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with DST’S

The landlord is 80
years old, worth

a million or so on
paper, and the
property manager
just called about
the roof. Again. The
kids are grown. The
whole plan was
always to leave the
buildings to them
someday—let them
inherit it, let the
taxes disappear,

let someone else
figure it out. In the
meantime: tenants,
maintenance,
phone calls.

BY JOSEPH COTTLE
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Eric Barbarita’s job is to
tell that person there’s
another option.

The tool is the 1031
exchange, which most
people in real estate have
heard of and most people
assume means buying
another property. Eric’s
version is different. He
routes the money into

a Delaware Statutory
Trust—a DST—a fund
structure that holds a piece
of commercial real estate.
The landlord transfers their
equity in, stops dealing with
tenants, and starts receiving
monthly income instead.
The investment lives on
paper. The headaches don’t.

There are only a few
hundred people in the
country who do this work.
Most of them came from
commercial real estate. Eric
came from wealth planning.

That distinction matters
more than it sounds. A

real estate background
means you’re looking for
the transaction. Eric is
looking at the full picture
first—tax implications,
lifestyle, what the client
actually needs—before any
recommendation gets made.

Sometimes that means
suggesting a client move
into their rental property
rather than sell it, even

if it takes him out of the
deal entirely. Sometimes it
means managing a stock
portfolio with the proceeds
of a primary residence sale.
He doesn’t position himself
as a financial advisor when
talking to realtors because
the instinct on the other
end of that call is to hang
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up. But that’s what he

is, applied to a corner

of the market where
financial advisors almost
never operate.

“There’s no one that’s really
an advisor for real estate
investors,” he says.

That gap is the opportunity
he keeps pointing realtors
toward. Plenty of top agents
have elderly clients sitting
on rental properties they
haven’t listed because they
think there’s no good exit.
Selling means a massive
tax bill, and buying another
property doesn’t solve the
problem. What they don’t
know—and what their
agents often don’t know
either—is that the 1031

into a DST exists. That

the relief is real. That one
conversation can unlock a
listing and genuinely change
someone’s retirement.

Eric is 40, originally from
Baltimore, but grew up in
Pittsburgh. He ended up

in San Diego by way of a
college friend’s text, and
Eric immediately fell in
love with the city. The two
talked about aging baby
boomers and real estate
wealth—a macroeconomic
trend that Eric saw clearly,
so he decided to jump back
into finance to chase it. Four
years in, the work is what
he thought it would be:
mostly education, mostly
explaining that this option
exists, mostly watching
people realize they don’t
have to keep taking calls
about the roof.

He was at Camden Yards the

night Cal Ripken tied Lou
Gehrig’s consecutive games
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record. He was there at
Petco Park, second row with
his father in front of third
base, the night a Padres
relief pitcher hit a grand
slam off Max Scherzer. He
loves baseball, off-roading,
international travel, and
getting back to Pittsburgh to
spend more time with

his family.

Most of all, he’s not hard

to reach—but he can’t help
unless you talk to him and
find out how he can help,
because that’s what matters
most to Eric.

“Always do what’s best for
the client,” he says.

ALWAYS
DO
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SALES TEAM
619.517.1366 619.651.6331

sales@cadliforniapreferred.com
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R O S E * theyellowroseinn.com
® Home Staging @ Interior Design

@ Expert AirBnB @ Remodel &
Services Renovate

Contact us! 858-775-7465 | info@yellowrosehomestaging
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Anthony Manzon has never had a “real” job. Not before selling real estate.
He was a break dancer“aka Bboy” for 10 years—competed, traveled, built a
life around it—and then he wasn’t, and then he was broke,
engaged, and running out of runway.

e was 24. He and his
fiancée at the time,
Regina, now married,

were both UC Santa Barbara
grads with degrees, debt, and

no real income. They looked at
everything—from computer
programming to even teaching
English in Korea from a Groupon
certification. These are jobs that
he would hate, but they made
money. It did not matter; they
were desperate. He was willing
to be miserable for the rest of his
life as long as he was able to make
money to provide for his family.

What changed everything was a
real estate agent who walked into
the bank where his fiancé Regina
worked one day and deposited

a $10,000 check, just another
routine deposit. Regina asked
what she did for a living, and she
replied, “I am a realtor.” Later
that day, Regina met with the

office recruiter, Ashley Lunn, and
had a new job as an assistant to a
top-producing realtor.

A few days later, Anthony met
with Ashley, and that meeting
changed his life forever when
Ashley told him that last year’s
rookie of the year made $120,000
in their first year.

At that moment, in the meeting,
he decided, “I'm going to
be a realtor.”

That meeting was in June 2013.
His wedding was scheduled for
April 2014, and the invitations
had already been sent out to
150 people. With extreme focus
and determination, he was able
to get his real estate license by
September 2013 so he had 8
months to succeed in real estate
or there would be no wedding.
They spent their last $3,000 on a
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For this to be myﬁrstjob—

I want other pcople to know

you don’t have to come from a
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real estate license and business
cards. At that time, he didn’t own
a suit, so Regina edited his head
onto someone else’s body for the
business card photo.

For the first three months of
getting his license, he had no
sales. He tried to emulate what he
thought a realtor was supposed
to sound like. That was not him.
He’s Filipino, he’s younger, a
self-described B-boy, so he tried

to squash all that down and fit
the mold of what he thought a
realtor should be.. Nobody bought
it. What changed everything was
when he called another agent,
and it went to voicemail. The
agent didn’t even pick up the

call. The voicemail was energetic,
professional, and completely,
unmistakably that person.
Anthony heard it and understood
immediately: that’s who I have to
be—myself.

The business took off after he
stopped trying to be someone else
and started being himself.

Three weeks before the wedding,
he closed enough deals to pay
off their wedding in cash. They
went on two honeymoons. He
made $124,000 that first year and
was named Rookie of the Year—
first in his office, then for all of
Southern California. A couple

of years later, he landed on the
National Association of Realtors’
30 Under 30 list.

“'ve never had a real job,”
he says. “For this to be my
first job—I want other people
to know you don’t have to
come from a background of
‘success’ to be successful.”

He’s 37 now, and he and his wife
Regina have three kids—Cejay
(nine), Maya (seven), and Kaleiya
(three). The photo shoot for

this issue represents his many
“personas,” but he always he
stays true to himself: one static
background, six outfits. The
realtor version of him at center.
His party side on the left. His Bboy
side at the bottom. Jiu-jitsu side in
the back. His love for Spider-Man
cosplaying somewhere in the mix.
All of it compiled into one shot.

Today, Jiu-jitsu is the family sport
where he’s been training for two
years, along with Cejay and Maya.




In his first year, he competed

in nine tournaments—eight

gold medals, one silver (at an
international event in Las Vegas).
He goes to a 5:30 am class because
that’s the only class that doesn’t
eat into the business or his family
time. He’s done working when

his kids get home from school. He
doesn’t work weekends.

“I chase the feeling of being
present,” he says. “When you’re
living with voices in your head
saying, ‘I have to make this call,
or I have to do this” —it strips the
fun out of everything.”

The formula for success is the
same whether the arena is real
estate, jiu-jitsu, or breaking: get
obsessed, be coachable, and put
in the work. He’s been running it
since 2013. He’s not planning to
change it.



AROUND TOWN

Women’s Council of
Realtors San Diego

It’s still Cinco de Mayo, let’s tacobout business!!!

PHOTOS BY DON ANDERSON INSIGHT PHOTOGRAPHY

Thanks To Kayla Salvas and the team at La Dona for a great It’s still Cinco
De Mayo networking event! Our First Vice President, Silvia Vasquez
made some amazing hats for our drawing, and new member Jude Fox
signed a new client who saw our signs while passing by! You never know
what is going to happen!
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THREE LOCATIONS.
ONE COMMITMENT TO EXCELLENCE

CLAIREMONT SERVICE CENTER Q
o % Ge'[‘)‘?see %‘f'ggﬂ':‘; 20 EL CAJON SERVICE CENTER
an biego, 2 Q 1150 Broadway, Suite 100
El Cajon, CA 92021

PACIFIC SOUTHWEST
ASSOCIATION OF REALTORS®

CHULA VISTA SERVICE CENTER
880 Canarios Ct., Suite 100
Chula Vista, CA 91910

619-280-2400
knighttermite@gmail.com ¢ sdpestcontrol.net
Serving All of San Diego County

TRUSTED since 1990!

Termite & Pest Control
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fif) TICOR TITLE

YOUR ELITE TITLE TEAM

RESIDENTIAL - COMMERCIAL + PURCHASE - REFINANCE

With over 90 years of cambined experience in the title industry, we have
the knﬂwledg,e and expe ed in a business partner.

“CARING IS OUR
COMPEIITIVE EDGE”

COREENA MULLOY TONY SANTIAGO SANDRA BANTEIR JOSE MELARA
Sales Executive Senior Sales Executive Sales Executive Senjor Sales Executive
(619) 567-9277 (6194107917 {619) 890.5553 (619) 495.7605
CoreenaMulloy@ticortide.com |  Tony.Santiago@ticortitle.com Sandra.Banteir@ticortitle.com Jose.Melara@ticortitle.com



A PRODUCT OF

THE N2 COMPANY

9151 Currenc y St.
Irving, TX 75063

The REAL ESTATE MARKET
Is changing; do you have a
risk management program for
your real estate business?

If not, call me, let's talk!

ERIC GINDER, ESQ

Ginder Law Group
eginder@ginderlaw.com

760-294-7736-office
619-743-5341-mobile




