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AUTO | HOME | LIFE | BUSINESS | HEALTH

Philip Mills, Agent

Philip Mills
(408) 354-5250
phil.mills.jymk@statefarm.com
www.phil-mills.com
Insurance License #0D41702

NMLS ID #930951 / Company NMLS ID #2094040

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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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

PHOTOGRAPHY/

VIDEOGRAPHY/ 

VIRTUAL STAGING

VirtualTourCafe & 

RealEZPhotoFix

Tim Denbo

(925) 549-0714

VirtualTourCafe.com & 

RealEZPhotoFix.com

PRIVATE LENDER

Investor Loans

Anthony De Castro

(925) 382-8648

REAL ESTATE BROKERAGE

BRG Realty Corp

Gregg Bunker

(408) 781-1725

brgrealtycorp.com

REAL ESTATE 

PHOTOGRAPHY/VIDEOS

INVZN Media

Brooks Landry

(925) 216-7702

INVZNmedia.com

SALON & SPA

Jon Edwards Salon & Spa

Ed Pardini

(707) 449-4988

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

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

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers
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CONTACT US TODAY FOR A FREE ESTIMATE!

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

License # B-995320 | Fully Licensed and Insured

Let us help you add value 
to your property in 2023!

Your #1 referral for 
Residential & Commercial Construction

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 JAN-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

Professional Cleaning
should be part of your
Real Estate Team.

Let us help get that home
READY TO SELL.

Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

COMMERCIAL | RESIDENTIAL

Janitorial Services

&RS

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 

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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S T A Y I N G  H U M B L E

the area. With each purchase, however, 
they continued to be dissatisfied with the 
service from the REALTOR®. 

“We felt we weren’t getting any guidance,” 
Eric remembers. “They were what people 
fear in real estate sales — pushy. All the 
stereotypes, that’s what we encountered. 
Motivated by money, focused on getting 
their paycheck. They weren’t there to pro-
vide any sound advice and representation.”

So, Eric and Janelle set out to get 
licensed and represent themselves. At 
first, their vision only lay within the 
investment realm. But they soon realized 
that they could make real estate into a 
fulfilling career.

Stay Humble

Eric and Janelle began investing in 
1995 and have been actively practicing 
Realtors® since 1998. Over the years, 
they’ve maintained their position as 
REALTORS® ® with heart. In other words, 
they are out to achieve the best outcome 
for the client — not for themselves.

“A lot of typical stereotypes the consumers 
felt of REALTORS® rang true in a sense. 
The one thing I can say about Janelle and 
myself is we never focused on the money. 
We were always focused on providing the 
best outcome.”

“We’re so lucky right now to have people 
who choose us,” Janelle adds. “We’re able 
to work with people that align with us. 
We’re in a really good place because we 
attracted the right clientele and people on 
our team.”

Despite their tremendous success, Eric 
and Janelle have stayed humble, and that’s 
unique in the Bay Area, especially. So as 
they take their team into the future, they 
do so with the same sense of integrity and 
humility that they always have.
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Q&A with Eric and Janelle Boyenga

We sat down with Eric and Janelle to 
catch up on what’s happening in their 
business today and the future of the 
Boyenga Team.

Real Producers: Bring us into the 

present. What’s happening in your 

business today?

Eric: The biggest change in this busi-
ness is the change in all businesses. 
Data is the driver. It’s always been 
the driver, but you didn’t have access 
to it. Now, data drives real estate just 
like it drives other businesses. It sep-
arates good REALTORS® from great 
REALTORS®. If you really want to 
give a great, wonderful client experi-
ence, it’s all about understanding the 
consumer on a higher level. I know I 
can provide a much better real estate 
experience with data. 

I think the real estate business is the 
last legacy business that hasn’t been 
fully disrupted by technology, but 
it’s going through it right now. In the 
next 10 to 15 years, you’re going to 
see a massive change in our industry. 
Technology can build such efficiencies 
into the whole real estate process. It’s 
being transformed. 

Real Producers: What’s it like 

working together?

Janelle: It’s extremely advantageous 
to our clients. We have different skill 
sets and focus on what we do best. 
It may be a little detrimental to our 
personal lives because we’re talking 
about clients all the time, but there 
are things that can’t be replicated 
from a husband and wife team. We 
know what to expect. We can finish 
each other’s sentences. We’re all 
about transparency. 

Real Producers: You’ve been in the 

business for a long time. Can you offer 

some words of wisdom to your peers?

Eric: You should always be learning. 
There is always more to learn here. 
Our business is never finished, never 
complete. When you think you’ve 
done the best job, you can always do 
a better job. The opportunity is so 
huge in this industry … so, words of 
wisdom: be focused. Start small. How 
do you win in real estate? Be a local 
expert. Start with a condo complex. 
Know it, understand it, know every 
sale, know everything about the HOA, 
and then let people know. And I’m not 
talking about knocking on doors or 
mailing. You can interact there and 
build a digital presence. Start small 
and build up from there.

Real Producers: What do you 

see going forward in your life 

and business?

Eric: There are many people that 
depend on our team. Our brand is so 
well known in the Valley, in a good 
way. People like the Boyenga brand 
and want to work with us. We have 
a family of about 30 people here. But 
not only that, we have all our vendors. 
So the vision is to pass the baton to 
someone on the team that can keep it 
going. Maybe the brand will change, 
but the vision is to keep this going. 
Maybe I can step back and travel, ski, 
hike, and do fun stuff with the family. 

Real Producers: Is there any-

thing else you would like the Real 

Producers community to know?

Eric: We’re high-level agents fusing 
technology with great real estate 
practices. I always believed that 
what is important is to be transpar-
ent and genuine.

family. I was working for an interior 
designer and had just graduated from 
college. We had a crazy landlord who 
drove us to a point where we wanted 
our own home.”

Still in their early twenties, Eric 
and Janelle went out on a limb and 
purchased the only home we could 
afford, a teardown. They used credit 
cards, cash, checks, and all the spare 
money they could scrape up. They 
enjoyed the process of renovating 
and flipping the home and decided to 
begin investing in more properties in 

In the early ‘90s, Eric worked at an 
engineering firm, and Janelle was 
a designer based in San Francisco. 
Neither had initially set their profes-
sional sights on real estate, but when 
the couple had a challenging experi-
ence with their landlord as renters, 
they unknowingly embarked upon a 
real estate journey that would span 
several decades.

“It was very organic,” Janelle says. 
“Nobody wakes up and says, ‘I want 
to be a REALTOR® when I grow up,’ 
unless they came from a real estate 

As top agents and leaders of the 
Boyenga Team, Eric and Janelle 
Boyenga have made a name for 
themselves in the Bay Area. Eric 
and Janelle lead with integrity — 
and “integrity” is much more than a 
buzzword to the Boyengas. Integrity 
is the foundation of every action 
they take.

A Serendipitous Beginning

“I never planned on getting into 
real estate,” Eric begins with a 
telling smile.
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(508) 514-0766  |  vlad@lv-prod.com
www.lv-prod.com/re

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

Vlad Lapich, 
Videographer & Creative Director

Let's connect today!

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

����������
���������
����������
Extensive Home Solutions is here to help you 
settle into your new home, so you can do what
is most important for you and your family.

Happy New Year!
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IT’S IN 
HIS DNA

By Zachary Cohen

Photos by Ewa Samples, www.maytheartbewithyou.com

Growing up in the Bay Area, 
Bill Meyer admired his grand-
father’s work as a carpenter 
and a real estate investor. 
For as long as Bill can 
remember, real estate has 
been a part of his life.

“I remember going to his 
fourplexes and duplexes, 
mowing the lawn and col-
lecting rent,” Bill reflects. 
“So I’ve always grown up 
with that point of view. 
While [real estate] wasn’t 
my main focus for a while, 
it has always been back in 
my DNA.”

Over the years, Bill had the 
chance to watch the Bay Area 

real estate market shift and 
change. And yet, at least initially, 

he chose another career path.

Coming Home to Real Estate
After graduating from San 
Jose State University in 2011, 
Bill began working full-time 
for Cisco Systems. He went 
on to spend 11 years with the 
company, in which he held 
positions in several depart-
ments: marketing, finance, 
competitive intelligence, and 
sales strategy. In the mean-
time, he earned an MBA from 
Santa Clara University.

While he found success in the 
corporate world, Bill con-
tinued to dream about real 
estate. He had many conver-
sations with his grandfather 
about the business. Bill was 
careful to choose the right 
timing for a transition into 
real estate, though. Through 
the years, he’d regularly check 
in with himself.

“I would think, ‘What am I 
really good at? What do I want 
to do? What is my passion?’”

After deep contemplation, 
Bill realized his passion is for 
helping clients buy and sell. So, 
in 2019, he got licensed, and so 
began his real estate career.

“I was ready for the next move,” 
Bill says. “This wasn’t some-
thing overnight I just decided to 
shift to. This was something in 
the back of my mind since I was 
growing up. It felt like the right 
moment. I would ask, ‘Is it the 
right time to make the leap?’ I 
decided it was.”

Built on Commitment
In every role he’s held, from 
professional roles to volunteer 
roles, Bill has focused on serv-
ing others. He prides himself 
on being reliable, trustworthy, 
and transparent.

BILL
MEYER

svrp agent feature

While [real estate] wasn’t my main focus for 
a while, it has always been back in my DNA.
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“I love to experience new cultures, new cuisines, 
and new dialects, trying to get out of my comfort 
zone. For me, travel is the biggest gateway to happi-
ness,” he says.

Even when he’s traveling, real estate is top-of-mind.

“No matter if I am in Vietnam or Hawaii or even 
in Southern California, I will always look at what 
the development structure looks like. Who are the 
big builders around? What are the prices going at? 
What does the demand look like? It’s just ingrained 
in my DNA. It’s something I love so much.”

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

“There is strategy and marketing, but at 
the heart of it all is the client,” Bill says. 
“At the heart of it is the people element. 
There are a lot of not-so-glamorous 
parts of real estate, but that’s what I 
enjoy … I really do differentiate myself 
because of the level of service I give. 
And I make our transactions fun.”

As a child, Bill loved baseball; he 
devoted much of his energy and pas-
sion to the sport. One year, his team 
was about to begin the playoffs when 
the coach left the team unexpectedly. 
None of the other parents stepped up 
to coach the team, and Bill’s team was 
forced to forfeit, despite a season’s 
worth of hard work.

The disappointment that Bill felt at 
that moment has stayed with him. He 
doesn’t want anyone in his life to feel 
so disheartened.

“This applies directly to my real estate 
business because, as an agent, there’s a 
duty I take on with my clients. I would 
never want my clients to feel the level 
of disappointment I felt back in the 
day. It has helped me be committed, 
to be the person that sees it through 
thick and thin. And you don’t take the 
easy way out. You take the challenges 
in front of you, you overcome them, 
and you have fun while doing it,” Bill 
explains. “What I wish my coach would 
have done, I do day-to-day.”

Building Upon a Solid Foundation
As Bill settles more deeply into his 
real estate career, he continues to 
focus on what has made him success-
ful so far: a commitment to his clients 
and the willingness to work through 
challenging situations. He continues 
to lean on his grandfather, now 84, 
for connection and advice. 

Outside real estate, Bill has a passion 
for travel. He has a goal of visiting five 
countries each calendar year.

At the heart of it is the people element. 
There are a lot of not-so-glamorous 
parts of real estate, but that’s what I 

enjoy … I really do differentiate myself 
because of the level of service I give. 

And I make our transactions fun.
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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

How do you hook a homebuyer? Through story.

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

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

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

Choosing words to ignite connections
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Jack Farnstrom, CRPC®
(925) 659-0378

Jack.Farnstrom@LFG.com

Gibran Le, CRPC®
(925) 659-0332

Gibran.Le@LFG.com 
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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

Grow Your Business Further

This Year By Working With Us!
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We would like to thank all of our partners in our Partner Index 

at the start of this magazine and ads throughout as well as 

our sponsors for our events, which are listed below.
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JESSICA HAWKINS
650-464-0763 • jhawkins@gofarmers.com • JHIA.COM
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WE TRANSFORM BUSINESSES 

Web Design

Acquisition Email Campaigns

Search Engine Optimization

Live Chat

Reach out to your neighborhood publisher for more information.

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

SEM / Paid Search

Mobile and Display Advertising

OTT / CTV Streaming Advertising

Paid Social Media

HYPORTDIGITAL.COM
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YEAR-IN-REVIEW

RECAP
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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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srvp profile

DavidDavid

An Impassioned New Beginning

By Nick Ingrisani

“If you’re going to do something, 
do it the best you possibly can.”

Unlike many real estate agents who 
establish themselves in the industry 
early in their life path, David Guercio 
made his serendipitous arrival later 
in life. After a 35-year career in sales 
and executive high-tech positions, 
David retired and had all intentions 
of moving into a quieter phase. But 
it wasn’t long before he got restless 
with all the free time suddenly at 
his disposal. As he says, “it’s hard 
to retire when your friends haven’t 
retired yet.” He found himself itching 
to wake up every day and be produc-
tive in some way. 

“You gotta have a purpose to wake up 
in the morning.”

David has been a go-getter since he 
was a young kid. Neither one of his 
parents went to college or graduated 
from high school. As a result, they 
had to work hard to provide for the 
family and didn’t have much time to 
enjoy themselves. 

“Watching my family as I was 
growing up, I knew I didn’t want a 
life like my parents had. I wanted a 
better life for myself, so I’ve always 
been very motivated.”

He’d worked hard, succeeded in his high-
tech career, and achieved everything he 
could ask for. But now it was time for a 
new chapter, and David was thrilled to 
dive into it. In 2014, he got his real estate 
license and began his second career with 
Alain Pinel REALTORS®. 

Building His Real Estate Business
David lived in Silicon Valley for the large 
majority of his life, worked in the tech 
industry there for 35 years, and built up 
connections with family friends through-
out the area. As a result, he had a huge 
database of contacts to get started with. 
Still, transitioning into real estate meant 
a shift in mindset from most of his pro-
fessional experience.

“My whole career was selling, so 
the selling aspect wasn’t new to 
me. I’ve always prided myself on 
being a people person. What 
I noticed now is that before, 
I was selling to CEOs and 
companies. Now I’m dealing 
directly with people, and it’s 
money out of their own pocket.” 

An early challenge for David 
was establishing himself as a real 
estate agent in the area. Everyone 
knew him as the “high-tech guy.”

“An early mentor said, ‘If you 
didn’t do any lead generation, you 
didn’t work today.’ That really 
stuck with me.”

That advice proved to be impactful for 
David’s early days in real estate. Even 
with a strong database of contacts at 
his disposal, he knew it was crucial to 
get his name out there and establish a 
presence in the industry. He made it a 
point to stay in front of everybody he 
knew to remind them that he was ready 
to help them buy or sell whenever they 
were ready. 

This applied to his relationships at 
the Alain Pinel office as well. David 
knew who’d get the listings every 
Monday, and instead of waiting for 
them to reach out, he’d go talk to 
them in person. Eventually, they 
started coming to him directly. By 
developing relationships with other 
agents, asking questions, and putting 
in full days at the office every day, it 
all started to build.

David’s first real estate deal proved to 
be the transaction that had the biggest 
impact on him. His client was a single 

mom with a disabled son. He worked 
hard to find them a condo in a secure 
building that they’d be comfortable 
with. Although it was the smallest 
deal he’s ever done, it fueled him with 
motivation to continue down the real 
estate path and help people in his 
newfound career. 

“I love seeing the impact I have on 
people’s lives.”

Given David’s personality, grit, and 
network in the Bay Area, he was able 
to hit the ground running. He was 
awarded Rookie of the Year at Alain 
Pinel in his first year, closing 17 deals. 

David’s approach to working with 
clients is to go through the entire 
process with them from start to fin-
ish. He brings a spreadsheet outlin-
ing all the steps to each of his client 

meetings and guides 
them through it. When 
everyone is clear on all 
the details upfront, it 
makes the whole pro-
cess run more smoothly. 

“It’s not rocket science 
— we’re there to serve the 

client. When I’m meeting with 
clients for a potential listing, 

I say my job is to market your 
home and get as many qualified 

buyers to the table. I’ll give my 
thoughts, but you’re the one decid-
ing. My first priority is to take care 
of my clients, and my personal goal 
is to remain as one of the top agents 
in our office, year after year.”

Looking into the Future
These days, David’s real estate 
business never feels like a burden. 
He enjoys waking up every day, 
working hard, and helping people 
navigate the biggest transaction of 
their lives. 

“I’ve really enjoyed the eight years 
I’ve been doing this.” 

David is now 68 years old, so 
naturally, his kids and friends 
are asking him when he’s going 
to slow down. But for him, that’s 
out of the question. He’s having 
the time of his life working in 
real estate and isn’t going to stop 
unless “it’s no longer fun, or I’m 
incapacitated healthwise.” 

David holds immense gratitude 
for his ability to share the fruits of 
his labor with his kids, family, and 
friends. It’s all he could ever ask for.

Guercio

I love seeing I love seeing 
the impact the impact 
I have on I have on 

people’s lives.people’s lives.
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536 East Main Street | Vacaville, CA 95688
(707) 449-4988

jonedwardssalonandspa@gmail.com
www.jonedwardssalonandspa.com

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

BODY CONTOURING

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

Let our experts take care of it all--
schedule an appointment today!

Why Settle for Ordinary
When You Can HaveExtraordinary?

JON EDWARDS
SALON & SPA

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

Miguel A. Delgado, CFP® 

mdelgado@peak360wealth.com

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

RISE BEYOND
EXPERIENCE YOUR FINANCIAL FREEDOM

Securities offered through Lion Street Financial, LLC. (LSF, member FINRA & SIPC. Investment Advisory 
Services offered through Lion Street Advisors, LLC. LSF is not affiliated with PEAK360 Wealth Management.
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event recap

Real Producers

Vivian Chen

650-967-2575

staging@126design.com

Thank you Vivian Chen 
from One Two Six Design 
for co-hosting the event

HOLIDAY PARTY
in Atherton
HOLIDAY PARTY
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Thank you EPIC and Aerial Canvas 
for the media coverage

Amy Felix

650.204.1978

Hello@BuildEverythingEPIC.com

Aerial Canvas

650-241-0095

aerialcanvas.com
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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… 

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

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

A U G U S T  2 0 1 9

Photo by Photography by Busa

PHIL
CHEN

Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

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

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

WHY DO I NEED THOSE?

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

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

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING 

CORRECTED ON MY ARTICLE?

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

WHO CAN BUY THESE?

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

HOW DO I ORDER?

Email Mitch.Felix@n2co.com.

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

By Zach Cohen

Photos By Brandon Busa

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

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

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

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

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

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

cover story



Amy Felix | 650.204.1978
Hello@BuildEverythingEPIC.com

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


