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LOS ANGELES
Residential Real Estate All-Stars

Tthe residential real estate 
market in Los Angeles is a 
complex landscape to say 
the least. Whether you are 
buying or selling, having the 
right broker in your corner 
can be the difference-maker 
in terms of getting a good 
deal, landing in the right 
location for your specific 
needs, and navigating the 
process painlessly. 

In an attempt to shine 
a light on those hard-
working brokers who have 
the knowledge, skills and 
dedication to go the extra 
mile for their clients, we welcome you to 
the Los Angeles Business Journal’s first ever 
“Who’s Brokering LA” special section focusing 
on residential real estate professionals, where we 
recognize the most dynamic brokers.

Congratulations to each of the professionals 
described in these pages…and thank you for your 
contributions to the thriving LA residential real 
estate community and our local economy!
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Heidi Adams
Coldwell Banker Calabasas

Since beginning her award-winning career in Calabasas in 1987, Heidi 
Adams has maintained a flawless record of success in assisting hundreds 
of people with their real estate needs.  Well-seasoned in all types of 

transactions, from sales and leasing to relocation, she is respected by col-
leagues and clients alike as one of the most knowledgeable and dedicated 
professionals in the business. 

In addition to her vast experience with residential property and rentals, 
she has been trained and certified in such areas as relocation, short sales, 

and effective negotiation. Adams has achieved $26,470,000 in sales volume over the last twelve 
months. Her largest recent sale was for $2,205,000 locally in Calabasas, an extremely noteworthy 
property located at 22924 Blue Bird Drive, on multiple acres, encompassing multiple parcels. The 
property, known as Rosenkrantz Ranch, is rumored to be the last of the old west Calabasas Ranchos.

Ari Afshar
Compass

Ari Afshar was the first member at Compass in Beverly Hills and is a 
huge producer for the office. His high-end clientele moves him all over 
the city but mostly in affluent areas such as the Sunset Strip, Beverly 

Hills, Bel Air, Hollywood Hills, and more.  His total volume for the last 12 
months was $65 million. 

A native of Beverly Hills, Afshar has a keen sense and extensive network 
to find his clients the right deal at the right time. It’s this certain savvy and a 
refined personable quality that are used to describe Afshar’s style. In 2008 he 

co-founded his first boutique agency, Lexington Realty. After three years and hundreds of transactions 
later, Lexington Realty successfully merged with the Coldwell Banker Beverly Hills North Office in 
2011. His variety of entrepreneurial experiences have helped him create the marketing and technologi-
cally advanced powerhouse he has built today with Ari Afshar & Associates at Compass. 

The Altman Brothers
Douglas Elliman Real Estate

Josh and Matthew Altman are two of the 
best-known real estate agents on the planet. 
In the past decade, the Altman Brothers 

have changed the game of Los Angeles real 
estate. Constantly pushing the envelope, Josh 
and Matthew are responsible for selling over 2.5 
billion dollars worth of real estate, putting them 
in a category that few have accomplished in the 

history of residential real estate sales. 
With access to over one billion dollars worth of listings in the Los Angeles area alone, it is said that the 

Altman Brothers have the “Key To The City.” Specializing in high-net-worth clientele valued at over nine 
figures, the duo’s connections worldwide allow them to strategically market the most expensive unique 
properties in Los Angeles to REAL buyers. In addition, their Rolodex is the who’s who of the entertainment 
business and they are known to have more celebrity sales under their belt than anyone ever before. 

Debra Berman and Pat Kandel
RE/MAX Estate Properties
 

Debra Berman’s and Pat Kandel’s names are 
synonymous with real estate partnerships. 
They were pioneers of the real estate team 

concept starting in 1985, when the team of Ber-
man-Kandel was established. The duo had both 
been producing agents for the Jon Douglas Compa-
ny, which later was merged and became Coldwell 
Banker Co. They were often in competition for the 

same clients, so they decided to join forces and “conquer the real estate world.” They were ahead of the 
crowd, and spent many years establishing the Berman Kandel brand and teaching other agents around 
the country how their partnership worked.

Their main thrust was to have a partnership based on commitment, professionalism and service to 
their clients. Berman Kandel have established a tremendous network of other professionals who 
are ready to help their clients with loans, staging and repairs, all with the goal of making the home 
buying or selling process as effortless as possible. 

Diana Braun
Compass

W ith a total volume for the last 12 months of $79 million, with 86 sides, 
Diana Braun is a huge producer for Compass. Her highest recent on 
market sales were properties for $4.8 million and $3.2 million. Born in 

East Berlin, Braun currently resides in the Santa Monica Canyon.
Since she started working in Venice in 2002, Braun became a true 

neighborhood expert. She has a deep knowledge of the differences and 
advantages each street, block, and lot in the neighborhood. She helps her 

clients maximize the presentation of their homes to the world, and is an expert negotiator in that she 
anticipates possible negotiations and always has a plan to leverage her clients’ advantages.

Dennis Chernov
Keller Williams Realty Studio City

Dennis Chernov, CEO and Executive Lead at Keller Williams, works 
daily at fine tuning how to bring all his team members together to 
accomplish what is set to meet buyers’ and sellers’ goals.
He consistently researches avenues to better meet all his client’s needs 

in an ever-changing real estate market. He started his Real Estate endeavor 
at the age of 16, turning it into a full time career and business. Now with a 
full-time nine-person team running three separate divisions, he continues 
to be a consistent top agent in the region.

Leading a team that has achieved more than $208 million in sales over the past 12 months, 
Chernov strives for the utmost in dedication to each of his clients from start to finish. He also pushes 
his team towards consistent growth and positivity through mentoring and self-management.  He 
works at overseeing that clients represented by the Chernov team have their homes marketed exten-
sively over a wide array of platforms to enable bringing in the most value. 

Steve Clark
Compass

W ith a total transaction volume over the past 12 months of $42 million 
with 50 sides, Steve Clark is a significant presence on the residential 
real estate scene.  For Clark (and his Clarkliving team), real estate is a 

lot more than contracts and transactions. Clark realizes that his team’s job is 
to build a world to which clients want to belong. They’ve created an aesthet-
ic and a process that combats the normal real estate roadblocks typically par-
odied, and the whole team is present for each client to make sure everyone is 
happy. Clark’s team varies enough that there’s someone there for every type 

of client—which means there’s no urge for any of the Clarkliving agents to be less-than-genuine. 
From before clients even seek out a lender or figure out when they should put their houses on the 

market, Clarkliving has them covered. Clarkliving seamlessly guides clients through the behind-the-
scenes parts of the process all the way through to decorating their new homes.

John Corrales
Forbes Corrales Coldwell Banker

John Corrales is more animated and focused than ever.  He started 
in real estate before the internet changed the business landscape and 
continues to evolve with vision beyond the Millennials and attention 

on Generation D.  A decade ago, he opened an office within a boutique 
firm before having an office in downtown Manhattan Beach became the 
craze.  He talked the legendary owner into letting him re-brand it and 
attract the top agents.  It paid off and the agents who work there today 

continue to thrive.  
Then, in 2011, Corrales teamed up with Lauren Forbes to carve large market share for Coldwell 

Banker, because CB wanted in. Forbes Corrales does approximately $100,000,000 in annual sales and 
is still growing.  Their approach is daring, purposeful and creative.  Outside of his excellent work in 
real estate, Corrales also coaches each of his sons’ sports teams and is on the board of two charitable 
organizations.  

Barry Dantagnan
Coldwell Banker  

As an agent for Coldwell Banker, Barry Dantagnan demonstrates the 
most sought after qualities and assets clients seek in their Realtor: trust-
worthiness, knowledge, honesty, and effective communication skills. 

This has become his business model and in his 28 years as a real estate 
agent in the Los Angeles area, these attributes have led to a very successful 
career with on-going referrals and return clients.

Dantagnan has been recognized for receiving many distinguished 
honors including the Coldwell Banker International President’s Premier 

designation representing the top 1% of agents, Society of Excellence for agents with Gross Commis-
sion Sales in excess of $1 million.  He has been the top sales producer every year since 2013 in the 
Sherman Oaks office. He has closed 51 transactions representing over 65 million in sales. He feels 
that if you operate with integrity, you keep everyone coming back.  His reputation depends on hones-
ty. Based on his enviable sales record, he bears out the old adage “honesty is the best policy.” 

Ann H. Dashiell
Douglas Elliman Real Estate

After being one of the top brokers in Houston for 22 years, Ann Dashiell moved to Beverly Hills to 
live near family. The move led to what she calls the most memorable sale of her career. Dashiell’s 
first listing in Los Angeles, The Owlwood Estate, the prestigious trophy property known as “The 

Crown Jewel of Holmby Hills” was sold in September of last year for a record setting $90,000,000; the 
third highest residential sale in the history in Los Angeles. This sale was especially significant because 
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Owlwood was never listed for sale in The MLS, advertised or publicized; every showing came directly 
from Dashiell’s efforts. 

Her quiet approach and natural sales ability radiates trust, fairness and sincerity which is in stark 
contrast to her reputation as a tenacious, focused professional and determined negotiator. She knows 
how to close a sale with an artful finesse even under the most challenging of circumstances. 

Eric Delgado
Keller Williams Realty Encino/Sherman Oaks

Eric Delgado started his career in real estate at the age of 18. Approximate-
ly 10 years later he has been ranked the #11 agent out of 129,000 Keller 
Williams Agents worldwide (for the fourth quarter of 2016). Last year, 

Delgado sold more than 103 homes with $58 million in closed sales. So far, 
year-to-date in 2017, he has sold 73 homes with $43 million in closed sales. 

This success is because he takes a different approach to real estate, one 
that was built on personal touches, win-win deals and positive results. He uti-
lizes the latest technologies, market research and business strategies to exceed 

expectations. More importantly, he listens to each client’s needs and finds solutions that are tailored 
specifically for each person. Along with continuous leading-edge tech tools and training Eric Delgado 
has the edge to effectively market his client’s properties online, 24 hours a day, seven days a week! 

Tracy Do and Liz Johnson
Compass

T racy Do has always been a powerhouse in 
her real estate market, but now that she 
has teamed up with the also excellent Liz 

Johnson, the duo has truly become a force to be 
reckoned with on the real estate scene. With a 
total transaction volume over the last 12 months 
of $150 million and 177 sides, Do and Johnson 
show no signs of slowing down. 

Do grew up in Southern California and graduated from USC with a degree in Art History. Her 
attraction to real estate came from a desire to build a ground-up business founded on hard work, 
creativity and the highest standards of professionalism. She has established herself as a force on LA’s 
Eastside. Johnson makes her home on Mt. Washington, and since 1980 real estate has been her pas-
sion. For her, nothing equals the satisfaction of handing keys to an excited buyer, and she’s honored 
to say that 70% of her business comes from repeat clients and their referrals. 

Kennon Earl and Tom Davila 
Compass

K ennon Earl and his family have been in 
California residential real estate for over 40 
years. In fact, his own passion for the business 

developed at a young age while working at his 
father’s office. There, he learned the art of sales, 
which led to personal success buying, renovating 
and selling multiple properties. He formed RARE 
Properties in 2003, Tom Davila joined forces in 

2006, and soon, the group ranked among the top teams in Los Angeles. 
Davila’s passion for real estate began at an early age under the tutelage of his grandfather who 

taught him the true secret to success in the real estate business: honesty. As Davila built his personal 
real estate portfolio, he also gained unparalleled knowledge of construction, renovation and design. 
Ranked among the top teams in all of Los Angeles for the last five years, Earl and Davilla’s work has 
been featured on HGTV’s “Selling LA.”

Denise Fast
RE/MAX Estate Properties

Denise Fast has been passionately serving real estate buyers and sellers 
in Santa Monica, Venice, Marina del Rey and the Westside of Los 
Angeles for over 20 years. With RE/MAX Estate Services now for 

seven years, Fast is consistently awarded top producer honors and ranks 
among the top 100 agents of 120,000 internationally. Her total trans-
actions volume for the last 12 months was $14,025,500 -- with a largest 
volume transaction during that period of $8,700,000.

Her personal support staff of nine dedicated professionals makes every 
effort to guarantee buyers and sellers complete satisfaction. 

Drew Fenton
Hilton & Hyland

W ith over $2.6 billion in sales since 2007, Drew Fenton has had the 
honor and privilege of representing the most pedigreed and signif-
icant estates in Beverly Hills, Holmby Hills, and Bel Air. Fenton 

listed and sold the Playboy Mansion, the Frances Brody Estate, Doheny 
Estate and Rosewood in Bel-Air. 

Born and raised in Los Angeles, Drew at an early age came to appreciate 

fine design and period details. Specializing in significant estate properties, Fenton has listed and sold 
over 30 properties in excess of $20M. With a total transaction volume of $500,827,568 in the past 
twelve months, it is no wonder Fenton has a sales record that is unparalleled in the city.

Lauren Forbes
Forbes Corrales Coldwell Banker

Getting to the heart of issues and finding resolutions is one of Lauren 
Forbes’ trademark styles. Her clients say she is a “jewel”, “tenacious, 
helpful, smart and creative”, “focused”, “a brilliant negotiator,” and 

that the “biggest differentiating factor between Lauren and other brokers is 
her ability to get things done.” 

Hard work and a J.D. from Loyola Law School certainly put Forbes in 
the top 1%. What also helped put Forbes in the top 1% of the top 1% are 
her consistent hard work, authenticity and integrity. Although she does 

extremely high volume, she is accessible to her clients and is normally the one who reaches out first 
making her clients feel like they are the tops 1% of the top 1%. Forbes is extremely well versed in the 
contractual elements of the transactions and has a giant network of support to make things happen 
where others fall short. Forbes is also on the boards of several charities and is committed to making a 
difference whenever and wherever she can. 

Tomer and Isidora Fridman
Compass

Breaking the $100,000,000 mark for closed 
sales in a single year, Tomer Fridman spe-
cializes in residential luxury estate properties 

and large-scale projects throughout Los Angeles, 
Israel, and Europe. His clients include an im-
pressive array of captains of industry, entertain-
ment executives and high-profile celebrities. 
They value his “one client at a time” approach, 

which provides the utmost in personal service. They also appreciate his calm demeanor, exemplary 
negotiation and communication skills, as well as his painstaking attention to detail. He has a sterling 
reputation as a consummate professional who prides himself on discretion and integrity. 

Isidora Fridman, Global Director International Markets/Luxury Estates of the Fridman Team 
and Estate Agent at Compass, specializes in estate properties throughout Los Angeles’ San Fernan-
do Valley, Conejo Valley and Westside, as well as internationally throughout Europe, Latin Amer-
ica and Israel. She works with an exclusive tier of influential clients who buy and sell residential 
estate properties and invest in commercial properties in the U.S. and abroad. 

Jeremy Ives
Compass

W idely respected by all who know him -- including clients and fellow 
agents alike, Jeremy Ives embodies integrity, loyalty, creativity and 
wisdom that can only be gained through experience. Known as the 

Beverlywood Expert, Ives is a homegrown LA native and was destined to 
have a successful real estate career; his father is a long-time LA develop-
er, and his mother is CEO of MLS/CLAW. Ives achieved a total volume 
last year of $60 million with 42 sides and a highest on market sale of $3.3 
million. He is a top producer at Compass Beverly Hills.

Prior to his real estate career, Ives was an accountant and successful securities trader. This solid 
financial background, combined with his technological savvy and well-honed marketing approach, 
allows Ives and his team to consistently outsell local competitors by more than double and has been a 
powerful force in Westside real estate for more than 12 years. As one pleased homeowner remarked, 
“Jeremy is always there, always responsive, always fighting for you.” 

Rochelle Atlas Maize
Nourmand & Associates

Rochelle Maize came into real estate after a 15-year career in wealth 
management. As Vice President of a well-known investment firm in 
Beverly Hills, she advised many high-net-worth clients, helping them 

with their investment needs. When she came to look for a new challenge, 
real estate piqued her interest. After receiving her license, she found that 
transitioning into the industry was relatively easy for her. Starting with 
just family and friends, her business quickly grew. Today, she serves as the 
Executive Director of theLuxury Estates division at Nourmand & Asso-

ciates. Her total transaction volume for the last 12 months is $97,901,838 and her largest deal is 
$13,650,000.

Recently, she represented the buyer of the largest property to trade in the last 18 months in 
Beverly Hills, which belonged to Danny DeVito and Rhea Pearlman. Her focus on luxury properties 
and estates, her strong work ethic, investment knowledge and trustworthiness make her perfect fit for 
this market. 
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