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Family Owned
and Operated.
Providing Quality
and Reliable services.

FULL SERVICE
TERMITE CONTROL
& DAMAGE REPAIR

"FREE" Limited Inspections
& COMPETITIVE BIDS!

PROTECT YOUR CLIENT'S
INVESTMENT

OUR
MISSION

is to provide finished
work that lasts, is
well-built, and meets or
exceeds expectations.

We constantly strive

SOIL TREATMENTS

WWW. WesternWayServices.Com

info@westernwayservices.com LO CA L S POT T R EAT M E N T o PT I O N S
A FUMIGATIONS & REPAIRS

toward a very high
standard of honesty and
integrity, and we ensure
SERVING ALL OF SANTA CLARA, SANTA CRUZ, AND SURROUNDING COUNTIES. that our employees
adhere to this standard in
r A A : _ every job they complete

| Ll =5 for our customers.

. . .4 \B- ‘ '- Whether you need
ST 'E _ - e general maintenance or

INSPECTIONS .
emergency services, you

Alr Conditioning Services
Iittstry Lanidors wik: idibve 16 ba can count on us to solve

ot the Torefront of Triesvent i,

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

your problems quickly.

650-257-2243 | info@sphac.net | www.sphac.net
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Dream homes come in all shapes'ands . —

So do the lending solutions from Opes Advisors. Our team has the relatio-nsmpg,
and experience to set up the real estate financing solutions that -
help your clients reach their goals.

Help when you make the
most important financial
decisions of your life.

Bryan Russell

Branch Manager | Sr. Mortgage Advisor
NMLS 229012

408.357.7812
408.655.5835 mobile
brussell@opesadvisors.com

www.opesadvisors.com | 750 University Ave, Suite 275 | Los Gatos, CA 95032 @
Qpes Advisors, A Division of Flagstar Bonk | Member FDIC | Equal Housing Lender Programs for qualfied borrowers. Subject to credit approval. Undervriting terms and condlions apply. Some restrictions may apply. ~ CENBER

Treat. Restore. Protect.

We take the Bite Out of Termites

it

inspection of your property/and are available t@
answelany questions you might have. 1
+ Our inSpectors DO NOT work on commission -

theirfjob is to inspect and report
 Our crews are experienced and‘have been
O withlus for years!
sinee 1971 * We're experienced and knowledgeable on
t new teghniques and trends in\the Termite

TERMITE DAMAGE RESTORATION ; Contral{gdustry
& REPAIR EXPERTS! !

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

TERMITE CONTROL

-

info@franztermite.com - www.FranzTermite.com
i ' S, =

N T E R I O R SEB§

o Vaking Decorating Dreams a Reality

B (FLN

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

&
@

& \
INTEMPUS
BUILDERS

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

- Increase RO1 o Seller

- Give Seller an Opportunity 1o Flip Their House!

- Quick & Free Estimates

- Assisting to Make Property Ready For Sale

- Interior & Exterior Renovation .

- Comprehensive Construction Work From Start to Finish |

- Design & Build

- Repairs & Improvements to Maximize Investment

- Maintain Strict Quality Control Over Every Job

- Address Inspections With Quick Completion for a Smooth
Sale

- Help Buyers Make Their Purchased Home Their Dream
Home

- Relerral Fees for Agenis!

- Give Intempus Builders A Call

PROPERTY MANAGEMENT

Intempus Property Management is a

full-service broker which specializes in
asset management, acquisitions, and rela-
tionships.

- Maximize Your Relationship With Investor / Buyer

- Complimentary Rental Analysis

- Seamless Transition From Purchase to Rental

- A Warm and Seamless HandolT for Investors
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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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MEET THE SILICON VALLEY REAL PRODUCERS TEAM

| ak

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

vt
J'I

Nicole Wright, Zach Cohen, Dave Danielson, Kasey Nick Ingrisani,

Ad Strategist Head Writer Writer Schefflin-Emrich, Writer
Writer

Give your home the

protection it deserves.

t Petgrfﬂ" |,.: *’“t*’ Fin Svc Inc Your home is where you make some of your
dura referson, Agen . -
insurance Lick: OLA42207 best memories, and that’s worth protecting.

Los Gatos, CA 95032

Corner of Lark and Winchester off LETIS TALK TODAY

oo StateFarm

State Farm Fire and Casualty Compary, State Farm General Insurance Company, Bloomington, IL
State Farm Florda insurance Company, Winter Hawn, FL

1708136 Stabe Farm Lioyds, Richardson, TX
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Shower
Thoughts

By Miltch Felix

I am grateful. Many teams have no established

name and no defined logo. These

We could not do what we do without teams I am focusing on are an infor-
the support of you. We are a tribe — mal collection of like-minded think-
a team. ers who set a goal together and then

make it happen.
I do some of my best thinking in the

shower. Like us. A tribe.
So much so that I have a waterproof It makes me think of each of the
note pad and pencils suction cupped events we create together. It’s a

to the wall in there. When inspiration  growing group of the very best real
hits, I am ready. estate professionals in one room,
manifesting something unique and not

Recently I wrote down: duplicatable.

“Team Building. No name. No logo.” Labels become secondary to setting
an intention together and manifesting

Here is what I meant. something from nothing.

*Your*

your clien
of homeownership and keep them smiling the whole way.

NMLS ID# 280075
(925) 443-2000

These events fortify current relationships and grow

new ones.

It can be quick. A few hours come and go, but the

mark of the team that was created stays with us.

History is full of examples of these collaborators.

My life is full of examples of these collaborations.

They have made an indelible impact on the trajecto-

ry of my life.

Participating in this community of reciprocity

matters.

You matter.
My observation is that performing at a high level
means you are often pouring out into everyone

else’s glass, but nobody is pouring into yours.

Real Producers fills that void.

THANK YOU.

What’s surreal is this is just the beginning.

We could not do what we do without the support
of our Partners. When you need a vendor, please
choose one from the Preferred Partner Index. They
have all been recommended by your peers and

vetted by me.

2020 is going to be amazing.

I's dream

THE HOME LOAN EXPERTS

teambartholomew@summitfunding.net 2073 Third Street Livermore, CA 94550 | Branch NMLS ID# 395759

www.realproducersmag.com - 9



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.

PREFERRED PARTNERS

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

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

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

INSPECTIONS

Western Way Termite
Services

Chris Tiopan

(408) 837-7734
WesternWayServices.com

INSURANCE
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

LEAD GENERATION
MARKETING

Baoss Digital

Bao Le

(408) 605-8923
BaossDigital.com

MARKETING
Aerial Canvas
Brendan Hsu
(650) 850-2431
AerialCanvas.com

Beyond RE Marketing
Chris Ricketts

(510) 440-9153
BeyondREMarketing.com

MORTGAGE
Guaranteed Rate
Nicole Santizo

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

Kal Financial
Daniel Chalk
(408) 401-3793

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/s
ites/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

Hyunah Jang Photography
Hyunah Jang

(347) 840-1580
HyunahJang.com

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

in-HC.com NaturalBridgesLandscaping. Heating, and A/C
com Opes Advisors Bill Shepherd
Sta e/ Visit our website to schedule Z‘g;’“;'2259133 f;:/li”zm
g your Free Consultation! (408) 993- net

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

www.realproducersmag.com - 11



PREFERRED PARTNERS

PROPERTY INSPECTIONS
InSite Inspections LLC
Julia Wolfsmith

(408) 981-1077

PROPERTY MANAGEMENT
Intempus

Eugene Korsunsky

(408) 320-5504
IntempusRealty.com

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

Presidential Property
Management

John Adams

(408) 442-7690
PresidentialPM.com

REAL ESTATE
PROMOTIONAL SERVICES
REPS

Jeff Crowe

(408) 871-8586
REPSweb.com

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

12 - January 2020

REFERRAL AGENT
EPIC Realty

Tina Alzaga

(208) 391-3352
Tina.HomesByEpic.org

SIGNS

Sign Gypsies - San Jose
Judy Pfaff

(408) 785-8755
SignGypsies.com

STAGING & HOME DESIGN
Ambiance Design & Staging
Ira Rajput

(510) 579-0071
AmbianceStaging.com

Encore Staging Services
Vanessa Nielsen

(408) 800-1566
EncoreStagingServices.com

HomeScape Designs
Sara Arlin

(408) 460-1975
HomeDesignScapes.com

Stage This! Stage That!
Laurie Piazza

(408) 930-1986
StageThis.net

TERMITE & PEST
CONTROL

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

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

@realproducers

tina.beaconidaho.com

TINA ALZAGA
(208) 391-3352

tina@beaconidaho.com | tina.beaconidaho.com
3525 E. Longwing Ln.#110 | Meridian, ID, 83642
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Witten by Dave Danielson
Photos by Hyunah Jang

A Passion for Property Management

When you talk with John Adames, it’s clear to see he has a strong passion for what he

does as Broker and President of Presidential Real Estate — overseeing the management
responsibilities for hundreds of properties throughout the region.

Raised on Real Estate
That passion for the business is something
that was instilled within John from a very

early age, growing up in San Jose.

“My parents, Charlie and Sandy, owned
Adams and Adams REALTORS®. My dad did
sales, and my mom focused on property man-
agement,” John recalls. “My mom has been a
property manager the whole time. And when I
turned 18, I started working for her.”

For four years, John worked with his mom.
He learned a lot working side by side with
her during that time. After that, Sandy
semi-retired and sold her business to another
property management company—Atlantis
Real Estate. John continued on with the new organization,

serving as second in charge for another eight years.

“We worked with a lot of units while I was with Atlantis,” he

remembers. “In fact, we were managing about 1,500 units.”

Starting His Own Path
In October 2013, John started Presidential Real Estate and
started his own new chapter in property management. In a

few short years, the company has become a true success.

“We have three licensed agents on our team, and we’ve
grown to about 300 properties we manage. We have a nice

size. We’re not too big, and we’re not too small,” he explains.
As John says, that size brings advantages for clients.

“When an organization becomes really large, a high volume
of properties can make it more difficult to continually cover
all of the details involved, and they become more difficult to
control,” John points out. “With our size, one of the things
we really take pride in is our ability to deliver personalized

customer service.”

That’s why John and his team ensure that their growth is

covered with the team and processes to continue to deliver the
brand of service and personal follow-through they’ve become

known for.

The expansion continues each year. In fact, Presidential Real

Estate averages a 30 to 40 percent annual growth rate.

John attributes much of that success to the important team-

work his organization enjoys with the real estate community.

“Our agents in the real estate industry who we work with are
like our best friends,” John emphasizes. “We have an out-
standing relationship and are able to refer clients back and
forth. In fact, over 50 percent of our business comes from real

estate agents.”

That success comes property by property and step by step in

covering the needs of clients.

“We really cover the whole tenant life cycle,” John explains.
“So we help people prepare their properties for rental. We
advertise them, screen applicants, handle all of the lease
agreement paperwork and signatures, delegate maintenances,
handle insurance claims, and take care of the ongoing account-

ing needs for the properties, as well.”

www.realproducersmag.com - 15



Excelling at the Experience

At the same time, John and his team have also
taken steps to streamline the tenant experience
and make the experience more intuitive for them,

as well.

“One of the things we have really enjoyed offering
to tenants is a series of maintenance videos that
we make available through our website. These
videos cover items such as how to get your garbage
disposal working again, along with basic tips and
reminders related to breakers and the electrical

panel. They have been very popular.”

In addition to Presidential Real Estate, John and
Sandy also own and operate another company
called Rental Housing Network.

“Our company teaches
people and provides them
with the tools and materials
to manage these properties
on their own.”

“Rental Housing Network is designed for those
owners who want to manage their own properties.
Our company teaches people and provides them
with the tools and materials to manage these prop-

erties on their own,” he explains.

Priorities in Place

John has been involved in giving back to the
industry through time, as well. He’s a member of
the National Association of Residential Property
Managers (NARPM) and has served as President of
the Santa Clara County chapter, along with serving

on the state chapter.

Away from work, John’s favorite thing is spend-
ing time with his wife, Stacy, and their two sons,
Wyatt, who is five, and Owen, who is two. He and

Stacy are also preparing for their third child.

16 - January 2020

“My definition of success really revolves around

them. Everything for me is geared toward my fam-
ily. And I feel very lucky to be at this point in life
where I am able to spend good quality time with

them,” John says.

As John looks to the future, he does so with a
sense of gratitude and service — a passion for

working with and serving people.

“It means a lot to me to be able to serve people
from all walks of life and to go the extra mile for
them,” John explains. “We work with a spirit

of fairness and integrity to protect the owner’s
investment while also providing a great place for
people to live. It makes me happy to know that
we have satisfied owners and tenants. It’s a happy

balance. I really love what I do.”

For more information about
Presidential Real Estate:

John Adams

Presidential Property Management
www.presidentialpm.com

Cal DRE# 01512831
john@presidentialpm.com

Office: 408-829-8155 / Cell: 408-442-7690

= kal financial

Your Dreams Approved.™

PRESIDENTIAL
PROPERTY MANAGEMENT

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

PROPERTY MANAGEMENT SERVICES FOR
RESIDENTIAL &€ COMMERCIAL INVESTERS

IN SILICON VALLEY

=2 LEASING

Q
MAINTENANCE
7% MAINTENAN

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

ACCOUNTING

EQUAL HOUSING

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.

REFERRAL PROGRAM
Information and pricing are subject to change at any time and without notice. The content in this advertisement is

[ £ |:| 5 :| 8 2 L:.] - 3 '| :-, 5 '-,."'_" I'-.'.'.-'I I'-.'.'.-'I . P H L 5 | L} |_ l\,‘ T| ."I". L P r.r.': . ':_ _\_‘_.1 for informational purposes only. Products not available in all areas.

ASK ABOUT OUR REALTOR

3 MILLION:

BUY A UPGRADE THE OFFICE WITH FANCY GIVE THE C-SUITE A ENABLE THE RESCUE OF THOUSANDS
PRIVATE JET FURNITURE AND GADGETS NICE RAISE OF HUMAN TRAFFICKING VICTIMS
WORLDWIDE

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

the support of our industry partners and engaged readers. Because of you.
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Photos by Hyunah Jang

DECEMEBER

JULY
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Special Thank you to our

Photographers: Hyunah
Jang, Anita Barcsa,
Brandon Busa for your

amazing work in 2019

www.realproducersmag.com - 19
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review
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FEATURED SILICON

VALLEY REAL PRODUCERS

As we look forward to 2020, we
cannot forget all of the amazing
articles that we were able to publish
in 2019. Here’s a list of all the fea-
tured Silicon Valley Real Producers.
Thank you for allowing us to share
your stories.

Cover Stories

Joe Velasco

Amy McCafferty
Valerie Trang
Michael Nevis & Rick Ardizzone
Suntia Merchia
Brett Jennings
Anson Ip

Michael Gali Team
Eugene Korsunksy
Susan Fixen

Greg Simpsom

Profiles

Sydney Ereno

Edna Eng & Debbie Sanders
Jason Noriega & Mark Barber
Brad Le

Nicki Banucci

Howard Bloom

Gray Palacios

Kalena Masching

Fran Papapietro

Samit Shah

JessiLe

Alan Feldman & Rebecca Yen Smith
Rusty Paap

Rodger Shaheen

Vicky Le

Igor Reznikov
Mary Clark

John Faylor
Sophie Shen
Daunielle Doughty

Head Turner
Tori Atwell
Jim Holt

Kim Richman

Star on the Rise
Lina Huang
Adriana Trenev
Suzanna Martinez
Laura Defilippo
Jennifer Yi

Zack Shields
Heena Joshi
Sharon Chen
Elena Licari
Bobby Ohadi
Mindy Ni

Game Changers
Kerry Sexton
Michael Adari
Owen Halliday
Matt Tenczar
Michael Ramos
Eddie Oberoi
Daniel Rumer

Jennifer Friess & Marcella

Orlita

Celebrating Leaders
Mike D’Ambrosio
Rick Smith

Sandy Jamison

Terry Myer

Valerie Trang

Making a Difference
Douglas Marshall

Agent of Abundance
Aaron Derbacher

Industry Icon
Melanie Kemp

Partner Spotlight
Atsuko Yube
Robert Hammer
Vanessa Nielsen
Daniel Chalk
Sara Arlin

Amy Felix

Joe Lima

Pete Pfeilsticker
Hyunah Jang
Jennifer Walker
Nicole Santizo
Jonathan Hanhan

N
)Zo(Home cape
esig¢ns

Bay Area Staging and Interior Design

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

CONTACT US TODAY FOR A COMPLIMENTARY QUICK QUOTE
(408) 460-1975 - SaraArlin@gmail.com

BAOS%lchAL

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

FREE TRAINING!

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

HANHAN

COMMERCIAL GROUP

COMMERCIAL
REAL ESTATE
SALES & LEASING

OFFICE - INDUSTRIAL
RETAIL - MULTI FAMILY

COMMERCIAL
REAL ESTATE SERVICES

JONATHAN HANHAN

408.909.0998

HANHANCRE.COM
CALBRE# 01800203

CSR {14
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Photos by: Hyunah Jang

Throughout his career, Al Ayubi
has proven one thing time
and time again: he has the
Midas touch.

His initial taste of pro-
fessional success came
while working in his first
post-college position as
a financial consultant
with a New York-based
wealth management firm.
Al’s keen business acumen
and networking skills helped
him to quickly excel in this role
(he secured $60 million in his first two
years). However, shortly thereafter, he got
married and had his first child, a change that prompted him to rethink the
demanding, fast-paced lifestyle synonymous with consulting culture. To
achieve a more sustainable, work-life balance and prioritize his growing
family, Al decided to leave New York and relocate to California, a state he
fell in love with while attending college at California State University -
East Bay.

A PERFECTLY TIMED TRANSITION

After moving, Al was eager to land another lucrative job on the west
coast and, at the recommendation of a friend, briefly transitioned into the
mortgage banking industry. However, by 2007, an interest in entrepre-
neurship, coupled with a desire for increased day-to-day flexibility, led
him to pivot once again - this time, in the direction of a real estate career.
Despite the perilous state of the then-market, Al considered his segue

into the industry perfect timing.

“I needed the time to kind of scale-up, and 2007 gave me that time to do
it,” says Al. “So, the first year was a learning lesson. I made 5% of what I
was making the year prior, running a mortgage company. But it scaled up

from there.”

24 . January 2020
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Fast forward 11 years, and it’s clear that
Al’s business scaled, and then some. In
2018, he secured $70 million in residential
and commercial sales, his highest gross-
ing year so far in real estate. In addition

to his focus on single-family, residential
transactions, he is currently in the initial
stages of developing three Pacifica-based,
multi-family land parcels, ranging from a
small, eight-family home property to a plot
designed for 18-19 homes with accesso-

ry dwelling units. While keeping multi-
ple irons in the fire simultaneously has
contributed to his business’s growth, Al
also attributes his success to several other
key practices, starting with a practical,

client-centric business philosophy.

“Take care of the client. Do good work. Un-
der-promise and over-deliver. And just put
yourself in their shoes and accommodate

their potential needs.”

Additionally, Al leverages his extensive
financial background to guide his clients to-
wards fiscally responsible purchases. Prior-
itizing their best interests, whether or not it
results in a deal, has had an overwhelming-

ly positive impact on Al’s business.

“If it doesn’t make sense, I tell them,

‘I know you’re excited and everything,

but you’re going to put yourself in a bad
situation. Maybe you should think about
it,” shares Al. “But when it makes sense, 1
give them my two cents, and they’re happy
about it. And as a result, the majority of my

business is referral based.”
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FINDING BALANCE THROUGH STRUCTURE

To adequately meet both personal and
professional demands, Al has become an ace
at maintaining a structured schedule. For
instance, during the work week, he tries not
to accept business phone calls after 8pm

or before 7am and doesn’t work on Fridays
or Saturdays. These restrictions allow him
uninterrupted pockets of time to spend with
his wife and three children and to engage

in personal activities, like exercising and
meditating. His focus on intentionality also
extends into the way he approaches his
business to-do list and has helped to spur
his productivity.

“Take maybe two to three things you can
work on that you can accomplish every day,
and that adds up to almost 1,000 things or
more for the year, versus people who don’t
have any kind of structure,” says Al. “That’s
what I try to do. I try to take three things
that need to be done off my table every day.”

THE TRAVEL ENTHUSIAST

Another perk to Al’s excellent time manage-
ment skills: ample time for global travel, a
lifelong passion that he regularly enjoys for
both personal and professional reasons (his
most recent trips have included an anni-
versary vacation with his wife to Paris and
Barcelona, visits to Mexico and Hawaii with
his family, and work-related stays in Dubai,
Shanghai, and Turkey). As a native of Afghan-
istan who grew up in the US, Al has a deep
global appreciation, can speak four languages
fluently, and views his international com-

fortability as one of his greatest strengths.

“I'm able to get along with pretty much all
different ethnicities and diverse groups of
people,” shares Al. “And it’s not for financial
reasons. I'm always curious about differ-
ent cultures and people out there. And as a
result, I've managed to create great relation-
ships, good friendships over the years. This
world has so much to offer. It’s not fair to

corner yourself into a smaller area.”
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I’M ALWAYS CURIOUS ABOUT DIFFERENT CULTURES
AND PEOPLE OUT THERE. AND AS A RESULT, I’'VE
MANAGED TO CREATE GREAT RELATIONSHIPS, GOOD
FRIENDSHIPS OVER THE YEARS. THIS WORLD HAS
SO MUCH TO OFFER. IT’'S NOT FAIR TO CORNER
YOURSELF INTO A SMALLER AREA.
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In fact, Al’s love for travel is so great that once his youngest son, a seventh
grader, enrolls in college, he hopes to transition into semi-retirement and lead
a more internationally-flexible lifestyle by purchasing vacation homes in Tur-
key and Dubai. During his stints abroad, he plans to stay busy with a myriad

of freelance residential real estate and development projects and to devote in-
creased energy to scaling the philanthropic outreach efforts that he spearheads
for the Silicon Valley’s disadvantaged and homeless populations.

If it seems that Al’s retirement to-do list is just as jam-packed as his present
one, it’s likely because, unlike many approaching their golden years, he has no

intention of slowing down any time soon.

“You can never retire entirely,” laughs Al. “People say if you’re retiring, you're
dying. I don’t want to do that.”

/\TRIUMPH

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

REHAB SMALL BALANCE

Fix & Flip Commercial

RENTAL & LUXURY
HOME MANAGEMENT
IN THE BAY AREA

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

Joe Lima
Director of Originations
I (408) 460-9054

(877) 353-1099

riumph.capital
ncingflippers

Acquisition Construction

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

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
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Moving you down the

Realtors dream of the el Teens,
Perfect Mortgage Advisor e (= 5 =

The stages of your

| ! child's life can bring
\ health issues

h&nk‘

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

e Great Listener
* Responsive Communicator o Systems that Close on Time and Close Quickly
¢ Understands my Needs

e Client Pleaser
e Experienced Problem Solver

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

¢ Referral Partner
e My Clients Love Him

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

Ready to Move?
408-878-0007

411N egalpine@acerelocation.com
AAAAAAA 2uas. www.AceRelocation.com

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

Bill Phillips
OPES

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

o |||_ Print

“Downtown Willow Glen” Check out our work on social media!

1100 Lincoln Ave., Suite 251 « § @BayAreaHomeShowcase
San Jose, CA 95125 Where your dream ———

comes true!” \aani -

Office: 408- 993-9133 Y _dihe—
Cell: 408- 219-4134 100% closing rate

bphi“ipS@OpesadVisors'Com for Over 20 years Schedule your phnlngmp;:.l appointment by phone or online at our new website: WWWOBETTERLANDSCAPE'COM
BeyondREMarketing.com | PHONE 510.440.9153 (408)841-9485 - LICENSE 851514

www.realproducersmag.com - 29



TOP LUXURY
HOME STAGING

THE ME] LING GROUP

IMIE]
LING

OAlIQ 9|geddoisun uy

P> cover story

- e . Written by Zach Cohen
E N C 0 R E TEs R - — Photos by Hyunah Jang

staging services

“A lot of times, you need
drive, which | always have.

The #1 preferred home staging company of top agents in Silicon Valley. 've never needed people

to push me. I've never
Give your listing the best chance for success with Encore ded . t t
Staging Services. Contact Vanessa Nielsen to schedule a needed seminars 10 ge

complimentary custom consultation today. motivated. | have this drive.”

408.800.15646 text ok | EncoreStagingServices.com/Portfolio




From High-Tech to Real Estate

Growing up in Beijing, China, Mei Ling never
once had dreams of becoming a real estate
agent. As the daughter of a prominent com-
puter science professor, she excelled at math
and science from an early age and was encour-
aged to follow in her father’s footsteps and
pursue an engineering career. Post-college,
she went to work in the high-tech field and
experienced great success, eventually landing
a Director of Engineering role at a leading
technology company. However, by 2003, Mei

began to crave a professional change.

“I was in high-tech for so long, and I was at
the Director level, dealing with a lot of politics
at different levels as a people manager. I just
got tired of that.”

In addition, as the mother of two young boys,
Mei was also eager for a more flexible job that
allowed her to spend more time with her chil-
dren. As she brainstormed next steps, real es-
tate piqued her interest. Initially thinking she
would sell properties as a hobby, she obtained
her real estate license in 2004. However, after
closing 35 transactions in her first 1.5 years of
business, Mei knew that she was onto some-
thing much greater than a side gig.

Key Strengths and Practices

After spending years as a top producer in the
real estate market, Mei credits her sustained
business success to several key practices and
personal strengths, starting with her insis-
tence on growing slowly and operating solo.
Rather than hiring a large team to support her
booming business, she has prioritized han-

dling the bulk of her clients’ needs on her own.

“I do a lot of things by myself,” shares Mei. “I
go to check on houses by myself. Even little
cleaning things right before an open house —
making sure everything’s straight with all the
staging, turning on all the lights, doing all that.

So I feel like I know what’s going on.”

Perhaps the most influential
factor to Mei’s success,
however, has been her tireless
work ethic and persistence.

In keeping with her streamlined approach, Mei also has a designer’s eye
and handles all home staging needs for her listings. She has honed this
skillset from her business’s outset, relying on her resourcefulness to

amp up properties’ selling potential.

“So, my first listing, I staged it, and I didn’t have any furniture or staging
accessories, so I took things from my house,” laughs Mei. “My kids were

like, ‘Mom, wasn’t that art in our house?””

The skills that Mei acquired through her engineering background have
also contributed heavily to her real estate success, particularly her
expertise in time management, logical thinking, and most importantly,
project leadership. She has found that, similar to overseeing a complex

engineering project, preparing properties to sell also requires signifi-
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cant attention to detail and logistics management - expe-

rience that she has in spades.

Perhaps the most influential factor to Mei’s success, how-
ever, has been her tireless work ethic and persistence.
She still puts just as much effort into her business as she
did when she was a rookie agent and prioritizes respon-
siveness by never turning off her phone. She promptly
responds to emails, even at inconvenient times, like while

she’s eating dinner.

While some may question Mei’s lack of work-life bal-
ance, she is convinced that, without her sustained, un-
wavering drive and commitment, she would never have

become the high-performing agent that she is today.

“People always ask me, ‘How are you so successful?
How do you do it?’ I think a lot of it is that you have to
be persistent in your effort. You can’t just say, ‘Oh, I had
areally good year. I'm taking a break.” You just have to

keep going.”

And, Mei reminds us that we shouldn’t forget the grat-
itude she has for her family’s support throughout her

entire real estate career.

| wouldn’t be able to be as
successful [as | am] without
my family’s support.

“I wouldn’t be able to be as successful [as I am] without
my family’s support,” Mei says. “In my first few years in
real estate career, my husband and two boys helped me
put out open house signs every weekend, and four of us

would go out to deliver my newsletters door to door.”
Unstructured Scheduling

To continually perform at such a high level, Mei manages
her days opposite many routine-driven agents: by prior-
itizing a non-structured, reactive schedule. Rather than

carefully mapping out her days with a calendar or plan-
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ner, she attends to pressing needs as they arise
and keeps a running tab of tasks that need to be
completed in her head -- no to-do list required.
In keeping with her flexible approach, Mei fits
in non-work activities, like exercising at the
gym, whenever her schedule allows, with a goal

to workout at least three times per week.

Another activity she prioritizes? Spending
time with her husband and sons, now 23 and
20. While she regrets that, due to business
needs, she missed out on many of her children’s
school activities when they were young, she
hopes that her drive and passion for real estate
will leave a lasting impression that her sons

can be proud of.

“One thing both boys said that they learned
from me was work ethic,” says Mei. “So, I
think even though I wasn’t able to be with
them like a stay-at-home mom, I hope - seeing
how hard I worked and how successful I am

- that that will teach them something in their

lives, in their careers.”
Leaving a Legacy

When she first became an agent, real estate
was only relegated to Mei’s five-year plan.
However, as her passion for the industry grew,
she realized that such a short business stint
would only allow her to scratch the surface of
her potential. Today, after continually choosing
to place real estate at the center of each of her
five-year plans since 2004, Mei has reached a
pivotal time in her business. As part of her next
big career move, she plans to launch 8 Blocks
Real Estate, her own company, and expand her
network by hiring a team of agents to support
her steady growth. The best part? Mei hopes

to serve as a mentor to her new team members
and share the wealth of knowledge that she has
gleaned over the years. It’s a win-win - both for
Mei, whose legacy will live on through those
that she teaches, and for her team of agents,
who get to learn the ropes of real estate from a

true industry icon.
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Certifie Residential Appraiser spet;ializing
in high-value and luxury properties.

Serving Santa Clara County and parts of
Alameda and San Mateo Counties since 2001.

Our services include reports for
Private Lending, Hard Money Lending, Pre Listing, Divorce, Separation Buy
Out, Estate Appraisal, Probate, Date of Death, Tax Assessment Appeal,
Small Income, 2-4 units, Trust, Retrospective Appraisals, Income Producing,
Damages Appraisals, Cost to Cure Appraisals, Rural SFRs and more.

Solid Impressions Appraisals
1577 Timber Creek Dr | San Jose, CA 95131
408-937-1029 | appraisals@solidimpressions.com
www.solidimpressions.com

Contact Us Today!
Judy Pfaff, Owner
(408) 785-8755
SignGypsiesSanJose@gmail.com
€3 Sign Gypsies-San Jose

Serving San Jose and surrounding area

Treat your new buyer to the Ultimate BIG Gift
5199 for a 3-day Welcome Home sign
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%99 for one day

550 for each additional day
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star on the rise

Written by Dave Danielson
Photos by Anita Barcsa

westbrook

Like many who have moved to America, Vladimir
and Liubov Westbrook have uncovered new oppor-
tunities. In their case, they have created success for
themselves and their clients in the real estate world

by pursuing new prospects.

Along the way, they have taken their own path on
their way to becoming a true power couple in the

business.

Vladimir came to the United Statesom Ukraine,

while Liubov moved here from Russia.

It was four years ago when Vladimir first decided
he wanted to pursue a career in real estate. He had
high hopes.

“I earned my license about four years ago, and I felt
really ambitious, with lots of energy. And I wanted
to work for a large organization,” Vladimir recalls.
“As I sat down for the interview, everything was
going great. And the company said, “You're going to
be working for us, you're going to get access to all
of this training and great tools. And you’re going to

be paying us $200 a month.”
Vladimir had a double-take moment.

“I said, ‘Hold on. I'm working for you, and then I'm
paying you money?’ And they said, ‘Because of all
of the things that you get. It’s a desk fee,” he re-

members. “And I said, “Alright, so a desk fee means

that I'm going to get a desk, right?’ They said, ‘No,
getting a desk is going to be $500 extra.”

Things were getting a bit confusing.
“I said, ‘Okay, so the fee is $700 for me to have a

workspace?’ And they said, ‘Yes, but you don’t real-

ly need it,” Vladimir recalls.
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At this point, Vladimir was see-

ing a confounding picture.

“Beyond that, there were fran-
chise fees, and insurance fees,
and ... I just walked away feel-
ing destroyed,” he says. “I was
thinking here I got my license,
and now I can’t put it to use
because I don’t have the money

to pay all these fees.”

So Vladimir went to a smaller
company. In that case, there
weren’t high fees. But the catch
was there wasn’t a lot of train-

ing, either.

As he began life as a real estate
agent in 2015, Vladimir took

it upon himself, dove in and
found whatever training he
could find on his own through
sources such as the REAL-
TOR® Association.

“I went after whatever I could
find and grab onto,” he says.
“That’s what sparked me
thinking, ‘Man, I want to open
my own company. I just want
to change things. I just want to
have something with training,
with marketing, with all of
those tools, but with no cost,
because the costs are de-mo-
tivating the agents to work in

some places.”

Vladimir had seen the statistics
of the high number of real es-
tate agents who drop out after

their first year.

As he says, “So that was the whole idea ... to see if I could
change that, because I feel like a lot of people who have

potential aren’t able to reach it because of the costs.”

In 2018, Vladimir launched Westbrook Realty.

40 - January 2020

it’s just fun
for us to solve
problems.
Once we

b io@ntiﬁ/ an

issue, we ask
how we can
fixitina

\ creative way.

\
\
1

| 1 ’

‘

Vladimir had met Liubov a few years earlier. It
had been a chance meeting while both happened

to be visiting Mexico at the same time.

\

As Liubov remembers, “I came to America five years ago for the
first time. At that time, I was working in the Russian Embassy,
and I didn’t speak any English. Vladimir was in Mexico for vaca-

tion. I had gone there for a holiday for a couple of weeks.”
The connection between them was instant.

“We met there and had just two days together. And that’s it,”
Vladimir smiles. “She flew back to Washington, D.C. I went back
to California. And we just started calling each other. She visited

me for my birthday, and one thing led to another.”

Soon, Liubov moved to California, and started working to support

Vladimir’s new success in his fresh career.

As Liubov explains, “I support Vladimir through marketing and
have been helping him in that way since he got his license. I work
with social media for our agents to support their efforts in that
way. I am also responsible for company branding and CRM train-

ing with our agents.”

Through hard work, innovative lead generation techniques and
dedication, Vladimir has created a rare level of early success ... re-
cording more than 55 transactions and $60 million in volume. And,
in the first year, Westbrook Realty has grown tremendously, with
22 agents and 13 people in support staff with ambitions of growing

to an international scale with more than 100 agents in 2020.

“I initially thought we were going to have a small team with
maybe five people. But by February, we had nine people join the

company,” Vladimir remarks.

Vladimir, Liubov, and the team build with an innovative mindset.

“We find that it’s just fun for us to solve problems. Once we identify

an issue, we ask how we can fix it in a creative way,” Vladimir says.

That approach says a lot about the way Vladimir and Liubov sup-

port each other, as well.

“There’s just no way I would have been able to do the things I've
done so far without Liubov,” Vladimir smiles. “And I think that’s
where the “power” in being a power couple comes from ... of not

just being a one-man show.”

Not everything comes easily. There have been hard times where

the challenges seemed too great.

As Liubov says, “There were times when we were very tired, and

we just wanted to quit.”
But that’s where they drew on the power of each other.

“When you build a business from the ground up, you hit chal-
lenges. And you hit the point where you think, ‘Okay, 'm done,”
Vladimir admits. “But having that other person there is important
... to have them say, ‘No, we’ve got to keep going.’ Then you get
the positives back. And in a while, if the other person starts hav-

ing doubt, you have to be there for them. It’s a fun ride together.”

As they look to the future, Vladimir and Liubov are proud to sus-
tain a spirit of constant support at Westbrook Realty ... offering
agents a variety of benefits, including in-house marketing, an
assistant program, an exclusive new developments database and

free lead generation — all while charging them zero desk fees.
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On November

8th at Tabletop
Tap House in San
Francisco during
a laid-back lunch
conversation,
three market-
leading agents
explained

how they

structured their
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s . | o e i .. how they defined
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i’ 1 3 i : ~e3 culture, and how

they leveraged
that culture to
find and retain
the right team
Presented by Real Producers/ Slide, Sponsor Parc Staging members. We
learned how
and why team
building plays
a major role in
their long-term

success.
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INVEST IN YOUR IMAGE.

A professional headshot is one of the best ways
to establish your personal brand on any platform.
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Specializing in family portraits, headshots,
maternity, wedding, corporate, & event photography

PHOTOGRAPHY

WWW. HYUNAHJANG.COM + 347-840-1580
HI@HYUNAHJANG.COM
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SPONSORSHIPS MEAN THE WORLD TO US. WE COULDN’T
DO IT WITHOUT YOU. THANK YOU TO PARC STAGING FOR
HELPING SPONSOR OUR LATEST EVENT.
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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.”
2020 Kickoff Party by, B PR KIRSTEN REFILLY,
Wednesday, January 22 2020. g B W s Broker Associate, Compass
12:00-3:00 Location San Mateo.
Please visit https://rp2020.eventbrite.com

for more information and to ] : David Ross
e - G 408.206.8444 cell

408.356.1240 office
Na.mral License #535214

Brld es DavidRoss@NaturalBridgesLandscaping.com
LANDECA p ine www.naturalbridgeslandscaping.com

JANUARY

reserve your spot.

Powerhouse Event
Negotiation

Partner

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

Appreciation Lunch
February 20, 2020
12:00 - 3:00
Partners Only

'. T ey . "_.“.: 4:-' B B r ~. Rl g
In our business, cabin fever is a good thmg
M I N N With low rates, full transparency and a fast, streamlmw
we make purchasmg a vacation home easier than eve t

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

FEBRUARY
MARCH

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.

C[[.\IR.\I.\N’S@C[R(]I,I; @Tupﬂriginatoﬁ** 1OOMM+ LOANS*

**As ranked among the 200 top originators on Scotsman Guide 2018.
*Source: $102 million volume, or 133 loans funded with Guaranteed Rate in 2018, according to internal loan production reports.

2 (Pa rtn ers o n Iy) N etwo rki n g Eve nts. 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.

EQUAL HOUSING LENDER Nicole Santizo NMLS ID #582907; CA - CA-DBO582907 | Guaranteed Rate NMLS ID #2611 (Nationwide Mortgage Licensing System www.nmlsconsumeraccess.org) CA - Licensed by the Department of Business

* Disclaimer certain restrictions apply for each event. More details to follow. Oversight, Division of Corporations under the California Residential Mortgage Lending Act Lic #4130699
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