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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

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

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

Vlad Lapich, 
Videographer & Creative Director

Let's connect today!
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WE TRANSFORM BUSINESSES 

HYPORTDIGITAL.COM

We handle the details so business owners can spend their 
time doing what they do best. 

Web Design

Acquisition Email Campaigns

Search Engine Optimization

Live Chat

SEM / Paid Search

Mobile and Display Advertising

OTT / CTV Streaming Advertising

Paid Social Media

Reach out to your neighborhood publisher for more information.
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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

Contact Trish for a free consultation!
650.400.9562  |  info@exhsi.com 
ExtensiveHomeSolutions.com
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Consulting, Assessing, and 
Designing your client's next move.
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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

JH Insurance, Inc

Jessica Hawkins

(408) 264-2400

jhia.com

Mark Landis  

Insurance Agency

Mark Landis

(408) 910-6225

Patrick Cayabyab  

Insurance Agency Inc

Patrick Cayabyab

(650) 755-9690

agents.farmers.com/ca/

daly-city/patrick-cayabyab

Patrick Chua  

Insurance Agency Inc

Patrick Chua

(650) 249-6999

agents.farmers.com/ca/

san-mateo/patrick-chua

Philip Mills, State Farm/Mills 

Mortgage Brokerage

Philip Mills

(408) 781-5023

phil-mills.com

Sisemore Insurance Agency

Vanessa Sisemore

(925) 899-7926

State Farm Insurance - 

Shana Nelson  

Insurance Agcy

Shana Nelson

(650) 224-6307

ShanaNelson.com

William Beyer  

Insurance Agency

William Beyer

(510) 527-4640

agents.farmers.com/ca/

kensington/william-beyer

MARKETING & 

COMMUNICATIONS

Fitzsimmons 

Communications

Kate Fitzsimmons

(415) 472-1499

Fitz-Com.com

MORTGAGE

101 Home Loans

Hannah Escher

(707) 321-3570

hannah@101homeloans.com

C2 Financial Corporation

Brian Schwartz

(510) 541-7996

LendwithBrian.com

Evolve Bank and Trust

The McClain Team

Jerry McClain NMLS# 

582914

Patrick McClain NMLS# 

2118643

General Mortgage Capital 

Corporation dba EMeta 

Funding

Arton Chau

NMLS #282533

Cell: 650-759-6539

arton.chau@gmccloan.com

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

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

PRIVATE LENDER

Investor Loans

Anthony De Castro

(925) 382-8648

REAL ESTATE BROKERAGE

BRG Realty Corp

Gregg Bunker

(408) 781-1725

brgrealtycorp.com

REAL ESTATE 

PHOTOGRAPHY/VIDEOS

INVZN Media

Brooks Landry

(925) 216-7702

INVZNmedia.com

SALON & SPA

Jon Edwards Salon & Spa

Ed Pardini

(707) 449-4988

jonedwardssalonand 

spa.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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Your Real Estate Investment Loan Specialists

FIX & FLIP | NEW CONSTRUCTION | REFINANCE | PORTFOLIO

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

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

DEAL OF THE MONTH FEB-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.

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

Average Bridge Loan:
    Up to $2,000,000
    9.50% interest only
    12-month term
    Max LTV = 65%

Investorloans.net:
    Up to $2,000,000
    7.65% interest only
    12-24 month term
    Max LTV = 70% LTV
    Cash-out ok

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. 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

Patrick McClain
NMLS# 2118643
Home Loan Advisor
Mobile: 408-772-3815
Patrick.mcclain@getevolved.com
Getevolved..com/pmcclain

Closings don’t need to be stressful. With Stewart 
Title of California, Inc., they’re not. Our experienced 
professionals respond quickly, solve problems and 
provide the help you need from start to finish. Your 
customers deserve that experience, and you have 
every right to expect it from your trusted partner.  

Contact your Stewart Title of California, Inc. 
representative today.    stewart.com/santa-clara 

Brandon Orosz
Business Development
Stewart Title of California, Inc. 
870 Tennant Station 
Morgan Hill, CA 95037
408.921.4374 mobile
669.437.4052 office
brandon.orosz@stewart.com

Trust Us to Deliver a 
Smooth Closing Experience.  

© 2022 Stewart. All rights reserved.  |  117700 

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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cover story
By Zachary Cohen

W E S T B R O O K
VLADIMIR

GAINING WISDOM

The last time we sat down with Vladimir 

Westbrook, he had recently founded his 

brokerage, Westbrook Realty. His aspirations 

were high, and he had his sights set on building 

one of the Bay Area’s most prominent teams. 

In the years since, there have been 
monumental and unexpected world 
events — the COVID-19 pandemic, 
the ensuing real estate boom, and 
the current market slowdown, 
as well as the war in Ukraine. 
Vladimir has undergone significant 
changes in his personal life, too, 
becoming a father when his son, 
William, was born in 2020. 

After so much change, Vladimir has 
become wiser. He’s learned tremen-
dous lessons over the past few years, 
allowing him to become a better 
REALTOR®, broker, leader, husband, 
and father.

LESSONS LEARNED

Before the COVID-19 pandemic, 
Vladimir had aspirations of growing 

his team to over 100 agents within the 
year. Looking back, he now sees that 
goal as a bit naive. He’s learned a lot 
about hiring, training, mentoring, and 
managing real estate agents.

“These past three years taught me a 
lot of lessons,” Vladimir says. “I feel 
like I’m not as naive. Initially, the idea 
to open a brokerage was, to be frank, 
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to get passive income. I wanted to open a company, hire agents, 
and make broker commissions. Then reality hit. It’s a lot more 
work than that. Running a brokerage isn’t easy. I came to the real-
ization that a lot of work needs to be done before getting to a place 
of having 100 agents.”

Vlad continues to sell real estate, but most of his efforts are now 
devoted to recruiting, hiring, training, and mentorship. The team 
now has over a dozen active agents. Including back office staff 
and referral agents, the brokerage’s headcount surpasses 30. 

BUILDING CULTURE

Most importantly, Vladimir and his team have coalesced around 
common goals, values, and culture.

“We’re hitting over $100 million in sales in 2022 and have lots 
of room to grow,” Vladimir says. “I’ve had to learn that people 
will come and people will go. It’s a normal thing, and it’s leading 
us in the direction of creating a strong environment. I know not 
everyone I hire will stay, but if I build an environment where 
people connect and become part of the culture, that’s a sign we’re 
moving in the right direction. Now, we are developing culture, 
building a team where everyone has the same values.”

I’ve had to learn that 

people will come and 

people will go. It’s 

a normal thing, and 

it’s leading us in the 

direction of creating a 

strong environment.

FUN FACT

Vladimir has taken up woodworking as a 
hobby. Every other weekend or so, he’ll 

spend a few hours in the garage working 
on a small project — many of which end up 

going to clients as closing gifts.
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Vladimir and his team value teamwork. He’s created 
a collaborative environment where agents can learn 
from each other and share ideas. As a result, the team 
is growing strong together.

The ongoing war in Ukraine has affected Vladimir’s 
business, as well. His back office was in Ukraine 
until the war started. 

“We had to help evacuate our employees to Europe 
in March, which was a challenging and stressful 
moment,” he explains. “We had to stop concentrating 
on sales as our priority became ensuring our team-
mates could get out alive.”

Agents came together to send funds to support 
their teammates. Clients came through, too, donat-
ing money and equipment for humanitarian relief. 
Fortunately, all of Vladimir’s teammates were able to 
evacuate with minimal injuries. While they no longer 
have their homes, they still have their jobs.

“It was amazing to see the community of our agents 
and clients volunteer and connect toward a good 
cause,” Vladimir says.

Vladimir and his team have become more involved 
with past clients and the larger community, too. 
They started hosting community events in 2022 and 
plan to scale up through 2023. During their recent 
Thanksgiving event, they provided food, music, and 
prizes and gave away hundreds of pies. 

A NEW VISION 

With new wisdom in hand, Vladimir is taking his 
brokerage into the future with clear goals. He has 
a three-tiered plan: 1. To have Westbrook Realty 
create passive income, 2. To direct that passive 
income into the development business, and 3. To 
design programs for agents to invest in real estate 
themselves.

Vladimir has already achieved the first step in 
moving toward development; his first development 
project, a $2 million single-family home, is sched-
uled to be completed in the spring of 2023.

Vladimir’s vision for the future undoubtedly 
includes his family at the forefront. He and his wife, 
Liubov, welcomed their son William to the world 
in 2020. Being a father has given Vladimir a new 
perspective on work and life.

“William has given me a completely different reason for the business 
and for what we do. A lot of the things I’ve been doing the past couple 
of years are to have more family time with William and my wife, to 
build a better life for all of us,” Vladimir says.

William is already dipping his toes into the real estate business, going 
on house showings with his dad and even appearing in a few market-
ing pieces. As he grows older, he’s sure to gain even more exposure to 
the business through his parents.

“Recently, we were touring houses with clients who we first helped 
buy a house four years ago. At the time, I was 26 and didn’t have any 
kids. Four years later, they had a one-year-old and wanted to move 
into a bigger house. There was a moment when we were touring 
homes. Both of us had kids. Their daughter and my son were there at 
the house tours, playing. Moments like that are causing me to look at 
the business from a different perspective. We’re not just here to buy 
or sell homes. We’re here to be a part of a family.”
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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 

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.

The N2 Company – the company behind this 
publication and 850+ others like it – is financially 

committed to end human trafficking. 

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

Visit n2gives.com to learn more
about our giving program.

A GIVING PROGRAM BY

DONATED THIS YEAR TO HELP END MODERN-DAY SLAVERY.
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Residential/Commercial Title and Escrow Services®

®

®
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G I V I N G  
T H A N K S

At the age of 6, Lila Kazemi and her 
family left Afghanistan in search of a 
better life. At the time, Afghanistan was 
embroiled in war and revolution. Lila and 
her family arrived in Iran after over a 
week of walking through the desert. Four 
years later, they relocated once more to 
Islamabad, Pakistan.

Lila and her family were persistent in their search for 
a better life. That search eventually brought Lila to the 
United States at 16, when she landed in New Jersey to 
stay with an uncle.

COMING HOME TO CALIFORNIA
Lila struggled to find her place in a cast New York City 
metro. Her English was poor, and the culture was a 
shock. So, when another uncle — whom she had never 
met — invited her for a visit to California, she jumped at 
the chance.

“And I never went back to New York. I ended up staying,” 
Lila laughs.

Lila remembers landing in San Francisco for the first 
time. She looked down upon the city from the plane and 
marveled at its beauty. From the moment she arrived, it 
felt like home.

“I looked down at San Francisco, how beautiful it was, and 
I told myself, ‘I’m not going back.’”

Lila’s uncle had a wife and two young children, so she 
helped as a live-in nanny for a few years. After some 

years, her parents arrived in California, and The 
Golden State became home.

“Even now, every time I go to Marin County, when 
I pass the bridge, there’s a feeling of home. I feel so 
good there. There’s a calming feeling,” she says.

REAL ESTATE CALLS
Over the ensuing years, Lila married, had two 
children, and built a career in banking. When her 
kids were young — just 4 years old and 18 months 
old — she divorced. That led her to reconsider her 
career options.

“When I got divorced, it was very difficult with two 
small kids to work that eight to five at the bank. So 
in ‘99, I went and got my real estate license. I quit 
the bank. My boss told me that, given the difficulty 
in the real estate industry, I wasn’t going to make it. 
But once I made the leap, I never looked back.”

Lila stepped into the real estate industry for two 
reasons — the earning potential and the chance to 
have a flexible schedule. She soon found she also 
had a passion for the work. Over the years, she 
steadily grew her business, becoming one of the 
Bay Area’s top agents. She built a small team along 
with a reputation for service and honesty.

“I just love what I do,” she beams. “Now, I’m in the 
position where I really enjoy what I do because I 
get to pick who I want to work with. Most of my 
clients have become life-long friends.”

Lila’s team currently consists of her and three 
buyers agents — Robert Aguilera, Maryan Rezaei, 
and Lila’s daughter, Niaz, who Lila lovingly calls 
her boss.

“We care deeply for our clients, and it shows in the 
work we do,” Lila says. “We had an incredible year 
this year — our best year in real estate. And 99.9% 
of my business is referral based. We treat our cli-
ents like family. We do an exceptional job for them, 
and they become clients for life.”

LilaLilaLila
KAZEMI

profile
By Zachary Cohen
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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

GIVING THANKS
Lila remarried eleven years ago to 
her husband, Cosimo Spera, who is 
from Italy. The couple visits Italy 
once or twice a year and plans to 
eventually live there part-time. 
They have a blended family of four 
children, ages 23 to 30.

As Lila reflects on her journey, 
she marvels at how her life has 
unfolded. She’s come a long way 
from walking in the desert search-
ing for a new home, landing in the 
U.S. as a 16-year-old, and finding 
her place in real estate. After all 
these years, it’s still easy for Lila to 
tap into immense gratitude for the 
life she lives.

“If I was back in Afghanistan, I might 
not be alive today,” she says humbly, 
“and now here I am — a woman, 
able to work, succeed, and thrive. I 
am very grateful to have the oppor-
tunity to wake up every day and 
make a difference in people’s lives.”

W E  C A R E 

D E E P LY  F O R 

O U R  C L I E N T S , 

A N D  I T  S H O W S 

I N  T H E  W O R K 

W E  D O .

W E  C A R E 

D E E P LY  F O R 

O U R  C L I E N T S , 

A N D  I T  S H O W S 

I N  T H E  W O R K 

W E  D O .
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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.

Your property is unique.

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

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

YOUR FINANCING SOLUTION
SHOULD BE TOO.
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JABEEN
A S P I R E  H I G H E R

flashback favorite
By Zach Cohen

Rumana “I conduct an interview with 
my clients, just the way you 
are interviewing me. ‘What 
do you want to achieve? 
What has been your 
lifestyle?’ If I get to know 
them well, then I get to do a 
better job for them.”

It’s been over two decades in 
real estate now for Rumana 
Jabeen, but she still draws 
nourishment from her 
roots: her home country of 
Bangladesh, the way her par-
ents raised her, and her first 

career as a social worker. It’s these experi-
ences that allow her to approach real estate 
with a dynamic and original perspective, 
one that brings client care into focus, slows 
down the process, and aims to help each 
party in the transaction achieve their highest 
goals.

BORN AND RAISED: BANGLADESH

Rumana was born and raised in Bangladesh, 
a country with a conservative, patriarchal 
outlook. In many families, sons are still 
favored over daughters. Men are tasked with 
caring for their parents as they age, while 
women are often married off to start a life 
within their husband’s family structure.

“Bangladesh is a different mentality,” 
Rumana says. “You want to have a 
son, so your legacy is there … But my 
parents never raised [me and my sister] 
that way. They raised us with an atti-
tude that you can do anything you want; 
all you have to do is establish your 
mindset, have a goal, and work for the 
goal. Really, I have to give huge credit to 
my parents for that mentality.”

After college, Rumana traveled to the 
United States to attend university, 
where she studied to become a social 
worker and earned a master’s degree 
in sociology.

Originally printed in December 2019 
(San Mateo County Real Producers)
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FINDING HER WAY: A CAREER AS A SOCIAL WORKER

Upon graduating from university, Rumana launched 
her career as a social worker. She worked in a domestic 
violence agency in Tuscon, AZ, and when she moved to 
the Bay Area with her husband, she took a position as 
the program director for a local homeless shelter.

In her seven years as a social worker, Rumana came to 
understand the inner workings of homelessness inti-
mately. Looking around the Peninsula, it can be hard 
to imagine the depth of the struggles of many individu-
als and families, but Rumana knows firsthand that the 
challenges for many are ever-present.

“One of the biggest problems we face with the homeless 
population is the high cost of living on the Peninsula,” 
Rumana begins. “There are people working two or 
three jobs and still unable to make ends meet to afford a 
home. I learned of a fire chief living in a friend’s garage 
because he couldn’t afford a home.”

Another problem is that unexpected expenses, espe-
cially medical bills, can knock people off their founda-
tions. “Sometimes this has to do with mental health 
issues, as well,” Rumana says. “There are people who 
seemed to have everything going for them but had 
situations that cost them everything. People who are 
suddenly unable to work or unable to keep up with 
medical bills. There are tremendous pressures on peo-
ple. Homelessness is not a matter of choice or laziness; 
it is an issue that can be very difficult to resolve.”

While she loved her career in social work, Rumana 
admits that after seven years, she was ready for 
a change. Her husband, who is originally from 
Burlingame, works as a music professor. “It’s his love 
and passion,” and as Rumana says, “He’s very good at 
it.” As Rumana and her husband took stock of their 
combined income — his teaching salary plus her salary 
as a social worker, they both agreed that more financial 
freedom would be ideal.

“His job is his vocation. It made no sense for him to 
leave it. So I said, ‘I’ll try out real estate.’”

“Real estate always interested me,” Rumana continues. 
“When we were living in Tuscon, Arizona, I pur-
chased a home and went through the buying process. It 

fascinated me. When we came [to the Bay Area] 
and bought a small townhome, I thought real 
estate looked like something I might enjoy.”

So with a willingness to learn and an open mind, 
Rumana opened the door to her real estate career. 
That was more than twenty years ago now.

FINDING HER CALLING: REAL ESTATE

“The social work background really helps me do 
real estate,” Rumana says. “In both cases, you are 
helping people make critical choices with serious 
implications for their future.”

Rumana still remains active in the social work 
field but has grown an amazing business in her 
new career. “Given the high cost of homes on the 
Peninsula, my husband teases me that I used to do 
housing for poor people, and now I do housing for 
rich people,” she adds with a laugh.

It’s really 
important to 
listen to clients 
and help them 
understand the 
market. Both 
buyers and 
sellers. They 
hear all sorts of 
stuff, read all 
sorts of stuff.

In 2018, Rumana was recognized as 
the No. 1 agent for Keller Williams’s 
Northern California and Hawaii 
region. She’s built her business on 
the listening skills that she developed 
in her time as a social worker and 
continues to bring that level of care 
and patience to every client and every 
transaction.

“It’s really important to listen to 
clients and help them understand the 
market. Both buyers and sellers. They 
hear all sorts of stuff, read all sorts of 
stuff,” Rumana says. “But I live and 
breathe this every day. My job is not 
to lecture them but to handhold, teach 
them, and let them know the reality of 
current market conditions. I explain 
to them: ‘This is how I can help you 
achieve what you want to achieve.’”

While her ambitions are vast — 
Rumana increases her personal goals 
by a consistent 20% each year — her 
outlook remains humble. She strives 
to take time off as needed, spend time 
with family, and offer gratitude for all 
that she’s been given.

“In order for me to really do a good 
job for my clients, I have to take some 
time off. I find my clients are really 
understanding,” Rumana says.

“I have to thank my clients. It’s 
humbling. A lot of my business comes 
from referrals. It’s a community. A 
village that helps me to grow. I feel 
very blessed.”
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Your business can reach those agents too.

RP reaches the top 300-500 real 
estate agents in 100+ major markets 

across the country (like this one).
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Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

COMMERCIAL | RESIDENTIAL

Janitorial Services

&RS

Professional Cleaning
you'll LOVE as part of your Real Estate Team!

Let us help get that home READY TO SELL.

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

Are you looking for a partner that
will benefit your real estate business?

Let's connect today!

CONTACT US TODAY FOR A FREE ESTIMATE!

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

License # B-995320 | Fully Licensed and Insured

Your Client Deserves A Home They Love

Your #1 referral 
for Residential & Commercial 
Construction

(707) 449-4988
www.jonedwardssalonandspa.com

536 East Main Street | Vacaville, CA 95688

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--
Book your appointment today!

Why Settle for Ordinary
When You Can Have

Extraordinary?

JON EDWARDS
SALON & SPA

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

celebrating leaders

PALERMO 
PROPERTIES TEAM

A Dynamic Team on a Mission

By Nick Ingrisani

“WE’RE GOING TO DO BUSINESS 

WHEREVER WE CAN GET IT. 

THAT BULLETPROOF ATTITUDE 

IS RECESSION-PROOF.”

 
Building a successful team requires 
bringing on people from diverse 
professional backgrounds. When 
Mark Palermo set out to form the 
Palermo Properties Team in 2013, he 
knew it wouldn’t be your standard 
run-of-the-mill real estate team. He 
wanted to assemble a dynamic team 
of people who each bring a different 
personality, skillset, and career path 
to the table. 
 
Everyone working in the Palermo 
Properties Team has an extensive 
corporate background. Whether they 
come from executive positions in 
sales, marketing, customer relations, 
or product management, each indi-
vidual has something unique to offer. 
Now, their combined experiences 
from the corporate world form the 
foundation of their real estate busi-
ness that provides exceptional results 
for their clients.

 When asked why he sought to bring 
people with corporate backgrounds 
onto the team, Mark spoke to the 
attitude that’s required to succeed in 
this cut-throat industry.

 “I wanted to find people that under-
stand that it takes 10-14 hours per day 
to get things done. We’re not afraid of 
long commutes or putting in the work 
required. And we don’t specialize in 
any areas either — we are the Bay 
Area experts.”

 Ultimately, the team funnels their 
extensive experience into innovative 
strategies that put their clients in the 
best possible position to sell or buy 
their dream home.

A CLIENT-FIRST APPROACH

When an agent in the Palermo 
Properties Team gets hired, they 
view it as forming a strategic part-
nership with that client. It’s not 
just about closing a transaction on 
a home. It’s about fully understand-
ing the essential needs, wants, and 
desires of every client and distilling 
all of that into tactful strategies that 
net the best end result.

 Real estate is all about relationships, 
and the Palermo Properties Team val-
ues every relationship they nurture 
in their work. When clients work 
with Palermo Properties Team, they 
know they’re in for a smooth, efficient 
process from start to finish.

 “The ability to converse and engage 
with people, listen, and execute … The 

most important thing for us is getting 
the job done for our clients.”
 
TEAM HIGHLIGHT

The Palermo Properties Team 
includes partners Kirsten Hagen 
and Stephanie Sills, who cover the 
coast side and 280 corridor, veteran 
agents Umi Park (Willow Glen and 
surrounding Santa Clara County) 
and Irina Luck North (Peninsula, San 
Francisco, Berkeley/Oakland Hills), 
and two newer agents, Sean Sabean 
and Craig Sargent, who cover the 
entire Peninsula, South Bay and San 
Francisco area.

RESULTS THAT MOVE THE NEEDLE

“Any opportunity that arises, we  
go after.”

 Since forming in 2013, the Palermo 
Properties Team has become a force 
to reckon with throughout the Bay 
Area. After a few years at Keller 
Williams, the team switched to 
Compass in 2019. The improved tech-
nology, name recognition, collabora-
tion, and tools provided by Compass 
made a huge difference in their over-
all output. Joining Compass led to the 
team tripling their overall sales in just 
two and a half years.
 
Although the market share and influ-
ence of Compass had a big impact, 

it’s the tenacity and work ethic of the Palermo 
Properties Team that sets them apart from the com-
petition. They’ve chosen never to specialize in any 
neighborhoods or areas. Instead, they focused on 
becoming experts in the entire Bay Area since the 
beginning. This bulletproof mentality has allowed 
the team to produce consistent and tremendous 
growth, despite changes to the overall market. 
 
They didn’t let the COVID-19 pandemic slow them 
down either. Instead, they took it as an opportunity 
to grow their knowledge and footprint across the 
Bay Area. If there’s ever any downtime, the team 
would go out and explore different areas to get 
more acquainted with day-to-day life in them. That 

effort has paid off. Since May 2020, 35% of their 
new business has come from outside of the areas 
where the team actually lives.
 
Remarkably, 90% of all their business in 2021 came 
from referrals. It’s a testament to the dedication 
and work ethic that they bring to the table for every 
client they work with. The Palermo Properties 
Team has all intentions of continuing its record 
growth well into the future, starting with a goal of 
over $200M in sales for 2022.
 
Above all, they’re on a mission to be the top team in 
the Bay Area, and they aren’t showing any signs of 
slowing down.
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Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

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

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

WHY DO I NEED THOSE?

• 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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