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Virtual Tour Cafe LLC
6200 Stoneridge Mall Rd, Suite 300 Pleasanton CA 94588

(877) 744-8285 or (925) 609-2408

VirtualTourCafe.com

Let us help WOW your current 
& future sellers!

Professional Photos & 3D Listings...
Sell Homes Faster!

Are you making the right first impression?
Offering Professional Photography, 3D, Video, 

Aerial Drone, plus virtual tour/property 
websites, print flyers, and more!WHY FILL YOUR 

EMPTY LISTING WITH 
VIRTUAL STAGING?

on First order 
of Two Staged 

Photos!

Mention this Ad

on Next
Order!

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  |  408-623-5262

Designing Spaces Unique to  Each Clients Dreams and Goals
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GProperty Management Services for
Residential & Commercial Investors

in Silicon Valley

Ask about our Realtor Referral Program!

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

“Presidential Property 
Management is very 
proactive and helpful. 
I highly recommend 
them!” - Lisa D.

NOISE PROBLEM

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

Do you or one of your clients have a

I F  S O ,  L E T ’ S  D I S C U S S  H O W

WE CAN HELP YOU
SOLVE THE PROBLEM.

ENVIRONMENTAL
CO N S U LT I N G  S E RV I C E S

Stan Shelly
408.257.1045  |  info@environconsultserv.com

www.environconsultserv.com

40+ years of professional noise mitigation experience

MOLD REMEDIES
Bay Area’s Premiere Environmental

Inspection & Mold Removal Company

(800) 460-9535
www.moldremedies.com

info@moldremedies.com

CSLB #827821 and Certified by the IICRC and IAQA

O V E R  2 0  Y E A R S  O F  E X P E R I E N C E !

Call us for more details!

W E ’ R E  H E R E  T O  H E L P

MOLD INSPECTION/
AIR QUALITY TESTING

ELIMINATE SMOKE ODOR!
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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.”

cover story 13
Print Me 

More

32
What’s 

Different:
Gorman 
Interiors
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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
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S This section has been created to give you easier access when searching for a trusted real es-

tate affiliate. Take a minute to familiarize yourself with the businesses sponsoring your maga-

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

Please support these businesses and thank them for supporting the REALTOR® community!

APPRAISALS - 

RESIDENTIAL

Solid Impressions 

Appraisals

Eddie Davis

(408) 823-0625

SolidImpressions.com

CLEANING SERVICES – 

COMMERCIAL

S&R Janitorial

Sonia Romero

(650) 400-8335

srjanitorialservices.com

COMMERCIAL REAL 

ESTATE SPECIALIST

Compass Commercial 

Real Estate

Jonathan G. Hanhan

(510) 375-7575

ENVIRONMENTAL 

CONSULTANT

Environmental  

Consulting Services

Stan Shelly

(408) 218-7651

environconsultsrv.com

HEALTH AND MEDICAL

In-Health Clinic

Jennifer Walker

(408) 356-0273

in-HC.com

INSURANCE

Goosehead  

Insurance Agency

Justin Turner

(951) 965-4651

INTERIOR DESIGN

Gorman Interiors

Cindy Gorman

(408) 623-5262

GormanInteriors.com

LANDSCAPE DESIGN

Better Landscape

Steve Ashley

(408) 841-9485

BetterLandscape.com

LEAD GENERATION 

MARKETING

Baoss Digital

Bao Le

(408) 605-8923

BaossDigital.com

MARKETING

Aerial Canvas

Brendan Hsu

(650) 850-2431

AerialCanvas.com

MOLD REMEDIATION

Mold Remedies

Richard Wolf

(415) 719-8909

MoldRemedies.com

MORTGAGE

Guaranteed Rate

Nicole Santizo

(408) 499-1270

GuaranteedRate.com/

loan-expert/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/sites/

kbartholomew

Valente Mortgage Team

Shane Valente

(214) 507-5792

ShaneValente.com

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker

(408) 309-9456

AceRelocation.com

PHOTOGRAPHY

Fotos by T

Teresa Trobble

2828 S. Bascom Ave

San Jose, CA 95124

(408) 316-1613

Fotosbyt.com/

life-in-your-brand

PHOTOGRAPHY/

VIDEOGRAPHY/ 

VIRTUAL STAGING

VirtualTourCafe & 

RealEZPhotoFix

Tim Denbo

(925) 549-0714

VirtualTourCafe.com & 

RealEZPhotoFix.com

PROPERTY MANAGEMENT

Presidential Property 

Management

John Adams

(408) 442-7690

PresidentialPM.com

STAGING & HOME DESIGN

Encore Staging Services

Vanessa Nielsen

(408) 800-1566

EncoreStagingServices.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

VIRTUAL STAGING/SOCIAL 

MEDIA MARKETING

Tiller Studio

Natalie Tiller

3383 Payne Ave

San Jose, CA 95117

(432) 638-2315

www.roomelixir.com
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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.

Professional Cleaning
should be part of your
Real Estate Team.

Let us help get
that home
ready to sell.

Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

Janitorial Services

&RS
COMMERCIAL | RESIDENTIAL

WE MAKE LIFE

BETTER

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

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.

Partner with Open Advisors :
· Personal Financial Modeling
· Reliable Pre-approvals
· Reputation for closing loans on time

Help when they make the most important 
financial decision of their life.

YOUR CLIENT STANDS OUT. 
THEIR OFFER SHOULD TOO.

Bryan Russell
Branch Manager | Sr. Mortgage Advisor
NMLS 229012

408.357.7812
408.655.5835 mobile
brussell@opesadvisors.com

Teresa Nora Trobbe,
Photographer

Mitch Felix, 
Founder & Publisher

Amy Felix,
Editor

S I L I C O N  VA L L E Y
M E E T  T H E

R E A L  P R O D U C E R S  T E A M

Nick Ingrisani,
Writer

Kasey 
Schefflin-Emrich, 

Writer

Dave Danielson, 
Writer

Zach Cohen, 
Head Writer

Nicole Wright, 
Ad Strategist
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publisher’s note

thank youthank you
I’m the single biggest benefactor of 
Real Producers. It’s undeniable.

I’ve gotten to be a part of a social net-
work that is perhaps the most connect-
ed and influential group of real estate 
agents in the entire world. It’s a little 
surreal. I’m grateful for the opportunity.

We could not do what we do without 
you and your participation. It’s a 
big compliment that you believe in 
what we do and that it’s worth your 
time and attention. The generosity 
you’ve shown in sharing your story 
makes this entire platform possible, 
and nearly 250 of you have taken the 
time to be interviewed.

Those interviews have forever 
deepened my understanding of the 
entrepreneurial spirit. They have 
fortified my own beliefs on how to 
pursue my potential. Furthermore, 
it’s given me the language to speak 
about success. Knowing what to do is 
one thing, but teaching it is another 
much more valuable skill. I’ve seen 
the patterns, and I’ve not taken that 
wisdom for granted.

It’s impactful to get to be surrounded 
by such successful people.

You’re kind of a big deal.

Thank you.

Written By Mitch Felix
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why
Goosehead

for Home?

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 

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.

$3MILLION$3MILLION$3MILLION$3MILLION
DONATED THIS YEAR TO HELP BREAK THE 

CHAINS OF MODERN-DAY SLAVERY.
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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
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star on the rise
Written by Dave Danielson

Photos by unknown

Some forces are naturally occurring in the world 
and the universe around us…powerful forces that 
can help humanity. Through time, there have been 
formulas to attempt to explain it, technology to try 
to replicate it, and efforts that strain to harness it.

You know when you see that power at work in peo-
ple—those who have a special spark and a seeming-
ly boundless hunger to help others.

One prime example of that is alive and well with-
in Mitch Del Rosario. As a real estate agent with 

Paramount Realty Group (PRG), Mitch 
epitomizes positive energy in motion.

Early Connections
His natural, outward-facing perspec-
tive on life came through loud and 
clear even when he was a young child.

“I have always loved talking with 
people,” Mitch recalls. “There were 
several times, where I would go some-
where with my family, and my mom 

would lose me because I had gone off 
and had started up a conversation 
with people of all ages.”

As Mitch made his way through school, 
he wasn’t interested in staying still. He 
learned and excelled, but he wanted to 
do it while staying in motion.

“I’ve always been a very energetic 
person. And that’s probably an under-
statement,” he laughs. “In fact, when 

MITCH
DEL
ROSARIO

Positive 
Energy in 

Motion
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I was growing up, some members 
of my extended family had a group 
session to pray the energy away. And 
my teachers were frustrated with my 
excessive talking with the other stu-
dents. My mom would often say to all 
of them, ‘There’s nothing wrong with 
him. He just likes to make friends. 
Why do I need to punish him for 
making friends?’”

Action and Achievement
Mitch needed a bigger stage to explore and space 
for his energy to set his foundations for success.

As Mitch came of age, he achieved in many areas, 
including tennis. As a senior at Mission San Jose 
High School, Mitch’s talents on the tennis court 
were known far and wide, earning him a spot 
among the most highly touted players in the nation.

In time, Mitch grew, explored opportunities, and, 
a little over three years ago, earned his license and 
started his journey in the world of real estate.

“Real estate is something I feel has been a natural fit 
for me,” he explains. “I have a real, strong passion 
for meeting people, working with them, and guiding 
them as they reach for their dreams of homeown-
ership. It means a lot for me to know that what I’m 
doing is having an effect and helping others.”

Each day, Mitch puts his boundless energy to work 
for others; the results have been impressive all the 
way around. In 2019, Mitch recorded 10 deals, rep-
resenting over $14 million in total volume.

A Family Feeling
But his definition of reaching suc-
cess is more about others, rather 
than individual.

“For me, success is being happy 
with who I am and with the impact 
that I’m having on other people 
around me. I think that’s the founda-
tion of a fulfilling life.”

Those foundations were set in 
place by Mitch’s supportive, loving 
family, including his father, Carlo, 
his mother, Amor, his older brother, 
Kurt, and his older sister, Rio. Mitch 
also loves spending time with his six 
nieces and nephews.

“One thing I’m very grateful for is that I grew up in a family that 
places a strong priority on being together and staying close.”

In his free time, Mitch puts his creative energy to work in other 
ways, too—literally. 

“I love creating content of all kinds,” he smiles.

Again, that’s another understatement of this young man’s re-
markable gifts. In fact, Mitch has poured himself into diverse 
pursuits such as spoken-word poetry, singing, songwriting, and 
even music production.

He also has been deeply involved in the area’s Court Appointed 
Special Advocates (CASA) organization that gives a voice and a 
mentor to vulnerable children in the nation’s legal system. Each 
week, one of the highlights for Mitch is spending time hanging 
out with his “little brother” through the organization.

 It means a lot for me to know that what 

I’m doing is having an EFFECT 

and HELPING others.

“

“

This love for people is central to Mitch—and to his hopes for 
the future.

“One of my biggest dreams for the future is about family…finding 
my partner and building a future with children,” he smiles. 

In the meantime, that energy and genuine care for others are 
fully channeled into the work he does each day with clients.

“Eventually, I would love to build my own team here at Par-
amount. I absolutely love the culture they have created and 
strengthened here over time. I share the same mindset and val-
ues. PRG is like a family. So it’s an exciting thing for me to think 
about doing whatever I can to continue to help PRG grow.”

If you’re looking for an example of positive energy in motion, you 
can find it occurring naturally—with Mitch Del Rosario.
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ADAMO

2008 stories of 
resilience
Written by Zach Cohen

Photo by Unknown

“You can’t just wait for the phone to ring. If you do your activities 
and do them well, people will always need to buy and sell homes.”

In 2008, Debbie was in her fourth year of selling real estate, but 
only her second year selling full-time. When the recession hit, she 
continued to thrive off consistent effort and a positive attitude.

“I went into the office every day, being there, seeing colleagues, 
and being a presence in the office,” she remembers. “I felt I wasn’t 
as affected [as others]. I feel that if you work hard, it will pay off.  

“We did see a lot of real estate agents leave the business because 
it wasn’t easy anymore,” she continues. “You have to work hard 
and do a good job for people, and it will come back. Your good 
reputation goes a long way.”

In today’s COVID-19-affected climate, Debbie has employed the 
same strategy: focusing on daily tasks and doing right by her 
clients and community.

“I feel I have kept with what has been successful for me. I continue 
to be a presence among my colleagues and now throughout Santa 
Clara County and San Benito County,” she explains. “Giving back 
is also key for me in my business and my life. As my mom always 
said, ‘What goes around, comes around.’”

Debbie describes herself as an optimistic individual. She thrives 
off personal interaction, and while the current restrictions have 
been challenging, she continues to connect with others through 
the resources available: Zoom meetings, Microsoft teams, writing 
letters and notes to clients, and social media engagement.

“Also helping colleagues,” Debbie adds. “I am known to help oth-
ers in the office. We all have our own business, so why not help 
others to be successful? It’s not a competition. And, once again, it 
will come back to you!”

If you do your 
activities and do 
them well, people 

will always need to 
buy and sell homes.
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REALIZING THE VISION

profile
Written by Dave Danielson

Photos by Hyunah Jang

KNIGHT
Don

Each of us has a vision of the future; our goals, and aspirations are continually 
in focus. But the question is, are we focusing on the right things to allow us to 

realize those visions?

If we fear the negative we’re trying to escape, our focus 
goes there — and so do our results. But if we relax, then 

speak and think positivity into the world and truly 
focus on our desired actions, we’re much more likely 

to realize our desired results.

One of those who have made a successful career 
out of realizing positive visions for himself and 
others is real estate agent Don Knight, a true 

regional leader.

Made for This

Don seems to have been made for what he 
does. For a time after graduating from San 
Jose State, he considered life as a lawyer. 
Soon though, he decided on life as a real 
estate agent. And it seems the real estate 
life chose him, as well.

While attempting to pass the real es-
tate exam, Don had started work and 
found a sizable client. So his broker 
paired him up with the woman who 
would become his partner.

“The broker approached Betty Lynn 
first about working with me, and 
she said no. Then they walked up to 
Darlene Sandusky, and she said yes. 
She had been in the business just six 
months longer than me, and she was 
22 years older. I remember her say-
ing, ‘Yeah, I’ll work with the kid.’”

Those proved to be prophetic words 
— ushering in a formal partnership 
that would last a fulfilling 20 years.

As Don recalls, “I had failed my test 
the first time. But I started working 
with Darlene, I passed the test, and 
we decided to become partners.”
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There seemed to be a certain ring 
and marketability to the way their 
names sounded.

“So we decided not to use our last 
names, so we went by Don and Darlene 
for those 20 years,” Don remembers.

Priceless Partnership

Don admits he has a competitive side. 
And he remembers the way he and 
Darlene gave all they could to success-
fully launch their new partnership.

“I learned early if you don’t have a 
listing, you’re unemployed. So we 
door-knocked, we got on the phone, 
we did expired listings, and we did 
open houses. I found open houses are 
the best way to get a listing. People 
think you’re there to meet buyers. 
But my philosophy is you’re there to 
meet sellers,” Don explains. “Be-
cause when a seller decides they’re 
going to become a seller, the first 
thing they do is go to open houses to 
literally look at the inventory, look at 
their competition. And they’re there 
to interview.”

want and tune into Source, then the 
action works.”

One thing Don is careful to acknowl-
edge is that success is a process.

“If you just do what you can do every 
day, that’s all you can do. That’s in 
all areas of your life, whether it’s 
business or weight loss…just do what 
you can do right now,” Don empha-
sizes. “And if you’ve done all you can 
do, that’s all you can do. Do it again 
tomorrow, and do it again the next 
day, and eventually, it will happen,”

Don believes events work out the 
way they’re meant to. As an example, 
he was involved in a large listing. A 
substantial price was set, and an offer 
was in play for the full listing price.

“I presented the offer, and they were 
kind of silent. And I said, ‘Well, we 
should think about this. Let’s talk 
tomorrow.’ And I repeated to my-
self, ‘What’s best for all will happen. 
What’s best for all will happen. And I 
was so excited.”

If you just do what you can do every day, 

that’s all you can do. That’s in all areas of 

your life, whether it’s business or weight 

loss…just do what you can do right now.

The listings did come for Don and Darlene. In fact, 
at one point, they had 38 listings. The accolades 
also came. Client by client, Don and Darlene earned 
the number one ranking at Coldwell Banker.

In time, a pivotal opportunity arose. Their manag-
er, Carol Burnett, moved across the street to Alain 
Pinel. Don and Darlene were among those who 
followed her.

About 10 years ago, Darlene retired, and Don went 
out on his own. In the process, while Don’s top-pro-
ducing ways continued, his approach changed.

“It’s taken a long time, but I don’t compete anymore 
with others, just myself,” he says. “When you make 
that switch from always going upstream because 
you’re competing with others, and you make the 
switch and go downstream, it’s easy.”

Positive Focus

Each day, Don begins with meditation, gratitude, and 
writing out the things he’s happy for, along with the 
things he wants to achieve. At that point, he gives it 
over to what he calls “Source,” God and the universe.

As Don explains, “If you ask, it’s given, and then 
it’s our job to receive it.  I do believe there’s ac-
tion. But when you’re totally in tune to what you 
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The next day, his listing client called 
and broke the bad news. They couldn’t 
bring themselves to sell after all. Don’s 
natural first instinct was to be upset.

As he says, “But then I remembered 
‘what’s best for all will happen.’ And 
I had to accept that this outcome may 
not have been the best for me, but it 
was best for them.”

Being positive can also mean care-
fully avoiding the negative.

“We often have that hang up. I have 
it sometimes in my own life where 
you focus on what is,” Don explains. 
“It could be a lack of money or a lack 
of relationship or a lack of whatever. 
And we sometimes focus so much on 
what we don’t have to the point where 
we just get more of it.”

Through time, Don has learned to 
keep his focus on the positive and 
realizing the vision that he and his 
clients share.

As he shares, “Even in the Bible it says, 
the first step is ‘Ask,’ the second is ‘It’s 
Given’ and the third is ‘It’s Received.’”

www.digitaln2.com

Your business should be bringing in more 
leads but your website is holding you back!

BRING YOUR
WEBSITE TO LIFE!
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industry icon

WITH LAWYERS TITLE
Stepping Into the Present

By Zach Cohen given day, it’s always filtered through my genuine priorities. Who 
needs to be taken care of, what needs to be taken care of, and where 
can I have the biggest impact to make that happen?”

True Value

All these years later, Carey continues to be most drawn to the individ-
uals in the real estate industry who recognize the gravity of their posi-
tion. She believes that real estate agents have a critical role in helping 
people find a home (or sell a home). Their role is both technical and 
emotional, and it takes a special quality of commitment to truly serve.

When seeking clients and partners, Carey begins with  
personal connection.

“First of all, I want to know about you. I need to sit with you and find 
out, what are the things that brought you to real estate? What are 
your goals? People have very different reasons for coming into real 
estate,” she explains.

Carey has found that, especially in San Mateo and Santa Clara 
Counties, real estate agents are mainly seeking a profession, not a 
part-time gig. They want to be an ally in helping their clients through 
transition. They have genuine aspirations to help individuals and 
families build wealth and protect their future.

“It’s very complex,” Carey says. “[My goal is to discover] what really 
matters most to people and what their ‘why’ is.”

Ready to Shift with the Times 

Recent times have been dominated by COVID-19 and shelter-in-
place. Carey’s professional life isn’t the only thing that has been in 
transition; her personal life has changed, too.

“Having my 25-year-old and my 20-year-old son both at home with 
me has been awesome and crazy all at the same time,” Carey smiles. 
“They are big, and big eaters. I spend a lot of time cooking and 
talking with them, and a lot gets revealed in those moments.”

In getting to spend so much time with her two sons, Carey has gained 
deeper insight into the inner workings of the millennial outlook.

“The millennial mindset is so very different,” she says. “I haven’t had 
the luxury until shelter-in-place to really see it and feel it – how it 
lives and breathes in the real world and in a pressured situation.”

Carey has gleaned invaluable insight into how much technology 
can help her clients.

“Technology can greatly assist some of my favorite agents, who 
are well into their 70s, who are killing it and taking care of people 
second-to-none for decades...[I appreciate] the reach of the help 
that technology can provide to an agent to be more functional on the 
practical side, the lead generation side.”

In today’s market climate, agents are coming to understand 
that leveraging technology is a requirement. Carey doesn’t 
believe that’s a negative – quite the opposite. She’s witnessing 
how technology is being woven into business interactions in a 
powerfully connected and convenient fashion.

“We better embrace [technology] because there is a chasm of 
space and time where it is required from consumers before 
they feel safe again in this COVID transition – before they 
want people coming into their homes again,” Carey reminds 
us. “I believe it can happen and will happen in ways that still 
allow and demand the quality, the integrity, the trustworthi-
ness, and the skill be front and center.

“Relationship makes the difference. The impressions and the 
ability to stay connected to people the way they want to be 
connected with is a game-changer.”

“We’re on this ride, and there is no stepping off because you’re 
on the escalator.”

When Carey Gorgolinski launched her career in the title business 
in the mid-’80s, the industry was a world apart from the present. 

“I came into the business in the mid-’80s, when title and 
escrow were more like working for Bank of America,” Carey 
remembers. “It had a very specific feel as to how the interac-
tions would go in our office and within the community. It was 
very insular in a lot of ways.”

Still, Carey instantly knew she would enjoy the business. She 
thrives off of communication; the relational part of her work 
was still required to create and sustain success. 

“It kept me going through those years knowing there would be 
something bigger possible,” Carey says.

Seven years into her career, things began to shift. It all start-
ed with a transformation in Carey’s personal life: the birth 

of her first son.

“I started a family of my own, and the world of relation-
ship and the importance of that took on a new level 
for me,” Carey explains. “I became aware that that is 
the heart and soul of this industry: building trust, 
building credibility, and building relationships. 
That is my calling.”

In college, Carey studied organizational psychology. 
She never quite knew how her studies would fit into her 

professional life, but as she got deeper into her work in 
title, her educational background came into focus.

“I am fascinated with how people work together organization-
ally and community-wide to create something better than we 
can create individually,” Carey says. “When I step into any 

Carey
Gorgolinski
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yourself with 
good people, it’s all 
worth it,” she smiles.

SEEKING BALANCE
Alana realizes that while one 
of the reasons she originally got 
into real estate was a desire for more 
balance in her like – it’s a never-ending 
challenge to actualize that balance.

“It’s hard. I think balance is really hard. I don’t have 
enough of it in my life,” she admits. “It affects my rela-
tionships – my marriage, with my kids, my friends. When 
you are highly successful and busy, it’s great, but you need to 
have that balance in there.”

Alana is slowly learning to delegate work to free up time for the 
most critical tasks – mainly, taking personal care of her clients. 
She recently hired a remote assistant, and thus far, it’s been a big 
help. “It’s about learning what you can delegate out and leverage. 
I’m finding myself doing tasks I could very easily delegate out 
to somebody,” Alana explains. “Balance is figuring out what you 
can’t do yourself, then finding people that can complement and 
support your business to grow so you can have that balance to 
spend time with your kids, friends, spouses, and yourself.”

Alana recognizes that by achieving a better balance in her life, 
she will have the opportunity to experience more joy.

“I have to learn what to say no to. That’s important.”

A COMMUNITY STAPLE
Alana keeps herself deeply involved in the San Carlos communi-
ty. With three children in the school systems, she has long been 
associated with the San Carlos Education Foundation, a 501(3)(c) 
non-profit that supports public schools. In 2019, she served her 
second year as President.

“[The San Carlos Education Foundation was] created 25 years 
ago to bridge the gap between what the state provides and 

what kids need to get a well-rounded education,” Alana 
explains. “It’s a good way to give back. With three 

kids at three different schools, I couldn’t get 
involved at each PTA.”

Alana is also a Girl Scouts troop 
leader for both of her daugh-

ter’s Girl Scouts troops. 
As a former Girl Scout 

herself, Alana be-
lieves strongly 

in building 

young woman leaders, guiding them to advocate for themselves, 
and teaching them to be proud of who they are on the inside.

“You have to be able to find your own voice and what works 
for you. You have to learn your authentic self,” Alana 
explains. She understands that authenticity and gen-
uine confidence are assets that will be beneficial 
for her daughters in all parts of their lives.

“Even when I look at productive 
real estate agents, those are 
all people who are true to 
themselves and their 
authentic voices.”

“I’ve always been fascinated with houses. This is something I 
am passionate about. Homes, and connecting people to homes. 
I think to have a career that is rich, you have to be passionate 
about what you are doing.”

After graduating from college at Cal Poly, San Luis Obispo, Alana 
Corso’s professional trajectory led her into wealth management. 
She had interned with an international investment company 
during her college years, and she was able to parlay her success 
there into a full-time position.

“I started in 2000 when everyone thought Y2K was going to hap-
pen. I was in the heart of the financial business,” Alana reflects. 
She eventually moved into a role as a relationship manager, 
where she helped clients manage their portfolios.

For over a decade, Alana solidified her career in the financial sec-
tor. In the meantime, she got married, started a family, and was 
struggling to find balance.

“I was chronically tired. I had two kids at the time. We were 
looking to change our house, move to a bigger house, and at the 
time, I was referred to a real estate agent,” Alana recalls. That 
real estate agent was Bob Bredel, who not only help Alana buy 
her next home, but would eventually become her mentor.

REAL ESTATE: IT’S IN HER BLOOD
Alana’s mother was a residential architect and contractor; as a 
result, she was surrounded by all things real estate from an early 
age. “I grew up going to construction sites and looking at houses 
constantly,” Alana explains.

When Alana met Bob, her passion for real estate was awakened. 
“I always joked that real estate is mom porn,” she quips.

“My real estate agent, Bob, posted a blog article that he was 
looking for an assistant,” Alana continues. “I responded, and 
we talked about me being his assistant. In that conversation, we 
discovered I was overly qualified, so he encouraged me to get my 
real estate license and keep the conversation going.”

In 2012, Alana got her license. She went on to join Bob as a buyer’s 
agent and subsequently began to build her own book of business.

WORKING WITH PASSION
“I didn’t have a passion for stock markets and financial markets,” 
Alana admits. “I liked them, but I wasn’t passionate about it. I 
loved my clients, I loved the relationships, but there was no ex-
citement to me to talk about stocks and bonds. But I love houses. 
I’ve always loved houses.”

Alana has been able to bring her knowledge from the financial in-
dustry into her work in real estate, becoming an expert in helping 
her clients build investment portfolios and manage their wealth. 
“Wealth accumulation is hard. It doesn’t come easily,” she ex-
plains.” By combining her experience in wealth management with 
her expertise in real estate, Alana is primely positioned to guide 
her clients towards the most beneficial outcome.

Today, Alana is the Managing Broker and Co-Founding Partner at 
Dwell Realtors, which she and Bob helped to open in 2015 along 
with Laura Bertolacci, Tatum Clarke, and Joyce Romeo.

“Along with several other top-producing agents in our area, we 
decided to leave traditional real estate brokerage offices and 
create our own unique boutique brokerage. Since we opened 
our doors in 2015, we have consistently ranked as one of 
the top brokerages in San Carlos. Tech-savvy, transpar-
ent, and client-minded, we truly live by our motto, 
Experience Lives Here,” Alana says. 

“We’re all ‘can-doers.’ Positive believers. 
We have similar mindsets.” Alana 
understands the importance of 
surrounding herself with 
honest, hard-working, 
and likeminded indi-
viduals. “When 
you surround 

When you 

surround yourself 

with GOOD PEOPLE, 

it’s all worth it.

“

“
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the theory of

What’s different?  

I’m not spending an hour on the road, to and from the clients’ 
homes five to eight times or the duration of the project! We 
are saving fuel and time. I am more willing to take on design 
projects that are farther away, knowing that most of our meet-
ings will be via Zoom.

What’s valuable for agents to know?  

Gorman Interiors offers the following services:
1. Paint color consultations (before selling or after purchase)
2. Furniture layout to improve function and appeal (before selling 

or after purchase)
3. Stage or decorate a home using the client’s furniture and add 

new accents  (before selling or after purchase)
4. Buyer consultations (before purchase or after purchase)
5. Design development for any space indoors or outdoors 

(after purchase)
6. Shopping trip with a designer (after purchase)  
7. Agents live in homes too! I can help you create a living 

space, home office or quiet zone in your own home for YOU 
to enjoy 24/7.

Looking forward to working with you or your friends or clients...
Cindy K. Gorman

We reached out to the Partners of Silicon Valley Real Producers and asked them for their 
wisdom on what they are doing and how they are doing it. Cindy Gorman, the Founder of 

Gorman Interiors, shares her thoughts below.

What’s happening?  

Business is booming! Everyone is home so sched-
uling client meetings with contractors to get 
estimates and work done is so much easier! We 
are designing office areas in the home and mak-
ing family rooms and outdoor living areas more 
functional and beautiful!  

How are you doing business in this environment?  

Gorman Interiors is scheduling Zoom meetings/
consultation. We have a meet and greet and 
identify what the scope of the project is online or 
via phone. Then follow up with an on-site visit to 
measure the space and take photos. Then it is back 
to Zoom meeting for our idea boards and presen-
tations. This process is working so well! We wrap 
up the selections in person at the home to see the 
fabrics and finishes before orders are placed. And 
yes, one more visit on delivery day, so exciting! 
The amount of time in the client’s home is minimal 
if that is the client wish. Since all COVID precau-
tions are taken while present, if the client wants 
to linger longer with the designer in their home or 
outside, I am happy to do so.  

E V O L U T I O N

what’s 
different




