
S E P T E M B E R  2 0 2 2

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 I L I C O N  V A L L E Y

NICOLE
AISSA

EMMA
FINLAY

&

Photos by Ewa Samples, 
www.maytheartbewithyou.com



2 • September 2022 Silicon Valley Real Producers • 3@realproducers realproducersmag.com

JESSICA HAWKINS
650-464-0763 • jhawkins@gofarmers.com • JHIA.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

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@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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Jack Farnstrom, CRPC®
(925) 659-0378

Jack.Farnstrom@LFG.com

Gibran Le, CRPC®
(925) 659-0332

Gibran.Le@LFG.com 
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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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S This section has been created to give you easier access when searching for a trusted real estate 

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

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

businesses and thank them for supporting the REALTOR® community!

ARCHITECT/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

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

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

Evolve Bank and Trust

The McClain Team

Jerry McClain

NMLS# 582914

Patrick McClain

NMLS# 2118643 

Groves Capital, Inc.

Sergio Michel

(408) 856-2770

grovescapital.com

Guaranteed Rate

Mohamed Tawy

(619) 599-5643

Loan Depot

Bryce Fransen

(831) 419-8798

TheLendingGiant.com

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

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

brgrealycorp.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

jonedwardssalonand

spa.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
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(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!

YOUR LOCAL
MORTGAGE EXPERT

Bryce & his team provide
customized financial lending
solutions for your clients.

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!

ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN  •  BALTIMORE  •  BOULDER

CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE  •  COLORADO SPRINGS 

COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE  •  GRAND RAPIDS

HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  •  LINCOLN

LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  NEW ORLEANS

NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  •  OMAHA

ORLANDO  •  PHILADELPHIA  •  PHOENIX  •  PITTSBURGH  •  PORTLAND  •  RALEIGH  •  SALEM  •  SAN DIEGO  

SEATTLE  •  SILICON VALLEY  •  SPOKANE  •  ST. LOUIS  •  TAMPA BAY  •  TEMECULA  •  TRI-CITIES  •  TRIAD  

TUCSON  •  TWIN CITIES  •  VIRGINIA BEACH  •  WASHINGTON D.C  •  WAYNE COUNTY  •  WEST VALLEY

WILMINGTON  •  YOUNGSTOWN  •  ALBANY  •  ALBUQUERQUE  •  CHESAPEAKE  •  ATLANTA  •  AUSTIN

BALTIMORE  •  BOULDER  •  CHARLOTTE  •  CHICAGO  •  CINCINNATI  •  CLEVELAND  •  COUR D’ ALENE

COLORADO SPRINGS  •  COLUMBUS  •  DALLAS  •  DAVENPORT  •  DAYTONA BEACH  •  DENVER  •  FT. WAYNE

GRAND RAPIDS  •  HOUSTON  •  INDIANAPOLIS  •  JACKSON  •  JACKSONVILLE  •  KANSAS CITY  •  LAS VEGAS  

LINCOLN  •  LITTLE ROCK  •  LUBBOCK •  MILWAUKEE  •  MURRIETA  •  MONTERREY BAY  •  NASHVILLE  •  

NEW ORLEANS  •  NEWPORT BEACH  •  NORTH DALLAS  •  NOVA  •  OAKLAND COUNTY  •  OKLAHOMA CITY  

AMERICA'S BEST REAL ESTATE AGENTS

R E C O G N I Z E D

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers
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In her early 20s, Mary Ann was the only 
female accountant at her firm. Her partners 
took a liking to her work, so one summer 
when she rented a beach house, they lined her 
up with a client near her home. That client 
happened to be a real estate company.

“I went and lived at the beach and fell in love 
with real estate,” Mary Ann reflects. “I loved 
how you get to interact with people. Talk 
about the difference between accounting and a 
REALTOR® — it’s two different worlds.”

Mary Ann decided to leave her accounting 
job and become a REALTOR®. Soon after 
getting licensed, she was on the precipice 
of landing her first client. Mary Ann met a 
young couple that wanted to buy a town-
home, so she invited them to her office, sat 
them down at her desk, and went to retrieve 
some paperwork. When she returned, the 
couple was no longer at her desk.

“I look down the hall and they’re sitting in 
front of another woman’s desk,” Mary Ann 
remembers. “I asked what they were doing. 
That agent had told the clients that I was 
brand new, and since they were first-time 
homebuyers, she would be a better fit.”

Mary Ann was shocked at the overt poaching, 
and she let her manager know.

“He said, ‘Sally’s a top producer, so if I 
were you, I’d go find another buyer. I said, 
‘Woah, this is not the business for me. I’m 
out of here.”

Mary Ann left real estate, and for the next 
nine years, she bounced around a few dif-
ferent fields before returning to accounting. 
When her husband’s work transferred him 
to the Bay Area in 1995, Mary Ann sensed a 
chance to revisit a career in real estate.

“We didn’t have two nickels to rub together. I 
said, ‘I can do this real estate thing.’ My hus-
band supported me.”

In 1999, Mary Ann got her license in 
California. She earned Rookie of the Year 
honors and has been a top producer since.

M
A
R
Y 

A
N
N

WALLACE

profile

By Zach Cohen

Photos By 
Ewa Samples, 

www.maytheartbe
withyou.com

Mary Ann Wallace’s real estate journey began over 

30 years ago, nearly 3,000 miles away in her home 

state of New Jersey. While Mary Ann’s first career 

was as an accountant, a string of serendipitous 

events led her into the real estate industry.

SECOND TIME’S A CHARM
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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

Mary Ann agreed — and despite a few challenging years, 
she did figure it out.

Today, Mary Ann continues to be a consistent top 
producer. She has developed a particular affinity for 
working with sellers and handling all of the intricacies 
of marketing and the ensuing transaction. Mary Ann’s 
daughter-in-law, Kristen, just joined her team, and Mary 
Ann is enjoying the process of mentorship and teaming.

As Mary Ann looks ahead, she is excited about the 
opportunity to help Kristen build her business. And 
after over 20 years in real estate, she continues to be 
amazed and inspired by the joy and fulfillment she 
receives from her work.

“I love seeing people so happy when we find the place. 
And my clients always find the place they’re supposed 
to have. Being in the Silicon Valley, things are crazy, 

but every day I’m 
amazed. Somehow 
those families find a 
house that is more 
perfect. If you keep 
your eye on the prize 
and have faith, we can 
make it happen.

“There’s nothing else 
I could imagine doing 
for a living other than 
helping people get into 
homes. I know that 
sounds cliche, but I 
really love it.”

“Everything works out the way it should,” 
Mary Ann smiles. “Don’t let one situation 
define what you think you can do. That was 
shortsighted on my side. For me, it’s been 
great. I don’t think I’d be as successful as 
I am today if it wasn’t for that situation 
because there was a fire in me when I got my 
license in California. Like, who is this person 
to knock me down? I was a little angry at 
myself, and that anger sparked my success.”

Mary Ann began her real estate career 
by putting her boots on the ground. She 
attended every open house she could and 
slowly built up her client base.

“My first client, they said, ‘The attention 
you give us, I feel like we’re your only 
client,’” Mary Ann remembers. “They were 
my only client, but I wanted my clients to 
always feel that way. I’ve always been very 
nurturing with my clients. I’ve kept in touch 
with them. I do meaningful things.”

In her two-plus decades in real estate, Mary 
Ann has weathered the ups and down cycles 
of the real estate market. The recession in 
2008-2009 put a strain on her life, as her 
husband was laid off, and she considered 
returning to accounting for stability. But her 
husband encouraged her otherwise.

“Our kids were in high school, and it was 
really scary times. I said to my husband, 
‘Maybe I should go back to accounting.’ He 
said, ‘You hated accounting, and you’re good 
at this. You’re going to have to figure it out.’”

FAMILY SPOTLIGHT
Mary Ann’s two children, Emily and Jimmy, are 
both in their late 20s. She’s been married to her 
husband, Jim, for over 30 years.

“We’re a super close family. We really enjoy 
each other’s company. So bringing family into 
my business is such a natural, perfect thing for 
me. We love taking day trips, cooking, enjoying 
dinner, and hanging with our dogs.”

WORDS OF WISDOM

EVERYTHING WORKS 

OUT THE WAY IT SHOULD. 

DON’T LET ONE SITUATION DEFINE 

WHAT YOU THINK YOU CAN DO.

-MARY ANN
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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

530 Sh owers  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
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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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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
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lejandra Foster was born and raised in 
Hollister to parents of Mexican descent. 
Alejandra is a first-generation American, 
and when she was a kid, her parents 
didn’t speak English. That left her in a 
unique position; although she relied on 

her parents for so much, she also took on the role 
of guiding them through American systems. 

“Growing up, being young, my parents didn’t 
speak English, so I often helped them navigate 
different things – understanding how things 
worked in the U.S. or how to communicate bet-
ter. And my close family as well,” Alejandra says, 
tears rising to the surface.

As Alejandra recalls her childhood and the sacri-
fices that she and her parents made, she taps into a 
greater sense of purpose. Helping others navigate 
systems has always been her calling card. From her 
days supporting her parents to her work as a banker 
and eventually, as a REALTOR®, Alejandra has lived 

a life devoted to service. Her bilingual skills are an 
asset to the Spanish-speaking community, but it’s 
Alejandra’s heart that really makes the difference.

“If you don’t share opportunities in a way they can 
understand, people don’t know what is even avail-
able to them. So that’s what drives me – to be able 
to drive opportunities for people. To be able to buy 
a home, that’s the ultimate American dream, espe-
cially for people not from this country. To educate 
and teach people what is possible … that drives me. 
To teach my four kids to help others, that drives 
me, too. To get a first-time homebuyer into a home 
of their own, to make this dream possible for peo-
ple, that is what drives me.”

INTO REAL ESTATE

Alejandra spent 15 years working in personal 
banking. She spent much of her time educating 
clients on how to save money and build credit. She 
guided her clients through unfamiliar systems, like 
how to purchase a home. 

TO GET A FIRST-TIME 

HOMEBUYER INTO 

A HOME OF THEIR 

OWN, TO MAKE THIS 

DREAM POSSIBLE 

FOR PEOPLE, 

THAT IS WHAT 
DRIVES ME.

F O S T E R
alejandra

profile

DRAWING 
ON HER 
ROOTS

By Zachary Cohen |  Photos by Ewa Samples, www.maytheartbewithyou.com
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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.

By 2019, Alejandra was in man-
agement but ready for a change of 
career. She desired more flexibility 
(she has four kids). She also wanted 
a career that would allow her to 
continue to serve her community as 
she had at the bank. So, she turned 
to real estate.

“Real estate had always intrigued me 
while I was in banking,” Alejandra 
reflects. “But at first, I wasn’t sure 
about how it worked, and it was com-
mission-based. I wanted to help people 
but have a change of career, and I found 
I can do that through real estate.”

BUILT ON VALUES

In real estate, Alejandra has relied on 
the same values her parents instilled 
within her. Her father, Salvador, a 
school custodian, and her mother, 
Margarita, who works for a local 
garlic production company, taught 
Alejandra the value of hard work. 
They encouraged her to treat every-
one with respect and do her work 
with pride.

“I learned early on that you work hard for what 
you want. You have to go and get it. You respect 
others and show your value in everything you do,” 
Alejandra explains.

These values have served Alejandra well. In just four 
years, her business has taken off. 

“It’s been pretty interesting – very interesting,” 
Alejandra says with a laugh. “In 2021, I joined Pacific 
Oak Homes, and my business has taken off. Susan 
Fixsen, my broker, has helped me understand the 
business and grow. The educational strategies, posi-
tivity, and culture implemented at Pacific Oak Homes 
… has shown me what endless opportunities look like. 
Every day, what I do has helped me grow in my career 
and as a person.”

CENTERED ON FAMILY

Outside real estate, most of Alejandra’s time is spent 
with her husband, Daniel, and their four children, 
Nathaniel (21), Juliza (19), Ariyanna (13) and RoMel (8). 

“So my life revolves around my family,” Alejandra smiles. 
“Sunday mornings are blocked out for family time. We go 
to church … and then enjoy the day together.”

As Alejandra looks ahead, she has one goal in mind: to 
help more people. Considering her history, that comes 
as no surprise.

“The opportunities are endless. I want to continue to 
grow my business and continue to enjoy my life every 
step of the way.”

E V E R Y  D AY,  W H AT  I  D O  H A S 

H E L P E D  M E
I N  M Y  C A R E E R 

&  A S  A  P E R S O N .

grow



20 • September 2022 Silicon Valley Real Producers • 21@realproducers realproducersmag.com

Alejandra Foster es parte de la prim-
era generación Estadounidense en su 
familia. Nació y fue criada en Hollister 
California, hija de padres mexicanos que 
no hablaban inglés.

Esto la puso en la peculiar situación de depender de 
sus padres y a la vez ayudarles a hacer camino por 
los sistemas Estadounidenses.

Se le llenan de lágrimas sus ojos al recordar sus expe-
riencias de joven “Al crecer, cuando era joven, mis 
padres no hablaban inglés y a menudo les ayudaba a 
navegar diferentes situaciones, comprender cómo se 
hacían las cosas en los estados unidos y cómo comuni-
carse de mejor manera. Y mi famila es muy unida”

Al recordar su niñez y los sacrificios de sus padres 
y de ella, Alejandra reconoce que a raíz de esas 
experiencias ella captó que el ayudar al próximo le 
da un sentido de propósito que ha sido un constante 
con su vida personal y su trabajo. El ayudar a otros
a navegar sistemas se ha convertido en su carta de 
presentación. De su niñez ayudando a su padres, 
durante sus años de experiencia trabajando en 

bancos y eventualmente como agente de buenos 
raíces Alejandra el constante ha sido su dedicación 
a ayudar al prójimo.. El ser bilingüe ha sido ventaja 
para ayudar a la comunidad de habla hispana pero 
ha sido su corazón lo que ha sido la diferencia.

“El público no se entera si uno no se les informa 
de las oportunidades que hay disponibles de una 
manera en la se pueden entender y eso me motiva. 
El poder promover esas oportunidades es lo que me 
motiva. El poder comprar casa propia es parte del 
sueño Estadounidense, especialmente para los que 
no nacieron en este país.

El enseñar y mostrar lo que es posible me motiva. 
El enseñarles a mis cuatro hijos que ayuden al 
prójimo también me inspira. El ayudarle a alguien a 
comprar su primera casa y hacer realidad su sueño 
de tener casa propia me motiva.

Comienzo de Carrera de Buenos Raíces Durante 15 
años Alejandra trabajó con clientes de cuentas ban-
carias personales, gran parte de su tiempo dedicado 
a enseñándoles métodos de aumentar ahorros y 
establecer crédito. Ella les guió a través de procesos 

TO GET A FIRST-TIME 

HOMEBUYER INTO 

A HOME OF THEIR 

OWN, TO MAKE THIS 

DREAM POSSIBLE 

FOR PEOPLE, 

THAT IS WHAT 
DRIVES ME.

F O S T E R
alejandra

profile

DRAWING 
ON HER 
ROOTS

By Zachary Cohen |  Photos by Ewa Samples, www.maytheartbewithyou.com
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desconocidos por ellos tales como el 
tramitar la compra de sus casas.

Aunque en 2019 Alejandra ya tenía 
puesto en el banco de gerente sabia 
que ya era hora para hacer un cambio 
de profesión. Quería más flexibilidad 
(tiene cuatro hijos) y además una pro-
fesión donde pudiera seguir ayudando 
a su comunidad como lo había estado 
haciendo en el banco. Por ese motivo se 
dedicó a buenos raíces.

“Siempre me había intrigado lo rel-
acionado con buenos raíces” reflejo 
Alejandra. “Pero al inicio no estaba 
segura de cómo funcionaba y además 
sabía que los ingresos eran a base de 
comisión. Quería cambio de profesión 
y a la vez ayudar la comunidad y una 
carrera profesional en buenos raíces 
fue la manera de la de la cual logre mis 
dos objetivos ”

CONSTRUIDO SOBRE CIMIENTOS  

DE VALORES

Alejandra ha creado una carrera en 
buenos raíces usando los valores incul-
cados en ella por sus padres. Su padre 
Salvador, conserje de una escuela, y 

madre Margarita, empleada de una empresa de produc-
tos de ajo local, le han enseñado el valor de un trabajo 
bien hecho, y el tratar a toda persona con respeto.

“Aprendí a temprana edad a luchar y trabajar por mis 
metas. Aprendí a respetar a los demás y mostrar mi ded-
icación y esmero en todo lo que hago” explicó Alejandra.

Esos valores le han servido mucho a Alejandra ya que 
a crecer su carrera y en solo cuatro años ha tenido 
mucho éxito.

“Ha sido interesante -muy interesante,” Alejandra dijo al 
reír. “In 2021, Me uní con Pacific Oak Homes y mi negocio 
creció de manera excepcional. Susan Fixsen, mi agente 
inmobiliario, me ayudó a conocer el negocio y crecer. Las 
estrategias educativas, la positividad y cultura implemen-
tadas por Pacific Oak Homes me han enseñado que hay 
un sin fin de oportunidades. Lo que hago día a día me ha 
ayudado a crecer como persona y profesional.”

CENTRADA EN FAMILIA

Aparte del tiempo dedicado a su carrera, Alejandra pasa 
la mayoría de su tiempo con su esposo Daniel y sus cuatro 
hijos, Nathaniel (21), Juliza (19), Ariyanna (13) y RoMel (8).

“Mi vida está centrada alrededor de mi familia” Dice 
Alejandra al sonreír. “Los domingos por la mañana son 
dedicados a mi familia. Vamos a misa .. y disfrutamos el 
día juntos”.

Alejandra tiene una meta en mente cuando piensa en 
el futuro; el ayudar a la gente. Tomando en cuenta su 
historial no es sorpresa.

“Hay un sin fin de oportunidades. Quiero seguir creciendo 
mi negocio y continuar a cada paso gozando mi vida.

E V E R Y  D AY,  W H AT  I  D O  H A S 

H E L P E D  M E
I N  M Y  C A R E E R 

&  A S  A  P E R S O N .

grow

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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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

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.
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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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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?

upcoming events

PLEASE SAVE THE DATES
2022 SVRP EVENT CALENDAR

(The third Wednesday of every month)

Sept. 21, 10 a.m.–12 p.m.

Oct. 19, 10 a.m.–12 p.m.

Nov. 16, 10 a.m.–12 p.m. (SVRP Partners Only)
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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

By Zach Cohen

Photos by Ewa Samples, 
www.maytheartbewithyou.com
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As CEO and COO of Keller Williams Peninsula Estates 
and Keller Williams San Francisco, Nicole Aissa and 
Emma Finlay’s leadership styles and skills have come 
together in perfect harmony. Like yin and yang, they 
are different but complementary. They are in balance.

Nicole and Emma each bring varied backgrounds and 
skills to their work, and together, they are leading 
one of the top teams in the country.

THE PATH TO REAL ESTATE: NICOLE AISSA

As the daughter of an escrow officer and a real estate 
agent, Nicole Aissa has been surrounded by real 
estate for her entire life. She became a title sales rep-
resentative in 2002, and a little more than a decade 
later, she began her career in real estate sales.

Nicole’s path to leadership has been atypical. She 
was never a real estate agent herself, instead jumping 
directly from the title industry to a leadership role. 

The move has suited her well. With experience in dif-
ferent sides of the business and a knack for helping 
others achieve their highest potential, Nicole’s role 
with Keller Williams offered a perfect fit.

“I figured out very early on that I had a talent for 
helping agents bring their business to the next level,” 
Nicole reflects.

THE PATH TO REAL ESTATE: EMMA FINLAY

Emma began her real estate career in 2009 while she 
was attending the University of Nevada, Reno. She 
started working the front desk around her college 
class schedule and quickly took a liking to the real 
estate business.

At UNR, Emma studied business management and 
accounting. The Market Center Administrator role 
at Keller Williams seemed like a good fit, and she 
accepted that role in Nevada after graduation.

HE PRINCIPLE OF YIN AND YANG IS AN EXPRESSION OF HOW ALL THINGS 

EXIST IN AN INSEPARABLE DUALISM. LIKE DARK AND LIGHT, YIN AND 

YANG ARE PARTS OF A WHOLE — INDIVISIBLE AND INTERDEPENDENT.T

“Keller Williams supported my 
growth. They supported me going 
to school. They were amazing,” 
Emma reflects.

Emma was drawn to the leader-
ship opportunities within Keller 
Williams. That drive led her 
to take on larger Market Center 
Administrator roles in Cupertino 
and, eventually, Burlingame. That’s 
where Emma met Nicole.

COMING TOGETHER

Once Nicole started working alongside Emma, she recog-
nized she had an exceptional and driven partner.

“The Market Center Administrator is usually a quieter, 
behind-the-scenes type of role. But Emma is not that. She’s 
vivacious and fun in addition to being smart.”

Nicole remembers Emma’s willingness to recruit so Nicole 
could focus on existing business and producing agents. 
That struck a chord with Nicole; she hadn’t known a 
Market Center Administrator that was excited to recruit.

“We went to lunch, and I asked her what 
her goals were,” Nicole remembers. 

“She said she wants to be a team 
leader. I said, ‘Let’s get you there.’”

Emma was soon promoted to 
Assistant Team Leader. When Nicole 
began managing Keller Williams San 

Francisco in early 2020, she became 
the Senior Executive Team leader and 

CEO, and Emma was elevated to Team 
Leader and COO. 

“Nobody succeeds alone, and this is the first time I’ve 
worked really closely with someone, and I think it’s 
more rewarding and fun,” Nicole smiles. “Emma has 
proven to be not only a great recruiter but is a wonder-
ful business partner.”

CASTING A VISION

One of Emma’s favorite aspects of working with Nicole 
is the way she empowers others. Nicole empowered 
Emma to become a team leader, and she empowers her 
agents to become great business owners and leaders in 
their own right.

I FIGURED OUT 

VERY EARLY ON THAT 

I HAD A TALENT FOR 

HELPING AGENTS 

BRING THEIR BUSINESS 

TO THE NEXT LEVEL.

- N I C O L E
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BUILT ON CULTURE

Nicole and Emma run a team with a culture of high 
productivity, collaboration, and joy. Each member 
of the team is invested in the success of others, 
and joy is ever-present in their dealings. That joy 
rose right to the surface when we asked Nicole and 
Emma what their goals for the future were.

“World domination,” Nicole said with a big laugh. 
Emma wasn’t too far behind her. “Total domina-
tion,” she added.

“We work really hard, but we also have a lot of 
fun and laugh a lot together,” Nicole adds, in 

a slightly more serious tone. “That chem-
istry is an important part of our relation-
ship. We have that, and it works.”

Nicole and Emma’s strategy has proven 
to be a winning one. Their list of 

awards and recognitions is impressive: 
The San Francisco office was recognized 

as number one in net agent growth for 
KW Worldwide, and within the Northern 

California and Hawaii Region, they were ranked 
number one in gross agents and net agents and 
number two in greatest increase in listings taken. 
For the Northern California and Hawaii Region, 
the Peninsula Estates office was recognized as 

number three in greatest increase in profit 
share, number one in top profit share 

earned, number three in greatest per-
centage increase in closed units, num-
ber three in greatest increase in listings 
taken, and MVMC (Most Valuable 
Market Center in 2021).

These awards result from years of hard 
work, dedication, and top-level execution.

“We did it,” Emma exclaims. “Peninsula 
Estates is recognized as a top 200 market 

center, and San Francisco hit number one for net 
growth nationally.”
 
As Nicole and Emma look towards the future, their 
goal is to continue to be number one in market share 
in their geographic region and a top Keller Williams 
office nationally.

“In some ways, it’s simple,” Emma explains. 
“Locally, we want to be the real estate company of 
choice for agents and consumers.”

As partners, Nicole casts 
the vision, and Emma 
drives the execution. 

Nicole also points to the structure of her 
office’s leadership as a reason for their suc-
cess. This system allows Nicole and Emma the 
opportunity to focus on growth and culture.

“Traditionally in a brokerage, a successful agent 
will be promoted to the branch manager, who is 
responsible for running the office. In our model, 
our broker focuses on liability, transaction com-
pliance, and deal doctoring, while Emma and 
I concentrate on growth, retention, profitably, 
culture, and coaching our associates.”

LOCALLY, WE WANT TO BE THE 

REAL ESTATE COMPANY OF CHOICE 
FOR AGENTS & CONSUMERS. 

- E M M A
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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 

Luxury Home Staging
Our experienced 

team will make sure
that your house shines!

CONTACT US FOR
A QUOTE TODAY!

650-285-3627
pureluxstaging.com

Sergio Michel | Groves Capital, Inc. | Mortgage Loan Originator
www.grovescapital.com | Cell 408-856-2770 | Fax 619-996-7015

sergiogarcia@grovescapital.com
4025 Stonebridge Ln, Rancho Santa Fe, CA 92091
MLO NMLS 2023203 | Company NMLS 1678775

Finding The Right Mortgage Option 
For Your Client Is A Must...

Let Groves Capitol Help!

CONTACT US TODAY FOR A FREE ESTIMATE!

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

License # B-995320 | Fully Licensed and Insured

YOUR #1 REFERRAL
FOR RESIDENTIAL & COMMERCIAL CONSTRUCTION

Your Client Deserves the

Home of Their Dreams

Nonprofits 
Deserve 

Great 
Advertising, 

Too!

Whether you have a passion for helping 
children, animals, or some other worthy 
cause, we know your nonprofit relies on 
donors and volunteers to ensure day-to-
day operations run smoothly. 

Google Ad Grants is an advertising 
program designed specifically for 
nonprofits like yours. The program 
harnesses the power of Google’s precise 
location and interest targeting to put your 
organization directly in front of people 
looking to get involved with local causes. 

GOOGLE AD GRANTS OFFERS A 

VARIETY OF BENEFITS, INCLUDING:

• More visitors to your website 
or landing page.
• Greater online visibility for 
your nonprofit.
• Increased traffic to online 
donations, volunteer sign-ups, 
and event information! 

Ready for the best part? Each 
qualifying nonprofit has access to up to 
$10,000 per month in free search ads 
shown on Google.

SO HOW DOES IT WORK?  
Google Ad Grants is designed to help 
nonprofits of all sizes, so you can 
benefit whether you are a national 
organization or just starting out. 
Your nonprofit must be recognized 
by the IRS as a tax-exempt 501(c)(3) 
organization and have a high-quality 
website to qualify for Google Ad Grants.

NEXT STEPS  
If you think your organization could 
benefit from Google Ad Grants, head to 
our website at hyportdigital.com/grants 
for more information. Our team will 
connect with you and handle all the ad 
setup and management so you can stay 
focused on changing the world! 
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making $5.50 per hour. She went home that first 
night and memorized the prices of every item 
in the store. The next day, her manager was so 
impressed with her effort that she got a quick 
raise to $6.50 per hour.

Vicky’s relentless work ethic carried her through 
her master’s program at Southern Illinois 
University, leading her to finish early, pass the CPA 
exam, and enter the job market. However, despite 
her exceptional academic credentials, Vicky strug-
gled to find a position in her local job market due to 
the language and cultural barrier.

So, she decided to take action. She figured that 
the diversified economy in California would give 
her a better shot at a career. Vicky called up a 
friend and offered to cook and help her friend care 
for a young baby in exchange for a place to stay. 
Her friend accepted, and Vicky headed to the San 
Francisco area. 

While at her friend’s place, Vicky had to sleep in a 
sleeping bag on the floor because they didn’t have a 
spare bedroom for her. This period was another dif-
ficult stepping stone in her career. During this time, 
her faith in God was renewed and strengthened.

“God never gave up on me and has always guided 
me to where I needed to be.”

Through hard work and relying on her newfound 
faith for guidance, Vicky managed to land a job at 
a small CPA firm. But she didn’t stop there. Within 
a few years, Vicky was able to reach higher and 
obtain a senior job in a big-four accounting firm. 
She excelled at her work and within a few years 
was offered a tax manager position in a publicly 
traded semiconductor company.

Even though she was living the American dream, 
life was stressful, and Vicky was constantly work-
ing long hours. At the same time, she needed to take 
care of her kids at home. That’s when she decided 
to pursue an alternate income stream to improve 
her work-life balance. After some research into the 
real estate market, Vicky started to invest in real 
estate after the financial meltdown in 2008.

My whole experience as 

an immigrant here in 

the United States taught 

me so much. But, most 

importantly, that you 

always have to hustle. 

Nobody is just going to hand 

you something for nothing.

Vicky Yu landed in the United States on Aug. 11, 2001 – 
just one month before Sept. 11. After growing up in the 
small Chinese town of Hunan and graduating from col-
lege in China, Vicky decided to pack her bags and pursue 
a new life in America. She was drawn by the allure of 
American culture and the possibility of creating a better 
life for herself. 

But the transition wasn’t an easy one. Even though she’d 
studied English in China, nothing could have prepared her 
for how she’d feel stepping off the plane in St. Louis.

“When I landed in St. Louis and got off the plane, I was so 
shocked because I didn’t understand most of the English 
I was hearing. Even when I met my professor … nobody 
understood me!”

Vicky started watching cartoons to improve her English, 
but that only got her so far:

“Then my professor told me that I sounded like a car-
toon character, and I was like, ‘Oh!’ So then I switched to 
Friends, and it was much better.”

Regardless of her circumstances, Vicky always man-
aged to work with what she had and made the most of 
her situation. Her first job in the United States was at 
a tiny Indonesian grocery store where she started out 

V Yu
ickyflashback favorite

By Nick Ingrisani

Originally printed in November 2019
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It wasn’t long before Vicky flipped and managed 
multiple properties in the Bay Area. She spent 
the next seven years managing her investments 
and focusing on raising her three kids. Once her 
youngest child entered kindergarten, she decided 
that it was time to share her experience with 
people around her and help others improve their 
financial situations. Real estate sales felt like a 
natural next step.

Vicky got her real estate license, and after one 
week of intensive training, managed to help her 
first client sign a contract on a home. However, 
this was not an easy first sale. Vicky had to 
navigate her client’s personal issues and find a 

unique way to close the deal. Even though her broker 
manager told her to just let it go, she persisted until 
she found the perfect creative solution.

After her first three deals, she learned a valuable les-
son that’s helped her succeed in real estate ever since.

“As a real estate agent, you need to make your clients 
feel good and comfortable about their decisions. You 
don’t want to push your 
clients, but you also want to 
advise them to make the right 
decisions. I tried to act like 
an advisor, not a salesperson. 
I have always put my clients’ 
interests above mine. I have 
negotiated many great deals 
for my clients. Two of my 
clients purchased their prop-
erties at 250,000 below the 
bank appraised value, which 
is very difficult in a very 
competitive seller’s market. 
Ultimately, if you take care of 
your clients, your clients will 
take care of you. Real estate 
is all about trust.”

After her first year, Vicky’s 
real estate business was 
running smoothly. She’d 
fine-tuned her client onboard-
ing process, built a strong 
network of clients, and built 
a steady stream of referrals. 
She attributes much of her 
success to her tenacity, her 
unwavering commitment to 
her clients, her active engage-
ment in the market, and her 
keen negotiation skills.

Beyond real estate, Vicky’s 
free time is devoted to her 
family. She places high 
importance on teaching her 
kids values that will help 
them succeed in adulthood 
and plays an active role in 
their lives at school and at 

home. Staying humble, working hard, and 
keeping a strong work ethic are at the top of 
the list. Vicky also enjoys cooking, hiking, 
reading, playing with her dog and traveling.

“It’s not the things that you buy, it’s the memo-
ries and experiences that are most important.”

God never gave 

up on me and 

has always 

guided me to 

where I needed 

to be.
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Lock Your Mortgage
Rate for 90 Days!

Lock & Shop lets you start home shopping with the confidence of knowing your 
mortgage interest rate BEFORE you buy. Plus, your rate is locked and protected for 90 

days-- even if the interest rates increase!

LOCK AND SHOP

LOCK AND SHOP IN 3 EASY STEPS

1. Lock your rate 2. Find your home 3. Make your offer

CONTACT ME TODAY SO YOU CAN LOCK & SHOP!

Arton Chau
Retail Branch Manager NMLS ID #282533

AmeriSave Mortgage Corporation NMLS ID #1168

(650) 759-6539 Mobile
archau@amerisave.com

408-256-9888
sanjosewest@sendmeatrainer.com

www.sendmeatrainer.com/sanjosewestca

Elite Training that comes to you, remotely
or in-person... In-Home and Live Online

Personal Training!

Mention this ad for your
Free Consultation!

Most Common Requests and Results: 
Reduce Belly Fat | Increase Energy and Muscle

Injury Rehab | Aging Gracefully

Get Started Today!Get Started Today!

San Jose West

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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SPONSORS:

Amy
925-353-0363
hello@buildeverythingepic.com

Catherine
858-229-0909
catherine@pureluxstaging.com

MONTHLY SILVER SPONSOR:

Sophie
669-350-7351
li.sophie@pnc.com

James
408-499-9002
james.chen@pnc.com

SILVER SPONSOR:

Eddie
408-398-2267
eg@loandepot.com

SPONSOR:

Tim
VirtualTourCafe
tim@virtualtourcafe.com
877-744-8285

event recap

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  P R E S E N T S

&Market Conditions  
Client Conversations

FEATURING CAROLINE HUO  
& DAVID TAPPER
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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.
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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


