
S I L I C O N  V A L L E Y

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G .

J U L Y  2 0 2 0

JENKINS
Nneka

Photo by Jessie Salas



2 • July 2020 Silicon Valley Real Producers • 3@realproducers realproducersmag.com

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

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

Trusted Termite Damage Restoration & Repair Experts!

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

Call our experienced inspectors today!

Our team is back at it &
following Covid-19 Protocols!

 Family-Owned
& Operated
for nearly
50 years!

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

Designing Spaces Unique to 
Each Clients Dreams and Goals

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

Call me today to schedule a complimentary evaluation.

Opes Advisors, A Division of Flagstar Bank | Member FDIC | Equal Housing Lender Programs for qualified borrowers. Subject to credit approval. Underwriting terms and conditions apply. Some restrictions may apply.

Bryan Russell
Branch Manager | Sr. Mortgage Advisor
NMLS 229012

408.357.7812
408.655.5835 mobile
brussell@opesadvisors.com

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

Closing Big Loans Fast.
Your buyers need every advantage 
in today's competitive market.
Our Jumbo Mortgage Programs are that advantage.

Specialized to focus and complex borrowers.
2019 Top 1% Mortgage Originators In America as published in Mortgage Executive Magazine.



4 • July 2020 Silicon Valley Real Producers • 5@realproducers realproducersmag.com

AMBIANCE DES IGN& STAGING

Serving the Bay
Area with Style and
YES, We are Bold!

Call us to schedule your
Complimentary Consultation today! 

IRA RAJPUT (510.579.0071)  |  PAYAL SHAH (510.366.3711)

www.ambiancestaging.com  |  info@ambiancestaging.com
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G Property Management Services for
Residential & Commercial

Investors in
Silicon Valley

Call us today and 
ask about our 

Realtor Referral 
Program!

(408) 829-8155 | www.presidentialpm.com

Did you know there are more victims held against their will today than ever 

before? That’s why N2 Publishing, the company behind this magazine, is 

financially committed to helping end human trafficking. 

And through their advertising partnerships, the businesses 

seen within these pages are helping us break these chains, 

too. Learn more about our cause by visiting n2gives.com.

$3$3
MILLIONMILLION

DONATED THIS 
YEAR TO HELP 

BREAK THE 
CHAINS OF 

MODERN-DAY 
SLAVERY.
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Moving you down the 
street or around the globe.

 Ready to Move?  
408-878-0007

 egalpine@acerelocation.com
www.AceRelocation.com

Moving you down the 
street or around the globe.

Call Eric Galpine for a 
FREE, no-obligation 

moving estimate!

 RESIDENTIAL | CORPORATE | STORAGE  RESIDENTIAL | CORPORATE | STORAGE 
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why
Goosehead

for Home?

Difficulty managing cleanings
for all your listings?

We can take care of that for you!

Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

Janitorial Services

&RS
PROFESSIONAL CLEANING SERVICES

Commercial | Residential
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CHENFrom the Street Skate to Real Estate Sales: Continuing to Take the Leap of Faith

By Zach Cohen
Photos By Brandon Busa

Rewind to the early 90s: an era of post-grunge and punk music, the raw, edgy upswing of the street skate-boarding mecca of San Francisco. 

As a native San Franciscan teenager growing up in the Bay Area, Phil Chen was already making waves in the skateboarding world. He was not only a competitive skateboarder, but was nationally ranked, and one of the top sponsored amateurs in the nation. He skated alongside legends such as Tom-my Guerrero and Christian Hosoi.

“I was fresh off a second place finish in a national contest and probably a year from turning pro when I was 15,” Phil recalls. “I would come home from school, do my homework, and then have to practice to live up to my sponsors’ expectations.”

Despite his love for skateboarding and the massive success he had achieved, the obligations became too much for a 15-year old that was just coming into his own. Phil admits -- it started to feel like a job. Sponsors and commitments overtook his love for the sport. 

“When I got my driver’s license and girlfriends, it became harder to skate. 

phil
“This is the key: if you want to be 
good at something, you have to 
eat, sleep, and dream it.”
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You WILL Make More Money:
Staged homes sell for a minimum of 
11% above the asking price and spend 
far less
time on the market when compared to 
un-staged homes.

Your House WILL Sell Faster:
The longer a property stays in the
market, the lower the price it will attract.

You WILL Receive A Positive
Return on Your Investment:
1-3% investment on home staging
yields an 8 – 10% return.

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

Whoever
said looks
don’t count?

Laurie M. Piazza
lpiazza@stagethis.net      (408) 930-1986

www.stagethis.net

Visit our website to schedule
your Free Consultation!Stage

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker

(408) 309-9456

AceRelocation.com

NOISE CONTROL

Environmental Consulting 

Services

Stan Shelly

(408) 257 - 1045

environconsultserv.com

PHOTOGRAPHY

Fotos by T

Teresa Nora Trobbe

(408) 478- 88888

info@fotosbyt.com

PLUMBING, HEATING & A/C

Shepherd’s Plumbing, 

Heating, and A/C

Bill Shepherd

(650) 257-2243

SPHAC.net

MARKETING

Aerial Canvas

Brendan Hsu

(650) 850-2431

AerialCanvas.com

MORTGAGE

Guaranteed Rate

Nicole Santizo

(408) 499-1270

Rate.com/Nicole

Opes Advisors

Bryan Russell

(408) 655-5835

OpesAdvisors.com/

about-us/our-team/

bryan-russell/

Summit Funding, Inc.

Karen Bartholomew

(925) 443-2000

SummitFunding.net/

kbartholomew

INSURANCE

Goosehead Insurance 

Agency

Justin Turner

(951) 965-4651

Goosehead.com

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

APPRAISALS - 

RESIDENTIAL

Solid Impressions 

Appraisals

Eddie Davis

(408) 823-0625

SolidImpressions.com

CLEANING/  

JANITORIAL SERVICES

S&R Janitorial

Sonia Romero

(650) 400-8335

sonia@srjanitorialservice.com

COMMERCIAL REAL 

ESTATE SPECIALIST

CSR Commercial Real Estate

Jonathan G. Hanhan

(510) 375-7575

Hanhancre.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

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

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

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

support these businesses and thank them for supporting the REALTOR® community!
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Teresa Nora Trobbe
Photographer

TERMITE & PEST 

CONTROL

Franz Termite

Michael Judas

(650) 493-0445

FranzTermite.com

Western Way 

Termite Services

Chris Tiopan

(408) 837-7734

WesternWayServices.com

STAGING & HOME DESIGN

Ambiance Design & Staging

Ira Rajput

(510) 579-0071

AmbianceStaging.com

Encore Staging Services

Vanessa Nielsen

(408) 800-1566

EncoreStagingServices.com

Stage This! Stage That!

Laurie Piazza

(408) 930-1986

StageThis.net

Tiller Studios

Natalie Tiller

(408) 673-1698

roomelixir.com

PROPERTY 

MANAGEMENT 

Presidential Property 

Management

John Adams

(408) 442-7690

PresidentialPM.com
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Sandra Magana,
Content Manager & 

Event Planner

Mitch Felix, 
Founder & Publisher

Amy Felix,
CFO & Editor

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

Nicole Wright, 
Ad Strategist

Nick Ingrisani,
Writer

Kasey 
Schefflin-Emrich, 

Writer

Dave Danielson, 
Writer

Zach Cohen, 
Head Writer
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hot news

WARM
Real Producers, we would like to introduce our newest part-
ners to our community: 

Natalie Tiller with Tiller Studios,  
Design is magic…and medicine. They provide exactly the right 
Elixir you crave for your room.

roomElixir packages are virtual interior design and staging prod-
ucts by Tiller Studio, curated and assembled by Natalie Tiller. 
Natalie has over ten years of experience designing luxury hotels 
and resorts, high-end residences and condominium towers, and 
as of the recent years, some of the most vibrant and fun tech 
start-up offices! Natalie created roomElixir to provide the ev-

S A M  M A T E O  C O U N T Y

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

ON YOUR PHONE

DOWNLOAD OUR MOBILE APP

GET EVERY ISSUE

Its a badge of honor to hold the print version of San Mateo Real Producers magazine in your hands. 
If you want all our issues wherever you go, download our mobile app and take them with you. Search 

Digapub wherever you download apps and choose California - San Mateo Real Producers. There 
you can see our upcoming events and share articles on Facebook.

app

ery-person access to expert design solutions on their own terms. 
Please check out the preferred partner list for contact informa-
tion and check out their ad in the magazine. www.roomelixir.com

Stan Shelly with Environmental Consulting Services,
ECS has over thirty-five years of acoustical consulting experience 
in noise measurement, noise assessment and noise mitigation in 
the Santa Clara County and northern California, providing a broad 
range of cost-effective services for both large and small projects to 
individuals, businesses, and city and county agencies.  Board Cer-
tified Member of the Institute of Noise Control Engineering (INCE) 
since 1982. Please check out the preferred partner list for contact 
information and check out their ad in the magazine.  
www.environconsultserv.com 

W E L C O M E S
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F U L L  I M M E R S I O N

star on the rise
Written by Dave Danielson

Photos by Tara Sturtevant

Those looking for someone who works in 

half measures, with luke-warm intentions 

and partial passion wouldn’t be interested 

in conducting business with Lauren Ronan.

You see, there’s nothing half, luke-warm, 

or partial about Lauren Ronan. 

As a real estate agent with Pacific Oak 

Real Estate, Lauren offers an immersive 

experience to those lucky enough to work 

with her.

“Everything I do, I put 100 percent of 

my time and effort into it,” Lauren says. 

“When I became a REALTOR®, I brought 

everything I had to it.”
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TEACHING AND GIVING HER ALL

Before she entered real estate, Lauren was a 
special education teacher; She provided education 
in an inclusion classroom with students on the 
Autism spectrum.

“It was a very rewarding experience and an amaz-
ing job. I still say I have a puzzle piece as a part of 
my heart,” Lauren remembers. “I’ve always had an 
interest in real estate and because of my back-
ground, I’ve brought a strong educational founda-
tion to my business.”

Lauren did her due diligence and took a close look 
at her interest. The father of her children, Steve, 
has helped her reach her goals and has provided 
meaningful support for her for nine years.

“Education and data are very important to me. 
When I got my license, I studied the market, then 

I started marketing Lauren’s Love and Listings, 
as well as Lauren’s Latest Market Updates every 
month,” she explains.
 
A DELIBERATE START

Lauren’s first experience in the business foreshad-
owed her success today — it was through a referral.

“I got the referral from a gentleman in Florida 
who was looking for a rental out here,” she says. “I 
met him and Facetimed him, and helped him find a 
rental through MLS. He was so happy, and I got my 
first check.”

After that, Lauren worked with an older couple and 
helped them purchase a mobile home. It wasn’t long 
before her first client from Florida decided to move 
here permanently.
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“He moved out here with his family and wanted to 
use me again to help him find a house,” she ex-
plains. “Then I got my first million-dollar listing, 
and it snowballed into creating good rapport with 
my clients and providing great service.”

It was early 2017 when Lauren got her real estate 
license. And from the start, her drive proved to be 
strong and purposeful.

“The thing I feel most passionate about is bringing 
value to my clients and my community members,” 
Lauren emphasizes. “I want to be remembered as 
an entrepreneur, but also, be remembered 
as a colleague that is great to work with. 
I not only want clients to understand my 
level of service but want my 
colleagues to always want to 
work with me.”

STRONG CONNECTIONS

Lauren finds the communi-
ty—and it finds her, as well.

“I love connecting with 
people through Facebook and 
my social media. Especially 
through the events we’ve 
faced as a world this year. It’s 
so important. I like to post 
light stuff like memes and 
community events, including 
which restaurants are open 
and what they’re offering,” 
she says. “Social media has 
been vital in my business 
and my personal drive. I get so much joy from 
seeing my clients on social media, from pic-
tures on the first day of school at the door, birthday 
parties at their houses, or neighbors taking pictures 
together and family gatherings. I’ve been able to 
help individuals create memories within a space 
and to me, that is just amazing.”

The connection she feels for her work is undeniable. 

“It means everything to me. I knew I had several pas-
sions, but this one I feel for real estate makes me feel 
like I was made for this,” she says with a smile.

Her results have been clear. In fact, the four-year 
veteran of the industry finished 2019 as the top 
producer in her office.

The traditional side of success is just part of what 
drives Lauren.

“I believe that success is doing what you love and 
being happy,” she says. “I might not be the number 
one agent in the Bay Area (just yet), but everyone 
I’ve worked with has referred me to at least one 
other person, and that means everything to me.”

THE CENTER OF WHO SHE IS

In her free time, Lauren cherishes time spent 
with her two children, including her five-

year-old daughter, Reese, and 
her one-year-old son, Stephen.

Lauren enjoys dinner with 
friends, visiting wineries, 
and exploring the beautiful 
vistas of wine country.

She enjoys networking and 
giving back, and is currently 
serving as the chair of the 
Santa Clara Association of 
REALTORS® Young Profes-
sionals Network. In addition, 
she’s very active in Relay for 
Life—the annual event that 
raises money to support the 
American Cancer Society. 
This event has been dear to 
her heart since her father’s 

diagnosis of Multiple Myeloma in the summer 
of 2015. 

Traveling is also a love of Lauren’s, with one of her 
favorite destinations being her New York home to 
spend time visiting with friends and family. 

TRUST AND BLESSINGS

Among the trademark characteristics that make 
Lauren unique are an all-out entrepreneurial spirit 
and an all-in approach to what she does—and who 
she does it with. She is grateful for her broker, 
Susan Fixsen, who has morphed her into the real 
estate agent she is today.

I believe that success 
is doing what you love 

and being happy... 
I might not be the 
number one agent 

in the Bay Area ( just 
yet), but everyone 

I’ve worked with has 
referred me to at least 
one other person, and 
that means everything 

to me.
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PHIL
CHEN

Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

Want a copy of your article or 
full magazines that you were 
featured in?  
REPRINTS

What the heck is a reprint? A reprint is a four-page or eight-page, 
magazine-quality grade paper with your full article and photos 
and you on the COVER of the publication.

WHY DO I NEED THOSE?

• These reprints are a professional marketing tool that can help 
brand you, your team and/ or your business.

• Use on listing appointments
• Send out to friends and family
• Send to clients with your holiday greetings
• Brokers, use when farming your favorite neighborhood

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING CORRECTED ON 

MY ARTICLE?

No worries! We can make any changes needed. We send you a 
proof, you approve it and they are sent to you via FedEx.

WHO CAN BUY THESE?

The REALTOR® that was featured, the Broker or family. Anyone 
that wants to promote you.

HOW DO I ORDER?

Email Mitch.Felix@RealProducersmag.com.

print me more!
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I eventually dropped off, while my 
friends became professionals. In their 
Thrasher Magazine interviews they 
would say things like, ‘I used to skate 
with Phil Chen, but he quit.’ I will 
never forget that.”

“I remember I took a few years off 
and when I was in college, I regretted 
not turning pro,” Phil admits candidly. 
“I told my parents, ‘I’m going to regret 
this my whole life. I’m going to quit 
school and go pro.’ But I never did it. 
And I am going to regret it my whole 
life. I was too young to enjoy or see 
what the potential would be.”

Despite the sense of loss from a 
skateboarding career that never was, 
Phil’s path has led him to great things: 
first, a career in fitness, and now, a 
blossoming real estate business. He 
still takes lessons from his early years 
on a skateboard with him every day.

With the nature of a skateboarder, 
Phil remains willing to take chances 
when the time is ripe. “I’m constant-
ly rolling the dice and taking risks 
and chances. That’s my nature. I’m 
not conservative work-wise. I’m al-
ways going to take the leap of faith,” 
he explains.

“The lessons I learned from skate-
boarding -- it was determination. 
Living, sleeping, breathing what you 
do, it becomes natural and instinctive. 
In a little way, I got a taste of what 
being an elite athlete was like. I could 
go to sleep, dream a trick, and do it 
the next day. I tell my kids now, try to 
be the best at whatever you do.”

In college, Phil delved into another 
physical pursuit: fitness. He studied 
exercise science with a minor in 
holistic health and Chinese medicine. 
He’d go on to attend graduate school 
for physical therapy and aspired to 
open an east-west clinic for peak per-
formance, combining his knowledge 
of Chinese medicine with his under-
standing of western techniques. 

“But before I did that, I cashed out my 
credit cards to open my own gyms, 
and that’s where I got the most train-
ing for real estate.”

In the fitness world, Phil learned the 
service business. It was a natural 
segway to shift from personal fitness 
training to luxury real estate. “It’s the 
same thing,” Phil explains. “Fitness is 
an art backed by science. Real estate is 
an art backed by quantitative analysis.”

During his years as a gym owner in 
the San Francisco financial district, 
Phil was also able to (unknowingly) 
begin to build his real estate client 
database. Phil’s private personal 
training studios catered to Fortune 
500 CEO’s, bankers, brokers, lawyers, 
and other affluent clientele. 

“I was just in my gym, working and 
hanging out,” Phil says, tellingly. 
Eventually, some of Phil’s clients 
became his business partners. “They 
would buy real estate, and I would 
manage it. I had no money back then. 
That’s how I got my feet wet.” 

By 2006, Phil realized it was time to 
make a choice. With one foot in the 
fitness world and the other in the real 
estate world, his attention was divid-
ed. As he admits, “I was half-assing 
[real estate].” 

“I had to choose. I took the leap of 
faith and got into real estate full time 
in ‘06.”

In 2006, Phil experienced success, 
but the downturn of 2007 through 
2009 would make him think twice 
about his decision to dive into real 
estate. “I thought, what am I doing? 
Those were rough years.” But instead 
of getting discouraged, Phil doubled 
down on his commitment. 

“I am an eternal optimist… I always 
think the sky is blue and it will work 
out. There are often times of high 
stress, but for the most part, I always 

feel Everything’s Gonna Be Alright 
(Quoting the Bob Marley song).”

Phil opened his own boutique broker-
age, Sybarite, without ever working 
for a larger brokerage, using the 
knowledge he accrued mainly on his 
own through his family’s investments, 
observation, intuition, and experience. 
By 2010, he put himself on the map 

as a top real estate agent in the highly 
competitive area of Hillsborough.

Coming to Compass from Sybarite, 
which he operated and ran for the 
better part of a decade, has given Phil 
a unique perspective on the state of 
the local real estate market. “Com-
pass is a unique speeding freight train 
right now,” Phil comments. 

“I’m fortunate to have had three careers 
that I was passionate about, became 
really good at and made into careers.”

Regardless of the brokerage where he 
hangs his license, Phil knows his rep-
utation is what carries him to success. 
“People trust me. Reputation is so 
important over any deal or commis-
sion. That’s the reason am usually one 

of the first choices amongst so many 
talented agents in the Bay Area.”

Phil stays motivated by staying 
humble and continually striving to 
improve in all aspects of his work. 

“I’m still hungry, so watch out.”
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CHEN
From the Street Skate to Real Estate Sales: Continuing to Take the Leap of Faith

By Zach Cohen

Photos By Brandon Busa

Rewind to the early 90s: an era of 
post-grunge and punk music, the raw, 
edgy upswing of the street skate-
boarding mecca of San Francisco. 

As a native San Franciscan teenager 
growing up in the Bay Area, Phil Chen 
was already making waves in the 
skateboarding world. He was not only 
a competitive skateboarder, but was 
nationally ranked, and one of the top 
sponsored amateurs in the nation. He 
skated alongside legends such as Tom-
my Guerrero and Christian Hosoi.

“I was fresh off a second place finish 
in a national contest and probably 
a year from turning pro when I was 
15,” Phil recalls. “I would come home 
from school, do my homework, and 
then have to practice to live up to my 
sponsors’ expectations.”

Despite his love for skateboarding 
and the massive success he had 
achieved, the obligations became too 
much for a 15-year old that was just 
coming into his own. Phil admits -- it 
started to feel like a job. Sponsors 
and commitments overtook his love 
for the sport. 

“When I got my driver’s license and 
girlfriends, it became harder to skate. 

phil
“This is the key: if you want to be 
good at something, you have to 
eat, sleep, and dream it.”

cover story

“I think it’s really important for my cli-
ents to understand the process when 
we work together, as well as their op-
tions, in order to limit the surprises,” 
Lauren points out. “Communication is 
key to my business. As part of that, I 
enjoy connecting with my whole team 
of partners to make everything work.”

Part of that communication starts 
right up front with her clients.

“I only work with people who trust 
me,” she emphasizes. “I tell them up-
front, ‘I need your full trust because 
I’m going to work hard for you.’”

Those who get to know Lauren un-
derstand that she is a caring prob-
lem-solver who immerses herself in 
her clients’ dreams. “Organization, 
communication, and education are the 
foundations I live by when it comes to 
my business,” she says. 

“There’s just so much that goes into 
this business. Real estate is one of the 
most emotional things you can do. And 
one of the great things about what I do 
is enjoying those emotional chapters 
that go beyond the deal itself,” Lauren 
says. “I love seeing other people suc-
ceed. It brings me so much joy. It could 
be my clients through a real estate 
deal, or seeing someone get a raise at 
work, or seeing someone announce 
their pregnancy. I’m just so grateful for 
what I do … to God and to my family.”

Communication is key to my business. As part of that, I enjoy 
connecting with my whole team of partners to make everything work.
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partner spotlight

LAURA 
PETERSON

Insurance with Heart

“It’s all about having a local agent that believes in above and 
beyond customer service — and truly cares about the client.”

Laura Peterson prides herself on being that insurance agent. 

A San Jose native, Laura has worked in the insurance 
business since 2001, when she graduated from UC Santa 
Barbara. She began working in an admin-type role and 
quickly worked her way up. By 2006, she had opened her 
own agency.

“Once I entered the insurance industry — I knew I would be 
here for a long time,” Laura smiles.

Being the Guide Along the Path
Laura has built her business around long-term relationships. 
Relationship-building begins from the first point of contact.

“Something that makes us unique is that we offer a new client 
consultation,” Laura explains. “We sit down and go through a 
checklist of what the client is covered for, the insurance limits, 
what would happen if there’s a claim, and what they are not cov-
ered for. We go through everything.”

Laura aspires to be a one-stop-shop 
for all of her clients’ insurance needs, 
from home insurance to auto insur-
ance, to life insurance — and beyond.

“Our goal is long-term relationships 
where people feel no need to shop 
around because of the service they 
get and the trust they have in us. 
And making it easy is important,” 
Laura says.

Partnering for Success
Next to building lasting relationships 
with her clients, Laura’s top priority 
is taking care of her partners, like 
real estate agents. They support her 
business through referrals, acting as a 
lifeblood of sorts.

“My most common referral is going to 
be a client buying a home, referred by 
a real estate agent or lender. They are 
often a first-time homebuyer, but not 
always. They often don’t know much 
about the insurance side of things. 
They don’t know what they need,” 
Laura says. “Our job is to guide them 
through, to get them to closing.”

Often times, in the insurance world, 
customers are guided toward an 800 
number. With Laura Peterson Insur-
ance and Financial Services, custom-
ers can count on getting an assigned, 
local agent for all of their needs.

Insurance and 
Financial Services Inc.

written by Zach Cohen

photos by unknown
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“You need to make sure that if something happens 
to this property, it’s insured correctly and you 
have someone local that will help you,” Laura says.

Laura takes her customer care a step further than 
even her company recommends. She’s hired a ded-
icated staff member whose sole responsibility is to 
handle claims so that clients don’t ever have to call 
that dreaded 800 number.

Team Culture Breeds Success
Born and raised in the suburbs of San Jose, Laura 
still has a lot of family in the area. “That makes me 
unique. Most people here weren’t born here. My 
family is here,” she says.

Laura and her husband, Joaquin, have a three-
year-old daughter, Malia. Laura takes every Tues-
day off to be with her. 

“I’m thankful that I have a job that allows that,” 
Laura says. “I try to balance work-life, so I am a 
present mom.”

She’s also a bulldog lover and has two rescue bulldogs at 
home. “That’s a pretty big part of my life,” Laura smiles. 
“My agency does not exclude any particular breeds like pit 
bulls, rottweilers, etc. from our policies, and we market the 
office a lot as being dog-friendly. We encourage clients to 
bring their dogs in, too.”

Laura’s family-first approach extends beyond her blood 
family and into everything she does, including her work in 
insurance. 

“I couldn’t do what I do without my team,” Laura smiles. 
She employs a team of eight licensed insurance agents, six 
of whom are dedicated to client care and service.

“If I want to attract and keep the right people,” Laura con-
tinues, “I have to have a culture where people want to work. 
They have a place where they can grow, get along with each 
other, and support each other.”

In order to keep values top of mind, Laura put up a large 
metal poster in her office. Her values are literally written on 
the wall: respect, flexibility, community, positive attitude, 
support, and profitability.

“Values are behaviors. Without them being behaviors, they 
don’t mean anything,” Laura says. “We tie that back to 
everything — how we treat each other, our clients, and our 
communities.”

In the insurance world, reliable service and personal touch 
can often be a too-hard-to-find experience. With Laura 
Peterson, that’s simply not the case.

“Do you have an insurance agent you refer to?” Laura asks. 
“And if so, do you like them? Do you trust them?”

“Agents sell themselves on response time, value, experience 
— and that’s who I am. I’m always here as a resource.”

As the owner of Laura Peterson Insurance and Financial 
Services, Inc., in Los Gatos, Laura and her team are devoted 
community members, insightful insurance industry profes-
sionals, and steadfast service advocates. For more informa-
tion, please visit laurapeterson.net.

Values are 
behaviors. 

Without them 
being behaviors, 
they don’t mean 

anything...  
We tie that back to 
everything — how 

we treat each other, 
our clients, and our 

communities.
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selfie corner 

Shelter in Place, 
We are all in this together. Thanks for sharing your working from home photos. 

Work from Home Edition
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stories of resilience

TERRY MEYER & 
s t o r i e s  o f  r e s i l i e n c e

Written by Zach Cohen

Photos by unknown

 “We are all resilient, but our attitude is what fuels it.” 

Terry Meyer is a firm believer that resilience is innate. 
It lives within all of us. And yet, some seem to possess 
a greater ability to access their inherent resilience.

“I believe that one’s attitude determines how resilient 
they are,” Terry says. “Two people who are faced with 
the exact same situation or challenge can have differ-
ent attitudes on how to approach the challenge.” 

“The negative attitude 
impedes the ability to 
be resilient because 
they are caught up in 
blame, denial, justifi-
cation, and radiate a 
sort of victim men-
tality. Their struggle 
with resilience will be 
continual until they 
are accountable for 
their situation.” 

“The positive attitude sees the challenge, owns the 
challenge, and fixes the challenge. They realize what 
they are faced with. They own that situation and take 
an inventory of what the situation is and take specific 
actions on how they can achieve the desired result.”

In 2008, Terry proved that he is amongst the latter 
group. One of the original founders of Intero Real 
Estate Services in 2002, Terry was operating an 
independently owned and operated franchise office of 
Intero in 2008. 

“I was aware of the fallout that would be realized as a 
result of the consequential mortgage crisis. I feared, as 

many did, that there would be a tremendous amount 
of mortgage defaults and ultimately our market would 
be flooded with bank-owned properties as a result of 
mass foreclosures,” he explains.

In anticipation of this crisis, Terry created and nurtured 
key relationships with every bank and asset manager 
across the state of California. These relationships were 
integral to his development of what was ultimately a 
sort of REO Service Center in the Silicon Valley.

“In the beginning, 
I had no office, no 
staff, and no agents. 
Over the next three 
years, we grew to over 
200 agents and staff, 
liquidating more than a 
thousand bank-owned 
assets each year. Over 
time, we liquidated over 
$2 billion in real estate 
assets. Those were 

crazy times for sure. I was also the broker of record on all 
of those transactions. I had an incredible, daily respon-
sibility of recruiting, training, supervising, and motivat-
ing everyone within the organization, which required a 
tremendous amount of time, focus, and dedication.”

Despite his personal success, Terry was forced to face 
the enormous financial devastation happening daily.

“Our entire industry was being turned upside down, and 
I had many friends and family members that were losing 
their homes,” he remembers. “To see the struggle that 
so many people had to endure was very upsetting. So 
many people had worked incredibly hard to realize the 
American dream of homeownership, and these dreams 
were being torn apart every day. It was very hard.”

In 2006, Chris Trapani co-founded Sereno Group 
alongside his lifelong best friend, Ryan Iwanga. In 
creating their business plan, Chris and Ryan used five-
year forecasts, which were based upon the previous 
five years — one of the most robust real estate market 
periods in history.

“By the fall of 2008, I threw the five-year forecasts 
in the recycling bin, put my head down, and went to 
work on whatever had to be done,” Chris remembers.

By 2008, Sereno 
Group had just opened 
its third office and had 
110 agents on the team.

“I had personally 
guaranteed all leases 
for five years,” Chris 
recalls. “This meant 
that I was on the hook 
for about $3 million 
in rent regardless of 
what happened to the economy or business…We had 
just gutted our Los Altos office to perform substantial 
tenant improvements. [There was] no turning back.”

Going all-in turned out to be an advantage. Chris had 
no choice but to forge ahead.

“The blessing turned out to be that we were past the 
point of return,” he says. “It kept us completely com-
mitted to whatever we had to do in order to succeed. 
I was often on the floor of this office during construc-
tion, sitting in sawdust praying and meditating about 
our situation and future.”

Chris recognizes that he, like many others, struggled 
with a desire to control outcomes. “Which is an illu-
sion,” he reminds us.

“I was carrying a great deal of personal anxiety on the 
inside, feeling sorry for myself (How can this ‘Great’ 
recession happen during ‘my’ time?).”

Through it all, Chris learned valuable lessons. He discov-
ered what it means to be resilient. He discovered that all 

crises are temporary.

“When we are in them, 
it feels like they are 
going to last forever,” 
Chris says. “I learned 
that human nature is to 
panic and be overcome 
with fear, and anything 
we can do to find peace 
within is a great advan-
tage (think yoga).”

“In my weakest moments, rather than feeling sorry for 
myself, I looked around my firm and my family support 
system and counted the key people on one or maybe 
two hands. I gave thanks for them and concluded that 
if any group of people could make it, we could. I have 
learned how to lean into and rely even more on the re-
markable talents of the people around me, rather than 
carrying around the faulty, psychological mindset that 
I somehow have to do it all.  In doing so, I have been 
amazed by how each of our respective team members 
has stepped up big-time, allowing their talents to rise 
to the occasion. We have discovered a greater sense of 
purpose and togetherness, which might not otherwise 
have been realized.”

CHRIS TRAPANI

20082020 20082020
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marylou 

there’s no place like home

T hree years ago, Marylou Lopez decided to make 
a significant change in both her personal and 
professional life. After living in San Jose for her 

entire life, Marylou felt that she needed a change in 
energy, so she moved from her home in San Jose to 
San Francisco.
 
While her initial idea was to move to New York, her 
rational and finer thinking brought her much closer 
to home. “I grew up in San Jose, was born and raised 
here,” Marylou explains. “About three years ago, I 
felt like I needed a change of the everyday that I had 
grown accustomed too. I wanted new scenery, culture, 
and diversity, and having a passion for art, I felt San 
Francisco could offer me all that and more.”  
 
Close to home, but in a new city, Marylou is happier 
than ever to have moved to San Francisco. “It’s a huge 
melting pot of cultures, energy, culinary — and San 
Francisco’s innovative art scene was a major draw for 
me. I love to visit art galleries in other cities, but I love 
seeing the local art in San Francisco,” Marylou explains. 
“I didn’t know if San Francisco would be a permanent 
thing, in terms of home, but I ended up loving it, and 
now I feel like I’m not going to leave.”
 
Early in 2019, after two years of living in Mission Bay, 
she decided to begin to market herself in the San 
Francisco real estate market — close to what is now her 
home. “I still have my business in the Silicon Valley and 
the Peninsula,” Marylou explains, “but I have expanded 
and growing my business in San Francisco, too.”
 
Marylou is positioning herself to be one of the Bay 
Area’s most well-rounded real estate agents. While many 
agents are pursuing a hyper-local approach, Marylou is 
spreading her wings and allowing her business to flow. 
She credits part of that to being on a top 1% nationwide 
real estate team for nearly five years. With the Joe 
Velasco Group, Marylou mirrors the team’s business 
model to be open to a greater geographical area. For her, 
that means starting in San Francisco County alongside 
marketing some of the most influential neighborhoods 
along the Peninsula and the Silicon Valley.
 

LOPEZ 
profile
Written by Zach Cohen 

Photos Hyunah Jang 

“People will move from San Francisco out to the 
Peninsula in a few years,” Marylou explains. “I feel like I’m 
gaining lifetime buyers and sellers, and am not afraid of 
what others see as too far to drive to or hard work.”
 
From Mortgage Lending to Real Estate Sales

Not only does Marylou bring an intimate understand-
ing of the local real estate market and its diverse 
neighborhoods to her work, but she brings a diverse 
background of experience.
 
At 19 years old, Marylou followed her sister, Christi-
na Perez, into the mortgage business. Christina, nine 
years older than Marylou, is the number one mortgage 
agent nationwide with Landhome Financial Services.
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“I was on that path,” Marylou reflects. “Six years in, my sister asked 
if I had considered doing real estate. I ended up getting my license 
and loving real estate more than the mortgage business.”
 
“I learned so much from her,” Marylou continues. “It’s really 
helped in my business to know the mortgage side and be able to 
answer my clients’ questions.”
 
While Marylou got licensed in real estate in 2007, it wasn’t until 2012 
that she finally got rolling in real estate full-time. She began working 
in short sales and quickly transitioned to a traditional sales business, 
working for the Julie Wyss Group, another national top 1% team.
 
Today, Marylou is a Senior Sales Associate for the Joe Velasco 
Group with Compass. She doubled her production in 2019 to over 
$11 million and ended the year with over $4 million pending. She 
has set her goals to be a $25+ million producer in 2020.  

Marylou’s mortgage background and her knowledge of the local 
area have allowed her to continue to propel her business for-
ward. She understands that real estate is an ever-changing busi-
ness and recognizes the importance of quickly adapting to ensure 
her clients receive the best possible representation. 

Education, training, and international travel to 
attend some of the most innovative real estate 
conferences are all part of Marylou’s con-
tinued vision. She traveled to Shanghai 
in December 2018 to promote luxury 
homes and the company’s portfolio of 
new construction condos, to Cabo, 
Mexico, and to the Inman Luxury 
Real Estate Conference in Miami. 
Marylou is also in the top 10% 
rankings among all agents in San-
ta Clara and San Mateo Counties.
 
What the Future Holds

Marylou speaks fluent Spanish 
and is a member of the National 
Association of Hispanic Real Estate 
Professionals (NAHREP) and Luxury 
Marketing Council of San Francisco. 
When she’s not representing clients in 
real estate, Marylou enjoys Running for 
a Cause, working out, traveling, hiking, and 
spending time with family, friends, and her dog 
Maverick. Marylou has developed a real passion and 
appreciation for art galleries. She is a regular at events 
held at San Francisco, Museum of Modern Art, and 111 Minna 
Street, which has been a staple of the downtown San Francisco 
art and nightlife scene since 1993. 
 

“Down the line, in the next cou-
ple of years, the development 
side of real estate interests me. 
I’ve been around Joe Velasco 
for five-plus years. I have been 
learning so much from him — 
how to be a successful real es-
tate agent, lender, and success-
ful real estate developer. I, too, 
have aspirations to be a triple 
threat, “ Marylou explains.
 
Marylou has found that she not 
only has a love for the negotiat-
ing side of her work but the so-
cial side, too. “The part where 
my clients are just so happy to 
be in their home, the feeling 
that they got it, that yes, it’s 
theirs. That’s my favorite part 
about real estate,” she smiles.
 
Looking ahead, Marylou seeks 
to remain humble. Being in the 

THE PART WHERE 

MY CLIENTS ARE 

JUST SO HAPPY 

TO BE IN THEIR 

HOME, THE FEELING 

THAT THEY GOT 

IT, THAT YES, IT’S 

THEIRS. THAT’S MY 

FAVORITE PART 

ABOUT REAL ESTATE

mortgage business during the 
recession exposed to her to not 
only how much money could 
be made in real estate, but also 
how much could be lost.
 
“That made me open my eyes. 
Things don’t last forever. You 
have to take care of what you 
have at the moment. I want 
to take care of myself for the 
future,” Marylou says.
 
Yet, this outlook doesn’t create 
a mindset of scarcity for Mary-
lou, but quite the opposite. It 
continues to inspire her, driv-
ing her forward to be the best 
agent she can be, for herself 
and her clients.
 
“I can see myself doing real 
estate forever…I feel like that’s 
my path.”

FULL SERVICE 
TERMITE CONTROL
& DAMAGE REPAIR

WesternWayServices.com
408-837-7734

SOIL TREATMENTS
LOCAL SPOT TREATMENT OPTIONS
FUMIGATIONS & REPAIRS

Family Owned & Operated

GIVING YOUR CLIENTS CONFIDENCE IN
THEIR NEW PROPERTY

“FREE” LIMITED
INSPECTIONS AND

COMPETITIVE BIDS!

Experiencedin VA loansand refinance inspections.
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Nneka
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The #1 preferred home staging company of top agents in Silicon Valley.

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

HOME STAGING
THAT GETS YOU STUNNING RESULTS.

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

Photo Credit:
Aerial Canvas

JENKINS
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Work/life balance. It’s a buzzword with many meanings, 

and even more subtle interpretations. Many real estate 

agents joke, “What is balance?” Others blatantly admit, 

“There is no such thing as work/life balance as a real 

estate agent.” 

Then, there are the few select agents that own a different 

outlook. Nneka Jenkins is one of them.

As a mother of five, Nneka is redefining what’s possible 

as a mother and real estate agent. She encourages us that 

we don’t have to choose. That it is possible to be “success-

ful” at both.

Drawing on Her Roots

Born in Nigeria, Ofunneka and her family moved to the Unit-
ed States when she was four years old. For the first several 
years, her family bounced around from city to city, coast to 
coast. Finally, they settled in Scottsdale, Arizona, where 
Nneka spent most of her childhood and teenage years.

“We moved here under stress,” Nneka recalls. “My mom and 
dad wanted a better life for us.”

During this time, Nneka’s parents separated, leaving her 
mother to raise Nneka and her two siblings as a single mom. 
The family was also left with a discordant set of cultural 
values; those they took with them from Lagos, Nigeria, and 
those they acquired in America were quite different.

I want to show women who really struggle with doing real estate on this 
level and are raising a family…I think it would be really nice to show 

a different face to real estate. We can do this. We can do both. With a 
support system and an open mindset, you can create your own life.”

–Nneka Jenkins
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“It was a huge cultural change,” Nneka says. “I was 
financially fortunate in Africa, and when we moved 
out here, everything changed. My mom and dad 
split up and we struggled quite a bit. I don’t remem-
ber too much about Africa. But our culture is strong 
and rich and was ingrained in me.”

For example, when Nneka got married years later, 
she and her husband, Calvin, had an African cere-
mony and an American ceremony. 

“I quickly understood comfort versus a constant 
hustle mentality watching my mom work to provide 
a better life,” Nneka continues. “Our life became 
very different here in the US.”

Nneka took the lessons she learned watching her 
mom support her family and kept them close to her 
heart. When it came time for her to begin a career 
and become a mother, she once again called on that 
strength. She knew that she could be successful in 
business and be a great mom.

The Path to Real Estate

Nneka’s first career was in technology, where she 
worked in operations/research and development in 
medical devices. She relocated to the Bay Area for 
work, and soon after, she started a business with her 
husband doing corporate relocation for top tech compa-
nies such as Apple, Google, and Tesla. This eventually 
led to her interest in real estate as a full-time career.

In 2016, Nneka — at the encouragement of her hus-
band — finally decided to take the leap and launch a 
business of her own in real estate.

“Honestly, I think it’s 100% credit to my husband,” 
Nneka smiles. “He’s the one that encouraged me to 
get into real estate. He encouraged me to get my 
license and eventually quit my job. He believed in 
me more than I believed in myself. And he wasn’t 
shy about letting me shine.”

“I don’t think I realized how much I belonged in  
real estate.”

Nneka found such great early success (top 1% for 
2019) that in early 2020, Calvin quit his corporate 
job to officially join Nneka in real estate full time. 
He has been licensed since early 2019. 

“Now, we can still take care of our family to the level 
that we aspire to,” Nneka says. “So on the home front, 
we work together to make sure our kids see more of 
us, but we are both able to manage the business.”

Family-First Culture

As she seeks to balance her work in real estate with 
her growing family, Nneka draws on her familial 
and cultural roots. She recalls a culture in Nigeria 
that revolved around village and family life. From 
her own team to her partner, to Brett Jennings, to 
her closest friends (no family in California), Nneka 
is so grateful for the village she was able to create 
for herself in California.

“What stays with me most is the family ties. In my 
culture, there’s a lot of emphasis on family. Taking 
care of your people, your elders. And doing what’s 
best for the family. There’s a big emphasis on the 
village where I am from. Not everyone you consider 
family is blood,” Nneka explains.

As a result, Nneka’s primary values center  
around family.  

“The challenge is that real estate doesn’t have time 
off,” she continues. “It’s 24 hours. But we need 
to make sure our kids don’t feel like they always 
come second to a phone call or our clients’ needs. 
With both Calvin and me in the business, we get to 
balance that.”

Alongside having her husband in the business, 
Nneka is already building out a team. Her team acts 
as a support system, not only for her clients but for 
Nneka’s family, too. 

As Nneka heads into her fifth year in the business, 
her future looks bright. She continues to excel, both 
in work and as a mother. Her next goal is to inspire 
other mothers and fathers that they, too, can expe-
rience abundance in all elements of their lives.

“God has blessed us so much,” Nneka smiles. “How 
can it get better? I’m starting to accept that this is 
our life. As long as we continue to do right by peo-
ple, we’ll stay busy.”

“Growing up here, there’s a lot of different cultures, 
and sometimes it felt like there wasn’t as much 
emphasis on family,” Nneka says. “But I never felt 
like I needed to choose cultures. I never allowed the 
culture to be something I choose between. I know I 
can have both. It’s never stifled my career and never 
stifled my family life.”

Nneka’s family-first attitude doesn’t end when she 
walks out of her front door. In fact, she considers 
everyone she works with family, too. Just like her 
life back in Nigeria, not all family is blood-related.

“I have incorporated that family attitude into how I 
treat my clients, before, during, and after the trans-
action,” Nneka says.

Admittedly, striking a balance between work and 
family time isn’t always easy.

“It’s also super challenging,” Nneka says. “What’s 
amazing is that we’re busy. We have a lot of great cli-
ents that really appreciate the value that we provide.” 

I have incorporated that family attitude 
into how I treat my clients, before, 
during, and after the transaction
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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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NOISE PROBLEM

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

Do you or one of your clients have a
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WE CAN HELP YOU
SOLVE THE PROBLEM.
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Stan Shelly
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40+ years of professional noise mitigation experience
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ORLANDO  •  PHILADELPHIA  •  PHOENIX  •  PITTSBURGH  •  PORTLAND  •  RALEIGH  •  SALEM  •  SAN DIEGO  

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

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

WILMINGTON  •  YOUNGSTOWN  •  ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN

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

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

GRAND RAPIDS  •  HOUSTON  •  INDIANAPOLIS  •  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  •  YOUNGSTOWNALBANY  •  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   

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




