what it’s go-
ing to take to do things right. We’re going to make
sure it’s done right. And it’s going to last.”

The Priceless Value of Local Resources

Bill cautions against paying for projects that seem

to be priced at a too-good-to-be-true level.

“Here in the region, the cost of living is high. As a
result, depending on how a company is paying its
people, it can be hard to find guys who can afford
to live in the area,” Bill points out. “We get compe-
tition from guys who drive in from further out to

do the work. But they’re here for a short time, they

do the work, and then they’re gone.
Then, when the customer calls for
work on a warranty item, the guys

who did the original work are no-

where to be found. We’ve seen that
numerous times. We pay our team
a living wage, so they are here and

on hand to take care of issues.”

When you go to the doctor for a
physical exam, an annual review
can reveal issues that can be
addressed before they become

advanced. The same holds true here.

“With our annual inspections, we don’t just look at the equip-
ment,” Bill emphasizes. “We look at the whole house, including
faucets, toilets, pipes, the furnace, sprinklers — everything
plumbing and mechanical. A lot of times a water leak starts as a
drip. Left undetected, it can become large and expensive. Because
we’re getting into the house and providing a more comprehensive

inspection, we can fix issues while they’re small.”

We take care of our
clients. We're not here to
get in and get out. We
take the time to it right.

With his team’s experience,

Bill invites real estate agents to

contact them to take advantage

of their perspective during the

selling process.

“When a buyer’s agent looks at
long-term issues in a home, we can
provide a document that outlines a
fair price for what it would take to replace the systems, including
the duct system, the water heater or the furnace — along with the

process of getting it done.”

After three generations, Bill and his team know a thing or two

about lasting quality.

“We stand by the work we do,” he says. “We take care of our clients.

‘We’re not here to get in and get out. We take the time to it right.”

For more information visit www.SPHAC .net.
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EPS

I SOETOTRE BT [P

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

PRESIDENTIAL
PROPERTY MANAGEMENT

PROPERTY MANAGEMENT SERVICES FOR
RESIDENTIAL &€ COMMERCIAL INVESTERS

IN SILICON VALLEY

=2 LEASING

Q
MAINTENANCE
7% MAINTENAN

ACCOUNTING

ASK ABOUT OUR REALTOR

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

Give your home the

protection it deserves.

L Peterson Ins and Fin Svc Inc
Laura Peterson, Agent

Insurance Lic#: 0L42207

16795 Lark Avenue

Los Gatos, CA 95032

Corper of Lark and Winchester off

of Highway 17 in Los Gatos

Your home is where you make some of your
best memories, and that’s worth protecting.
I'm here to help.

LET'S TALK TODAY.

o StateFarm’

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

170136 Stabe Farm Lioyds, Richardson, TX
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Discipline is the refining fire by which talent becomes ability.

TANTA

t 18 years old, Ameer Tantawy landed his
Afirst job at a local Kohl’s. There, he first
got his feet wet in the working world and his
first taste of sales. He also touched in on the
benefits of his natural affinity for a disciplined
approach; Ameer began to realize how
discipline would bear fruits in his life.

“I’ve always been motivated to get the things that I

want to be done, done,” Ameer says.

While at Kohl’s, Ameer saved up every penny he
made. He had his eye on purchasing a car and was

determined to make it happen.

“My managers would say, ‘How do you not spend
anything? How are you saving all your money for your
car?” Ameer reflects. “They were impressed. In my
first year, [ was able to buy a car that was $10,000.”

“I'm very disciplined, extremely focused. If there’s

something that I want, I'm going to make it happen.”
Over a decade later, as Ameer builds up his real
estate business, he’s found that his ability to “make

it happen” serves him -- and his clients -- well.

“It’s the same thing with real estate,” he smiles.

THE ROAD TO REAL ESTATE

After leaving Kohl’s, Ameer landed a
job in international technology sales.
Ameer was able to use his Arabic
language skills, as the company
mainly focused on selling laptops

in the Middle East. Eventually, he
ended up working at Chase in Los Al-
tos. Working with high asset clients
intrigued him and further inspired

him to strive for success.

“But I started dreaming of real es-
tate,” Ameer recalls. “What if I did
just four or five deals a year and made
an extra $100,000. Wouldn’t that be
kind of cool?”

“I started diving a little deeper into

it,” Ameer continues. “Generally, I'd
say that if I had a personality type, it
would be somebody who likes to be a
leader, as well as being analytical at
the same time. I was analyzing this
commission-only situation. It was very
scary, but being analytical, I looked at
it. I feel like im a pretty good salesper-

son. I feel like I can survive.”

Photos by Hyunah Jang
Written by Zach Cohen

After careful thought, Ameer decided
to make a big leap; he left his job and

dove into real estate full-time.

“It was one of the biggest risks I've
ever taken, but one of the most re-
warding risks I've ever taken. From

there, it was history.”
That was 2016.
DISCOVERING SUCCESS

Ameer launched his real estate career
by grinding... hard.

“I was grinding until I found my first

deal,” Ameer says.

He focused on cold calls, open hous-
es, and social media -- three (almost)

free marketing platforms.

“I did everything that I possibly could
to generate some clients,” Ameer
says. “Four months into having been
licensed, my first deal came in. My
second, third, and fourth all came in

the same month.”
[N N ]
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Ameer discovered that he has a love for
cold calling. “I love both the strategy of
it and doing it. I love when a prospec-
tive client tells me no or they’re not
interested and for me to battle back in
dialogue and ask them why they are not
interested or what I may be able to help

them out with,” he says.

The innate drive to succeed and the
inherent discipline that Ameer posses
have proven to be game-changers

while growing his business.
BORN ON DISCIPLINE

“The way that I was brought up and
raised was extremely disciplined.
That is a part of what has kept me
disciplined. The other part -- it’s in
me as well. It’s a part of my personali-

ty,” Ameer smiles.
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Ameer lives his life based on disci-
pline. He recognizes that it’s disci-
pline that allows him to bring his

goals and dreams into reality.

“I live in a disciplined fashion. Even
nowadays, when my wife wants me to
do something -- come out to a friend’s
party, whatever it may be -- she
knows that if it’s not on my calendar
ahead of time, I might not be able to
commit. That’s how I live. If it’s not

on my calendar, I don’t do it.”
Looking ahead, Ameer has big goals.

“I have big goals and dreams of what I
want to achieve... so I try to make sure
I’'m not wasting time on the things that
are not going to help me get there... I
try to focus on a few major goals at a
time and chip away at them. I'm excit-

ed about next year... Life is good.”

-
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“THE UNIVERSE WORKS IN VERY SIMPLE WAYS. In December 2015, Mathew Haugen

had an epiphany. “I was reading some
‘ﬁ ”: YOU CAN SI_OW THlNGS DOWN ENOUGH SO Facebook posts,” Mathew recalls.
I o . THAT YOU CAN ACTUALLY CREATE SOME SPACE Theve was something sbout the top
ve things people regret on their
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things over experiences, not fol-
lowing your dreams out of fear, and
not spending enough time with the

important people in your life.”

Matt experienced a “feeling” (for
lack of a better term) that he was
not where he should be. He had

experienced a successful run in the

tech space. He helped to found and

build a digital media business which
ultimately led to a successful acqui-
sition of $150m in 2014. Despite this

success, the feeling persisted.

“The feeling turned into a voice, and

the voice got louder, clearer until it

could no longer be ignored. There

was a specific moment of clarity and
conviction in December 2015 where

I decided to follow what was in my
heart and go for it. Two months later, I

gave my notice and never looked back.”

For Mathew, real estate had long been
a dream. He received his license almost
a decade earlier in 2006, with the idea
to start a local brokerage. “But life gets
complex, responsibilities grow. You
have kids, buy a home, get a mortgage,
and it becomes harder to take risks.” As
Mathew found in 2015, it was harder to

take risks, but not impossible.

“I had saved a little bit of money.
Enough to give me a fighting chance

at success. Enough to overcome the

G i . fear of the unknown...just barely.”

- LN )
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ture earning potential, and started crank-

¢ at making more money, getting recognition
and responsibility without really understanding,
what is it that I really want? Money is just a
form of energy. Energy without focus
or meaning is chaos.”

Through an intentional process, Mathew discovered that his
wants all boil down to one thing. “Freedom. I want to be free. I
want to feel free. To not be beholden by somebody else’s vision.
To be free of guilt, anxiety, stress, and fear. To be free to invest in

my family and myself.”

“I want to be alive. I want to be where I'm meant to be... the universe
works in very simple ways. If you can slow things down enough so
that you can actually create some space and listen, the answers will

be there. You'll know whether you are where you need to be or not.”

As Mathew began his real estate journey, he decided to forgo
working for a large brokerage in favor of launching a boutique
brokerage with his partner Danny Dimas. Together they launched
Element Real Estate.

“We live and breathe our community. That’s part of why we are
successful,” he says. “We’re very integrated. It’s a great place to
be. We are executing a business growth strategy that also serves
the needs of our community. It’s where business and doing right by

yourself, your family, and your community intersect.”

_—

.WE ARE CREATING SOMETHING
FRESH, INNOVATIVE, AWESOME.

Mathew admits that there are downsides to starting an indepen-
dent brand and brokerage. At established brokerages, most of
the functions of the business are already in place. At Element,
Mathew and Danny have had to build every component of the

business from the ground up.

“I was reliant on my ability to identify problems and find solu-
tions,” he says. “I had to learn everything. But this is the way it had
to be. We are creating something fresh, innovative, awesome. The

only way I know how to do that is by starting with a blank slate.”

In his third year, Mathew and Element Real Estate are on track
to do $50 million in business. He’s found success but understands
that he still has a lot to learn.

“I can feel myself getting pulled into grow, grow, grow -- at the ex-
pense of everything. I need to remind myself to step back there. I've
got priorities: family, health. In general, the mindset is to grow, build,
take market share, innovate, elevate, but in a manner that still allows

me to be who I am.”
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athew

pery slope.”

something you get to do in life but not in work. Well
This duality is an illusion. In reality, you should be able to achie at you
to achieve as a human being -- with your family, with yourself and with your spiri-
tuality through life...which includes your work.”

That translates to more time spent working on himself, more time with
his wife and four kids, and more focus on building Element Real Estate to
be the brand that he dreams.

“We’re going to continue this small, local-minded, independent, communi-
ty-based brokerage.”
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“I'm one of the odd ducks ~
who own a brokerage but
was never actually a real
estate agent.”

The Early Days of METIS METIS Real Estate was forged out of grit, deter-

mination, and a desire to have a positive impact on
In the beginning, Wallace lost his dining room to METIS collateral — market- the industry. Wallace Chane and his co-founder,
ing material, open house signs, A-frames, tables, etc. — which ran in parallel

with the clutter and demand of getting the business off the ground.

Dennis Loewen, worked 10-12 hour days for an en-

tire year before realizing that they needed to build

32 - February 2020

a team if they were going to be successful and avoid
burn-out. A mentor’s advice helped Wallace take
back control of his time and weed out the repetitive
tasks that he didn’t enjoy.

“My mentor basically said to create a list of things
that you like and things that you dislike, and del-
egate out all the things you dislike, so I did. This
gave me a ton of freedom in my everyday life and

allowed me to focus on doing what I do best.”

Time management was key to getting the business
going and it remains a staple part of Wallace’s
everyday life today. He typically plans a week in
advance and focuses each day on the concrete tasks

that can be done to grow the business.

“Every morning, there might be a handful of things
you can do that will push your business forward.
So when I wake up, it’s an active marathon until I
get those things done, and I shoot to get them done
before noon.”

Wallace also uses cycling as a space to find inspira-
tion and explore the inner workings of the business.
Each session is initiated from two leading ques-
tions: “‘What am I not doing?’ and “What do I want
to be doing?’. His thought explorations branch out
from these core questions to help illuminate the
best action that he can take each day. Each bike
ride gives Wallace an opportunity to clear his mind
and reorganize so he can get back to fulfilling his
role at METIS.

As the METIS CEO, Wallace explains that he

“works on the business, not in the business.”

“My primary role is to figure out how to grow the
company and scale. I am focused on the big-picture.
Dennis manages the typical day-to-day broker du-
ties, including managing both of our client lists and

our entire team.”

None of METIS’s success would’ve been possible
without a stellar team that’s passionate about their
mission. A core philosophy that helps Wallace
connect with the right people is acknowledging that

every relationship is a two-way street.

“In relationships, I'm always going to meet some-
body at 50% and expect them to meet me with the
other 50%. In the rare circumstance where you
overextend and go out of your way to get some-
thing, that’s a conscious decision, and if they don’t
meet you there it’s not their fault. This is where

a lot of frustration, anger, and negative emotions
come up. So with our agents, we always start at
50% and if we decide to go further, we understand

that it’s a conscious decision on our part.”

The Role of Technology in Today’s Market

“I think technology — especially AI — is incred-
ible. At the end of the day, it allows us to do our
jobs better.”

The real estate industry is notorious for the slow
adoption of technology. Many agents steer clear of
technology completely, opting to take an old-school
approach to client acquisition and business manage-
ment. However, technology is influencing the real
estate market whether agents like it or not. Wallace
is convinced that staying ahead of the curve is the

key to long-term success in the industry.
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“Al is one of those things that people are afraid of, but people
need to embrace it — it’s inevitable. The analytical tools that

AT brings take out a ton of the guesswork in this industry. For
example, social media allows agents to build a client profile much

faster than was possible in the 90s.”

Wallace gains his inspiration from leaders in the real estate

industry who are leveraging technology effectively. As real

estate continues to evolve, Wallace is committed to ensuring that

METIS is always poised to evolve with it.
Long-Term Success is All About People

Wallace describes the entire METIS team as “young, motivated, and
ambitious.” One of the most important aspects of running METIS is
ensuring a high quality of life for everyone in the company. In 2018,
60% of the METIS team reached the 1% income threshold in the
United States. This increased financial freedom is allowing every-
one at METIS to enjoy more quality time with their families, explore

their personal passions, and give back to their communities.

But their approach isn’t just about achieving objective financial
success. METIS also teaches their team the foundational skills
they need to build personal wealth. So even if they were to lose
everything, they’d have the tools they need to be able to build
themselves back up. At the end of every year, METIS hosts a 72-
hour off-site retreat for its entire team in an inspired setting where
they review the year, reset their life goals, and create a road map to

achieve these milestones over the following 12 months.

At the end of the day, building a great team is about creating an
environment where people can learn and become something

more than they were yesterday. Wallace isn’t focused on helping

his partners be better agents — he’s focused on helping them be

better humans.
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own milestong’s, that

naturally creates a
sense.of gratitude.
And that gratitude
goes on to impact their
entire lives — a,_i}d the
lives of their clientele

— in positive ways.”

“I don’t teach them how to be better agents. I don’t teach them
to be monster producers. I don’t teach them tactics. I teach
them how to be better humans and how to reach their own goals
within their own life. Because when agents are hitting their own
milestones, that naturally creates a sense of gratitude. And that
gratitude goes on to impact their entire lives — and the lives of

their clientele — in positive ways.”

One of the key lessons that Wallace’s sales background taught him is that
you're never going to win all the time — nor are you supposed to. The goal
should always be to the best version of yourself that you can, and to treat every

relationship with respect, integrity, and honesty.

“I’'m never going to fight for the deals that aren’t mine — you’re not going to get
100% of the deals. The best you can do is go out there, put out your best effort,
and hopefully that’s enough to carry you through.”

METIS provides a foundation and support system
that empowers real estate agents to be themselves
and succeed in how they want to. For agents who
don’t want to fight their way through a tradition-

al company, METIS could be the perfect fit. The
company recently expanded into the Los Angeles
market and Wallace has his sights set on continued

growth in the coming years.
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CATHY
JACKSON

WRITING HER OWN SUCCESS STORY
If not for her drive, grit, and a personal commitment to never, ever give
i up, Cathy Jackson might easily have followed another, less fitting career
trajectory. She may have put down roots in Hollywood, her hometown, and
remained a sales associate at her father’s high-tech company. Instead, she
refused to play it safe. In an effort to start fresh, she drove her Mustang as
-‘- ' far north as two tanks of gas would take her. When her fuel gauge reached

empty, she found herself in the Bay Area and vowed to begin writing her

own success, on her own terms. Little did she know at the time how deeply
this decision would shape the person she would eventually become: a top-
producing agent, a beloved mentor, and a local real estate icon.

SALESMANSHIP 101
After arriving in Northern California, Cathy was determined to land a job as a car
salesperson. With prior experience managing ordering and sales for her father’s
business, she felt confident that her skills would lend themselves well to selling
cars. However, when she went to apply to work at a nearby dealership, the hiring

manager scoffed at her youth and minimal sales experience.

“I sternly scolded him, and quite frankly, yelled at him for treating me that way, and
I said, “You're foolish for not hiring me. I'm probably the best car salesperson you’ll

395

ever have,” shares Cathy.
Ultimately, her spunky disposition worked in her favor, and Cathy was offered a chance
to prove herself. She more than met the challenge. By her second month on the job, she
was the top seller at her dealership, and by her fourth month, she was ranked as the lead-
ing salesperson in the area. Cathy’s aptitude for sales was so great that, at one point, she
sold 30 cars in 30 days, an impressive feat for any salesperson. However, her drive to excel

wasn’t solely rooted in a desire for success. More so, it stemmed from a need to survive.
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“I was determined to not be broke,” says Cathy. “I had no way

of borrowing anything from anybody. There was no safety net
for me, or someone to fall back on except myself. I had nobody
giving me food or help or rent money or anything. My work ethic
and the results I achieved determined if I lived or died. If I didn’t
succeed, I had to move back home, and this was something I was

never willing to do.”
After spending four years as a salesperson, Cathy started to consider
her next career move. Selling cars came naturally to her, so she be-

gan to brainstorm other high-ticket sales markets to transition into.

“This is so easy, I should sell real estate,” Cathy recalls thinking.
“I’ll sell 30 houses in 30 days.”

38 - February 2020

A ROCKY START

The more that Cathy thought about the real estate industry,

the more convinced she became in her ability to thrive as an
agent. She decided to study for the real estate exam and, when
she passed, saw it as a sign to transition away from car sales
permanently. She soon adopted a new routine — bussing tables
from 4:00am until 9:00am so that she could sell real estate from
9:00am to 5:00pm.

Cathy’s first few months in business were rocky, to say the least.
Despite attending countless sales seminars and conferences, she
couldn’t seem to close any transactions. On the verge of quit-

ting, Cathy shared her frustrations with her broker, who quickly

assumed the role of mentor.

A
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“He said to me, ‘Ok...you will not do anything unless

1 give you permission. You will show up at 8:00, you
will leave at 5:00, you'll take a short lunch..’ I sold
three houses in 30 days because of him and what he
made me do differently than what I was doing. Smart-

er, better use of time, better use of everything.”

From that point forward, Cathy leveraged her
newfound business practices to generate $5
million in sales by the end of her first year in real
estate. Since then, she has remained one of the

region’s top producers.

LOOK BACK AND PULL UP

The more successful that Cathy becomes, the
more of an obligation she feels to “look back and
pull up” rookie agents trying to learn the ins and
outs of the real estate business. She does this

in several ways, including acting as a mentor to
struggling new agents, freely sharing her wisdom
by teaching real estate training classes, and invit-
ing colleagues to pick her brain with their most

challenging business problems.

“I am always willing to help others in our industry.
I have an open-door policy. People can call me and
ask me about any problem, even ones they feel
might be odd or unusual, and I can solve it for them,
if they give me two minutes of their time,” boasts
Cathy. “And that’s only because of my years of ex-

perience and because I listen. So, when I managed

an office, one of the best parts about it for me was when people
came to me with the most convoluted, difficult, and sometimes
insane situation, and I could figure out a solution for them that

worked perfectly.”

Cathy’s most beloved opportunity to give back, however, was her
involvement with the Intero Foundation, which raises funds to
serve children and the elderly throughout the Bay Area. After
rising up the ranks from Office Ambassador to Organization Sec-
retary to CFO to, finally, President, she values the public speak-
ing skills that she honed and the relationships that she built. But,
most importantly, she is most proud of the tremendous impact
that she helped to make throughout the region.

A BALANCED LIFESTYLE

To bolster the stamina needed to lead such a vibrant business,
Cathy has become a self-proclaimed fitness buff. She heads to
the gym around 4:15am six days per week and exercises for two

hours, a regimen that sets the tone for the rest of her work day.

“If I don’t work out, I'm crabby almost all day,” confesses Cathy.
“And, T'll tell you, I'm not good crabby.”

Post-workout, her day revolves around real estate. However, un-
like agents who struggle with unhealthy work-life balance, Cathy
has established and is content with her own definition of balance,

mainly because, to her, real estate isn’t work. It’s her passion.

“..If somebody says to me, ‘Want to go play golf?’ I say, ‘Not
really.” If my sister asks me to do something tomorrow, I'll say, ‘I

think I’ll just do an open house.” I love my job.”

UNLIKE AGENTS WHO STRUGGLE WITH
UNHEALTHY WORK-LIFE BALANCE, CATHY HAS
ESTABLISHED AND IS CONTENT WITH HER OWN
DEFINITION OF BALANCE, MAINLY BECAUSE, TO
HER, REAL ESTATE ISN’T WORK.

IT°S HER PASSION. ==
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“We met in college and were good friends before
we started dating. After that, we started investing
together,” Bob recalls. “Before we even got married,

we bought investment properties together.”

In the late 1990s and 2000s, both Sandy and Bob
were well on their way to growing their careers in
tech. Bob advanced to be a Product Manager and
Sandy was negotiating billion-dollar M&A deals.

Yet, both maintained an interest in real estate,

and the couple continued to invest
in properties as their careers -- and

family -- grew.

Sandy was the first to get her real
estate license, in 2004. In 2008 she
received her broker’s license but
continued working in real estate
part-time through 2010.

“When I took maternity leave, I be-
gan to focus more on my business,”

Sandy recalls. “I realized I needed

to follow my passion for real estate.

I’ve never looked back.”

As Sandy grew her business, Bob
joined her. He was licensed in
2008 and continued to work as an

engineer full time until May 2018.

Through all of those years, Bob
worked in real estate part-time,
helping Sandy with her clients, her
team, and eventually, her broker-
age, Tuscana Properties. By 2018,
Tuscana Properties was calling for
Bob’s full attention.

“She had been trying to get me to

leave IBM for a long time to focus on

our own business,” Bob says. “The business had
grown really well, but we were bumping up against
a ceiling. We were at $40-50 million in volume and
couldn’t get past that ceiling.”

Bob took his skills in management and applied them
to his work in real estate with great results. Since
Bob has joined the team full-time, business is up
about 40%, and the team has grown to include five

assistants and nine real estate agents.

“We really work well together,”

Sandy smiles.
FINDING THEIR GROOVE

One of the reasons that Sandy and
Bob have found such great success in
business together is their willingness

to divide out the work. They recognize




that their skill sets are different, and by leveraging them, they put

themselves at a competitive advantage.

“It’s important to figure out which skills each person is good at

and let them own that,” Bob explains.

“We’re not stepping on each other’s toes,” Sandy adds. “If some-

thing comes up in his domain, I send it to him to handle.”

“There’s trust when working with your spouse. You don’t have
to worry they’re trying to gain something over you. Whatever I
make is half his, and vice versa. We celebrate all of our success-
es together and root for each other. It’s all ‘we.” We sell houses

together. Together it’s our success.”

Although he does sell, Bob continues to handle the lion’s share of the
managerial and operations duties, while Sandy is on the front line

selling and leading the creative side of the business.

“Two minds are always better than one,” Sandy says. “When

issues arise, we can brainstorm on the best way to handle it. And

we can manage different clients’ personalities better.”

WORKI/LIFE: FINDING BALANCE

Admittedly, the hardest thing about being partners in life and in
business is drawing the line between the two. With two young
children at home -- Jett (9) and Austin (4) -- Sandy and Bob
have to find ways to shut off their business minds to focus on
their children.

“The hardest thing is turning the business off. Work never

ends,” Bob says.

“When you work with your spouse in real estate,” Sandy
adds, “everyone knows you are working seven days a week.
Everyone expects you to answer your phone. It’s hard to shut
that off. Clients expect us to be reachable. That’s the chal-

lenge; you can never escape it.”

While striking balance is a challenge,
Sandy and Bob have always been the
type that’s up for a good test. Togeth-
er, they’ve proven that they’re capable

of overcoming any obstacle.

Recently, Sandy and Bob have hired
additional assistants and have started
delegating more work. They are pass-
ing more business opportunities along
to their team -- which not only frees
up time but allows their team to be

more successful.

“We have to bring more people on and

trust them,” Sandy says.
INTO THE FUTURE

“The future looks really strong,”
Sandy says with a smile. In 2020,
Sandy has taken on the role of
President of the Santa Clara County

Association of Realtors®.

“It’s very optimistic,” Bob continues.
“I have no concerns about our future

in real estate and the Silicon Valley.”

“We’re both good problem solvers,
and while the market is changing, we
can adapt quickly. Every change in
the market is an opportunity for us.
How can we take that opportunity
and help our clients? We believe if we
are helping our clients exceed their
goals, even in a shifting market, we’ll

be successful.”
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Minds are

always better
than one 99
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Photos by Mitch Felix

Here is a preview of the selfies from the past few
interviews that we are working on. Make sure to

look out for their stories this coming year.
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RENTAL & LUXURY PARTNER YOURSELF WITH
HOME MANAGEMENT THE REAL PROFESSIONAL

IN THE BAY AREA

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

Luxury Focused Agent.

SPERRY

COMMERCIAL
GLOBAL AFFILIATES"
GLOBAL ESTATE LINK

™.
A T

AL NN

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

Providing Efficient, Dependable and Economic solutions.

) ATSUKO YUBE, cips

The Premier Property Management firm that offers a . .
ey 9 Managing Director

clear, proactive and personalized approach to create
‘The perfect match".

°'5“k°'Y”be@SP?"Y‘9°"°m 19925 Stevens Creek Blvd,
20 S Santa Cruz Ave, Suite 308, Los Gatos Ca 95030 408-858-2169 Direct Suite 100

CalBRE#: 01255893

408.354.0535 | info@mpmsv.com | www.mpmsv.com www.sperrycga.com

Cupertino CA 95014

Unlike other stagers, we own all of our furniture,
allowing us to respond quickly to get your home
ready for listing when you need it!

’:‘ Q
Q a MQ Hourly Consultations Staging Services

Home Staging Color Interior design
Finishes Furniture warehouse
Furniture layouts White glove delivery

Decluttering, etc. Setup, removal
and clean-up

You’ll be

satisfied with our
service or your next
job is on us. Give us
a call today!

1780 Broadway Street,
Redwood City, CA 94063

(650) 542-9693

www.dejabluehome.com
tpineda@dejabluehome.com
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INATURAL BRIDGES LANDSCAPING - AS SEEN ON HGTV
event line u p =0 . "As a Realtor, I take a lot of pride in my home and feel that it reflects on
T - me as a professional, so when we decided to invest in landscaping, we
. o - wanted to find the best!

Natural Bridges Landscaping impressed us with their team approach,

: : attention to detail, and the caliber of their subcontractors. They guided
e Se B us to make smart changes to the original plans and the final product is
el g R o absolutely perfect!

I am incredibly grateful to have found them.”

. B i, % KIRSTEN REILLY,
F E B R UARY pEEG N Y Y T Broker Associate, Compass
Mark your Partner Appreciation Lunch - : -
calendars the Thursday, February 20, 2020

5020 Event 12:00 - 3:00 Partners Only | 5 y o David Ross
. T -, N S 408.206.8444 cell
pis here.

Line U 408.356.1240 office

by, i SR S Natural License #535214
FEBRUARY N e 1: A = * Xeos Brld es Da\1dRoss@Nat11§1€‘:$36r1dgjesLmdscaplno com

LANDECA p ine www.naturalbridgeslandscaping.com

Share Your Story Boardroom
February 26, 2020
Invitation Only

Powerhouse

Event Negotiation

160 MILLION

IN 2019 CLOSED LOANS*

Congratulating Nicole Santizo on
achieving Chairman’s Clrcle in 20
with outstandmg prod ,

Communications Panel -
Thursday March 26, 2020
1:00 - 3:00

MARCH

COMING SOON

We are excited to bring the following events to 2020. We have in store NICOLE SANTIZO \ of Mortgage Lending

guaranteed Rate

4 Powerhouse Events - High Level Learning Discussions for Top Agents Only 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

4 Social Events - Fabulous and Exclusive

Our 1st Real Producers 5K. ‘ \

Our 1st Real Producers Booze and Bark Day at the Park. (‘]]’“RM’\N’S@(‘[RCI‘E @Tuﬂmiqiﬂamﬁ
2 (Partners only) Networking Events. e g the 00 o ot o Statomn s gy 2015 according o ntemalloan producton repots.

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.

- 160MM+ [5ARS-

. . . L. . EquAL HousING LENDER Nicole Santizo NMLS ID #582907; CA - CA-DBO582907 | Guaranteed Rate NMLS D #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) CA - Licensed by the Department of
Disclaimer certain restrictions apply for each event. More details to follow. Business Oversight, Division of Corporations under the California Residential Mortgage Lending Act Lic #4130699
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