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ARE YOU MAKING THE RIGHT FIRST IMPRESSION?

;

ALTOURCAFE

LET US HELP YOUR
CURRENT & FUTURE SELLERS!

5 lose MORE Real Estate
f Transactlons w1th the ,f’
RI

b ]

GHT Insurance Partner -

' @ 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!

Moving you'down the

street or around the globe.
RESIDENTIAL | CORPORATE | STORAGE f f_ -

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

Ready to Move?

;f% 408-878-0007
Al egalpine@acerelocation.com
RELOCATION SYsTEMS Atas. \yww.AceRelocation.com

Property Management Seriices for

Residential & Commercr'. estors

in Silicon Valley! t&

PRESIDENTIAL
PROPERTY MANAGEMENT

Ask about our Realtor Referral Program!

(408) 829-8155 | WWW. pre5|dent|a|pm com
info@presidentialpm.com ‘ 2| BRE 3337

LEASING | MAINTENANCE | ACCOUNTING

We treat patients from Pediatric to
Geriatric and all of those in-between.

< Contact us today to learn more about our
Integrated Practice.

408-356-0270 ¥ Info@In-HealthClinic.com 2 |

sl

LIGHT e JOY

ACUPUNCTURE INC

Chiropractic and Acupuncture Care
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Improvement
projects...

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.
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Curbio partners with Realtors®
and their clients to get homes
ready for market or move-in
with smart home improvements

delivered via a fast, turnkey ® ‘ ;
experience — with all payment curblo Wﬁ”m’lﬁgjﬂwwmﬁ%ﬁf FMWJL?@V&WWQW
deferred until closing. : : :

844-944-2629 | curbio.com - www.gormaninteriors.com | 408-623-5262

Silicon Valley Real Producers - 5




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.

Stag%

Visit our website to schedule
your Free Consultation!

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

PREFERRED PARTNERS

APPRAISALS -
RESIDENTIAL

Solid Impressions
Appraisals

Eddie Davis

(408) 823-0625
Solidlmpressions.com

CLEANING SERVICES —
COMMERCIAL

S&R Janitorial

Sonia Romero

(650) 400-8335
srjanitorialservices.com

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

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
Gormanlinteriors.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

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

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!

PHOTOGRAPHY
Fotos by T

Teresa Trobble

2828 S. Bascom Ave
San Jose, CA 95124
(408) 316-1613
Fotosbyt.com/
life-in-your-brand

PHOTOGRAPHY/
VIDEOGRAPHY/
VIRTUAL STAGING
VirtualTourCafe &
RealEZPhotoFix

Tim Denbo

(925) 549-0714
VirtualTourCafe.com

& RealEZPhotoFix.com

PROPERTY MANAGEMENT
Presidential Property
Management

John Adams

(408) 442-7690
PresidentialPM.com

STAGING & HOME DESIGN
Encore Staging Services
Vanessa Nielsen

(408) 800-1566
EncoreStagingServices.com

Stage This! Stage That!
Laurie Piazza

(408) 930-1986
StageThis.net

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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IROI
OoMELIXIR MEET THE

I BY TILLER STUDIO

VIRTUAL STAGING...BEAUTIFULLY DESIGNED TO SELL! S I L I C 0 N VA L L E Y

REAL PRODUCERS TEAM

Y -

CUT THE COST
OF TRADITIONAL

STAGING BY UP
TO-97% = KEEP

THE RESULTS!

| O WLy i
Mitch Felix, Amy Felix, Teresa Nora Trobbe, Nicole Wright,

A

— Founder & Publisher Editor Photographer Ad Strategist

408.673.1698 text ok hello@roomelixircom ¥
roomElixir by Tiller Studio ROOMELIXIR.COM facebook.com/roomElixir
Jl-lia 4
Zach Cohen, Dave Danielson, Nick Ingrisani,
Head Writer Writer Writer

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

BROKER, LENDER
ENTREPRENEUR

“Shane and his team were extremely responsive The Valente Mortgage Team

and helpful to us throughout the entire process. (214) 507-5792 A sl /%?me

We WEF? FJI'I d ngi'lt timeline to close in a very shanevalants com : KQREN BARTHO Lom Ew | # FUNDINGIM
campetitive market, and Shane expertly guided : ; BRAN e T e THA RO M A

us through everything. | give Shane my highest NMLS# 279284 : MMLS

recommendation and will certainly call him again 200 Clock Tower Place, Ste. A-100, Carmel CA ! (925) 443-2000

the next time we're buying a home.” . teambartholomewasummitfunding.net

www.summitfunding.net/kbartholomew

* * * * * —J. Johnson, Del Monte Forest, 1/25/21 g
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Jason
Noriega

P» celebrating leaders

By Zach Cohen
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HE ART OF FAITH

10 - May 2021

“LIFE DOESN’T
HAPPEN TO YOU;
IT HAPPENS FOR

YOU. DESPITE
THE HARDSHIPS,

DESPITE THE

HARD TIMES, IT’S

HAPPENING FOR
YOU TO GROW
THROUGH IT.”

“It’s been a huge change in how I spend

my time,” Jason Noriega begins.

At 43 years old, Jason has been in
the real estate business for over two
decades. And after more than 20
years selling real estate — and with
two young children at home - he

decided it was time for a change.

A CHANGE OF COURSE

Jason was single when he began his
real estate career and met his now-
wife, Megan, while he was entrenched

in building his business.

“I was a real estate agent before she
met me, so she knew what came with

the territory,” Jason smiles.

Megan is a school teacher, so her sched-
ule and Jason’s schedule rarely lined
up. “We really had to make an effort to
develop our relationship, to keep our
relationship healthy. Then you add kids

in the picture,” Jason says.

After many years of balancing sched-
ules, juggling young kids, and trying
to find a way to keep their relation-
ship alive and nourishing, Jason
began to reconsider his position

selling real estate.

“What I realized was that you blink
and the kids are grown up. There is

a sacrifice that comes with [selling
real estate],” Jason says. “I looked at
my kids a couple of months back and
thought, “‘Wow, when did they go from
babies in my arms to a young lady
and a little boy?’ I reassessed some
things, and thought, ‘Gosh ... what can
I do?’ I was missing out on seeing my
kids grow up. While I’'m negotiating
contracts at night, my kids’ lives are

passing me by.”

As a Christian, Jason voiced his

prayers to God.

“One night, in earnest, I simply said,
‘I enjoy the work I'm doing, but if
there is anything else out there, let

me know. I'm open.”

Only two weeks later, Jason received
a call from another real estate com-
pany. They wanted to recruit him for

a non-selling leadership position.

“It dropped in my lap. I was com-
pletely surprised and thought, ‘Gosh,

that was quick.”

The offer gave Jason something to
consider. He was intrigued but didn’t
give an immediate ‘yes.” He wanted

to fully evaluate if it would be a good
move - for his career, for his personal

life, and for his family.

“I called Trap (Chris Trapani,
Founder and CEO of Sereno Group)
and said that I needed his advice.

I asked him to take his boss hat off
and be a friend and a mentor,” Jason
recalls. Thankfully, Jason’s boss was
willing to be a friend and advisor,
first, and put his role as his manager

on the backburner.

“He said that it sounded like a great
opportunity for me,” Jason explains.
“He said he’d miss me, but wouldn’t
stop me from doing what was good for

me and my family.”

Trap also reminded Jason to take a
step back, to take his time, to gather
the information that he needed to
make the most informed and cen-

tered decision.

Silicon Valley Real Producers - 11



“He reminded me that if T take two weeks for the next 20 years, it’s

worth it... That really saved me. I took that to heart,” Jason says.

At home, Megan asked Jason how his call with Trap went. That’s
when he realized, “I kind of wanted him to talk me out of it,”

Jason laughs.

A few weeks later, Jason received a text from Trap. He returned

the text with a phone call.

“Jason,” he said, “I’ve really been thinking about our conver-
sation. I’ve been praying about it. I've been meditating on it.
We've decided we need to make changes in our company and put
non-selling managers in our offices — and I think you would be an

excellent candidate.”

“I was just about ready to accept the offer with this other com-

pany,” Jason says.

THE ART OF FAITH

Jason met with his bosses the next Monday. They affirmed that
adding non-selling leadership roles was in their long-term plans,
but, given the circumstances, they were willing to move quicker.

They knew Jason was a valuable asset to their company.

Jason accepted the offer to become Sereno Group’s Vice

President of Client Experience.

“The opportunity to continue working with Trap and Ryan was
the best option. I never wanted to leave. That was my biggest

struggle,” Jason says.

“If you’re faithful, if your heart is in the right place with the right
motivation, I believe God can even one-up what you think is best

for yourself,” Jason continues with a smile.

Jason has an impenetrable faith, the type of faith that cannot be
touched, felt, or seen, but he knows it’s there. As a Christian, he

firmly believes in the power of prayer.

“I believe there is a higher being out there that doesn’t necessar-
ily reward us because we’re such great people. However, I believe
in the fact that there is a will out there for each one of us. A
purpose. If we find ourselves in the center of that will or purpose,

that’s when those things happen to us,” Jason says.

“For me, I felt God knew my heart. If God wanted me somewhere
else, he would give me the opportunity to put me where he
needed me. When I verbalized my hopes, I don’t think it’s ironic
to see what happened. The doors were opened for me. I was led

down this path.”

12 - May 2021

Today, Jason’s goals have shifted from helping clients

to helping agents on his team build their businesses.

“If I can help agents see the potential they have, if I

can help them know, think and feel that they are good
- good people, not just good real estate agents — if
can help people see the good inside of them and their
potential, they will do good in their business and out in

the world,” Jason says.

Jason has found a way to stay within the industry he
loves, with the company he loves, and transition to a
role that better serves his personal and family life. It’s

a win-win-win.

“There is a soul-level fulfillment I have now. 'm
deeply satisfied,” Jason beams. “It’s turned out to be a

wonderful career.”

WWW.FOTOSBYT.COM
2828 S BASCOM AVE / SAN JOSE, CA 95124

Teresa Nora Trobbe
&) 408 316 1613
X info@fotosbyt.com

Look your best to optimize success!




By Zach Cohen
Photo By Teresa Nora Trobbe, www.FotosByT.com

Solid Impressions Appraisals

Buying a home is one of the largest - if not the
largest — investment most people will make.
Whether the home is a primary residence, a sec-
ond house, or an investment property, understand-
ing the property’s valuation is a critical element in

the purchase process.

Eddie Davis’s job is to provide a supportable and
defensible opinion of the property’s value. The
reason for obtaining this opinion varies. When the
purpose is to obtain a mortgage loan, his job is to
analyze all current and recent market and property
data. It is his responsibility to provide the lender
with information and an unbiased value opinion
that allows them to assess their risk.

“An appraisal is an unbiased estimate of what a
parcel of real estate’s market value. It is important
to note that the definition of market value does not
mean that it is necessarily worth what a party is

willing to pay,” Eddie explains.

In the ‘80s and ‘90s, Eddie was a printing broker.
Back before the availability of the software that
makes at-home printing more available, Eddie was
responsible for connecting technology businesses

with independent printing companies.

“I'would go out and find companies in the Silicon
Valley that needed various forms of printing for their
business, then place the order with independent print-

ers that didn’t have a sales force,” Eddie explains.

Eddie found success in the printing business, but
in the early 2000s, the market evolved to where
his role was in jeopardy. Adobe came out with a

suite of PDF generation software, allowing small

businesses to take on a larger portion of the
design work. With the printing process stream-
lined, Eddie saw the writing on the wall. Eliminate

the word small.

“I had to find something else to do,” Eddie remem-
bers. “Most of my business came from startup com-
puter companies, things of that nature, and when
Adobe made it possible to put documents in a PDF
file, it changed a lot.”

At the time, Eddie was playing racquetball sev-
eral times a week. He had a friend that was an
appraiser, and the idea of a new career path
intrigued Eddie.

“He said, ‘Take a look at what I do.” So I did, and, as
they say, the rest is history.”

Eddie joined his friend in business as a trainee and
independent contractor, learned the ropes, and in
2001, opened Solid Impressions Appraisals. For
almost two decades, Eddie has perfected his craft

as an appraiser.

With Solid Impressions Appraisals, Eddie wears all
the hats. He’s a customer service rep, a bookkeeper,
a marketing director — and, most importantly, an
appraiser. With almost 20 years of experience
under his belt, he’s proven himself more than capa-
ble of handling the load. Eddie is reliable, experi-

ence, and enjoyable to work with.

“For a lot of people, the appraisal is a mystery,”
Eddie continues. “A lot of people think that if T tell
you your house is worth $500,000, that’s a fact. But
that’s an opinion. That’s the key thing people miss.

Silicon Valley Real Producers -
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MOLD INSPECTION/
AIR QUALITY TESTING
ELIMINATE SMOKE ODOR!

It’s one person’s opinion. Someone
else, another appraiser could have a

WE ARE HERE TO HELP

different opinion.”

As aresult, the appraiser that’s
brought in to assess a property’s value

is critical.

“I gather evidence and information to Inspectlon & Mold Removal Company

OVER 20 YEARS OF EXPERIENCE!

Call for more details!

(800) 460-9535

Trust, Foreclosure;, Bankruptcy, Short Sale, www.moldremedies.com

Divorce Property Appraiser

make a credible opinion. The reason

it’s credible is because I've analyzed

various market data, I understand the

local market and demographics, and
I have compared similar properties,”

Eddie continues. “The number I come

up with, even though it’s an opinion,
the bank views an absolute. I putina
lot of effort to come up with the value.
I go alittle farther to justify what I
do. I'look for little things that others

may not.”

info@moldremedies.com
NEED AN APPRAISAL FAST? GIVE US A CALL!
408-937-1029 | appraisals@solidimpressions.com CSLB #827821 and Certified by the IICRC and IAQA

Eddie observes that there is often www.solidimpressions.com

friction in the relationship between

real estate agents and appraisers, but
he believes it doesn’t have to be that

Preparing to sell??? Do you or one of your clients have a
We provide the cleanest first impression. '} I S E P R Q B L E M

way. His goal is to bridge the gap and

provide exceptional service.

“I'm here to work with you, not
against you,” Eddie reminds us. “I
hear some appraisers are not will-
ing to consider agent-provided data.
I can not guarantee I will consider preventing the purchase or sale of a Residential,
their data to be valid or pertinent, Commercial, or Industrial property?
or my opinion will make the deal go
forward. Still, I'm willing to go that

extra mile to gather and analyze all

SO, LET’S DISCUSS HOW

pertinent data... I believe I am among
the best.”

I'm willing to go that extra mile to

Eddie Davis is a Certified Residential

Appraiser specializing in high-value

e s gather and analyze all pertinent data...

ENVIRONMENTAL
CONSULTING SERVICES

Palo Alto, the East Foothills, and b 1 . h b

neighborhoods throughout Santa I elleve I alrl am@ng J[ e GSJ[ Stan Shelly

Clara, San Mateo, and the Bay Area. 408.257.1045 | info@environconsultserv.com
For more information, visit JANITORIAL SERVICES

. . , LAty www.environconsultserv.com
Commercial | Residential %
650-400-8335

o . Canes Bisiy 40+ years of professional noise mitigation experience
www.srjanitorialservice.com
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P star on the rise

By Nick Ingrisani
Photo By Teresa Nora Trobbe,
www.FotosByT.com

Doing Right for the World

18 - May 2021

“ Faith tells me that if | do right
and do good, it'll come back to me. 99

Real estate didn’t cross Colin’s radar until life
ushered in the opportunity — and necessity - for
a change. For 20 years, Colin touched nearly all
aspects of the printing industry. After graduating
from the University of Winnipeg in Manitoba,
Canada, Colin moved to Capitola, CA, where he
started out running a quick print shop. From
there his career took him to various positions

at printing companies, and, ultimately, he ended
up as the Director of Key Accounts at Graphics
Microsystems, Inc. They had a closed-loop color
control system that measured ink quality on paper
for top-tier print publications like Time, Life, and
Sports Illustrated.

“That company was great because the better job
you did, the more opportunities they’d give you

and the more experience you got. In that job, I did
everything from customer service calls and writing
press releases to giving critical sales presentations
to execs and CEOs of some of the biggest printing
organizations in the world. That job even took me
all the way to Singapore for three days just to give a

sales presentation.”

Although Colin enjoyed his printing industry
career, he eventually got hit with a harsh reality of
corporate life. Their product had done so well over
the years that it became ubiquitous in the industry
- i.e. they had less need for sales reps to promote
it anymore. In 2006, they streamlined the busi-
ness and laid off portions of the sales department,

including Colin.

“That was my big wake-up moment because it didn’t
matter how hard I worked or how good a job I was
doing. At the end of the day, I was just a line item on

an expense sheet, and removing me saved money.”

With a soon-to-be 1-year-old son, he and his wife

had always planned for one of them to stay home

for the kids in the early years of raising their fam-
ily. Colin’s layoff made the choice easy. From there
Colin committed to being “Mr. Mom” and stayed
home with his son and their newborn daughter for
seven years — a time he’s immensely grateful for.
His strong relationship with his kids is built on the

closeness in those formative years.

Family is a huge part of Colin’s life, and he’s been
devoted to his wife and kids from the moment they
entered his life. Once his daughter reached pre-K,

he was ready to dive back into a career again.

“Even though losing my job was painful, it was
a blessing in disguise because it allowed me to

rethink what I want to do and to reinvent myself.”

Although he’d not seen it before, real estate turned

out to be a perfect fit and match for his skillset.

Creating a New Balance in Life

“I didn’t realize it until I got into the industry, but
all the pieces for my passion for real estate were
there. I just hadn’t put it all together.”

Looking back, it’s easy for Colin to see where the
foundation for his real estate career was laid down.
He’d grown up in New Jersey in a home that was
built in the 1880s. Over the years, he witnessed
scores of renovations on the home and was always
involved in the process, budding his passion for
home improvement and vintage architecture.
Decades later, his printing career often required
him to travel to small towns throughout America.
He’d pick up a copy of the Property Pages whenever
he ate at a restaurant and loved flipping through to
check out the real estate, architecture, and styles of
the area. He got his real estate license in 2014 and

hasn’t looked back since.
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“The way I approach my business is to treat my clients
like family. The basis of that approach is maintaining a
high level of accountability. You can’t hide from family;
you're going to know them throughout your life. For
me, that’s really the core of building a long-term rela-

tionship with clients and business partners.”

Colin’s days now consist of a fulfilling balance of work,
volunteering, and spending time with his family. Real
estate has given him the freedom to fit everything
seamlessly. He’ll drive his daughter to school in the
morning, work through the day, and pick his kids up in
the afternoon.

66

The way |

approach my

business is

to treat my

clients like

family. The

basis of that

approach is

maintaining a

high level of

accountability.

20 - May 2021

“That was always my plan. [ wanted something that a) I could
be in charge of, and b) was flexible enough to allow me to
manage that along with raising my kids and volunteering at
their school.”

The COVID-19 pandemic hasn’t impacted Colin’s business too
harshly. In fact, he’s keeping his sights on the bright side. The
new restrictions have changed his weekly office meetings to
virtual meetings, so now it’s much easier for him to attend and
connect with the other agents at his office. Back home, he’s
got his garage office set up to pop on the record player, write

contracts, and continue to be there for his clients at every step

of the way.

Termites can really Kkill the deal...
Book a pre- I|st|ng mspectlon and list with confldence'

L

CALL US
TODAY FOR A
FREE QUOTE!

Family Owned & Operated

FULL-SERVICE
TERMITE & PEST
MANAGEMENT Experjgnced

in VA loans

and reﬂnance
| mspectwns

EST;C ITROL

¥z,

OIIS'TREATMENTS
LOCAL SPOT TREATMENT OPTIONS
FUMIGATIONS & REPAIRS

$2.5MILLION

DONATED THIS YEAR TO HELP
END MODERN=-DAY SLAVERY.

e
2T

Western WayS ervices.com

408-837-7734

Did you know there are more victims held against their will today
than ever before? That’'s why The N2 Company - the company
behind this publication and 850+ others like it - is financially
committed to end human trafficking.

FOR EVERY AD SALE WE MAKE, N2 DONATES ENOUGH
MONEY TO FREE 2 SLAVES FROM CAPTIVITY.

The average Fortune 500 company donates about 1% of their profits
to charity. The N2 Company donates 2.6% of their gross revenue.

Thanks to the businesses within these pages, our Area Directors, and
readers like you, we're able to break the chains of this horrible reality.

Visit n2gives.com to learn more about our fight.
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THAT GETS YOU STUNNING RESULTS
The #1 preferred home staging company
of fop agents in Silicon Valley.

CALL OR TEXT 408.800.1566

EncoreStagingServices.com/Portfolio _ O ; Z ; z, Z e r \
ENCORE v

staging services [@] @EncoreHomeStagingBayArea
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“When I was a teenager, I saw that you
could create wealth through real estate.
That was something that caught my

interest,” Lana Morin Pierce begins.

Lana remembers her parents’ relation-
ship with their real estate agent well.
Lynne Meier had helped Lana’s family
buy and sell multiple homes in San
Mateo, and became more than a real

estate agent; she became a family friend.

“Our real estate agent growing up - she
was like a second mom to me,” Lana
smiles. “I remember the days of her bring-
ing us the MLS listing book (it used to be
a book). She would bring it over, and we
went to church with her. She was really

close. She was a big part of our lives.”

After a decade-long career in the restau-
rant and hospitality industry, followed
by a stint in the dot-com world, Lana
turned back towards real estate. Deep

down, she always held an interest.

“It appealed to me on different levels.

I was able to bring my background in
hospitality and caring for others,” Lana
explains. “Then there’s the people
component. I saw how my family friend

became so close to her clients.”

Lana came out of an industry where
there wasn’t a lot of money to be made.
She worked long hours with little to

show for it.

24 . May 2021

“In real estate, it was amazing what I could produce, what I could do,” Lana

explains. “Real estate was something I had been interested in for a long

time, and it was the perfect timing.”
In 2004, Lynne took Lana under her wing as she got her license.

“After college, I saved up and was able to purchase my first condo here in
San Mateo. I did everything I could to make that happen. To see it turn
into a rental property ... I started to see the value of what I could do with
real estate as an owner. Then I thought about helping others achieve those

dreams. It was exciting.

From humble beginnings to the present day, Lana has risen to become the
Vice President and Managing Officer at Intero in Burlingame. She’s also a

top-producing real estate agent herself.

Bringing Value to the Business
“My heart and soul is in it. I treat every

transaction as if it were my own.”

Lana is in real estate for the long game.
She’s not in it to make money; she’s in it to

build relationships. She’s in it to help others.

Here in the Silicon Valley, Lana recognizes
that many of her clients are highly skilled,
deeply analytical individuals. She under-
stands that it’s important to keep up with the
details in any transaction. It provides a level
of security to the client and feeds their needs

for control and rational understanding.

“I love doing a great job for people,” Lana

continues. “I really care.”

Lana believes that real estate agents get
compensated at a level such that they
should be providing the absolute high-

est degree of value and guidance to their
clients. She’s out to provide that quality of

service every day.

“I also don’t give up,” Lana reminds us. “If
we have a challenge in front of us, I work
hard to find a solution. No situation is super
simple or easy. To be able to handle that and
adapt pretty seamlessly without the clients
feeling the pain - not feeling the stress of
some of the things going on in the back-
ground - that’s something I really enjoy.”

The Heart of a Survivor

In 2010, Lana was diagnosed with breast
cancer. Her battle with the disease has con-
tinued to shape her, even years after being
given a clean bill of health.

“It really gives me a different perspective,”
Lana explains. “I was first diagnosed in

my late 30s. In 2015, it came back, and in
2016, I did the whole chemo and radiation
thing. That was intense. I was in a situation

where I had to work during that time.”
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My heart and

soul is in it.

[ treat every
transaction as if Lana’s experience
with cancer helped  the simple things in life: time with her daughter,

Z t W e 7. e my OW n her realize the Giuliana, community involvement, and theater.

precious nature of life.

“You never know what “I wish it was more exciting these days,” she says
your time on this planet is with a laugh. “My typical life: I am a single mom,
going to be,” she reminds us. I have a fifth-grader, and I'm a theater mom. We

do musical theater together. I'm really active

Today, Lana’s time is taken up by real estate and

“It has also caused me to be efficient and very focused on in the community and sit on the board for a few

what I do. I'm focused on what I want and want to achieve.  different organizations.”

I don’t get caught up in drama because I don’t have time for

that. It’s not interesting to me. Lana is also the Past President/CFO and a current
board member for the Intero Foundation, an

“It gave me perspective on what’s important. I learned to organization that serves the elderly and children

let go and trust God. There is so much that we do in our in the local community.

daily lives that is unimportant. Don’t get fixated on the

small problems. It’s not worth it. I'm more chill, less high- “And I work a lot,” Lana quips. “I'm running an
strung. I learned how to breathe during that time, and that  office, homeschooling my kid during COVID, being
has helped immensely.” a single mom, and selling. There’s nothing special

about me other than that I'm doing what I need to
Lana continues to carry these lessons into her life. be doing every single day. I start the day off on the

right foot. I spend time in gratitude and preparing
Living in Gratitude my mindset for the day. I make sure that 'm dressed
“I'm most grateful for the fact that I get up every day and can and ready to go at any moment. And when someone
enjoy what I do. We spend so much time every day working. needs me, I'm ready. I don’t let the day happen to
Life is too short to be doing things you don’t enjoy.” me. I take charge of how I want things to be.”

26 - May 2021

DO YOU HAVE CLIENTS
THAT NEED HELP MOVING?

o RESIDENTAL
« WHITE GLOVE DELIVERY
« COMMERCIAL

» LONG DISTANCE g | walkthrough and told them what | wanted to happen and

« STORAGE PN S then they made it happen. They were fast but careful and |
.RECEIVING M s
- WAREHOUSING =" TN
« PACKING k '

CLUTCH

Mot your average Movers

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

Calliforia
FREE Quote’ ,
Licensed & Insured

T:)L.l.’.]/)j ._ ] | ingCompany.com | (650) 53-5-2424

Real-time status updates for the
loan milestones you care about

5 ngEhﬁA f_ﬂNﬁ.G_
| " . » » _ N
n.- . - !

- View all of your deals in one place

« A detailed view of your loans will give you insight into
appraisals, underwriting, and mare, from the moment
yveu refer your client all the way to the clesing table

« Keep track of important dates (estimated Closing, otc.)

- Review the latest updates and changes to your deals as
they move through the mortgage process

« Easier than ever to view on the go from your phone

Lending guaranteed Rate
tive mortgage experience.

)) 58 58 Rate.com/nicole

Cell: (4(

mp Originators'

Silicon Valley Real Producers - 27



AERIALS >CANVAS

WWW.AERIALCANVAS.COM/RP
PASSWORD: 2020




