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Specializing in luxury single and
double signpost rental and
installation services throughout
the Bay Area.
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All of our sign post packages come with our Agent-In-Mind
service package, which includes professional installation and
removal, complimentary post straightening, sign rider exchanges, |
and sign pickup & storage in our secure warehouse. o, 20~ 3 !"

Every signpost package also INCLUDES complimentary “ B BIA | NV
use of our premium brochure box and standard sign riders. A ;] W H ﬁ? 3 X j

Are you ready to make the switch that the top teams
and brokerages in the Bay Area have already made?

Discounted partner rates available!
Contact us to learn more.

(833) 645-7446

Info @OpenHouselogistics.com

www.OpenHouselogistics.com

Alr Conditioning Services

=

650-861-4995 | info@sphac.net | www.sphac.net

hepherd's

Plumbing=<Heating <«

is to provide finished

work that lasts, is
well-built, and meets or
exceeds expectations.
We constantly strive
toward a very high
standard of honesty and
integrity, and we ensure
that our employees
adhere to this standard in
every job they complete
for our customers.
Whether you need
general maintenance or
emergency services, you
can count on us to solve

your problems quickly.




Treat. Restore. Protect.

We take the Bite Out of Termites

CALL OUR EXPERIENCED INSPECTORS TODAY!
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FRANYZ.

TERMITE CONTROL

since 1971

TERMITE DAMAGE RESTORATION
& REPAIR EXPERTS!
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www.gormaninteriors.com | cindy@gormaninteriors.com | 408-623-5262

ACHIEVE YOUR DREAMS OF HOMEOWNERSHIP
o "l s - - P ey : - |
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KAREN BARTHOLOMEW

BRANCH MANAGER & MORTGAGE CONSLULTANT SUMMIT

NMLS ID# 280075 FUNDING...
1925}443-20&@ FEE HOHBE LOAM ITXFIETS
teambartholomewasummitfunding.net W he
www.summitfunding.net/kbartholomew Karan

Bartholomew
leqrn

@ 2073 Third Street, Livermore, C4 94550 Branch NMLS ID# 395759 | 50
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Mitch Felix & Silicon Valley Red Cross are helping drive donations
for fighting the public health emergency COVID-19.

https://www.redcross.org/donate/donation.html/

http://www.mitchmasks.com

Why Moving you'down the
) street or around the globe:
Of'(s)fll_}oenal‘g RESIDENTIAL | CORPORATE | STORAGE

-
- 20+ insurance companies . -"'“"‘i___.-
- We are able to shop around -
with multiple companies to
get the best price
- Discounts for home buyers

- Multi-policy/Bundle, Alarm
System discounts available

- Prior claims, brush or hazard
areas, okay

- No home we can't insure

- We can provide proof of

insurance to your lender in _ _

less than 15 minutes 11 : RN N

Call Eric Galpine for a

P FREE,_no-obI_igatio'n

JUSTIN TURNER | Agent/Owner moving estimate!

Lic#0F89647 Ready to Move?

Genefal }
Call Today For

951.965.4651 q A\ 408-878-0007
justinturner@goosehead.com Z!_EL = i_ egalpine@acerelocation.com
www.goosehead.com reocarion svstems: At \\ww AceRelocation.com

AAAAAAA

Silicon Valley Real Producers - 5

American
Red Cross




TABLE OF E%ealtors dream of the
CONTENTS Perfect Mortgage Advisor

12 : e "1 , | e Great Listener

ublicher S AL M : * Responsive Communicator ° e Systems that Close on Time and Close Quickly
ublisher’s . Partner v = g Star On
Note: B Emu Spotlight: The Rise: ¢ Understands my Needs
Mitch Felix | : Anita Barcsa Amanda
: Photography P . Vang
e Client Pleaser

e Experienced Problem Solver

¢ Referral Partner
e My Clients Love Him

Print Me - Friends 5 gt o Celebrating
Now and ' o Moms:

Neighbors L s ¥ Happy
Spotlight: ! M < Mother’s
Juliette S Day
Kulda

Profile: = App: Get : . 1
Ellen ; 1o 1] Every Issue o | " Story:
Mazzoni I | [ on Your b £ Karen
i Phone J Nelsen and
- Stephanie
Nelsen —
Alanis

Bill Phillips
OPES

Mortgage Advisor — Managing Director AT
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Whoever
said looks
don’t count?

You Make More Money:
Staged homes sell for a minimum of
11% above the asking price and spend

far less

time on the market when compared to
un-staged homes.

Your House

buyers.

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

Stag%

Visit our website to schedule

your Free Consultation!

Laurie M. Piazza

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

PREFERRED PARTNERS

APPRAISALS -
RESIDENTIAL

Solid Impressions
Appraisals

Eddie Davis

(408) 823-0625
Solidlmpressions.com

COMMERCIAL REAL
ESTATE SPECIALIST
Banyan Commercial

Tai Le

(760) 593-8710
Tai@banyancommerical.com

CSR Commercial Real Estate
Jonathan G. Hanhan

(510) 375-7575
Hanhancre.com

Sperry Commercial
Global Affiliates
Atsuko Yube

(408) 858-2169
SperryCGA.com

CONSTRUCTION
Intempus

Eugene Korsunsky
(408) 320-5504
IntempusRealty.com

HARD MONEY LENDER
Triumph Capital Partners
Joe Lima

(408) 460-9054

HEALTH AND MEDICAL
In-Health Clinic

Jennifer Walker

(408) 356-0273
in-HC.com

INSURANCE
Goosehead Insurance
Agency

Justin Turner

(951) 965-4651
Goosehead.com

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

NaturalBridgesLandscaping.

com

LEAD GENERATION
MARKETING

Baoss Digital

Bao Le

(408) 605-8923
BaossDigital.com

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

Beyond RE Marketing
Chris Ricketts
(510) 440-9153

BeyondREMarketing.com

MORTGAGE
Guaranteed Rate
Nicole Santizo
(408) 499-1270
Rate.com/Nicole

Opes Advisors
Bill Phillips
(408) 993-9133

Opes Advisors
Bryan Russell

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

PNC Bank

Jeff Rhodes

(408) 307-2215
Pncmortgage.com/
jeffrhodes

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

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker
(408) 309-9456
AceRelocation.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!

PAINTING

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

PHOTOGRAPHY

Anita Barcsa Photography
Anita Barcsa

(650) 218-9606
AnitaBarcsa.com

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

Bill Shepherd

(650) 257-2243

SPHAC.net

PROPERTY MANAGEMENT
Intempus

Eugene Korsunsky

(408) 320-5504
IntempusRealty.com

Silicon Valley Real Producers - 9



PREFERRED PARTNERS

help your clients reach their goals.

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

Open House Logistics
Andrew Chow

(415) 966-6828
OpenHouselogistics.com

ot i I LT

Your Client's New Home Stands Out and Thei

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

Western Way
Termite Services
Chris Tiopan
(408) 837-7734

WesternWayServices.com

r Offer Should Too.

1 experience 1o set up

Help when you make the
st important financial

decisions of your fife.

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

Cpwes Achescws, A Divsicn o Fggsior Bonk | Member FLIC | Buod Housing (ender Programs for quedfien borowers Sulyect to craol approvel. Underaaiting fevms and! condifion; oppsy: Same restrictions may anol
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MEET THE SILICON VALLEY REAL PRODUCERS TEAM

A
Amy Felix,
CFO & Editor

Mitch Felix,
Founder & Publisher

| ;‘1“

Zach Cohen, Dave Danielson,
Head Writer Writer

RENTAL & LUXURY
HOME MANAGEMENT
IN THE BAY AREA

Providing Efficient, Dependable and Economic solutions.

The Premier Property Management firm that offers a
clear, proactive and personalized approach to create
‘The perfect match”.

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

Anita Barcsa,
Photographer

Nicole Wright,

Sandra Magana,
Content Manager & Ad Strategist
Event Planner

Kasey Nick Ingrisani,
Schefflin-Emrich, Writer
Writer

PARTNER YOURSELF WITH
THE REAL PROFESSIONAL

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

Luxury Focused Agent.

J’E T‘,lSF’ERRY

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

GLOBAL ESTATE LINK

) ATSUKO YUBE, cips

Managing Director

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

WWW.sperrycga.com

19925 Stevens Creek Blvd,
Suite 100
Cupertino CA 95014

Silicon Valley Real Producers - 11



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

/\TRIUMPH

FIGHT

Your go-to industry expert on Rehab,
O r Bridge and Ground Up Construction
I (40B) 460-9054

loans for real estate investors.
(B77) 353-1099

L, jlima@triumph.capital
@financingflippers

REHAB SMALL BALANCE BF

Joe Lima

Director of Originations

Construction

Acquisition

Fix & Flip Commercial

P» publisher’s note | UptosssM  UptossM

I'm sitting in the other room listening
to my wife and 10-week-old daughter,
Juliet, sing songs..Wheels on the Bus,
Ten in a Bed, 3 Blind Mice, Skip to my

Lou... all of the classics.

I'm reminded how little Juliet knows
about my past...how little she knows
about the world before COVID-19.

She has zero attachment to the way

things were.

Her ways are still being discovered.

It’s all-new.

I don’t want to spend my life with her
sounding like “Grandpa Felix,” talking
about the good old days. She deserves
to experience life in a way that doesn’t
create a lack of something. So, in our
family, we are abundant thinkers... we
are fighters. We work hard to maintain
a positive mental attitude while still
taking in reality on reality’s terms.

12 - May 2020

Taking a stand for my personal char-
acter and my family’s wellbeing is
nothing new, but it feels like the stakes
are more significant than ever. Being a
leader there inspired me to be a leader
everywhere. Yes, I mourned for a week
the loss of the way things used to be.
But I know how much I have and how
little other people have. I'm grateful for
the home, the food, the clean water, the
relationships. It’s all valuable in a way
that money will never be. My health.
The value of my health... today... has

never meant more to me.

Recently, I had an opportunity to
speak to over 100 Real Producer mar-
kets on our National Weekly Call. I
was invited because we were active-
ly pivoting our event business into
Zoom Virtual Meetings. If you haven’t
attended, then please take the time to
show up to one. It’s good to see smil-

ing faces. It’s a place of positivity.

My 67 slide presentation
is still on my mind, so I
thought I would share

5 of the most relevant

slides with you too.

Fact #1

More people became
millionaires during the
Great Depression than at

any other time in history.

Fact #2
2008 sucked...but my at-

titude dictated my reality.

Fact #3
Relationships insulate

us from chaos.

Fact #4
Change is hard.

But not forever.

Fact #5
Real Producers Matter.

You matter.

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.

Silicon Valley Real Producers - 13



P» partner spotlight
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Behind the Camera Lens
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16 - May 2020

Born and raised in Hungary, when Anita came to
the United States she barely spoke a word of En-
glish. Yet, after working on a cruise ship in Europe
and being exposed to other cultures, she was invig-

orated by the opportunity.

“I thought, why not? It came with exciting chal-
lenges, but I was very ready for it. I was ready for
something new,” Anita says.

Anita began her professional career in the U.S. as
a personal chef. In 2008, she began to transition to

working as a photographer.

Everything Anita knows

has been self-taught; her
penchant for crafting photos
that tell a story is apparent.

“I love working with profes-
sionals in real estate,” she
says. “I love the conversa-
tions and learning about their
businesses. I love helping
them to achieve their goals,
and providing them with a
really powerful tool to help

their business stand out.”

“I want emotion to come
through my work,” Anita
continues. “It comes from me
focusing on the things that

really matter.”

Anita is accomplished at
producing photography that
authentically represents her
clients. She achieves this by
creating an easy-going atmo-

sphere that allows her clients to be themselves.

“My photo shoots, even though they are business
and professional, are lighthearted. It’s proven to be
a great way to really bring out personality,” Anita
explains. “If people can be a little vulnerable to oth-
ers, it opens a dialogue and makes them approach-
able. Ultimately, this is what I provide to real estate

agents with fine imagery. I capture that.”

Anita believes that a business’s image starts with
the individual. As a result, she strives to portray
an agent’s warmth and personality as clearly and
accurately as possible with clean, high quality,
approachable, and modern photography.

Outside of work, you’ll find Anita doing more of
what she loves to do; she’s an artist and painter,
continues to explore her passion for cooking, and

has a love for martial arts.

“And family is very important to me, as it is for a
lot of us,” Anita says. “Traveling is a must. I always
take my camera to new
places and do some portrait
photography. But when I go
to Europe, which is home
for me, I leave my gear be-

hind and just take it in.”

From Hungary to the U.S.,
from being a personal chef
to real estate photography,
Anita continues to learn,
grow, and explore the magic
of the world we live in. As
she looks back and ahead,
she has so much to feel
grateful for.

“I'm grateful to be blessed
with a curious nature and
for all the opportunities I
have to learn more. I'm so
engrossed in photography
because it challenges both
my technical and creative
sides. I've done many
exciting things—always in
the arts—from getting my
fashion design degree to
being a personal chef to this wonderful job. Because
photography is technical and artistic and requires me
to constantly change and learn, it has proven to be a
gift. 'm grateful to have it as a trade.”

For more information, please visit

and on Instagram.

Silicon Valley Real Producers
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Learning Her Way to Success

“I never really knew what my passion was,” Amanda Vang begins.

“I remember in college, they said, ‘Follow your dreams. What is
your passion?’ I couldn’t answer those questions. I didn’t really

know until I got into this business.”

Born and raised in Minnesota, Amanda moved out to the Bay Area
right after college. She graduated from St. Cloud State Univer-

sity with a degree in business management and operations, and

promptly landed a job as an assistant store manager with Walmart.

HANHAN

COMMERCIAL GROUP

COMMERCIAL
REAL ESTATE
SALES & LEASING

OFFICE « INDUSTRIAL
RETAIL - MULTI FAMILY

CSR. FARE

COMMERCIAL
REAL ESTATE SERVICES

JONATHAN HANHAN

408.909.0998

HANHANCRE.COM
CALBRE# 01800203

18 - May 2020

“That was my first job. It didn’t last long because I quickly real-
ized - is that what I want to do for the rest of my life?” Amanda
explains. “When I start questioning that, I found it was not [want

I wanted to do].”

Amanda found that her work for Walmart demanded a lot of her
time and didn’t compensate her well. She lacked freedom in mul-

tiple aspects of her life.

“When you are on a salary when you work for other people, they
demand a lot,” Amanda says. She knew there was a better oppor-

tunity out there for her. She just didn’t know what it would be.

“At that moment, I decided that I want to try something new. I

didn’t know real estate would be the option,” Amanda says.

Amanda saw an ad on Facebook about real estate investing and
decided to explore this avenue. She attended a three-day seminar on

investing, and her outlook on what was possible was shifted forever.

“And that’s how I got into real estate,” Amanda laughs. That was
2016.

Shortly after returning from the seminar, Amanda informed her
boss at Walmart that she was leaving. She realized that she had
to invest her time and energy into real estate fully if she was

going to be successful.

“Otherwise, there’s no way I would have known what my true
potential is,” Amanda says. “The seminar opened my eyes to
have a bigger vision about what I want in life. To take a bigger
risk. I realized that if I was going to fail, I could fail now.” With
no children and the lower responsibility of being in her 20s,
Amanda realized the time was ripe. “I realized that if I'm going

to do [real estate], I have to do it now.”

While she started on the investing side of the business, Amanda
quickly realized that she had an interest in real estate sales. She

-6

| focus on being honest ...
and they appreciate it at
the end of the day. That’s
what my clients want —

someone that can
perform for them.

star on the rise

Photos by Hyunah Jang
Written by Zach Cohen



attended real estate classes and obtained
her license - first to become more knowl-
edgable as an investor. But, slowly, her

viewpoint began to shift.

“Learning how everything works benefits
everything we do in investing. That’s why I
got my real estate license. I never thought

would be selling homes,” Amanda smiles.

Amanda entered the real estate business
alongside her partner, Michael. As Aman-
da has shifted to selling real estate, her
boyfriend has remained on the investing
side. “We rely on each other to make sure
we do our job,” Amanda says. “We told

ourselves we have to make it work.”

One of Amanda’s competitive advantages
is that, coming from the investment side,
she really understands what needs to be
done, how to help her clients make the
most money, and how much and work to
improve their home prior to selling (or

after buying) will cost.

“I’'m not a dramatic person,” Amanda
says. “I like to have solutions. Com-

ing from the investment side, it really
brings everything together. That’s what
my clients like about me. I focus on

being honest ... and they appreciate it

20 - May 2020

at the end of the day. That’s what
my clients want - someone that can

perform for them.”

“2020 will be my fourth year in the
real estate business, and I am proud to
say I am finishing off 2019 by selling
20 homes with a sales volume of $21
million. I can say I am very happy with

where I'm at in my career, but I have

bigger goals in 2020. I am truly grate-

ful for all the people I have the oppor-
tunity to help because I've learned a lot

from my clients,” Amanda says.

“I want to thank all the people who
have helped me along the way,” she
continues. “I have learned so much in
the three years I’ve been in business.
A big thanks to Davis Tran at my office
who left a great impression when I

first joined. He is very generous, has

open arms to help every agent, and is

always smiling in everything he does.”

Over the past three-plus years,
Amanda has learned a ton - and she’s
still learning day by day. She reflects
that the opportunity for continuous
learning has been one of the most
enjoyable aspects of her journey into
real estate. Looking into the future,

she vows to continue her education so

that she can execute the best possible

outcome for her clients.

Perhaps the most valuable lesson that
Amanda has uncovered has been the

simplest: the value of kindness.

“I quickly learned that in this busi-
ness, you have to be nice to people,
and then they will help you. A lot of

people don’t really understand that.”

66 |
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Give your home the

protection it deserves.

L Peterson Ins and Fin Svc Inc
Laura Peterson, Agent

Insurance Lic#: 0L42207

16795 Lark Avenue

Los Gatos, CA 95032

Corper of Lark and Winchester off

of Highway 17 in Los Gatos

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

LET'S TALK TODAY.

(408) 395-2900
laura@Ipetersonagency.com
laurapeterson.net

Stale Fanm Fire and Casualty Compamy, State Farm General Insuranca Company, Bloomington, IL
Siate Farm Florida Insurance Company, Winter Hawon, FL
1708136 Stabe Farm Lhoyds, Richardson, TX

o StateFarm

GIVING YOUR CLIENTS CONFIDENCE IN
THEIR NEW PROPERTY

STERN 4,

Ty

Q ;
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471 TE sEﬁ‘]\
Family Owned & Operated =

FULL SERVICE
TERMITE CONTROL |
& DAMAGE REPAIR

POT TREXfN N
ey FUMlGﬁ'lONS’&REPAlR

22 . May 2020
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Western WayServices.com
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print me more! €4

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 | 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 | 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 | ORDER?
Email Mitch.Felix@RealProducersmag.com.

Silicon Valley Real Producers - 23



uliette Kulda

Redefining Balance

P» friends and neighbors spotlight

Written by Zach Cohen
Photos by Anita Barcsa

“Pray as though everything depended on
God. Work as though everything depended
on you.” — Saint Augustine

Juliette Kulda’s story starts back in Peoria, IL,
where she was born and raised. As the fifth of nine
children in a big, entrepreneurial, Lebanese family,
Juliette experienced early on what it was like to

support a family and business at the same time.

Juliette’s fun, yet hard-working parents started sev-
eral different businesses as she grew up. Ultimately,
they ended up owning a chain of Italian restaurants
in the area. Juliette, along with her siblings, were
involved in the various family businesses from a
very early age. “At 10 years old I started working
the cash register in one of the family restaurants,”

Juliette recalls fondly.

After graduating from prep school on the East
Coast, Juliette headed west to California to attend
Thomas Aquinas College. After one year, she
returned home to take a year off. “My dad thought
I needed some real-life business experience since I
was studying philosophy for three years. So I went

home to run one of his Italian restaurants.”

That was Juliette’s first taste of running a business.
‘When she met and married her husband, Derek,
her aspirations began to shift from business and

education to raising a family of her own.

Silicon Valley Real Producers -
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In order to really succeed at a high level in business

and have an amazing family.. The balance is you

have to be fully present where you are

“We got married young. I was almost 21, and he was
22, Juliette reflects. “Being from a large, Catholic
family, I didn’t have any real plans or aspirations as
far as a career. I just wanted to be a mom. I think
motherhood is the most beautiful thing any woman

can do. I see that as such dignified work.”

For years, Juliette was a stay at home mom, assist-
ing with Derek’s general contracting business along
the way. Today, her own family is even bigger than
the one she grew up in; she has 10 children.

As much as Juliette loved being a stay-at-home
mom, she realized something else along the way:

the entrepreneurial spirit is in her blood.

“Derek encouraged me to find vacant lots and put
small development deals together. I'd go to the
county recorder’s office with our little kids and find
out who owned vacant lots,” Juliette explains. “I
negotiated a couple of deals by finding the owners
from the county records and got the vacant lot. We
would find investors and put together deals, then I
would get the building permits.”

As Juliette continued working on the permitting
side of real estate, she found that she was really

good at her work.

“When we hired a real estate agent to sell our first spec
house, I asked, ‘What did they just make?”” Juliette
recalls. “I'm spending countless hours at Home Depot,
doing design work, shopping for tile to save $10 and the
real estate agents are at 3 and 6 percent? So I decided

to get my license, and that’s where it started.”
That was 2003.

‘With the assistance of her husband and team, Ju-
liette is positioned as the top agent on the San Mateo
Coastside, from Half Moon Bay to Pacifica. Outside
of a couple short moves, her family has lived in Half
Moon Bay for nearly 30 years. The Kulda Group at
Keller Williams Realty is ranked the number-two

team in all sales in San Mateo County (based on 2018
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broker metrics units sold data), and Juliette was
named a top 100 producing agent in Bay Area real
estate by the Luxury Marketing Council in San Fran-
cisco REALTrends (2015, 2016, 2017, and 2018).

“Most people think of [Half Moon Bay] as really
rural,” Juliette explains. “But it’s so up and coming.
People come here for the natural beauty and relaxed
lifestyle. We’re a small town up against the ocean,
yet you can commute a 30-mile radius in all direc-
tions, from San Francisco to East Bay to the Silicon
Valley. You also get more for your money here, and
it’s a beautiful lifestyle. Visitors come to enjoy our
small-town parades along with fine restaurants and
hotels. I've had people literally say, ‘I'm going to buy
a house here because I want my kids to play out in
the dirt. There’s this whole other feel here.”

In the midst of running a business and raising a
family of 10 children, Juliette has undoubtedly

learned a thing or two about balance.

“There is a book Gary Keller wrote called 7%e

ONE Thing. He has a great chapter on a balanced
life. He says that nothing ever achieves absolute
balance. If you look closely at the pointed toes of a
posed ballerina, they are constantly adjusting and
counterbalancing. According to the book, the magic
never happens in the middle; magic happens at the

extremes through focused attention.”

Juliette has learned that rather than resting in a
balanced state, creating “balance” is more about
constant movement, attention, and change. There
are always small adjustments that need to be made

to maintain balance.

Achieving balance in this way can be applied to any-
thing, from creating work/life balance to creating a

balanced state of mind.

“In order to really succeed at a high level in busi-
ness and have an amazing family... The balance is
you have to be fully present where you are,” Ju-

liette says. So when Juliette is working, she strives

to be fully present. When she’s with her family, she

strives to be fully present.

“We go full-on for family vacations, individual
birthdays, and weekend plans. Sunday is all about
church and having fun with family and friends. We
have family dinners almost nightly; five nights a
week we are sitting down at the dinner table, can-
dles are lit, saying grace, then the kids tell us the
high and low points of their day,” Juliette explains.

Juliette reflects back to her days growing up in Illinois
with a sense of fondness. “I could speak for hours
about the family fun and different businesses [my
parents ran]. But as a kid growing up in a big family,
my parents were, and still are, making time to go all-in
with the kids,” she says. Today, for Juliette and Derek,
there is a constant movement towards a state of dy-

namic balance - or counterbalance, as Juliette says.

Part of what allows Juliette to be able to give so much
to her business and her family is her commitment to
faith. She’s a woman of faith, in a big way, and has

created a life around her relationship with God.

“We know we are not in control of our lives... God
is in control,” Juliette says. “God gives blessings
into our lives, while also allowing us challenges.

If we let Him, He will guide us. The point is, we’re
not in control. I love the St. Augustine quote, ‘Pray
as though everything depended on God. Work as
though everything depended on you.”

“We have big goals for a reason: We want to have an
abundant life. Abundance is not just about money. But
through God’s blessings that we can bring... We hope
to bring God’s goodness, truth, beauty, and joy into the

world through our lives, our family, and our work.”
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"Had Ernie come out and do
interior and exterior painting at
ﬂ)ouse. He was always on time,
-pt the work area clean, and
allention (o detail was always a
ority. Very friendly employees!
dommunication was always
nely. Highly recommend Ernies
" Quality Painting!"
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AREPS

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!

www.repsweb.com

BEYOND RE

MARKETING

ONE SOURCE for All of Your Marketing Objectives:

« HDR, Dusk and Aerial Photography
+ Single Property Website

- Custom Cinematic and Aerjal Video ;k
+ Social Media Blasts

* 30 Matterport and 2D Floor Plans ;
- Elite Print Marketing Materials -
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+ Staging and Home Transformation
- Website Design

« Virtual Staging and Renovation

Check out our work on social media!
§ @BayAreaHomeShowcase
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Schedule your photography appointment by phone or online at our new website:

BeyondREMarketing.com | PHONE 510.440.9153

2ol Home cape
Bay Area Staging and Interior Design eSi? ns

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

An in-depth pre-approval process.
A more predictable outcome.

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.

Jeffrey M. Rhodes
Mortgage Loan Officer
NMLS# 582903
408-307-2215

jrhoedes@pnc.com
pncmortgage.com/jeffrhodes

LERDER

Pre-approvals dre subject lo property underariling and appraisal. Borrower must salily pre- approval conddions catlined s commigment leller, Loan amaunl subject 1o proaperty apprasal
PMC is a registered service mark of The PNC Financial Services Group, bne, (TPNC), All 1oans are provided by PHC Bank, National Asseciation, a subsidiary of PNC, and are subject ta
credit approval and property appraisal. This information is provided for business and professional uses only and is not 12 be prowided to a consumer ar the public. This information is

proveded ta assist real estate professionals and 15 not an advertisernent to axtend consumer credd as defined by Secton 224.2 of Regulation £. Programs, interest rates. and lees are
subijicd to chande wilhoul nalice
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P> celebrating moms

HAPPY

MOTHER’S

pay___|

Happy Mother’s Day to all the selfless women who inspire, moti-

vate and remind us to be a better person every single day.
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CONGRATULATIONS!

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

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

@realproducers

WE MAKE LIFE

WWW.BETTERLANDSCAPE.COM
(408) 841-9485 - LICENSE 851514

PRESIDENTIAL
PROPERTY MANAGEMENT

PROPERTY MANAGEMENT SERVICES FOR
RESIDENTIAL &€ COMMERCIAL INVESTERS

IN SILICON VALLEY

g}' LEASING

Q
MAINTENANCE
7% MAINTENAN

$ ACCOUNTING

ASK ABOUT OUR REALTOR

REFERRAL PROGRAM

(408) 829-8155 W [.PRESIDENTIALPM. COM

Teens,
Toddlers and
Babies

The stages of your

’ I" N y child's life can bring
- health issues

L..L&.fdé»‘

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

Chiropractors and Acupuncturists help
children with:

+ Cold and Flu - natural options for relief

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

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

LIGHT e JOY

ACUPUNCTURE INC
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MY SKILL SET WAS A

1
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Ellen Mazzoni stepped into real
estate over 30 years ago. In the past
three decades, she’s built a business
that was made to last. She made the
decision early on to play the long
game and make customer service her

commitment.

Ellen began her professional career
in sales for Saks Fifth Avenue in Palo
Alto. She took an opportunity to go
to New York to work in the human
resources department before return-
ing to the Bay Area, where she helped
open the Post Street store. There,

she oversaw the hiring of 400 new

employees - at only 25 years old.
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ABOUT PUTTING

~"SOMEBODY’S NEEDS FIRST. | STILL TRY TO

DO THAT WITH EVERY TRANSACTION.

“I worked there for eight years,” Ellen
reflects. “It was really an exciting job,
a fun job. I loved it.”

As much as she loved her work with
Saks Fifth Avenue, the hours were gru-
eling. As Ellen says, “it was 9-to-9, and

many more than five days a week.”

“I met my now-husband, and he had
arestaurant in Burlingame. He had

an extremely free schedule and was
traveling to Tahoe and Europe, but I
couldn’t even get a weekend off,” Ellen
continues. When she was approached
by a corporate relocation company,

she accepted a new position.

“I was counseling individuals that
were being recruited or hired or
transferred into a new area. Under-
standing commuting. Understanding
the cost of real estate, the neigh-
borhoods, the weather. I was lucky
enough that I [oversaw] the whole

Bay Area.”

During her time with the corporate
relocation company, Ellen got her
real estate license. Yet, she was still
referring clients out to other real
estate agents to close transactions. “I
referred those people to real estate
agents that worked in various areas
that I thought would be a good fit,”

Ellen explains.

3

(

)

But after three years, Ellen decided it was time: “I
thought, ‘T'm going to try to see if I can do it. 'm
going to sell.”

It was 1985 when Ellen launched her real estate
career with a boutique agency in Burlingame. She
describes that office culture as the “cream of the
crop.” While they didn’t often hire new agents, El-
len’s experience in corporate relocation was enough

to convince them to give her an opportunity.

“My skill set was always about putting somebody’s
needs first. I still try to do that with every transac-

tion. I try to understand the need first.”

Ellen’s genuine care for her clients’ needs has
allowed her to enjoy a remarkably successful long-
term career. Her creative approach to the business
has earned her friendships with both clients and

other real estate agents in the area.

Ellen specializes in Burlingame, Hillsborough, San
Mateo, and the surrounding communities. She has
consistently been named one of the top 100 agents
in San Mateo and Santa Clara Counties and among

the top 5 percent agents nationwide.

“I feel everyone understands how much I care,” Ellen
says. “I get called more [by clients] than I call out.
That’s a huge benefit. I feel extraordinarily fortunate.”

Today, she runs a strictly referral-based busi-
ness. In 2019, her daughter, Alexis, has joined
her in the business.

“The business model has changed the most drasti-
cally over time. The competitor, the other agents in
the office - when I started, there were 30 people in
an office. They were seasoned professionals. Now,
there are 100-plus agents in every office in a very
small market. How do you set yourself apart? How
do you create name recognition?” Ellen wonders.
“The direction has been in the team category. That’s

been new in the past few years. It’s really taken off.”

Ellen believes that if she were to start in the busi-
ness today, the best approach would be to join a
team. “But I'd want to be the name on the team,”
she adds with a smile. In 2019, she started a new
chapter by bringing Alexis on. “I have someone else
on a full-time payroll and am trying to also be a
boss and a mother of a 28-year-old,” she explains.
She hopes that one day, Alexis will take over her
book of business - and enjoy the business with the

same passion.

One thing that hasn’t changed over the years is
Ellen’s commitment to client care. Despite the
movement towards larger, more corporate broker-
ages in the Bay Area, a real estate agent still sets
themselves apart by their ability to connect with

their clients and understand their needs.

“If you think about the person and the need of your

client, the money will come,” Ellen says.
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THE SYSTEM THAT HELPED GENERATE OVER S80M IN
REAL ESTATE SALESIN 2018

o SEETELICESY HTTPS:/60.BAOSSDIGITAL.COM/CASE-STUDY
Area with Style and
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REAL PRODUCERS.

CONNECTING. ELEVATING. INSPIRING.
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Call us to schedule your
Complimentary Consultation today!

BAO LE
BAO@BAOSSDIGITAL COM

IRA RAJPUT (510.579.0071) | PAYAL SHAH (510.366.3711) (408)475-8132
WWWBAOSSDIGITAL COM
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HOME STAGING KAREN NELSEN AND

NS AR 2NN e STEPHANIE NELSEN — ALANIS

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

}} cover SJ[OI'y Times change. Trends and fads come As a real estate agent with
Photos by Hyunah Jang in and then go out of style. But some Intero Real Estate Services,
Written by Dave Danielson  things are truly timeless, like the value Karen has set the bar for

of tireless service and being relentless what it means to truly care
in achieving results. for your clients. It’s a legacy
she continues to build with
One of the best at carrying on this time- the talents of her daughter,
honored tradition is Karen Nelsen. Stephanie Nelsen-Alanis.

ENCORE

staging services:

The #1 preferred home staging company of top agents in Silicon Valley.

Call or Text 408.800.1566 | EncoreStagingServices.com/Porifolio | @ @HomeStagingBayArea
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3:28 AM j
For most of us, seeing 3:28 am on the clock is an invita- I SO]_d a house, al’ld I thought, ‘I can dO thiS.’

tion to roll over and sleep some more. For Karen, it’s the

start of a bold new day. Each day, her alarm is set for

o After that, people started calling. I never marketed.

that time, though it’s not a surprise when she wakes up

People knew me and how I interacted with

and shuts it off before it has a chance.

“I'm out of my house by 3:42 am,” Karen smiles. “Then -‘ them. I think they trusted me.
I go to the gym.” Within a couple of hours, she’s done
and on to the opportunities her day holds for her and

her clients.

In many ways, her early-morning regimen is a continua-

tion of her early life.

“I come from a very driven Italian family. My dad was
always up early in the morning. He taught us really good
work ethics from a young age,” Karen recalls. “I watched
him. I watched what he did. I watched the magnetism he

had. Everybody loved him. And it wasn’t so much what
he did. It’s how he made them feel. He treated everyone

with respect. I learned that at a very early age.”

DRIVEN TO SERVE
Karen grew, went to college, became a paralegal,
learned contract law, and worked for a prominent attor-

ney. Soon it came time to buy a house.

The deal was done, but the headaches started. With-
in months, she was subjected to a costly interest rate
change on her mortgage that had resulted in negative
amortization on her account — at a significant extra
cost for her. Through it all, her real estate agent provid-
ed no help.

“I had never, ever planned on selling a house,” Karen
remembers. “But when that happened, I cried for three
days. Then I thought, T’'m going to get my real estate li-
cense. I don’t care if I ever sell a house, but I will never,

ever let this happen to anybody ever.’ So, I got my real

estate license.”

Her first sale did come — at $450,000.

IIN

FUSSLUN

?’-f*_;:?: “I sold a house, and I thought, ‘I can do this.” After that,
?'E_ ;"' people started calling. I never marketed. People knew
{‘?E me and how I interacted with them. I think they trusted
L‘ra::\:: me,” Karen remembers. “I was so excited. It was nice
3 g = to get the paycheck, but it was more about seeing them

being happy with what we did. To this day, that passion

and that fire are inside of me for what I do.”
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TEAMING UP TOGETHER
As she continues to build a legacy of success, Karen continues the

tradition of client satisfaction with Stephanie.

“I went to the office with her every day to help out,” she recalls.
“I always liked real estate. I think it’s because I had always been
around it. It was just so normal. Plus, 'm very much like her, and

it was just easy for me, and I enjoyed being with her.”

After high school, Stephanie made her own path. She went to
cosmetology school, built a career, got married, and started a
family. After a few years, there were family health issues that
required Stephanie to have a more flexible schedule. And working

in real estate with her mother made sense.
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As Stephanie says, “Over time, I started doing more and more,
and she started giving clients to me... I was 30, and I thought, ‘T've
built my own business. I don’t have to make my own footsteps

anymore. I can follow in hers.”
It felt natural for Karen, too.

“So many of the clients already knew her, because she’s been
with me around the business her entire life,” Karen explains.
“She’s done it. She’s learned, and she listens to everything I say.

I know if 'm gone for two or three days, she can take care of my
clients the way I will. That’s huge. She’s the closest thing to being
a clone of me.”

Stephanie enjoys the growth process. And she

couldn’t ask for a better mentor.

As she says, “I've never met anyone who knows

more about real estate. She knows the transaction; she
knows how to build a house; she knows how to do a lease
agreement; she knows how to work with the commercial side,

plus the tax side. It’s amazing.”

PERPETUAL PASSION
Karen looks forward with comfort in knowing Stephanie will con-
tinue the business they’re building by herself. But that’s somewhere

down the road. For now, Karen has no intention to slow down.

I’ve never met anyone who

- knows more about real estate.

She knows the transaction; she
knows how to build a house;
she knows how to do a lease
agreement; she knows how to
work with the commercial side,

plus the tax side. It's amazing.

As Karen emphasizes, “I was
always excited from the very
first house I sold. Something
woke inside of me. It was like

this is where I'm supposed to

be. This is right for me. This
feels good. This feels right. I can
help so many people. I still get the
same thrill that I got the first time

Ididit.”

The memories of the clients she

has served remain — literally.

“I can look at a house that was
sold 35 years ago,” Karen smiles.
“And I can tell you the color of the
carpet. I can tell you the layouts of
the rooms. I can tell you about the
backyard. I can tell you the animals that

were in the house when they sold it.”

Karen explains it’s not a matter of having a photographic
memory. It’s the people. And the results she worked relentlessly

to create.
As she says, “I love being able to help somebody and see the look

on their face when we’ve accomplished what they want. I think

all the success part comes as a result of that.”
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MILEION!

JATED
' YEAR TO HELP
BREAK THE
CHAINS OF
MODERN=DAY
SLAVERY.

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

N2<=
GIVES

seen within these pages are helping us break these chains,

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

NATURAL BRIDGES . ANDSCAPING - AS SEEN ON HGTV

"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

David Ross
408.206.8444 cell

408.356.1240 office
Na.mral License #535214

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

We gotrid of the closingtable.

"

Introducing Guaranteed-Rate's eClose’

WMdithHoomir nesiest  wers(of F -l g RilgSa®™ Lour clicn B Ean now sign 100% of their documents anlineg,

NICOLE SANTIZO vr of Mortgage Lending

Contact Nicole today for a distinctive mortgage experience.
167 5. San Antonio Rd. Office; (650) 584-0958 Rate.com/nicole
Suite 16, Los Altos, CA 94022 Cell: (408) 499-1270 nicole.santizo{@rate.com
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