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We do the work.
You make the sale.

Fully managed renovations that help clients sell for more.
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Concierge service designs,
manages, and pays upfront for
pre-sale renovations and
preparation.
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Local project manager
ensures the job's
done right.

Laura Klein
Director of Partnerships

Kelly Vincelette & Suzanne Borg
kellyandsuzanne@cstitleco.com
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AUTO | HOME | LIFE | BUSINESS | HEALTH

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

www.phil-mills.com
Insurance License #0D41702
NMLS ID #930951 / Company NMLS ID #2094040

C al P rO CALL OUR TEAM TODAY!

(800) 474-3540

INSPECTION GROUP __CALPROGROUP.COM

Silicon Valley Real Producers - 5

4 - March 2024



PREFERRED PARTNERS
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ADU BUILDER
Symbihom
(510) 930-8900

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

HOME & TERMITE
INSPECTION

CalPro Inspection Group
Andrea Quyn

(800) 474-3540

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

William Beyer

Insurance Agency
William “Billy” Beyer
(510) 527-4640
agents.farmers.com/ca/
kensington/william-beyer

LISTING PREPARATION
SERVICES

Freemodel

Mike Hermany

(215) 870-6485

MORTGAGE
Guaranteed Rate
Mohamed Tawy
(619) 599-5643

them for supporting the REALTOR® community!

US Bank
(408) 398-2267
mortgage.usbank.com

MOVING COMPANY
Fuller Moving Services
(916) 349-1119
fullermoving.com

ORGANIZING &
UNPACKING

Home Method Co.
(916) 533-3315
homemethodco.com

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/

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
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COMPANY

First American Title Company
(408) 504-5596

firstam.com

TITLE COMPANY
Chicago Title
Kevin Barrett
(408) 497-3444
Chicagotitle.com

Cornerstone Title
(408) 601-9708

Lawyers Title Company
(650) 801-3544
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

" IThere's a big difference
between HAVING insurance

and BEING insured.

Opening Gateways

For 130 Years

Since 1893, there's been a lot of change, but
our customers’ need to protect their real estate
investments hasn't. We offer tools to help you
build your business and invest in resources and
talent to offer the expertise and insights that

provide exactly what you need.

We hope that you, our customers, see our

experience and accomplishments as proof that
we are a partner upon whom you can depend.

We look at it as a good start.

Stewart Title of California, Inc. is part of the Stewart Title Guaranty Company
family of companies with 130 years of history.

Contact us today.

David Lee
Senior Sales Executive

Stewart Title of California, Inc.
South Bay Division
408.892.0188 mobile

david.lee@stewart.com

© 2024 Stewart. All rights reserved. | 315900
The information provided here is for general informational purposes only,
should not be relied upon, and is subject to change without notice.

Jamie Amant
Escrow Officer

Stewart Title of California, Inc.
901 Campisi Way Suite 100
Campbell,CA 95008
408.340.6700 mobile
jamie.amant@Stewart.com
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Successful Past. Inspired Future.
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As an agent experienced in Real Estate
transactions, | can help you & your clients with:

Vanessa Sisemore

* Evidence of Insurance forms on short notice & timely (el T Fegrest » Bete
Sisemore Insurance Agency « Fast, dependable service
« Broad & tailored coverage options ﬁ
925-899-7926 » Competitive rates & a variety of discounts ' :
Vanessa@sisemoreagency.com » Extensive experience & creative policy options FA R M E R S
www.farmersagent.com/vsisemore * Hard to place homes INSURANCE TZ*WWOWWW,/?&AS?/WJF KEVIN BARRETT, VP Sales/Marketing (408) 497-3444 KB@ctt.com
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TO OUR NEWEST PARTNER!

We take a lot of pride in the businesses we partner with. Our partners are highly

recommended referrals from top agents, so you can trust us as a fantastic referral source.

First American Title

firstam.com

We cultivate lasting partnerships by offering business information developed

with insight and delivered with unwavering integrity. Our commitment extends

First American Title beyond, focusing on fostering relationships built on trust and transparency.

Clean Today,
Sell Tomorrow,

et us do the dirty work!

Unleashing Possibilites Through Innovation™

Q SYMBIHOM

Backyard ADU or
GarageADU
Conversions

Modern, Fully
Customizable,
and Upscale.

Rebecca E Moller
CalHFA Preferred ADU Provider

Janitorial Services

Woman-Owned Business
E E RESIDENTIAL | COMMERCIAL
e wn e Call today to schedule your appointment e’
EOEE | | G5000-655

510.930.8900 + SYMBIHOM.COM  [m]*Rdit: www.srjanitorialservice.com e
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Guaranteed Rate works with over 50 of the fop lending institutions and are
dedicated to helplng yvou find the mnr‘rgage rhcﬂ best suits your needs

RATE.COM/MOHAMEDTAWY
guaranteed

MOHﬁMED TAWY | CHATRMAN mL tCL
Producing Branch Manager,"S\r’P of Mortgage Lending
(619)599-5643
Mohamed.tawy@rate.com
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12480 High Bluff Dr, Suite 250, San Diega, CA 92130

WE SPECIALIZE IN
HOME INSURANCE

* Owner Occupied - Landlord < Construction < Vacant ¢ Rehab

!:IrF! Mark Landis
Your Local Agent m
& v

[ .8 ) License # 0G95230
-

650-366-8274 (Office) FA R M E R §

408-910-6225 (Mobile) INSURANCE

mlandis@farmersagent.com

Your #]1 refertalffor
& Commercial® C'b structlon

CONTACT US TODAY
FOR A FREE ESTIMATE!

(408) 420-9444 =

info@facremodeling.com | https://facremodeling.com
License # B-995320 | Fully Licensed and Insured
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Silicon Valley Real Producers, we couldn’t be happier with the
way the re-launch party turned out. This is just the beginning! We
definitely could feel the love and support in the room and we are
so excited! Thank you to all of you who were able to come out and

support us for our first event. Onward and upward in 2024!
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DY celebrating leaders

By Zachary Cohen

ENNINGS

HELPING AGENTS LIVE THEIR BEST LIFE

“We are helping agents scale and grow. We don’t create winners. We find winners and help
them win bigger and faster by giving them a proven path to success.”

Over the past few years, Brett
Jennings has grown Real Estate
Experts exponentially. The group
closed an impressive $1.2 billion in
sales in 2021 and followed that up
with $1 billion in 2022. Alongside
their sales growth, the team has
scaled to 100 partner agents, proving
that Brett’s approach to growth has

been a massive success.
Brett launched the Real Estate

Experts brand to change the percep-

tion of real estate agents in the mind

12 - March 2024

of consumers. From the beginning he
saw the need to align with agent part-
ners that were obsessive about being
the best at their craft and delivering
the best possible experience for their
clients. With recent developments
like the D.O.J. vs NAR lawsuits it
seems the importance of being a real

expert is more critical than ever.

“Our formula has been all about help-
ing agents double their business, and
it’s worked,” Brett says proudly. “We

helped numerous agents double but

to help agents continue to grow in a
market like we are going through now,
requires a relentless commitment to
elevating our skills and going deeper
in our relationships with clients, and

that requires time.”

“And if you are a busy agent, to get
that necessary time requires lever-
age. What prevents most people from
growing is this: 80% of real estate is
$25/hour work. If an agent is doing all
the activities themselves, like respond-

ing to emails, booking a calendar,

printing property tour sheets, putting
out lockboxes and signs, etc., that’s 80%
of their work. If an agent relegates them-
selves to doing that, they only have 20%
of their time to focus on high impact,

business development activities.”

Brett and his team believe the keys to
success in real estate are simple, albeit
not always easy to execute, which is why
they strategically developed a support
model attracting talent from within and
outside the real estate industry, aimed

at delivering superior client experiences
and allowing agents to focus on building

their expertise and client relationships.

As Brett built the model he looked at
the expenses of top producers around
the country and determined they spend
money on four things: leads, market-
ing, coaching, and support. With Real
Estate Experts, Brett has implemented
a bold idea - to take the burden of
finding the best lead generation, mar-
keting strategies, coaching, and support

systems off his agents’ plates.

He’s developed partnerships with
effective lead-generation sources like
Zillow Flex, Homelight and Fello. He’s
created in-house marketing operations
and programs. He offers his agents
best-in-class training and coaching.
And finally, he provides support staff
so agents have a highly trained admin-
istrative team at their fingertips on a

per-transaction basis.

The result has been tremendously pos-
itive. Brett’s team is thriving, and his
agents continue to grow their individual

businesses.

“We see our brokerage as more of a
platform than a brokerage. We are an
agent services platform. Agents can
come plug in and really scale their busi-

ness based on the systems.”

A Hybrid Model
Brett describes Real Estate Experts as a

hybrid between a team and a brokerage.

“A typical brokerage has 100 agents
that all do business in their own way.
The binding element is they work

in the same place and have some
element of culture. But you have a
hundred agents doing business in a
hundred different ways. By contrast,
a high-functioning team has well-
defined systems. Agents are all doing
business in a similar way at a high
level,” he explains. “What we are
doing fits more of a hybrid model.
What we provide to our agents is the
best of both worlds. There is a lot

more opportunity and support than a
brokerage provides but with higher splits

than a traditional team.”

Real Estate Experts has a support staff
that tops 25 and around 100 agents.

The staffing-to-agent ratio is intention-
ally high, allowing agents to focus on
high-impact activities and let the support
staff handle the rest.

Brett has found the model works best at
price points over $1 million. After all, it’s

not cheap to employ more than one staff

i
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member for every four agents. By stick-
ing to their niche, Real Estate Experts

have flourished.

Built on Mindset

The team results at Real Estate Experts
are impressive, and the individual agent
results are just as awe-inspiring. Brett
has helped nine agents have their first $1
million dollar year; his big goal is to help
100 agents have a $1 million dollar year.

“That’s beautiful. If T help enough people
succeed, that’s success. I'm passionate

about developing people,” Brett says.

Part of Brett’s long-term plan is to con-
tinue expanding their brokerage’s reach.
They recently expanded into Southern
California and have locations in Tahoe,
San Francisco and the East Bay in addi-

tion to the core Silicon Valley market.

Mindset is one of the topics Brett is most
passionate about. He’s been a meditation
teacher for 20 years, has coached for
Tony Robbins’ organization, and contin-

ues to coach his agents daily.

“It just so happens that the real estate
business offers a perfect opportunity
to discover who you really are, day by
day. It’s through the challenges and

14 - March 2024

opportunities you come across,
the people we meet and interact
with, that we develop a powerful

mindset,” Brett says.

Brett believes that challenging
experiences, not easy ones,
promote the most growth. He
teaches his agents how to be

a calming force in the face of

adversity and stress.

“The ability to be a calming
presence or a grounding force

- we'’re like a lightning rod to
ground people’s energy and bring
them back to what’s important.
‘We have to protect clients from
themselves many times,” he

says. “The idea I'm promoting

[T
ny)

with Real Estate Experts is
conscious business. I believe you
can do good and do well at the
same time. We do personal and
business goal-setting. Real estate
is an awesome business, but the
point is to fund your perfect life.
I want to help agents get to the
next level. When people find a
purpose that’s bigger than money,
then success never ends. I've
taken the spirit of that into what
I do every day. We’ve created a
culture of people committed to
growing. We’ve created an envi-
ronment focused on personal and

professional growth.”

Brett wants to be remembered as
more than a successful REALTOR®
and leader. He wants to be known
as someone who inspired others to
live their best lives and positively

impact the world.

“I want to be an example of what
is possible and inspire others

to grow. I want others to know

I made a positive difference by
being in their life,” Brett says.
“What motivates me now is
impact. I want to make a differ-
ence in the lives of people. What
positive difference can I make in

the lives of others today?”

To learn, more visit
www.TheRealExperts.com or
www.BeARealExpert.com.

Why Settle for Ordinary
When You Can Have

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

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

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

S, 536 East Main Street | Vacaville, CA 95688
¢ D (707) 449-4988
JON EDWARDS jonedwardssalonandspa@gmail.com
. www.jonedwardssalonandspa.com

e :
GG C. BUNKER

gregg@greggbunker.com
DRE #01988314

| (408) 781-1725

THE GOLD

ﬂ“@ ” ﬁw 27,521
WY u*'":...L.J\ l._../
IN MAGAZINE & AD DESIGN

s [BEipE STROLL &y

REALTY CORP

RESIDENTIAL | COMMERCIAL

BUYING OR SELLING YOUR HOME?
Over 200 agents are ready to help you!

BRGrealtyCorp.com

Make more money on every sale
when you join BRG Realty -

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

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

BRG DRE#: 02075330
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BORG

»» partner spotlight

By Chris Menezes
Photos by Nicole Sepulveda Photography

BEST IN TITLE,
BETTER IN BUSINESS

If you’re not following Kelly Vincelette
and Suzanne Borg—@bestintitle on
Instagram—your business may be missing
out. They are breaking the mold of tradi-
tional title & escrow salespeople—and it
definitely shows.

With a keen eye on all the changes occur-
ring in the industry, this dynamic duo has
created a business model few have seen.
They take a true partnership and team

approach to support agents like no other.

By establishing a unique brand (Best in

Title) that focuses on virtual market-

ing, educational classes, and customized
one-on-one collaboration with agents and
lenders, they have extended their business
far beyond the traditional territory, part-

nering with agents across California.

“We support all our agent and lending
partners no matter where they are by
becoming an integral part in their business
development,” Kelly emphasizes. “This, in
turn, continually drives us to expand our
knowledge, our visibility, and our avail-

ability—all to better support them,”

How exactly do Kelly and Suzanne support
agents with their business? They customize
their approach to each and every client by
holding regular meetings where they can
fine-tune their marketing strategies and
self-evaluate their service. They provide
continual feedback, new ideas, as well as the
latest trends or best practice tips when it
comes to transactions, freely sharing their

extensive knowledge of title and escrow.

“We understand that our success only
comes when the agents and lenders who
choose to work with us are successful,”
Kelly explains. “And because every person’s
business is different, we customize our
approach to each individual and don’t push
any generic tools or systems on them. We

cannot reveal all our secrets here, but know

WE SUPPORT ALL OUR AGENT AND
LENDING PARTNERS NO MATTER WHERE
THEY ARE BY BECOMING AN INTEGRAL
PART IN THEIR BUSINESS DEVELOPMENT.

that if you work with us, or even if you
don’t, you can count on us to support

your business.”

The tenacity Kelly and Suzanne have
for their business is rooted in their
upbringing. Growing up as athletes—
Suzanne swam and played water polo,
and Kelly played and coached soft-
ball— they are competitively driven
to be the best at what they do and
have the fortitude to withstand the
challenges that come with that.

“Being an athlete teaches you to get
back up after a hard loss and do it

over again the next day” Suzanne

shares. Much of what they learned as
athletes translates to what is required
in sales: practice, repetition, resil-
ience, and courageousness. Kelly and
Suzanne practice scripts, work on
overcoming objections, work together
on goal setting and cheer each other

on with each win.

They also both come from strong,
independent mothers who shaped

much of who they are today.

“We basically have the same mom:
no-nonsense, composed, and uncom-
plaining, holding themselves to a high

standard and expecting the same from

Silicon Valley Real Producers - 17
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those around them—very little sentimen-
tality but deeply loving and family-focused
all the same,” Suzanne shares.

While Suzanne and Kelly had similar
upbringings, after college they went

into different industries—though they
eventually found their way to title &
escrow. Kelly graduated from Chico State
University with a degree in organizational
communications and got a sales job with a
wholesale plumbing company before she
was recruited to work for CornerStone
Title as a sales and escrow assistant in
2005. Going out on her own into sales in
2006, as the economy was about to crash,
presented a slew of challenges for Kelly.
She was one of the youngest salespeople
in the industry at the time. However, by
relying on her technical knowledge and
progressive approach to marketing to
differentiate herself, she controlled her
mindset, remained positive and focused,

and found success.

“I believe those years were formative in
my development as a salesperson,” Kelly
notes. “I learned that nothing in real estate
is easy and that great success in the indus-

try only comes with great perseverance.”

Suzanne graduated from UC Santa
Barbara with a degree in French and
English literature. She then got her real
estate license in 2004 and went to work
for a boutique mortgage company, where
she developed a foundational knowl-

edge of the local real estate and lending
landscape. She stepped away from lending
after having her first child to be a stay-at-
home mom. When the timing was right to
return to work, she decided she loved the
real estate industry but was ready for a
new challenge. The opportunity presented
itself to join CornerStone Title in 2018, so
she jumped into escrow before partnering

up with Kelly and transitioning into sales.

Forming a team together was Kelly’s idea.

She’d been asked to step into management
at CornerStone but didn’t want her clients
to experience any hiccups in the top-notch

service she was providing. She knew

Suzanne would be the perfect person

to bring on. There was just one prob-

lem—Suzanne, a self-proclaimed

introvert, enjoyed working behind

the scenes in escrow and didn’t want

to go into sales.

“It took some convincing, but you
really can’t say no to Kelly—she is

a great salesperson,” Suzanne says,

laughing. “Actually, a big driving factor

for both of us was the flexibility it

would provide us, spending time with

family and being there for our kids’
events. Plus, I couldn’t pass up the

opportunity to level-up our careers and

build a business unlike any other.”

The true magic of the Best in Title

sales team with CornerStone Title

doesn’t lie so much in Suzanne and

Kelly’s similarities as much as it
does in their differences. Kelly is

a natural salesperson—quick on

her feet, bold, brave, and not afraid
to take chances. She’s extremely
organized and methodical in her

approach to business.

“Kelly is the best hype girl around,”
exclaims Suzanne. “When you need a
pick-me-up after having a hard day or
need to make an Instagram reel that
takes you outside of your comfort

zone, she is your gal.”

And then there’s Suzanne, the calm
in the storm. While Kelly is moving a
mile a minute, Suzanne’s patience and
attention to detail have allowed them
to accomplish much more together,
such as developing a CRM, coming

up with systems and processes to aid
expansion, as well as creative pro-
grams to better serve their partners.
While she was hesitant to enter sales
at first, she wouldn’t have it any other

way now. She loves the people she

gets to work alongside and enjoys
pushing herself outside of her
comfort zone.

“Suzanne may still blush when
she presents, but she’s thrilled to
share her knowledge with agents,”
Kelly quips. “And let me tell you,
her attention to detail and light-
ning-fast accuracy in all things
technical, especially within our
tools and title/escrow system, is
impressive. Plus, she laughs at all
my jokes—and her laugh is some-
thing else—it makes this stressful

job alot more fun.”

When it comes down to it, both
Kelly and Suzanne are depend-
able, honest, persistent, and
focused on their goals. They pro-
vide 24/7 support to agents and
lenders because they know if
they’re getting a call after hours,
it’s because a customer has

a question that needs address-
ing. Together, they form an

unstoppable team.

Suzanne and Kelly often get asked
whether they are as good friends
outside of work as it seems, and
the short answer is—yes. Their
kids are around the same age, and
their families share similar hob-
bies, which allows them to spend
a good amount of time together
when they’re not working. They
are both avid cooks and love to get
outdoors to ski and snowboard

in the winter, and they are both
still active in their childhood
sports—Kelly coaches softball

and Suzanne swims.

To team up with this dynamic
Best in Title duo and take your
business to a new level, check out
their Instagram and connect with

them online @bestintitle.

9
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G CROSS-MARKET TRENDS

Today, more than ever, real estate has become a global business. While
REALTORS?® are still relied upon for their local knowledge, they are
increasingly being asked to help homebuyers navigate moves to new
cities and states. In California, movement between the Bay Area and
Sacramento has ticked up in recent years, but the trend doesn’t end
there. More people are moving in and out of state than ever.

For some REALTORS®, this creates a challenge, but others have taken advantage of

this new global trend by staying on top of the market. These savvy real estate agents
are connecting with agents in other cities and states, ensuring their clients are taken
care of — and ensuring the longevity and success of their businesses. Agent-to-agent

referral relationships are more important than ever.
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We sat down with two of California’s best
REALTORS®, Tricia Rossi and Jenn Gilson,

to hear about their experiences in the mod-

ern economy. Both women are leaders in their
respective locales; Jenn is the team leader of The
Jenn Gilson Group with Golden Gate Sotheby’s
International Realty in the Bay Area, while Tricia
leads The Rossi Group with Nick Sadek Sotheby’s
International Realty. They are also friends and
business partners who leverage their relationship
to benefit their businesses and, ultimately, the

clients they serve.

EXPERTS IN THEIR MARKETS

Tricia started her real estate career in 2004 after
nearly a decade in the banking industry. By the
time she started her real estate career, she owned
ten homes, so she already understood the impor-
tance and value of investing in real estate. Over
the past twenty years, Tricia has solidified her

standing as one of Sacramento’s best.

Tricia’s business is driven by referrals; in fact, she
works only by referral (including client and agent-

to-agent referrals).

“That includes my sphere of influence and past
clients, as well as agent-to-agent referrals,” she
explains. “I closed 21 agent-to-agent referrals last

year and had the best year of my career.”

The Rossi Group is ranked the #1 team at Nick
Sadek Sotheby’s International Realty, and Tricia is
the brokerage’s #1 agent.

Jenn, a native of Hillsborough, California,
launched her real estate career in 2006. She
comes from a family of developers, so Bay Area
real estate has been a part of her life from the
beginning. The Jenn Gilson Group has been
ranked the #1 team with Golden Gate Sotheby’s

International Realty for four years running.

FROM SACRAMENTO TO THE BAY

Today, the Bay Area and Sacramento are more
connected than ever. Rather than seeing that as a
challenge, Tricia and Jenn have found a way to use
that fact to their benefit.

“I am so grateful I have had the chance to meet
Jenn, who has become a dear friend of mine,”
Tricia shares. “I've been able to carefully nurture

relationships with agents around the world, which




has been a key element of the growth
within my brand. We are connectors. We
have become a resource for other agents
and can direct them to agents who run
similar businesses to us, that have the
same goal to make the client experience

second to none.”

“There are a lot of clients relocating back
and forth all the time,” Jenn adds. “So a
top agent can support those people look-
ing to relocate and give them resources
in all areas. Three to ten times a week,
Tricia and I get calls from people relo-
cating or thinking about it. So Tricia and
I are always that resource; whether it’s
Sacramento, Tahoe, or the Bay, we can
place them with the right agents.”

Tricia and Jenn encourage all agents to
consider how they can support clients
looking to move to a new city or state.
Rather than taking on a scarcity mindset,

they seek to collaborate and serve.

“There is enough business for everyone,”
Tricia continues. “We don’t have scarcity.
The first step I would take to build a refer-
ral network is to figure out where your cli-
ents come from and go to and meet agents
in those markets at a high level. My clients
come from the Bay Area, San Diego, and
LA. I know I should meet as many agents

in those three areas as possible.”

THE FUTURE OF REAL ESTATE

Tricia and Jenn both believe that the
future of real estate includes more
cross-city and cross-state deals. Referral
relationships have become essential parts
of both of their businesses and will be

important for many years to come.

“This is an integral part of my business
and Tricia’s business. Many top agents
would say similar things. I think that will

stay the same,” Jenn says.

“This could really change your business.
It’s changed mine,” Tricia adds. “Jenn and
I share the same feeling here. We just
want to lift up other agents in the industry.
We want to see everyone succeed and win.

And connection — that’s a huge part of'it.”
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FINDING FULFILLMENT BE—

Roxy Laufer has found her calling in the world of real
estate. Born and raised in Los Gatos, Roxy briefly left
her hometown to pursue a degree in diplomacy and
world affairs at Occidental College. After graduating,
she returned to the Bay Area, launching a career in the
tech industry.

“When I was in high school, I remember telling my mom
I wanted to try real estate. It was something that was on
my radar, and for whatever reason, it stuck with me,”
Roxy reflects. “When I graduated college, I still consid-
ered it, but at 21 years old, I went a different direction
and stayed in tech, but I knew at some point I wanted to

try real estate.”

Roxy worked in various roles in tech, including internal
communications, HR, and product management. While
she enjoyed her work, she always felt a sense of longing,
as if she was searching for something more. Roxy’s real
estate dream stayed with her through those years. By 26 i
years old, she was successful, save for one major holdup \
- she wasn’t happy in tech. I!l"

“I really enjoyed working, but always felt I was search- =
ing for what I was meant to do. It was time. I needed to

do something to change my life,” she says boldly. “So
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Itook a leap of faith. I
saved enough money for
a year without an income
and still survive. I'm a
security-driven person,
but I went for it. I needed
a drastic change in my
life and knew that in the
grand scheme of things,
my responsibilities were
low, and it was a good

time to try it.”

Seeking guidance, Roxy
approached two suc-
cessful agents and asked
them what it took to be
successful in the indus-
try. Both emphasized the
importance of committing
full-time to real estate.
One encouraged her to
commit to being an expert
in the basics like con-
tracts, market conditions,
and staying up to date
with her education. The
other pushed the impor-
tance of marketing and

outreach.

Armed with their advice,
Roxy started her real
estate career with deter-

mination and enthusiasm.

“I received two different
views from successful
agents and took those for-

ward with me,” Roxy says.

Roxy’s decision to pur-
sue real estate paid off
quickly. She sold her first
house within two months

and sold 17 homes in her

first year in the business. Her business has contin-

ued to thrive, and in 2022, she achieved impressive
results, closing 27 homes with a total sales volume

of $60 million as an individual agent with Christie’s
International Real Estate Sereno. She also recently

started her own team, Roxy Realty.

For Roxy, success is not defined solely by financial
gains. She prioritizes her clients’ needs above all
else, ensuring that her personal interests never
interfere with providing the best service possible.
This approach has earned her a strong referral base

and a reputation for integrity and trustworthiness.

“I'm never thinking about the short term or the
money. My goal is very simple: to work with people

I like so we can build mutual trust and long-term
relationships, and then I focus on helping them. That
builds a lot of trust and has built a good referral base

and reputation,” Roxy says.

Roxy’s journey in real estate showcases the
power of following one’s passion and taking
risks. Through commitment to her dreams, she
has found both success and personal fulfillment.
As she continues to grow her team, build long-
term relationships, and positively impact the
lives of those she serves, she remains grateful

for the opportunity to work in real estate.

“I'm so grateful I found this calling and this
career. I feel at home, and it’s given me a lot of

fulfillment and meaning.”
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