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www.gormaninteriors.com  |  cindy@gromaninteriors.com  |  408-623-5262

Treat. Restore. Protect.
We take the Bite Out of Termites

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

•  Our licensed inspectors will perform a termite
    inspection of your property and are available to
    answer any questions you might have.
 •  Our inspectors DO NOT work on commission –
    their job is to inspect and report
 •  Our crews are experienced and have been
    with us for years!
•  We’re experienced and knowledgeable on
    new techniques and trends in the Termite
    Control industry.
 •  We can perform both termite treatment
    AND repair!
•  Our work is Guaranteed! Contact us
    regarding specifics.

The Franz Guarantee

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

Termite Damage Restoration
& Repair Experts!
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Industry Leaders who strive to be
on the forefront of Innovation.

Aerial and underground robotics for 
complete and comprehensive inspections.

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

info@inspectwithinsite.com  |  www.insiteinspections.com  |  408.710.6246

   Joey Luprete
  Insite Inspections, LLC
Owner / ASHI Inspector # 266105

Ira Rajput (510.579.0071)
Payal Shah (510.366.3711)

www.ambiancestaging.com/portfolio

Pioneer in • Home Staging • Home Remodeling

AMBIANCE DES IGN& STAGING

• Model Homes • Commercial & Residential Interior Design

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

SOIL TREATMENTS
LOCAL SPOT TREATMENT OPTIONS
FUMIGATIONS & REPAIRS

PROTECT YOUR CLIENT'S
INVESTMENT

Nicole Wright, 
Ad Strategist

Zach Cohen, 
Head Writer

Dave Danielson, 
Writer

Kasey 
Schefflin-Emrich, 

Writer

Nick Ingrisani,
Writer

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

Hyunah Jang,
Head Photographer

Amy Felix,
CFO & Editor

Anita Barcsa,
Photographer

Mitch Felix, 
Founder & Publisher

Sandra Magana,
Content Manager & 

Event Planner
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S 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!

APPRAISALS - 

RESIDENTIAL

Solid Impressions 

Appraisals

Eddie Davis

(408) 823-0625

SolidImpressions.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

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

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
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Marquise Property 

Management

Ursula Murray

(408) 354-0535

MPMSV.com

Presidential Property 

Management

John Adams

(408) 442-7690

PresidentialPM.com

REAL ESTATE 

PROMOTIONAL SERVICES

REPS

Jeff Crowe

(408) 871-8586

REPSweb.com

STAGING & HOME DESIGN

Ambiance Design & Staging

Ira Rajput

(510) 579-0071

AmbianceStaging.com

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

Stage This! Stage That!

Laurie Piazza

(408) 930-1986

StageThis.net

TERMITE & PEST 

CONTROL

Franz Termite

Michael Judas

(650) 493-0445

FranzTermite.com

BAO LE
BAO@BAOSSDIGITAL.COM

(408) 475-8132
WWW.BAOSSDIGITAL.COM

FREE TRAINING!

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

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

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

ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN  •  BALTIMORE  •  BOULDER

CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE  •  COLORADO SPRINGS 

COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE  •  GRAND RAPIDS

HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  •  LINCOLN

LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  NEW ORLEANS

NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  •  OMAHA

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

BALTIMORE  •  BOULDER  •  CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE

COLORADO SPRINGS  •  COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE

GRAND RAPIDS  •  HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  

LINCOLN  •  LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  

NEW ORLEANS  •  NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  

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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2542 South Bascom Ave, Ste. 130, Campbell, CA 95008 
Branch NMLS# 937156 | CORP NMLS #237341

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

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

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

build your dream home? 

Contact me today! 

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.

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 
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.

By Mitch Felix

Q: Why should I 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 

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 I 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.

publisher’s note
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SHEPHERD’S 

Yo u r  H o m e’ s  E x p e r t  W i t n e s s  a n d  S o l u t i o n 

	 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, 
‘I know it’s a little drastic, but here’s how we can get your home 

	 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.

Written by Dave Danielson

Photos by Anita Barcsa

partner spotlight

PLUMBING, HEATING AND 
AIR CONDITIONING, INC.

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.
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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.”

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.”

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.

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.

Real Estate Promotional Services
334 E. Campbell Avenue Suite B

Campbell, CA 95008

Customer Service
Telephone: (408) 871-8586

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!

www.repsweb.com
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TANTAWY
the fruits of discipline

Photos by Hyunah Jang

Written by Zach Cohen

A t 18 years old, Ameer Tantawy landed his 

first 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, I 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.”

star on the rise

“ ”-ROY L. SMITH

Discipline is the refining fire by which talent becomes ability.

Ameer 

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.”



22 • February 2020 www.realproducersmag.com • 23

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.”

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.

Bill Phillips
Mortgage Advisor – Managing Director
NMLS #230295
Opes Advisors, a Division of Flagstar Bank, FSB

“Downtown Willow Glen”
1100 Lincoln Ave., Suite 251
San Jose, CA 95125

Office: 408- 993-9133 
Cell: 408- 219-4134

bphillips@opesadvisors.com

O

Realtors dream of the
Perfect Mortgage Advisor

• Client Pleaser
• Experienced Problem Solver

• Systems that Close on Time and Close Quickly
• Understands my Needs

• Referral Partner
• My Clients Love Him

• Great Listener
• Responsive Communicator

100% closing rate
for over 20 years

“Where your dream
comes true!”
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MATHEW
In December 2015, Mathew Haugen 
had an epiphany. “I was reading some 
Facebook posts,” Mathew recalls. 
“There was something about the top 
five things people regret on their 
deathbed. Three of them struck home 
for me -- putting too much value in 
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 
fear of the unknown...just barely.” 

friends and neighbors spotlight

Photos by Anita Barcsa

Written by Zach Cohen

HAUGEN
The Power 
of Mindset

MATHEW
HAUGEN “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.”
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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.”

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.”

Mathew admits it was scary to go from a steady income and 
health insurance for his family to zero income and no employer 
benefits. But three years into his real estate journey, he couldn’t 
be happier with his decision. The success is consistent. The mar-
ket share is growing at a feverish pace, and this idea has created 
a thriving local business that is exceeding his most optimistic 
expectations. “This success is not by accident,” he states. “We 
are creating success through intention, faith, and gold 
ol’ fashioned horsepower.”

Mathew stays focused by focusing on his mindset. 
One thing he’s found in common with many of to-
day’s highest achievers is that they spend a good deal 
of time working with their own mind. Mathew does 
the same on a daily basis.

“I’m a mindset guy. I spend a lot of time getting my 
mind right. Auditing my thoughts, reading things 
that provide value, focusing on an abundance mind-
set, and just being happy,” he explains. “If you ask 
ten people, ‘What do you want? What do you really 
want?’ Nine people won’t know. They’ll tell you what 
they think they want or what they’ve been trained to 
want. For me, I got out of college, found a job with 

good future earning potential, and started crank-
ing 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.”

. . .WE ARE CREATING SOMETHING 

FRESH, INNOVATIVE, AWESOME. ”
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Solid Impressions Appraisals
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Moving you down the 
street or around the globe.

 Ready to Move?  
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 egalpine@acerelocation.com
www.AceRelocation.com

Moving you down the 
street or around the globe.

Call Eric Galpine for a 
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Mathew sees work/life balance as a bit of a misnomer -- as he says, “a slip-
pery slope.”

“It presumes that your life and your work are mutually exclusive. 
Which means achieving your inner purpose, dreams, aspirations are 

something you get to do in life but not in work. Well, that’s kind of tragic. 
This duality is an illusion. In reality, you should be able to achieve what you want 
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.”

JONATHAN HANHAN
408.909.0998
HANHANCRE.COM
CALBRE# 01800203

HANHAN
COMMERCIAL  GROUP

COMMERCIAL  
REAL ESTATE    

SALES & LEASING

OFF ICE  •  INDUSTRIAL      
RETAIL  •  MULT I  FAMILY
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team featured 
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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, 
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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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o f  b e i n g 

h u m a n

Written by Nick Ingrisani

Photos by Hyunah Jang

T h e  E a r l y  D ays  o f  M ET I S

In the beginning, Wallace lost his dining room to METIS collateral — market-
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.

wallace
chanechane

wallace
“I’m one of the odd ducks 
who own a brokerage but 
was never actually a real 
estate agent.”

METIS Real Estate was forged out of grit, deter-
mination, and a desire to have a positive impact on 
the industry.  Wallace Chane and his co-founder, 
Dennis Loewen, worked 10-12 hour days for an en-
tire year before realizing that they needed to build 

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.”

T h e  R o l e  o f  Te c h n o l o g y  i n  To d ay ’s  M a r k e t

“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.

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.”  
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“AI is one of those things that people are afraid of, but people 
need to embrace it — it’s inevitable. The analytical tools that 
AI 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. 

L o n g -Te r m  S u c c e s s  i s  A l l  A b o u t  P e o p l e

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. 

“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.  

“. . . b e c a u s e  w h e n  a g e n t s 
a r e  h i t t i n g  t h e i r 
o w n  m i l e s t o n e s ,  t h a t 
n a t u r a l l y  c r e a t e s  a 
s e n s e  o f  g r a t i t u d e .  
A n d  t h a t  g r a t i t u d e 
g o e s  o n  t o  i m p a c t  t h e i r 
e n t i r e  l i v e s  —  a n d  t h e 
l i v e s  o f  t h e i r  c l i e n t e l e 
—  i n  p o s i t i v e  w a y s . ” 
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WRITING HER OWN SUCCESS STORY

Photos by Hyunah Jang

Written by Jessica Frere

If not for her drive, grit, and a personal commitment to never, ever give 
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 

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. 

industry icon

JACKSON
CATHY 
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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.” 

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. 
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“He said to me, ‘Ok…you will not do anything unless 
I 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, I’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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SANDY AND BOB
JAMISON

cover story

Partners in Business, 
Partners in Life

Photos by Hyunah Jang  |  Written by Zach Cohen

When Sandy and Bob Jamison met in 1997, they were not yet aware of how connected their 
lives would be in the decades to come. At that time, both were working as interns at Cisco 
Systems -- and on their way to their own perspective careers in the technology sector.

JAMISON
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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.

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 

“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 

“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. 

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.
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“

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.”

WORK/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.”

two 
minds are 
always better 
than one”
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selfie
S A Y  C H E E S E
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.

Photos by Mitch Felix

photos

time
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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!

Staging Services
Interior design

Furniture warehouse
White glove delivery

Setup, removal
and clean-up

Hourly Consultations
Color

Finishes
Furniture layouts
Decluttering, etc.

1780 Broadway Street,
Redwood City, CA 94063

(650) 542-9693
www.dejabluehome.com

tpineda@dejabluehome.com

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

RENTAL & LUXURY 
HOME MANAGEMENT 

IN THE BAY AREA

Providing Efficient, Dependable and Economic solutions.

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

“The perfect match”.

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

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

PARTNER YOURSELF WITH
THE REAL PROFESSIONAL

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

Luxury Focused Agent.

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

ATSUKO YUBE, CIPS

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

19925 Stevens Creek Blvd,
Suite 100

Cupertino CA 95014

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

Managing Director
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EVENT LINEUP
event line up 

Mark your 

calendars the 

2020 Event 

Line Up is here.

We are excited to bring the following events to 2020. We have in store

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

4 Social Events - Fabulous and Exclusive 

Our 1st Real Producers 5K.

Our 1st Real Producers Booze and Bark Day at the Park. 

2 (Partners only) Networking Events.

* Disclaimer certain restrictions apply for each event. More details to follow.   

COMING SOON

Partner Appreciation Lunch - 
Thursday,  February 20, 2020

12:00 - 3:00 Partners Only

Share Your Story Boardroom
February 26, 2020

Invitation Only

FEBRUARY

FEBRUARY

Powerhouse 

Event Negotiation 

Communications Panel - 

Thursday March 26, 2020 
1:00 - 3:00M

A
R
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H

David Ross
408.206.8444 cell

408.356.1240 office
License #535214

DavidRoss@NaturalBridgesLandscaping.com 

www.naturalbridgeslandscaping.com

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

KIRSTEN REILLY,
Broker Associate, Compass

NATURAL BRIDGES LANDSCAPING  -  AS SEEN ON HGTV
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