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858-265-8564  

laurenfinch70@gmail.com

Lauren Finch 
Photography

Your Trusted Local
Investor Partner

(619) 603-0915

Make it a win-win solution: 
SECURE CASH OFFERS FOR YOUR CLIENT

@RENOVATESANDIEGOLLC

socalrealtylaw.com
swelsh@socalrealtylaw.com

(619)332-1609

Protecting Real Estate Investors and Real Estate Professionals
Experience Our
Webinar Series
For Landlords
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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!

Preferred Partners

 619-902-0630 
Eric@thornwoodfinancial.com

Uncover new listings within 
your client network

Schedule a Free Consult

thornwoodfinancial.com

Eric Barbarita
1031-DST Specialist

Fiduciary Financial Advisor

Help tired 
landlords retire 

using DST's 

Securities o�ered through Concorde Investment Services, LLC (CIS) Member FINRA/SIPC. Advisory Services o�ered through 
Concorde Asset Management (CAM), an SEC registered investment advisor. Insurance products o�ered through Concorde 

Insurance Agency, (CIA). Thornwood Financial is independent of CIS, CAM and CIA. For Accredited Investors Only

1031 EXCHANGE
apx1031
Jake Schiro
(800) 436-1031
apx1031.com

1031 EXCHANGE / DST’S
Bangerter Financial
Eric Barbarita
(619) 902-0630
thornwoodfinancial.com

ASSOCIATION OF REALTORS®
Pacific Southwest 
Association of Realtors
(619) 421-7811
www.PSAR.org

CLIENT APPRECIATION/ 
CLOSING GIFTS
Cutco
Eric Gillman
(858) 342-1175

EDUCATION
Women’s Council of 
Realtors San Diego
(858) 735-8026
wcrsandiego.com

ESCROW SERVICES
California Preferred Escrow
Yvonne Mendiola
(619) 475-4094
www.californiapreferred.com

Foundation Escrow Inc.
Natasha Keitges
(858) 527-5967
FoundationEscrow.com

New Venture Escrow 
MetroSouthRP
(619) 948-9011
newventureescrow.com/ 
contact/chula-vista-branch/

Oakwood Escrow
Brianna Jensen
(858) 217-5264
www.oakwoodescrow.com

ESTATE SALES & AUCTIONS
Caring Transitions
Shannon Corrigan
(619) 459-3592
www.caringtransitions 
sandiego.com

EVENT VENUE
Yellow Rose Inn
(619) 921-7791

FINANCIAL RESOURCES
World Financial Group/
World System Builder
Jonathan Pagtakhan
(619) 964-2327
www.worldsystembuilder.com/
mypage/jonathanp/

HOME DECOR & STAGING
Yellow Rose Home Staging
Bess Ouahidi
(858) 775-7465
www.yellowrosehome 
staging.com

HOME INSPECTION
Morrison Plus Home Inspections
Danielle Wolter
(619) 672-7951
morrisoninspects.com/sdeast

HOME WARRANTY
Choice Home Warranty, 
San Diego
Hayley Dozier
(925) 499-1587
chwpro.com

Home Warranty of America
(888) 492-7359
hwahomewarranty.com

INSURANCE SERVICES
Allstate
Steven Hovland
(619) 425-9400

LEGAL DOCUMENT 
ASSISTANCE
House Owl
Jason Piske
(619) 786-1663
www.myhouseowl.com

MORTGAGE
Barrett Financial Group, LLC
(619) 993-9623
cristencarverlender4U.com

MORTGAGE LENDER
Barrett Financial
Patrick Dunn
(619) 357-2736

MORTGAGE LOANS
Cross Country Mortgage
Alyssa Caliendo
(860) 307-5785

MORTGAGE SERVICES
Point Mortgage
Jason Murguia
(619) 519-0663
www.pointmtg.com

PHOTOGRAPHY
Closing Photos
(760) 895-5238
closingphotos.com

Insight Photos, Inc.
Don Anderson
(760) 705-6497
www.insightphotos.net

Lauren Finch Photography
(858) 265-8564

Linked Preview
Brandon Pease
(928) 322-6960

Reve Studios
Nayad and Cesar Andre
(619) 721-4722
www.REVESTUDIOSINC.com

REAL ESTATE ATTORNEY
Ginder Law Group
(760) 294-7736

REAL ESTATE LAW
SoCal Realty Law
Shanna Welsh-Levin
(619) 232-7325
socalrealtylaw.com

REAL ESTATE SALES - 
RENOVATION DESIGN
Renovate San Diego
Shelbi Nesbitt
(619) 751-7934
renovatesandiego.com

SOCIAL MEDIA MARKETING/ 
MANAGEMENT
Renzi Social Co
Amanda Renzi
(609) 402-1729
www.renzisocialco.com

SOLAR CLEANING & 
MAINTENANCE
South Bay Solar Cleaning
Marcos Delgado
(619) 971-5585
www.sbsolarcleaning.com

TERMITE & PEST CONTROL
Knight Termite & Pest Control
Kenneth Golaway
(619) 280-2400

TITLE COMPANY
Ticor Title
Tony Santiago
(619) 410-7917
www.ticorsd.com
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760-895-5238 | Closingphotos.com |      @closingphotos

Meg Bogart Cristen Carver
Lender4U - Cristen Carver NMLS #256000

Barrett Financial Group, LLC | Corp NMLS #181106
  9320 Fuerte Dr Suite 100, La Mesa, CA 91941  
  (619) 993-9623 | Fax (800) 385-3630
  ccarver@barrettfinancial.com

Your trusted 
partner and 
advocate when 
obtaining the best 
mortgage loan 
for your needs. 

Whether you're buying 
or selling, refinancing, or 
building a home, you need 
a specialist who has your 
best interest in mind. 
Cristen Carver is excited 
to offer her extensive 
experience and knowledge
to explore your financing.

- We perform thorough, detailed home inspections, with the 
following additional services o�ered:

 - pool inspections, sewer lateral scoping, mold testing

- Drone roof inspections and thermal imaging are included in every 
inspection at no additional cost

- Detailed, comprehensive, narrative style inspection reports 
provided the SAME DAY!

- Customer service is our top priority - we 
go above and beyond in every inspection

America’s premier 
property inspection 

company

Call/text for easy scheduling! 619-672-7951

You Get "MORE" With Morrison!

Protect your future and scale with confidence. Turn your 
document reviews over to House Owl. Our expert 

independent review and risk management education cut 
through hundreds of disclosure pages and eliminate 

overwhelm. We position you as the trusted expert, strengthen 
your reputation, and generate consistent referrals, so you can 

focus on listings, relationships, and closings.

Run your business boldly. It’s your edge.

Jason Piske - CEO / Founder
( 619) 786-1663 • info@myhouseowl.com
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Brandon Pease 
Photographer

Linked Preview LLC

Lauren Finch
Photographer

Maryam Habashi 
Business Development Coach

Meg Bogart
Photographer
Closing Photos

Meet
The

Team
Cathy Ginder 

Publisher/Owner
Joseph Cottle 

Writer
Amanda Renzi 

Social Media Manager
Eric Ginder, Esq.

Legal Pointers

Cesar & Nayad Andre
Reve Studios Inc.

Photographer

Shanna Welsh-Levin, Esq
Legal Pointers

DISCLAIMER: Any articles included in this publication 
and/or opinions expressed therein do not necessarily 
reflect the views of 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.
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The Start of 

Summer
J

une marks the midpoint of the 
year—a natural time to reflect, 
refocus, and reenergize. For 

real estate professionals, it’s also 
one of the most dynamic seasons, 
where momentum builds and 
opportunities multiply.

In this issue, we explore strategies 
to help you stay competitive in a 
shifting market, from strengthening 
client relationships to leveraging 
emerging tools that streamline your 
workflow. As inventory, interest 
rates, and buyer expectations 
continue to evolve, adaptability 
remains your greatest asset.

Take advantage of the longer 
days and heightened activity this 
month to reconnect with your 
goals and refine your approach. 
Whether you’re closing deals, 
cultivating leads, or planning 
your next move, remember that 
consistency and insight are what 
set top agents apart.

Here’s to a productive and 
prosperous June.

Cheers!
Cathy Ginder-Publisher

cathy.ginder@n2co.com
858-735-8026

The N2 Company was named to Inc.’s 
Best in Business list for Social Good — 
the authoritative list of companies that 
make a meaningful impact beyond profit.

Here’s the part we’re most proud of:
The magazine you’re reading is part
of that impact.

Read how THIS magazine is part of something bigger.

INC.
SAYS

PUBLISHER’S NOTE 

The Best Partnerships aren't built
 during deals. They're built between them.

Most lenders talk about rates and turn times.

The Realtors I work with care about something bigger —
winning deals, solving problems, and protecting their clients.

That's where I come in.

Help you close more deals and create better experiences for 
your clients.

Patrick Dunn | Navy Veteran
Mortgage Loan Originator | NMLS #1174097

Barrett Financial Group, LLC | Corp NMLS #181106
3111 Camino Del Rio North STE. 905 San Diego, CA 92108
(619) 815-3366 Team Phone
DunnTeam@BarrettFinancial.com
www.patrickdunnteam.com

Strategic pre-approvals that help offers win

Creative Solutions when deals get complicated

Clear communication for you and clients

Available when it matters most

Let's Win more
deals together
in 2026
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Why tracking, reflection, and 
redirection separate sustainable 
leaders from exhausted ones
BY MARYAM HABASHI- 

TRANSFORMATIONAL BUSINESS COACH

INFUSE INSIGHTS

Maryam Habashi, M.Ed. 
Certified Behavior Profiling Coach

SCAN TO BOOK YOUR 
ONE-ON-ONE CALL!

PART 5

INFUSE 
INSIGHTS: 
How to Scale 
Your Business 
Without Burnout

Some leaders work incredibly hard 
— yet stay stuck. Not because they 
lack discipline, but because they lack 
feedback loops.

Here’s what most high performers 
overlook: what isn’t tracked can’t be scaled.

Effort without measurement leads to 
repetition. Progress without reflection 
leads to burnout.

Scaling requires tracking what’s 
working, what’s draining, and what no 
longer aligns. Follow-up closes loops 
and builds momentum. Reflection 
reveals blind spots. Redirection 
prevents leaders from staying loyal to 
outdated strategies that once worked — 
but no longer serve the business.

This is where systems transform effort 
into results. They remove guesswork. 
They replace emotion with data. They 
allow leaders to adjust early — instead 
of fixing problems when it’s too late.

In my work mentoring and coaching 
thousands across the U.S., this is the 
turning point. Leaders who track, 
reflect, and redirect consistently don’t 
just scale faster — they scale smarter, 
calmer, and with far less burnout.

I’m Maryam Habashi, founder of 
INFUSE System, voted San Diego’s top 

transformational business coach. Results 
are guaranteed because systems don’t rely 
on willpower — they rely on design.

If you’re working hard but not seeing 
the return you expect, I invite you to a 
complimentary connection call. Together, 
we’ll identify what to refine, what to 
release, and how to move forward with 
clarity and control.

Scaling without burnout isn’t about doing 
more — it’s about doing the right things 
consistently with the right systems in place.

Maryam Habashi,  
M.Ed.Founder- INFUSE system 
Transformational Business development coach
Infusesystem.com 
30 years field experience | Top-Rated 
Coaching Platform for Measurable Results 

Let’s Connect 
https://calendly.com/mhabashi/infuse-
system-connection-call
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BY JEFF CAMPBELL, CALIFORNIA BROKER

Know the Why
AGENT CORNER

The Agent Why 
New Agents often come 
into the industry “Dream-
Driven.” It is possible that 
they had a real estate 
agent who made the 
process look easy. Perhaps 

they knew someone successful and 
wanted the same for themselves. 
Maybe they just love staging, 
architecture and viewing houses.

When I ask a new person “Why 
did you get into real estate,” my 
favorite response is, “Because I 
love people.”

I ask if they love animals too and 
when they respond yes, I suggest 
a job at The Zoo where they can 
work with people and animals.

When you know your “Why,” 
you can apply exceptional 
service knowing that the 
reward will follow.

Exceptional service is key. Have 
you ever heard that “There is 
enough for everyone?” I can’t 
stand this phrase. There isn’t 
enough to go around for the 
mediocre. There is enough to go 
around for the exceptional!

The Broker Why 
There are only two types of 
brokers. Profitable Brokers and 
All-other Brokers. If you are not 
your own brokerage, then which 
type of broker do you want to 
work for?

An agents greatest hope for the 
brokerage is that the broker helps 
the agent sell more. Profitable 
brokers want that exact same 
thing. Profitable brokers are 
more likely to invest in more 

opportunities for agents to do 
more. The best brokers promise 
less and provide more.

Incredible brokers allow culture 
to develop from the ground-up 
rather than pressing it from the 
top-down. These owners do not 
guarantee leads and clients but 
create actual opportunities that 
if useful and unique to their 
brokerage, attract talent and 
blossom the team.

Each agent should know why 
their broker has the passion for 
what they do and the evolving 
vision for each tomorrow.

The Client Why 
There is always at least one 
reason the client wants to buy  
or sell. When asked, sometimes 
the client may respond with, 
“Just Because.” It is up to the 
agent to bring to the surface 
the real reason why the client is 
moving. It is up to the agent to 
keep the reason, or the “Why”  
at the surface.

If the reason for moving is to live 
in a particular school district, you 
might conclude each explained 
benefit or objection with the “Why.”

•	 We may get the lowest 
purchase price in the area and 
get into the School District.

•	 Although not a 4 bedroom, it is 
a large 3 bedroom and we will 
get into the School District.

•	 Even though home the is 
yellow, you can paint it the 
school colors and be in the 
School District.

Jeff Campbell – a three generation 
San Diego REALTOR® family.

Client: Women's Council of Realtors San Diego
Size: 1/2

Location: Standard

Jonathan Pagtakhan | CA LH License: 0L93059
jpagtakhan.wfg@gmail.com | (619) 964-2327

wsbcampaign.com/jonathanpagtakhan

• life insurance (for families and businesses) 
• wealth preservation rollovers 
• long term care
• final expense
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RISING STAR

SHE’S IN 
THE GAME

What did you do before you 

became a realtor? 

Like many of us realtors out here, 
before I started, I was working in 
the service industry, specifically 
Waterbar in Pacific Beach. I 
also graduated from UCSD in 
June 2024, so I was primarily a 
student, working in the service 
industry part time with a few 
other side jobs mostly in business/
social media as that’s what I got 
my degree in. Once I graduated, 
I decided to take a few months 
just to do the bar job, make some 
money before I really dove into a 
full-time career. A clear direction 
was never something I had in 
college, and I needed the time 
to interview in different career 
types/positions before deciding I 
didn’t want to do that at all.

When Did You Start Your Real 
Estate Career? 
I started my career in real estate 
in November of 2024. I got my 
license in April 2024 because I 
thought I would have it to help 
out my mom who is a realtor in 
LA but didn’t think I would end 
up going into it myself.

What are you passionate about 
right now in your business? 
I am passionate about positioning! 
I see real estate as a tool, use it to 
your advantage. There’s lots of 
different ways to go about this and 
every person will benefit from 
it differently. With the correct 
strategy you can maximize your 
profit, and comfort. In no way do 
I think that real estate is all about 
financial gain because it isn’t, but I 
do think that every homeowner is 
an investor in a way. If you can get 
in the game, you should, but it’s all 
about the position you put yourself 
in to maximize the market within 
your own feasibility.

What has been the most 

rewarding part of your business? 

Generic answer but the people 
of course! I have always been 
social, and I love making new 
connections, so to have a job 
that is shaped by that makes me 
happy. It doesn’t even have to 
be about real estate, I feel like if 
I can go anywhere and make a 
new friend or support someone 
else’s goals than I did good. I truly 
believe that things come back 
around, reciprocity of action, so 

the more people I do good for the 
better of a realtor I am and will 
be. This is what is truly fulfilling 
about my job, not just helping 
people buy or sell homes but 
simply the involvement in other 
people’s lives and connection. 
Realtors are so much more than 
realtors and that is so special.

What was your biggest 
challenge as a realtor? 
The dips omg, I am fortunate to 
have had my first year with no 

PRITIKIN
OLIVIA

PHOTOS BY MEG BOGART- CLOSING PHOTOS
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real lulls without transactions, but 
my Q1 of this year was rough and 
I did not expect that. Fortunately, 
I wasn’t working for nothing 
and have had a pretty great start 
to Q2, but to hit that time when 
you’re working so hard but not 
seeing the results, and to really 
just have to hold it together with 
the faith that it will come through 
soon is harder than I thought. 
We all go through this, and that’s 
why it’s important to have a 
community of other agents who 
can tell you that.

Define success 
Freedom! I cannot be tied down, 
maybe I’ll grow out of this one 
day but for right now I am 
successful if I can choose what I 
do every single day. Success is the 
ability to change and grow at your 
own will, to see an opportunity 
and be in a position where 
nothing can stop you from seizing 
it to give yourself something new, 
different and possibly better.

How Does Real Estate fit into 
your dreams and goals? 
If we are looking at the big picture, 
I would love to have a real estate 
portfolio large enough to allow 
financial freedom for myself 
and my family. I am not the kind 
of person that wouldn’t work 
because I think I would go crazy, 
and I think it’s good for the soul to 
put your energy into something 
that’s not yourself. But if I could 
get to the point where the work I 
do is solely for others based on the 
financial position I am already in 
then that’s the dream. What that 
looks like exactly I am not sure yet, 
but I am certain that if I position 
myself correctly, I can use real 
estate as both an investor and an 
agent to get there.

What are your hobbies and 
interests outside of Real Estate? 
Survivor baby! I’m kind of deep 
into the San Diego community 
of survivor lovers (the CBS show 
Survivor). I run a mini-game 

have jumped so far. At the end of 
the day, my family wants me to 
be happy, and I could have never 
gotten here without them.

Given your status and 
expertise, what is some advice 
you would give an up-and-
coming agent? 
Pick up your phone!!! If an 
opportunity comes to you, you take 
it! Every client matters and you 
never know which one will catapult 
your career so see the potential 
in everything and go get that win! 
There’s also no need to do it alone, 
find your real estate community who 
you can vent to when it’s hard and 
celebrate with when it’s working. 
Don’t be afraid to ask for help! 

thought in my head that why 
would literally anything stop 
me from achieving my dreams! 
Between the entrepreneurs, 
lawyers and other realtors, 
watching their own work ethics, 
collaboration and care for 
others have paved the way for 
me to follow suit. With many 
career avenues for all of them, 
I understand that opportunity 
is not to be taken for granted, 
never settle and always take the 
risk. Also shout out to my dad for 
always supporting my wildest 
adventures! I am a classic middle 
child at heart, independent, 
rebellious and strong minded, but 
if I didn’t know my family would 
be there for me in the chance 
of failure, I am not sure I would 

Every client 
matters  

and you never know which 
one will catapult your career so 
see the potential in everything 

and go get that win!”

version of it here in San Diego 
with my friend Kristin Deaver. 
We love to bring people together 
and give them as close of an 
experience to the real thing as 
possible. Between the strategy, 
challenges, and social bonds  
that this game requires, this 
has been an outlet for me to 
have some of the craziest and 
most rewarding experiences in 
life, and it has introduced me 
to some of my closest friends. 
Go look up @adriftsandiego on 
Instagram to see and sign  
up for our game!

Tell us about your family 
I feel lucky to have been raised by 
such successful and independent 
women, who really instilled the 
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When Unsafe Conditions 
Put Your RENT AT RISK
BY SHANNA WELSH LEVIN, ESQ.

LEGAL POINTERS

A s the readers of this 
magazine know, 
California gives tenants 

a lot of special rights, and it 
can be difficult to terminate 
a tenancy. In support of 
landlords, we answer the 
popular question, “can an 
unpermitted rental unit 
cause a landlord to give a 
tenant all their rent back?” 
This is a great question 
because landlords with 
unpermitted units need to 
understand they are at risk 
of losing rent and incurring 
legal fees if a residential 
rental unit is unsafe or not 
up to code!

General rule: A landlord 
cannot collect rent on an 
uninhabitable unit. 

This rule is from the 
California Civil Code, 
under section 1942.4. 
The law requires a rental 
unit to comply with lists 
of conditions that are set 
forth under the California 
Health & Safety Code 
section 17920.3, and Civil 
Code section 1941.1. These 
lists of conditions define 
the implied warranty of 
habitability, which is a legal 
concept that guarantees 
tenants the right to safe 
and healthy conditions in 
residential rental properties. 
These lengthy lists do not 
specifically say that a rental 
unit must be permitted by 
the local city or county. 
However, a unit that is not 
up to code, or has not been 
inspected and permitted is 
usually missing one or more 

of these conditions, which  
is often the reason that it 
does not have permits in 
the first place.

Notice, Repair, and the 
Right to Withhold Rent:
California law also says that 
a tenant has a duty to pay 
rent, but if the landlord does 
not fulfill their duty to meet 
the conditions required by 
law, the tenant can withhold 
rent. This was the court’s 
ruling in the case of Green 
v. Superior Court. However, 
a tenant also must give the 
landlord actual notice of the 
substandard condition, and 
a reasonable opportunity to 
make repairs before they can 
withhold rent.

When these issues become 
a legal dispute, sometimes 
a court gets to decide what 
happens next. The court’s 
remedy for these disputes 
is really interesting. Under 
California Civil Code section 
1174.2, when a tenant proves 
in court that the property 
condition substantially 
affects the tenant’s ability to 
use and enjoy the property, 
a judge gets to order the 
landlord to make reasonable 
repairs, and then decides 
whether the tenant owes 
rent for the time when 
the property was in poor 
condition. This is called rent 
abatement. When a judge 
orders repairs and then rent 
abatement, they also order 
a certain amount of time to 
make the repairs, and once 
completed, a certain number 
of days for the tenant to 

pay the reduced amount of 
rent. If the landlord fixes 
everything, and the tenant 
pays, then the tenant wins 
and may receive an award 
of attorneys fees. But if the 
landlord fixes everything 
and the tenant does not pay 
the court-ordered rent, the 
landlord wins instead, and 
the landlord can apply for an 
award of attorneys’ fees. 

The Real Deal:
It is rare that a judge makes 
the call in these cases 
because a landlord and 
tenant usually settle their 
dispute before the case goes 
to trial. Attorneys’ fees for 
litigation are expensive, and 
the relationship between 
the parties after a dispute 
like this is not good. A tenant 
might benefit more from 
saving the money to move 
out, negotiating a move out 
agreement with the landlord, 
and similarly, the landlord 
saves money by paying the 
tenant to move out.

Can a tenant stop an 
unlawful detainer (eviction 
lawsuit) from going 
forward if the tenant is 
exercising their rights 
to withhold rent due to 
substandard conditions? 
The case referenced above, 
Green v. Superior Court, 
says that a landlord’s 
breach of the warranty of 
habitability may be raised 
by a tenant as a complete 
defense in an eviction if 
the eviction is based on 
nonpayment of rent. This 
means, if the eviction is 
due to nonpayment of rent, 
and the tenant proves that 
they are withholding rent 
because the poor conditions 
at their rental home 
substantially affect their use 
and enjoyment, they can 
stop the eviction.

When we help a landlord 
with an eviction that 
involves a possible breach of 
the warranty of habitability, 
we try to find a basis for the 
eviction that is something 
other than nonpayment of 
rent. For example, if the 
property is in very bad 
condition and the city code 
enforcement department 
has issued an order that the 
property needs to be vacated 
due to the conditions, the 
law provides that this can 
be the basis for an eviction. 
We can also use the need for 
a substantial remodel as the 
bsais to terminate a tenancy, 
as long as the landlord does 
not mind inviting the tenant 
to return (a requirement for 
this type of no-fault eviction).

On another note, if the 
landlord can show that 
the tenant’s complaints 
are unfounded, or that the 
tenant caused the damage, or 
that they were not informed 
of the conditions and given 
a reasonable opportunity 
to make the repairs, the 
landlord may have a good 
chance at successfully 
evicting the tenant.

So. Cal. Realty Law, APC, 
helps landlords stay in 
compliance with new laws, 
old laws, and everything in 
between. The firm focuses 
on helping property owners 
protect the value of real 
estate investments. Find 
more information on our 
social media, newsletter 
email list, and monthly 
webinars. Just go to www.
socalrealtylaw.com to sign up

UNPERMITTED RENTAL UNITS

A LANDLORD CANNOT 
COLLECT RENT ON AN 
UNINHABITABLE UNIT.

Marcos Delgado
619.535.8947

www.sbsolarcleaning.com

Marcos Delgado
619.535.8947

www.sbsolarcleaning.com

Exterior Home Cleaning Services  |  Commercial & Residential  |  Solar Panel Cleaning & Bird Proofing
Energy Maximation Solutions
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American Property Exchange Services, LLC1031 Exchange Services
Contact Us Today to Start the Process! 800-436-1031

3945 Camino Del Rio S, Third Floor San Diego, CA 92108

American Property Exchange (APX 1031) is a 
leading provider of tax-deferred 1031 exchange 
services. Take advantage of a 1031 exchange on 
the sale of your investment property to defer 

capital gains and preserve wealth.

Do You Plan to Execute a 1031 Exchange?
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WEALTH 
BUILDING 
WITH DST’S

BY JOSEPH COTTLE

PHOTOS BY BRANDON PEASE- 

LINKED PREVIEW, LLC

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 

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.

ERIC
Barbarita
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Contact us!  858-775-7465 |  info@yellowrosehomestaging

Yellow
Rose Inn 
Coming 2026
theyellowroseinn.com

Home Staging
Expert AirBnB 
Services

Interior Design
Remodel & 
Renovate

sales@californiapreferred.com

KIM JESSICA
Peterson Johnson

&

619.651.6331619.517.1366

SALES TEAM

SAN DIEGO’S PREFERRED ESCROW PARTNER
DEDICATED TEAM | SEAMLESS TRANSACTIONS | CLEAR COMMUNICATION

TRUSTED PARTNERS | PERSONALIZED SERVICE ACROSS SAN DIEGO

 Excellence from Open to  Close

contact us today!

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 

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 
WHAT’S 
BEST 
FOR THE 
CLIENT.
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BY JOSEPH COTTLE

PHOTOS BY CESARE & NAYAD ANDRE, REVE STUDIOS INC.

H 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 

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.

ManzonAnthony
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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.
.
“I’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. 

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.”
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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. 

I chase the 
feeling of being 
present.”
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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!

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

Women’s Council of 
Realtors San Diego

PHOTOS BY DON ANDERSON INSIGHT PHOTOGRAPHY

AROUND TOWN
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619-280-2400
knighttermite@gmail .com • sdpestcontrol .net

Serving All  of San Diego County
TRUSTED since 1990!

Don't let termites or pests invade your open house

Termite & Pest Control

Knight

THREE LOCATIONS.
ONE COMMITMENT TO EXCELLENCE

CLAIREMONT SERVICE CENTER
4340 Genesee Ave. Suite 203

San Diego, CA 92117 EL CAJON SERVICE CENTER
1150 Broadway, Suite 100

El Cajon, CA 92021

CHULA VISTA SERVICE CENTER
880 Canarios Ct., Suite 100

Chula Vista, CA 91910



9151 Currency St.
Irving, TX 75063


