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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

(925) 353-0363

hello@buildeverything 

epic.com 

CLEANING SERVICES – 

COMMERCIAL

S&R Janitorial

Sonia Romero

(650) 400-8335

srjanitorialservices.com

FINANCIAL PLANNER

Lincoln Financial Advisors

Jack Farnstrom & Gibran Le

(925) 659-0378

Jack.Farnstrom@LFG.com 

& Gibran.Le@LFG.com

FITNESS / 

PERSONAL TRAINER

Send Me a Trainer 

San Jose West

Zane Daugherty

(408) 256-9888

sendmeatrainer.com/

sanjosewestca

GENERAL CONTRACTOR

F Alcaraz Construction

Frank Alcaraz

(831) 747-5005

facremodeling.com

INSURANCE AGENCY

JH Insurance, Inc

Jessica Hawkins

(408) 264-2400

jhia.com

Mark Landis 

Insurance Agency

Mark Landis

(408) 910-6225

Patrick Cayabyab Insurance 

Agency Inc

Patrick Cayabyab

(650) 755-9690

agents.farmers.com/ca/

daly-city/patrick-cayabyab

Philip Mills, State Farm/Mills 

Mortgage Brokerage

Philip Mills

(408) 781-5023

phil-mills.com

Sisemore Insurance Agency

Vanessa Sisemore

(925) 899-7926

State Farm Insurance - 

Shana Nelson 

Insurance Agcy

Shana Nelson

(650) 224-6307

ShanaNelson.com

William Beyer 

Insurance Agency

William Beyer

(510) 527-4640

agents.farmers.com/ca/

kensington/william-beyer

LISTING PREPARATION 

SERVICES

Freemodel

Ann Townsager

(949) 463-0036

MARKETING & 

COMMUNICATIONS

Fitzsimmons 

Communications

Kate Fitzsimmons

(415) 472-1499

Fitz-Com.com

MORTGAGE

101 Home Loans

Hannah Escher

(707) 321-3570

hannah@101homeloans.com

General Mortgage Capital 

Corporation dba EMeta 

Funding

Arton Chau

NMLS #282533

Cell: 650-759-6539

arton.chau@gmccloan.com

Evolve Bank and Trust

The McClain Team

Jerry McClain

NMLS# 582914

(408) 799-7407

Colleen Maxwell

NMLS# 1562768

(408) 838-1916

Guaranteed Rate

Mohamed Tawy

(619) 599-5643

PMG Home Loans

Sergio Michel

(408) 856-2770

www.pmgloans.com

MORTGAGE LENDER

Your Mortgage Girl at 

Guaranteed Rate

Padi Goodspeed

(916) 257-9435

MOVERS

Ace Relocation Systems Inc

Pete Pfeilsticker

(408) 309-9456

AceRelocation.com

MOVING & HOME 

CONCIERGE SERVICE

Extensive Home Solutions

Trish Gray

(650) 400-9562

extensivehome

solutions.com

PHOTOGRAPHY

Fotos by T

Teresa Trobble

2828 S. Bascom Ave

San Jose, CA 95124

(408) 316-1613

Fotosbyt.com/

life-in-your-brand

PHOTOGRAPHY 

& VIDEOGRAPHY

May The Art Be With You

Ewa Samples

(408) 510-4621

ewasamples

photography.com

Odyssey Productions

Nicholas Hammond 

Abigail Hammond

(209) 658-6551

OdysseyProductions.co

PRIVATE LENDER

Investor Loans

Anthony De Castro

(925) 382-8648

REAL ESTATE BROKERAGE

BRG Realty Corp

Gregg Bunker

(408) 781-1725

brgrealtycorp.com

SALON & SPA

Jon Edwards 

Salon & Spa

Ed Pardini

(707) 449-4988

jonedwardssalon

andspa.com/

TITLE COMPANY

Chicago Title

Valeri Huxley

(408) 535-3348

Chicagotitle.com

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
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Contact Trish for a free consultation!
650.400.9562  |  info@exhsi.com 
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(707) 449-4988
www.jonedwardssalonandspa.com

536 East Main Street | Vacaville, CA 95688

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

BODY CONTOURING

Let our experts take care of it all--
Book your appointment today!

JON EDWARDS
SALON & SPA

We have everything you need to

look and feel
your best.

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

(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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By Zachary Cohen

BEYOND REAL ESTATE

Outside work, Alfredo enjoys traveling 
with his wife, Nancy. Travel is their 

passion; the couple goes on vacation 
five or six times a year.

Growing up in Uruapan, Mexico, Alfredo 

Barajas was surrounded by countless 

gifts. His family taught him the value of 

hard work, perseverance, and kindness. 

 “We also had the best avocados in the 
world,” Alfredo reflects with a telling smile.

While Alfredo was lucky enough to grow 
up in a supportive environment, he also 
grew up in extreme poverty. 

“All my childhood, we lived in one of those 
houses that’s like a shack. When it rained, 
you might as well stay outside. Our floor 
was nothing but wet dirt. Extreme pov-
erty,” Alfredo continues.

Alfredo was lucky enough to attend a 
private Catholic school on a scholarship. 
Many of the students were from wealthy 
families, going Alfredo insight into a world 
that was brand new to him. The success he 
saw inspired him to create the same in his 
own life. He remembers having a goal of 
buying a house as young as eight or nine.

At 17, Alfredo came to the US, joining most 
of his extended family, who already lived 
in California. Immediately, he set out to 
achieve his goal of homeownership, how-
ever audacious it seemed.

“When I came here, I wasn’t looking for a 
nice car or clothing. I was just focused on 
saving to be able to purchase a house. That 
goal was engraved in my mind,” he reflects.

Despite working low-wage jobs, Alfredo 
bought his first home at 20. Soon, his 
friends and family became curious about 
how he did it.

“I decided to go full-time into 
investing — flipping, investing, 
developing. And that’s what I’ve 
been doing for over a decade,” 
Alfredo explains.

In recent years, Alfredo’s son, 
Alfredo Barajas Jr., got his real 
estate license. The opportunity 
to work alongside his son has 
lured Alfredo Sr. back into sales.

“It’s really great to work with 
my son. My son is 28. I’m 52. I 
had him when I was 24. I used 
to work 12 to 14 hours back in 
those days, so I missed a lot of 
that good father-son bonding. 
But right now, we have it. He’s 
a hardworking guy with a lot of 
fresh ideas. It’s outstanding,” 
Alfredo smiles.

As Alfredo begins the next 
leg of his real estate journey, 
he’s most excited to make a 
positive impact on the people 
around him. He’s been lucky 
enough to influence many peo-
ple over the past two and a half 
decades, and now that he’s step-
ping back into an active sales 
role, he’s sure to impact more in 
the years to come.

“Look at me — a kid who 
escaped across the border and 
started making crazy money 
in his twenties. It just doesn’t 
happen anywhere else. I want to 
influence more people, inspire 
more people to get into this busi-
ness, to do amazing things. It’s 
possible for any and everybody.”

“Everyone was pretty impressed that I was 
new to the country and did what a lot of people 
dream of — purchasing a house. I got a lot of 
people in my sphere of influence, family and 
friends asking me, ‘How do you do it? Can you 
take me in the same direction?’”

For a few years, Alfredo referred those friends 
and family members to his real estate agent. 
Soon, she turned back toward Alfredo, encour-
aging him to get his license. Despite his young 
age and self-doubt, he went for it, leaving his 
role as a butcher at the Los Gatos meat market 
behind to begin his real estate career.

Alfredo has now been in the real estate business 
for over 25 years. He sold real estate from 1997 
through 2009, achieving great success. By 2009, 
he had his own brokerage, his own building, and 
a considerable overhead. The economy crashed, 
pushing him to rethink his real estate business.
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BUYING OR SELLING YOUR HOME?
Over 160 agents are ready to help you!

BRGrealtyCorp.com

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

BRG DRE#: 02075330

GREGG C. BUNKER
gregg@greggbunker.com

DRE #01988314

(408) 781-1725

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

Evolve Bank & Trust offers unique home loan 
solutions that best fit your client's goals.

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

Let’s explore your options.

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

Colleen Maxwell
NMLS# 1562768

Home Loan Assistant 

Mobile: 408-838-1916

Colleen.Maxwell@getevolved.com

OUR SUITE OF MARKETING PRODUCTS

Reach out to the publisher of this magazine 
for more information.

HYPORTDIGITAL.COM

WE TRANSFORM
BUSINESSES 

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

Acquisition Email Campaigns

Search Engine Optimization

Reputation Management

Mobile and Display Advertising

OTT / CTV Streaming Advertising

Web Design

Paid Social Media

Yelp Partnership

Live Chat

SEM / Paid Search
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A  F A M I LY  A F F A I R

&&DENISE
CORTNEY
L A U G E S E N

Growing up, Denise Laugesen wasn’t your 
average child. Unlike most of her peers, who were 

oblivious to the happenings of the real estate 
market, she was fascinated with houses and 

property from an early age.

flashback 
favorite

Originally printed in 
September 2019

 (San Mateo County 
Real Producers)
By Jessica Frere

“It sucked 
me in, all 
of my life,” 
says Denise of the 
industry. “As a child, 
I would tell my mom to go 
to open houses because I wanted a 
home that had molding. We lived in an Eichler. 
And today, I love Eichlers, but when I was a kid, I 
didn’t like them.”

FROM BANKING TO REAL ESTATE 

As the years passed and her interests broadened, 
Denise put her love for real estate on the back-
burner. After graduating from college with an 
accounting degree, she went to work in the San 
Francisco banking industry as a bank examiner. 
As part of this role, she audited mortgage loans, 
an activity that slowly began to rekindle her pas-
sion for property.

At the same time, Denise regularly visited her 
then-husband, a heavy equipment operator, at his 
job sites. Here, she witnessed the intricacies of 
both property building and selling firsthand, and 
managed to form relationships with an array of 
local builders. These experiences and connections 
not only affirmed her desire to become an agent 
but also ignited a spark for a different segment of 
real estate: home building.

“I saw that they (builders) were basically paper 
contractors,” shares Denise. “They’re not really 
the ones out there pulling out the hammer and 
working. And so, I thought, ‘You know, this is 

really just 
management 

of people. I can 
do that.’”

It turned out that Denise’s 
assessment of her abilities was more 

than accurate. After leaving her banking job 
and obtaining her real estate license, she went 
on to sell 26 homes in her first year of busi-
ness, an impressive feat for any rookie agent, 
and simultaneously jumped headfirst into 
property building. Fast forward in time and, 
today, Denise has built 40+ houses and remains 
a highly recognized name in the region’s real 
estate market. The key to her accomplishments, 
she claims, is her unwavering commitment to 
her business.

“I always treated real estate as a lifestyle. So, 
the moment I got into it, I was all in. Always.”

JOINING FORCES 

Equally as impressive as Denise’s career suc-
cess was her ability to achieve it while simul-
taneously raising her daughter, Cortney, as a 
single mother. After a childhood spent watching 
her mom grow her business, Cortney, too, fell 
in love with real estate and now partners with 
Denise on their own mother-daughter team. To 
Cortney, becoming an agent was an inevitable 
career choice; real estate is simply in her blood.

“My mom got into the business when I was 
four,” says Cortney. “So basically, from four on, 

WE INTERACT 
DIFFERENTLY. WE ATTRACT 
A DIFFERENT STYLE. AND 

SO, PUTTING US TWO 
TOGETHER, I THINK WE’RE 

JUST THAT PERFECT, 
WHOLE PERSON.

- CORTNEY

WE INTERACT 
DIFFERENTLY. WE ATTRACT 
A DIFFERENT STYLE. AND 

SO, PUTTING US TWO 
TOGETHER, I THINK WE’RE 

JUST THAT PERFECT, 
WHOLE PERSON.
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I THINK THAT’S 
ONE THING I 

LEARNED FROM MY 
MOM EARLY ON. 

SHE ALWAYS SAYS, 
‘IF YOU WORK HARD, 
AND YOU JUST KEEP 
PUTTING (YOURSELF) 

OUT THERE AND 
KEEP DOING IT, IT’S 
GOING TO RETURN.

I ALWAYS 
TREATED REAL 
ESTATE AS A 

LIFESTYLE. SO, 
THE MOMENT 
I GOT INTO IT, 
I WAS ALL IN. 

ALWAYS.
- DENISE

all I knew was real estate – going into the office in 
my PJs at nighttime because she had business to 
take care of.”

Despite Denise’s attempts to dissuade her daughter 
from entering the business (“I wanted her to have a 
life”), Cortney’s passion for the industry won out and, 
after graduating from college, she joined forces with 
her mom in 2009. As is often the case in the initial 
stages of any new partnership, Denise and Cortney’s 
first year in business together presented a steep 
learning curve. However, after fleshing out their 
individual work styles and learning best practices for 
team success, the duo soon found their groove.

“I only thought that the right way to do things was 
my way,” confesses Denise. “And my daughter 
taught me so much. She taught me to be a better 
leader, a better person. Because there are a lot of 
ways that you can achieve success.”

A WINNING COMBINATION 

As a testament to their achievements, The 
Laugesen Team has been ranked as the top 
producing one- to three-person real estate 

team in North America, an honor that Denise 
and Cortney credit, in part, to their powerhouse 
partnership. By acting as equals in every aspect 
of their business (they both work with sellers and 
buyers, show properties, and even tag-team open 
houses), both women are fully immersed in day-to-
day operations and consistently offer a unified, yet 
agent-specific client experience.

“We’re so different – our personalities, the way we 
do business,” shares Cortney. “We interact differ-
ently. We attract a different style. And so, putting 
us two together, I think we’re just that perfect, 
whole person.”

I THINK THAT’S 
ONE THING I 

LEARNED FROM MY 
MOM EARLY ON. 

SHE ALWAYS SAYS, 
‘IF YOU WORK HARD, 
AND YOU JUST KEEP 
PUTTING (YOURSELF) 

OUT THERE AND 
KEEP DOING IT, IT’S 
GOING TO RETURN.

- CORTNEY

Denise and Cortney’s business has also flourished 
as a result of two other practices. The first, they 
claim, is consistently finding ways to connect and 
engage with prospective and current clients.

“Stay in front of your clients,” says Denise. “Write 
those personal notes. Make those phone calls.”

In addition, the pair also supports several local 
non-profit and charity organizations, including The 
Peninsula League, The Hillsborough Auxiliary to 
Peninsula Family Service, and are Hillsborough 
REACH partners. Giving back to their community 

is not only a personal priority for 
both agents, but the public exposure 

and relationships that they have built 
through these experiences have posi-

tively impacted their business, as well.

However, it’s Denise and Cortney’s strong 
work ethic that has earned them both such 
sustained career success. Neither agent 
craves much free time, largely because, to 
them, real estate doesn’t feel like work. 
Whatever downtime they do have is typically 
spent relaxing at home and strategizing on 
new ways to catapult their already thriving 
business towards even greater success. With 
drive and persistence like theirs, the sky is 
the limit to the heights that The Laugesen 
Team will reach. 

“I think that’s one thing I learned from my 
mom early on,” shares Cortney. “She always 
says, ‘If you work hard, and you just keep 
putting (yourself) out there and keep doing it, 
it’s going to return.’”
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JESSICA HAWKINS
408-264-2400 • jhawkins@gofarmers.com • JHIA.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… 
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svrp cover story

JOHN

HELPFUL. INNOVATIVE. POLISHED.

By Zachary Cohen

Photos By Teresa Nora Trobbe 
www.FotosByT.com

FORSYTH

JAMES

Being helpful is all about being a guide for cli-
ents. John does his job in a way that ensures 
clients understand the process of purchasing 
and selling. He is always adding value. 

Innovation is linked to creative thinking. 
While John’s 30+ years of real estate experi-
ence help him understand the essential buy-
ing and selling processes, he also challenges 
himself to think outside the box. 

Being polished is all about the image
he presents and, thus, the respect he
shows for clients. 

“The dress. The overall feel. You’re respect-
ing your clients. I don’t go show property 
in my shorts or my jeans. I dress the part. 
I wear a suit or a nice pair of slacks and a 
shirt. I look at it as something that is respect 
for my client,” John explains.

John’s approach results in a tremendously 
successful and enduring real estate career. 

THE ENTREPRENEURIAL MINDSET 

John began his real estate career in 1992 at 
the age of 24. He didn’t have a long family 
history or a particular event that struck his 

JOHN FORSYTH 

JAMES RECENTLY 

COMPLETED AN 

INTERNAL STUDY 

ON WHAT HIS 

CLIENTS SAY 

ABOUT HIM. 

THAT EXERCISE 

HAS HELPED HIM 

IDENTIFY THREE 

ADJECTIVES 

THAT DEFINE HIS 

BRAND: HELPFUL, 

INNOVATIVE, 

AND POLISHED.
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“There are some agents 
that may have only 
been in the business 
for less than ten years, 
even top producers, so 
they haven’t seen the 
cycles. I’ve seen three 
major cycles of up and 
down. My advice would 
be for an agent that 
hasn’t seen the cycles: 
you have to make sure 
you are pricing your 
properties properly and 
consulting with clients 
more frequently to be 
able to come out with a 
sale and a happy client. 
It’s fairly easy to sell in a 
market where everyone 
wants to buy and sell, 
but when it turns around, 
you need to stay on top 
of things more. Stay in 
touch with clients and 
give them good advice.”

WO R D S 

O F 

W I S D O M

interest in real estate, but when he came 
across the possibility of a career selling 
homes, he felt it would be a great match. 
That instinct has proven to be true.

“I didn’t really enjoy punching the clock in 
and out. For me, that was not the type of 
job I felt was a good fit. Most people want 
a salary position, but I prefer being in 
different environments, meeting people,” 
John explains.

John has been a solo agent for his entire 
career. This model allows him to set 
goals, get to work, and help his clients 
personally. Rather than putting his efforts 
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Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

RESIDENTIAL | COMMERCIAL

Janitorial Services

&RS

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

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

toward growing a large organiza-
tion, he prefers to keep it simple, 
handling his job and doing well for 
his clients.

“I’m straightforward and honest 
— a straight shooter,” John says. 
“That’s what I think is important.”

In 2021, John closed $85 million, 
followed by $48 million in 2022. 

Thirty Years and Counting 
After 30 years, John continues to 
be passionate about his work in real 
estate. He still enjoys helping cli-
ents as much as he did on day one.

“What keeps me going is the same 
thing that always has — a sincere 
passion to always do the very best 
for my clients,” John says. “It’s 
what I know, what I am good at, and 
like to do. I enjoy negotiating and 
putting together a deal which best 
benefits my clients and seeing them 
happy at the end of the transaction.” 

Outside work, John enjoys gardening at his home in 
Los Altos and spending time with his wife, Denise, 
and two daughters, Leanne and Megan. He grew up in 
Los Altos; the Peninsula has always been home.

As he looks ahead, John envisions many more years of 
real estate success. After over three decades as a solo 
agent, he’s beginning to consider moving to a team 
model, but time will tell what the future holds. For 
now, John rests in the gratitude he feels for his life.

“I’m grateful I’ve been able to be a help to a lot of 
clients over the years. I’m what I consider fortunate in 
this business.”

WHAT KEEPS ME 

GOING IS THE SAME 

THING THAT ALWAYS 

HAS — A SINCERE 

PASSION TO ALWAYS 

DO THE VERY BEST 

FOR MY CLIENTS

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 
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event recap

H A P P Y  H O U R
PLATINUM SPONSOR:

John Hayes

415-425-2315

Peter Cid

415-469-1780

MONTHLY SILVER SPONSOR:

Sophie Li

669-350-7351

li.sophie@pnc.com

S I L I C O N  V A L L E Y 
R E A L  P R O D U C E R
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NININI svrp agent featureRachel
THE AMERICAN DREAM

By Zachary Cohen

Photos By Teresa Nora Trobbe 
www.FotosByT.com

“I loved it. People would 
talk to me, and I was only 
able to say ‘yes’ and ‘no’ in 
English, but I still loved it,” 
Rachel reflects.

By high school, Rachel was 
convinced she wanted to go 
to college in the US. After 
attending university in China 
for a year, she transferred 
to the University of Utah, 
where she obtained a degree 
in consumer studies.

“I found this book at a book-
store, and it was about the 
top 200 schools in America. 
They broke down every-
thing. I picked six schools 
and applied to them. One 
was The University of Utah. 
I got four acceptance let-
ters... My cousins suggested 
Utah, so that’s where I 
went,” Rachel explains.

After graduating, Rachel 
moved in with her aunt and 

uncle, who were 
real estate agents in Los 
Angeles. Rachel’s uncle 
pressed her to get her real 
estate license, but she had 
other career aspirations.

“My dream was to become 
the general manager of a 
hotel. After high school, 
I worked at the Hyatt in 
Taipei, and I admired the 
management. I wanted to be 
there one day. That was my 
hope and dream.”

Forging Her Own Path
Rachel landed a job at 
the Hyatt in Palo Alto, 
bringing her to the Bay 
Area. Over the next ten 
years, she worked her 
way up from Restaurant 
Manager to Director of 
Banquets and Convention 
Services. She got the 
chance to travel the 
country running
 events and even 
moved to Florida 
for a time.

Growing up in Taiwan, Rachel Ni was 
fascinated with the American way of life. Her 
first visit to the States was in middle school 
when she stayed in California for a summer. 
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FUN FACTFUN FACTFUN FACT

“I am very fortunate,” she 
beams. “The most reward-
ing part of real estate is 
that I am helping people 
get to where they want to 
go. It changes someone’s 
life to get them in a house. 
For first-time homebuyers, 
to start a family – that’s 
very exciting. And then, for 
the move-down clients, it’s 
to hear them, to under-
stand, to be their advocate. 
It’s very meaningful to me.”

Rachel’s children, 
Augustine and Victoria, 

are now 13 and 11, respec-
tively (and she reminds 
us not to forget about her 
dog, Charlie). She’s found 
a groove in life, and now 
her primary goal is to 
give back to her family 
and community. 

“My journey in real estate 
started as a necessity for my 
family, but I’ve continued 
doing it because of passion 
for it,” Rachel says. “I’m 
passionate about helping 
people… This is a business I 
don’t plan to stop.”

In 2009, Rachel welcomed 
her son, Agustin, to the 
world. This arrival led her 
to take a careful look at her 
career path.

“Honestly, I didn’t realize 
how expensive child care 
was. In Taiwan, it was free 
(family help), but here it 
costs a lot of money, and I 
had to make a decision about 
how I was going to survive in 
the Bay Area. Working at the 
Hyatt was a lot of fun, but it 
wouldn’t feed my kids.”

Years after her uncle tried 
to convince her to become a 
REALTOR®, Rachel turned 
back toward the business. 
She got her license in 2012 
and worked part-time 
around her job at the Hyatt 
for a year.

“I sold five homes in the first 
year, and then I realized I 
couldn’t do both. I just don’t 
have enough time in the day. 
The day I quit my hotel job, 
I had $5,000 in my bank 
account. I needed to take a 
leap of faith to see if I could 
do this in real estate.”

Living Her Dream
More than a decade later, 
Rachel is thriving as an 
individual real estate agent. 
She has steadily built her 
business to become one 
of Silicon Valley’s best. In 
2022, she closed 14 transac-
tions for $36 million.

Rachel enjoys cooking, painting, photography, wine tasting, and traveling in 
her free time. She belongs to the Rotary Club of Belmont, Burlingame Chamber 
of Commerce, and Downtown Burlingame Business Improvement District.

FUN FACT

TO HELP END MODERN-DAY SLAVERY.

SINCE 2016, N2 HAS DONATED

Visit n2gives.com to learn
more about our fight.

Did you know there are more victims held
against their will today than ever before?

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.

A GIVING PROGRAM BY
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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

Your Client Deserves The Home Of Their Dreams

Your #1 referral 
for Residential & Commercial 
Construction

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!
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PHIL
CHEN

Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

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

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

WHY DO I NEED THOSE?

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

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

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING 

CORRECTED ON MY ARTICLE?

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

WHO CAN BUY THESE?

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

HOW DO I ORDER?

Email Mitch.Felix@n2co.com.

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

By Zach Cohen

Photos By Brandon Busa

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

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

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

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

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

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

cover story




