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t's explore your options,

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!

Jerry ] McClain Patrick McClain
NMLS# 582914 NMLS# 2118643
Certified Loan Advisor Home Loan Adyvisor

Mobile: 408-799-7407 Mobile: 408-772-3815

Jerry.meclain@getevolved.com Patrick.mcclain@getevolved.com
Getevolved..com/pmecclain FDI¢ @

Getevolved.com/meclain

2o Fitzsimmons

Communications

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

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

Call today! Discover strategies to
hook homebuyers and sellers.

(415) 472-1499

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

Your #1 referral
for Residential & Commercial
Construction

CONTACT US TODAY FOR A FREE ESTIMATE!

(408) 420-9444

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

SERVICE AND DISCOUNTS
FOR YOUR CUSTOMERS.

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

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

B Competitive rates and a variety of discounts*

| can also offer additional insurance discounts* for:

Health Care Educators  Scientific & Technical Engineers  Accountants Police &
Professions

ealth Care
Professionals Firefighters

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

1 650.755.9690

- PATRICK CAYABYAB INSURANCE AGENCY, INC. m

o -I Your Local Agent | CALicense #0H66700,0F72762

Cota casdors FARMERS

PCAYABYAB@FARMERSAGENT.COM
https://agents.farmers.com/pcayabyab INSURANCE
ot our agent o
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There's a big difference
serhon between HAVING insurance
A and BEING insured.

AMERICA'S BEST REAL ESTATE AGENTS

RECOGNIZED

Refer Vanessa & Give Your Clients Peace Of Mind

As an agent experienced in Real Estate
transactions, | can help you & your clients with:

Vanessa Sisemore  Evidence of Insurance forms on short notice & timely (il To Fegrest » Bete

Sisemore Insurance Agency * Fast, dependable service BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT
* Broad & tailored coverage options

925-899-7926 » Competitive rates & a variety of discounts m : FOLLOW US ON INSTAGRAM TODAY

Vanessa@sisemoreagency.com  Extensive experience & creative policy options FARMERS @realproducers

www.farmersagent.com/vsisemore * Hard to place homes INSURANCE
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PREFERRED PARTNERS

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
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GENERAL CONTRACTOR
F Alcaraz Construction
Frank Alcaraz

(831) 747-5005
facremodeling.com

INSURANCE AGENCY
JH Insurance, Inc
Jessica Hawkins

(408) 264-2400
jhia.com

Mark Landis
Insurance Agency
Mark Landis

(408) 910-6225

Patrick Cayabyab
Insurance Agency Inc
Patrick Cayabyab

(650) 755-9690
agents.farmers.com/ca/
daly-city/patrick-cayabyab

Philip Mills, State Farm/
Mills Mortgage Brokerage
Philip Mills

(408) 781-5023
phil-mills.com

Sisemore Insurance Agency
Vanessa Sisemore
(925) 899-7926

State Farm Insurance -
Shana Nelson
Insurance Agcy

Shana Nelson

(650) 224-6307
ShanaNelson.com

William Beyer

Insurance Agency
William Beyer

(510) 527-4640
agents.farmers.com/ca/
kensington/william-beyer

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

MORTGAGE

101 Home Loans

Hannah Escher

(707) 321-3570
hannah@101homeloans.com

General Mortgage Capital
Corporation dba EMeta
Funding

Arton Chau

NMLS #282533

Cell: 650-759-6539
arton.chau@gmccloan.com

Evolve Bank and Trust
The McClain Team
Jerry McClain

NMLS# 582914
Patrick McClain
NMLS# 2118643

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please
support these businesses and thank them for supporting the REALTOR® community!

Guaranteed Rate
Mohamed Tawy
(619) 599-5643

PMG Home Loans
Sergio Michel

(408) 856-2770
www.pmgloans.com

MORTGAGE LENDER
Your Mortgage Girl at
Guaranteed Rate
Padi Goodspeed
(916) 257-9435

MOVERS

Ace Relocation Systems Inc
Pete Pfeilsticker

(408) 309-9456
AceRelocation.com

MOVING & HOME
CONCIERGE SERVICE
Extensive Home Solutions
Trish Gray

(650) 400-9562
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
jonedwardssalon
andspa.com/

TITLE COMPANY
Lawyers Title Bay Area
MaryAnn List

(650) 678-5623
Lawyerstitlebayarea.com

Stewart Title of California
Brandon Orosz
(408) 921-4374

VIDEO PRODUCTION
LV Productions

Vlad Lapich

(508) 514-0766

Insure Local with a Family Team you can trust!
—ar W

~“Ready o serve you
JESSICA HAWKINS

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

We craft excellent visual media
with a modern flare.

Located in the Central Valley of CA
Photography | Videography | Graphic Designer

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

with Lawyers Title

The title and escrow process starts
with our newest and most innovative
technology platform, Start inHere.
Whether on your mobile phone, tablet,
or desktop, Start inHere® is simple and
intuitive to walk through.

ldF' Lawyers Tlﬂe SERVING NORTHERN CALIFORNIA WITH OFFICES IN:

Saratoga, Menlo Park, San Carlos, Burlingame, and Half Moon Bay

Residential/ Commercial Title and Escrow Services

WWW.LAWYERSTITLEBAYAREA.COM . People are the heartbeat of Lawyers Title

Moving you down the

street or around the globe.
RESIDENTIAL | CORPORATE | STORAGE

REALTY CORP.

LISTING PROS

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

Find out why Lex Orosco and A i B R
the Listing Pros Team joined BRG Call Eric Galpine for a
FREE, no-obligation
moving estimate!

Realty - including NO COMMISSION
SPLIT and just $995 fee per
transaction (including E & O)!

Ready to Move?
408-878-0007
egalpine@acerelocation.com
www.AceRelocation.com

1900 Camden Ave, San Jose CA 95124
403-558-36‘00 * brgrea |t}"CDr|3 . CDI'T'I REL;‘;TION systems: Atlas

BRG DRE#: 02075330 BAY AREA e
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Service matters
Experience matters

Placing offers with peace of mind starts
with a team of experts by your side

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

Here’'s how:

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

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

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

Contact me today to learn more!

Padi Goodspeed

SVPR, Branch Manager

MNMLZ191659

D: 510928 4260 CROSSCOUNTRY
M: 916.257.9435 MORTGAGE

padi@ccm.com

teampadi.com

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

3236 Stone Valley Rd W, Suhew! Alamu CA 84507 | Equal Housing O r|<‘-rurl v Al loars s lt-rrr tr underwriting approval. Certain restric cTions apply. r-|| ar "v-'vr:ll
All borrowers must meel i J'l:sa.:'m'. -1 i i T, an Lo TR g b5 Lo GQualilly | for ar ] ]
LLC NMLSZOZS MMLSZISITI6 [wern L el of Firancial Protaction and Innova L

Martgage Lending ACt *CrossCount r.rh- il \-III1 ppproved ar that a closing can ocour within w specilic

will wary based on all invelved parties’ level of participation at 1 Y & 'i13'."".'." Fil 1090 Proces



By Nick Ingrisani
Photos By Teresa Nora Trobbe - www.FotosByT.com

Lynette
Morehead-Crum

/@ Kraig
Constantino
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A Partnership Centered
on Community

Sometimes the right path to take is clearest from the
outside looking in. In the case of Lynette Morehead-
Crum and Kraig Constantino, it was Lynette’s

mentor, Nancy, that sparked the idea for them to

unify their respective real estate businesses. Lynette
and Craig had been close colleagues and friends

for years, and both found themselves in a transitory

period. While brainstorming ideas and strategies on

how to move forward, Nancy jumped in to point out

the obvious (to her, at least) - the duo should team

up. It was an ah-ha moment for the pair, and they

P> srvp profile

officially became a team in 2019.

THE JOURNEY TO REAL ESTATE
Lynette grew up in a family of self-starters and

learned how to run a business from a young age. She

always knew she’d take the entrepreneurial path in

life. By the age of 21, Lynette had become a buyer

Creative Film X Photography Productions

and a seller multiple times with three investment
properties in her portfolio. It was through these
transactions that she realized her passion was real REAL ESTATE | LIFESTYLE | BUSINESS

estate, and in 1989, Lynette got her license.

Kraig grew up in a family of real estate agents and
was always intrigued by the industry, but he initially
had his sights set on playing professional baseball.
He played at San Jose State, was drafted twice by the

Cleveland Indians, and ended up signing with the San

Diego Padres. He went on to play in the minor leagues

for five seasons. Kraig was 26 years old, making
$1500 a month when he realized it was time to make
a career change. He decided to follow in his mother
and sister’s footsteps and studied to get his real estate

license on the bus rides to the baseball games.

Both Lynette and Kraig took inspiration from their
families that helped them create a solid foundation

from the start of their careers.

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.

“It was my mom and sister who instilled the mindset

that this business isn’t about getting a paycheck; it’s
about taking care of your clients and putting their

needs before your own,” Kraig says.
(825) 377-0607 | WWW.INVZNMEDIA.COM

“I was seeing my mom and dad work extremely hard, For Pricing & Bookings check us out online!

FoLLow us oN @

giving others a chance, and knowing that if you want

Silicon Valley Real Producers - 11



to put the effort in, you can do any-

thing you want,” Lynette adds.

FORMING A PARTNERSHIP

Lynette and Kraig both thrive in an
environment where they can collab-
orate with like-minded people who
share the same values and entrepre-
neurial spirit. Once Lynette and Kraig
recognized their similarities and that
their strengths and weaknesses com-
plemented one another, they knew this

partnership would be a perfect fit.

“We both have a very similar way of
communicating and connecting with
clients. We treat clients like family
and believe success comes from
helping others, whether in business

or the community.”

Lymnette and Kraig have combined

the strengths of their networks into
their current partnership, Crum-
Constantino Real Estate. Their
complementary skills, expertise, and
personalities have been instrumental
to their success. Lynette brings a calm-
ness that helps clients feel comfort-
able and confident throughout every
transaction, while Kraig’s patience and
persistence ensure that no stone is left
unturned. The result is a holistic expe-
rience that puts the personal needs of

each client front and center.

“Lynette is an amazing person and
agent - clients would be lucky to
have her. And there’s a mutual
respect between us that we each
have strengths to bring to the table,”

Kraig explains.

Lynette and Kraig are now looking to
build and take their business to new
heights. They recently hired an oper-
ations manager, Stefani Fernandez,
who’s taken the lead in helping them
streamline their processes. Their
goal-oriented approach has helped
them maintain steady growth since
partnering up — even through the
COVID pandemic.

12 - March 2023
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That said, they’re not interested in scaling too quickly.

Their focus remains on maintaining meaningful rela-
tionships with their clients and ensuring that they’re

always able to put 100% into every transaction.

“We believe in the growth of our team and are com-
mitted to maintaining top-notch customer service

by educating, innovating, and replicating.”

COMMUNITY &

GIVING BACK

“We live here. We work
here. We play here. The
Bay Area is our home, and
if we don’t step up and do
our part to help our com-

munity, who will?

Lynette and Kraig are
deeply motivated to help
their community flourish
in any way they can. They
view this as an integral
part of why they’ve been
so successful. It’s incred-
ibly fulfilling for Lynette
and Kraig to pour their
heart and soul into the
community they love so
much. A few of the char-
ities and nonprofits that
they work with are the
Make-a-Wish Foundation,
Living Water, Reach, and
Second Harvest. They both
also spend a lot of time
working with the Intero
Foundation, an organiza-

tion dedicated to donating

money for children and the elderly

across communities in California.

“Lynette and I are very blessed to
be in a position that allows us to

give back our community and help
others in need, so we volunteer as

often as we can,” Kraig says.

They consider helping others to be
the most valuable and rewarding
time they spend - for their commu-
nities, their business, and them-
selves. In an industry centered on
relationships, Lynette and Kraig
are committed to serving their
communities and being there for

everything that comes.

“Every person is different, so it’s
about caring for them, listening to
what’s best for them, and always
being honest. I want people to be
comfortable knowing that I'm here
to look out for their best interests,
not just get a paycheck. They know
that we’re not just going away.
We’re in this for the long haul. A lot
of our clients end up becoming our
friends, and we love to see what’s
happening in their lives, how their
families are growing, and just be
there for the good and the bad.”

66

WORDS OF WISDOM
We live here. We
work here. We play
here. The Bay Area is
our home, and if we
don’t step up and do
our part to help our

community, who will?

2

NOBODY OFFERS MORE
DISCOUNTS THAN FARMERS

« Speciality insurance coverage
* Products services to meet your insurance needs
= Farmers® helppoint 24/7 claims service

Call 510-527-4640 today! m
For Home, Auto, Life .
FARMERS

and Business.

Restrictions apply. Discounts may vary. Not available in all states. See your agent for details. Insurance is underwritten by Farmers
Insurance Exchange andother affliated insurance companies. Visit farmers.com for a complete listing of companies. Not all insurers are
authorized to provide insurance in all states. Coverage is not available in all states.

Life Insurance issued by Farmers New World Life Insurance Company, 3120 139th Ave. SE, Ste. 300, Bellevue, WA 98005.

William "Billy" Beyer

License #: 1821099

367 Colusa Ave.

Kensington CA 94707
0:510-527-4640

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

INSURANCE
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SINCE 2016, N2 HAS DONATED
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TO HELP END MODERN-DAY SLAVERY.
N2 DONATES ENOUGH

MONEY TO FREE TWO
SLAVES FROM CAPTIVITY.

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

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

Visit n2gives.com to learn
more about our fight.
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Mohamed Tawy | - B
Senior VP of Mortgage Lending
(619)599-5643 | Mohamed.tawy@rate.com
Rate.com/MohamedTawy
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LT US DOCUMENT THE

Essence Of You.

www.maytheartbewithyou.com ¢

408-510-4621
letscreate@maytheartbewithyou.com
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JIOE
VELASCO
GROUP

DY svrp cover story

TIPPING THE
BALANCE
SCALES

VELASCO

The last time we featured Joe Velasco, he was
highlighted as the “100 Million Dollar Man.” Back in
2019, when he achieved the feat, it was nothing short of
impressive. Two years later, he had another breakout,
more than doubling his sales to close 132 homes

for over $230 million with a small but mighty team,

including over $140 million personally.

Looking ahead to 2023, Joe is taking another step
in his business. But this time, his energy isn’t

going toward breaking his own record; he’s more
focused on creating better balance in his life. As
any REALTOR® knows, being a business owner is

a double-edged sword. Flexibility is available but
elusive. Yet, Joe is clear about his values, priorities,
and desire to carve out more time for the things -

and the people - he loves.

THE NEXT STEP

“What’s important to us is the same core values I've
had for the last 20 years. My motto is Real Service.
Real Solutions. Real estate! What I mean by that

is exceeding customers’ expectations and provid-
ing 100% customer service,” Joe explains. “I've
been around for some time now. I’ve sold over $1.4

billion in real estate in the last ten years alone. I'm

BY ZACHARY COHEN - PHOTOS BY
TERESA NORA TROBBE - WWW.FOTOSBYT.COM

very experienced in negotiation, and I’ve repre-
sented a lot of buyers and sellers over the years.

I still enjoy repping the first time home buyers,
getting the call when they outgrow [the home] and
upgrade, representing buyers and sellers who are
very savvy and looking to sell and buy high end
luxury homes, [and] repping real estate developers

and large subdivisions.”

After a banner year in 2021, Joe has taken an inten-
tional step back. He put more focus on some of his
personal projects, like renovating his home, as well
as a few investments in real estate development

projects. The result was a still successful 2022.

“I've had a lot of success over the last 20 years,”
Joe continues. “My goal for 2023 — if I person-
ally can sell 36 to 48 homes a year, that can create
the work-life balance I want to have. [Then I can]
take a step back to rebuild my sales team. I want
to re-strategize, rebuild, and come out the gate

in 2024 with a new, innovative approach. [I want
to create] a sustainable real estate business that
can withstand future economic downturns and be
ready to support a fierce shift upward. [I want to

create a business that can] handle massive volume

Silicon Valley Real Producers - 17



with the proper systems and
partners in place to allow me
to have the work-life balance 1
seek. [That will allow me to do]
what I enjoy, and that is selling

real estate, changing the lives of

66
Bewith a positive
mindset. That
really improves
you, improves
yourwell-being
and mental
health. What’s
mostimportantis
ourmindset.

2

those around me, being a trail-

blazer, and setting the new bar.”

SEEKING BALANCE

Joe and his wife, Viridiana, have
two daughters, Jocelyn and
Jolene. They enjoy yoga, hang-
ing out in the backyard, hiking,
and traveling. Joe also has a

passion for mountain biking.

In the years to come, he’s hoping
to spend more time doing the
things he loves. He’ll continue

to run a top real estate business;
after all, selling 36-48 homes

is still a healthy amount of real
estate to sell in a year. But even
in a slower market, Joe is con-
fident he has the leads and the

drive to continue succeeding.

WORDS OF WISDOM

Joe has seen a lot in his career,
and this is his best advice for
success in the current environ-
ment: “Minimize watching the
news. It so negatively impacts
you as a person. It’s bad news
that makes the news. To take
that in daily or nightly affects
you. Be with a positive mind-
set. That really improves you,
improves your well-being and
mental health. What’s most

important is our mindset.”

LEAVING ALEGACY

Although Joe is taking a con-
scious step back in his business,
he plans to sell real estate for
the long term. He tried his hand
at development, and while the

financial returns were good, he

18 - March 2023




realized his passion lies in residential real estate sales.

The social aspect, as well as the opportunity to make a

difference in the lives of others, is irreplaceable.

“Real estate sales keep me young and spirited. So
now, I'm focused on creating a work/life balance.
And that, for me, is selling 36 to 48 homes a year,
unless, of course, I land a big subdivision. Those
count as one seller, although it’s maybe 20-plus

homes,” Joe says. “I just want to be known as

20 - March 2023

someone who always did the right thing, that ran a

good, clean business, and always shared.”

Since 2010, Joe Velasco has closed over $1.4 bil-
lion in real estate sales. He has ranked among the
Top 250 real estate professionals in the country

per REAL Trends eight years in a row and #34 in
California and #87 nationwide for total sales volume
in 2021, per Wall Street Journal RealTrends.

end Me a Trainer 4

San Jose West

Slite Thnining ik omch B i Bt
0% tn-pesdsn... Tn-ttome and Live Suline
Perdonal Teaining!

Most Common Requests and Results:

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

et Gonstnd Toag

Aentisr this ad o1 yous
Couppon Code Gffer for
yous fAIt Liaining pack!

WE SPECIALIZE IN
HOME INSURANCE

* Owner Occupied - Landlord < Construction < Vacant ¢ Rehab

! :&!; l Mark Landis
Your Local Agent m
: v

R 1 ) License # 0G95230

650-366-8274 (Office) FA R M E R §

408-910-6225 (Mobile)

sanjosewest@sendmeatrainer.com mlandis@farmersagent.com INSURANCE
www.sendmeatrainer.com/sanjosewestca 4
II:IC? M E Yodu'r Trusted n Financial Advisors*
AN Lending Partner \
9 You're In Charge*
r
Jack Farnstrom, CRPC® Gibran Le, CRPC®
(925) 659-0378 (925) 659-0332
Jack.Farnstrom@LFG.com Gibran.Le@LFG.com

101 Home Loans lends all over the United States
allowing us to help more clients achieve more goals.

Hannah Escher
Mortgage Advisor | NMLS# 2098628
hannah@10Thomeloans.com

707-321-3570

1320 19th Hole Drive Suite #205, Windsor, CA

-

Jack Farnstrom and Gibran Le, along with their staff, are an advice-based
comprehensive financial planning team with Lincoln Financial Advisors. We
see how independent, objective advice makes a lasting and meaningful
difference in the lives of our clients and welcome any chance we get to serve
the Silicon Valley Real Producers community!

Scan here to

i
| |
-
appointment
: -
with us online! Eh‘

Jack Farnstrom and Gibran Le are registered representatives of Lincoln Financial Advisors Corp. Securities and investment advisory
services offered thvmlgh Lincoln Financial Advisors, a broker-dealer (member SIPC) and lcgvxh'n\l investment advisor. Insurance
offered through Lincoln Marketing and Insurance Agency, LLC and Lincoln Associates Insurance Agency, Inc. and other fine
companies. Lincoln Financial Group is the marketing name for Lincoln National Corporation and its affiliates. CRN-3955602-121021
3000 Executive Pkw Y Suite 400 ‘ San Ramon, CA 94583
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BACK TO
THE BASICS

In 2004, Ron Kahn transitioned out of
a 30-year career in janitorial supplies
and into the real estate business. He
spent four years in private money
lending and development, and when
the economy began to unwind in
2008, he transitioned into residential

real estate sales.

“In janitorial supplies, I started as a
distributor selling cleaning supplies
to end users. It was a local market
from San Francisco to San Jose,”

Ron recalls. “After a few years, the
entrepreneurial spirit took over, and I
bought a wholesale company, which I
ran from 1991 to 2003.”

In the early 2000s, consolidation was
taking place in Ron’s industry. His
customer base began getting smaller,

and he saw the writing on the wall.

“As a family-owned business, the

future was not there,” he reflects.

Ron had long held an interest in

real estate. His father-in-law was
involved in private money lending,

so naturally, he began there. When
he became a full-time REALTOR® in
2009, his real estate venture began to

really take shape.

“It made a lot of sense for me to move
to residential sales,” Ron continues.
“The barriers to entry were small. It

was local. It was sales-oriented.”

22 - March 2023
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Ron found success in real estate

relatively quickly. When the econ-
omy began to rise from the depths
of the recession, his business rose
with it. He soon became one of the
San Francisco Peninsula and Silicon

Valley’s top REALTORS®.

Over the years, Ron worked at several
brokerages, from ZipRealty to Better
Homes and Gardens to Keller Williams.
Some of his changes were for better
training or opportunity, while others

were due to industry consolidation.

In 2017, Ron moved into management,
first with Better Homes and Gardens
and later with Keller Williams. He
became a broker of record, helping to
manage and train agents while con-
tinuing to run his own sales business.
‘When Keller Williams underwent
consolidation, Ron returned to Better
Homes and Gardens, which became
Corcoran Global Living in March 2022.

“What I realized at that point — it
really didn’t matter what the brand
was. Each office has a different cul-
ture. The most important thing was to
be at a place where I felt comfortable
and that was nurturing to my per-
sonality. That led me back to Better

Homes and Gardens.”

Ron does occasional mentoring now,

but he’s returned to a full-time sales

svrp profile

By Zachary Cohen
Photos By Ewa Samples
www.maytheartbewithyou.com

role. In 2021, he had his best year to

date, closing over $25 million.

Lessons Learned Along the Way
When he was younger, Ron had
reasonable hesitations about taking a
commission-based position. Now that
he’s been actively selling real estate
for over 15 years, he’s settled into the
ups and downs of being an entrepre-

neur, and he’s come to love it.

“It turns out to be one of the greatest
ways to work,” he says. “You are really
compensated for what you put into it,
but it’s not an easy business. If you get
to understand it and enjoy working

with people, you will do well.”

Ron’s best advice for agents is to return
to the basics. Don’t chase the shiny
penny; instead, do what’s right for the

client, even in challenging situations.

“When the market is good, all boats
rise. It’s when things change and get
more difficult that you find out how
good you are,” Ron says. “So for me, I'm
going back to the basics, making sure
I’'m in contact with people and asking
for referrals. I understand that people

still need to buy and sell homes.”
Ron envisions many more years of

real estate success, but he’d be lying

if he said retirement wasn’t on his
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mind. He’s not slowing down just yet, but he’s begun

considering his next steps.

“I'm still very competitive and focused on selling.

My intention is to continue selling real estate, but
maybe a little more on my terms than just nose to the
grind,” he says. “Sales is a great career to be in. It’s
great for the entrepreneurial spirit. One needs to be
able to be flexible enough that as things change, you
can reinvent yourself and thrive in any market or life

situation. And that’s what I’ve been able to do.

BEYOND THE OFFICE
Ron and his wife, Stacy,
have been married for 48
years. She also takes care of
the bookkeeping for his real
estate business. The couple
has two children and five
grandchildren. Ron believes
in giving back to the
community and has served
as the Chairperson for Jobs
for Youth of San Mateo
County for 25 years and on
the Workforce Investment
Board of San Mateo County,
focusing on distributing
federal funds for workforce

training and development.

Silicon Valley Real Producers - 25



Are you looking for a partner that

will benefit your real estate business?
Let's connect today!

PE™

home Coang

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

SALON & SPA
\
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JoN EDWARDS (

No One Buys
A Dirty Home

LET US CLEAN
Your Listing!

Janitorial Services

COMMERCIAL | RESIDENTIAL

Call today to schedule your appointment ‘it
650-400-8335 g

www.srjanitorialservice.com

Why Settle for Ordinary

When You Can Have

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

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

BODY CONTOURING

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

www.jonedwardssalonandspa.com
536 East Main Street | Vacaville, CA 9568

/.

1

o StateFarm”

AUTO | HOME | LIFE | BUSINESS | HEALTH

Philip Mills
(408) 354-5250
phil.mills.jymk@statefarm.com

www.phil-mills.com
Insurance License #0D41702

NMLS ID #930951 / Company NMLS 1D #2094040 PR ‘Philip Mills, Agent
\ W

We Treat You Like Family

Home is where the heart is — and your family, too. With such an important
purchase, you need to know you've got a partner guiding you in the right
direction. That's what you get when you work with Stewart Title of California,
Inc. We go out of our way to treat you like family.

Contact me today.

Stewart Title of California, Inc.
Brandon Orosz

Business Developrment

870 Tennant Station

Morgan Hill, CA 95037
6694574052 office
£08.9721.4374 mobile
brandon.crosz@stewart.com
stewa rt.comfsanta -clara

B stewart "J‘ |

TITLE \ ¥ TRy
b 3
& 2023 Stewart. Al rights reserved, | 129550 E ’:li \ : 3
- '
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You help your clients find
the right home...

WE help them enjoy
their home... quickly!! =
St - & e ON FAMILY
extﬁsgeM - 1 AND
’ a : Scan Here ]
SOLUT'ONSI"C' _ , ToLarre! BUS”\]ESS

Contact Trish for a free consultation! , L -_ _ v ;J: 2 Learnin g the
650.400.9562 | info@exhsi.com =l :
ExtensiveHomeSolutions.com : : . -t Benefits of

Balance

Real Estate
Video Production

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

Let's connect today!

(508) 514-0766 | viad@lv-prod.com
Vlad Lapich, www.lv-prod.com/re
Videographer & Creative Director

Give your home the protection it deserves.

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

LET’S TALK TODAY. C A N A
»» flashback favorite S

By Zach Cohen
‘ Shana Nelson Originally printed in January 2020
10011 N Foothill Blvd, Suite 111 (San Mateo County Real Producers)
Cupertino, CA 95014
| (650) 988-8990

chananetsoncom & StateFarm .




“I make it look simple because of balance. I used to

start my day at 6:30 in the morning and scheduled

everything out on my calendar. Color-coded. It was

how my brain worked. I ended my day at 7:30 at night,
sometimes 8:00. I had to make sure that I had time to

work out, and fit family in there,” Alan explains.
And then, in late 2012, Alan’s life turned upside down.

“Then what happened was my daughter came.

When she came, I had a team and I was going full

steam ahead. I could not do that [with a premature

baby]. No one could do that.” o

b g S BERBRNY : - =
PEE LA p'*®2csssnone
‘soevenewe

the office and speaking with his broker. While he B I B F & & F X ae
had committed to building out a team that would ® “ fjadese s8ong

produce $100 million in sales, he was blunt with B - | - TEE § & ] i .. _,.
his broker. “It’s not going to happen this year,” Alan ; L i

told her. L aall Ve igooosses
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let a buyer’s agent go. I let a part-time assistant Fesl ) O+ i ';(Fr" o, jeesse i
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go... I referred out some clients,” Alan reflects. He ¢ b -
» 4

Something had to give. Alan recalls walking into

“I had a five-pound little one. I had no choice; this

is what I had to do. The toughest choice was to

slimmed his business down, pulling back in order to

create more time for his young family.

And magically, something else happened that same

year. “I did more that year than I had done any

other year,” Alan exclaims. ‘ ‘

It was during that time that Alan learned a critical

L | i v
"‘ .
lesson in communication and setting boundaries. - -

He let all of his clients know that family was most :
important to him at that time and in what ways his . | = Lr - - 4 £

business was shifting. He told them that his daugh- I_O O K S | M R I_ E‘i‘f?—; il @1 g

ter was the priority. o ¢ 1 " % v

“I showed them a picture - this is who my daughter B E C A U S E O F ; el P . "

: ] - § T
is, this is who I'm coming home to,” Alan explains. -! [ iy \, i

: -~ - LI \ i
And, somewhat to his surprise, his clients fully B A I_ A N C E . i

respected his choices. They wanted to work with

him more than ever. 4 , ’ \ \
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At the time his daughter came, Alan was seven years into his
real estate career. Prior to getting started in real estate in 2007,
he owned a company called BeyondGourmet.com, which sold
gourmet gifts throughout the US, Mexico, and Canada.

When Alan sold the company in late 2006, he was on the

lookout for a break, not a new career direction.

“Friends, family, senior real estate agents we knew, and
my husband said, “‘What are you going to do now?”” Alan
recalls. “We had bought and sold four different properties in

99

a ten-year period. They said, “You must get into real estate.

Alan had some internal resistance in the beginning, but with

his husband’s persuasion, decided to give real estate a shot.

Alan launched his career with the Cashin Company, who
owned 33% of the local market share at that time. Despite
his status as a new agent and the Burlingame flagship
office’s general resistance to hiring brand new agents, Alan

convinced them to take a risk.

“I was the only agent ever that showed up in a tie and a suit.
I had a bio written out. I sat in their office and said, ‘Listen,
I don’t want to be thrown to the wolves. I need someone to

3993

show me what to do.

From the middle of 2007 until the end of the year, Alan
closed six transactions. The following year, he tripled his
business to 18, then in 2009, to 49 homes.

“It was a snowball effect. I was very, very fortunate because
Itook what I didn’t like about those agents I was working
with that helped me buy and sell properties and got rid of it.

And what I did like, I incorporated into my business.”

“I went form one cubicle to two cubicles to three cubicles.
I brought on a team and went from a small private office
upstairs to a large private office. My mentor, Mike, said, ‘T'm

never mentoring anybody again,” Alan recalls with a laugh.

Alan attributes a lot of his early success to Tom Ferry’s
training. From Tom Ferry himself, he not only learned the
ins and outs of the real estate business, but he learned
what it takes to be a successful businessman. Alan believes
wholeheartedly in the power of gratitude and giving back to

the community.

“I give back as much as I can,” Alan says.
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Alan’s drive to give back ties directly into his approach with his
boutique brokerage, INSYNC. He prides himself on building positive
relationships with other real estate agents and gladly gives generous
commission splits and referral fees. “I give referral fees and don’t
cheapen out on that,” Alan says. “A third of my business is from giv-

ing referrals. We as an industry forget how important that is.”

In his personal life, Alan’s passions include his deep love for

his husband, daughter, and large extended family, as well as his
active involvement in local Bay Area nonprofits that address
issues of affordable housing, senior care, and child abuse preven-
tion. He also worked closely with Bay Area nonprofits that find

foster families for abandoned or homeless animals.

His daughter, KC, has been one of the biggest blessings in his life.
She came to Alan and his husband, Marc, in a most unusual - and

sudden - way.

“For most people — when you’re looking to have a child, you
have nine months to prepare. In our case, we had two weeks...

That’s how fast it happened. I made the conscious decision to

"ONE OF THE
THINGS 'WOULD

LIKE AGENTS TO
REMEMBER... BE
KIND TO EACH
OTHER. YOU WILL
"@FTEN BE ON
THE OWHER SIDE.
ANDSTHAT 1S
FORGOTTEN.”

change my life, to change my business. And that
happened overnight.”

With over a decade of experience in the real estate
industry, Alan has seen his real estate team grow,
change shapes, and develop into the balanced and
high-powered business it is today. Through all of
the changes, he’s learned quite a few lessons. One
of them is that relationships with the real estate
agents that he works alongside — both within his
company and in other companies - are as meaning-
ful as any client relationship. He understands that
the kindness, communication, and effort that he
puts into his business should not be saved just for
his clients, but should be offered to everyone that

he interacts with.
“One of the things I would like agents to remem-
ber... be kind to each other. You will often be on the

other side. And that is forgotten.”

“And return a damn phone call!” Alan laughs.
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print me more! €4

Were you, your
broker or the
team featured
in an issue of
Real Producers?
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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 | 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 | 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 | ORDER?
Email Mitch.Felix@n2co.com.

Why Should You Have Us

Not only great rates with fast turn-times...

1 Increase your
referrals on Autopilot.

2 Ipad open house &
automatic lead follow-up.

Free marketing material
for your listings &
Social Media.

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

§ ¥ o General Mortgage
W“ﬂ e ) @Capital Corporation E‘

Heuin o, My rodintion

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

LRSS
<<

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

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

Anthony De Castro

(925) 800-7464
anthony@investorloans.net

www.investorloans.net IO 17 - N
2960 Camino Diablo #220 . . LOANS '
Walnut Creek, CA 94597 Your Real Estate Investment Loan Specialists
CA Lic. DRE # 01773204

cavi ok #01742929 | FIXGFLIP NEW CONSTRUCTION REFINANCE PORTFOLIO
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Simplify the Complex Process of Building
Work with a Building Producer.

Pl

§ Amy Felix | 650.204.1978
) » Hello@BuildEverythingEPIC.com



