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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
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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
hello@buildeverythingepic.
com

CLEANING SERVICES 

– COMMERCIAL

S&R Janitorial
Sonia Romero
(650) 400-8335
srjanitorialservices.com

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

William Beyer 
Insurance Agency
William Beyer
(510) 527-4640
agents.farmers.com/ca/
kensington/william-beyer

LISTING PREPARATION 

SERVICES

Freemodel
Laura Klein
lklein@freemodel.com
(650) 740-1228

MARKETING & 

COMMUNICATIONS

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

MORTGAGE

101 Home Loans
Hannah Escher
(707) 321-3570
hannah@101homeloans.com

Evolve Bank and Trust
The McClain Team
Jerry McClain
NMLS# 582914
(408) 799-7407
Colleen Maxwell
NMLS# 1562768
(408) 838-1916

General Mortgage 
CapitalCorporation dba 
EMetaFunding
Arton Chau
NMLS #282533
Cell: 650-759-6539
arton.chau@gmccloan.com

Guaranteed Rate
Mohamed Tawy
(619) 599-5643

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 & 

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
jonedwardssalon
andspa.com/

TITLE COMPANY

Chicago Title
Valeri Huxley
(408) 535-3348
Chicagotitle.com

Stewart Title of California
Jules Bell
(408) 507-4711

VIDEO PRODUCTION

C Sharp Video Productions
Christine Ann Iglesias
(408) 758-8293
csharpvideo.com

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

Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

RESIDENTIAL | COMMERCIAL

Janitorial Services

&RS

Clean Today,
Sell Tomorrow
Let us do the dirty work!

Clean Today,
Sell Tomorrow
Let us do the dirty work!



Silicon Valley Real Producers • 76 • August 2023 @realproducers realproducersmag.com

16
Cover 

Story: Manu 
Changotra

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but remain 
solely those of the author(s). The paid advertisements contained within the Silicon Valley Real Producers magazine are not endorsed or recommended by The N2 Company or the 
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

If you are interested in contributing or nominating a REALTOR® for certain stories, 
please email us at Mitch@SiliconValleyRealProducers.com.

C O N T E N TS
TABLE OF

22
Flashback 
Favorite: 
Marquise 
Murphy

28
Industry 
Expert: 

Bathroom 
Remodeling 

Tips for 
2023

Zach Cohen
Head Writer

Dave Danielson
Writer

Nick Ingrisani
Writer

Nicole Wright
Ad Strategist

Ewa Samples
Photographer

Teresa Nora Trobbe
Photographer

Mitch Felix
Founder & Publisher

Amy Felix
Editor

S I L I C O N  VA L L E Y
M E E T  T H E

R E A L  P R O D U C E R S  T E A M08
Profile: 

Olympia 
Pistalu

07
Meet 

The Silicon 
Valley Real 
Producers 

Team

12
SVRP 
Agent 

Feature: 
Andy 

Meunier



Silicon Valley Real Producers • 98 • August 2023 @realproducers realproducersmag.com

By Zachary Cohen

profile

“I’m not a salesperson. 
I’m a guide.”

Olympia Pistalu’s first passion 
was sociology and education. She 
grew up in Fresno, excelled at sports and 
academics, and stayed local, earning her undergraduate 
degree from Cal State Fresno before heading to the Bay Area 
to get her master’s at Cal State East Bay.

“I loved my sociology studies and wanted to share what I 
was learning with as many people as possible, so the natural 
progression was to go into teaching,” Olympia reflects. 
While Olympia was excited about the possibilities of a career 
in education, she soon discovered it wasn’t a perfect fit.

“I aspired to really enlighten the students to the nuances of 
human social society and structures, to give them tools and 
data that demystify how social structures impact all aspects
of our lives. But I soon found myself grading papers at all 
hours of the night and years away from earning a living 
wage,” Olympia continues.

As a first generation American, Olympia wanted to build 
generational wealth, and she believed buying and holding 
real estate was the best way to do it. So, in 2016, she pivoted, 
getting her real estate license and beginning her sales career.

BUILDING A FOUNDATION 
Olympia’s initial goal was to sell 

real estate part time, perhaps buy 
a duplex or two for herself, and carry 

on in academics. But shortly after getting 
licensed, she landed her first listing, a $2.5 million 

home that another agent failed to sell. Olympia got the house 
under contract in a few weeks.

“The process of getting this house prepped, marketing it, 
and getting it sold for this client, who really needed this sale 
so they could move onto a new phase of life, was intensely 
rewarding. I knew then that this was how I was going to 
make a positive impact in people’s lives.”

Olympia went on to win the 2016 Rookie of the Year for her 
brokerage. Since then, she has continued to grow her busi-
ness. In an effort to bring her clients a higher level of service, 
she joined forces with Real Estate Experts in 2019. Since 
then, she’s averaged $20 million in sales per year, capped by 
an $18.6 million year in 2022.

KEEPING IT REAL 
Olympia has found success by leaning into authenticity and 
transparency. She keeps it rea with her clients by preparing 
them well and managing issues proactively. Her background 
in sociology means that interpreting stats, market data, and 
human trends are second nature.

Olympia
Pistalu

Approachable, Honest, 
Knowledgeable

“I’m approach-
able, honest, and 
knowledgeable. My 
ability to analyze macro 
and hyper-local data and 
explain it in a way that everyone 
can wrap their arms around sets the 
clients up for smooth and happy transac-
tions. I think a lot of agents know how the market 
works, but engaging the client with the market in real time 
is a special skill set. I think that’s why people like me. I’m 
personable, realistic, driven by the data,” Olympia says.

Although she started her career in luxury sales, Olympia 
has developed a particular love for helping first and second 
time homebuyers.

“Helping people get on the escalator of building wealth and 
advising them wisely is one of the most impactful things I 
can do with a real estate license,” she says.

Regardless of the scenario, Olympia remains devoted to 
seeing her clients achieve their goals smoothly.

“I know everyone wants to go do luxury, but I love my 
first-time buyers and sellers. My clients are normal people 
and I want to protect them, inform them, and be a lifelong 
resource to them.”

SHAPED BY 

HER PAST 

Outside work, Olympia enjoys 
fitness, travel, and dining. While she 
has the gift of enjoying a healthy life 

today, she went through a life-changing 
cancer battle as a nine-year-old. That 
journey has shaped her perspective 
on the world, allowing her to step 

in each day with authenticity 
and gratitude.  
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BUYING OR SELLING YOUR HOME?
Over 160 agents are ready to help you!

BRGrealtyCorp.com

1900 Camden Ave, San Jose CA 95124
408.558.3636 • brgrealtycorp.com

BRG DRE#: 02075330

GREGG C. BUNKER
gregg@greggbunker.com

DRE #01988314

(408) 781-1725

Make more money on every sale 
when you join BRG Realty -  
including NO COMMISSION SPLIT 
and just $995 fee per  
transaction (including E & O)!

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 

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

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

JESSICA HAWKINS
408-264-2400 • jhawkins@gofarmers.com • JHIA.COM
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Evolve Bank & Trust offers unique home loan 
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!

Let’s explore your options.

Jerry J McClain
NMLS# 582914
Certified Loan Advisor
Mobile: 408-799-7407
Jerry.mcclain@getevolved.com
Getevolved.com/mcclain

Colleen Maxwell
NMLS# 1562768

Home Loan Assistant 

Mobile: 408-838-1916

Colleen.Maxwell@getevolved.com

Inspiring 
conversations
with the 
nation’s top 
real estate 
agents.

Same Brand, New Reach – 
Tune in for free today



Silicon Valley Real Producers • 1312 • August 2023 @realproducers realproducersmag.com

LEARNING FROM THE BEST

AndyAndy

By Zachary Cohen

silicon valley real producers agent feature

Real estate has been a central part of Andy Meunier’s life for as 
long as he can remember. His father, Dave, as well as his uncle 
and grandfather, have had long and successful real estate careers. 
Andy’s father, in particular, made a significant impact on him; Andy 
attributes much of his success to his dad, who taught him about 
putting himself in his clients’ shoes and managing expectations. 

Andy is one of four boys in his family and the only one who 
decided to pursue a career in real estate. After attending the 
University of Minnesota, where he earned a degree in marketing, 
he returned to the Bay Area to begin his real estate career under 
the tutelage of his dad.

Meunier

I WAS LUCKY 
ENOUGH TO 

HAVE HIM AS A 
MENTOR IN 

THE EARLY 
DAYS 

OF MY 
CAREER.

“I was lucky enough to have him as a mentor in the 
early days of my career,” Andy reflects. “I learned 
the intricacies of a real estate transaction, includ-
ing the difficult conversations and negotiations that 
take place. These are the most critical components 
of any successful deal.”

Andy has always been highly motivated to make 
his mark in the world of real estate. His father was 
the driving force behind the business for many 
years, allowing Andy to learn and grow, gaining the 
knowledge and experience he needed to succeed. 
Andy knew that he could build his own book of 
business and make a name for himself in the indus-
try with dedication and hard work.

After Dave’s retirement in 2019, Andy was left with 
a pivotal decision: either pursue another career 
or commit himself fully to real estate. He decided 
to take the reins of the family business and step 

up to the challenge. Motivated by his passion for 
the industry and his desire to make a difference, he 

embraced his new role.

“I knew I had big shoes to fill, but I 
was determined to carve out my 

own path and continue the legacy 
of success that my father and 
grandfather had established,” 
Andy offers.

Andy closed 13 deals in 2020, 
his first year on his own, giving 
him the confidence to succeed 
on his own. He followed up 
with 37 transactions and over 
$40 million in sales in 2021 and 
another $35 million closed in 
2022, placing himself in the top 
1% of Coldwell Banker agents.

Andy continues to implement the 
necessary skills to create success. 
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He works diligently at his craft. He is a 
calming force during otherwise stress-
ful times. He utilizes his knowledge of 
technology and the fast-moving world of 
real estate to provide his clients with the 
best possible representation.

“Real estate transactions can be stress-
ful and difficult, but I learned from my 
dad how to be a calming force for my 
clients during these times. He was really 
good at making people feel relaxed and 
putting them at ease, and I’ve adopted 
that ability to have tough conversa-
tions while also offering direction and 
reassurance. It’s an invaluable asset in 
this industry, and I’m so grateful to have 
learned it from him.”

After the passing of his father in 2021, 
Andy has become even more apprecia-
tive of his family. He remains incredi-
bly close to his brothers, mother, and 
grandmother, who live within a block of 
his house. Family has always been a top 
priority for Andy, and he cherishes the 
time spent with them.

“My family… stands at the very top of my 
list,” Andy says. “When my dad passed 
in ‘21, it was a big shock, but it brought 
my family that much closer together. The 
support system I have is irreplaceable. 
It’s the reason I can do what I do so well.”

Andy and his wife, Marina, welcomed 
their first son, Noah, to the world in 
December 2022. Having a newborn has 
been trying but beautiful (as any parent 
knows). Now, Andy has a new motivation 
for the long-term success of his business.

“I’m just getting started. I’m extremely 
early in my career. I see myself with a 
lot more bandwidth to handle more vol-
ume, but right now, I am happy. It’s such 
a fun business, and there’s a lot of room 
to grow. My biggest goal is to provide 
exceptional service to my clients day 
in and day out and show them who you 
work with matters.”

THE SUPPORT 
SYSTEM I HAVE IS 
IRREPLACEABLE. 

IT’S THE REASON 
I CAN DO WHAT I 

DO SO WELL.

Contact Trish for a free consultation!
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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
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FINDING HOME IN THE BAY AREA
By Zachary Cohen

cover story

Born in Amritsar, India and raised in Bangalore, 
Manu Changotra went on to earn an MBA in adver-
tising and build a successful marketing career in 
her home country. She worked with multinational 

brands, such as Coca-Cola and Gillette, along-
side a host of top Indian brands, but when 

Manu’s husband got a job opportunity to 
work for Apple in the Bay Area, the cou-

ple jumped at the chance to experience 
life in America. 

Manu and her husband intended 
to stay in the US for one year, but 
they fell in love with the area. 
One year became two, then three. 

Now more than twenty years 
later, they still call the Silicon 
Valley home.

“We started loving 
this place,” Manu 
reflects with a smile. 
“I felt the Bay Area 
and the people 

were amazing. 
I felt at home 

with a good 
mix of all 

kinds of peo-
ple from all 

Changotra
ManuManu
Changotra
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over the world. People are easygoing, not rushed. 
There is diversity. I could try every cuisine in the 
world. I could meet different people from different 
backgrounds. And that’s what it was about for me 
— the people, the connections.”

While her husband had a clear career path with 
Apple, Manu’s professional path in the US was 
less clear. She stayed at home with her two 
children for many years. Meanwhile, she worked 
in sales at Godiva Chocolate and later started a 
cake-making business.

“There I was at Godiva with an MBA selling choc-
olates,” Manu laughs. “But it was an exciting time, 
too. In India, I couldn’t dream of starting my own 
business. I started baking, and from there, started 
making designer cakes.”

By 2012, Manu was ready to return to the workforce 
full-time. That’s when she turned to real estate.

“I was excited to work with people and be able 
to help them achieve something. I connect with 
people well, and I wanted to take that journey 
with people,” Manu offers. “I realized I could have 
my own business, have flexibility, and be at home 
when my kids needed me. There weren’t too many 
full-time South Asian agents at that time, and there 
was a huge demographic of the South Asian pop-
ulation looking to have that connection with their 
agent – to be culturally understood, to talk in their 
language. So I got my license, and before I knew it, 
I was off.”

Manu has now been thriving in real estate for over 
a decade. She closed $142 million as a solo agent in 
2022, making her the #215 individual agent in the 
nation and #37 agent in the Bay Area by volume (as 
ranked by RealTrends and The Leading 100). 

Although Manu serves people from all cultural 
backgrounds, most of her clients are South 
Asian; the cultural similarities offer a pathway 
to instant connection. 

“In real estate, it’s not always straightforward. 
We dig in deep, and I can give clients perspective 
on choices. I take the journey with my clients and 
guide them along every step to make sure they 
make the right decision. I add value from a real 
estate perspective but also from the emotional con-
nection I offer. It’s all about relationships in life,” 
Manu explains.

I take the journey with 
my clients and guide 

them along every step 
to make sure they make 

the right decision.
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CONTACT US TODAY FOR A FREE ESTIMATE!

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

License # B-995320 | Fully Licensed and Insured

Quality Craftsmanship, Realtors' Trusted Resource.

Your #1 referral 
for Residential & Commercial 
Construction

Manu’s journey from a marketing career in 
India to becoming a REALTOR® in the US 
has been a path with tremendous rewards. 
She now has a business and a life she is 
immensely proud of.

“I came to the US, and I wasn’t scared, 
but I had to start all over. I wasn’t 
in tech, and being in the Bay Area, I 
had to discover what I could do here. 
I’m constantly out to reinvent myself, 
reenergize my business, and revamp my 
business because I enjoy my work. This 
comes naturally to me.”

BEYOND REAL ESTATE
Manu and her husband, Manish, 
have two children, Salinka 
(19) and Shivank (16). Her 
daughter, Salinka, recently 
got her real estate license 
and works part-time 
around her schoolwork 
at San Jose State. 
Outside real estate, 
family is Manu’s 
priority. She enjoys 
traveling, exploring 
new restaurants,                  
and volunteering.
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MARQUISE 
MURPHY
Remaining 
HUMBLE 
Through 
SUCCESS

They say you need
	 six to twelve months of 
reserves. I didn’t have any of that stuff. 
But I had the hustle and I had the drive.

Marquise Murphy knows humility. He knows chal-
lenge. And he knows what it takes to overcome. 

Born in Newark, New Jersey, and raised in North 
Carolina, Marquise made his way to the Bay Area 
in 2006. 

“I was playing college football for NC Wesleyan 
College on a partial scholarship with dreams of 
going to the next level (NFL) prior to my move to 
California,” Marquise reflects. Unfortunately, an 
injury prompted Marquise to shift directions.

Upon arriving in the Bay Area, Marquise devoted 
himself to creating success. “I wanted to prove 
any societal stereotypes wrong for myself and my 
family,” he explains.

When Marquise landed in California, he secured his 
first sales job, where he solicited businesses door to 
door to sell sports tickets. “I did that for a year and 
a half,” he reflects. “I met a guy through doing that 
owned a semiconductor company. He was looking 
for a young guy to train and liked my approach 
when I was selling the tickets. He invited me back 
for an interview to sell semiconductors.”

Marquise accepted the interview and was hired 
on the spot. It was a good experience, and he got 
exposure to another business and another side of 
sales. But unfortunately, the semiconductor com-
pany went under in 2008, leaving Marquise to find 
another job.

“I had to find my next move. It was all about people, 
being able to present something tangible, and help-
ing people with that,” Marquise explains. “From 
there, I got into cell phones. I moved up to manage 
two stores. But I wanted to do something different.”

That’s when Marquise made his first move into real 
estate. A former customer was a loan officer, and 
Marquise decided to join the team.

“I liked that I was able to help people buy a house...I 
wanted to give it a go. That was my first taste of 
real estate,” he recalls.

Marquise enjoyed his work there, but after only 
eight months, the recession hit. Marquise, along 
with the majority of his peers, was laid off.
“I knew I wanted to stay in real estate. But wanted 
a stable salary,” Marquise explains. While he had 
gotten a taste of real estate, it would be a long, 
challenging road, and another five years before 
Marquise found his rightful place in the industry.

First, he became a banker with Chase. After a failed 
move to Florida, he returned to California with the 
hopes of landing another banking job. That’s when 
Marquise was faced with his toughest challenges.
“I set up an interview at a bank in San Carlos,” 
Marquise explains. “I was on my last bit of savings, 
and I was sleeping on my buddy’s couch for the first 
few months before I could get enough money to get 
out on my own. The job didn’t go through…basi-
cally, the person I was going to sleep on his couch, 
said ‘If you don’t have any income coming in, how 
can you stay?’”

Marquise pondered his next move. He had just 
arrived back in California but had nowhere to go. 
Swallowing his pride, he jumped on the internet 
and started searching for shelters and programs 
that might help support him in his time of need.

By Zach Cohen

Originally printed in 
July 2020 (San Mateo County 
Real Producers) 

flashback favorite
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I LEARNED IN MY OWN 

JOURNEY NOT TO GIVE 

UP AND GIVE IN... It all 
happened within six years. If 

anyone says it’s impossible, 
they got it wrong. It’s not 

impossible. You can do it.

“It was humbling,” Marquise explains. “I ended 
up in a shelter in Redwood City. I was there for 
three months. At that time, my license was still 
processing. It was tough. It was challenging.”

While Marquise was waiting for his real estate 
license to go through, he landed a job at a 24 
Hour Fitness, and another doing outbound calls 
for a local mortgage company. He saved enough to 
leave the shelter and buy himself a car — a $300 
Saturn Ion.

“They say you need six to twelve months of 
reserves. I didn’t have any of that stuff. But 

I had the hustle and I had the drive.”

Marquise remembers arriving an 
hour early to every client showing. 

He would leave extra time in case 
his car didn’t make it, as well as 

time to park around the block 
so that his clients didn’t see 

his car. Parking around the 
block wasn’t about shame 
— instead, Marquise was 

confident that he could 
execute for his clients 
and didn’t want to be 
unfairly judged.

“My intention was to 
help people long-

term. I really wanted 
to do something that 

would help people. My ini-
tial plan was to come in part-

time, but I’ve learned that there 
is no such thing as part-time in this 

business,” Marquise laughs.

Step by step, Marquise began to build up 
his business, alongside his financial sta-
bility. Joining his local associations was a 
huge help early on. He served as the Chair 
President for the Young Professionals 
Network of San Mateo County and cur-
rently serves on the Board of Directors 
for LifeMoves, a non-profit organization 
that helps the homeless in San Mateo and 
Santa Clara Counties. 

Less than six years later, 
Marquise’s business is thriv-
ing. Given his background in 
football, he’s focusing on helping 
professional athletes and enter-
tainers as an addition to his 
baseline business.

“I learned in my own jour-
ney not to give up and give 
in,” Marquise explains. “It all 
happened within six years. If 
anyone says it’s impossible, they 
got it wrong. It’s not impossible. 
You can do it.”

“I wake up every morning and 
I’m thankful for the oppor-
tunity to be here...Today is 
another opportunity.”
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A GIVING PROGRAM BY

Thanks to the businesses within these pages,
our Area Directors, and readers like you, we’re able 

to break the chains of this horrible reality.

Visit n2gives.com to learn
more about our fight.

The N2 Company ― the organization behind this 
publication and hundreds like it ― is financially 

committed to end human trafficking.

TO HELP END MODERN-DAY SLAVERY.

SINCE 2016, N2 HAS DONATED
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BATHROOM  
REMODELINGREMODELING 
TIPS FOR 2023

RRenovating your bathroom is an investment that 
requires careful planning and execution. Still, it’s 
also an exciting opportunity to make your space more 
comfortable, functional, and aesthetically pleasing. 

If you’re considering a bathroom remodel in sunny California, 
here are some personalized pointers to keep in mind:

ESTABLISH A BUDGET AND ADHERE TO IT 
Bathroom remodels can be a significant financial undertaking. 
Set a clear budget at the outset, considering California’s high 
costs due to the state’s above-average labor rates and material 
prices. This financial plan will guide your project decisions and 
help keep your remodel within manageable limits.

ENGAGE A RELIABLE CONTRACTOR 
A competent contractor can streamline your bathroom reno-
vation and ensure the final result aligns with your vision. Get 
several estimates, verify their California licensing status, and 
review their past work. Remember, choosing the right contrac-
tor can be the deciding factor in your project’s success.

OPT FOR THE APPROPRIATE MATERIALS 
From flooring to fixtures, you’ll have a plethora of material 
choices. Select materials that reflect the style of your home 
and are durable enough to withstand bathroom humidity, 
and fall within your budget. Remember California’s propen-
sity for earthquakes; opt for flexible and sturdy materials 
when possible.

THINK LONG-TERM 
Make your bathroom future-ready. Whether you’re planning 
to age in place, anticipating a family, or simply consider-
ing resale value, your bathroom should meet future needs. 
Look at installing non-slip tiles, easy-to-clean surfaces, and 
water-efficient fixtures that comply with California’s water 
conservation regulations.

MIND THE DETAILS 
As the saying goes, the devil’s in the details. Small touches can 
make a massive difference to the overall look of your bath-
room. These tiny details can significantly enhance your space, 
from the grout color to the finish of your fixtures.

OPT FOR ECO-FRIENDLY MATERIALS 
As California is at the forefront of environmental initiatives, 
consider using sustainable materials like cork flooring, recy-
cled glass tiles, or countertops made from recycled materials. 
These choices help reduce your environmental footprint and 
often offer unique and beautiful aesthetics.

By F. Alcaraz Construction

industry expert

PRIORITIZE ACCESSIBILITY 
If you or a family member has mobility 
issues or are planning for your golden 
years, make your bathroom more 
accessible; this could mean installing 
walk-in tubs, lower countertops, and 
ADA-compliant grab bars.

INCORPORATE TECHNOLOGY 
With the rise of smart home features, 
there’s no better time to make your 

bathroom a technologically 
advanced oasis. Think about 
digital shower controls, automatic 
faucets, and smart mirrors that display 
your morning news or weather forecast.

KEEP THESE TIPS IN MIND 
A bathroom remodel can be a significant undertaking. 
Still, with some planning, creativity, and California flair, 
you can design a bathroom that will be a personal retreat 
for years.
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PHIL
CHEN

Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

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

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

WHY DO I NEED THOSE?

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

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

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING 

CORRECTED ON MY ARTICLE?

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

WHO CAN BUY THESE?

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

HOW DO I ORDER?

Email Mitch.Felix@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

�������������
�������������������������
��
	


�����������������������
�����
������
����������������������������

��������
��������������

���
�����������

�����������������������������������
�������������������
����	
����	���
������������������������������	������������������������������������

������
�������������������������������������������������

(707) 449-4988
www.jonedwardssalonandspa.com

536 East Main Street | Vacaville, CA 95688

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

BODY CONTOURING

BOOK YOUR APPOINTMENT TODAY!

JON EDWARDS
SALON & SPA

Look &
feel your best

WHILE CONQUERING THE
REAL ESTATE MARKET!



Amy Felix | 650.204.1978
Hello@BuildEverythingEPIC.com

Simplify the Complex Process of Building
Work with a Building Producer.


