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PROFESSIONAL PHOTOS & 3D LISTINGS...
SELL HOMES FASTER!
REALEZPHOTOFIX

com AREYOU 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?

" Real Producers
Mention Ad for

FREE
EZ-FlashCard

Video
on Next Order!

New Users
BOGO FREE

on First order
of Two Staged
Photos!

VIRTUAL (=]

RealEZPhotoFix. A Division of VirtualTourCafe, LLC.
6200 Stoneridge Mall Rd., Suite 300,
Pleasanton, CA 94588
(925) 609-2408 | www.realezphotofix.com

Virtual Tour Cafe LLC
6200 Stoneridge Mall Rd, Suite 300 Pleasanton CA 94588
(877) 144-8285 or (925) 609-2408

VIRTUALTOURCAFE.COM

Do you or one of your clients have a —— B SOLD

ISE PRQ5LE wbissioNs |

. JE e

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

LET’”S DISCUSS H

ENVIRONMENTAL
CONSULTING SERVICES

Stan Shelly
408.257.1045 | info@environconsultserv.com
www.environconsultserv.com

APPRAISALS OFFERED FOR:

Refinance, Estate Planning, Date of Death,
Trust, Foreclosure, Bankruptcy, Short Sale,
Divorce Property Appraiser

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

40+ years of professional noise mitigation experience

Home ownership is a lifetime commitment and
we will be there for you every step of the way.

The Valente Mortgage Team
= {214) 507-5792
g shanevalente.com

MNMLSH 279284
200 Clock Tower Place, 5te. A-100; Carmel CA
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DONATED THIS YEAR TO HELP BREAK THE
CHAINS OF MODERN=DAY SLAVERY.

Did you know there are more victims held against their will today than
ever before? That's why N2 Publishing, the company behind this
magazine, is financially committed to helping end human trafficking.

Stories of ' ___..f Star on i Cover
Resilience ] the Rise: 1 + A Story:
. i Christina i Elyse Barca
“Koko”
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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.

If you are interested in contributing or nominating a REALTOR® for certain stories,
please email us at Mitch@SiliconValleyRealProducers.com.

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain
solely those of the author(s). The publication contains paid advertisements by local companies. These companies are not endorsed or specifically recommended by The N2 Com-
pany or the publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies. NOTE: When community
events take place, photographers may be present to take photos for that event and they may be used in this publication.

YOUR CLIENT STANDS OUT.
THEIR OFFER SHOULD TOO. !

Partner with Opes 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.

Bryan Russell

Branch Manager | Sr. Mortgage Advisor
NMLS 229012

408.357.7812
408.655.5835 mobile
brussell@opesadvisors.com
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Whoever
said looks
don’t count?

You Make More Money:

Staged homes sell for a minimum of
11% above the asking price and spend
far less

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

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

You Receive A Positive
Return on Your Investment:

1-3% investment on home staging
yields an 8 - 10% return.

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

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!

APPRAISALS - RESIDENTIAL
Solid Impressions Appraisals
Eddie Davis

(408) 823-0625
Solidlmpressions.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

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

Clutch Moving Company
Steven Mandac

(650) 285-1261
ClutchMovingCompany.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 &

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
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

RealEZPhotoFix.com

Sta e + 4 Visit our website to schedule
g (41 your Free Consultation!

Laurie M. Piazza
] Ipiazza@stagethis.net [] (408) 930-1986
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MOLD INSPECTION/
AIR QUALITY TESTING
ELIMINATE SMOKE ODOR!

MEET THE

SILICON VALLEY

REAL PRODUCERS TEAM

WE'RE HERE TO HELP

Bay Area’s Premiere Environmental

Inspection & Mold Removal Company BUYER
GUAR&NTEED
S &
. Exclusive, mathates <= lve transfers and  Guamnteed re ted |
Call us for more details! B T T R AR /| -l | .
(800) 460_95 3 5 JEr canlastathbracs. Mitch Felix, Amy Felix, Teresa Nora Trobbe, Nicole Wright,

Founder & Publisher Editor Photographer Ad Strategist

Zach Cohen, Dave Danielson, Nick Ingrisani,
Head Writer Writer Writer

www.moldremedies.com

info@moldremedies.com
Featured In:

CSLB #827821 and Certified by the IICRC and IAQA

The Xem York Weekly I NBC MEWS  TrrvE @ clons. [NRNDIIEYIRT

-~ @

GIVING YOUR CLIENTS CONFIDEN
IN THEIR NEW PROPERTY

YOUR HOME LOAN EXPERT IS HERE FOR YOU. GET STARTED TODAY.

Family Owned & Operated

FULL SERVICE
TERMITE CONTROL
& DAMAGE REPAIR

IA
SUMMIT
\ I{AREN EARTHOLOMEW #4  FUNDING..

| & MORTGAGE CONSULTANT
)

teambartholomewasummitfunding.net
www.summitfunding.net/kbartholomew

SC ’r‘ m - ATMENTS™

iy

Western WayServices.com OCAL SPOTITREATM ENT OPTIONS
408-837-7734 EUMIGATIONS & REPAIRS e
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P star on the rise

Photos by Anita Barcsa
Written by Dave Danielson

ANNIE CHENG

ACHIEVER IN ACTION

When you meet Annie Cheng, one of her strongest attributes comes

immediately to the forefront; she is a true achiever in action.

Learning, Growing and Contributing
Annie’s story began when she came to

America at a young age.

“I was born in China, and emigrated
to Hawaii when I was 5 years old,”
Annie recalls. “As I got older, I went
to school in California, and now I've
spent basically half my life living here

in the state.”

As she came of age, Annie considered

her options.

“My parents always encouraged me to
look at a career as a doctor, a lawyer,

or in business,” she says.

She finished her collegiate career.
And, for Annie, the time couldn’t

come soon enough.

As Annie remembers, “What 1
learned at that time was I'm more of
a doer. I'love being on the go. I wasn’t
about staring at books all day. It’s not
the way I prefer learning. It’s more of

learning through experience for me.”

Creating Positive Change
Upon graduating from college, Annie

began her career in accounting and

finance. After a time working in cor-
porate America, she transferred to the

Bay Area and was ready for a change.

“I thought of it as a time when I could
look at new opportunities ... that I
might as well take a risk and try a
new career, something I’ve always
been wanting to do,” Annie says. “I
think when you’re younger, you just
feel less comfortable with yourselfin
terms of what you think you’re capa-
ble of. As time goes by, I realized with
my professional background that real

estate was something I could do.”

As she made the change from corporate
pay predictability to real estate, Annie’s

parents wondered about her choice.

“Compared to my parents, I'm sort

of a risk-taker. I do things that they
think are considered to be dangerous.
I'm also the only child, so, in some
ways, my parents probably felt more
protective with me,” Annie explains.
“So, were they a little worried for
me? Yeah. But then they realized that
I wasn’t happy in my old job. And
one of the reasons, or my ‘why’ for
real estate, is about them and making

more time to spend with them.”

With her career in corporate America,
Annie, who lives in Oakland, was only
able to see her parents, who still live in

Hawaii, once a year.

“Now, I get to see my parents four
times a year,” she says. “I love having
the flexibility I do with my career in
real estate. Also, eventually, I want

to be a great mom, and I want to have
that time. And I want to be able to give
that time to my future kids, because

family means so much to me.”

Experience at Work

‘When Annie first earned her license
and entered the business, she was
still in her 20s.

“I feel that was the hardest part when
I first got into the industry. I thought,
‘Where am I going to find my clients?
Who’s going to trust me?’ In some
ways, I felt like I was really young,
and I wondered about my experience.
But then I realized something. People
get into real estate at all ages. There
are people who get into the business
in their 50s, and clients probably
trust that person more, because the
perception may be that they have

more experience. But I realized I have

Silicon Valley Real Producers - 11
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experience too ... it’s just more on a

professional side.”

Some of those qualities Annie picked
up during her prior career have been

a perfect match for her work today.

As Annie says, “There are things I
learned in accounting and finance
that have helped a lot, including
accountability, multitasking, project
management, and constant client

communication with multiple clients.”

Relationships and Results
As she works with clients, Annie goes
all-in on their behalf.

“Going through the process, they
may be going through a lot.
They may be getting mar-
ried, having kids, or getting
divorced. I just want to
make it a little bit easier for
them. This is going to be a

really stressful process for

is to make it as smooth

a lot of people, and my role §

as possible. I want them

to enjoy the experience,”
Annie emphasizes. “I like
to build relationships with
my clients. In many cases,
we become friends. I really
like working with their best inter-

est in mind.”

Her best intentions result in client
appreciation, referrals, and

ongoing success.

“For me, success has been wanting

to make more doing this than I did in
my old career, which I am,” she says.
“Success is making at least a little bit
more, and then also getting to do the
other things I want, like being able

to spend more time with my family.
Success isn’t just how much I can
make, but more so how happy I am
with my life as a whole. I feel like I am

at a good place.”

At Home in Oakland
While she enjoys the entire Bay Area,
another big part of Annie’s success

story is her love of living in Oakland.

“I've been in my neighborhood for
about three years. When I take a walk,
it’s common to say hello to people you
pass,” Annie smiles. “Sometimes, you
feel like you have a connection with

a certain place. And I feel that way
about Oakland. I am really proud to
live in Oakland. There are things that
come up like a new restaurant or a
new development. All of that excites
me, and I hope that it opens people up

to exploring more of my community.”

The Feeling of Being on the Right Path
One key attribute that Annie contin-
ually puts to work in her real estate
career each day is her strong passion

for the difference she makes.

“With my old job, I never really felt a
connection. I didn’t feel that sense of
meaning when a project was com-
pleted. But with what I do in real
estate, when I meet a client, it’s sort of
like a dating relationship,” she points
out. “When you first meet, it’s kind of

like we’re dating and learning about
each other. And then when I finally get

them their dream house, it’s like 'm
helping them start a new story or a
new chapter in their life. You can’t do
that without putting in the effort and
building that relationship.”

Annie Cheng’s promising career
clearly has many bright days and

impressive milestones ahead. As she

considers her future, she also
thinks about the feeling she gets as

areal estate agent.

“Sometimes, people say you’ll know
if you’re really meant to do what
you’re doing because success will
come to you. You can feel it. That’s

the way it’s been for me.”

66 | like to build

RELATIONSHIPS
with my clients. In

many cases,

WE BECOME
FRIENDS.

| really like wa rkir]I 1
with theif best

. . I 3
Interest in mir
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SHANNON ROSE

In 2008, Shannon Rose was in her
fourth year as a real estate agent.
Interestingly enough, 2008 represented
a turning point in her business. Up until
that point, 2008 was her best year; she
sold twelve homes for $10 million.

“Of these twelve sales, five were
short sales, two were REO listings,
and four of them were two separate
clients buying and selling in the same

market,” Shannon remembers.

Shannon recalls being challenged
by the learning curve. In the midst
of a recession, she was thrust into
learning what to leverage and what
to hold tightly to.

“However, it was these same things
that assisted in my future growth and

success,” Shannon says.

2008 was also the last year that

Shannon closed under 30 transactions

14 - January 2021

“[Ilearned that] there is always
someone out there that allows you

to feel grateful for what you used to
think wasn’t so great. In other words,

don’t sweat the small stuff.”

During this time, Shannon success-
fully implemented the 80/20 rule into
her life: 80% of the results come from
20% of the effort.

“[And I learned] how to pivot and
investigate when I didn’t know what
to do,” she adds.

In the current crisis, Shannon
continues to apply the lessons
learned in 2008.

“This pivot during SIP/COVID-19
has been easier as I learned the

above lessons.”

AL AYUBI
“Oh, man. 2008 was a challenging
year,” Al Ayubi begins.

N

a=

Clr1CE

By Zach Cohen

“Nothing was happening. There was no
liquidity. Buyers wanted to get a good
deal, but the market had collapsed.
Sellers were used to big dollar amounts
and didn’t want to sell. It was a chal-
lenge. You had to be able to improvise

to be able to stay in the business.”

After transitioning from the mortgage
business just a year earlier, Al was
just beginning his real estate career
when the bottom dropped out of the
market. And while it was tough, he

was also well prepared, personally.

“Because of my background in finan-
cial services, I was able to forecast
what I needed to do. It was challeng-
ing but expected,” Al says.

Although his income dropped to a
staggering 5% of what it was the year
before, Al had a plan in place.

“When I was in mortgage banking, I
saw the pipelines drying up. I knew

that this was not going to end well.”

Al got into real estate sales knowing
that the market was at a pivot point.
He knew that the recession would
cause many agents to get out of the
business and that if he used his time
and energy wisely, he could set him-

self up for years of success.

“I knew that once the mess cleared up,
there would be an opportunity for me
to excel in the business...I felt if I stayed

and perfected my game, I would excel.”

Al built his real estate business by
setting proper expectations and
making decisions based on long term
results. He became a calming force in

a chaotic market environment.

“People, all they need is someone

that can calmly explain what is going
on. Since I was in a financial services
background, I was able to explain the

new reality.”

In today’s COVID-induced climate, Al
has employed the same techniques.
He’s prepared himself for the worst,

financially, and remained calm.

Today, it’s the same story. Just as

in 2008, I have prepared myself.
Even if my income goes down to 5%
of what it is today, I am prepared for
it. I also try to educate my clients to

get them prepared.”

LYNN WILSON ROBERTS
In 2007, Lynn Wilson Roberts was

working in commerecial real estate.

“The recession started sooner in com-

mercial real estate,” she reminds us.

When things turned south,
Lynn realized that she was “way

over-leveraged” after several 1031
exchanges. “I was required to buy

at or over the sales price of my new
investments,” Lynn recalls. “There
were big penalties for not doing this.
Things were spiraling downward, and
I feared I would lose my house if I did

not start making money.”

Lynn sold a shopping center she
owned to raise funds. She feared the
possibility of losing her home and was
left wondering what she could do to

make a living.

“Though I had been unlicensed
before, I decided to get my real estate
license in late 2007 and move forward
in that new identity,” Lynn says. “I

had no choice but to be successful.”

The first few years brought major
challenges. A market in recession,
a new career direction, and a young

family at home was a lot to manage.

“Though the first couple of years
were challenging, after that, with my
fear and strong work ethic, I was suc-
cessful,” Lynn smiles. “I had no choice

but to succeed.”

During the recession, Lynn remem-
bers agents complaining bitterly
about how hard the business had
become. “I took that as my personal
advantage and, by working really
hard, rejected the notion I would not

be successful,” she says.

Through it all, Lynn learned the value
of resilience. She has come to love a
good challenge.

“And I love to pivot while others are
standing still,” she says. “I have hired
a new assistant, just days before shel-
ter-in-place...I am looking forward

to the challenges. We just need to be

entrepreneurs. Easy!”

“[Resilience is] embracing change.
Being excited about new challenges
and new learning venues. Knowing
that success is all about attitude,
and my attitude is strong. Knowing

I need to support the entire commu-
nity that I work with, so we are all
successful. No one can do real estate
alone. We all need each other to

prosper and bloom.”

LYNN NORTH
“Failure does not define me. It
creates an opportunity to learn

something new.”

In 2008, Lynn North was only four
years into her real estate career.
After over three decades with Pacific
Bell and SBC, Lynn dove into real
estate with the vision to create a
personal brand that was rooted in

helping others.

And then, the Great Recession
hit. Fears came to the surface.

Uncertainty reigned.

“I was just starting to gain momentum
as a real estate agent when it came to
a screeching halt during the reces-

sion,” Lynn recalls.

Silicon Valley Real Producers -
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Lynn experienced financial fears and
major concerns of not succeeding.
Yet, she maintained perspective,

a positive attitude, and emotional
strength. With a flexible outlook

on life, she was able to adapt to the
times. Lynn became a master at shift-

ing her internal storyline and energy.

“When I was down and needed a
change in perspective, I would go to
the movies to see an inspiring one that

would lift my spirits,” she remembers.

During this time, Lynn also did a
lot of introspection. She came to
recognize how precious life is. She
became more focused on the things

that truly mattered.

“Gratitude and faith are the keys to a
positive perspective through the most
challenging times,” Lynn says. “God,
family, work, and relationships with
clients became priorities. I discovered
the purpose of my life’s work was mak-

ing a difference and helping others.”

Discovering her life’s purpose helped
Lynn find the motivation to persevere
in real estate. Over ten years later,
she continues to live by the lessons
learned in 2008.

“I keep a balance and cherish my

time,” Lynn says.

“[Resilience is the] opportunity to
focus on your purpose and life’s work
and find the value of working for it
through all difficulties.”

16 - January 2021

LEE GINSBURG
“Life was very depressing for all - from
the very wealthy to the blue-collar ser-

vice people,” Lee Ginsburg remembers.

In 2008, Lee was only three years
into his real estate career. As a
newer agent on the Peninsula, he was
fighting for stability in the business
as the recession hit.

“Short sales and foreclosures became
the game,” Lee remembers. If you had
connections with the bank, you were
king representing them in selling the
foreclosed property. Without the
connections, you were on the streets
looking for more Warren Buffetts. As
[Warren Buffett] said, he likes to buy
when blood is running in the street.

T had one client that bought several
properties during these times and

now is extremely comfortable.”

Lee watched companies from local
stores to institutional banks shut
down. He remembers the prevalent

fear of the unknown. “We could

not forecast the end of it,” he says.
“Stocks, bonds, real estate, and all
major asset classes throughout the

country took a hit.”

Real estate was, as Lee describes it,
the wild, wild west. Deception, con-
fusion, and turmoil wreaked havoc
on the markets. Simultaneously,

Lee faced his own personal set of
challenges. His son reopened the
retail store that Lee had owned

and operated for 25 years, and Lee
was heading back to the east coast
monthly to help his mother, who was

diagnosed with Alzheimer’s.

“My income was the lowest it ever was
in the previous 30 years. I was devas-
tated. I felt obligated to help my son
and mom and my family, but I was try-

2

ing to keep my head above the water.

Lee admits that he fell into a
depression, but he managed to
maintain his schedule and find his

way back to success.

“About nine months later, with

the support of my wife, medication,
and an improving economy, I came
back to the positive person I try to

be,” Lee explains.

So what did he learn through this

trying time?

“To be more cautious. To be more
aware,” he says. “[Resilience is] to
keep family/personal life as close
to normal as possible and work
through tough times.”

COMPASS
COMMERCIAL

Leaders in
~~ _ Commercial
- Real Estate
% Leasmg &Sales

Jon Hanhan

Sr. Vice President
Lic. No. 01800203

hanhan@compass.com

408.909.0998

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

Ready to Move?

#% 408-878-0007
Al egalpine@acerelocation.com
merocation svstems AHAS  \\\ww AceRelocation.com

Property Management Services for
Residential & Commercial Investors

in Silicon Valley

"As the owners of a rental property being managed by Presidential, my husband and | have
been very happy with the service provided. John is extremely knowledgeable and
down-to-earth, and responds to our questions and concerns within 24 hours. We get paid on
time each month with a detailed invoice describing any deductions from our net earnings (ie,
HOA dues for the managed condo, repairs that fall
under our responsibility, etc). They even take care of
paying the property taxes on the condo for us.
Would definitely recommend (and we have!)."

-Tanya S )
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|
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—

PES
LEASING | MAINTENANCE | ACCOUNTING
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PRESIDENTIAL
PROPERTY MANAGEMENT

Ask about our Realtor Referral Program!

(408) 829-8155 | www.pre5|dent|a|pm com
info@presidentialpm.com | Caiere :

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!
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By Zach Cohen
Photos by Fotos by T (FotosByT.com)
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FORGING HER OWN PATH TO SUCCESS

Rare is the real estate agent that earns themselves
a nickname. But with a fiery attitude, a go-get-
ter nature, and a hard-to-pronounce surname,
Christina Kokogiannakis has come to be known as

Koko in the real estate world.

In only three short years in the business, Koko
has risen the ranks and began to build a top-flight
real estate business. She does real estate her
own, unconventional way, forgoing straight-lined
18 - January 2021

planning strategies in favor of a
“messy desk solution,” sticking to
what works for her personality,
knowing that in finding what works
for her, personally, she is best

equipped for success.

Born and raised in the Bay Area, Koko
was exposed to entrepreneurship and
real estate early on. Her father was a

business owner, and before she can

even remember, Koko had a unique

interest in homes.

“I always wanted to get into real
estate as a child. It’s funny, your kids
want to go play with the other kids,
but I wanted to go see what the house
looked like and see what it was like
compared to my house,” Koko recalls
with a laugh. “I've had a passion [for

real estate] for a long time.”

For better or worse, Koko’s passion
for houses was lost as she approached
college. She got her undergraduate
degree in international business with
an emphasis in finance from San
Francisco State, and then a master’s
degree in taxation. She was recruited
heavily and moved into the industry
with Ernst & Young.

“As a child, my parents told me to get a
real job. ‘Get a job you can make money

at. Don’t be silly,” Koko reflects.

After years in taxation, Koko moved

into sales. Unsurprisingly, she

discovered that she much preferred her work in

sales. Years later, tragedy struck.

Tragically, Koko lost her third child, Michael
Angelo, during a pregnancy in 2014.

“I was seven months pregnant, and they don’t know
what happened. I went in to do a regular check, and
he was deceased. He was so big, so far along that

I have to deliver him,” Koko explains. “That was
hard. We didn’t know what happened. There were

no other problems.”

This unfortunate event caused her to reconsider
everything in life. One such thing was her career path.

“After losing my third child, I didn’t
want to go back into sales. It was too
stressful, and I wasn’t enjoying it
anymore. That was the turning point

in my life.”

Koko revisited her deepest dreams.
When her husband suggested she
go into real estate, she responded
with a big “yes!” “I was super

excited,” she says.

“I wanted to get a jump start on
things. I would sit in classes before I
even got my license, and just absorb

info,” Koko explains.

With a drive to succeed and a genuine
passion for real estate, Koko earned
Rookie of the Year in her first year in
the business, and in 2018, only her
third year in the industry, she closed

19 transactions.

“I'm a go-getter. If you don’t fail,

how can you succeed? If you fail
forward, you're learning every time,”
Koko explains. “Take the failure and
succeed with it. I have failed so many
times at so many things I've done, but
if you’re not learning from it, then

what’s the point?”

Koko models the lessons that her
father taught her growing up. He
would always say, “Do it right, or
don’t do it at all.”

“Change your mindset, change the
world,” Koko continues. As she’s
moved up the ranks in real estate,
Koko has continued to understand
the importance of mindset with

respect to success.

Koko has an unorthodox methodology
of creating success. She admits that
with four kids at home and a booming
real estate business, “everything in

my life is chaotic.”
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“But there are two types of people.
You have the one where you stack
everything in a pile, and your desk is
clean. The other people, your desk is
crazy, but you know exactly where
everything is on that desk. I'm that
crazy desk lady.”

“It’s how I see things,” Koko contin-

ues. “I see things in the randomness.”

Koko sees her strategy as a positive
force for two main reasons. The
first is that it’s simply her nature.
By working with her strengths, she
has the most unobstructed path to
success. Secondly, her “messy desk”
approach allows her to be able to
pivot and change directions at the
drop of a hat. In real estate, that
means she’s not afraid to run out to
see a house on short notice or write a

contract up while on vacation.

20 - January 2021

Learning Balance

‘While writing up offers on vacation
comes with its own set of advantages,
like happy clients and more transac-
tions, it also comes with a downside.
Koko is still learning how to balance her

work life, family life, and downtime.

“Even on vacation, which I'm trying
to change, I work like crazy. There’s
not one vacation I've taken that I have
not written three or four offers. I have
incredible energy and excitement to

work for my clients.”

Even after having her most recent
child, Koko went straight back to
work. The weekend after giving birth,
she wrote an offer. Two weeks later,
she went on a listing appointment.

As for so many real estate agents,
Koko is working to find her balance
between being a wife, a mother, and a

successful business owner.

“Do I have time management skills? Absolutely
not. However, I always get everything done,” she
laughs. “But, I have been working hard on creating

my boundaries.”

Looking ahead, Koko aspires to continue to fail for-
ward, and to continue to create healthy boundaries
around her work/life balance. She is launching a new
line to her business called Coaching with Koko. It was
borne out of a demand from friends who own their
own business. “It will be an affordable way to get busi-

ness and mindset coaching from me,” Koko explains.

She’s also working on a book about being both a

mother and an entrepreneur.

“I want to tell the story of me, my kids, and my life,”
Koko says. “And give tips like failing forward, finding
the path in the craziness. Giving people empower-

ment to be successful when they have a family.”

Her methodology may be unorthodox, but Koko has
proven that by forging her own unique path, she’s

able to continue to find her way to success.

Difficulty managing cleanings
for all your listings?

We'll take

PROFESSIONAL CLEANING SERVICES
Commercial | Residential

Call today to schedule your appointment
650-400-8335

www.srjanitorialservice.com

Gagen Bunmass

Pain/Stréss Is an Everyday Reality -
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

Eye'—Catchiné.
Affordable.
Effective.

Virtual Staging

..by a local interior designer
who knows your market.
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HOME STAGING

THAT GETS YOU STUNNING RESULTS.

ENCORE

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

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

Call or Text 408.800.1566 |EncoreStagingServices.com/Porifolio | @ HomeStagingBayArea
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IN A MEETING ROOM SEVERAL YEARS AGO,
ELYSE BARCA SETTLED IN WITH THE REST

OF THE ATTENDEES FOR A REAL ESTATE
TRAINING SESSION. LIKE ALL TRAINING
SESSIONS, THE THINGS SHE WOULD LEARN
WOULD SERVE THEIR PART IN HELPING HER
TO BECOME AN EVEN BETTER VERSION OF
HERSELF. BUT ON THIS PARTICULAR DAY,
THE FACILITATOR ASKED PARTICIPANTS WHO
THEY WERE, RIGHT THEN AT THAT MOMENT.
AND HE ASKED PEOPLE TO GIVE A BRIEF,
ELEVATOR PITCH TO DESCRIBE THEMSELVES.
THERE WAS A PRIZE, TOO: THE BEST ANSWER
WOULD WIN A ONE-HUNDRED-DOLLAR BILL.

Elyse waited for an answer from one of her colleagues.

“I wasn’t going to say anything at first,” she smiles. “I raised my
hand and said, ‘T'm a firefighter. I put out fires. 'm in real estate,
and we anticipate problems and try to take care of issues and put

them out before they become a big fire.”

She earned applause from those in the room that day — along
with the $100. She also concisely expressed her approach to

service and excellence that has defined her career.
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A RESOURCE FOR OTHERS

Born in San Francisco and raised in Marin County,
Elyse took part in many of the normal childhood
groups and activities. One of them seemed to show

the promise of a career to come.

“I was in Camp Fire Girls and when I was 10 years
old. I sold more mints than any other girl in Marin
County,” she laughs warmly with the memory.

“I didn’t realize at the time that I had a future in

sales and marketing.”

In time, Elyse found her first professional love in

the ranks of education.

“I coordinated the gifted program for the Menlo
City School District. After a time, the program was

canceled for budgetary reasons,” she recalls.

So Elyse, a tenured teacher, looked at her next steps.

“I had choices. I didn’t need to work and we had
young children,” Elyse remembers. “I thought about
possibly going to law school since that had always
been an interest. I could have also gone back and
gotten a Ph.D. to continue with education on the

administrative track.”

'
L]

it b F Sf '
WHEN IT COMESTO
BEING SUCCESSFUL;
IN REAL ESTATE, Ff_ﬁ?
THERE ARE SOME ii'
KEY THINGS | THINK'
A PERSON CAN
DO. BESIDES KEEN d
KNOWLEDGE OF THE!
MARKET, IT’S THE
ABILITY TO LISTEN
E‘ND_ HAVING A
EﬁEN"SE OF HUMOR.
“THAT REALLY MAKES
gblFFEhENCE IN

HOW.WE APPROACH

THINGS, AND TO BE
'_AL EfiGoPuT THEM
IN PERSPECTIVE.




But her husband, David, had a suggestion.

“He thought that I was the perfect can-
didate to be in real estate,” she says. “I
decided to follow his encouragement. I
took a leave of absence from Menlo Park
and started work for a well-regarded
regional firm called Fox & Carskadon.

I sold my first home the weekend after

I completed my training, and I finished
my first 12 months as Rookie of the Year.
I never looked back, and it turned out 1

loved sales. I felt like a fish in water.”

A STANDARD OF EXCELLENCE

The initial passion Elyse felt for her work

hasn’t waned.

“I loved it then and now. I have gotten to
meet a wide variety of people locally, and
from all over the world. There are no two

days that are ever the same,” Elyse explains.
Through 30 years in the business, Elyse
has learned many lessons. But some of

the early ones still shine brightest for her.

“I was given stellar advice when I was

a brand new agent, and I was trying to
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find my niche and where I would

fit in best. I didn’t have a business
background. But my husband said, ‘I
can teach you to be a business per-
son.” And he did,” she says. “A great
mentor of mine said, We only have
two things in real estate ... our time
and our reputation.” She said, ‘Guard
both. Use your time wisely and guard
your reputation. One little slip up can
have an impact, and people have long
memories.” So I always try to do unto

others. That means, whether on the

listing or buying side of the table, the
agent on the other side of that table

knows I'm going to be fair.”

Through time, it’s an understatement
to say that Elyse has built an exem-
plary career. She consistently ranks
among the top one percent of real
estate agents nationally — in turn,
earning her rankings in the Wall Street

Journal among the country’s best.

Along the way, Elyse has had a tire-
less commitment to doing her work

the right way.

“Most of my business is referral
business from clients who have been
pleased. I consider that a tremendous
compliment. And I think my picture of
success is really measured by the cli-
ent and their satisfaction. The ultimate
success is when someone says, “Thank
you so much. You have made such a
difference to our financial bottom line

and to our investment portfolio.”

FAMILY FOUNDATION
Elyse takes great pride in her rela-
tionship with her husband, David, and

she relishes the fact that he is now

a Regional Executive with Compass. He followed

his own advice and joined the real estate world

after Elyse. David also served on the NAR Board of
Directors and the CAR Board of Directors. He is also
a recipient of the Silicon Valley Association Board of
REALTORS® REALTOR® of the Year award.

Elyse beams when talking about her children,
including her son, Dane, who is a Deputy Attorney
General in San Francisco, and her daughter,
Whitney, who fights literal fires as a firefighter with

the San Francisco Fire Department.

With a sense of fairness and eagerness to serve the

real estate needs of all types of clients, Elyse brings

authentic leadership to life for those who come

in contact with her. It’s the kind of joy for life and
what she does that is contagious and positive —
even in those moments where she is called upon to
fight the fires for her clients.

“When it comes to being successful in real estate,
there are some key things I think a person can do.
Besides keen knowledge of the market, it’s the
ability to listen and having a sense of humor. That
really makes a difference in how we approach
things, and to be able to put them in perspective,”
she smiles. “And it’s okay to laugh!”
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DO YOU HAVE CLIENTS
THAT NEED HELP MOVING?

« RESIDENTAL

« WHITE GLOVE DELIVERY
« COMMERCIAL

* LONG DISTANCE walkthrough and told them what | wanted to happen and

° STO RAG E S - — - then they made it happen. They were fast but careful and |
-} 4 . had no problems. They had extra moving supplies if
« RECEIVING

« WAREHOUSING
o PACKING

CLUTCH

MNot your average Movers

“Needed a mover and asked for recommendations from my
realtor. She recommended Clutch Moving. They showed up on
time and were friendly and professional. We did a

_ needed too. | would recommend them to anyone.” -Will M. 7

Call f:).r’ o
FDEL i
FREE Quote

Licensed & Insured

.‘r\')\:j\:j/! | % ingCompany.com | (650) 535-242 4

As we look back at 2020, we are grateful to our colleagues,

clients, family, and friends for all that you do. We look forwart e
with sincere optimism to a Mew Year filled with opportunities to
collaborate and encourage cne another in our endeavors. May

you have a healthy and prosperous Mew Year!

P R il NICOLE SANTIZO vrof Mortgage Lending guaranteed Rate

{ Contact Nicole today for a distinctive mortgage experience.

167 5. San Antonio Rd. Office: (650) 584-0958 ‘ Rate.com/nicole
Suite 16, Los Altos, CA 94022 Cell: (408) 499-1270

p Originators 160MMs 520

nicole.santizo{drate.com

Silicon Valley Real Producers - 29



AERIALS >CANVAS

WWW.AERIALCANVAS.COM/RP
PASSWORD: 2020




