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BUYING OR SELLING YOUR HOME?
Over 160 agents are ready to help you!

BRGrealtyCorp.com

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

BRG DRE#: 02075330

GREGG C. BUNKER
gregg@greggbunker.com

DRE #01988314

(408) 781-1725

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

Moving you down the 
street or around the globe.

 Ready to Move?  
408-878-0007

 egalpine@acerelocation.com
www.AceRelocation.com

Moving you down the 
street or around the globe.

Call Eric Galpine for a 
FREE, no-obligation 

moving estimate!

 RESIDENTIAL | CORPORATE | STORAGE  RESIDENTIAL | CORPORATE | STORAGE 

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

Same Brand, New Reach – 
Tune in for free today
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This section has been created to give you easier access when searching for a trusted real estate affiliate. 

Take a minute to familiarize yourself with the businesses sponsoring your magazine. These local businesses 

are proud to partner with you and make this magazine possible. Please support these businesses and thank 

them for supporting the REALTOR® community!

ARCHITECT/BUILDER

Amy Vander Heyden 
Architects
(925) 353-0363
hello@buildeverythingepic.
com

BUILDING PRODUCER

EPIC
Amy Felix
(925) 353-0363
amy@buildeverythingepic.
com

CLEANING SERVICES 

– COMMERCIAL

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

GENERAL CONTRACTOR

F Alcaraz Construction
Frank Alcaraz
(831) 747-5005
facremodeling.com

INSURANCE AGENCY

Mark Landis Insurance Agency
Mark Landis
(408) 910-6225

Philip Mills, State Farm/
Mills Mortgage Brokerage
Philip Mills
(408) 781-5023
phil-mills.com

Sisemore Insurance Agency
Vanessa Sisemore
(925) 899-7926

LISTING PREPARATION 

SERVICES

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

MARKETING & 

COMMUNICATIONS

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

MORTGAGE

Guaranteed Rate
Mohamed Tawy
(619) 599-5643

MOVERS

Ace Relocation Systems Inc
Pete Pfeilsticker
(408) 309-9456
AceRelocation.com

PHOTOGRAPHY

Fotos by T
Teresa Trobble
(408) 316-1613
2828 S. Bascom Ave
San Jose, CA 95124
Fotosbyt.com/
life-in-your-brand

PHOTOGRAPHY & 

VIDEOGRAPHY

Hammond Cinematography
Nicholas Hammond
Abigail Hammond
(209) 658-6551
www.hammond 
cinematography.com

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
jonedwards 
salonandspa.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
Jules Bell
(408) 507-4711

VIDEO PRODUCTION

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

AUTO | HOME | LIFE | BUSINESS | HEALTH

Philip Mills, Agent

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

NMLS ID #930951 / Company NMLS ID #2094040FIX & 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 October-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

Your Real Estate Investment Loan Specialists
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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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Living in Gratitude

NazariAllen

cover story
By Zachary Cohen

Allen Nazari can trace his genetic 
roots back thousands of years to 
Assyria, an ancient Mesopotamian 
culture. He was born and raised as 
a Christian in Iran, not too far from 
where his people once ruled. But 
today, Iran is a Muslim country, 
creating a difficult upbringing for 
Allen and his family. Here in the 
US, Christians are a majority group, 
with about two-thirds of the US 
population identifying as Christians. 
However, in other parts of the 
world, like Iran, Christians are still 
a persecuted minority. 

Following the Iranian Revolution, 
Iranian media was purged of non-Is-
lamic influences, and life became 
tougher for Allen. So, as just a teenager, 

he embarked on a journey to seek 
asylum – and, ultimately, a better life. 
Allen left Iran at 16, traveling to Turkey. 
Nineteen months later, he moved on to 

Italy and finally landed in California, 
where his brother lived, in 1986.

“The four-day walk from Iran to 
Turkey was a whole story on its own,” 
Allen reflects, hinting at the difficul-
ties of leaving Iran. “It was a journey, 
and all the transition was very tough.”

This period was immensely trying 
for Allen, but it also yielded gifts that 
served him in the years and decades 
to follow. He became familiar with 
different cultures and learned several 
languages along his journey. He also 
gained a strong lesson in perseverance.

“It was very difficult landing in the 
US. I didn’t have a passport because I 
fled and wouldn’t go to war, but I was 
able to find my way around and learn 
the language wherever I went,” Allen 
reflects. “It was a difficult time as a 
refugee, but I made it. I loved people. 
Getting to know the cultures, the 
people, and the customs was amazing. 

Beyond Real Estate
“My happy hour is gym time. I spend 
one and a half to two hours at the gym 
every day and really enjoy staying 
physically active and in shape. I’m also 
a big car guy, and I enjoy driving my 
cars and riding my motorcycles.”
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– connecting with people,” Allen 
says. “Meeting people is what gets me 
most excited about this work. I make 
friends with my clients that continue 
well past escrow.”

Allen is immensely grateful for the 
life he now lives. His wife, Nazy, 
has been a vital support system, 
and his four children are thriving as 
adults; Ryan (24), lives in Oxford, 
UK, Michael (22) is a USC graduate, 
Matthew (21) studies at Harvard, 
and Oiliva (19) attends USC. Allen 
also has two step-sons, Aram (34) 
and Emaan (32), who work along-
side their dad, helping him manage 
multiple companies.

After over 30 years in the Bay Area, 
California has truly become home 
for Allen.

“More than anything, I am grateful 
just to be here. I am always thankful 
to be living here in the Bay Area. This 
is the best place to live, and I’m happy 
to have a safe and stable home here 
with my wife. I cherish this life.”

Words of Wisdom
“You have to adapt to what’s coming. Adaptation is a big thing. I was never a believer 
in staying where you are. With the new AI platforms out there, our real estate 
industry is going to be unrecognizable in the near future. I’m figuring out where to 
be when that happens.”

Focusing on Real Estate Sales 
Over the next 15 years, Allen 
achieved tremendous success. He 
made a shift in his business in 2009, 
deciding to leave behind his days 
in lending to focus solely on real 
estate sales. Although he came from 
a background of running teams and 
companies, he decided to sell as 
a solo agent, founding Park Lane 
Capital and intending to use it solely 
for his personal sales business.

Today, Allen is thriving with Park 
Lane Capital. Although a few agents 
hang their licenses at the brokerage, 
he still does the majority of the com-
pany’s volume. In 2022, he closed 26 
transactions for $55 million.

After so many years in real estate, Allen 
remains passionate about his work, 
especially the opportunity to connect 
with people from so many different 
walks of life. His clients appreciate 
his availability, negotiation skills, and 
integrity. They find him to be a trusted 
consultant that will do what it takes to 
help them achieve their dreams. 

“What excites me about the busi-
ness is the same as at the beginning 

“I was raised to really just not have 
a whole lot of options. We had to do 
what we had to do. So what sets me 
apart from most people is my work 
ethic. I get up in the morning and do 
what I need to do. It’s never been an 
option for me,” Allen says frankly. 
“I’ve had to be focused on setting 
goals and do what I had to achieve 
those goals. I was determined to set 
my mind and get it done. With that 
came a lot of hard work.”

I got to meet a lot of new people and 
understand a lot about the world.”

Allen was born in Tehran and later 
lived in Istanbul and Rome – three 
large cities. Upon arriving in San 
Jose, he was faced with a culture 
shock. Everyone drove cars, and there 
was little interaction with neighbors 
on a daily basis. He wondered, ‘How 
do I make friends here?’ But if there 
was anything Allen learned along his 
journey to California, it was how to 

persevere. And so, he did. Slowly but 
surely, he settled into his new life.

“When I came here, I was an old 
18-year-old. I’d seen so much com-
pared to other people my age. I was 
determined, focused, good with 
people, and could get along with just 
about everybody.”

Building a Business 
Allen first entered the real estate 
business four years after landing in 

San Jose, starting in mortgage lend-
ing. He was determined to succeed, 
turning every obstacle into another 
stepping stone on his path to success. 

Allen began in wholesale lending 
and soon moved into a mixed role 
of real estate sales and mortgage 
lending. By 1994, he started his own 
mortgage lending business, leading 
the first franchised mortgage com-
pany in California while still in his 
mid-twenties.
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Michael Devlin has been in the real estate industry 
for nearly 40 years. During that time, he’s not only 
made a name for himself as a REALTOR®; he’s 
become one of the Silicon Valley’s most well-re-
spected brokers, trainers, and leaders. After over 
20 years with Century 21 and another 7 years as a 
leader with Keller Williams, Mike has landed with 
eXp Realty, the brokerage he feels is best suited to 
take his business into the future.

“I’ve had a lot of ups and downs in real estate,” 
Mike reflects. “I didn’t stop. I didn’t give up. I kept 
growing. Even though it took a long time to find the 
spot that worked for me, I’ve kept at it, and now, 
I’ve found that spot. So don’t give up before the 
miracle happens.”

THE ROAD LESS TRAVELED 

Mike took a unique route into 
the real estate business, 
entering the industry 
through his role as a 
trainer. In the mid-’80s, 
he worked as a trainer 

with a large organization 
that provided training for law 
students, lawyers, and other 
professionals, like insurance 
and real estate agents. So, 
before getting his real estate 
license, Mike was training 
future REALTORS®.

Mike continued as a trainer 
through 1986, when he 
decided to take the leap of 
faith and become a licensed 
REALTOR®. He initially joined a Century 21 regional office as 
the Director of Recruiting and Training. In 1990, he became 
Vice President of a large Century 21 Group, which later became 
Northern California’s most prominent Century 21 group. He sold 
real estate for the next 21 years while managing one of the area’s 
most successful real estate organizations. He helped expand that 

group from one location to five; by the time he left for Keller 
Williams, he had grown the team to over 600 agents. For the 

next seven years, Mike worked as a productivity coach 
with Keller Williams. In 2020, he took the next step in 
his business, joining eXp Realty.

A NEW MODEL 

After spending most of his career with traditional brick-
and-mortar real estate brokerages, Mike is excited about 
what eXp Realty offers. He believes their cloud-based 
model is the future of real estate.

“I didn’t join eXp for years because I believed I needed the 
brick-and-mortar model. But when COVID hit, I made more 

money, and it hit me — I wasn’t going to the office and was 
making more money. I said, ‘Well, why am I paying for 

all of this?’”

When Mike moved to eXp in September 2020, his 
business took flight. The cloud-based model has 
allowed him to build a team that spans the length 
of California rather than being confined by loca-
tion. Despite not bringing an existing team with 
him, he’s grown the group to over 80 agents. 

MICHAEL

DEVLINDEVLIN

By Zachary Cohen

Photos By Teresa Nora Trobbe -  

www.FotosByT.com

svrp agent feature:

A NEW MODEL
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In 2022, the Mega Icon Team closed over $55 mil-
lion, and in 2023, Mike will be expanding his reach 
to Scottsdale, Arizona. He’s also become a certified 
Success Coach with eXp Realty, which allows him 

to provide coaching to REALTORS® and other 
small business owners.

WORDS OF WISDOM 

Mike has seen a lot of changes in the 
real estate industry over the past 
40 years. He’s also had the chance 
to work in varied roles for several 

companies. The best advice he can 
give to an agent is to keep grow-

ing. While many agents equate 
growth with higher sales vol-
ume, Mike encourages them to 
look at growth in a new light.

“You need to keep moving 
up the ladder. There is an 
old saying, ‘We either grow 
or we die.’ Not to be stuck 
where we are, but what is 
the next rung of the ladder? 
So the first rung is to learn 
the business and become a 
successful agent. But there are 
still different stages in building 

your business. After you master what you are 
doing, you have to bring on leverage and expand 
to the next level of growth — a team. Then once 
you’ve got a team, the next level is to bring on 
other people that want to have a team. The 
mark of a true professional is how much they 
learn after they think they know everything.”

One way to build an organization is to become a 
broker and start an office, but it’s a challenging 
route. Instead, Mike encourages agents to follow 
in his footsteps to a cloud-based brokerage like 
eXp that allows for more possibilities when 
building a team.

“In 10 years, 90% of the offices will follow a 
model similar to eXp — cloud-based. The brick 
and mortar, traditional franchise, is dying,” 
Mike says. “I see the industry moving from 
being tethered to a location to a more flexible 
system. That’s what the future holds.”

MICHAEL DEVLIN

EXP REALTY OF CALIFORNIA, INC.

CalDRE#: 00928162
Residential & Commercial
Affinity, REO, Relocation & Express Offers 
Certified Agent
Certified Success Coach, Mega Icon Team Leader
O: 408-572-8377 | M: 408-449-0514 | michael.
devlin@exprealty.com 
Let’s talk: https/calendly.com/mdgroup

WEBSITES:

www.MichaelDevlin.com 
https/www.youtube.com/c/UpthinkRealEstate
http/www.agentbuilderpro.com/agent/
michael-devlin
https/www.facebook.com/mikedevlinsuccess
https/www.linkedin.com/in/michaeldevlincoach
https/twitter.com/mikedevlin
https/www.instagram.com/michaeldevlingroup

DON’T GIVE 
UP BEFORE 
THE MIRACLE 
HAPPENS.
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BEANAN

C

From Theatre to REALTOR®
BEANAN

By Zachary Cohen

profile Caitlin Beanan was born and raised in 
San Mateo, attended Notre Dame High 
School in Belmont, and graduated from 
UC Irvine with a degree in drama. Her 
first passion was for the performing 
arts, and after graduating from college, 
she set out to build a career in theatre. 
Caitlin spent a year in Los Angeles 
before returning to the Bay Area, 
where she performed at the area’s 
longest-running musical review, Beach 
Blanket Babylon in San Francisco.

Caitlin loved her work for Beach 
Blanket Babylon, spending six years 
as a full-time performer. In addition 
to her stint in LA, she spent two and a 
half years living and performing in New 
York. Caitlin was devoted to her craft.

“For six years, I was doing seven or 
eight shows a week. It was so rewarding 
but also exhausting,” Caitlin reflects.

While Caitlin’s love for theatre 
remained strong, by 2015, her profes-
sional vision had shifted. 

“The schedule was tough. It was tough 
to make a living,” she reflects. “By 
2015, I knew I didn’t want to do musi-
cal theatre as my career anymore.”

Caitlin instead turned her attention 
toward real estate, an industry that 
had grabbed her attention.

“I love people. I love to hear people’s 
stories,” Caitlin says. “I figured it 
would fit well with my personality. 
Coming from entertainment, I’m a 
hustler. I can grind it out. I wasn’t 
afraid to work hard.”

After shadowing a REALTOR® friend 
for a week, Caitlin decided to dive in. 
She got her license in 2015 and worked 
part-time in real estate while con-
tinuing to perform at Beach Blanket 
Babylon. In the summer of 2016, she 
became a full-time REALTOR®. 

NEW BEGINNINGS 

Eight years into her real estate career, 
Caitlin couldn’t be happier. She finds 

real estate sales an exceptional fit for 
her personality, skills, and goals. She 
still performs occasionally, but real 
estate has become her full-time passion.

“I’m an excellent communicator. I 
never want my clients to be surprised 
by anything. I am proactive, address-
ing things before they come up,” 
Caitlin explains. “And we have fun. I 
think real estate can be serious, but 
you can also have fun while doing it.”

Caitlin has partnered with  
Kevin Pickett on a small team  
since 2019. She’s primarily a buy-
er’s agent, although their roles are 
somewhat fluid. In 2022, her hus-
band, Richie, joined the team as the 
Director of Operations. 

“So we’re a small team, and we like it 
that way. Our personalities work well 
together,” Caitlin says.

In 2021, the team closed $60 million, 
followed by nearly $50 million in 2022.

CAITLIN
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Call today to schedule your appointment

650-400-8335
www.srjanitorialservice.com

RESIDENTIAL | COMMERCIAL

Janitorial Services

&RS

Your Trusted Partner
for Clean and

Sell-Ready Homes!

Your Trusted Partner
for Clean and

Sell-Ready Homes!

(707) 449-4988
www.jonedwardssalonandspa.com

536 East Main Street | Vacaville, CA 95688

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

BODY CONTOURING

BOOK YOUR APPOINTMENT TODAY!

JON EDWARDS
SALON & SPA

We understand the
demands of your profession...

LET US PAMPER YOU!

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… 

THE FUTURE  

IS BRIGHT 

Caitlin, Richie, and their 
young daughter, Grace, 
live in San Mateo. 
Although real estate and 
family life have taken 
center stage, Caitlin 
continues to perform 
from time to time. Her 
love for theatre remains 
strong, although she’s 
happier with it as a hobby rather than a profession.

In real estate, Caitlin is looking forward to growing 
her team to become a $100 million per year orga-
nization. While it’ll be tough with just two agents, 
Caitlin is confident they’ll reach their goal.

“I love my job, and I feel so fortunate,” she smiles. 
“I stumbled into it. I was a performer for so many 
years, and I just wondered, what can I do for m 
career? It was a huge decision to make a change into 
real estate. Pivoting is hard and emotional. I feel so 
fortunate to have found a career that is really fulfill-
ing. It speaks to me, and I have a lot to offer.”
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From Legos to Real Estate: 

Rini Sen Gupta’s Lifelong 

Love Affair with Houses

Since childhood, Rini Sen Gupta has been smitten 
with houses. 

“I’ve always liked the whole idea of houses,” Rini 
says. “My parents never really gave me dolls to play 
with. I got Lego sets. I think my dad felt that that 
was his way to bond with me. So, I just like the idea 
of building a house.” 

As the daughter of entrepreneurs, Rini’s early pas-
sion for real estate was complemented by a yearning 
to become a business owner. Her parents encouraged 
her big dreams and always reminded her that any 
career chosen, needs a 100% commitment.

Rini was in high school when her mother was diag-
nosed with cancer. Those were difficult days on the 
personal front. At this time, Rini and her friends 
formed a nonprofit, Cancer Awareness Crusade. 
They traveled to schools in different cities to do 
away with myths surrounding cancer. This strong 
sense of being connected to the community, and 
having faith in a higher purpose has helped Rini 
battle personal challenges time and again.

Real Estate Beginnings 

In 2004, a poor home buying experience prompted 
Rini to think about a career in real estate. She was 
still in graduate school in San Jose State, and the 
thought got pushed to the back of her mind. 

RINI SEN RINI SEN 
GUPTA
RINI SEN 
GUPTA
RINI SEN

After graduating from San Jose State University 
with a master’s in mass communications, Rini 
joined the Asian American Donor Program. AADP 
is a non-profit that helps blood cancer patients 
find marrow matches. In some ways, this was in 
memory of her mother, and Rini immersed herself 
in bone-marrow donor recruitment.

“That was actually a very good experience because 
it was like a 101 in rapport building,” shares Rini. 
“You really have a few minutes to make that con-
nection. And you’re actually truly making a differ-
ence in people’s lives.”

Hours at the non-profit were long, and as she began 
brainstorming potential career transitions, real estate 
and entrepreneurship once again came to her mind.

Rini’s first year in business, 2011, proved rocky for a 
novice agent due to a high number of short sales in 
her market. “The way I looked at it was that it would 
be giving me time to learn so that when things were 
running, then I would already be up to speed,” says 
Rini. “And I think it really worked out that way.” 

Finding Success 

Finding success proved to be more challenging 
than expected. At that time Rini was married, and 
the long work hours and stress of her new career 
proved to be hard on her marriage. 

By Jessica Frere

Originally printed in July 2019  
(San Mateo County Real Producers)

flashback favorite
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It took courage and grit, but Rini made 
the tough decision to walk away from 
the familiar and go through a divorce. 
Yet, she knew in her mind that she 
would need to give her career all of her 
attention, attain financial freedom, and 
once again learn to dream. 

Volunteering with Life Eldercare’s 
transportation program for home-
bound seniors was a wonderful release 
in those early days of living on her own. 
And with time, the real estate market 
picked up, and her business gradually 
gained momentum. Rini’s transactions 
increased each year until, in 2018, she 
achieved $30 million in sales, a testa-
ment to her dogged perseverance. 

Feeding Her Personal Growth 

Two business practices have helped 
Rini achieve professional growth. 
First, she views her role as an agent 
as more of a coach than a salesperson. 
“I like people, and I know these [real 
estate transactions] can potentially 
be stressful situations, but I can be a 

very good, calming presence and help 
[clients] make that decision.” 

Furthermore, Rini prioritizes setting 
annual business and personal goals. 
This yearly activity has helped focus 
her energies and keep her key objec-
tives top of mind. 

“You’re talking to your subconscious, 
and you’ve schooled every part of 
yourself in wanting this and working 
towards it,” says Rini. “It’s not about 
wanting something and not achiev-
ing it and getting disappointed. It’s 
about knowing that you’re putting in 
your best effort and that you’re going 
somewhere close to it and that it will 
happen at some point.” 

While Rini places importance on 
maintaining her thriving business, 
she refuses to adhere to an ‘all work 
and no play’ mentality. Travel is her 
all-time favorite pastime, and her 
dad is her favorite travel buddy. The 
duo selects a new location to visit 

together each year (past destinations 
have included Turkey, New Zealand, 
Japan, and an African safari) and con-
sider their annual adventures a prime 
opportunity to connect and bond. 

As the cherry on top of an already jam-
packed life, Rini recently took on an 
exciting, personal undertaking that pays 
tribute to her youthful obsession with 
home design: a move to Menlo Park and 
the purchase and remodeling of a 1947 
home there. After recently transitioning 
her business to the area, she felt it was a 
fitting progression that she, too, physi-
cally relocate there and immerse herself 
in the community and its culture. She 
hopes this decision will propel her for-
ward professionally and, in turn, lead her 
towards her ultimate goal: to achieve the 
financial security needed to fuel her long-
time passions for travel, philanthropy, 
and, above all, personal freedom. 

From the looks of things, she’s well 
on her way to turning her dreams 
into reality.
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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
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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.”
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