
Team Buchanan: 
Andy, Chris, and Sean Buchanan
Photos by Ewa Samples, www.maytheartbewithyou.com
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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!
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affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine. These 

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

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

ARCHITECT/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

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

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

C2 Financial Corporation

Brian Schwartz

(510) 541-7996

LendwithBrian.com

General Mortgage Capital

Corporation dba EMeta

Funding

Arton Chau

NMLS #282533

Cell: 650-759-6539

arton.chau@gmccloan.com

Evolve Bank and Trust

The McClain Team

Jerry McClain

NMLS# 582914

Patrick McClain

NMLS# 2118643

Guaranteed Rate

Mohamed Tawy

(619) 599-5643

Loan Depot

Bryce Fransen

(831) 419-8798

TheLendingGiant.com

PMG Home Loans

Sergio Michel

(408) 856-2770

www.pmgloans.com

MORTGAGE LENDER

Your Mortgage Girl at 

Guaranteed Rate

Padi Goodspeed

(916) 257-9435

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker

(408) 309-9456

AceRelocation.com

MOVING & HOME 

CONCIERGE SERVICE

Extensive Home Solutions

Trish Gray

(650) 400-9562

extensivehome

solutions.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

May The Art Be With You

Ewa Samples

(408) 510-4621

ewasamples

photography.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

brgrealtycorp.com

REAL ESTATE 

PHOTOGRAPHY/VIDEOS

INVZN Media

Brooks Landry

(925) 216-7702

INVZNmedia.com

SALON & SPA

Jon Edwards Salon & Spa

Ed Pardini

(707) 449-4988

jonedwardssalon

andspa.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

VIDEO PRODUCTION

C Sharp Video Productions

Christine Ann Iglesias

(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

WE TRANSFORM 
BUSINESSES 

Reach out to your neighborhood 
publisher for more information.

HYPORTDIGITAL.COM

We handle the details so business owners can 

spend their time doing what they do best. 

Web Design

Acquisition Email Campaigns

Search Engine Optimization

Live Chat

SEM / Paid Search

Mobile and Display Advertising

OTT / CTV Streaming Advertising

Paid Social Media
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profile

By Zachary Cohen

Photos By Ewa Samples — 

www.maytheartbewithyou.com

ridiculous thought out of my head, that no 
one is going to buy a house from an 18-year-
old kid,’” Andrew reflects with a laugh.

Seventeen years later, Andrew turned 
back toward real estate.

“I still had this desire to do something in 
real estate. So I decided to go off and get 
my license.”

Building a Business

Andrew began part-time in 2005. In 2009, 
the changes he expected in the tech world 
came to fruition.

“Sure enough, by 2009, our company 
closed their site here in Santa Clara for my 
organization of over 1000 people, and that 
was the end of my time at Intel.”

Instead of plugging back into the tech 
world in a new role, Andrew decided to 
devote himself to real estate full-time.

Over the years, Andrew steadily grew his 
business through a traditional brokerage 
model. In 2018, he joined Redfin, represent-
ing the next step in the evolution of his busi-
ness. Redfin has allowed Andrew to focus on 
what he loves about the industry and leave 
the marketing side to the company.

I’m not about trying to get you closed. I 
want to get you what you need. Working for 
Redfin, we have a team approach, a com-
pany approach, and it’s all focused on the 
customer. If there’s someone better on my 
team that is a better fit, I can refer you. It’s a 
refreshing mindset.

ANDREW
WEINBERGERA NEW 

MODEL FOR 
SUCCESS

In the late ‘90s and early 2000s, Andrew 
Weinberger worked for Intel Corporation. It 
was the height of the tech boom, and 
Silicon Valley was thriving. Yet, by 
2005, Andrew sensed a changing 
landscape on the horizon.

“I saw the writing on the wall. 
Things were winding down in the 
tech world at the time. There was 
a lot of outsourcing of jobs as we 
led into the recession.”

Inspired by the opportunity to 
guide others through such 
a monumental trans-
action, Andrew had 
dreamed of becoming 
a REALTOR® nearly 
two decades prior, 
at the ripe young age 
of 18. However, his 
mom dissuaded him 
from taking the leap at 
the time.

“I was 18. I went to my mom and 
said, ‘I don’t want to go to school. I 
want to be a real estate agent.’ Like 
all good moms, she told me to get that 
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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

“One of the things I realized was I was spending at least 
50% of my day every day marketing, trying to figure out 
how to get the next client. It took away from the fun. That 
wasn’t fun for me. I really just liked being with people,” 
Andrew explains. “Redfin turned out to be the perfect fit. 
It’s the place where I don’t have to spend a second of time 
finding a customer because that’s what they do. They bring 
the leads, and we win the trust of the customer to help 
them with what they need.”

With Redfin, Andrew has enjoyed tremendous suc-
cess. He closed $51 million in 2021, and he’s pacing to 
exceed that number in 2022. But most importantly, he’s 
happier. He gets to spend more time with his clients and 
then head home to be with his family.

“I’m not about trying to get you closed. I want to get 
you what you need. Working for Redfin, we have a team 
approach, a company approach, and it’s all focused on 
the customer. If there’s someone better on my team that 
is a better fit, I can refer you. It’s a refreshing mindset.”

Real Estate 

with Heart

Outside real estate, 
Andrew spends most 
of his time with his 
wife, Mellownee, 
and daughter, Mia. 
They are big 49ers 
fans and enjoy going 
to games. Andrew 
describes his home 
life as family-ori-
ented and down-to-
earth — just like his 
real estate business.

As Andrew looks ahead, he hopes to continue imple-
menting the strategies that have made him a successful 
agent for the past 17+ years: consistency, communica-
tion, transparency, and client care.

“I have a customer-first mindset. I want to make sure we 
are a good fit above all else … I honestly and sincerely 
care about the outcome for clients, and that’s not a line. 
I listen. I want to make sure people really end up with 
something that’s going to make them super happy.”

FUN FACT

Andrew was 
born in Ukraine. 

He moved to 
the U.S. with his 
family in 1978 at 

7 years old. His 
native language 

is Hungarian, 
and he speaks 

Russian as well.
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536 East Main Street | Vacaville, CA 95688
(707) 449-4988

jonedwardssalonandspa@gmail.com
www.jonedwardssalonandspa.com

HAIR | SPA | MASSAGE | FACIALS
SEMI-PERMANENT MAKE-UP

BODY CONTOURING

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?

JON EDWARDS
SALON & SPA

How do you hook a homebuyer? Through story.

We are wired for story -- Build trust.
Telling the best stories makes the complex accessible.

Call today to explore the ways you, and the homes you sell, have stories to tell.

(415) 472-1499
kf@fitz-com.com  //  www.fitz-com.com

Choosing words to ignite connections

Moving you down the 
street or around the globe.

 Ready to Move?  
408-878-0007

 egalpine@acerelocation.com
www.AceRelocation.com

Moving you down the 
street or around the globe.

Call Eric Galpine for a 
FREE, no-obligation 

moving estimate!

 RESIDENTIAL | CORPORATE | STORAGE  RESIDENTIAL | CORPORATE | STORAGE 
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Katherine Hunt’s real estate 
journey began in 1988. Although 
she didn’t envision herself as a 
REALTOR® at the time, she soon real-
ized real estate was going to be a great 
fit for her as a career. When her college 
roommate alerted her to a job as an admin-
istrative assistant for a 20 person real estate 
office, she accepted, and so began her real 
estate career.

Over the next 34 years, Katherine thrived in 
multiple real estate sectors: residential sales, 
mortgage lending, and investing. After 2010, 
Katherine took some time away from the cli-
ent-facing aspect of the business, but she returned 
in late 2017.

THE ARC OF SUCCESS
Katherine has had the pleasure of working for 
several different top brokerages, from Cornish 
and Carey to Coldwell Banker. When her 
daughters were young, she moved into mort-
gage lending, where she spent over a decade 
working with past clients. In 2009, after the 
economic recession impacted the real estate 
world, Katherine stepped back from client 
service to focus on family. Throughout this 
time, she continued to manage an invest-
ment portfolio, renovating both personal 
and investment properties..

“Even as a kid, I helped my parents paint 
and attach door knobs in apartments. 
Then in high school, I was interested 
in architecture and drafting. I studied 
design in college,” Katherine reflects. 
“So I’ve always really liked real estate, 
and I believe in real estate… It was time 
to return to the client aspect of the 
business.”

EXPERIENCE WITH A NEW LOOK
Katherine has always approached her 
work in real estate as a consultant, not 
a salesperson. She’s personable, cli-
ent-focused, and transparent. She brings 
integrity, experience, and perspective to the 
table. There’s an immediate likability to her 
way that is both genuine and confident. 
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So I’ve always 
really liked 
real estate, 
and I believe 
in real estate… 
It was time 
to return to 
the client 
aspect of the 
business.
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but a contribution to your life, your sta-
bility, and your community. This area 
is so resilient. It’s dynamic. It’s a great 
place to be.”

Katherine advises agents to find a 
community to support them, whether 
that’s a team, a brokerage, or another 
organization.

“Try to find a community. That’s one 
of the reasons teams are so prevalent 
now. It’s to have that closer network of 
people to work with. You need support. 
It’s a complicated business and getting 
more complicated all the time. There’s 
a lot of nuance that goes into this busi-
ness,” she says.

“What I enjoy is simple — getting to 
know people and helping them enjoy 
the accomplishment of this very 
important milestone in their lives.”

What I enjoy is 
simple — getting 
to know people 
and helping 
them enjoy the 
accomplishment 
of this very 
important 
milestone in 
their lives.

FAMILY SPOTLIGHT
Katherine’s two children, 
Carolyn and Tracy, are now 
25 and 23, and are both 
grown and establishing 
their own careers. Katherine 
spent many years engaging 
in the local community 
through her children, 
which, coincidentally, has 
helped her tremendously 
in real estate. “I feel like 
we did every camp on 
the Peninsula — soccer to 
dance to chess to robotics,” 
Katherine laughs.

Katherine brings a wealth of expe-
rience, but she had been reluctant to 

engage with the ever-evolving technology 
in real estate.

Today, Katherine works primarily with 
buyers in the mid-peninsula, although she also 

assists her past clients as sellers too. 

WORDS OF WISDOM
Over the past 34 years, Katherine has had the 
chance to gain a broad perspective. That puts her 
in a position to offer unmatchable advice.

Katherine elaborates on the multifaceted values of 
homeownership to prospective home buyers. She 
believes that, while purchasing a home is often 
looked at as a permanent decision, it’s not as 
restrictive as some people think.

“The sayings are true: homeownership is 
very valuable… Yes, it is expensive, but this 
is one of the best places to own real estate 
historically. It’s not only an investment 
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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

© 2022 Stewart. All rights reserved.  |  979171220 

When it comes to generating leads, Stewart Title 
of California, Inc.’s proven ideas and strategies 
are what you need to help grow your business 
network. Contact your local Stewart Title 
representative about how you can create a steady 
flow of new leads using our tools and resources. 

For more information,  
visit  stewart.com/santa-clara 

Top Lead Gen 
Strategies that 
Drive Business 
Growth 

Get Framework Plus Bonuses at 
www.VideoBrandingOnline.com 
When You Pre-Order My Book
Christine Ann Iglesias | Video Producer & Award-Winning Author 
Video Branding Online For Real Estate Agents: A Step By Step Guide Leveraging 52 Videos

Discover How To Get Endless Leads 
with Sales Videos, Stories, and Emails 
to Maximize Time…
Using The “Video Branding Online” Framework… 

Sergio Michel  | Mortgage Loan Originator
www.pmgloans.com | 408-856-2770

sergio@pmgloans.com
1010 Hurley Way #110, Sacramento, Ca 95825

MLO NMLS 2023203 | Company NMLS 572121

Helping Your Client's
Dreams of a Home for the

Holidays Come True!

Luxury Home Staging
Our experienced 

team will make sure
that your house shines!

CONTACT US FOR
A QUOTE TODAY!

650-285-3627
pureluxstaging.com
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Kat Musto’s real estate career began in 2016 when she 
first landed a job at the front desk for Intero Real Estate 
Services. Prior to that, she was readying herself for a 
career as a clinical psychologist. Kat was drawn to the 
psychology field because she holds a strong desire to 
make a positive impact in the lives of others. 

“I love people,” Kat begins, her smile shining through 
her words. “And I think there’s a lot of joy to experi-
ence in life. I think we’re naturally met with great times 
and difficult times. What drove me to psychology was I 
thought there was a lot of beauty to experience in life, and 
I wanted to help people find passion and success in life.”

At a Crossroads
After graduating from California State University, Kat 
worked in several environments, from a drug rehab cen-
ter to a schizophrenic ward. At each stop, she held the 
same intention: to be a light in the world.

“I want to help people find joy in growing themselves and 
their business. I think we need more of that,” she says.

Kat soon discovered the realities of her chosen profes-
sion. In order to build a financially rewarding career in 
the Bay Area, where she was born and raised, she would 
need to go back to obtain a doctorate. As she contem-
plated her next move, she landed a side job working the 
front desk at Intero. 

Kat soon realized that real estate might provide a 
rewarding career that would help her feel fulfilled finan-
cially and allow her to accomplish her goal of being a 
light in others’ lives.

“Shortly after starting there, I saw all the opportunities 
that real estate holds. I loved meeting all the agents,” 
Kat reflects. “I was just going to dip my toes into real 
estate and make some extra money and go back to grad-
uate school. That was my mindset. But after being at 
Intero for about a year, I started to see all the opportuni-
ties that real estate holds. I saw how it is very similar to 
working in psychology.”

Committing to Real Estate
Soon, Kat was connected with Juliette Kulda of the 
Kulda Real Estate Group, and she transitioned to Keller 
Williams to be a part of Juliette’s team. That’s when 
her real estate career began to flourish. She started as a 
Marketing Coordinator and then moved into several dif-
ferent roles, from Lead Coordinator to Lead Generation 

Manager to Director of Inside Sales. She learned the ins 
and outs of running a high-powered real estate business 
and oversaw the hiring and training of many agents.

Kat stayed with Juliette’s team for just under five years 
before transitioning to her current role as Team Leader 
and Director of Growth for Keller Williams Palo Alto.

“The move to becoming a team leader was very aligned 
with my big vision for my life,” Kat says. “What I love 
most is meeting agents and getting to know them. I love 
the opportunity to consult our agents and help them grow 
their business to the highest level. I am passionate about 
meeting people and providing value, and this position 
allows me to do that at the highest level.”

A Servant Leader
In real estate, Kat sees herself as a servant leader. She 
applies her love for people and desire to bring joy into the 
world to her role.

“This desire to bring joy shows up even more than I ever 
could have expected, especially with this role as team 
leader. I have the opportunity to work with some of 
the top agents, consult them, and partner with them in 
success. It’s also about being a resource to help people 
overcome obstacles.”

Kat shows up every day with a smile on her face. She 
combines her positive attitude with her real estate knowl-
edge to serve her agents, whatever their needs may be.

Thriving and Smiling
Kat is thriving in her personal life, too. She and her 
fiance, Christian, will be married in December 2022. She 
enjoys spending time outdoors, walking the beach, hiking, 
traveling, and entertaining family and friends at home.

“I’m Italian, so I show my love through feeding people,” 
she laughs.

Kat has a bright future ahead of her, personally and pro-
fessionally. She is thoroughly enjoying her new role as a 
team leader, and she’s excited to continue to be a part of 
growing the Palo Alto real estate community.

“As I look ahead, I want this market center to be seen as a 
place that’s respected, where all of its agents are thriving, 
and a place that people want to be for community and 
culture. And I also want to climb Mt. Kilimanjaro,” she 
concludes, smiling as always.
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FUN FACT
Kat is classically 

trained in Cecchetti 
ballet ;  she danced 

professionally 
through age 18.
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JESSICA HAWKINS
650-464-0763 • jhawkins@gofarmers.com • JHIA.COM
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S I L I C O N  V A L L E Y  R E A L  P R O D U C E R S

HAPPY HOUR
Photos by Aerial Canvas

event recap

AMANDA LUMB-HILAIRE

amanda.lumb-hilaire@pnc.com
970-231-0947

GOLD SPONSOR:

SPONSORS:

AERIAL CANVAS

650-241-0095
aerialcanvas.com

CHRISTINE ANN IGLESIAS

408-758-8293
christine@csharpvideo.com
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Contact Trish for a free consultation!
650.400.9562  |  info@exhsi.com 
ExtensiveHomeSolutions.com
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Extensive Home Solutions is here to help you 
settle into your new home, so you can do what
is most important for you and your family.

Happy Holidays!

���������
��������������

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
Lending Solutions That Take You Home
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CONTACT US TODAY FOR A FREE ESTIMATE!

(408) 420-9444
info@falcarazco.com | www.facremodeling.com

License # B-995320 | Fully Licensed and Insured

Let us help you add value 
to your property!

Your #1 referral for 
Residential & Commercial Construction

2404 San Ramon Valley Blvd, Suite 200 San Ramon, CA 94583
925-271-5780  •  www.peak360wealth.com 

Miguel A. Delgado, CFP® 

mdelgado@peak360wealth.com

John D. Lane, IV, CFP®, MBA
jlane@peak360wealth.com

RISE BEYOND
EXPERIENCE YOUR FINANCIAL FREEDOM

Securities offered through Lion Street Financial, LLC. (LSF, member FINRA & SIPC. Investment Advisory 
Services offered through Lion Street Advisors, LLC. LSF is not affiliated with PEAK360 Wealth Management.
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with a modern flare.
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Close MORE Real Estate
Transactions with the

RIGHT Insurance Partner 

Close MORE Real Estate
Transactions with the

RIGHT Insurance Partner 

JUSTIN TURNER |�Agent/Owner
Lic#0F89647 

951.965.4651
justin.turner@goosehead.com

www.goosehead.com
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 LUXURY HOME STAGING
THAT GETS YOU STUNNING RESULTS

EncoreStagingServices.com/Portfolio

 

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

CALL OR TEXT 408.800.1566

@EncoreHomeStagingBayArea

cover story

ANDY, CHRIS, & SEAN 
B U C H A N A N

PA S S I N G  T H E  T O R C H

By Nick Ingrisani and Zachary Cohen   |   Photos By Ewa Samples, www.maytheartbewithyou.com

SVRP COVER STORY: 



34 • December 2022 Silicon Valley Real Producers • 35@realproducers realproducersmag.com

Andy Buchanan got his start in real estate at just 
22 years old, and over 30 years later, his business 
has come full circle. His two sons, Chris and Sean, 
are now an integral part of his real estate team, 
and he’s in the process of passing the torch of his 
business to the next generation. This brings Andy a 
sense of both fulfillment and pride.

“Everything I have done in the last two years has 
been in their name. In 2021, we will sell $50-55 
million in real estate, and it’ll be in their names, 
which is more business than I’ve done in any year 
myself,” Andy beams.

Andy Buchanan: Beginnings

Andy Buchanan grew up as a competitive athlete 
and had all intentions of becoming a professional. 
He played top-level youth hockey and baseball and 
ended up playing baseball while studying finance. 
His life had geared him toward a career in profes-
sional sports, but in his junior year at college, Andy 
got injured and was told that continuing to play 
baseball was out of the question. That’s when real 
estate entered his radar. 

Andy sold 16 houses in his first year while attending 
college full-time. The following year, he sold 20 homes 
and decided to leave college to focus on real estate.

Building From the Ground Up

Andy brought his dedication, discipline, and work 
ethic from athletics into his real estate business. 
As a hockey goalie, winning and losing were on his 
sword, and that’s what he wanted for his business, 
too. Although he has hired assistants throughout 
the years, Andy never wanted to build a bigger 
team. He always wanted to treat every client as if 
they were family. 

“When I was a kid, everything was about account-
ability. If something went wrong, I was always 
taught to look in the mirror and try to figure out 
what I could have done better. For me, that dis-
cipline and accountability of highly competitive 
sports, I took the view that I’d outwork and outper-
form the other guy.”

By 2000, Andy had kicked his business up a notch 
and became a top 1% REALTOR® in California with 
Coldwell Banker in Cupertino. All the while, his 
motto held strong: if you treat people well — like 
family — it’ll come back to you. He sold houses to all 

of his softball and hockey buddies, then extended 
the circle out to their families and friends, too. 

These days, Andy works alongside his two sons, 
Chris and Sean. He’s laid out the game plan for his 
boys, and now they’re running with it. They’re lever-
aging their social networks in the same way and 
turning those relationships into consistent business. 

“I’m finally at a point where I’ll ride off into the 
sunset and let my sons, Chris and Sean, take the 
business to another level.”

Where Rivers Meet

Chris joined the team first in October 2018. 
After graduating college, Chris was torn between 
staying in Boston, where he interned as a finan-
cial advisor and returning to California to join his 
father in business. After multiple conversations 
with Andy, he decided to return to the Bay Area 
to sell real estate.

“The one thing that always stood out to me in real 
estate was my dad’s flexibility with his schedule. 
Now, I wasn’t seeing all of his day-to-day hard 
work as a kid, but he went to all of our hockey 
trips and coached our teams. I wanted that same 
flexibility when I have my own kids.”

Chris, like his father, has lived a life deeply rooted 
in athletics. He was a standout hockey player 
in high school and college, and the lessons he 
learned from sports have played a major role in 
his success.

“All of the tools I have in my bag came from being 
a competitive athlete,” Andy says. “And I think 
Chris’ story is very much the same.”

Sean joined the team eleven months after his 
younger brother. Before becoming a real estate 
agent, Sean spent six years working at Applied 
Materials, a semiconductor manufacturer. 

“I was fairly successful in my role, doing well and 
moving up the ladder slowly but surely. But once 
Chris got into real estate, it motivated me to give 
this a shot, to finally get my license,” Sean reflects. 
“I’ve grown up my whole life watching my dad do 
real estate. It’s something I always felt I was going to 
do. Once my brother got into it, it gave me that final 
motivation to give this a shot together, us three.”

I’ve grown up my whole life watching my dad do real estate. It’s 
something I always felt I was going to do. Once my brother 
got into it, it gave me that final motivation to 
give this a shot together, us three.
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So, in late 2019, Sean officially joined 
the team.

“It’s been really good,” Sean smiles. 
“Getting the opportunity to work with 
my father and little brother is some-
thing I’ve cherished a ton. I’ve been 
very happy doing this. It’s not all sun-
shine and rainbows, but between my 
brother and I, who are transitioning to 
take over the business, our friendship 
has gotten better. It’s been great.”

Just two years later, Chris and Sean 
have taken over the majority of the 
team’s daily communication and man-
agement tasks. 

“It’s taken some time to learn how we 
all work and how we can grow this 
together,” Chris reflects. “Now, there 
are three minds working together. Andy 
has been able to let Sean and I do what 
we’re called to. There is trust.”

Completing the Transition

Today, the Buchanan Team hangs 
their licenses with Intero, which 
Andy believes gives his sons the best 
opportunity to succeed.

“I did not want to be their only real 
estate influence. That’s why we chose 
Intero in Los Altos. There is a ton of 
real estate wealth there. We chose 
that as an environment where they 
would have other mentors and people 
to look up to,” Andy says.

As the Buchanans look ahead, they 
envision a continuation of Andy’s leg-
acy. At the same time, Chris and Sean 
hope to leverage their own strengths 
and skills.

“The future for us is continuing to 
do what my dad has always done,” 
Sean says. “We’re giving clients 
top-notch service and continuing 

to build valuable relationships with 
our clients. We’ve always seen 
my dad’s clients become friends, 
and Chris and I have taken that 
approach in our careers.”

“One of my goals is to continue to 
grow this business, so one day, if our 
kids want to get into it, they have the 
opportunity to learn from two suc-
cessful Realtors® and jumpstart their 
careers like our dad has done for us,” 
Chris adds.

“I built a business from my friends 
and family, and I turned my custom-
ers into family,” Andy concludes. “We 
are combining three spheres into one 
team, and Chris and Sean want to 
build this family concierge-level busi-
ness. We create customers for life. 
That’s a big part of who we are.”

WORDS OF WISDOM
When I first started, my broker told 
me rather than farm a neighborhood, 
farm a group of people.

It’s taken some time to learn how we all work and 
how we can grow this together. Now, there are three 
minds working together
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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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Professional Cleaning
should be part of your
Real Estate Team.

Let us help get that home
READY TO SELL.

Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

COMMERCIAL | RESIDENTIAL

Janitorial Services

&RS

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.
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408-510-4621
letscreate@maytheartbewithyou.com

www.maytheartbewithyou.com

Essence Of You.
L E T  U S  D O C U M E N T  T H E

C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

S A N  M A T E O  C O U N T Y

A U G U S T  2 0 1 9

Photo by Photography by Busa

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@n2co.com.

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

By Zach Cohen

Photos By Brandon Busa

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

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

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

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

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

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

cover story
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Amy Felix | 925-353-0363
Hello@BuildEverythingEPIC.com


