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WE DO THE WORK. YOU MAKE THE SALE. serVice matters
I ully !H(r’f!r!t._i_;'"t’-’t’/.!’fw(}i’n‘.e'f‘{,*!.-’.\' f/mf! help clients sell for more. Experience mctters
Concierge service that designs, manages, and

pays upfront for pre-sale renovations and preparation. Placing offers with peace of mind starts
Local project management. with a team of experts by your side

No cash required - No arbitrary caps on funding.

When you work with rme, you get a partner who
understands the competitive nature of this market —
and will put yvou in a position to win.

Here’'s how:

» 20 years of home financing experience
e Scotsman Guide Top 100 Women Originator

¢ Closings in as few as 10 days after signing
a purchase contract®

* More loans for more buyers
¢ Tech backed by experts
s Highly competitive rates

Contact me today to learn more!

Padi Goodspeed

SVPR, Branch Manager

MNMLZ191659

D: 510928 4260 CROSSCOUNTRY
M: 916.257.9435 MORTGAGE

padi@ccm.cam

teampadi.com

3236 Stone Valley Rd. W, Suite 103
Alamo, CA 94507

3236 Stone Valley Rd W, Suite 103, Alamo, CA 84507 | Equal Housing Qppartunity

All loans subject to underwriting approval. Certain restrictions apply. Call for decails

All borrowers must meel minimuam credht soore; [Gan-to-value, debl-to income, and other reguirenents o Qualily fir ary mortgage pragram, C
LLT MMLEI0ZS NMLSZISIFG [wara nmmisConSuimees ] rg). Licensed Dy the D roment of Firancial Protection and Innovation under T
Martgage Lending Act *CrossCounthy Modtgage, LLC cannat guarantes that anapplicant will be approved or that & closing can ocour within o specific tirr

will wary based on all invelved parties’ level of participation at any stage of the 1o procass

Freemodel.com Let's Talk!
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Increase the visibility of your
Philip Mills . s personal brand on social media
(408) 354-5250 o ' and showcase your properties

with our interactive videos.
phil.mills.jymk@statefarm.com

www.phil-mills.com N e Let's connect today!
Insurance License #0D41702 TR ' (508) 514-0766 | viad@lv-prod.com
NMLS ID #930951 / Company NMLS ID #2094040 B ey ke ‘Philip Mills, Agent Vlad Lapich, www.lv-prod.com/re

. Videographer & Creative Director
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PREFERRED PARTNERS
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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

INSURANCE AGENCY
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

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

LISTING

PREPARATION SERVICES
Freemodel

Ann Townsager

(949) 463-0036

MARKETING &
COMMUNICATIONS
Fitzsimmons
Communications
Kate Fitzsimmons
(415) 472-1499
Fitz-Com.com

MORTGAGE

101 Home Loans

Hannah Escher

(707) 321-3570
hannah@101homeloans.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
Colleen Maxwell
NMLS# 1562768

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!

Guaranteed Rate
Mohamed Tawy
(619) 599-5643

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

PRIVATE LENDER
Investor Loans
Anthony De Castro
(925) 382-8648

REAL ESTATE BROKERAGE

BRG Realty Corp
Gregg Bunker
(408) 781-1725
brgrealtycorp.com

SALON & SPA

Jon Edwards Salon & Spa

Ed Pardini
(707) 449-4988

jonedwardssalonandspa.

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
LV Productions

Vlad Lapich

(508) 514-0766

5 Years
lnl HOME  TopProducing
AILO Mortgage Branch
< .

=23 A

Jumbo Tip: Jumbo loans are not always the best option. Qualifying for
a conventional loan is easier for most borrowers and combined with
a piggyback 2nd loan can help increase purchasing power.

Hannah Escher

Mortgage Advisor | NMLS# 2098628
hannah@10Thomeloans.com
707-321-3570

Your Trusted Lending Partner

WE SPECIALIZE IN
HOME INSURANCE

« Owner Occupied - Landlord < Construction ¢ Vacant ¢ Rehab

!#Fl Mark Landis

Your Local Agent

o
; ‘} License # 0G95230
- 650-366-8274 (Office)
408-910-6225 (Mobile)
mlandis@farmersagent.com

£

FARMERS

INSURANCE
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9 Fitzsimmons
Communications

Are you casting about for the right
words to showcase your versatility?

Not all Real Estate Agents are the Same.
Highlight your skills with informative content.

Call today! Discover strategies to
hook homebuyers and sellers.

(415) 472-1499

kf@fitz-com.com // fitz-com.com

JoN EDWARDS

SALON & SPA j
A
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AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT
FOLLOW US ON INSTAGRAM TODAY

@realproducers

Why Settle for Ordinary
When You Can Have

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

Let our experts take care of it all--
Book your appointment today!
(707) 449-4988

www.jonedwardssalonandspa.com
536 East Main Street | Vacaville, CA 95688

//// l/.

You help your clients find
the right home...

WE help them enjoy
their home... quickly!!

Consulting, Assessing, and
Designing your client's next move.

extensz'veM =
——> Scan Here
SOLUTIONS ne To Learn More!

Contact Trish for a free consultation!
650.400.9562 | info@exhsi.com
ExtensiveHomeSolutions.com

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

B o

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT
FOLLOW US ON INSTAGRAM TODAY

@realproducers

Give your home the protection it deserves.

Your home is where you make some of your
best memories, and that’s worth protecting.
I’m here to help.

LET’S TALK TODAY.

'_“ Shana Nelson

10011 N Foothill Blvd, Suite 111
Cupertino, CA 95014
(650) 988-8990

chananetsoncom & StateFarm




hristina
DAHRO

YOUR GLAM AGENT

efore becoming a real estate agent, Christina
Dahro was a Regional Director for a medical
aesthetics company, managing over 70
employees. She oversaw her #1 region in her
organization and was fulfilled by her work. Yet, a

challenging home buying experience in 2019 led herto  During her home buying experience, Christina’s agent never
reassess her professional path.

“I bought a house in 2019... and I had a horrific experience
with my agent. I wanted to be able to build a life for myself
and my future family, but also, I didn’t want consumers to go
through what I went through,” Christina explains.

40

by
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asked if she understood the process. She failed to take time
to review disclosures or contingencies. Christina felt pushed,
pressured, and even forced into buying a home. Her agent
gave her terrible advice; he suggested that the repairs on
the house would cost between $30,000 and
$40,000; the actual cost was at least
three times that amount.

“I don’t know where to begin,”

When I say
I am The Glam
Agent, it means that

Christina says. “At the time,
I didn’t know any better.
I thought it was normal. I

remember balling on the
I want to make real L
phone because I didn’t want
estate glamorous,

to buy the house, and the
fun, and different.

agent said that the sellers
would sue me if I backed out.

I had no idea what any of this

meant. Zero.”

Christina’s awful real estate experience has
turned out to be a blessing in disguise. She became famil-
iar with local contractors, construction, and design. Soon
e : | ; enough, her friends began suggesting that she get into real

NN - el | ' : estate sales. Christina was intrigued but hesitant.

realproducersmag.com Silicon Valley Real Producers - 11




“I was interested but scared because I was

number one at what I was doing.”

However, when the COVID-19 pandemic
descended on our world, Christina was

shocked into action.

“I saw the world ending around me.

I thought, ‘If not now, then when?’ I
started studying for my test, and in April
2021, I quit my job. I decided to make a

bet on myself.”

Making Real Estate Fun

Christina was licensed in July 2021. In her
first year as a REALTOR®, she sold over
20 homes. Most of her clients have been
sourced from referrals, social media, and
working her farms. She has successfully
leveraged her network as a Bay Area local
and made extensive use of social media
marketing campaigns. Christina has also
had great success in getting top dollar for
her clients, as 17 of her 20+ transactions in

her first year were listings.

Christina has employed a unique recipe for
success. First, she focuses on offering her
clients the level of education, support, and
integrity that she wishes she experienced

while buying a home herself.

“I sit with people and explain the entire
process from A-Z. I pull disclosure reports
and go through every single report. I
explain the contingencies. We make sure
they understand and they are in agree-

ment. I provide the red carpet experience.”

Second, Christina focuses on making
real estate fun; she’s aptly known as The
Glam Agent.

“When I say I am The Glam Agent, it
means that I want to make real estate
glamorous, fun, and different. I want
people to understand the process, be
comfortable, be knowledgeable, and really
enjoy the home buying and selling pro-
cess,” Christina explains. “For example, at
my open houses, I offer beverages, Frank
Sinatra playing, and custom cookies. I cre-

ate a dinner party experience for potential

12 - April 2023

buyers to envision themselves hosting their family and
friends. I’'m all about the details. I am over the top, but

that makes me who I am.”

As Christina looks ahead, she hopes to build upon her

first year in the business.

“I don’t have enough hours in a day. I wake up early, hop
on my emails, then it’s go-go-go,” she says. “I'm so busy;
I'm working 12 to 13 hour days almost every single day.
If 'm not working, I am learning. I never thought I'd be
this busy. It’s a dream and a blessing. I knew I’d be great
but didn’t know it’d be this soon.”

A Family-Focused Vision
Outside real estate, Christina lives an equally glam
lifestyle. You’ll most likely find her with her dog, Pooty,

wherever she is.

“He is my life, my entire world,” Christina beams. “He’s
a white Chow Chow that looks and acts like a lion. My
life revolves around him and his schedule. I make sure
he’s the happiest dog alive. We go on walks, hikes, and

he’s even in listing videos with me.”

Christina is Lebanese and enjoys taking trips to
Lebanon, where her father lives. She lives a family-ori-
ented lifestyle and aims to help everyone in her circle
live their best life. Her heart to serve extends to every-

one she touches.

“For my family and immediate circle around me — I
want to see that everyone I love and care about is well,
happy, and healthy. I want to keep encouraging them
to be better. I want to see everybody win in my life. I'm
a genuine, honest, loving, over-the-top person. I am

extra, but that’s me.”

N2<=
GIVES

SINCE 2016, N2 HAS DONATED

TO HELP END MODERN-DAY SLAVERY.

That's why The N2 Company — the
organization behind this publication and
hundreds like it — is financially committed
to end human trafficking.

N2 DONATES
ENOUGH MONEY TO FREE TWO
SLAVES FROM CAPTIVITY.

Thanks to the businesses within these
pages, our local publishers, and readers
like YOU, we're able to break the chains

of this horrible reality.

RS @ RP [7 %

Visit n2gives.com to learn
more about our fight.
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Send Me a Trainer .4 NOBODY OFFERS MORE

_ sl g | DISCOUNTS THAN FARMERS
ﬂfg ég(//”//gg nG LGl conted 15 Yo, é@mgfg@ « Speciality insurance coverage
, 7- ; g , ” 9 2 * Products services to meet your insurance needs
ot WMM - j//k fW& = Farmers® helppoint 24/7 claims service
Perdonal Tebining!

Most Common Requests and Results:

Reduce Belly Fat | Increase Energy and Muscle
Injury Rehab | Aging Gracefully.

& “ % iw; yous frut Cuadning prack! Call 510-527-4640 today! (g™
P |, e

For Home, Auto, Life :
SLECW N () and Business. FARMERS

£ INSURANCE
o i A
O

William "Billy" Beyer
License #: 1821099

367 Colusa Ave.

Kensington CA 94707
0:510-527-4640

M: 925-270-5065
wbeyer@farmersagent.com
agents.farmers.com/wbeyer

Restrictions apply. Discounts may vary. Not available in all states. See your agent for details. Insurance is underwritten by Farmers
N . Insurance Exchange andother affliated insurance companies. Visit farmers.com for a complete listing of companies. Not all insurers are
sanjosewest@sendmeatrainer.com authorzed o prow

ide insurance in all states. Coverage is not available in all states.

. . Life Insurance issued by Farmers New World Life Insurance Company, 3120 139th Ave. SE, Ste. 300, Bellevue, WA 98005.
www.sendmeatrainer.com/sanjosewestca
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) ACT TODAY TO LEARN MORE I}

LT US DOCUMENT THE

Essence Of You. .
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www.maytheartbewithyou.com ¢} ‘ y

/

12480 High Bluff Dr. Suite 250, San Diego, CA 92150

Mohamed Tawy |- oy
| Producing Branch Manager/SVP of Mortgage Lending MH‘E g UarantEEd ©
4 O 8 _ 5 -l O _ 4 6 2 -l S (619)599-5643 | Mohamed.tawy@rate.com o
v Rate.com/MohamedTawy
M \ o siibject bo credit ond widerariting aparoval. Mot ol applicants will be opproved for fnoncing. Receipl of applicaties does not fepeesent an appeeal for financing e inferest rafe guarontee.
letscreate@maytheartbewithyou.com X e e e o e L s v
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“I’m fearless and goal driven. | truly believe that | can
do anything | want if | really set my mind to it.”

Casey Nguyen’s dreams for success were born across the Pacific
Ocean in Vietnam, where she was born and raised. Growing up in
Vietnam, Casey lived a middle-class lifestyle. Her parents weren’t
rich but worked hard to provide for their kids. Casey’s dad moved
to the US when she was five, and she spent much of her upbring-

ing alongside her mother, half-brother, and half-sister.

Education was highly valued in Casey’s household. Her mother
stressed getting good grades. As Casey reflects, “only As were

acceptable for her.”

“We weren’t living in a big house and didn’t have fancy things, but

my mom always delivered,” Casey says. “We lived a good life.”

As she got older, Casey began to dream bigger. Her father was liv-

ing in Sacramento, so at 17, Casey picked up her life and moved to
California to start a new life. Shortly after landing in Sacramento,

she relocated to the Bay Area to forge her own path ahead.

“In Asia as a kid, America is the land of opportunity. Everything
is so fancy. Even candy tastes better,” Casey recalls fondly. “So,
as a 17-year-old, yes, it was scary, but the idea was very exciting.
I always had this sense that I'd relocate to America. When I got
here, I had to adapt quickly. I had to grow up quickly.”

Finding Her Footing

Upon landing in California in 2005, Casey was tasked with
rebuilding her life in an unfamiliar culture. She bounced from job
to job before landing in the makeup and hair industry, where she

settled in for four years.

16 - April 2023

YEN

3G

You can work
really hard, but if
you don’t have a

strong mindset,
you’re not going
to get anywhere.

9%
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“It was a very good career,” Casey reflects. “But I had

to work a lot, and the income potential was capped.”

Casey had big goals, and she realized that her
career in the beauty industry wouldn’t help her
achieve them. One of her aspirations was to help

provide for her mother, who still lived in Vietnam.

“So I asked myself, what could I do to maximize
my income with no ceiling? Two things came to
mind — one was selling cars, and the second was

real estate.”

As Casey assessed her two top options, it became
clear that real estate was the better fit. The income
potential was greater, and she was excited about
the opportunity to build long-term relationships.
So, in 2015, she got licensed and began her real

estate sales career.

The Slow Climb

Casey struggled early in her career. After a
short stint with a small brokerage, she moved to
Intero, where she received proper training and
guidance. But after a year on the job, she still
hadn’t closed a deal.

“I worked every single day. I did everything every-
one told me to do. I'd do open houses, cold call peo-
ple, door-knock, but nothing seemed to be working,
and I didn’t know why. In the past, I'd been so
successful at everything I did, but in real estate, I

felt like a failure,” Casey reflects humbly.

Casey didn’t give up. She took training courses
and attended seminars. She got a real estate
coach. She kept her nose to the grind, and slowly

but surely, she improved.

Casey closed four homes in her second year

and eight homes in her third. Year by year, she
increased her sales volume until plateauing at
around $10-15 million for several years. In 2021,
Casey took the next big leap in her business,
nearly tripling her business to over $30 million
in volume. In 2022, she’s tracking to close over
$40 million, bringing her into the upper echelon
of Silicon Valley REALTORS®.

How has Casey made such a dramatic shift? She
credits coaching, perseverance, and the work she’s

done on her mindset.

“The change has been all about mindset,” she says.
“Mindset plays a big role in it. You can work really
hard, but if you don’t have a strong mindset, you’re

not going to get anywhere.”

2022 represented not only an increase in Casey’s
sales numbers; her business made a 180-degree
turn in buyer-to-seller ratio. In 2021, 85% of Casey’s
business was sourced from buyers. Although she
was very profitable, she was exhausted. So, in 2022,
she shifted her marketing approach, and the results
are impressive. In 2022, over 90% of Casey’s busi-

ness was sourced from sellers.

“I make more money. I have more free time. It’s

amazing,” Casey smiles.

Dreaming Big
Still in her mid-thirties, Casey has big dreams for
the future. She and her husband, Collin, have been

together for nearly a decade.

“We live a really grateful and blessed life. We have
the ability to travel all over the world. We travel
six to seven times a year to different countries,”
Casey explains. “I love learning about culture,
experiencing different cuisines, and meeting new

people in different places.”

Growing up in Vietnam, Casey dreamed of living a
successful life in the US. Now that she’s achieved
that goal, she has her heart set on returning to her

roots and living a simpler life in Asia.

“When I was living in Vietnam, America seemed
like it was so beautiful. The land of opportunity,
right? For me to live here for 17 years, I love every-
thing about our life, but we live a very stressful
life. We make a lot of money and spend a lot of
money, and we’re running on a hamster wheel. So
my dream is to simplify. I want to start a nonprofit

dog rescue in Asia and live more simply.”

As Casey and Collin travel the world, they keep
their senses open to the location that feels right for
their next big transition. Until then, Casey plans

to keep doing what she’s doing — growing her real
estate business, serving her clients, and rising to

the top of the Bay Area real estate rankings.

“I'm very aggressive. I'm just 34, and my goal is to
make that move by 40. By 40, I want to be com-
pletely financially independent.”

I’'m very aggressive. I’'m just 34, and
my goal is to make that move by
40. By 40, | want to be completely
financially independent.
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Why Should You Have Us AsY€ ende
Not only great rates with fast turn-times... We Ma ke the

By e - Complex Simple

2 Ipad open house &
automatic lead follow-up.

Every real estate transaction brings its own complexities.

Free marketing material At Stewart Title of California, Inc., we excel at simplifying them.

for your listings &

. - Our escrow officers and underwriters have the experience to help
Social Media.

. you navigate the most challenging details. That expertise, paired with
A p~ d V' P " our unrivaled experience in the Silicon Valley market, makes for a

' ' smooth transaction experience and allows you to focus on what
really matters: providing celebratory closings.

NMLS ID #282533
Cell: 650.759.6539
arton.chau@gmccloan.com

@ General Mortgage
W Capital Corporation

Rfauir G, My adictionn!

Experience a new level of simple. Contact me today.

Stewart Title of California, Inc.
Brandon Orosz

Business Development

870 Tennant Station

Meorgan Hill, CA 95037

669,437 4052 office
408.921.4374 mobile
brandon.orosz@stewart.com
stewartcom/santa-clara

M stewart

TITLE

\BG i @

REALTY CORP. There's a big difference

Y between HAVING insurance

SR

RN and BEING insured.

LISTING PROS

Realturs@ - Keep Your Commission!
There are so many reasons to switch
to BRG Realty Corp. - find out at
BRGrealtyCorp.com

Refer Vanessa & Give Your Clients Peace Of Mind

Find out why Lex Orosco and

the LI“!“E F"PS Team joined BRG Call Eric Ga|pine for a As an agent experienced in Real Estate ﬁ:
Realty - ml:rludlﬂg NO COMMISSION FREE, no-obligation transactions, | can help you & your clients with:
SPLIT Elﬂ_d Just 59’95 fee per ’, ti tel Vanessa Sisemore « Evidence of Insurance forms on short notice & timely (0l T gt » Bl
transaction (including E & O)! moving estimate. Sisemore Insurance Agency « Fast, dependable service
Ready to Move? - Broad & tailored coverage options
1900 Camden Ave, San Jose CA 95124 M 408-878-0007 925-899-7926 « Competitive rates & a variety of discounts
408.558.3600 b | /g & E egalpine@acerelocation.com Vanessa@sisemoreagency.com « Extensive experience & creative policy options FA R MER 5
' ' BRG DRE#’.-U%E?S%?EWP .com "ﬂocﬁ:'yof;:“ms' ﬂ.laﬁ www.AceRelocation.com www.farmersagent.com/vsisemore » Hard to place homes INSURANCE
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QUINCY

Svrp cover story

By Zachary Cohen
Photos By Teresa Nora
Trobbe - www.FotosByT.com

relentless. committed. grateful.

Today, Quincy and
Nicolette Virgilio are a

thriving father-daughter

team and team leaders
of the Virgilio Real
Estate Team. Together,
they have come to

be known for their
relentless work ethic

and commitment to their

clients, as well as their
market expertise.

Quincy recognized the opportunity presented to him. He

quit his bartending job to study for his real estate exam.

A New Path Ahead
Real estate not only proved to be a good match for
Quincy; it helped him get his life back in order. At the

time, Nicolette was just 11.

Yet, Quincy and Nicolette live a life they

could have only dreamed of 30 years ago.

Turning it Around

Quincy and Nicolette’s story has a
humble start. In the late ‘80s and early
‘90s, Quincy was struggling for direc-

tion in life. Nicolette was a young girl.

Quincy was a successful restaurateur
for many years, but he left the family

business on bad terms in 1987.

“1987 wasn’t a great year,” he reflects
humbly. “I lost the family business,
lost my marriage, and even lost my

children for a few years.”

For the next six years, he worked in
the bartending world. One day, a cli-
ent, Gale Christenson, offered him an

opportunity to turn his life around.

“I ran into a wonderful man who
suggested I get into the real estate
business. Things weren’t going so
well at that time with family and
financially. I was not doing well
financially, working as a bar-
tender, struggling to get my own
life together. And along came Gale
Christenson, a customer at the bar
I worked at. He saw some potential
in me and encouraged me to get into

real estate, and it changed my life.”

“My dad was a bartender with “There was no such thing as
two kids in an apartment. It failure,” she continues. “It
was incredibly brave for him was going to work, and it did.

to make such major changes in ~ He’s created a beautiful life

way his life would be but to

his life to not only impact the for all of us.”

give us a chance at a better life ~ Quincy’s drive and energy

Nicolette reflects.

mitment to success.

Nicolette remembers being

as well. I have ultimate respect  proved to be an asset in real
for the ability to change his

estate. He remembers Gale

life and pave the way for us,” advising him to make 100

phone calls each day.

“He said, ‘You make a hun-

impacted by her father’s com- dred phone calls a day, and

you’ll make more money than

you know what to do with.” I

We have been able to
deliver an exceptional level
of service to our clients
by having systems in place
that anticipate things that

may go wrong.
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thought, ‘If a hundred is good, two
hundred is better.’ I put one hundred

pinto beans in a jar, and for every
call, I'd take one bean out. When
they were all out, I’d put one bean
in the jar after each call until all
hundred were back in the jar. And I
wouldn’t go home until they were all

back in the jar.”

Becoming a Team

Nicolette started working in real

estate just a few years after her father

began his career.

“I got started in high school in 1997
when I was grounded,” she laughs.
“That meant I worked 40 hours in
real estate because I was always
grounded. To go out at night, I would
have to enter files, do loan process-
ing, database work, and make calls.

I knew the Mike Ferry scripts, using

that same jar of beans.”
Nicolette found a liking for the

business. She was licensed by 18 and

joined her dad in business.
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“I had banana yellow hair to try to
make myself look older, thinking if T
dressed like an older person, I could
pull it off,” she laughs.

Diverging, Coming Together Again
Nicolette found success working
alongside her dad, but she also
desired her own path forward. So,
after three years of selling real
estate, she shifted gears and joined
the title industry. She remained in
title for 15 years, becoming a top

producing sales agent.

Nicolette was wildly successful, but
after over 15 years away from real
estate sales, she desired a return to

the sector she started in.

“I thought in my heart I was doing a
disservice by remaining in the back-
ground. Truly what I was doing was
training other real estate agents to
be top producers when I had that top

producer spirit in me the whole time.”

In 2018, Nicolette returned to real estate
alongside her dad.

“For me, it was a very scary thing to go
from making great income on salary and
sales with my eyes closed to no paycheck.
It was scary, and it still is, but that helps

me stay motivated and believe in myself.”

In the meantime, Quincy became a
market leader, both in sales and organi-
zational involvement. He owned his own
brokerage for 14 years before moving
back to a team model. He has served

as the Chairman of the Board of the
regional MLS, is the Past President of
the Santa Clara County Association of
REALTORS®, served as a Director for
the National Association of REALTORS®,
and served on many committees for the
California Association of REALTORS®.

“It was all about giving back to the indus-

try that gave so much to me.”

Stepping into the Future

Today, Quincy and Nicolette run the
high-powered Virgilio Real Estate Team
side by side. They have a strong support
staff, which allows them to stay focused on
executing for their clients and growing the
business. They have been a top producing

team every year since 2018 and were the

number one team in their office in 2021.

hé 15

“We have been able to deliver an
exceptional level of service to our
clients by having systems in place
that anticipate things that may go
wrong. All of our systems are set
up to make sure every step goes

as it should,” Quincy says.

“We have a relentless commit-
ment to serve and empower,”
Nicolette adds. “We are not agents
that let things come to us. We dig
and find and use every resource

we have, and our clients feel that.”

As Quincy and Nicolette look
ahead, they are preparing for
an eventual transition. One day,
Quincy will step back from the

business, and Nicolette will take

| 1 ARUREEES § 3

[ feel so blessed. There is such an ability to create the life I want

and still be a top producer.

over the lead role. But for now,
they are focused on continuing to
serve their clients, growing the
business, and living a life filled

with appreciation.

Quincy and Nicolette reflect on
those years in the early ‘90s,
when their family was struggling,
with a sense of humbleness and
also gratitude for what they have
now. Nicolette even has her chil-
dren, Taylor (12) and Blake (8),
helping out with real estate tasks,
just like she did at their age.

“I feel so blessed. There is such
an ability to create the life I
want and still be a top producer,”

Nicolette smiles.
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Bridge loans for real estate investors at almost -2% below market rate:

LRSS

NN

Disclaimer: Interest rates as advertised during 11/18/22.
Interest rates and guidelines subject to change.

DEAL OF THE MONTH APRIL-23: 100% financing structured for an investor who arranged seller financing of an off-market San Francisco
fixer-upper. In addition to the 100% financing, we were also able to provide the borrower with 100% of their $550,000 construction budget.

Anthony De Castro

(925) 800-7464
anthony@investorloans.net
www.investorloans.net
2960 Camino Diablo #220
Walnut Creek, CA 94597

CA Lic. DRE # 01773204
CA Lic. DRE # 01742929

EVOLVE §.:

Let's explore your options.
—Evolv i
solutions that best fit your client's goals.

The McClain Team. Working from our home offices in San
Jose, CA and Scotts Valley, CA. We lend in all 50 States!

Colleen Maxwell
NMLS# 1562768
Home Loan Assistant

Mobile: 408-838-1916  FDIC &2

Jerry ] McClain
NMLS# 582914
Certified Loan Advisor
Mobile: 408-799-7407

]err)xmcclain@getevolved‘com

Getevolved.com/meclain

Colleen‘MaxweH@getevolved‘com
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//(wdyssey Ve
Productions

We craft excellent visual media
with a modern flare.

Located in the Central Valley of CA

Photography | Videography | Graphic Designer

(209) 658 6551 « odysseyproductions.co
contact@odysseyproductions.co
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nLincoln

Financial Advisors’

You're In Charge®

Jack Farnstrom, CRPC®
(925) 659-0378
Jack.Farnstrom@LFG.com

Gibran Le, CRPC®
(925) 659-0332
Gibran.Le@LFG.com

Jack Farnstrom and Gibran Le, along with their staff, are an advice-based
comprehensive financial planning team with Lincoln Financial Advisors. We

see how independent, objective advice makes a lasting and meaningful
difference in the lives of our clients and welcome any chance we get to serve
the Silicon Valley Real Producers community!

Scan here to [=]
schedule your
appointment

with us online! Bl

cred

=]

Jack Farnstrom and Gibran Le are re; epresentatives of Lincoln Financial Advisors Corp. Securities and investment advisory

services offered through Lincoln visors, a broker-dealer (member SIPC) and regi nvestment advisor. Insurance

offered through Lincoln Marketing and Insurance Agency, LLC and Lincoln Associates Insurance Agency, Inc. and other fine
companies. Lincoln Financial Group is the marketing name for Lincoln National Corporation and its affiliates. CRN-3955602-121021

3000 Executive Pkwy, Suite 400 | San Ramon, CA 94583

SERVICE AND DISCOUNTS
FOR YOUR CUSTOMERS.

As a professional in the real estate and lending industry, you want to provide the very best experience for
your customers. Helping your customers with their insurance need shouldn’t be complicated. As an agent
from one of the largest personal lines property and casualty insurance group, I'd like to help you by offering
your customers:

m Evidence of Insurance forms on short notice and on time
® Fast, dependable service
® Broad coverage options for your customers

B Competitive rates and a variety of discounts*

I can also offer additional insurance discounts* for:

0 45 4 B &

Health Care Educators  Scientific & Technical Engineers  Accountants
Professionals Professions.

Call me and let’s discuss what | can do for your customers.

= 650.755.9690

PATRICK CAYABYAB INSURANCE AGENCY, INC. t"u
Your Local Agent | CA License # 0H66700,0F72762 '
Cola casdors FARMERS

PCAYABYAB@FARMERSAGENT.COM
https://agents.farmers.com/pcayabyab

Discounts may vary.Not your agent for

INSURANCE

KEEP BUSINESS MOVING
FORWARD WITH OUR

EXCEPTIONAL TEAM &
SPECIALIZED TECHNOLOGY

We believe in High Tech w.Z% = Personal Touch.
Contact us today for your W technology package.

#) LawyersTitle

Residential/ Commercial Title and Escrow Services

SERVING NORTHERN CALIFORNIA WITH OFFICES IN:
Saratoga, Menlo Park, San Carlos, Burlingame, and Half Moon Bay

WWW.LAWYERSTITLEBAYAREA.COM

. People are the heartbeat of Lawyers Title
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P> flashback favorite

By Zach Cohen

“There wasn’t a pre-real estate time,” James Steele begins with a smile.

After graduating with a busi-
ness degree from the University
of Southern California, James
packed up a Uhaul, moved back
to the Bay Area, took his real
estate test, and got to work. That
was in 2009.

“I wanted to do real estate ever
since I was in middle school or
high school,” James reflects. “I
would go to the precursor to the
MLS, I think it was mls.com,
and just print out listings, look
at houses -- even in high school,

D

from the comfort of my bedroom.’

James has always been inter-
ested in houses. He remembers
buying books that had different
floor plans. And while he consid-
ered careers in architecture or
urban planning, he admits laugh-
ingly, “I don’t have an artistic

bone in my body.”

“There wasn’t a story there, nec-
essarily. Everyone in my family
is either a lawyer or an educator.
There wasn’t someone in the
business that I knew, but it was

something I was drawn to.”

James saw an opportunity to meet
interesting people, fuel his love for
houses and real estate, and learn
the art of negotiation. In college,
he had worked as an assistant to a
commercial real estate agent, and
by the time he graduated, he was
ready to take the leap and head out

to build a business.

Finding His Way

“I still get people that say I look
young for the industry. I've
been doing this for like a decade
now,” James says. “But there
was something that never really

scared me about [being young].”

James always recognized the
reality that real estate agents
aren’t really in competition with
each other for business. There
are countless different types of
people, personalities, and ways
of going about business. James’s
goal was to find the people that

wanted to work with him.

“I thought, ‘Maybe there’s a niche
of people that want to work with
someone that’s younger, has a lot
of energy, is focused. I found that
to be true. It can be a real plus.
People like to work with that
type of energy.”

Back in 2009 when James began
his real estate career, he found
mild early success. Yet, quickly,
he realized he needed to find a
specialization. With short sales
and REOs hot, he dove in.

(14

| thought, ‘Maybe there’s a niche of people that want to work with someone that’s
younger, has a lot of energy, is focused. | found that to be true. It can be a real plus.
People like to work with that type of energy.

Finding
His Niche




“At the time I got certified to handle short
sales,” James recalls. “They were very
difficult transactions and sometimes took
nine months to complete. About eight or
nine people in my office got certified, but I
actively marketed in my office. So a lot of
very senior agents would partner up with
me. I worked really hard, got people out of

very tough situations.”

In reality, we assume that
once we reach the “there,
there will be this transcended
moment of arrival. ‘Oh
my god!” But most of
the time you wake
like any normal
day. I'd be lying if
| said every day
| wake up and
recognize it...
but you have
to realize,
we’re in a
lucky spot.

As James proved his work to peers
and top agents within his office, they
began to trust him more and more
with their referral business. “So I did
a lot of really good things for people’s
clients. Once you do a good job for
people and those clients, I found that
it all flowed word of mouth. When you
can impress your peers, and they think
you’re a stand-up guy -- that’s some-

thing I'm really proud of.”

Finding Balance

James is currently the #2 individual
agent in his office, but when asked
about awards or sales volume, he
drew a complete blank. It’s not some-
thing he’s counting.

“I'm more focused on where I'm
going. It’s more about progression,”

James says.

Over the past decade, James has built
a unique relationship with balance.
He looks at balance not on a daily or
weekly basis, but on an annual scale.
When things get busy, and everything
seems to be coming to life at once,
he’s willing to work long hours to get
the job done for his clients. And when
the flow of the market slows, he takes
time off -- not feeling guilty about his

willingness to relax.

“For example, this spring I have not
had a day off. I don’t think I’ve had
a partial day off. That’s really tough

=
=

to maintain that degree of intensity year
round. On a weekly basis right now I

have no balance.”

“But then there are times where there is a
natural breathe and take. I go to Coachella
every year... in August my wife and I went to
Japan for two weeks. I look at balance as an
annual thing. I think with the reality of our
industry trying to force a work-life balance

on a weekly basis is not really feasible.”

With acceptance and flow, James leans
into the busy times, and appreciates the
slower days and weeks. “I embrace it,”

James says.

Exploring the Differences
When he does find time away from real

estate, James can be found with his wife

-- traveling, eating and cooking good

food, or working out.

“My wife and I spend a lot of time fig-
uring out where we’re going to travel
to next. I love trying to learn as much
of the language as I can before going

to a place,” James says.

And, admittedly, he loves keeping
track of local commercial develop-
ment as a hobby, even though it’s not
part of his professional life. It’s just
like the days of buying books with
floor plans or printing out listings
from mls.com -- James continues to
stoke the fire that is his true love for

all things real estate.

As he continues to find success in life
and in business, James works hard to
retain a grounded, humble outlook.
He refrains from counting his pay-
checks in favor of doing right by his
clients. He’s grateful when things are
good and gentle with himself when he
has a tough day.

“In reality, we assume that once we
reach the “there,” there will be this
transcended moment of arrival. ‘Oh
my god!” But most of the time you
wake like any normal day. I'd be lying
if I said every day I wake up and
recognize it... but you have to realize,

we’re in a lucky spot.”
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RP reaches the top 300-500 real HUNT S
estate agents in 100+ major markets
across the country (like this one).
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Let's partner & make

DREAMS COME TRUE!

Your business can reach those agents too.

e

horme Coars

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 ——

Insure Local with a Family Team you can trust!
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toserve you

m REAL PRODUCERS | = JESSICA HAWKINS

408-264-2400 « jhawkins@gofarmers.com * JHIA.COM

Partner with one or multiple Real Producers magazines to reach this coveted
Top Producer audience. Visit realproducersmag.com/locations.

No One Buys
A Dirty Home

LET US CLEAN
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Janitorial Services

COMMERCIAL | RESIDENTIAL

Call today to schedule your appointment Ll
650-400-8335 ha

www.srjanitorialservice.com

Gagey Bussass

No Screw-Ups Here!

CONTACT US TODAY FOR A FREE ESTIMATE!

(408) 420-9444

info@falcarazco.com | www.facremodeling.com
License # B-995320 | Fully Licensed and Insured
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Bathroom

Remodeling

»» industry expert

Guide:

Dos and Don’ts

By: F. Alcaraz Construction

As experts in the field of bathroom
remodeling, we understand that

the process can be daunting for
homeowners. From the design stage
to the final touches, there are a lot of
decisions to be made. However, by
following some simple guidelines,
you can ensure a successiul bathroom
remodel that meets your needs and
exceeds your expectations. In this
guide, we will share the dos and don'’ts
of bathroom remodeling to help you
achieve the bathroom of your dreams.

Do Plan Ahead

“The trick to making the renovation of your bathroom

a success is solid planning, both in establishing what

you want from the space and knowing what to ask your
designer,” says Sarah Alcroft of Houzz UK Editorial
Team. One of the most important things you can do
before starting a bathroom remodel is to plan ahead.
Determine what your goals are for the space, and what
your budget is. Consider factors like the size of the room,
the materials you want to use, and the overall style you

are going for. With a clear plan in place, you can avoid

costly mistakes and stay on track throughout the process.

Do Hire a Professional

While it may be tempting to take on a bathroom remodel
yourself, we highly recommend hiring a professional. A
professional contractor can provide guidance on design
and materials, ensure that all necessary permits are
obtained, and manage the entire process from start to
finish. This will help ensure that the project is completed
on time, within budget, and to your satisfaction. In San
Jose, California, one of the leading contractors for bath-
room remodeling is F Alcaraz Construction, with over 25
years of experience serving residents and businesses for
their home and commercial remodeling needs. They are
professional home and commercial remodeling contrac-
tors dedicated to maintaining the highest integrity and
standards in the industry.

Do Choose Quality Materials

When it comes to bathroom remodeling, choosing
quality materials is essential. Opt for materials that are
durable, easy to clean, and resistant to moisture. High-

quality materials will not only improve the appearance

of your bathroom but will also increase its longevity and func-
tionality. Some popular choices include natural stone, porcelain

tile, and glass shower doors.

Don’t Forget About Storage

Storage is often an overlooked aspect of bathroom design, but

it is essential for keeping the space organized and functional.
Consider incorporating storage solutions like built-in cabinets,
open shelving, and vanity drawers. This will help keep your bath-
room clutter-free and allow you to easily access the items you
use most often. “The key to keeping your new bathroom smart

is having good storage, so think about what you’d like to keep in
there,” Alcroft says.

Don’t Skimp on Lighting

Lighting is a critical aspect of any bathroom remodel, but it is
often overlooked. Good lighting can enhance the overall appear-
ance of the space, as well as improve its functionality. Alcroft
says, “Think about having different lights for different moods”
consider incorporating a combination of overhead lighting, task
lighting, and accent lighting. This will help create a warm and

inviting atmosphere that is both practical and stylish.

Don’t Overlook the Ventilation

Proper ventilation is essential in any bathroom to prevent moisture
buildup and mold growth. When planning your bathroom remodel,
make sure to include a high-quality exhaust fan that is appropri-
ately sized for the space. This will help ensure that the air is prop-
erly circulated and that your bathroom stays fresh and dry.

Do Prioritize Safety

Safety should always be a top priority when it comes to bathroom
remodeling. Consider incorporating features like non-slip floor-
ing, grab bars, and a walk-in shower to help prevent accidents
and make the space more accessible. Additionally, be sure to
follow all necessary building codes and regulations to ensure that

your bathroom is up to code and safe for use.

Do Consider Universal Design

Universal design is an approach to design that focuses on creat-
ing spaces that are accessible to people of all ages and abilities.
When planning your bathroom remodel, consider incorporating
universal design features like a walk-in shower, a comfort-height
toilet, and lever-style faucets. This will not only make the space
more accessible but will also increase its resale value and appeal

to a broader range of potential buyers.

By following these dos and don’ts of bathroom remodeling,

you can ensure a successful project that meets your needs and
exceeds your expectations. Remember to plan ahead, hire a pro-
fessional, choose quality materials, prioritize storage and light-
ing, and prioritize safety and accessibility. With these guidelines
in mind, you can create a beautiful and functional bathroom that

you and your family will enjoy for decades to come.
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