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ARE YOU MAKING THE RIGHT FIRST IMPRESSION?

ITU -TOURC

LET US HELP YOUR
CURRENT & FUTURE SELLERS!

We provide faster closings, better
service and lower rates for your clients.

Contact Us Today For Unmatched, Personalized Service

S . H-.J

PACIFIC
WHOLESALE
Q MORTGAGE

Sergio Michel | (408) 856-2770 | NMLS #2023203
sergio.michel@pacwm.com | SergioMichel.pacwm.com
7412 Elsie Avenue, Suite 300 | Sacramento, CA
Company NMLS# 979693

Pain/Stress is an Everyday Reélity -
Let us Improve Yours!

Do you suffer from:
+ Insomnia
+ Adrenal Fatigue
+ Sports Injury
- Headaches

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

LIGHT e JOY

ACUPUNCTURE INC

B m | @ goosehead”
INSURANCE

JUSTIN TURNER | Agent/Owner
Lic#0F89647
051.965.4651
justin.turner@goosehead.com
www.goosehead.com

We only align ourselves with AM Best A Rated and Better Insurance Carriers.
Have your clients give us a call today to discuss their options!

i
Need a contractor in Santa Clara County?
You've come to the right place.

YOUR #1 REFERRAL FOR
REMODELING & HOME ADDITIONS!

CONTACT US TODAY FOR A FREE ESTIMATE!

(408) 420-9444

info@falcarazco.com | www.facremodeling.com
License # B-995320 | Fully Licensed and Insured

FAC REM!ODHE_I_'_:_ING
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elcome to a
ew Kind of
Concierge

A CONCIERGE FOR EVERYONE.

Pay-at-closing is just the beginning. From fast
fixups to full renovations, we deliver a turnkey
home improvement experience for REALTORS®
so you can sell faster, and for more.

PREFERRED PARTNERS

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

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

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

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

ARCHITECT

Amy Vander
Heyden Architects
(925) 353-0363

CLEANING SERVICES
— COMMERCIAL

S&R Janitorial

Sonia Romero

(650) 400-8335
srjanitorialservices.com

GENERAL CONTRACTOR
F Alcaraz Construction
Frank Alcaraz

(831) 747-5005
www.facremodeling.com

HEALTH AND MEDICAL
In-Health Clinic

Jennifer Walker

(408) 356-0273
in-HC.com

HOME RENOVATION
Curbio

(810) 300-9432
Curbio.com

INSPECTIONS

Western Way

Termite Services

Chris Tiopan

(408) 837-7734
WesternWayServices.com

INSURANCE
Goosehead Insurance
Agency

Justin Turner

(951) 965-4651

INTERIOR DESIGN
Gorman Interiors
Cindy Gorman

(408) 623-5262
Gormaninteriors.com

LAND DEVELOPMENT
EPIC

Amy Felix

(925) 353-0363

MORTGAGE

Cross County Mortgage
Karen Bartholomew
(704) 385-4877
CrossCountyMortgage.
com/Karen-Bartholomew

Pacific Wholesale
Mortgage

Sergio Michel
(408) 839-1382

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

REAL ESTATE
PHOTOGRAPHY/VIDEOS
INVZN Media

Brooks Landry

(925) 216-7702

WWW.
ININVZNMeVZNmedia.com

STAGING &

HOME DESIGN

Encore Staging Services
Vanessa Nielsen

(408) 800-1566
EncoreStagingServices.
com

Pure Lux Staging

& Design

Catherine Waldeck
(858) 229-0909
PureLuxStaging.com

Difficulty managing cleanings
for all your listings?

are of that for youl!

Janitorial Services

PROFESSIONAL CLEANING SERVICES
Commercial | Residential

Call today to schedule your appointment

650-400-8335

G Bussnass

Scan this code
to get started!

cuUrbio

www.srjanitorialservice.com
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DY celebrating leaders

By Nick Ingrisani

Enrigue

o
Hard Work Leads
to Opportunity e e 1 ‘ I

Enrique Medellin comes from humble beginnings in San Jose. His life at home was often
tumultuous, with alcohol and drug addiction present in his family, so growing up wasn’t always
easy or enjoyable. Yet, Enrique considers himself extremely grateful for the guidance of his father,
his mentors, and his ability to make moves throughout his life.

8 - August 2021

“It doesn’t matter where you came from, whatever you
want to do in life you can do it if you work hard and put

the time and energy into it.”

Enrique got into real estate in a serendipitous way. After
a couple of years of university, he worked in customer
service and sales in the banking industry -- until he got
laid off. At the time he was just 20 years old and had to

scramble to find another path forward.

His searching led him to the doorstep of a mortgage firm,
where he got hired into an entry-level position for his prior
sales experience and fluency in Spanish. He hit the ground
running and became one of the top-producing mortgage

officers there within six months.

Eventually, Enrique realized that if he wanted to build a
solid, long-term career in real estate, he’d need to get his
license. After he passed the test, he started working at a
small broker, and a mentor gave him a piece of advice that
presented the next logical step forward: “If you want to do

well in this business, you need to build a team.”

Within two years, Enrique had a team of five agents
under his leadership. He was closing deals, making great
money, and living the dream for a few years. This is also

the period where he met his future wife.

Then the financial crisis hit and Enrique’s skills and

resilience were put to the test.

“People were falling out of the business and quitting, so
T had to make some moves and adapt. I lost a couple of
investment properties in foreclosure, too, and really strug-

gled to make money at the time. It was a wake-up call.”

Enrique focused primarily on loan modifications and

short sales for people who couldn’t hold onto their

homes. During the crash, he also partnered up with Jason
Palomino, another top agent in his office. They figured that
it’d be best to join forces instead of competing with each
other for business. He spoke of their relationship together

as the perfect balance of yin and yang.

“When you have someone in the trenches with you
who can help turn your dreams into reality, it’s a whole

lot easier.”

They restructured a team beneath them, continued
their focus on loans and short sales, and partnered with

investors to buy up properties while they were cheap.

As the market recovered, he realized that he
needed to make a pivot once again back to a more

traditional approach. eee

INVZN MEDIA

Creative Film X Photography Productions

REAL ESTATE | LIFESTYLE | BUSINESS

We're a media marketing company providing high quality
videos and photos with a modern aesthetic. Through
specialized videos we create more brand awareness and
eye catching content for your audience.

(825) 377-0607 | WWW.INVZNMEDIA.COM
For Pricing & Bookings check us out online!

FoLLow us oN @
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LAUNCHING PRG
REAL ESTATE

In 2013, Enrique got his broker’s license and launched PRG Real
Estate with Jason. They immediately shifted gears and started
focusing on providing exceptional service to people buying and
selling homes. They completely rebranded, hired a real estate
coach, and started to treat their business like a real business,

refining their financials and corporate structure in the process.

This early phase was all about building a solid foundation and
scaling the business up. Now, they’re committed to providing a
culture for their team that allows newer agents to come in, learn,
and thrive with them. They want to create a supportive, opportu-

nistic environment where agents can fast-track their careers.

“Agents in bigger brokerages tend to get lost in the sea of
agents. So we don’t want to get really big, but instead, just scale
slowly as we find individuals who align with our core values and
vision. We want to always have a high-performing team with

structure and accountability.”

A big part of Enrique’s vision for the future is building a business
that can thrive without his active involvement. Every successful
business is built around systems, so Enrique’s focus has shifted
toward setting up a framework for long-term success, rather than

just closing deals.

“I'm really striving to have a balanced approach to business to be

fulfilled in all areas of my life.”

CREATING A LIFE
OF SUCCESS

To Enrique, the underlying current of success is a strong work
ethic. His drive was instilled in him by his father, who raised him

on his own and put him to work at a young age.

“Before going out, even as a teenager, I had to do my chores, laun-
dry, etc. first. That instilled my work ethic and the reward that

follows. If you work hard, then you get to celebrate after.”

He now follows a strict daily routine every morning and brings
that level of discipline into his daily life at the office as well.
Still, he maintains a sense of balance and doesn’t let work get
in the way of spending time with his wife and kids, working out,
or gigging in the Bay Area as a drummer. At the end of the day,
Enrique’s focus is to live a happy and fulfilled life. A big part of
that is inspiring and motivating the people around him to be the

best version of themselves.

“Find your passion. Work hard at it, become a master at it, and find
what you love to do every day. Put a plan in place and the success will

come with time.”

10 - August 2021
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Luxury Home Staging
Our experienced
team will make sure
that your house shines!

Contact Us For A Quote Today!

650-285-3627
pureluxstaging.com

Moving you'down the

street or around the globe.

RESIDENTIAL | CORPORATE | STORAGE
-,

P

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

Ready to Move?
408-878-0007

egalpine@acerelocation.com
www.AceRelocation.com

RELOCATION SYSTEMS"® Atfas
BAY AREA ks

To an office. To 60-hour work weeks.
To wearing suits.

Work from home. Make your own schedule. Uncapped commissions.

Entrepreneur, Inc., and Fortune acknowledge our company culture.

Go to n2co.com/opportunities, fill out a quick form and see if we've got an opening in your area.
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THAT GETS YOU STUNNING RESULTS
o S

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

CALL OR TEXT 408.800.1566

EncoreStagingServices.com/Portfolio
Egg‘fnggﬁi [@] @EncoreHomeStagingBayArea
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MASTERING MINDSET

“If you see challenge as a roadblock, that’s exactly
what it’s going to be.”

Two decades in the real estate business have made
Kelley Solberg a master of her own mindset. She
understands that it’s mindset -- not market condi-

tions -- that will ultimately drive her success.
OVERCOMING FEAR

“Challenge, to me, always presents opportunity
and possibility and creativity,” Kelley continues.
“To look at any of these challenges facing us --
whether it be a market shift, whether it be a world-
wide pandemic, sheltering in place -- these are
opportunities for us to find new ways to recreate
ourselves and to wake up every morning ready to

find the silver lining.”

Chogyam Trungpa said that “true fearlessness is

not the reduction of fear but going beyond fear.”

With the current state of events in our country --

from health to politics to social dynamics -- there is

LL

WE’RE ALL
JUST HUMAN —
ALL OF US.”

plenty to be fearful of. Kelley believes that working

with your mindset is the antidote.

“I think the solution to finding opportunity through
fear is aligning yourself with those that create a
positive mindset, that help you through the day,”
Kelley explains.

Kelley knows what it takes to overcome obstacles. In
2008, she completely revamped her business model.
She went into the REO business, expanded her geo-

graphical region, and lowered her price point.

“I learned new skills,” she recalls. “Managing fear
-- it was scary. I remember freezing up when I was
going to call a bank and find out who the contact
was in asset management... What I quickly learned,
the people answering the phone at the front desk,
they’re real people, just like us. If you have confi-
dence, gratitude, and graciousness, the doors will
open. That is really what I learned. Take a deep

breath. Say it with a smile. Be very authentic.

“We’re all just human — all of us. Surround your-
self with people that are appreciative. And if not,

move on.”
TWO GENERATIONS STRONG

Real estate runs in Kelley’s blood. Growing up in
Oregon, her father was a successful real estate
agent, and Kelley witnessed him become an expert
connector in his community. In observing him
work, she recognized that lasting success is born

from relationship-building, not sales strategies.




“You change lives in that way,” Kelley reminds us.
“[Success is about] drive. Resilience. Continue to
look for opportunities, always. And opportunities
come through genuine relationships.”

Through high school, Kelley worked in her father’s

brokerage after school.

“Mostly keeping me out of trouble was the purpose
of that,” she laughs. “After high school, I would go
right to the brokerage and I would do anything they
needed. I would drive the sign truck, put up For
Sale signs. I stuffed all the flyer boxes around town.
I washed windows at listings. I was doing what a

TC does now for the whole office.”

Kelley moved to the Silicon Valley to attend Santa
Clara University, where she obtained a degree in
international business and marketing. She landed
a job in the marketing department of an office
furniture company, and eventually was offered a

position in sales.

“When they wanted me to move to sales, my dad
said, ‘Kelley, if you’re going to sell chairs, you might
as well sell houses.” So, I got my license, and that

was 20 years ago.”

Today, Kelley is a partner at Keller Williams

Bay Area Estates (Los Gatos/San Jose), Keller
Williams Coastal Estates (Carmel/Monterey), and
Keller Williams Saratoga -- alongside being a top

producing agent.
BACK TO THE BASICS

As we move through these trying times, Kelley

remains optimistic. From her childhood in Oregon

16 - August 2021

LL

[SUCCESS IS
ABOUT] DRIVE.
RESILIENCE.
CONTINUE

TO LOOK FOR
OPPORTUNITIES,
ALWAYS. AND
OPPORTUNITIES
COME THROUGH
GENUINE
RELATIONSHIPS.”

to her Silicon Valley real estate career, she’s

learned that there is always tomorrow.

“I'm really excited about getting back to basics,
about grassroots connections,” Kelley says. “I'm
reconnecting with family, clients, and friends

in a way that the traditional Silicon Valley pace
does not allow. This change, to me, is beautiful. I
absolutely love that my day right now is allowing
me to spend a little more time with people when it’s
typically go go go. There is so much beauty happen-

ing in households right now.”




game changer

By Zach Cohen

TOURING THE BAY AREA
WITH A LOCAL

“l have a broad base knowledge of the
whole Bay Area and the different cities,
how they change, how they were originally,”
Christine Rosenfeld begins.

18 - August 2021

Born in San Fransisco and a lifetime
local, Christine Rosenfeld knows the
Bay Area better than most. She’s seen
the landscape shift and change, new
neighborhoods pop up, and the price

of homes soar.

Before entering the real estate busi-
ness, Christine was a stay-at-home
mom. But 15 years ago, she decided
to dive into real estate, knowing that
she had the skills and the love for the
business that is required to build a

successful career.

“That was the biggest challenge —
being a single mom in this business,”
Christine reflects. “On the flip side,
I brought my daughter with me on
alot of appointments. She was my
little sidekick.”

Early on, Christine worked long,
arduous hours. As she built up her
business, she often worked 15 hour
days, coming home in the evenings to
care for her daughter and returning to
the office late at night.

“I thought it was going to be really
easy, fun, and social. I didn’t real-
ize how much work was going to be

involved,” Christine says candidly.

With a little bit of luck and a lot of
talent, Christine has also been able to
successfully parlay her knowledge of
the Bay Area into a niche in corporate
relocation. That’s where she made

a name for herself in the business,
and despite the changes in corpo-
rate structure and the home buying
process, it’s where she continues to

excel today.

“I quickly realized that where I might fit in best was

corporate relocation. I got kinda lucky.”

Corporate relocation is a perfect fit for Christine’s
skills and passions. She loves touring around the
Bay Area with clients, and

corporate relocation leads

‘ ‘ I TOO K often require extensive
ing. She’ll drive
ALITTLE ™

around the area for four to

B R E AT H E R o eight hours with a client,
ducating them about the
NOW I'’LL

neighborhoods, school sys-

R AM P U P. tems, and property values.
9
I M EXCIT E D “My favorite part is going
AB O U T and looking at homes.
Touring,” Christine says.
WHAT LIES

“I love taking people out

AH EAD and looking at homes...
WITH Tour day is one of my

favorite days of the week.

CO M PASS.” I can do eight hours of

that. It’s easy.”

Christine has become adept at reading her clients
and understanding which neighborhoods and
homes to show them -- and in what order. Her sales
presentation relies on this understanding of how to

gauge an individual’s needs.

“You have to read someone,” she explains. “You
have to gauge. Are they newbies? Are they totally
green to this whole thing? Do I need to start them
off slow? But if I have a more sophisticated buyer
that’s maybe moved a couple of times and is pretty
specific in what they want, I will strategically set up
how I show things.”

According to Christine, the corporate relocation
business has changed quite a bit over the past
decade and a half. As home values have skyrock-
eted, newcomers to the area have become more

hesitant to buy right away.

“[Before], most people were ready to buy. It was

a different animal,” Christine explains. “What’s
occurred is it’s become so expensive in the Bay
Area that people are opting to rent first before
making a massive purchase. If you're looking at the
Bay Area, you're spending at least $2 million for a
family. For a lot of families, that’s a big delta, a big
number. So they are renting for a year or two then

figuring out if they want to buy.”

Christine notes that when she first started 15 years
ago, her average buyer was spending $1 million.

Today, her average buyer is spending $3 million.

“We want to educate them. A lot of it is a huge edu-

cational process.”

After all these years, Christine is still learning the
art of relaxing. “Being a single mom who put my
daughter through private high school and private
college, there was no balance,” she says. “I didn’t
get to go to the games. I wasn’t there for a lot of
things. I had no choice. I had a mortgage to pay and
bills to pay.”

“Ironically, once my daughter went off to college,
I slowed down a little bit. I needed it. I did a lot

of traveling. I went to China and Hong Kong with
Alain Pinel. It was intriguing. I didn’t get any
leads, but I learned about WeChat,” Christine says

with a smile.

She also learned the value in slowing down, read-
justed, and refocused on what’s important to her.
She traveled throughout the United States learning

about other housing markets.

Now with Compass, she’s ready to ramp up her

business again with a fresh outlook.

“I'm looking forward to another ramp-up year,”
Christine says. “I took a little breather. Now I’ll ramp

up. I'm excited about what lies ahead with Compass.”
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partner profile

Written By Zach Cohen
Photo By Teresa Nora Trobbe
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OTOS BY T

TERESA NORA TROBBE —

affectionately known as “T” --

has been enamored with art
since she was a young girl.
Decades later, she continues
to be inspired to imagine,
create, and execute her
artistic vision.

After experimenting with
cameras for nearly four
decades, T launched her
professional photography
business in the early 2000s.
Her creative eye and graphic
skills are second to none

-- but that’s not what she
wants you to focus on. She
believes her greatest gift is
the ability to create authentic
lifestyle photos. T is devoted
to capturing the essence of
her subjects.

“That means you’ll be
changing clothes four or five
times during a photoshoot
with me,” T laughs. “You’re
not always in your work outfit.
You're not just one picture

on a business card or on
social media. | want to create
images that show people in
all of their various elements.”

20 - August 2021

TERESA
NORA
TROBBE

CAPTURING A GENUINE “YOU”

Fotos by T

When you visit T’s websites, you’ll
see a lot of different types of work.
From lifestyle photos to corporate
headshots, family scenes to bou-
doir, T does it all.

“You see a lot of different things
because that’s who I am,” T
smiles. “And that’s who we all
are. We all have different parts of

our lives.”

As a young woman, T became
skilled at many different forms of
art and all kinds of sports, from
dance to skiing to swimming.
Whatever requires a good sweat,
she is in. T is a student of move-
ment and expression. She’s been

shooting for decades, but in many

ways, still considers herself to be on

the path of learning.

“In the genre of photography, there
are so many different niches,” T
says. “With Real Producers, I am
focused on lifestyle and branding

-- who people are, how they want to
be seen, and how I can guide them
to reveal their authentic self. I want
my clients to feel beyond delighted
with their Fotos by T imagery.

“I don’t do real estate photography
or events or product photography,”
T continues. “I like beating hearts.
Ilove people. I love relationships.
I'm an extrovert and I so enjoy
connecting people. I appreciate
discovering and capturing what
gets them tick-tocking through the

course of the day.” eee

‘ ‘I BELIEVE THAT

PEOPLE NEED TO DRAW
ATTENTION TO THEIR
UNIQUE SKILLSET -- WHAT
SETS THEM APART,

WHAT MAKES THEM
BETTER ABLE TO HELP
THEIR PARTICULAR
TARGET AUDIENCE.

NO COOKIE-CUTTER
HEADSHOTS ALLOWED.”




AND THAT’'S WHAT WE ARE TRYING TO
DO — TELL YOUR UNIQUE STORY.”

T believes that in
every endeavor
and walk of

life, people

want to draw
attention to their

competence.

“Let’s get the
shots to really
show who you
are,” she says.
“If one partic-
ular real estate
agent says, ‘I feel
like I work out
of my car,’ then
great; let’s do
some fun shots
in your car.

That, to me, tells your story. And that’s what we are trying

to do -- tell your unique story. “

“Behind the scenes, maybe we spend a lot of time with our
hobbies, our family, our gym. I want to get to know all the
facets of your life. You and your kids -- bring ‘em in; bring
your dog. I can offer a lot at my studio, however, I can also

go to people’s homes or go to a photoshoot destination.”
An Eclectic Studio Space

T began in a studio out of her home but, when her business

began to explode, it became clear she needed her own space.

22 - August 2021
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“My husband
said, ‘You need
to get out of

the house and
get your own
studio,” T
laughs. “The
collection of
second hand,
offbeat furniture,
yelping dogs, and
lingerie models
traipsing thru
the house was
more than he

signed up for.”

In 2009, T
landed her iconic
studio, a three-
level, turn-of-the-last century-slash-super-hip Victorian.
The house was originally built in the late 1800s, and T has
revamped the space with her own hard work, sweat, and

funky vision.

“I'm super proud of the fact that I found this disastrous
reck of a house built in the late 1800s. I knew I could bring
it back to life with love and care,” T says. “In peeling back
the layers, an amazing studio appeared. It has such great
energy. I want people to experience all of that.... My studio
offers more than just a place to get some photos taken. It is
an adventure walking the half-acre grounds and seeing all

the options, including my brand new rain studio.”

T’s ultimate goal is to develop an authentic window into her

clients lives.

Behind the Scenes

T’s other passions include wellness, friends and family, and

sleeping. She has been a fitness instructor since the ‘80s and

continues to focus on fitness in her own daily life. She is a firm

believer in the notion that a sound body creates a sound mind.

T married her husband, Scott, late in life, and he brought his

four wonderful children into the mix.

“At first, they ran from my lens,” T says. “And now they wel-
come my photo ops and the many wonderful vacation books

that come from them.”

In her free time, T is diligent and
inspired by everything she touches.
“Except the kitchen,” she laughs.
“I’'m certainly not in the kitchen. If I
were cooking for the family, every-

one would go hungry.”

T approaches every photo shoot with
a sense of inspiration, passionately
aspiring to capture the essence of the

individual in front of her.

“People know me as Energizer T,” she
beams. “I bring a lot of energy and
vibration to pretty much everything I

do.I am learning. And loving life.

“There are a lot of photographers out
there, and it’s hard to know whom to
trust. I am someone who will take the
time and really care about the results.
I am multifaceted. I am experienced.
To me, you're more than just one
headshot. You are a diverse and
unique person. Let’s capture that, and

I'm your girl.” eee

Silicon Valley Real Producers -
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' v WWW.FOTOSBYT.COM
“ | Pl " 2528 SBASCOMAVE / SAN JOSE, CA 95124

bl Teresa Nora Trobbe
a1 9 & ) 408 316 1613
SCENES, MAYBE - k3 _ 4
WE SPEND A LOT

OF TIME WITH OUR

HOBBIES, OUR

FAMILY, OUR GYM.

| WANT TO GET

TO KNOW ALL

THE FACETS OF

YOUR LIFE.”

FOR MORE INFORMATION,
PLEASE VISIT
www.fotosbyt.com/life-in-your-brand.
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POTENTIAL BUYERS SHOULD BE
SWARMING THE PROPERTY

Family Owned & Operated

FULL-SERVICE -
TERMITE & PEST
MANAGEMENT
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