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AUTO | HOME | LIFE | BUSINESS | HEALTH

Philip Mills, Agent

Philip Mills
(408) 354-5250
phil.mills.jymk@statefarm.com
www.phil-mills.com
Insurance License #0D41702

NMLS ID #930951 / Company NMLS ID #2094040
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PHIL
CHEN

Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

Want a copy of your article or 
full magazines that you were 
featured in?  
REPRINTS

What the heck is a reprint? A reprint is a four-page or eight-page, 
magazine-quality grade paper with your full article and photos 
and you on the COVER of the publication.

WHY DO I NEED THOSE?

• These reprints are a professional marketing tool that can help 
brand you, your team and/ or your business.

• Use on listing appointments
• Send out to friends and family
• Send to clients with your holiday greetings
• Brokers, use when farming your favorite neighborhood

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING CORRECTED ON 

MY ARTICLE?

No worries! We can make any changes needed. We send you a 
proof, you approve it and they are sent to you via FedEx.

WHO CAN BUY THESE?

The REALTOR® that was featured, the Broker or family. Anyone 
that wants to promote you.

HOW DO I ORDER?

Email Mitch.Felix@RealProducersmag.com.

print me more!
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I eventually dropped off, while my 
friends became professionals. In their 
Thrasher Magazine interviews they 
would say things like, ‘I used to skate 
with Phil Chen, but he quit.’ I will 
never forget that.”

“I remember I took a few years off 
and when I was in college, I regretted 
not turning pro,” Phil admits candidly. 
“I told my parents, ‘I’m going to regret 
this my whole life. I’m going to quit 
school and go pro.’ But I never did it. 
And I am going to regret it my whole 
life. I was too young to enjoy or see 
what the potential would be.”

Despite the sense of loss from a 
skateboarding career that never was, 
Phil’s path has led him to great things: 
first, a career in fitness, and now, a 
blossoming real estate business. He 
still takes lessons from his early years 
on a skateboard with him every day.

With the nature of a skateboarder, 
Phil remains willing to take chances 
when the time is ripe. “I’m constant-
ly rolling the dice and taking risks 
and chances. That’s my nature. I’m 
not conservative work-wise. I’m al-
ways going to take the leap of faith,” 
he explains.

“The lessons I learned from skate-
boarding -- it was determination. 
Living, sleeping, breathing what you 
do, it becomes natural and instinctive. 
In a little way, I got a taste of what 
being an elite athlete was like. I could 
go to sleep, dream a trick, and do it 
the next day. I tell my kids now, try to 
be the best at whatever you do.”

In college, Phil delved into another 
physical pursuit: fitness. He studied 
exercise science with a minor in 
holistic health and Chinese medicine. 
He’d go on to attend graduate school 
for physical therapy and aspired to 
open an east-west clinic for peak per-
formance, combining his knowledge 
of Chinese medicine with his under-
standing of western techniques. 

“But before I did that, I cashed out my 
credit cards to open my own gyms, 
and that’s where I got the most train-
ing for real estate.”

In the fitness world, Phil learned the 
service business. It was a natural 
segway to shift from personal fitness 
training to luxury real estate. “It’s the 
same thing,” Phil explains. “Fitness is 
an art backed by science. Real estate is 
an art backed by quantitative analysis.”

During his years as a gym owner in 
the San Francisco financial district, 
Phil was also able to (unknowingly) 
begin to build his real estate client 
database. Phil’s private personal 
training studios catered to Fortune 
500 CEO’s, bankers, brokers, lawyers, 
and other affluent clientele. 

“I was just in my gym, working and 
hanging out,” Phil says, tellingly. 
Eventually, some of Phil’s clients 
became his business partners. “They 
would buy real estate, and I would 
manage it. I had no money back then. 
That’s how I got my feet wet.” 

By 2006, Phil realized it was time to 
make a choice. With one foot in the 
fitness world and the other in the real 
estate world, his attention was divid-
ed. As he admits, “I was half-assing 
[real estate].” 

“I had to choose. I took the leap of 
faith and got into real estate full time 
in ‘06.”

In 2006, Phil experienced success, 
but the downturn of 2007 through 
2009 would make him think twice 
about his decision to dive into real 
estate. “I thought, what am I doing? 
Those were rough years.” But instead 
of getting discouraged, Phil doubled 
down on his commitment. 

“I am an eternal optimist… I always 
think the sky is blue and it will work 
out. There are often times of high 
stress, but for the most part, I always 

feel Everything’s Gonna Be Alright 
(Quoting the Bob Marley song).”

Phil opened his own boutique broker-
age, Sybarite, without ever working 
for a larger brokerage, using the 
knowledge he accrued mainly on his 
own through his family’s investments, 
observation, intuition, and experience. 
By 2010, he put himself on the map 

as a top real estate agent in the highly 
competitive area of Hillsborough.

Coming to Compass from Sybarite, 
which he operated and ran for the 
better part of a decade, has given Phil 
a unique perspective on the state of 
the local real estate market. “Com-
pass is a unique speeding freight train 
right now,” Phil comments. 

“I’m fortunate to have had three careers 
that I was passionate about, became 
really good at and made into careers.”

Regardless of the brokerage where he 
hangs his license, Phil knows his rep-
utation is what carries him to success. 
“People trust me. Reputation is so 
important over any deal or commis-
sion. That’s the reason am usually one 

of the first choices amongst so many 
talented agents in the Bay Area.”

Phil stays motivated by staying 
humble and continually striving to 
improve in all aspects of his work. 

“I’m still hungry, so watch out.”
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CHEN
From the Street Skate to Real Estate Sales: Continuing to Take the Leap of Faith

By Zach Cohen

Photos By Brandon Busa

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

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

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

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

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

phil
“This is the key: if you want to be 
good at something, you have to 
eat, sleep, and dream it.”
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530 Showers  Dr  2 ,  Mountain  V iew,  CA 94040

Quality Insurance Your
Clients Can Count On.

Call  for a free quote today!

Lana Nguyen
(650) 885-6242

lana.insurance@gmail.com

Thi Nguyen
(408) 714-9487

thinguyen@geico.com

Fast and easy evidence of  home insurance

SALON & SPA

Jon Edwards Salon & Spa

Ed Pardini

(707) 449-4988

jonedwardssalonandspa.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

TITLE COMPANY

Lawyers Title Bay Area

MaryAnn List

(650) 678-5623

Lawyerstitlebayarea.com

Stewart Title of California

Brandon Orosz

408-921-4374

brandon.orosz@stewart.com

VIDEO PRODUCTION

C Sharp Video Productions

Christine Ann Igelsias

(408) 758-8293

csharpvideo.com

LV Productions

Vlad Lapich

(508) 514-0766

Sam Bennett Media

Sam Bennett

(925) 216-3884

sambennettmedia.com

WEALTH MANAGEMENT

Peak 360 Wealth 

Management

John Lane

(925) 413-7337

peak360wealth.com

PHOTOGRAPHY & 

VIDEOGRAPHY

May The Art Be With You

Ewa Samples

(408) 510-4621

ewasamplesphotography.com

Odyssey Productions

Nicholas Hammond 

Abigail Hammond

(209) 658-6551

OdysseyProductions.co

PHOTOGRAPHY/

VIDEOGRAPHY/

VIRTUAL STAGING

VirtualTourCafe & 

RealEZPhotoFix

Tim Denbo

(925) 549-0714

VirtualTourCafe.com& 

RealEZPhotoFix.com

PRIVATE LENDER

Investor Loans

Anthony De Castro

(925) 382-8648

REAL ESTATE BROKERAGE 

BRG Realty Corp

Gregg Bunker

(408) 781-1725

brgrealycorp.com

REAL ESTATE 

PHOTOGRAPHY/VIDEOS

INVZN Media

Brooks Landry

(925) 216-7702

INVZNmedia.com

RETIREMENT

Christie Miller Agency

Christie Miller

(707) 236-5804

ChristieMillerAgency.com

Loan Depot

Bryce Fransen

(831) 419-8798

TheLendingGiant.com

Evolve Bank and Trust

The McClain Team

Jerry McClain 

NMLS# 582914

Patrick McClain 

NMLS# 2118643

The Money 

Market Solutions

Paul LeJoy

(415) 510-0127

TheMoneyMarket.us

Velocity Mortgage Capital Inc

Stuart Solomon

(415) 793-9476

VelocityMortgage.com

Shawn Denton

805-807-9899

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker

(408) 309-9456

AceRelocation.com

MOVING & HOME 

CONCIERGE SERVICE

Extensive Home Solutions

Trish Gray

(650) 400-9562

extensivehomesolutions.com

PHOTOGRAPHY

Fotos by T

Teresa Trobble

2828 S. Bascom Ave

San Jose, CA 95124

(408) 316-1613

Fotosbyt.com/

life-in-your-brand

William Beyer 

Insurance Agency

William Beyer

(510) 527-4640

agents.farmers.com/ca/

kensington/william-beyer

MARKETING & 

COMMUNICATIONS

Fitzsimmons 

Communications

Kate Fitzsimmons

(415) 472-1499

Fitz-Com.com

MORTGAGE

101 Home Loans

Hannah Escher

(707) 321-3570

hannah@101homeloans.com

Amerisave Mortgage

Arton Chau

(650) 759-6539

ArtonChau.com

archau@amerisave.com 

C2 Financial Corporation

Brian Schwartz

(510) 541-7996

LendwithBrian.com

Cross Country Mortgage

Karen Bartholomew

(925) 443-2000

CrossCountryMortgage.

com/Karen-Bartholomew

Groves Capital, Inc.

Sergio Michel

(408) 856-2770

grovescapital.com

Guaranteed Rate

Mohamed Tawy

(619) 599-5643

Goosehead 

Insurance Agency

Justin Turner

(951) 965-4651

JH Insurance, Inc

Jessica Hawkins

(408) 264-2400

jhia.com

Mark Landis 

Insurance Agency

Mark Landis

(408) 910-6225

Patrick Cayabyab Insurance 

Agency Inc

Patrick Cayabyab

(650) 755-9690

agents.farmers.com/ca/

daly-city/patrick-cayabyab

Patrick Chua Insurance 

Agency Inc

Patrick Chua

(650) 249-6999

agents.farmers.com/ca/

san-mateo/patrick-chua

Philip Mills, State Farm/Mills 

Mortgage Brokerage

Philip Mills

(408) 781-5023

phil-mills.com

Sisemore Insurance Agency

Vanessa Sisemore

(925) 899-7926

State Farm Insurance - 

Shana Nelson 

Insurance Agcy

Shana Nelson

(650) 224-6307

ShanaNelson.com

ARCHITECT/BUILDER

Amy Vander

Heyden Architects

(925) 353-0363

BUILDING PRODUCER

EPIC

Amy Felix

(925) 353-0363

CLEANING SERVICES – 

COMMERCIAL

S&R Janitorial

Sonia Romero

(650) 400-8335

srjanitorialservices.com

FINANCIAL PLANNER

Lincoln Financial Advisors

Jack Farnstrom & Gibran Le

(925) 659-0378

Jack.Farnstrom@LFG.com & 

Gibran.Le@LFG.com

FITNESS / 

PERSONAL TRAINER

Send Me a Trainer 

San Jose West

Zane Daugherty

(408) 256-9888

sendmeatrainer.com/

sanjosewestca

GENERAL CONTRACTOR

F Alcaraz Construction

Frank Alcaraz

(831) 747-5005

facremodeling.com

HOME RENOVATION

Curbio

(810) 300-9432

Curbio.com

INSURANCE AGENCY

Geico Mountain View

Lana Nguyen

(408) 409-5262

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!
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Applicant subject to credit and underwriting approval. Not all applicants will be approved for financing. Receipt of application does not represent an approval for financing or interest rate guarantee. Restrictions may apply, contact Guaranteed Rate for current 
rates and more information. Mohamed Tawy NMLS ID: 450660 AZ - 1018822, CA - CA-DFPI450660, CO - 100522433, CT - LO-450660, FL - LO81708, GA - 450660, HI - HI-450660, ID - MLO-2080450660, IL - 031.0065248, KS - LO.0049014, KY - MC738712, LA - Licensed, 
MA - MLO450660, MD - Licensed, MN - MN-MLO-450660, MO - MO-450660, MT - 450660, NC - I-194568, NJ-Licensed, NV - 69645, OR - Licensed, TN - 227350, TX - Licensed, VA - MLO-62142VA , WA - MLO-450660 Guaranteed Rate Inc.; NMLS #2611; For licensing 
information visit nmlsconsumeraccess.org

YOUR SILICON VALLEY TRUSTED MORTGAGE EXPERT
Guaranteed Rate works with over 50 of the top lending institutions and are dedicated 

to helping you find the mortgage that best suits your needs.

CONTACT ME TODAY TO LEARN MORE!
Mohamed Tawy  |  VP of Mortgage Lending
(619) 599-5643  |  Mohamed.Tawy@rate.com  |  rate.com/MohamedTawy
12680 High Bluff Dr. Suite 250  |  San Diego, CA 92130

Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

PROFESSIONAL
CLEANING SERVICES
·  Commercial
· Residential

&RS

CLEAN TODAY,
SELL TOMORROW!

Let us handle the dirty work!
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By Zach Cohen

Photos By Ewa Samples, 
www.maytheartbewithyou.com

was incredibly comfortable. And the 
enemy of great is just good. I had it 
really good where I was … and it’s 
hard to leave all that. So this was 
definitely the push that I needed to 
make that happen.”

COMING HOME

As DD tuned in to her new reality, she 
discovered a deep desire to be home. 

JUNE 30, 2017

When DD Richards and her husband, 
Marc, took off on their vacation to 
Oregon, they were yet unaware of the 
life-changing event that was about 
to occur. Marc had piloted this plane 
many times before, most of them for 
Angel Flight, an organization that 
provides people with life-saving med-
ical care transportation at no cost. 
When the engine blew en route to 
Oregon, however, only DD and Marc 
were on the plane.

Thankfully, they survived. But they 
didn’t escape unscathed. 

“My life shifted forever. It was so 
traumatic,” DD says through a wave of 
emotion. “I was in pain. My back was 
hurt. I still am in pain every day from 
it. It’s affected every aspect of my life.”

FOLLOWING FATE

Growing up, DD’s father was a resi-
dential developer. Her mother was a 
top-producing real estate agent and later 
a title representative. DD remembers 
endless conversations about real estate 
around the dinner table. She also knew 
that she would one day find her way into 
the real estate business.

DD’s first job was in title and escrow. 
She enjoyed a 10-year career in title 
before transitioning to a disclosure 
company. There, she worked her way 
up to vice president of sales — the posi-
tion she held on that fateful June day.

From the moment the plane went 
down, DD understood that it was not 
a coincidence. This event would help 
propel her beyond her comforts and 
into her true calling.

“It was not coincidental. When we 
drove home that day from the plane 
crash … on our drive home, I said, 
‘I feel like this happened for me. I 
feel like this is the push I need to 
change my life,’” DD remembers. 
“Sometimes we get comfortable. I 

In her previous line of work, she 
flew all over the state. And the one 
thing she couldn’t get herself to do 
was to hop on an airplane.

“I just wanted to be home. I 
wanted to lay my head on my 
pillow every night. I wanted to dig 
into my community. I traveled so 
much in that line of work. I just 
wanted to be home.”

WORDS OF 

WISDOM

“Sometimes 
we get 

comfortable. 
I was 

incredibly 
comfortable. 

And the 
enemy of 
great is 

just good.”

following fateRI
C
H
A
RD

S
“DD” 
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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.

(925) 377-0607 | www.invznmedia.com

For Pricing & Bookings check us out online!

INVZN Media

Follow us on

DD already had her 
real estate license. 
She always planned to 
become a REALTOR®; 
she just didn’t know 
when that would 
happen. A few months 
after the plane crash, 
she was ready.

LIVING IN JOY

DD got her start in 
2018, and her business 
has grown exponentially 
since. She describes 
real estate as harder 
than she imagined, but 
she also notes that it’s 
more rewarding than 
she envisioned. 

coming up for me. I don’t 
know, honestly, what the next 
step is, other than I’m putting 
the pieces in place to have a 
better balance between my 
business and my personal life.”

GIVING THANKS

“I’d love to talk about 
support. There is 
so much Coldwell 
Banker has to offer. 
They’ve been so 
pivotal in having 
success and having 
success early. A lot 
of agents go where 
the money is, where 
the technology is, 
or something else. 
When I look at what 
has helped me 
really win a listing, 
what has helped 
me connect with 
buyers, it’s all about 
the brokerage, and 
Coldwell Banker has 
played such a huge 
role in my success.”

“I found my groove, and it’s 
been amazing,” DD beams. 
“I love helping my clients 
achieve their goals.”

Over the past few years, DD 
has fully dedicated herself to 
building her real estate busi-
ness. She’s worked more hours 
than she has at any point in her 
life, and while she enjoyed this 
intense period of growth, she’s 
now ready to take a breath, step 
back and seek more balance. 

“At the end of every year, I take 
some time off and I usually 
travel somewhere by myself 
and I look at — what do I want 
in life? Where am I going and 
what are my goals? So that’s 
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Your property is unique.

Brian R. Schwartz (510) 541-7996
brian@lendwithbrian.com | lendwithbrian.com

10509 Vista Sorrento Pkwy, Suite #400, San Diego, CA 92121
NMLS #868968 | BRE #01125625

YOUR FINANCING SOLUTION
SHOULD BE TOO.

925-899-7926

Vanessa@sisemoreagency.com

www.farmersagent.com/vsisemore

There's a big di�erence 
between HAVING insurance 
and BEING insured.

Refer Vanessa & Give Your Clients Peace Of Mind

Vanessa Sisemore
Sisemore Insurance Agency

As an agent experienced in Real Estate
transactions, I can help you & your clients with:
• Evidence of Insurance forms on short notice & timely
• Fast, dependable service
• Broad & tailored coverage options
• Competitive rates & a variety of discounts
• Extensive experience & creative policy options
• Hard to place homes

(508) 514-0766  |  vlad@lv-prod.com
www.lv-prod.com/re

Real Estate
Video Production
Increase the visibility of your 
personal brand on social media 
and showcase your properties 
with our interactive videos.

Vlad Lapich, 
Videographer & Creative Director

Let's connect today!
536 East Main Street | Vacaville, CA 95688

(707) 449-4988
jonedwardssalonandspa@gmail.com
www.jonedwardssalonandspa.com

HAIR | SPA | MASSAGE

We have everything you need
to look and feel your best.

Let our experts take care of it all--
schedule an appointment today!

Why Settle for Ordinary
When You Can HaveExtraordinary?
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Jack Farnstrom, CRPC®
(925) 659-0378

Jack.Farnstrom@LFG.com

Gibran Le, CRPC®
(925) 659-0332

Gibran.Le@LFG.com 
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CRISTINA 
GONZALEZ

 

 LUXURY HOME STAGING
THAT GETS YOU STUNNING RESULTS

EncoreStagingServices.com/Portfolio

 

The #1 preferred home staging company
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greater than the sum of their parts

ONE REAL 
ESTATE 
PARTNERS

JULIE 
DAVIS& 
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“My parents both came at very young ages, and 
their journey to the U.S. was not easy, often being 
sent right back to Mexico (they would use ‘coyotes’ 
to cross the border). My father came to the U.S. 
with $5 in his pocket and dreams of earning a living 
in the U.S., and my mother came to take care of her 
uncle’s kids,” Cristina reflects.

Cristina’s parents met when they were 17, and they 
had Cristina shortly after.

“You know, humble beginnings.”

As Cristina reflects on her upbringing, her pace 
slows. She has carefully contemplated the impact 
that her childhood has had on her adult life. 

“It has left me with so much,” she offers. “If I could 
say one word, it’s strength. If you want something, 
you have to work hard for it. I always knew how to 
work hard. You just do it. It’s left me a legacy that 
I can show my kids. It doesn’t matter where you 
come from; if you work hard and really want some-
thing, and if you’re doing it for the right reasons, 
the universe responds. You need to have intention.”

Cristina’s first professional role was as an 
executive assistant for a software company. 
She enjoyed the work, but she always knew 
she wanted more. By 2006, she was about to be 
married, and she began to brainstorm new career 
ideas. What could she do that would be fulfilling 
and supportive for a growing family?

“Real estate came up as an option, and I went for it.”

Cristina began her real estate career at one of
 the more challenging times in recent memory, 
but that hasn’t prevented her from achieving 
long-term success. 

“With me, you get honesty. You get experience. But 
also, each one of us has a spirit, and that spirit is 
authentic to you. So, what you’re going to get with me 
is authenticity but also a drive to do the best for my 
clients. I love to negotiate. I love to help clients. What 
do you need? Where are you going?”

Beginnings: Julie Davis

Julie began her real estate career after a bet with her 
husband. From day one, she led with a competitive, 
‘won’t-take-no-for-an-answer’ attitude.

In systems theory, emergent 

behaviors are exhibited when 

individual parts come together 

to create a whole. This system 

is capable of expressing itself in 

new, emergent ways. In other 

words, the emergent system is 

greater than the sum of its parts.

Examples of emergent behav-
iors are everywhere. From the 
organization of the cells in our 
bodies to how birds gather in 
flocks, emergent behaviors 
define our reality. 

Julie Davis and Cristina Gonzalez 
have tapped into this concept 
by creating One Real Estate 
Partners. Julie and Cristina have 
each developed successful real 
estate careers in their own right. 
When they joined forces in 2021, 
they birthed a team that has been 
able to far exceed any outcome 
they could have achieved alone.

“We’ve chosen to take a 
different direction in real 
estate,” Julie explains. 
“We’re not promoting our-
selves, and we’ve chosen 
to build a team of strong, 
successful women. We’ve 
chosen to take our energy, 
mentor them and watch them 
grow. We’ve gone from being 
individual agents to bringing 
out strength in numbers.”

To understand what Julie and 
Cristina are creating in the 
present, we must first under-
stand where each woman 
comes from.

Beginnings: Cristina Gonzalez

Cristina’s parents immigrated 
to the U.S. from Mexico, and 
Cristina has been working 
since she was 14 — before it 
was even legal to hire her.

WHAT IS 
YOUR ONE 
THING THAT 
MOTIVATES 
YOU EVERY 
SINGLE 
DAY? IF YOU 
FOCUS ON 
YOUR ONE 
THING, THEN 
EVERYTHING 
ELSE FALLS 
INTO PLACE.

”
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“He bought a home right before he 
proposed to me so that he felt my 
parents would find him approving. He 
hired a REALTOR®, and I kept saying, 
‘I could do that.’ And my husband said, 
‘Why don’t you go do that?’ So I did.”

For 18 years, Julie has applied grit 
and tenacity to her work. 

“I am a head down, focused, com-
petitive, aggressive agent. I worked 
my tail off to earn respect and, at the 
same time, raise two kids who are 
now in high school. I had five babysit-
ters on call because I never knew 
when I needed to go to an appoint-
ment. I was very driven.”

In building her business, Julie leaned 
into the lessons she learned from her 
parents growing up. Her father built a 
business, and the need for hard work 
was instilled in her from an early age.

After the 2008 recession began to 
fade and the economy recovered, 
Julie’s business really took flight. It 
was then that her first visions for One 
Real Estate Partners were born. Julie 
had tremendous energy for her busi-
ness, and she knew she was destined 
for something much bigger than one 
individual could create.

“When I met Cristina in 2012, I knew 
it would take me 10 years to channel 
calmness and energy the way she 
did,” Julie reflects.

“There has always been this force in 
her life of being competitive, driven 
and seeing the next five to 10 years 
very clearly,” Cristina adds. “So she 
was ahead of me as far as the vision 
for One Real Estate Partners.”

Complementary Outlooks 

In 2021, Julie and Cristina joined 
forces. They did so with a vision 
that’s unique in the business.

“Every agent on our 
team is a partner. 
Cristina and I are just 
founding partners,” Julie 
explains. “We don’t have 
buyer’s agents. We don’t 
have listing agents. We 
have partners.”

“This allows us to 
grow at another level,” 
Cristina says.

Julie and Cristina 
describe themselves as 
yin and yang. They are 
different people with 
different strengths, 
and they believe those 
strengths are comple-
mentary. Julie brings 
a driven, aggressive 
nature. She’s high 
energy and efficient. 
Cristina brings a calm-
ing way. Her strong 
yoga and meditation 
practice has given her 
the foundation to be 
a grounding force in a 
chaotic industry.

“When we are coaching 
an agent, they get the 
best of both of us. You’re 
getting two seasoned, 
successful agents with an 
insane amount of work 
ethic,” Julie explains.

Looking Forward

In 2021, Julie and 
Cristina’s first year 
together, their goal 
was to close $80. They 
exceeded that goal by 
around $15 million. 
They currently have 
two agent partners and 
hope to add two more in 
the coming year.

“We are hyper-focused on growing our agents. It’s a lot 
of energy we take on. We are giving ourselves a lot of 
responsibility. We’re working harder than we’ve worked 
in the last five to seven years by leading by example 
and wearing the mentoring and coaching hat,” Julie 
says. “What makes us unique mentors is that we’re still 
in the business. We have our own growing individual 
businesses. We’re not just talking. We’re doing. We are 
leading by example. We understand what our agents are 
doing. We understand the nuances.”

Julie and Cristina chose the name One Real Estate 
Partners because they want their agents to focus on 
accomplishing their “one thing” — i.e., the thing that 
is most important to them. Julie’s one thing is creating 
financial independence that she can model to her chil-
dren, Ryder (16) and Lauren (14). Cristina’s one thing is 
to be the best person she can be, which relates to being 
the best mother to her children, Reese (24), Christian 
(13) and Nathan (11), and the best business owner.

“We’re hyper-focused on our message to our agent part-
ners. What is your one thing that motivates you every 
single day? If you focus on your one thing, then every-
thing else falls into place.”

WHAT MAKES 
US UNIQUE 
MENTORS IS 
THAT WE’RE 
STILL IN THE 
BUSINESS. 
WE HAVE 
OUR OWN 
GROWING 
INDIVIDUAL 
BUSINESSES. 
WE’RE 
NOT JUST 
TALKING. 
WE’RE 
DOING. 

”
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Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

Want a copy of your article or 
full magazines that you were 
featured in?  
REPRINTS

What the heck is a reprint? A reprint is a four-page or eight-page, 
magazine-quality grade paper with your full article and photos 
and you on the COVER of the publication.

WHY DO I NEED THOSE?
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brand you, your team and/ or your business.
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• Send out to friends and family
• Send to clients with your holiday greetings
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WHAT IF I CHANGED COMPANIES OR NEED SOMETHING CORRECTED ON 

MY ARTICLE?

No worries! We can make any changes needed. We send you a 
proof, you approve it and they are sent to you via FedEx.

WHO CAN BUY THESE?
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Email Mitch.Felix@RealProducersmag.com.
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I eventually dropped off, while my 
friends became professionals. In their 
Thrasher Magazine interviews they 
would say things like, ‘I used to skate 
with Phil Chen, but he quit.’ I will 
never forget that.”

“I remember I took a few years off 
and when I was in college, I regretted 
not turning pro,” Phil admits candidly. 
“I told my parents, ‘I’m going to regret 
this my whole life. I’m going to quit 
school and go pro.’ But I never did it. 
And I am going to regret it my whole 
life. I was too young to enjoy or see 
what the potential would be.”

Despite the sense of loss from a 
skateboarding career that never was, 
Phil’s path has led him to great things: 
first, a career in fitness, and now, a 
blossoming real estate business. He 
still takes lessons from his early years 
on a skateboard with him every day.

With the nature of a skateboarder, 
Phil remains willing to take chances 
when the time is ripe. “I’m constant-
ly rolling the dice and taking risks 
and chances. That’s my nature. I’m 
not conservative work-wise. I’m al-
ways going to take the leap of faith,” 
he explains.

“The lessons I learned from skate-
boarding -- it was determination. 
Living, sleeping, breathing what you 
do, it becomes natural and instinctive. 
In a little way, I got a taste of what 
being an elite athlete was like. I could 
go to sleep, dream a trick, and do it 
the next day. I tell my kids now, try to 
be the best at whatever you do.”

In college, Phil delved into another 
physical pursuit: fitness. He studied 
exercise science with a minor in 
holistic health and Chinese medicine. 
He’d go on to attend graduate school 
for physical therapy and aspired to 
open an east-west clinic for peak per-
formance, combining his knowledge 
of Chinese medicine with his under-
standing of western techniques. 

“But before I did that, I cashed out my 
credit cards to open my own gyms, 
and that’s where I got the most train-
ing for real estate.”

In the fitness world, Phil learned the 
service business. It was a natural 
segway to shift from personal fitness 
training to luxury real estate. “It’s the 
same thing,” Phil explains. “Fitness is 
an art backed by science. Real estate is 
an art backed by quantitative analysis.”

During his years as a gym owner in 
the San Francisco financial district, 
Phil was also able to (unknowingly) 
begin to build his real estate client 
database. Phil’s private personal 
training studios catered to Fortune 
500 CEO’s, bankers, brokers, lawyers, 
and other affluent clientele. 

“I was just in my gym, working and 
hanging out,” Phil says, tellingly. 
Eventually, some of Phil’s clients 
became his business partners. “They 
would buy real estate, and I would 
manage it. I had no money back then. 
That’s how I got my feet wet.” 

By 2006, Phil realized it was time to 
make a choice. With one foot in the 
fitness world and the other in the real 
estate world, his attention was divid-
ed. As he admits, “I was half-assing 
[real estate].” 

“I had to choose. I took the leap of 
faith and got into real estate full time 
in ‘06.”

In 2006, Phil experienced success, 
but the downturn of 2007 through 
2009 would make him think twice 
about his decision to dive into real 
estate. “I thought, what am I doing? 
Those were rough years.” But instead 
of getting discouraged, Phil doubled 
down on his commitment. 

“I am an eternal optimist… I always 
think the sky is blue and it will work 
out. There are often times of high 
stress, but for the most part, I always 

feel Everything’s Gonna Be Alright 
(Quoting the Bob Marley song).”

Phil opened his own boutique broker-
age, Sybarite, without ever working 
for a larger brokerage, using the 
knowledge he accrued mainly on his 
own through his family’s investments, 
observation, intuition, and experience. 
By 2010, he put himself on the map 

as a top real estate agent in the highly 
competitive area of Hillsborough.

Coming to Compass from Sybarite, 
which he operated and ran for the 
better part of a decade, has given Phil 
a unique perspective on the state of 
the local real estate market. “Com-
pass is a unique speeding freight train 
right now,” Phil comments. 

“I’m fortunate to have had three careers 
that I was passionate about, became 
really good at and made into careers.”

Regardless of the brokerage where he 
hangs his license, Phil knows his rep-
utation is what carries him to success. 
“People trust me. Reputation is so 
important over any deal or commis-
sion. That’s the reason am usually one 

of the first choices amongst so many 
talented agents in the Bay Area.”

Phil stays motivated by staying 
humble and continually striving to 
improve in all aspects of his work. 

“I’m still hungry, so watch out.”
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CHEN
From the Street Skate to Real Estate Sales: Continuing to Take the Leap of Faith

By Zach Cohen

Photos By Brandon Busa

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

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

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

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

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

phil
“This is the key: if you want to be 
good at something, you have to 
eat, sleep, and dream it.”

cover story
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F U L L  C I R C L E
By Zach Cohen  |  Photos By Ewa Samples, www.maytheartbewithyou.com

to the United States, I was trying to 
decide what I wanted to do with my 
life. It was easy for me to fall back into 
my old role at Gap corporate, and I 
did. I loved that experience, but at the 
same time, I wanted more.”

Root Down

In the ensuing months and years, 
Nikki got together with her now-hus-
band, got married and had kids. She 
decided to stay at home with her 
children before they entered school 
but always knew she’d return to the 
workforce to pursue her dreams.

Nikki had the gift of time while 
exploring career options. She consid-
ered her skills, her experience and 

what she wanted to bring into 
the world.

“I’ve always been a soul searcher, wanting 
to find meaning in my life,” Nikki Cocco 
Boyle begins. 

Since 2017, Nikki has been an integral 
part of the birth of one of the Bay Area’s 
up-and-coming real estate teams. She 
believes that it’s the life events and expe-
riences preceding her venture into real 
estate that have allowed her to find both 
success and meaning.

Spreading Her Wings

After graduating from college, Nikki 
set out to find her place professionally. 
She landed work at a venture capitalism 
startup in San Francisco, then relocated to 
Southern California, became a hairdresser 
and eventually returned to the Bay Area to 
work for Gap Inc. 

“It was an exciting time,” Nikki reflects. “I 
was young, in my early 20s, living in the 
city, living that corporate life.”

While working for Gap, Nikki took a 
volunteer trip to Honduras with Habitat 
for Humanity that forever reshaped how 
she saw the world around her. In just a 
week, she was inspired and invigorated 

with a new passion to serve. After 
five years at Gap, she decided to make 
a drastic change. 

“I decided to take my volunteerism 
to the next level. I applied and was 
accepted to the Peace Corps, and I 
moved to Zambia in 2003.”

Nikki’s nearly three years as a Peace 
Corps volunteer were both reward-
ing and challenging. She met like-
minded people who wanted to serve 
a bigger vision. She also experienced 
the daily hardships of living in a 
developing nation.

When Nikki returned home, she 
found herself at a crossroads.

“I think it shaped my perspective of 
the world and my place in the 
world. So when I came back 

NIKKI 
COCCO BOYLE 
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“My father is a local builder in 
the area and has been building 
homes in mostly Redwood City 
my entire life,” Nikki explains. 
“I’ve always been submerged 
in that world. I have such vivid 
memories of running through the 
homes he was building, the smell 
of fresh-cut wood, running on 
dirt piles.”

Nikki had long held a desire to 
get into the real estate industry in 
some shape or form, and in 2017, 
she was ready to make the leap.

“I had to follow my own path. 
Everything in my path led me 

to where I was at the time I 
decided to become an agent. 

I had to fly and spread my wings 
before I came back and wanted to put 
roots down.”

Finding Her Way in Real Estate

“Anything I set my sights on, I’m 
going to do it right and 100%. That’s 
how I apply myself to everything,” 
Nikki says.

Early in her career, Nikki put tre-
mendous effort into finding a mentor 
and getting herself educated. With 
no experience, she knew that being 
in a position to gain as much knowl-
edge as possible would accelerate 
her career trajectory. In the first few 
months of her career, she found her-
self at a pivotal networking meeting.

Nikki had attended these meetings 
before. Top agents would share their 
successes and challenges in a round-
robin environment. Nikki had always 
felt a bit shy at these meetings, as she 
had no news or listings to share as 
a new agent. But when her mentor’s 
advice led her to secure a stunning 
three listings in her first four months 
on the job, she headed into the net-
working meeting with juicy updates.

“I’m there with my new off-mar-
ket listings. I had something to 

contribute. I was so excited 
I had something to share,” 

Nikki recalls. 

Agent Mariana Pappalardo was at the 
meeting, and Mariana was curious 
about Nikki’s listings. She asked for 
more info during the meeting and 
then called to follow up later. By that 
evening, Nikki received an email with 
offers for two of her off-market list-
ings — from Mariana’s clients.

“I was floored. I was so excited, 
beside myself,” Nikki says.

More importantly, this was the begin-
ning of what has become a lasting part-
nership between Nikki and Mariana. 
Throughout those first transactions, 
the pair connected with mutual respect. 
Although Nikki was new, her honesty, 
communication skills and hard-working 
demeanor were on full display.

“At that point in her career, Mariana’s 
business was starting to boom. She 
also had children and was looking to 
possibly partner up with someone.”

Just a few months later, Nikki became 
the first member of Mariana’s team. 

“I am forever grateful to Mariana. 
I have learned so much working 
alongside her. She took me to every 
appointment, counseled me through 
every transaction, and introduced me 
to everyone. She has been encourag-
ing and inspiring me since day one.” 

Over the past four years, the group 
has grown to a team of five.

“I look back on our pro-
duction when we first 
started and where we are 
today — it’s mind-boggling 
to see the growth and 
expansion of our team. I 
went from a $4 million 
year as a solo agent to hit-
ting $30 million so far this 
year as part of the team. I 
owe so much of my growth 
as an agent to Mariana 
and her mentorship. And I 
simply wouldn’t be where 
I am today without all of 
our wonderful clients.”

Full Circle

In 2021, Nikki had the 
pleasure of working with 
her father, Mike Cocco, on 
a recent development in 
Redwood City. For some-
one who is always finding 
meaning in her life, it felt 
like a gift to team up with 
her father, who is nearing 
the end of his career.

“He’s been building homes 
my whole life. I’ve always 
been so proud of him. It’s 
his legacy he’s leaving. I 
can drive around Redwood 
City and see the homes 
my dad built. They’ll be 
standing for years and 
years to come.”

In a touching addition, 
Mike named the new street 
in honor of his family 
name, Cocco.

“Cocco Lane will always 
exist in Redwood City, 
and that’s where my heart 
is, and I know it is for 
my dad as well. All the 
grandkids came by, taking 
pictures under the street 

sign. He can be proud of what he 
accomplished, and I got to play a 
small part in it.”

As Nikki reflects on the path that 
has brought her to the present day, 
she feels she is right where she is 
supposed to be. She’s carrying the 
baton forward — for her family, for 
her community and for herself.

“I’ve always wanted to explore and see 
the world. I got to do those things, and 
then I realized that home is where my 
heart is, and my home is here in the 
Bay Area. It’s so cool that I was able to 
do all those things I wanted to do and 
come home and get into an industry 
that inspires me.”

Words of Wisdom

“I had to follow my own path. 
Everything in my path led me to where 
I was at the time I decided to become 
an agent. I had to fly and spread my 
wings before I came back and wanted 
to put roots down.”

Anything I  set 
my s ights on,  I ’m 
going to do it 

r ight and 100%. 

That ’s  how I 
apply mysel f  to 
everything.“
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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

Call 408-758-8293 to schedule a 15-minute appointment 
to get package prices, or visit www.videobrandingonline.com

VIDEO PRODUCTIONS
C SHARPChristine Ann Iglesias | Founder, CEO & Author

C Sharp Video Productions LLC

ELEVATE YOUR BUSINESS WITH VIDEOS

Build your brand with our structured 
process so that you can... 

Get more leads online and qualify them

Be the go-to person who people call first

Share your agent story
…even if you are busy focusing on the sale.

Contact Trish for a free consultation!
650.400.9562  |  info@exhsi.com 
ExtensiveHomeSolutions.com
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We o�er moving concierge services that will
help get your listings on the market faster.
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BRYCE FRANSEN
#TheLendingGiant
NMLS: 993703

(831) 419-8798
Bryce@thelendinggiant.com
www.loandepot.com/loan-officers/bfransen
www.thelendinggiant.com

REQUEST A FREE PERSONALIZED RATE QUOTE TODAY!

YOUR LOCAL
MORTGAGE
EXPERT
Making lending solutions a breeze!
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Jerry McClain
The McClain Team
Home Loan Advisor

NMLS# 582914

getevolved.com/mcclain
jerry.mcclain@getevolved.com

408.799.7407

Here to Guide Your Clients Every Step of  the Way

Patrick McClain
The McClain Team
Home Loan Advisor

NMLS #2118643

getevolved.com/p-mcclain
patrick.mcclain@getevolved.com

408.772.3815

 First Time Home Buyers, Primary Homes, 
Investment Properties, Second Homes, 

Renovation Loans, Construction Loans & More
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Silicon Valley Real Producers 

PARTNER MEETUP

event recap
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ERIC 
BRADLEY

uring his childhood, Eric Bradley would 
often spend his days at the restaurant 
his family owned and operated for over 

35 years. He has vivid memories of early mornings 
spent with his grandmother. What stuck with him 
most was watching her care for her clientele.

“We ran an American-style deli with Middle 
Eastern/Lebanese pocket bread and foods… My 
grandmother would be there at 3 a.m. every day 
to make the bread, cookies, and potato salad for 
the day. At 6, she would go from table to table, sit 
down with them, ask them how their food was, 
learn about them and make them smile. That 
was instilled in me — take care of people, take 
an interest in them and make their days brighter 
with laughter.”

The lessons that Eric learned from his grandmother 
stayed with him through the years. Decades later, 
he applies the very same principles to his real 
estate business. 

“If I help others get what they want, I’ll get what I 
want. It’s being a leader that pushes from the back, 
not just from the front. It’s putting people’s passions 
and needs above mine and in the forefront. I wrap 
my arms around people, find out where they want to 
go and push them to where they want to be.”

THE ROAD HOME

After graduating high school in 2005, Eric headed 
off to college. But when his grandmother and father 
were both diagnosed with cancer, he returned home 
to care for them.

“They both passed away in late 2007, and I found 
myself thinking, ‘What do I do now?’”

Eric’s uncles and grandfathers were all engaged 
in the real estate business. One of his uncles ran 
the Pleasanton Keller Williams office, where Eric 
landed a job working the front desk. 

“Honestly, it was the first job I could find,” Eric 
admits. “I never wanted to be in real estate because 
I saw it as a stuffy career … but my tone changed 
when I started working in a real estate office.”

Eric recognized that there were many types of 
people that made successful agents. He came to see 
the financial opportunity in the industry. Slowly, he 
warmed to the idea of being licensed.

“The turning point was that I saw a paycheck for $80,000 in 
2008. I asked if that was a full year’s wage in my hand. They 
said, ‘Actually, he double-ended a $1.2 million house, and that’s 
what they made.’ Then I met that agent and helped them with 
business cards. And in that interaction, they were struggling 
just to make business cards. I knew there was success to be 
made in this business.”

In 2010, Eric began selling real estate in Sacramento. 

THE MAKING OF A LEADER

After four years of selling, Eric realized that he enjoyed helping 
others build their businesses more than selling real estate him-
self. In 2014, he joined a top real estate team in the Sacramento 
area in a leadership role.

“We averaged 350 units, $150 million in volume. My job was 
to recruit, train, coach, operations, P&L — everything but the 
sales aspect.”

After four years, the owner of that team moved to another bro-
kerage, but Eric was able to retain the entire team. He eventually 
helped many of those agents start their own individual busi-
nesses and teams.

In 2020, Eric became the growth director for Keller Williams’ 
Northern California and Hawaii region, a position he still holds 
today. His role is to support, lead and train the leadership teams 
of the 35 Keller Williams franchises in the region. He’s also 
taken on the role of operating principal for the Keller Williams 
Cupertino office.

LESSONS LEARNED IN LEADERSHIP

Eric believes that leadership starts with self-leadership.

“To be the best leader, I need to be the best me. Self-leadership 
starts with self-awareness. Self-awareness is understanding who 
I am, where I’m at in life, and where I want to go. That’s helped 
me understand how to help others lead their own lives,” he 
explains. “I was taught to help someone get what they want, you 
have to teach them how to think the way they need to think to 
inspire them to action. It all starts with your mindset.”

As Eric looks ahead, he recognizes that he’s faced with an 
ever-changing industry. In the past two years alone, the real estate 
business has been altered in ways that no one would have been 
able to predict. Rather than resisting change, he embraces it.

“In this ever-changing industry, I’m focused on being at the fore-
front of that… A quote I think of often is from Wayne Gretzky. ‘I 
skate to where the puck is going to be, not to where it has been.’ 
The industry is changing so much. My hope is to be the puck — to 
be someone changing the industry.”

D
celebrating leaders

The Making of a Leader

By Zachary Cohen
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August 17, 10 AM - 2 PM

September 21, 10 AM - 12 PM

October 19, 10 AM - 12 PM

November 16, 10 AM - 12 PM (SVRP Partners Only)

upcoming events

PLEASE SAVE THE 

DATES

( T H E  T H I R D 

W E D N E S D A Y  O F 

E V E R Y  M O N T H )

2022 SVRP 
EVENT 

CALENDAR 

DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.

A GIVING PROGRAM BY

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.

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 WE SELL, 
N2 DONATES ENOUGH
MONEY TO FREE 2 SLAVES 
FROM CAPTIVITY.

Visit n2gives.com to learn more
about our giving program.
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Amy Felix | 925-353-0363
Hello@BuildEverythingEPIC.com


