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Upcoming Class:
Technology & Your Business

Join Suzanne as she shows you the tools you
should be using to help you save time and ensure
smooth escrows.

For registration link, email Suzanne at ot el
suzanne.borg@cstitleco.com Or scan SR Resort Living Your Clients Won't Want to Miss Out On
the OR code : e

Discover our Distinctive Lifestyle at the Planned Wellness + Social Club:

Resort Club | Pickleball & Tennis | Fitness & Strength | Movement

Indoor Pool with Lap Lanes | An Amazing Place to Nosh & Sip

S UZ&I]HC 13 () rg : e P Nearby Walking & Hiking Trails | Onsite Lifestyle Director
1 ’1()8 7{-)9 87()8 §. h Events & Excursions | And Most of All - Fun!

&
Trilogy.

Move-In Ready Homes Available from the $800s - $1IM+ - Trilogy55SanJuanOaks.com San Juan Oaks
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WELCOME MAT

A Warm Welcome
to Our New Partners

We take pride in the businesses we partner with.
Our partners are highly recommended referrals
from top agents, making Silicon Valley Real
Producers a trusted source for quality referrals.

e . ARO
.

— HOMES

ARO Homes is reimagining residential development
through a design-forward, performance-driven approach
that resonates with today’s buyers and builders alike. By
combining thoughtful, repeatable architecture with a
streamlined construction process, ARO delivers homes that
prioritize quality, livability, and long-term value. Their work
reflects a deep understanding of modern design, efficient
land use, and the evolving expectations of the real estate
market, making ARO Homes a compelling partner at the
intersection of innovation, design, and housing demand.

We want to be..
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A Fidelity National Home Warranty can:
- Help homes sell 15% faster than a home without
a warranty.

« Make the cost of repair or replacement of a covered
item OUR responsibility, not yours.

- Save you valuable time, long after the close of sale.
The homeowner calls US, not YOU!

Reinita Osborne
408-410-9751
reinita.osborne@fnf.com

Margaret Faherty
415-301-1055

margaret.faherty@fnf.com W

FIDELITY® s
NATIONAL * CRES EDISCLOSURE
SOURCENHD

HOME WARRANTY ADVANTAGE

homewarranty. com By Fidelity National Home Warranty AFIDELITY NATIONAL FINANCIAL, INC. COMPANY

STAGING SOLUTIONS

FOR REALTORS® WHO WANT RESULTS

Agent: Dustin Holdt
Phd‘!{)" InDSky Media
Partner With Us to Elevate
Your Listings, Attract Buyers,
and Sell Homes Faster

408-476-4268 | storliedesigns.com

HELENA JONES-KIM

Senier Mertgage Consultant

MBA MMLS 332730

hr_-.|z=_-najnnr_et_'.kirn'-::' gmail.com

www.HelenalenesKim.com

@ ratesecure
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moving company

FOR YOU AND YOUR CLIENTS.

- ,ﬁl- e

¢

Realtors who partner with Clutch Moving Company

' b unlock client discounts: Scan the
k. ! X QR code to
£ $l§0 OFPF moves under $2,000 | $Z60 OFF moves over $2,000 sign up today.

+Local moves
- Nationwide relocations A SIMPLE REFERRAL. A SMOOTHER MOVE. A HAPPY CLIENT.

'. Secure storage THAT’S CLUTCH.

rofessional packing
and installation

(866) 963-6203 | ClutchMovingCompany.com | sales@clutchmovingcompany.com

between HAVING insurance
and BEING insured.

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

Vanessa Sisemore « Evidence of Insurance forms on short notice & timely ek T Ryt e
Sisemore Insurance Agency « Fast, dependable service

* Broad & tailored coverage options ﬁ
925-899-7926 » Competitive rates & a variety of discounts v .
Vanessa@sisemoreagency.com » Extensive experience & creative policy options FA R M E R S
www.farmersagent.com/vsisemore * Hard to place homes INSURANCE

Orange Coast Title is the only title company
with all your tools in ONE place.

ONE App
ONE Login
ALL Access!

KATIE ELLIS

Sales Representative

831-524-6633
KatieE@octitle.com

$492,700

Target Price

$2,200

Monthly Mortgage Payment /
(Principal/Interest/Tax)

property

(1)
profiles -

$134,000 (27%)

Down Payment

ﬁ -

‘._7: Includes Property Tax

| octsmart
| rarming

ORANGE COAST TITLE COMPANY

of Northern Californic Experience the OCT way on your next transaction.
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: HAND YOUR CLIENT
Meritage  THE KEYS TO
LIFE.BUILT.BETTER.

Over the past 35+ years, Meritage Homes has defined what quality homebuilding means and how
that translates to a better home for your clients. Every Meritage home comes standard with
unparalleled energy-efficiency built in, smart home technology and designer-curated interior finishes.
With ample inventory of quick move-ins, your clients can buy a new home with the features they

want on a timeline that works for them.

SACRAMENTO

Scan the code fo view
available quick move-in homes

BAY AREA

Scan the code fo view
available quick move-in homes

WE RECOGNIZE YOUR EXPERTISE & ACCOLADES | WE RESPECT YOUR CONNECTIONS & INFLUENCE
As a valued partner, you can receive 3% commission
when your clients purchase any Northern California home.

for more information visit meritagehomes.com/agents

**Important terms and conditions apply.**. Broker will receive a 3% bonus in connection with purchase agreements for select, quick move-in homes (commencement of construction and selection of options, if applicable, must have already occurred) in Meritage
Homes’ Northern California area that are entered into by buyer and accepted by Meritage Homes starting on January 1, 2024 and will close on or before December 31, 2024. Promotion void and will not be honored if the home closing does not occur on or prior to
December 31, 2024. Must be a licensed real estate agent/broker in the State of California to receive bonus and any other commission and must accompany buyer(s) on first sales office visit. Agents Rock Rewards Program and any details associated therewith

can be found at http://www.meritagehomes.com/agent. Promotion must be mentioned at time of contract and is not valid on contract re-writes, transfers, or for buyers who have had a previous contract with Meritage Homes entity canceled for any reason.
PAFTNER

Promotion is applicable solely upon closing and buyer’s compliance with all terms and conditions of qualifying contract. Promotion subject to any applicable governmental and lender restrictions, and will be reduced or withdrawn to the extent required by any
such restrictions. Promotion void where prohibited by law and shall be limited in all events to the specific terms set forth in the binding contract for the specific home. Meritage Homes reserves the right to cancel or change this promotion at any time, without
prior notice or obligation. Promotion cannot be combined with any other promotion or incentive. Visit www.meritagehomes.com/featuredescriptions for information and disclaimers about energy-efficient features and associated claims. Not an offer or solicitation
to sell real property. Offers to sell real property may only be made and accepted at the sales center for individual Meritage Homes communities. Meritage Homes®, Setting the standard for energy-efficient homes® and Life. Built. Better.® are registered
trademarks of Meritage Homes Corporation. ©2024 Meritage Homes Corporation. Al rights reserved

ﬁerifﬂgé- lon




Preferred Partners

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!

55+ ACTIVE ADULT
COMMUNITY

Catalyst Media Design -
Trilogy San Juan Oaks
(480) 471-8390

ADU BUILDER
Alpha X RE Capital
(408) 200-0020

APEX Homes
(518) 779-6006
apex-homes.com

Aro Homes
(925) 788-9549
aro.homes

BUILDER

Generation Builders USA
Leonardo Silva

(650) 278-8674
Generationbuildersusa.com

Thomas James Homes
Mark Peters
650-562-8097

tjh.com

CABINETS

Kassa

Carrie Luo

(408) 888-8310
Kassacabinet.com

CLOSING GIFTS

Our Favorite Things
Specialty Gifts Shop
Paloma Mansour

(650) 796-7108
Ourfavoritethingsshop.com

COMMERCIAL REAL ESTATE
Compass Commercial Real
Estate - Hanhan Group
Jonathan G. Hanhan

(510) 375-7575
www.hanhancre.com

CUSTOM BUILDERS
Aro Homes

(925) 788-9549
aro.homes

FINANCIAL ADVISOR

Real Retirement Strategies
Kerry Worden

(510) 999-0539
realretirementstrategies.com
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FURNITURE
Alpha X RE Capital
(408) 200-0020

Ayla Home Collection
(669) 260-6065
aylahomecollection.com

HOME BUILDER
Meritage Homes
(925) 360-0985
meritagehomes.com

HOME BUILDER/RENOVATION
JR Home Remodel

Jackson Guerra

650-281-5232
jrhomeremodeling.com

HOME WARRANTY
Choice Home Warranty
Ruben Martinez

(805) 889-0148
choicehomewarranty.com

Fidelity National
Home Warranty
Margaret Faherty
(415) 301-1055
homewarranty.com

Fidelity National
Home Warranty
Reinita Osborne
(408) 410-9751
Homewarranty.com

INSURANCE AGENCY

Mark Landis Insurance Agency
Mark Landis

(650) 366-8274
agents.farmers.com/ca/
redwood-city/mark-landis/

Sisemore Insurance Agency
Vanessa Sisemore

(925) 899-7926
agents.farmers.com/ca/
walnut-creek/vanessa-sisemore/

INTERIOR CUSTOM
DESIGN / STAGING
Design by Mish
Mish Chadwick
(408) 458-6966
mishdesigns.com

MEDIA PRODUCTIONS
Evoke Media

Jericho Corpuz

(408) 337-2391
evokemediare.com

House Hub Media
Christian Urena
408-634-8047
househub.media

Regal Production Media
Devin Regal
(669) 273-5400

MORTGAGE / LENDER
Change Home Mortgage
Jae Ro

(408) 242-8309
www.changemtg.com

Cross Country Mortgage
Padi Goodspeed

(530) 870-5626
padigoodspeed.com

HJLC Partners Inc.
Helena Jones - Kim
(510) 388-7721
helenajoneskim.com

Nu Level Equity
Gabriela Alvarez
(408) 691-1451
nulevelequity.com

Us Bank
Eddie Garcia
408-398-2267

MOVING COMPANY
Clutch Moving Company
(650) 285-1261
clutchmovingcompany.com

PHOTOGRAPHY &
VIDEOGRAPHY

In D Sky Homes
(669) 296-8187
indskyhomes.com

PROPERTY MANAGEMENT
Intempus Property
Management

(408) 710-0381
intempusproperty
management.com

REAL ESTATE BROKERAGE
BRG Realty Corp

Gregg Bunker

(408) 781-1725
brgrealtycorp.com

STAGING

Storlie Design and Staging
Amy Storlie

(408) 476-4268
Storliedesigns.com

Unicorn Staging + Design, LLC
Sonia Medina-Ashby

(408) 429-0208
Unicornstagingdesigns.com

TAX STRATEGIES AND
WEALTH MANAGEMENT
Real Retirement Strategies
Kerry Worden

(510) 999-0539
realretirementstrategies.com

TITLE COMPANY
Chicago Title
Kevin Barrett
408-497-3444
chicagotitle.com

Cornerstone Title
Suzanne Borg

(408) 799-8708
cornerstonetitleco.com/

Fidelity National Title
John Killen

(408) 392-9141
johnfnt.com

First American Title Company
Jennifer Cortez
(408) 504-5596

Lawyers Title Company
MaryAnn List
650-801-3542
Lawyerstitlebayarea.com

Orange Coast Title Company
Katie Ellis

831-524-6633
www.octitle.com

VIRTUAL ASSISTANT
Link up BPO

Keyla Mayorga

(408) 471-5716
Linkupbpo.com

Are you a realtor
with clients needing
property management?

Here at Intempus, we specialize in residential and commercial
management across the nation. Providing professional services
to maximize the most return for your clients.

Partner with the experts today!
Michael Camarena
Property Manager/REALTOR
0: (408) 320-5509 | D: (408) 710-0381

mcamarena@intempus.net
intempuspropertymanagement.com

Our Realtor Referral:Program Includes:

$500 referral fee for Full-Service Management
25% of our leasing fee for Lease-Only Services

HOME MORTGAGE

« Close loans in as little as 10 days -
guaranteed

« Competes head-to-head with cash C h_ﬂnge

buyers - and wins

Simple. Fast.

« Helps real estate agents expand their Hassle-Free Loans

buyer pool and close more deals

« Local San Jose mortgage pro with
speed, precision, and strategy

Jae Ro
Senior Mortgage Advisor
NMLS#1956762

« Expert in bank statement loans, DSCR,
and non-QM financing

« Specialized in self-employed, 1099

jro@changemtg.com Nf
earners, and non-traditional borrowers

(408) 242-8309

The future of real estate is...

inHere

(W) CHICAGO TITLE

SANTA CLARA COUNTY

The inHere" Experience Platform tr:

vin Barrett | Vice President,

Silicon Valley Real Producers - 9



Meet

The
Team

Sandra Magana Jenae Gahagan Jessica Romero Nicole Wright
Publisher/ Advertising sales Editor & Operations Community Support Ad Strategist
Associate

-

%

Jennifer Rosellini Jennilynn Nguyen Jericho and Clarissa Olha Melokhina
Communications Specialist Events & Experience Curator Corpuz Photographer
Media/Marketing Team

If you would like
more information
about Silicon Valley
Real Producers
Magazine, please

contact Sandra ) . - e o ‘ ) )
at 408-607-5928 @ DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of

Chris Menezes Ellen Buchanan Ashley Kivisto Jess Wellar
Writer Writer Writer Writer

The N2 Company d/b/a Real Producers but remain solely those of the author(s). The paid advertisements contained within the Real
Producers magazine are not endorsed or recommended by The N2 Company or the publisher. Therefore, neither The N2 Company
nor the publisher may be held liable or responsible for business practices of these companies.

or email sandra.
magana@n2co.com

-
A Better Product. A Better Partnership. T — T ———
climate positive new construction,
designed by Olson Kundig, combining
architectural sophistication with
precision engineering.

The Aro Difference
* Modern yet very livable homes

* 6 to 8 month delivery timeline vs
14 months+

Our Approach With Agents
* Opportunity to represent both
the acquisition and the completed
Aro home
¢ Collaborative, streamlined
process from sourcing to
o A completion
<1 AROHOMES A\
Build on Lot referral fee
i aro.homes ‘ potential.
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5 Hanhan

COMMERCIAL GROUP

COMPASS

Commercial Real Estate
DELIVERED WITH CARE AND HONESTY

[V] 20+ Years of Experience in the Bay Area
[] Retail, Office, and Industrial Sales & Leasing
[V] Creative Deal Structuring & Market Insights

"'SCAN TO SEEWHY| | | |
OURCLIENTS LOVE US| |

V] Full 25% Referral Fee to Licensed Agents

| JONATHAN G. HANHAN GET IN TOUCH

HanhanCRE com 408.909.0998

\

UNICORN

——— STAGIRG + DEFSIGN —

il S EXPERT HOME

su  STAGING FOR
FASTER SALES.

CALL TODAY FOR
, D : NO-OBLIGATION
O FFT}:?QI}.IJE Elegant gifts for every occasion. CONSULTATION!

We've got your back! Say goodbye to the stress of S‘am
PRESIDENT/DESIGHER
408-429-0208

i
=1 UNICORNSTAGING@GMAILCOM
& UNICORNSTAGINGDESIGNS.COM

finding the perfect client gift - no matter the
occasion. Our thoughtfully curated packages,
sourced from small businesses and wrapped up
with every detail in mind, make gifting effortless.
Just tell us the basics, and we'll handle the rest—
saving you time while leaving a

lasting impression!

www.ourfavoritethingsshop.com

Silicon Valley Real Producers - 11



There are moments that remind you

why you do what you do.

Recently, I had one of those moments. I was standing in a room
filled with familiar faces — and a few new ones — watching
conversations unfold. Some people were reconnecting after
months apart. Others were meeting for the very first time.
Stories were being shared. Ideas were exchanged. Introductions
were made. And in that moment, I thought, this is it.

This is why community matters.

That is the heart behind Silicon Valley Real Producers.

Real estate is an extraordinary profession. It gives us freedom,
opportunity, and impact. But if we’re honest, it can also be
isolating. We experience the highest highs and the lowest lows
sometimes in the same week. Deals fall

apart. Emotions run high. Challenges show

up unannounced. And yet at the center of

it all are families trusting us during some

of the biggest transitions of their lives That

responsibility is not small.

When we gather at an event, over coffee,
through a text, or even through the

pages of this magazine we are reminded
of something important we are not
competitors first. We are humans first.

We are professionals navigating the same
pressures, learning from the same lessons,
and striving to raise the standard of how
real estate is done in Silicon Valley.

Community doesn’t happen by accident. It
happens when we choose to show up. When

12 - April 2026

we send the message. When we make the introduction. When
we sit down for the conversation.

I truly believe that when agents know one another

beyond production numbers and social media wins,
empathy follows. And when empathy leads, transactions
become more collaborative, more respectful, and ultimately
more successful for everyone involved — including the
clients we serve.

To our readers — thank you. I know how full your schedules
are. The fact that you take the time to engage with this
publication means more than you know. You are not just
reading a magazine. You are helping elevate the culture of
real estate in Silicon Valley.

And to our Preferred Partners and those considering
partnership I encourage you to support
the businesses you see in these pages.
Every advertising partner is referral-

based and vetted by top producing agents.

They understand the pace, the pressure,
and the precision this industry demands,
and they are deeply invested in serving
this community at the highest level.

Together, we are building something
much greater than a magazine.

We are building a stronger
network. A higher standard. A
more connected and collaborative
real estate community. And I am so
grateful to build it alongside you.

Warmly,
Sandra

From Design to Your
Home, Hassle-Free.

In 2026, leave the challenges to the experts.
Our team is 100% qualified to

deliver quality, efficiency, and safety in
every project.

General Contractor License # 1101759




PROFILE

BY HANNAH COLLINS
PHOTOGRAPHY BY
OLHA MELOKHINA
PHOTOGRAPHY

pend a few minutes with Ben

Frieden and you realize quickly

that real estate, for him, has never
been about chasing numbers. It is about
clarity under pressure, trust built the
long way, and guiding people through
decisions that often feel overwhelming.

“What inspired me was the opportunity
to help turn goals into reality,” he
shares. “Being trusted as a resource
matters. That trust is earned.”

That belief has shaped his work, his
growth, and the way clients often
become long-term friends.

Foundations Built Early

Ben grew up in West San Jose where
discipline, accountability, and consistent
effort were part of everyday life. Before
real estate, he helped open and manage
arestaurant in Campbell. Leading
teams, solving problems in real time,
and consistent follow through helped
set an early foundation for his future.

He competed as a college athlete and
graduated from CSU Monterey Bay
with a 4.0 GPA. Those experiences
sharpened his ability to prepare,
communicate clearly, and adapt to
different personalities and situations.

Seeking broader perspective, Ben
worked with a startup home-building
company and later moved to Shanghai
to join an interior design firm.

Living abroad required patience,
observation, and composure while
navigating unfamiliar environments.

14 - April 2026

BUILDING TRUST, RAISING
STANDARDS, AND
STAYING THE COURSE

“Being placed in new environments
taught me how to stay calm, see
clearly, and approach challenges with
intention,” he says.

Learning the Business the Right Way
When Ben entered real estate, he chose
not to rush. He intentionally started

at the front desk at Keller Williams.

His goal was to understand contracts,
systems, the language, and build
relationships with other agents. From
there, he moved into marketing, then
leasing, where he helped place tenants
in more than 250 homes.

He later joined the VKG team at

the ground level, listening in on
negotiations, objection handling, and
client conversations in real time. That
education mattered. When he moved
into full production, he was prepared -
and earned Rookie of the Year honors.
Those early years shaped a simple but
lasting approach: stay level-headed,
execute over emotion, and prioritize
relationships above everything else.

Early Lessons and Reality Checks
Like many ambitious agents, Ben
began eager to prove himself. But
clients weren’t looking for someone
chasing volume. They were looking
for empathy, steadiness, and someone
willing to listen.

Age was another hurdle. To earn
credibility, he leaned into discipline -
open houses, cold calls, door knocking..
Much of it produced quiet momentum
long before visible results showed.

He soon learned that real estate doesn’t
keep office hours. Conversations
happen late at night, showings on
Sundays, negotiations at inconvenient
times. Learning how to stay available
while building balance became

one of his first major tests.

A Team Built on Unity

and Accountability

Today, Ben operates within a high-
performance team built on true
partnership. They collaborate daily,
challenge each other, and invest

deeply in shared standards. Mentorship
is constant. Strategy is collective.

No one hides.

Client experience sits at the center:
thoughtful systems, transparency,
communication, and unwavering follow-
through. Beyond sales, the team gives
back through community involvement,
events, sponsorships, and education,
including the longest-running real estate
podcast in the valley.

Together, they close more than $200
million annually while continuing to
raise expectations.

Mentorship, Influence, and

the Push to Level Up

Ben credits his early foundation to the
values he was raised with, shaping how
he approaches responsibility and effort
in both his personal and professional
life.Professionally, his growth has

been accelerated by the teammates

he works alongside every day. Team
leaders Mark and David have been

The expectations
are clear.
Consistency
isn’t optional.”



especially influential, pushing him to
think bigger, stay disciplined, and make
pressure-tested decisions rather than
take shortcuts.

“The expectations are clear,” he says.
“Consistency isn’t optional.”

When It Clicked

The moment Ben knew he was on
the right track was when referrals
began arriving. That was the signal
trust had taken root.

He stopped reacting. He started leading.
Negotiations felt more structured.
Systems worked. Confidence deepened.
That mindset helped him reach over
$50 million in sales and 30 transactions
in 2025. Numbers mattered, but only as
a reflection of doing things right.

Principles That Guide His Work
Authenticity, effort, discipline, and
compassion anchor Ben’s approach.

16 - April 2026

Trust, he believes, is built through
consistency and accountability. Show
up. Own mistakes. Stay composed when
the stakes rise.

When setbacks arise they serve as
areset. Ben returns to humility,
mentorship, and perspective. He
measures himself against top agents not
for ego, but for growth. Comfort is the
one thing he refuses to accept.

Life Beyond the Business

Outside of real estate, Ben is building
roots. He purchased his first home in
Cambrian before 30, where he lives
with his fiancée and dog. That home
has become a gathering place for
friends and family.

He stays active with the gym and
softball, enjoys travel, great food,
and downtime building LEGO sets

or watching movies. His parents
remain close in West San Jose, and he
maintains a strong bond
with his sister in Arizona.

Community involvement
is intentional. He sponsors

local programs, hosts multiple
neighborhood and client events each
year, and donates time to charitable
causes.

“Creating connection is how I stay
grounded,” he says.

Looking Ahead

Ben’s goals are clear. He wants to be
someone people rely on for guidance,
clarity, and execution. He sees leadership
in his future, developing agents, and
continuing to refine his craft.

More than anything, he wants his
legacy defined by reliability, effort,
and selflessness.

He is patient, intentional, and committed
to raising standards for himself and
those around him. And in a business
where pressure is constant and trust is
everything, that steady resolve may be
his greatest advantage.

Follow along with Ben on Instagram
@ben.frieden

R O T O T

X AlphaX RE Capital

Builder-developer real estate investment
dand asset management company based in
Siligon Valley:

www.alphax-capital.com

$420M +# ST00M+*
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atAyla

We craft living spaces with curated furniture collections,
tailored interiors, and value-driven staging.

((\e Co//

v
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9

.'\.  aylahomecollection
1 AYLA Home Collection
iy aylahomecollection

Realtor Discount

Visit Our Store
1750 Junction Ave, San Jose, CA 95112

TUNTAL USTTN CH PROMETILS

B20+#
@ tom@alphax-capital.com

$280M+* @ (408) 200-0020

Tk VAL (i PROPEETS. 8500

Luxury Meets Affordability

Kitchen Cabinet / Countertop / Flooring / Tile

Vanity / Sink / Side Cabinet / Mirror / Shower Door

We are kitchen and bathroom experts, dedicated to mid-to-high-end
cabinets and bathroom products! Service first, integrity, innovation, and
sustainable development are our core values!

408-837-3899

sales@kassacabinet.com

2510 Channing Ave, San Jose, CA 95131
www.kassacabinet.com




PHOTOGRAPHY SPOTLIGHT

HEADSHOT PHOTOGRAPHY MYTHS
YOU CAN DISCARD TODAY

BY OLHA MELOKHINA

Whether you’re thinking about taking headshots
for the first time or you want to refresh your
current photos, you may have noticed there is

a lot of different information floating around.

In this blog, we debunk some of the most common
headshot myths so that you can book your next
session with confidence and peace of mind.

There is No Need to Hire a Professional
Anyone can take a headshot on their smartphone, but
there’s a very slim chance it will look professional.

If you want to look and feel like a true professional
online, it’s best to invest in a headshot session
with a specialist photographer. Even if you or

a family member has a professional camera,
equipment doesn’t mean much if you don’t know
how to use it or have an eye for headshots.

Headshots Don’t Need Personality
Contrary to what you’ve heard or read,
headshots do need to tell a story and
showcase your personality. There are
thousands of profiles and portfolios out
there, so you need to find a way to stand
out. In most instances, someone will notice
your photo before they start reading about
your skills and experience, so make it count.

You’re Not Photogenic

Far too many professionals shy away from
scheduling a professional photo session
because they believe they aren’t photogenic.
This is never the case — you’ve just been using
the wrong photographer. This paired with a
little practice in the mirror can lead to eye-
catching and professional headshots that

will make you stand out in your industry.

My Existing Headshots are Fine

This might be the case if you took them within
the last 2 years. If not, it’s time to update them.
Not only do headshot styles change, but you’ve
changed too. And your headshots should always
be a clear representation of who you are today.
Follow Olha on instagram
@olhaphotography

If you have any other concerns about
whether a headshot session is right for you,
speak to a local photographer you trust.

SNEAK PEEKS
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COVER STORY

~ BY,JESSICA WELLAR
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“l loved spending time in my best friend’s mom’s real
estate office in a brand-new housing development,
flipping through all the brochures as a little girl,”” Fran
Papapietro remembers. “It seemed like such a fancy job!
Instead of playing with dolls, my friend and | played ‘real
estate.” We stood in the sales office listening to people’s
questions and realized most buyers asked the same 10
questions over and over. So, we memorized the answers!”

Whenever someone asks Fran when she got into real
estate, she responds, “Around age 10,” with a straight face
— and honestly, it’s not much of a stretch.

Today that curious, observant little girl has become
one of Silicon Valley’s most trusted Realtors with
Christie’s International Real Estate Sereno, and ranked
among the top 500 agents in the nation by still
listening carefully, preparing obsessively, and

never leaving a question unanswered.
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Two Sparks

Born in Philadelphia, Fran moved wherever the Navy sent
her father — San Diego, Japan, Camp Pendleton, Irvine, and
eventually the Bay Area when he was stationed in Alameda.
Her parents ultimately settled in Sunnyvale, and that is where
Fran planted her roots. But those moves weren’t just logistical;
they were formative.

“Having personally navigated relocation as both a child and a
teenager has deeply informed my professional empathy and
expertise,” Fran affirms.

Though she earned a political science degree with plans for
law school, she pivoted into tech, like so many around her.

For five years, she worked in software sales, learning how to
qualify clients, ask the right questions, build presentations, and
communicate at a corporate level.

“The turning point came after several big deals I worked

on fell apart for reasons completely out of my control —
corporate politics, CEOs knowing each other, things like that,”
Fran recalls.

Frustrated by success hinging on forces she couldn’t
influence, Fran quietly began studying for her real estate
exam. When her company warned her that layoffs might be
coming, she was calm.

“They said, ‘You don’t seem upset,” and I said, ‘Well, I've made
another plan. I'm going into real estate,” she grins.

Fran began selling just as 2003 dawned, blending childhood
fascination with adult resolve.

Early Sacrifices

Success, especially national recognition, can look easy enough
from the outside. Fran is quick to correct that perception.

“In my first five years, I worked every single weekend — both
Saturday and Sunday — doing open houses,” she points out.
That meant missed weddings, birthdays, and countless social
gatherings. It also meant showing up late to events or leaving
early, because open houses were nonnegotiable.

But her production grew steadily: nine homes her first year, a
dozen the next, 15 the year after that.

“That growth didn’t come by luck, it came from relentless
effort,” she adds.

She represented everyone, at every price point, in
neighborhoods she sometimes had to research from scratch. If
she didn’t know something, she learned it — fast.

She also absorbed hard lessons. Early coaching emphasized
building a sphere of influence, but Fran discovered

that expected support doesn’t always materialize. The
disappointment sharpened her work ethic.

One mentor’s advice became a lifeline though: “You never lose
a transaction. You just make room for a new one,” Fran recites.
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That mindset carried her through dry
spells, missed listings, and even a year
in 2006 that nearly broke her. When

she told her husband she might quit, he
calmly outlined what life would look
like on one income. After listening, she
said, “You know what, forget it. I'll keep
working!” noting it was the best decision
she ever made.

The Secret Sauce

Ask Fran what sets her apart, and
she doesn’t hesitate: Consistency
and tenacity.

Her business runs on process, checklists,
and structured systems. Fran operates
from a comprehensive task list that
governs everything from complex

client deliverables to small personal
obligations, ensuring all commitments
are honored.

“I answer every email, voicemail, and
text the same day — no exceptions if I
can help it,” she explains. In a market
as competitive as Silicon Valley, she says
her responsiveness is her currency.

But her fine-tuned systems also serve
something deeper, long-term stewardship.

“I have a commitment to treating
clients’ money like it’s my own,” Fran
offers. She talks about resale value
before aesthetics and points out
potential issues before highlighting
features. The positives are obvious;
the risks are where she adds value and
builds trust.

Her relocation specialty reflects

the same intentionality. Holding

both Certified Corporate Relocation
Specialist and Global Mobility Specialist
designations, Fran serves executives
and families throughout the broader
Silicon Valley metro, from Burlingame
to Hollister and east to Pleasanton,
Livermore and San Ramon.

“When I began building my relocation
specialty, I intentionally designed it
around anticipating needs before
families articulate them,” she recounts.
Part strategist, part advocate, part
matchmaker, she ensures families are
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placed in communities that align with
how they actually live.

Clients frequently praise her proactivity
and thoroughness. They admire how she
thinks several steps ahead and manages
complexities they didn’t even know
existed. Many of her earliest first-time
buyers have returned multiple times
over decades.

“That generational loyalty is something I
am deeply proud of,” she smiles.

Beyond Business

For Fran, real estate has always been
personal. She once helped a single
woman purchase her first home despite
her parents’ doubts. They questioned
whether she should own property at all.
Fran walked her through a long-term
strategy, including the possibility of
renting it in the future. Watching that
client step into financial independence
was one of her proudest moments.

At the end of the day, her driver remains
clear. “My ‘why’ has always been my
family,” Fran emphasizes. With a son

in his third year of university and a
daughter graduating high school this
year, she is approaching a new season
as an empty nester.

Outside of work, Fran prioritizes fitness
and getting outdoors — hiking, biking,
skiing — especially when it means time
on the slopes with her son in Utah. At
home, two dogs and three rescue cats
round out the family, and she proudly
supports Paws in Need, a local nonprofit
dedicated to animal welfare, including
spay-and-neuter initiatives and assistance
for underserved pet owners, along with
Sereno’s 1% for Good program.

Eyeing the future, Fran remains laser-

focused on refining systems, deepening
corporate relocation relationships, and
remaining a trusted long-term advisor.

“I fiercely advocate for my clients

and treat them like family — never as
transactions,” Fran concludes. “When
someone finishes working with me and
feels cared for, supported, and confident
about their next chapter, that’s success.”
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RISING STAR

BY: DIANE ROWE
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When Veronica Mocanu moved to the United States in 2017, she arrived with determination, a strong
work ethic, and the quiet sense that her story was still unfolding. She began working as a receptionist
at McLaren and Volvo Palo Alto, grateful for the opportunity but restless in the stillness of waiting
for the phone to ring. “I wanted to do more,” Veronica says. “I knew I was capable of more.”

One simple question from a colleague
changed everything. “Do you want

to sell homes?” he asked. Veronica
answered immediately, without
hesitation. “Yes, I do.” His response was
equally direct. “Then you need to get
your real estate license.”

At the time, Veronica did not fully
understand why a license was required.
She believed passion and determination
were enough. But that conversation
planted a seed. From that day forward,
she studied for her real estate license
while working full time and caring for
her daughter. The path was demanding,
but it was purposeful. With the
encouragement of a few people who
believed in her, Veronica stayed focused
and earned her license in March 2021.

By then, sales were familiar territory.
She had already built a strong track
record at McLaren and Volvo Palo Alto,
where discipline, performance, and
accountability were part of daily life.
What surprised her most about real
estate was not the sales aspect, but the

weight of responsibility that came with it.

“When I received my license, I thought I
could do it all,” she says.

For a full year, Veronica attempted to
sell cars and homes simultaneously.
What she learned was decisive and
clarifying. Selling cars is a full time
job. Selling homes is more than a

full time job. Real estate demands
availability, deep market knowledge,
emotional intelligence, and constant
commitment. It is not the glamorous
version often portrayed on television. It
is real work, with real people and real
consequences. That realization helped
Veronica fully commit to the career
that aligned with her long term vision.

That clarity was shaped long before
contracts and listings, back in a small
village called Varzarestii Noi in the
Republic of Moldova. The community
had fewer than 1,000 people and was
rooted in simplicity, nature, and hard
work. From a young age, Veronica
learned self-reliance. She earned her
own pocket money by picking fruit
from her family garden and waking
up at four in the morning to sell
cherries, apples, and grapes at the train
station to traders heading to Russia.

One childhood moment remains
especially vivid. At just nine years old,
Veronica found herself with a basket of
white cherries on a day when buyers
wanted only red ones. Determined not
to return home empty handed, she
boarded a train alone and traveled

to the capital city of Chisindu for the
first time. There were no cell phones,
no way to inform her parents. It was
frightening, but she sold the cherries
for a good price and returned home
proud. Not just of the money, but of the

courage it took to navigate the unknown.

From her father, Veronica learned
strength and resilience. From her
mother, she learned kindness,
curiosity, and gratitude. Those lessons
remain central to how she works
today. For Veronica, success in real
estate is built on communication and
relationships, not transactions alone.

When asked who has influenced her
most, her gratitude is expansive. First
and foremost, she credits her parents,
whose love and belief have never
wavered despite the distance between
them. Professionally, she is deeply
thankful for mentors who guided

her early on, including Ramin Naimi,
her General Manager at McLaren,
along with Edison Tekmar, Lyman
Huang, and Arnaud Fily. Each played a
meaningful role during pivotal chapters
of her career. After transitioning

into real estate, she found support

and guidance from many respected
professionals who helped shape her
growth. Veronica is quick to note that
success is never achieved alone.

The moment she knew she was on
the right path did not come from a
commission check. It came from service.

One of her first listings in Palo Alto
belonged to a single man who had
inherited his parents’ home. The
property was in poor condition, and
selling it as it would not have supported
him long term. Together, they made the

Silicon Valley Real Producers - 27



difficult decision to
prepare the home for
the market. Veronica
managed renovations,
supported her client
emotionally, and
helped find him
temporary housing.
When the home sold
at an excellent value, -
the impact was life '
changing. At that
moment, Veronica
understood that her
clients’ happiness is
her happiness.

Her approach to

building trust is simple and disciplined.
Be kind. Stay organized. Learn every
day. Give your work full attention. It is a
philosophy she learned from her mother
and now shares with her daughter. In
real estate, every client and every home
deserves care and intention. When work
is done with sincerity, clients feel it.

One lesson she wishes she had learned
sooner is the importance of boundaries.
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Veronica is naturally generous and
giving, but she has learned that
protecting her energy is essential.
Balance, she has found, allows her to
give wholeheartedly while building
relationships rooted in mutual respect.

Real estate is not easy, and Veronica
does not pretend otherwise. There
have been days of exhaustion, doubt,
prayer, and quiet reset. What carries

her forward is faith, resilience, and

a deep love for working with people.
She believes every challenge carries
meaning and that growth often comes
through discomfort.

When clients work with Veronica,

she wants them to feel trust and
peace of mind. She listens carefully,
communicates clearly, and is never
above rolling up her sleeves to do
what needs to be done. Her goal is not
simply to close transactions, but to
help people step confidently into new
chapters of their lives.

Looking ahead, her vision is
straightforward and deeply personal. She
wants to help as many people as possible
find a place to create memories. If clients
walk away feeling supported, grateful,
and eager to refer others, she considers
that success. For Veronica Mocanu, real
estate is not just about homes. It is about
courage, care, and the belief that new
beginnings are always possible.

Jennifer Cortez
VP QOperations & Business Development

rHONE 408-504-5596
jencorten@firstam.com
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CLOSE FASTER. STRONGER.

& STRESS FREE

—WITH THE
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A TRUSTED
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+ Close in 15 days or less
with o completely
underwritten
preapproval

= Experience first closs
service

+  |Innovative banking &
financial solutions —
never lose another
client again.
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GABRIELA ALVAREZ ?r* .
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Real estate

\We deliver everything your listings need — professional photos,
videos, drone footage, virtual tours, and more.

N 5 SKY

Real Estate Marketing Solutions

Book with us today! (669) 201-4941

booking@indskyhomes.com

indskyhomes.com

ELEVATING
HOMES,
EXCEEDING
EXPECTATIONS

Ready to Experience Remodeling Done Right?-
650.281.5232 « jrhomeremodeling.com
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EVENT RECAP

AN EVENING IN WOODSIDE

Silicon Valley Real Producers recently gathered the community Scan the QR code to watch the event recap video captured by
for our Toast to the Top celebration in Woodside, an evening the fantastic media marketing team at House Hub Media.
filled with great conversations, laughter, and the kind of

energy that comes from bringing this group together in one Interested in learning more about the stunning property
room. Agents and trusted partners reconnected with familiar that hosted the evening? Reach out to Quarry Lane Realty
faces, met new ones, and celebrated the people continuing to who hold the listing, or Design by Mish, who perfected the

REAL ESTATE MEDIA

style of this beautiful home. For lending information reach
out to Eddie Garcia with US Bank.

raise the bar in our industry.

‘Ma JEM HOME HAS A STORY,

WE HELP YOU TELI,*T

CHECK OUT
THE VIDEO
Click here.

Okn=10]
. =

Cut Your Taxes & Boost Your
Earnings!

Deion Mo Helping you to get the

d X M highest price for your listings

Mish offers a service to REALTORS® that combines her
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design services & quality staging to make your listings present
in the best way possible.

408.458.6966 | mishdesigns.com

1-""I . 4
N y L
U0 s
Kerry Worden, President

Real Producers Tax Strategist | Direct/Text 510-999-0539
4695 Chabot Dr., Suite 200 Pleasanton, CA 94588
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Book a shoot at evokemediare com!

408 3372391 | hello@evokemediare com Juericho and Clarizsa | Onwnwers
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gregg@greggbunker.com

DRE #01988314
C: (408) 781-1725

REALTY CORP

RESIDENTIAL | COMMERCIAL

BUYING OR SELLING YOUR HOME?

Join over 500 agents nationwide at BRG Realty.
brgrealtycorp.com/join-our-team

$995 flat commission,
$12k annual cap,

Lead Gen & more!

1900 Camden Ave, San Jose CA 95124
0: 408.558.3636 * brgrealtycorp.com

BRG DRE#: 02075330

Coverage you deserve.
Rates you can afford.
All from a brand you can trust.

Home insurance options we offer:

* Owner-Occupied Homes « Landlord Coverage « Condos
* Homes Under Construction « Vacant Homes

Call 650-366-8274 today!

Mark Landis m

Your Local Agent | License # 0G95230 .
650 El Camino Real Ste R, Redwood City, CA 94063 F A R M E R S
mlandis@farmersagent.com INSURANCE

Ad produced for insurance underwritten by Farmers Ins. Exchange, Fire Ins. Exchange, Truck Ins. Exchange, Mid-Century Ins. Co.,
Farmers Ins. Co. of Washington (Bellevue, WA) or affiliates. In TX: Farmers Ins. Exchange, Fire Ins. Exchange, Truck Ins. Exchange,
Mid-Century Ins. Co., Farmers Texas County Mutual Ins. Co., Mid-Century Ins. Co. of Texas or Texas Farmers Ins. Co. In NY: Farmers Ins.
Exchange, Truck Ins. Exchange, Mid-Century Ins. Co. or Farmers New Century Ins. Co. Home office, LA, CA. Life insurance issued by
Farmers New World Life Insurance Company (Bellevue, WA) and is not licensed and does not solicit or sell in the state of New York.
Each insurer has sole financial responsibility for its own insurance. List of all insurers and states where licensed at
farmers.com/companies/state;. Not all insurers are authorized in all states. Products, coverages, & discounts may vary & are not
available in all states. Exclusions & limits apply. See agent for details.
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You know the real
estate market. =
We know lending.

FROM FIRST-TIME BUYERS TO LUXURY INVESTORS
WE OFFER MORTGAGE SOLUTIONS TO FIT EVERY
CLIENT'S NEEDS.

CONTACT EDDIE )

©)

Turn Teardowns Into Closings

THE TJH AGENT ALLIANCE PROGRAM

BEFORE

When your buyer loves the neighborhood but not the house,
the TIH Agent Alliance Program gives you the solution.

We provide a complimentary Build Analysis to agents which
includes renderings, floor plans, a fixed budget, and timeline to build
a brand-new home so that you can confidently present teardown
properties as viable purchase opportunities, allowing your clients to
own their dream home in the best neighborhoods in the Bay Area.

More inventory. More transactions. More Commissions.*

EXPAND WHAT'S POSSIBLE FOR YOUR BUYERS

SCAN THE QR CODE TO LEARN MORE OR VISIT TJH.COM/BUILD
Contact our Build Sales Team | NorCal-Build@tjh.com

&

Home, pricing, and community information is subject to change at any time without notice or obligation. Square footages and dimensions are approximate and may vary based on
standard of measurement, engineering, municipal requirements, or other site-specific conditions. Build timelines are estimates and may vary by jurisdiction. Broker incentive
eligibility is subject to terms and conditions, including broker registration and representation requirements. Not an offer or solicitation to sell real property. Thomas James Homes is
a registered trademark of Thomas James Homes, LLC. ©2025 Thomas James Homes. All rights reserved. CA DRE License #02057367. License #SEA2.



A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

It's happening inHere

Our buyers and sellers transactions Start inHere.
Real Estate transactions Track inHere. -

Talk with our team about how you can Live inHere
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CAREY GORGOLINSKI | ANDREA SIMONS | ARTHUR NAVARRO | NICOLE AISSA | PATRICIA PANTAZIS

‘J" Lawyers Title WWW.LAWYERSTITLEBAYAREA.COM

° Residential/ Commercial Title and Escrow Services S E R V I N G N O R T H E R N C A L I F O R N I A
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