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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!

Real Producers
Mention Ad for

Video on Next
Order!

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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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.
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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.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

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

Designing Spaces Unique to 
Each Clients Dreams and Goals
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CHENFrom the Street Skate to Real Estate Sales: Continuing to Take the Leap of Faith

By Zach Cohen
Photos By Brandon Busa

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

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

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

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

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

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

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

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

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

Whoever
said looks
don’t count?

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

www.stagethis.net

Visit our website to schedule
your Free Consultation!Stage
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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 Trobbe

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.

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

WE MAKE LIFE

BETTER

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

Amy Felix,
Editor

Mitch Felix, 
Founder & Publisher

Teresa Nora Trobbe,
Photographer

Nicole Wright, 
Ad Strategist

Nick Ingrisani,
Writer

Kasey 
Schefflin-Emrich, 

Writer

Dave Danielson, 
Writer

Zach Cohen, 
Head Writer

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
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publisher’s note

FLIP
It was Mark’s job to close out the event. Here are 
my notes on that talk. It changes my life.

Appreciate the heat. Practice the ability to focus. 
Don’t be one of the people who think that it’s hot. 
Don’t be ordinary.

Don’t let your moods dictate your thoughts.

Desire overrides the heat.

Manage your thoughts and emotions.

Shaw: “People are always blaming their circumstanc-
es for what they are…I don’t believe in circumstanc-
es…people who get on in this world are the people 
who get up and look for the circumstances they 
want…and if they can’t find them they make them…”

Be a player, not a spectator.

Live interestingly. Don’t be normal. What kind of an 
adventure is it to be normal?

Wouldn’t it be wonderful to live “on” for life?

Dalai Lama: “Happiness is a trained mind. Select 
the negative thoughts and choose not to think 
them…select positive thoughts and choose to think 
them more.”

Some people manage frustration, the rest wish 
they had.

Take control of the way you move through the world.

I found my notes recently from  
the most significant conference I 
ever attended.

TL;DR: You can achieve anything.

Mark is one of the greatest manag-
ers in Cutco’s history. He exuded 
confidence. Drove cool cars. His 
people sold lots of product. He was 
a living legend.

I never worked directly for him, 
but a few times a year at a national 
conference, I would hear him speak. 
Much like Tom Hanks in the ‘90s, so 
too was Mark in the ‘00s. Everything 
Mark touched became a huge hit.

He had a string of some of the most 
iconic messages in that company’s 
history…and everyone knew about his 
keynote message, “Flip the Switch.”

That day in Sacramento (about this 
time 18 years ago), we sat in the 
conference hall with broken A/C 
and tried to stay focused. Six hun-
dred-plus college-age kids didn’t help 
the temperature as it peaked over 100 
degrees for several hours.

Jordan: “I demand more from myself 
than anyone else could ever expect.”

Instead of wow…consider it for your-
self…and then ask how…
How do you respond to challenges?

Once you commit to something, the 
how reveals itself.

It’s an easy thing to work hard…it’s 
hard to be mediocre.

Respond to opportunity…Warren 
Buffett picked up a penny: “The begin-
ning of my next million.”

Choose what to focus on. What you 
focus on determines your experience. 
Victor Frankl: “The last of human free-
doms is to choose one’s own attitude.”

Why do some people choose to focus 
on what they don’t have?
Your world is dependent upon what 
you chose to focus on.

You have a choice.
Choose growth.

Decide what you want. Who you are. 
And who you want to become.

SWITCHthe
Written By Mitch Felix

hot news

WARM WELCOMES

ed States from Finland in her early 20s. She too had been 
impacted by the great recession and together their passion 
became a reality when they launched VirtualTourCafe at the 
NAR Expo in New Orleans in November 2010.

RealEZPhotoFix is a great business to enhance your photos 
and turn good photos into great photos using our simple 
overnight process. RealEZPhotoFix was designed for the 
real estate industry “Real” and “EZ.” Anyone is welcome to 
use this service, however, the focus is on helping you, the 
real estate agent, property manager, investor, and FSBO 
to enhance your marketing photos and help you sell your 
properties faster and easier!

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

VirtualTourCafe is not a big corporation with people sitting 
in glass towers...no, it was conceived by the two founding 
partners, Tim Denbo and Hannele Rinta-Tuuri to help real 
estate agents market and sell their properties faster and 
easier through easy-to-use online software platforms. Tim 
had worked in corporate America for over two decades, and 
most recently had been a real estate agent after the great 
recession of 2008 when he was told his position had been 
eliminated just two weeks before Christmas. After losing 
his own home to foreclosure and going through a personal 
financial crisis, Tim was looking for a way to help other 
agents market their houses when a light-bulb went off and 
VirtualTourCafe was born. Hannele had worked in the air-
line industry and in public schools after moving to the Unit-

Real Producers, we would like to introduce our newest partners to our community: 

TIM DENBO WITH VIRTUALTOURCAFE & REALEZPHOTOFIX

Moving you down the 
street or around the globe.

 Ready to Move?  
408-878-0007

 egalpine@acerelocation.com
www.AceRelocation.com

Moving you down the 
street or around the globe.

Call Eric Galpine for a 
FREE, no-obligation 

moving estimate!

 RESIDENTIAL | CORPORATE | STORAGE  RESIDENTIAL | CORPORATE | STORAGE 
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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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Cindy 
Improving Lives Through Creativity

partner spotlight
Written by Nick Ingrisani and Zach Cohen

Photos by Hyunah Jang Photography

Good design is not only pleasing to 

look at, but also good for your health 

and well-being.”

For Cindy Gorman, every room is a canvas of 
endless possibilities. When combined with a 
client’s vision for a room and the innumerable 
options for color, space, form, and function, the 
choices can appear overwhelming.  

That’s where Cindy’s 20+ years of interior de-
sign experience comes into play.  

Through an in-home or virtual consultation, 
Cindy delves into her clients’ needs, wants, and 
desires. She asks in-depth questions that explore 
what a room is used for, how it currently func-
tions, who lives in the home, and most impor-
tantly, how it makes the homeowner feel. 

“Much of my role is finding out how the room 
needs to function and what my clients want a 
room to convey when someone walks in,” Cindy 
says. “However, my greatest desire is to posi-
tively impact the life and wellness of each client 
by improving their surroundings.”

At the beginning of any new client relationship, 
Cindy gets to know her client intimately and 
works to understand the vision they have in 
mind.  A room can be a space to explore a favor-
ite hobby. It can be a space for entertainment, 
conversation, and bringing people together. It 
could be a space used to relax, decompress, and 
refresh. Now, more than ever, there is a desire to 
create and organize a workspace in the home.

“Do you have a home office you enjoy working 
in? This is an important question now that most 
of us are working from home,” Cindy says. “Most 
people think of good design as just being pretty, 
instead of being healthy, but a well-executed 
room design can have a huge impact on stress 
levels, mental health, influence one’s mood,  and 
impact one’s ability to focus. Most homeowners 
can benefit from changes to their workplace, 
entertainment space, or bedroom to improve 
functionality and wellness.”

GORMAN 
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Ways to Play with Spaces
There is a wide variety of colors in a paint 
deck. Each infuses a different feeling into 
a room and, thus, creates a different atmo-
sphere. Color psychology is a well-studied 
field focused on how colors impact our moods, 
feelings, and behaviors.  

“Are you looking to design your home office 
for productivity?” Cindy asks. “Use blue to 
promote mental focus and calm. Meanwhile, 
yellow would be a bad choice for a room to 
relax and decompress.”

Choosing a color for a room is a significant 
choice, but it’s not the only thing that influ-
ences a room’s energy.   

“I can help somebody improve their life after 
a stressful day just by coming home, where 
everything is calm, soothing, and organized. 
They can relax and enjoy themselves much 
more quickly. If they come home to a vibrant, 
pattern-filled room, it may not be what they 
need to unwind at the end of a stressful day. 
Organization, a good floor plan, and a cor-
rectly lit room…these are all things that, psy-
chologically, will improve one’s well-being.”

As many real estate agents know, the sim-
plest changes to a room can have a dramat-
ic impact on its feeling and functionality. 
According to Cindy, “70% of the time, people 
don’t have adequate lighting in a room.” Of-
ten the first step to change the ambiance of a 
room is to improve the lighting and rearrange 
the furniture to a more spacious, open layout.  

Cindy’s role as an interior designer at Gor-
man Interiors is to provide the creative spark 
and design experience her clients need to 
create the home of their dreams. Her imag-
ination and keen eye for design are vital in 
guiding her clients through innovative ideas 
they may never have considered before.  

The client makes the final choices from the de-
sign options Cindy has presented, but it’s her 
creativity, great eye for color, and inquisitive-
ness that help them reach the optimal design. 

Designed by Nature
Another one of Cindy’s primary strategies is to 
incorporate natural elements. She draws inspi-
ration from the Japanese contemplative prac-
tice known as shinrin-yoku, or forest bathing.

“Over many years of studies, they have 
found that people who spent as little 
as 15 minutes in the forest (unplugged 
from their phones and distractions) 
exhibited lower blood pressure, reduced 
stress, anger, anxiety, depression, and 
sleeplessness,” Cindy explains. “These 
effects result in better concentration, 
reduced stress levels, and improved 
mental clarity.”

By incorporating natural elements into 
home design, Cindy aspires to help create 
an atmosphere that improves her clients’ 
wellbeing and mental state.

“A well-executed design positively stim-
ulates the body where a cluttered and 
poorly designed room can make a person 
feel bad, anxious, or stressed,” Cindy con-
tinues. “I always strive to bring nature into 
the home environment in some way, big or 
small.  By bringing nature in, we subcon-
sciously affect our mental state in the same 
way as forest bathing but on a smaller 
scale. Plants, landscape photos, and art can 
bring the calming forces of shinrin-yoku to 
us when we cannot go to it.”

Some of the ways that Cindy brings 
nature into the home are by using wooden 
wall art, stone accents, woven wood win-
dow shades, and landscape art or murals. 

Life Beyond Design
Growing up, Cindy’s mother was her first 
fountain of inspiration. Her passion for 
crafts meant there were always creative 
projects going on, and Cindy developed 
an affinity for working with her hands at 
an early age. 

Today, Cindy enjoys another passion 
passed on from her mother: garden-
ing. It’s her favorite way to unwind, be 
creative, and appreciate the beauty of 
nature (not to mention the rewarding 
and satisfying sight of seeing her flow-
ers in bloom). Whether it’s a barbeque 
with friends on the patio or walking the 
dog, Cindy welcomes any opportunity 
to get outside.  

“Every day starts with a cup of coffee 
and walking the dog,” she smiles.

Cindy is also the President of the Interior Designer’s Guild, a sup-
portive network of interior designers focused on sharing industry 
resources, insights, and experiences. The Guild’s mission is to 
help its members grow their businesses. The Guild also partic-
ipates in continuing education courses. For Cindy, it’s been an 
invaluable support system.  

“Everyone needs to have some type of support group to bounce 
ideas off of – especially for individuals running their own busi-
ness. Life/business is much more enjoyable and successful when 
you have a mentor. With the Guild members, we are a team of 
mentors cheering each other on.”

Now more than ever, Cindy’s number one priority is 
to improve her clients’ lives through innovative and 
nature-inspired designs, while simultaneously improv-
ing the functionality of each room. She realizes how 
crucial home design is for everyone’s mental health and 
well-being. 

Apart from seeing her flowers in bloom, nothing tops the 
feeling of satisfaction when a client falls in love with a 
room’s new design. After all, there’s no place like home.     

We are all spending more time working 
from home, so make it a place you will 

enjoy spending your day in.

This family needed a work and craft area. 
Cindy incorporated new storage in the 
kitchen as an eat-in bar and built the 

workstation and storage on the other side.
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star on the rise

PAIGE
The Road to Burlingame

Photos by Teresa Nora Trobbe / Fotosbyt.com
Written by Zach Cohen

Paige is a third-generation real estate agent, and 
yet, here in the Bay Area, she’s discovering that her 
education never stops. 

Growing up in Birmingham, Alabama, Paige was ex-
posed to real estate from a young age. She moved to 
Florida for college and set roots down in Jackson-
ville. Paige worked as a teacher, and then returned 
home to raise her children. In 2005, she called on 
her roots and launched her career in real estate.

“The company my husband was working for de-
clared bankruptcy,” Paige recalls. “We didn’t know 
what would happen with his job, so I decided to get 
my license.”

In Jacksonville, Paige grew a team and became 
one of the top local real estate agents. But after 
15 years, she recognized that she was ready for a 
change. In 2018, she left her home in Florida to 
relocate to the Bay Area, where she took on a lead-
ership role with Keller Williams.

“I wanted to get into leadership with 
Keller Williams, and we also had fam-
ily here. We were ready for a change, 
to have more of a diverse lifestyle,” 
Paige explains. 

After nine months as a team leader, Paige made the 
decision to go back into sales. “I missed sales,” she 
says. “I missed the flexibility. To be with my kids. 
You make your own schedule.”

Getting back into sales in a place that was, for all 
intents and purposes, still brand new to her, was  
a challenge. 

“Not knowing anybody, I sold six homes in ten 
months in 2019,” she says. “The real challenge is 
not having a sphere. The first listing I got was the 
second door I knocked in a neighborhood, so that 
was pretty cool. But it’s a challenge not having a 
sphere. In Florida, I knew so many people.”

“One thing that helped me a lot getting started in the 
Bay Area, because it’s so competitive, is that I did do 
leadership and management for nine months,” Paige 
continues. “And I knew the other real estate agents 
for the listings my buyers were putting offers on. 
Relationships matter in that respect. 100%.”

Wajsman

IT’S EXCITING HERE.  

I  BELIEVE EVERY HOME 

HAS A STORY TO TELL,”  
Paige Wajsman begins.
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REFLECTIONS ON CHANGING MARKETS

One thing is certain: the Bay Area real estate mar-
ket is different than Jacksonville, Florida.

“Here, it’s very interesting to me. First-time 
homebuyers are buying $1.3–1.6 million homes, 
and they’ve never done this process before. They 
are young, smart, have a lot of money, but have 
never been through this process. It’s a big deal. You 
have to do a lot of hand-holding,” Paige explains. 
“The average sale price for me in Jacksonville was 
$325,000 to $375,000. Here it’s $1.6 million.”

Paige has quickly fallen in love with the Peninsula. 
The vibe of all the different towns and cities meets 
her well. 

There are surprises too.

“The biggest surprise for me, still, is that there are 
too many people for the housing needs.”

Looking ahead, Paige has a clear vision for building her business 
in California. Her goal is to sell 24 homes in 2020, hire an assis-
tant, a buyer’s agent, and build a team.

“I’m a go-getter,” Paige smiles. “I’m building my life by design. I 
hope to be able to incorporate a lot of travel and be very purpose-
ful on my trips. And I want to help others along the way; I want to 
be a leader and still do sales…I’m so grateful to live in a place that 
enables us to be the entrepreneurs that we are.”

For Paige, real estate isn’t just her job; it’s her passion. She seeks 
success in all senses of the word — in her personal life and in her 
professional life.

Helping a client buy, sell, or invest in real estate is something that 
I take to heart. It is usually the most expensive asset an individ-
ual owns. I love listening to my clients’ stories, and take pride in 
making sure every detail of their story comes through.”

“Success, to me, is that my peers respect and appreciate me, that 
my clients are happy and feel that I have done the best for them,” 
Paige continues. “I think success is a two-way street. I believe in 
success through others. I don’t believe anything, especially in a 
real estate transaction, is done by one person alone.”

HELPING A CLIENT BUY, SELL, 

OR INVEST IN REAL ESTATE 

IS SOMETHING THAT I TAKE 

TO HEART. IT IS USUALLY THE 

MOST EXPENSIVE ASSET AN 

INDIVIDUAL OWNS.  I LOVE 

LISTENING TO MY CLIENTS’ 

STORIES, AND TAKE PRIDE 

IN MAKING SURE EVERY 

DETAIL OF THEIR STORY 

COMES THROUGH.”
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The Art of Learning

profile
Photos by Unknown

Written by Zach Cohen

At 26 years young, Jeremy Naval has been in the real 
estate business an astonishing eight years; he began as 
an assistant at the ripe age of 18. The past eight years 
have brought tremendous growth, both personally and 
in business. 

What began as an effort to help pay his college tuition 
has turned into a blossoming career as a top real estate 
agent in the Bay Area. Humble by nature, Jeremy relies 
on his willingness to hand clients the plain truth and his 
optimistic outlook to overcome obstacles and will his 
way to success.

Where It All Began

“During my junior year in high school, I told my 
parents, ‘I’m going to help you pay for my tuition.’ San 
Francisco private school is not cheap,” Jeremy reflects. 
So at 16 years old, he landed his first job at In-N-Out 
Burger, where he began to take on responsibility for 
his own financial future. 

As the youngest child in his family, Jeremy had 
positive influences to look up to in his siblings. They 
encouraged him to help his parents, who were looking 
forward to retirement. “They taught me to be appre-
ciative,” Jeremy explains. “I ended up at In-N-Out at 16 
and a half, and worked there until I was almost 19.”

By the time he landed in college at San Francisco State, 
Jeremy had realized the harsh financial truth: college 
was even more expensive. “Tuition was more expen-
sive,” Jeremy recalls. “Coincidently, that was around 
the same time when my family was on HGTV.”

Jeremy’s brother-in-law is a real estate agent, and his 
brother is a police officer for the San Francisco Police 
Department. “My brother-in-law saw a note [at work] 
saying to submit your clients for HGTV. So he put my 
brother in, and they chose him…The show followed my 
brother looking for his first place, and my brother-in-
law was his real estate agent.”

Jeremy got to be a part of the production. While he 
wasn’t a main character in the show, he made his 
appearances and was given his first taste of real estate. 
By the end of the filming, a spark had been lit. 

“I had never before thought about real estate, but after 
that, I thought about making the transition,” Jeremy 
says. At 18 years old, he put together his resume. He 
didn’t have any real estate experience, but he had 
heart and a desire to learn. 

“I just wanted to get my foot in the door. I sent [my 
resume] to 25 or 30 people and heard nothing back. 
But then one guy called me…he asked if I was open for 
a phone interview.”

Jeremy took that phone interview on the spot. An 
in-person interview followed soon after, and before he 
knew it, Jeremy had landed a job as an assistant for his 
mentor-to-be, Jeff Holman.

“It was nice. It was an opportunity,” Jeremy reflects. 
“The coolest thing was I was expecting to get him cof-
fee, make copies, but right off, he started talking real 
estate. I was actually doing it. And over time, he kept 
teaching me.”

Finding his Feet

“I’m very lucky. [Jeff] is a very productive agent, so I 
got a lot of practice.”

What Jeremy appreciated most about his mentor, Jeff, 
was the trust he had in Jeremy, right from the start.

“He took my ideas seriously,” Jeremy explains proudly. 
“I would not be here without him…I was blessed with a 
great mentor. I always tell my friends getting into real 
estate — get a mentor.”

JEREMY
N A V A L

Photos by Unknown
Written by Zach Cohen

profile
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Under Jeff, Jeremy began to build his skills, and eventually, his 
own business. Eight years later, he’s developed a business that 
will be sustainable for a long time.
 
Finding his Voice

Early on in his career, Jeremy was, admittedly, a “yes man.” Yet, 
through the years, he’s learned that handing clients the truth — 
rather than what he thinks they want to hear — is better for all 
parties involved.

“I’m very fortunate that I’m in a position now where I’ve been 
more okay without sugar-coating things. That’s why my clients 
trust me,” Jeremy explains. “I’ve become more comfortable 
with myself, my ability, and my knowledge…Once you build your 
career long enough and strong enough, where you have the ability 
and have confidence and know your product well enough — if it 
works, it works, and if not, don’t worry about it.”

Another one of Jeremy’s strengths is his optimistic nature. He’s 
willing to let failures go and move on to the next opportunity, 
knowing that he did his best. And he always has a positive out-
look for the next client in line.

“I’m a big believer in positive energy,” Jeremy clarifies. “Some-
times the world can be cruel, sometimes things can be crazy, but 
at the end of the day, as long as we do what we can to help each 
other, life will be good.”
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2008 stories of resilience 

Kimberly Leal
2008 Stories of Resilience 

“There were a lot of people that had lost their jobs,” Kim 
Leal begins. “Many were sick themselves or had ill family 
members and were paying for their healthcare instead of 
paying for their mortgages because they had lost their 
healthcare benefits.”

Kim remembers being in tears over her clients’ 
losses. The devastation was surreal; people’s lives 
were turned upside down.

“This was a very dark time for everyone. Most 
buyers that finally got approval, for the most 
part, felt bad for the sellers because the buyer’s 
gain was the seller’s loss,” Kim remembers.

At home, Kim was facing her own set of personal 
challenges. Her husband had lost his job, and they 
had to scramble to get health insurance.

“It was so scary not knowing when money would be 
coming in,” Kim reflects. “We borrowed money from family 
to make it through a few months. There were a few weeks that 
we only had a few dollars in the bank, so it was very scary. All I 
could think of is that I had to be able to pay for my mortgage, food 
on the table, and health care for my family. I never want to have 
that feeling ever again in my life.”

Having only been in the business for three years at the time, this 
was the first downturn that Kim experienced. But she knew that 
it wouldn’t be the last.

“[I learned] to always have a reserve and not to have a lot of debt 
at any time. Cut the fat, live below your means, plan for a rainy 
day,” Kim reminds us.

SOLID
IMPRESSIONS

APPRAISALS OFFERED FOR:
Refinance, Estate Planning, Date of Death, 
Trust, Foreclosure,  Bankruptcy, Short Sale, 
Divorce Property Appraiser

 

Certified Residential Appraiser
specializing in high-value and

luxury properties

NEED AN APPRAISAL FAST? GIVE US A CALL!
408-937-1029 | appraisals@solidimpressions.com

www.solidimpressions.com

There were a few weeks that we 
only had a few dollars in the bank, 
so it was very scary. All I could 
think of is that I had to be able 
to pay for my mortgage, food on 
the table, and health care for my 
family. I never want to have that 
feeling ever again in my life.”
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The #1 preferred home staging company of top agents in Silicon Valley.

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

HOME STAGING
THAT GETS YOU STUNNING RESULTS.

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

Way ForwardHuo
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“I was always proud to say I’m 

about God, family, then business. 

Then I got sick, and I looked 

at my life, and it wasn’t God, 

family, business; it was business, 

business, business. It was a giant 

wake up call for me.”

Eight years ago, Caroline Huo 

received a powerful wakeup call. 

Seven years into her real estate 

career, she had built a successful, 

but personally taxing business. 

Overworked and undernourished 

in other parts of her life, Caroline’s 

body finally gave in. 

“I was under a lot of stress,” she 

recalls. “Raising a family and 

trying to excel at my job. Taking 

care of family and my clients. It 

just wore me down. I had a major 

health setback.”

Caroline was forced to step away 

from work for three months. During 

this time, she was tasked not only 

with getting back her health, but 

figuring out how to go forward in 

a new way. She knew her previous 

lifestyle was unsustainable.

“I asked myself three questions: 

Am I good at what I do? Do I still 

love it? Do people find value in 

what I do?” The answers to all 

three of Caroline’s questions were 

a resounding “yes.” 

Forging A Path to Success

“How am I going to contin-
ue to serve my clients at a 
high level and still live to see 
my children walk down the 
aisle?” Caroline continues. 
It was during this time of in-
tense questioning that a new 
vision began to arise. 

Despite her hesitation, Caroline knew one thing: 
she needed to learn how to work smarter. She 
began to digest information about systems and 
models that enabled real estate agents to not 
only build a business but have a home life and 
take care of their own health. 

Moving with Faith

“Faith is a big part of me,” Caroline says.

She recalls the moments that led her to finally 
sign her commitment papers to Keller Williams 
with a sense of recognition and fondness. 

“A few days before I signed, I was in Safeway at 
the checkout line. There was a new Life magazine 
publication called ‘Women of the Bible.’ Just be-
fore I went to pay at the checkout line, I went back 
to grab that book. It sat on my counter for days. As 
I was getting ready in the morning the day of sign-
ing my contract, I thought, ‘I’m making a mistake.’ 
I asked God to give me a sign. As I looked over on 

“Keller Williams was new to the area. I was 
invited to attend a business planning clinic, and 
it opened my eyes. I thought, ‘I can actually run 
this like a business.’” Caroline explains. “I’m 
loyal to a fault at times, and I really struggled 
with whether or not I should leave my bro-
kerage, but in the end, this was exactly what I 
needed for my family.”

the countertop, there was the 
book.” Caroline opened the 
book to a random page, where 
there was a story about Ruth.

“After losing their husbands, 
Naomi decided to go back to 
her village and both daugh-
ters-in-law agreed. However, 
one daughter-in-law said, 
in short, ‘I’m too afraid. I’m 
going to back to my people 
where it may be difficult, but 
at least I will be somewhere 
familiar.’ Ruth knew it would 
be difficult, yet she chose 
to step into faith instead of 
returning to her own village…
she chose to step into the 
unknown with Naomi, and 
was rewarded greatly.” 

Through this story, Caroline 
received a clear message: 
“When God is showing you 
a path, you need to step into 
faith. That was a message 
I needed at that moment.” 
Before she could finish the 
story, she was ready to sign 
her papers.

“Keller Williams speaks in 
their corporate value system 
of God, family, then busi-
ness. You can look it up. It’s 
incredible. I’m aligned with a 
company that’s aligned with 
me. It’s a culture of being 
proud of one’s faith, whatever 
it may be, and about family. It 
is a large part of who we are.”

Returning to her Roots

In many ways, Caroline was 
always destined to be in real 
estate. Before jumping into 
real estate a decade and a 
half ago, she owned a small 
business importing baby 
products from Asia. Yet, the 
spark for her real estate ca-
reer was lit many years prior.

cover story
Photos by Anita Barcsa 

Written by Zach Cohen 
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“It really started when I was younger, and 
my parents were active investors in Can-
ada,” Caroline recalls with a telling smile. 
“I used to love riding in the car with them 
searching for properties. I wanted to sit 
in on the conversations they had. I didn’t 
know what was happening, but I loved the 
concept — buy property to rent out, or 
build homes. It fascinated me.”

Caroline recalls that when she was sad or 
feeling down, she would ride her bike to 
go look at open houses…as a ten-year-old.

“These agents would look at me like, ‘Who 
are you, and where are your parents?’ 
Meanwhile, I was thinking, ‘That wall 
needs to go down!”

Caroline also had a love for psychology at 
a very young age. She recalls her friends 
at school coming to sit with her at lunch, 
where she would help them solve their 
problems. As a result, Caroline often had 
dreams of becoming either a designer or 
a psychologist. 

“Now it’s a mixture of both,” she laughs. 
“In real estate, we help people develop 

a vision for their homes, their lives, and 
also counsel them through one of the big-
gest financial decisions of their lives. We 
are therapists.”

It was at the urging of her husband, Rico, 
that Caroline decided to give real estate a 
shot. She’s ever-grateful that she did.

Growing her Business from Core Values

Today, Caroline runs a unique real estate 
business. Alongside her business partner, 
Elizabeth Stolrow, Caroline runs real 
estate teams in both Northern California 
and Southern California. Caroline and 
Elizabeth focus on hiring based on the 
core values of the individual, rather than 
experience alone. 

“We hire for the core of the person,” 
Caroline says. “Who is the person we are 
bringing on our team? Are they a match 
with our values and beliefs? We also 
measure business decisions against our 
mission, values, and beliefs, and our team 
and clients appreciate it.”

“We’ve built a highly unusual team,” 
Elizabeth adds. “When we set out to 

“Elizabeth lived in Southern Califor-
nia part-time, and I had this vision of 
bringing our services down south,” 
Caroline explains. “We said, ‘Let’s 
build this together.’ Elizabeth spent 
two years learning everything we 
do, what we do, and why we do it. 
She became an ambassador of our 
culture.” Elizabeth adds, “I knew that 
together we could nurture this vision 
into something that could touch more 
lives, more often, and with an even 
greater purpose.”

Into the Present

In her years since joining Keller 
Williams, Caroline has found a way to 
nurture all aspects of her life — busi-
ness, health, family, and faith. And 
she’s out to create a business model 
that brings others with her on this 
journey of wholeness. 

“The ‘whole me’ can lift others, bring 
agents with me, serve clients at an 
even higher level, and have a life,” 
Caroline explains. “I was able to take 
a two-week vacation this summer, and 
the team was running the business 
flawlessly. It was a quantum leap from 
the moment I joined Keller Williams.”

“Pour into others. Give them a hand, lift 
them up, watch them shine,” she says.

Ever-humble, Caroline is grateful 
for the decisions she’s made along 
her life journey. “Who you surround 
yourself with matters. Your team, 
coaches, and mentors. I wouldn’t be 
here today without my mentors and 
focus on learning. When I stepped 
into a new brokerage with the #1 
training of any company in the world, 
I checked my ego at the door and 
started with a blank slate. I walked 
into the world with open arms and 
said, ‘Teach me.’ I was hungry for a 
better way.”

It seems that Caroline has, in fact, 
found a better way.

expand and grow our team, our number 
one priority was culture. Finding people 
with the unique ability to anticipate our 
clients’ needs, have the same fundamental 
purpose, and that can provide genuine, 
ethical, collaborative, and committed care 
to each and every client we have the privi-
lege of serving.”

Caroline and Elizabeth met through a mu-
tual friend, and upon meeting, their con-
nection was, as Caroline says, “electric.” 

“I was immediately struck by Caroline as 
a person,” Elizabeth continues. “And I was 
really impressed with her brand, how she 
does business, and how she serves clients. 
That inspired me and made me think about 
what I might want to do next in my life and 
career.” With decades of experience in new 
product development and marketing for 
global consumer and luxury brands, Eliz-
abeth was highly skilled in leading teams 
and bringing strategic vision and branding 
to life for consumers. She also built and 
led multi-disciplined teams. This breadth 
of experience, combined with her passion 
for all things home and family, has fueled a 
shared vision of growth. 

“
”

I asked myself three questions: 

Am I good at what I do? Do I still 

love it? Do people find value in 

what I do?” The answers to all 

three of Caroline’s questions 

were a resounding “yes.” 
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the theory of

office workplaces and coffee shops. The 
tools are out there to help you succeed. 
Being physically distanced does not mean 
you can’t be personally invested in making 
it more accessible for people to do business 
with you. Confidently know that when you 
invest in good marketing, you are investing 
in a tool; a digital asset that serves the pub-
lic and provides confidence to the market 
by making money flow!

What’s valuable for agents to know?

We are all in the real estate business. Hav-
ing great digital assets is like owning prime 
digital real estate. Those with the most 
engagement, followers, and reviews essen-
tially own a store on Main Street in a top 
city — these cities are now Zillow, Google, 
Yelp, and Facebook. Yes, rent is high where 
there’s the most traffic. You have to pay to 
live on Main Street, Downtown, Your City 
of Choice. Like real estate, the best time 
to invest was 10 years ago and the sec-
ond-best time is now. Quality content, like 
video and photos, has to be part of your 
storefront and brand. Invest in your digital 
real estate today. More than ever, people 
are paying attention to your online brand. 

Best,
Brendan

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. 

Brendan Hsu, the co-founder of 
Aerial Canvas, shares his 

insights below.

How you’re doing business in  

this environment?

Aerial Canvas is thriving 
alongside agents who 
are finding ways to adapt 

during the COVID-19 pan-
demic. The Theory of Evolution 

says, “The fittest are those who 
adapt.” For our clients, we’ve adapted 

by designing and enforcing the measures 
needed in order to execute our digital assets 

safely and remotely. In the last two months 
alone, we created 1,200 virtual tours for listing 

projects and expanded operations into San Diego. The 
world didn’t stop...the world, however, certainly changed, 

and now — it’s becoming even more digitally connected. Are 
you adapting?

What’s happening? What’s different?

COVID-19 is a serious threat. Not just to our health, but also in regards 
to our economy. Economic recessions and depressions are a real threat 
that happen because people get scared, buyers don’t want to spend, and 
money stops flowing. We have to keep the money flowing! Digital assets 
are needed, now more than ever, as a tool to help buyers and sellers 
transact. Videos provide a story to help sell while you are sleeping. Mat-
terport 3D tours help properties sell remotely, online. These virtual tours 
provide an immersive experience for clients, and more importantly, keeps 
our whole community safe. Not only that, because the tours are hosted 
online, hundreds of people can connect with those listings through a 
simple post to LinkedIn, share on Facebook, link via email, or text. Digital 
communication platforms like Slack, Zoom, and Facetime are the new 

EVOLUTION

what’s 
different




