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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!

(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!
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ARCHITECT/BUILDER

Amy Vander Heyden 
Architects
(925) 353-0363

BUILDING PRODUCER

EPIC
Amy Felix
(925) 353-0363
hello@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

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

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

101 Home Loans
Hannah Escher
(707) 321-3570
hannah@101homeloans.com

Guaranteed Rate
Mohamed Tawy
(619) 599-5643

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

PHOTOGRAPHY & 

VIDEOGRAPHY

May The Art Be With You
Ewa Samples
(408) 510-4621
ewasamplesphotography.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
jonedwardssalonandspa.com/

TITLE COMPANY

Chicago Title
Valeri Huxley
(408) 535-3348
Chicagotitle.com

Stewart Title of California
Jules Bell
(408) 507-4711

VIDEO PRODUCTION

C Sharp Video Productions
Christine Ann Iglesias
(408) 758-8293
csharpvideo.com
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FIX & FLIP | NEW CONSTRUCTION | REFINANCE | PORTFOLIO

Anthony De Castro
(925) 800-7464 | anthony@investorloans.net
www.investorloans.net
2960 Camino Diablo #220 | Walnut Creek, CA 94597
CA Lic. DRE # 01773204
CA Lic. DRE # 01742929

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

DEAL OF THE MONTH September-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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Jennifer Gilson 
was born 

and raised in 
Hillsborough, 

California, 
making her a true 

local with a deep 
understanding 

of the Bay Area. 
Jenn had the gift of 

growing up around 
the real estate and 

development industries. 
Her family founded Gilson 

Development, a Peninsula-based 
luxury residential home developer. 
Growing up, Jenn soaked up real 
estate and construction knowledge 
from her parents. Although she didn’t 
realize it at the time, the dinner table 
conversations and site visits would 
shape her professional path.

“I loved growing up around building, 
being around construction, and seeing 
transformations from the ground up. 
New construction and major remod-
els should wow you. You should walk 
into the space and imagine, love, [and] 
feel the calm [energy] and envision 
yourself living there,” Jenn reflects. 
“I loved seeing things grow and come 
together. When a buyer walks into a 
new build that I’ve worked on with 
the seller, we want them to imagine 
a sense of pride of ownership. I want 
them to love the home, and secondly, 
I want them to be proud to call the 
property their home. I love when a 
buyer reacts with excitement and love 
for the home we put so much time and 
work into creating.”

Real Estate Roots 
As an adult, Jennifer entered the res-
idential real estate world, represent-
ing buyers and sellers across various 
industries and niches — first-time Je
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home buyers, luxury buyers, investors, and devel-
opers. She worked closely with developers and 
commercial builders, learning the ins and outs of 
new home sales.

“I was learning the financial aspects while working 
in the field as the right hand to the developer,” Jenn 
says. “I learned about construction costs, material 
costs, where to find products from, [and] the stages 
of building homes, remodels, and new construction. I 
toured job sites, [and] seeing the process of creating 
a lifelong home grew into a passion. That’s how I 
ended up [on] my real estate journey,” she explains.

Building a Business 
Jenn started her real estate career as an individ-
ual agent and eventually founded The Jenn Gilson 
Group, which has been ranked the #1 team with 
Golden Gate Sotheby’s International Realty on the 
Peninsula for the past five years.

Jenn continues to leverage her unique edge in 
the industry with her development background, 
forming a niche in working in new construction 
and major remodels. She also brings technical 
knowledge and practical insights to her role as an 
agent. Jenn’s building background equips her with a 
comprehensive understanding of the properties she 
deals with and positions her as a trusted partner 
for clients seeking expert advice. Clients receive 
more than just a standard real estate service; they 
gain a partner who can navigate the intricate details 
of properties, ensuring their transactions are 
smooth, informed, and successful.

Touring job sites [and] seeing 
the process of creating a lifelong 

home grew into a passion.  
That’s how I ended up [on] my 

real estate journey.
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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)!

“I enjoy being able to represent buyers 
and sellers [and help them] achieve their 
financial dreams, [become] a part of their 
big decisions, and [help them buy] their 
dream home or sell for top dollar. With 
my experience, I’ve developed an innate 
understanding of building, development, 
and real estate. I practice what I preach 
and understand all the ins and outs of the 
business. I grew up around real estate 
and understand all types of different 
home conditions and values. I have a deep 
understanding of what it takes to buy, sell, 
maintain [a home], and negotiate.”

Learning Patience 
Alongside her role as a REALTOR ® and 
team leader, Jenn is a wife and mother of 
three young children. Becoming a mother 
has been transformative, teaching her 
balance and patience.

With a wealth of experience in the real 
estate industry and a heart full of love for 
her family, Jenn navigates both worlds, 
leaving a mark in both her professional 
and personal spheres. 

“I’m the same person I was, but there’s 
a lot more love and nurturing in me – 
and boundary setting. Becoming a mom 
has allowed me to be more patient in all 
aspects of my life. Patience is a quality I’ve 
connected more with after having chil-
dren, and that impacts everything I do.”

Jenn’s patience, as well as her ability to 
balance multiple tasks, shows up in her 
business, too. She’s a big proponent of 
creating leverage, setting boundaries, and 
ensuring there is time for everyone. 

“People say, ‘You’re a mom of three. How 
do you have time to work?’ In the intricate 
dance of being a mom and a real estate agent, 
I’ve tried to create as much balance as I 
possibly can. My balance journey consists of 
careful planning, clear priorities, and a heart 
full of love. It is possible to excel in both 
domains and create a fulfilling and enriched 
life for myself, my family, and my clients.”

For me, I’m able to be a mom, a successful 
real estate agent, love what I do, and still 
have time for my family. I make time for 

everything. It’s all about leverage. Set your 
boundaries in the right areas and make 

time for yourself. That’s how I survive.

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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A Joint Venture 

Sid and Vicky had their own professional journeys 
before teaming up to form SV Ventures. Sid, a 
data scientist by trade, began investing in Atlanta 
real estate in 2015. Vicky, an engineer and MBA 
by trade, began investing in Bay Area real estate 
around the same time.

With SV Ventures, Sid and Vicky are focused on 
buying homes, improving them significantly, and 
reselling them for a profit. Sid handles much of the 
backend work, systems, marketing, and processes, 
while Vicky, a licensed REALTOR®, spearheads 
contractor coordination, design, project execution, 
and sale. They have a couple of virtual assistants in 
supporting roles.

While Sid and Vicky no longer work in the sci-
ences, their backgrounds have been tremendously 
supportive in their real estate business. They rely 
heavily on their ability to analyze data and find 
suitable investment projects.

“If you look at our backgrounds, we each have a 
strong tech education. I’m an engineer, and Sid 
is a data scientist. Those things help us do a lot 
of analysis on how things are shaping up. We are 
entrenched in the fabric of real estate information. 
All of our decisions are based on data. So while 
the environment has changed, we are changing 
according to that environment, making sure we are 
underwriting only the right projects,” Vicky says.

The Birth of 
SV Ventures

Over the past five years, 

the real estate investment 

space has grown 

tremendously. Alongside 

large-scale ibuyers, mom-

and-pop investors have 

entered the landscape at 

record-breaking rates.

Sid Bobba and Vicky 

Oberoi don’t fall into either 

category of investors. 

With SV Ventures, the 

investment group they 

founded in 2018, Sid and 

Vicky are taking a unique 

approach to the fix and 

flip market. Even in a 

down market, their ability 

to analyze data and find 

suitable investments has 

allowed them to thrive.

By Zachary Cohen

silicon valley real producers feature

&Vicky Oberoi 
Sid Bobba
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Focused on the Bay 

The Silicon Valley isn’t the first market most investors con-
sider investing in; in fact, it’s a market many avoid. But Sid 
and Vicky see the beauty and the opportunity in Bay Area real 
estate investing.

“In a simple manner, it’s a low volume, high margin, very high 
risk market,” Vicky says. 

“It’s a very good area to be in because you don’t have to do a ton 
of volume and can instead focus on relationships,” Sid adds. “In 
the Silicon Valley, you can unlock more potential, make it turn-
key, and make a nice profit. It becomes a relationship business, 
where you can visit the property, meet the team, and ensure 
everything is done smoothly.”

Sid began his investing journey in Atlanta, so he knows both 
ends of the spectrum. Ultimately, he, too, prefers investing in the 
Silicon Valley. 

“Atlanta was a volume business,” Sid says. “We had 
to do a lot of volume every year to make it work. On 
top of that, building relationships remotely is diffi-
cult. I’m happy to be here in the Silicon Valley.”

Built on Relationships 

One of the things Sid and Vicky enjoy most 
about investing in the Bay Area is the relation-
ship-driven environment.

“We depend a lot on our relationships, putting a big 
emphasis on relationships with agents and brokers 
involved in real estate in the Bay Area. That sets us 
apart,” Sid explains.

Fun Fact

SV Ventures is an abbreviation for Silicon Valley. 
Synchronistically, it’s also the first letter of Sid and 
Vicky’s names.

“A lot of our business comes from agents, and we want to make 
sure it’s a win-win for both sides,” Vicky adds. “We are relation-
ship-centric and want to build relationships with REALTORS®.” 

Sid and Vicky also pride themselves on their execution. They do 
more than cosmetic improvements on their investments; they 
focus on genuinely improving the property.

“Our design and execution are some of the best,” Vicky continues. 
“We do an end-to-end remodel. There are always opportunities to 
make thoughtful improvements. That makes us unique. We don’t 
have just one strategy. We can really make the best changes for 
the exact circumstance.”

In the years to come, Sid and Vicky are keenly focused on gaining 
market share and developing a long-term investment strategy. 

They want the real estate community to know they 
are serious players in the fix and flip space, and 
they are here to stay.

“This is our bread and butter, our focus. Our ded-
ication to this is at the highest level. We are in the 
game for the long haul.”

Contact Info:

Vicky Oberoi

650-656-5951

viobrealty@gmail.com

Sid Bobba

650-800-2728

sbobba27@gmail.com

There are always 
opportunities to make 
thoughtful improvements. 
That makes us unique. 
We don’t have just one 
strategy. We can really 

make the best changes for 

the exact circumstance.
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By Zachary Cohen

svrp agent feature: 

Since launching her real estate career in 2016, 
Maria Afzal has made an indelible mark in the 
Bay Area, the Silicon Valley, and beyond. Maria 
is a leader in the California luxury real estate 
market. She has represented numerous tech 
company executives, professional athletes, and 
high-net-worth clientele, helping them navigate 
the competitive northern California market. 
As the leader of the Maria Afzal Real Estate 
Group with Christie’s International Real Estate 
Sereno, she has built a thriving referral-based 
business built on professionalism and excep-
tional service. 

DRAWING ON HER ROOTS 
Maria was born in Pakistan and raised in 
Washington, DC, giving her a unique under-
standing and ability to work with a diverse 
range of personalities. In real estate, that’s 
enabled her to establish an impressive and 
diverse roster of clients.

“One skill set I developed early in life was 
to strive harder,” Maria reflects. “Being a 
first-generation immigrant made me want to 
succeed that much more. I learned I had to 
learn, work, try harder, and not take no for 
an answer. That value of wanting to succeed 
keeps me going and helps me go the extra mile 
for my clients.”

Before launching her real estate career, Maria 
climbed the corporate ladder in education and 
healthcare. In these fields, she learned about 
effective communication, networking, time 
management, organization, and problem-solv-
ing – skills that have continued to serve her.

When she felt inspired to start her own busi-
ness, Maria determined real estate would be 

a good fit. She also made the bold decision 
to relocate to the Bay Area – an area that 
matched her entrepreneurial spirit.

“I had always been interested in architecture 
and how homes are designed and built — espe-
cially in the luxury/custom real estate market,” 
Maria explains. “The opportunity and energy 
here is truly unique, and I wanted to be a part 
of it.”

RIGHT AT HOME

AFZAL 

MARIA
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TAKING FLIGHT 
Since launching her real estate career 
in 2016, Maria’s trajectory has been 
remarkable. She secured her first 
buyer under contract within three 
days. Since then, her business has 
continued to grow.

Maria’s exceptional ability to negoti-
ate and close deals, coupled with her 
passion and dedication, has helped 
her become a trusted advisor and 
strategic partner to her clients. 

“I love to negotiate. It comes naturally 
to me,” emphasizes Maria. “It’s one of 
my favorite parts of the sales process.”

Maria feels right at home in the 
Silicon Valley. She particularly enjoys 
how educated the average real estate 
client is. 

“They desire to be educated about 
their real estate purchase, and 
I find it gratifying to pass on my 
knowledge. They ask for detailed 
answers to their questions about all 
the documentation that comes with 
their transaction, and they want to 
know how each thing impacts the 
future value of their investment,” 
Maria explains. “It feels rewarding 
to know that these highly educated 
individuals value your opinion and 
expertise and are learning from you. 

The marketing of my skill set 
revolves heavily around being 
knowledgeable about the pro-
cess of their real estate transac-
tion and the microeconomics of 
the neighborhood their trans-
action will be in. I must con-
stantly keep myself updated on 
prevailing trends and where the 
market is headed. I have to be 
the expert that I claim to be in 
my marketing and the expert my 
clients rely on.”

LEAVING A LEGACY 
Maria believes it’s critical to 
leave a legacy of positive impact. 
In addition to coaching and men-
toring other REALTORS®, she is 
the Co-President of the Portola 
Valley chapter of Together 
Women Rise (togetherwomen-
rise.org), an organization that 
supports girls and young women 
in developing nations and is ded-
icated to achieving global gender 
equality. She also loves spending 
time with her daughter, Fiza (a 
senior at Boston College), travel-
ing, and witnessing breathtaking 
sunsets worldwide. 

Maria and her team understand 
that they don’t just sell prop-
erties; they build relationships 
with people to help them achieve 
their dreams. Maria’s commit-
ment to excellence will position 
her for even greater success in 
the years to come.

“I’m building a strong real estate 
team. We’re growing. I want to 
continue to do this for a long 
time. I want to leave a legacy, a 
positive impact.”

I ’M BUILDING A STRONG REAL ESTATE TEAM. 
WE’RE GROWING.  I  WANT TO CONTINUE TO 
DO THIS FOR A LONG TIME.  I  WANT TO LEAVE 
A LEGACY,  A POSITIVE IMPACT.
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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… 

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 

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!
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A Designer Turned Real 
Estate Agent

Wen Guo

By Kasey Schefflin-Emrich

Originally printed in January 2020 (San Mateo County Real Producers)

flashback favorite

When Wen Guo obtained her real estate license, she wasn’t sure 
of what that would mean for her future.

“I didn’t know if I wanted to be a permanent, full-time sales-
person because I always thought of myself as a designer,” Wen 
says. “I never imagined myself to be a salesperson. I like to make 
sales because I love people, but I am more interested in overall 
business-building.”

Wen was previously trained as an 
architect and worked as an archi-
tectural designer before founding an 
architecture-inspired clothing design 
brand called Boditecture.

“We were really successful in terms 
of press,” Wen said. “We were in San 
Francisco Fashion Week, LA Fashion 
Week. We were on a full page in the San 
Francisco Chronicle for Sunday fashion. 
We got attention from Bloomingdales 
and an executive from Gucci.”

Despite the great publicity, the cloth-
ing label suffered financially due to 
the aftermath of the 2007 recession. 
Wen started to explore new options 
after her second child turned one.
“I tried many different things,” she 
said. “I tried to do interior design and 
tried being a project manager for sin-
gle-family house construction. I was 
never super excited.”

Wen’s husband, a tech entrepreneur, 
suggested she enter the real estate field.

“In the beginning, I thought about 
flipping [homes]. I bought my first 
investment property about to flip. It 
went really really wrong. The house 
was unpermitted and had a citation, 
but we didn’t know which part. [The 
real estate agent] told me the wrong 
part. That created a huge financial 
loss. I realized I need to get my license 
if I wanted to be serious about it.”

Wen began working for Keller 
Williams Realty in 2017.
“The Keller Williams office is really 
good—they get rid of all the shame-
fulness and unwillingness of exposing 
myself to the business,” she said. 
“Before I was very shy. I was like, 
‘Oh, I’m a designer, I’m not going to 
do sales.’ Keller Williams tells you 
lead gen is the key; without lead gen, 
you’re not going to have any business. 
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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

So it totally flipped me the other way and I started to door 
knock, which I would never imagine doing. It got me listings 
in the beginning.”

Wen is mostly a listing agent and is the team leader of the 
Wen Guo Real Estate Group at Keller Williams.

“My goal is to provide top service,” she said. “I have been 
so lucky in this career. I appreciate and truly cherish what I 
have. I really want to make good things out of it.”

Wen hopes to expand her business in the future. “I just hired 
a coach that manages 25 satellite teams in the country to help 
me to grow, to build it right and keep going,” she said. “A long-
term goal is to be the real estate company of choice for agents 

and their customers – to dominate markets, make millionaires, 
and give millions. Also, potentially branching into different 
supporting services. We have been using external service for 
staging, for TC. We can potentially have our own service as a 
holistic service for clients and agents as top services.”

Wen works hard to set an example for her children.
“I want my kids to focus on building things either short 
term or long term,” she said. “I want them to make accom-
plishments and be positive.”

Wen has remained positive throughout her real estate jour-
ney. She has found joy working in the business and continu-
ously dedicates herself to building long-lasting relationships 
with her clients.
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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.”
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