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Unlike other stagers, we own all of our furniture, 
allowing us to respond quickly to get your home 
ready for listing when you need it!

Staging Services
Interior design

Furniture warehouse
White glove delivery

Setup, removal
and clean-up

Hourly Consultations
Color

Finishes
Furniture layouts
Decluttering, etc.

1780 Broadway Street,
Redwood City, CA 94063

(650) 542-9693
www.dejabluehome.com

tpineda@dejabluehome.com

You’ll be
satisfied with our
service or your next
job is on us. Give us
a call today!

Treat. Restore.
Protect.

We take the Bite Out of Termites

(650) 493-0445
info@franztermite.com
www.FranzTermite.com

 •  We can perform both termite treatment
    AND repair!
•  Our work is Guaranteed! Contact us
    regarding specifics.
•  Licensed, Experienced & Knowledgable.

The Franz Guarantee

Structural Pest Control Board License/Registration # PR 938  \\  Contractor State License Board License # 629345

Termite Damage Restoration
& Repair Experts

johnajda@gmail.com  |  650.315.1676

Independent current market value and retrospective
appraisals for estate tax and estate planning.

Measurement of single family residences,
townhomes, condos, and 2-4 unit properties.
Verified measurements.

CAD floor plans.

John D. Anderson
Certified Residential Appraiser
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S This section has been created to give you easier access when searching for a trusted neighborhood 

vendor to use. Take a minute to familiarize yourself with the businesses sponsoring the publication. 

These local businesses are proud to partner with you and make this magazine possible. Please 

support these businesses and thank them for supporting the publication!

APPRAISAL

John D Anderson Appraisals

John Anderson

(650) 315-1676

MARKETING

Aerial Canvas

Brendan Hsu

(650) 850-2431

AerialCanvas.com

MORTGAGE

Guaranteed Rate

Nicole Santizo

(408) 499-1270

GuranteedRate.com/

loan-expert/Nicole

PNC Bank

Lillian Wong

(650) 388-2799

PHOTOGRAPHY

Anita Barcsa Photography

Anita Barcsa

(650) 218-9606

AnitaBarcsa.com

PLUMBING, HEATING & A/C

Shepherd’s Plumbing, 

Heating, and A/C

Bill Shepherd

(650) 257-2243

SPHAC.net

STAGING

Encore Staging Services

Vanessa Nielsen

(408) 800-1566

EncoreStagingServices.com

Parc Staging

Jared & Kendra Nash

(650) 484-9911

ParcStaging.com

TERMITE & PEST CONTROL

Franz Termite

Michael Judas

(650) 493-0445

FranzTermite.com
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Q: Why should I care? What’s in it for me?

A: Who you work with matters. Recognition. Rela-
tionships. Deals. The bar is so low for entry in the 
industry... Statistically, most of the licensed agents 
treat this as a hobby and not a career – they will do 
under one deal a year. Knowing the top agents who 
have achieved a level of success and the integrity 
that comes with high performance will impact your 
bottom line. When it comes down to choosing the 
best offer or the best referral partner or the best 
vendor, having a relationship with the person on 
the other side of the table helps immensely.

Q: If this is a magazine, why do you have events 

too?

A: Have you ever noticed that you’re the best agent 
in the room? We observe that most top agents like 
yourself don’t attend events. That’s because they 
stink. In my previous career, I attended over 1,500 
events, and I can verify that they are mostly awful 
wastes of time. At our events, you will be surround-
ed by only the top agents in this market. There is 
music, food, games, adult beverages, giveaways 
and more. That allows for a higher level of instruc-
tion and communication. Having an abundance of 
success only matters (in my humble opinion) if you 
share it. So, we bring the best agents together to 
communicate with each other – both about person-
al and professional topics.

Q: What is the process for being in the magazine?

A: It’s a nomination process. We do not know 
everyone’s stories, so we need your help to learn 
about them. Go to SanMateoCountyRealProducers.
com and select “Nominate” from the top left 
navigation menu. Just follow the prompts.

Did you know that every year, in February, we determine the year’s “Real Producers.” This 
publication is a “certificate of merit” that is mailed to just the top 300 real estate agents 
from the previous year. It is not the entire Bay Area – it’s just San Mateo County. We 
determine who is on that list by using the total transaction sales volumes per the MLS.

By Mitch Felix

The next step is I pre-interview them to make sure it’s a good fit. 
Once we get an overview of the story, one of our staff writers 
conducts a phone interview and writes the article. We don’t print 
anything without the interviewee’s permission.

Q: What does it cost a real estate agent or leader to be in 

the magazine?

A: It costs nothing! This is not a pay-to-play model whatsoever.

Q: Who are the Preferred Partners?

A: Anyone listed as a “Preferred Partner” in the front of the 
magazine is part of this community. They will have an ad in every 
issue of the magazine, and they are allowed to attend our events 
and participate in our online community. We do not just find 
these businesses off the street, nor do we work with all compa-

nies that approach us. One or many of you have nominated every 
single Preferred Partner you see in here. They know how to work 
well with the best agents already. Our goal is to create a power-
house network not only of the best real estate agents in the area 
but the best businesses as well.

Q: How can I nominate a Preferred Partner?

A: If you want to recommend a local business to 
become a member of our platform, please go to 
SanMateoCountyRealProducers.com and select “Nominate” 
from the top left navigation. Just follow the prompts.

publisher’s note

3 07  S .  C L A R E M O N T S T.  S A N  M AT E O ,  C A 9 4 4 0 1
6 5 0 -4 8 4 - 9 9 1 1   •   I N F O @ PA R C S TAG I N G . C O M   •   W W W. PA R C S TAG I N G . C O M

There are about 200 new top real estate agents who are receiving 
this publication for the first time. And that means that 200 agents 
are no longer receiving this publication. They’ll still be invited to 
our events and welcome to participate in the classes and social 
media, but they didn’t hit the top 500 so ... no magazine.

Congratulations are in order.

You are being recognized as a part of the most successful group of 
real estate agents in San Mateo County.

You are a Real Producer.

Per the MLS there was over $18 billion in sales from you all and 
over 12,000 transactions.

Welcome to this community of reciprocity.

This month we will review an updated FAQ of some of the most 
common questions I receive about what we do and why we do it. 
By the way – thank you so much for continuing to work with our 
partners. I am receiving a ton of hot-news updates from success-
ful vendor/business relationships that have begun due to our 
events and magazines.
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Written by Dave Danielson

Photos by Anita Barcsa

partner spotlight

SHEPHERD’S 

Yo u r  H o m e’ s  E x p e r t  W i t n e s s  a n d  S o l u t i o n 

	 Full-Service Quality

As business has grown, so has Bill’s team.

“I have an office administrator and a production manager, along 
with a team of guys in the field that do the work that I manage,” 
he says. “We’re small enough that I can keep in touch with all of 
the projects we have going, and yet large enough to take on more 
complex projects.” Bill and his team enjoy the challenge of larger, 
more involved projects.

“We primarily do high-end residential construction, whether it 
involves simple repairs or system design and replacement. We also 
work with general contractors and designers who are working with 
clients who want to do an entire redesign to make the systems work 
efficiently for the house,” he points out. “Because of my background, 
I know how to design difficult setups. We had one client who had 
three grand pianos that were valued at approximately $1,000,000. 
So the conditioning in the house had to be very precise. So we put a 
system in place that was able to handle that. Those projects are fun.”

There are no shortcuts to lasting quality.

In one case, a homeowner had worked with six separate HVAC 
companies to provide better cooling throughout his house — 
without success. He called Bill.

“We went in an looked at everything and came up with the solution 
and the price,” Bill says. “It was a little expensive. And I said, ‘I 
know it’s a little drastic, but here’s how we can get your home cool.’ 

	 A Tradition of Trust

Bill is the head of the company, and he represents the 
third generation in his family to work in the industry.

“I was born and raised here, and my grandfather 
moved here in the 1930s,” Bill explains. “He was a 
plumber. In fact, he did a lot of the original plumb-
ing in the region.”

The company was under a different name at the 
time. That’s when Bill’s dad took over operation of 
the company. 

“In the mid-1990s, dad got into testifying as an expert 
witness in legal proceedings that involved plumbing 
and electrical systems in homes,” Bill says. “When I 
came up in the business, I really enjoyed working with 
my hands and doing the projects myself. I like working 
with homeowners and seeing when they’re happy. 
In 2005, we were doing a lot of litigation and were 
starting to move away from the construction side of 
the business because of that legal volume.”

So Bill talked with his father about taking the reins 
of the construction side of the company to build it 
up again. His father agreed. 

Bill quickly created a reputation for results, and in 
2015, he bought out his dad and started the compa-
ny under its current name.

PLUMBING, HEATING AND 
AIR CONDITIONING, INC.

Shepherd’s Plumbing, Heating and Air Conditioning: Professionals you go to for help 
when something goes wrong at your house. Experts at what they do. So knowledgeable 
and experienced that the legal system turns to them for advice and star witness testimony.
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I’ve talked with the customer several times since, 
and the cooling is working better than they had 
hoped for. It’s a really rewarding feeling.”

The point is paying for a quality solution translates 
to lasting results.

“Our team works hard to put products in place that 
I don’t worry about when I go home at night,” Bill 
explains. “When I work with a client, I approach 
that project in the same way as I would for my 
grandparents and parents. We know it’s done right. 
Because of the consulting and litigation work that 
I’ve done, and being able to say I know what it’s go-
ing to take to do things right. We’re going to make 
sure it’s done right. And it’s going to last.”

	 The Priceless Value of Local Resources

Bill cautions against paying for projects that seem 
to be priced at a too-good-to-be-true level.

“Here in the region, the cost of living is high. As a 
result, depending on how a company is paying its 
people, it can be hard to find guys who can afford 
to live in the area,” Bill points out. “We get compe-
tition from guys who drive in from further out to 
do the work. But they’re here for a short time, they 
do the work, and then they’re gone. 
Then, when the customer calls for 
work on a warranty item, the guys 
who did the original work are no-
where to be found. We’ve seen that 
numerous times. We pay our team 
a living wage, so they are here and 
on hand to take care of issues.” 

When you go to the doctor for a 
physical exam, an annual review 
can reveal issues that can be 
addressed before they become 
advanced. The same holds true here.

“With our annual inspections, we don’t just look at the equip-
ment,” Bill emphasizes. “We look at the whole house, including 
faucets, toilets, pipes, the furnace, sprinklers — everything 
plumbing and mechanical. A lot of times a water leak starts as a 
drip. Left undetected, it can become large and expensive. Because 
we’re getting into the house and providing a more comprehensive 
inspection, we can fix issues while they’re small.”

With his team’s experience, 
Bill invites real estate agents to 
contact them to take advantage 
of their perspective during the 
selling process.

“When a buyer’s agent looks at 
long-term issues in a home, we can 
provide a document that outlines a 

fair price for what it would take to replace the systems, including 
the duct system, the water heater or the furnace — along with 
the process of getting it done.”

After three generations, Bill and his team know a thing or two 
about lasting quality.

“We stand by the work we do,” he says. “We take care of our clients. 
We’re not here to get in and get out. We take the time to it right.”

We take care of our 
clients. We’re not here to 

get in and get out. We 
take the time to it right.

For more information visit www.SPHAC.net.
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TOP LUXURY
HOME STAGING

The #1 preferred home staging company of top agents in Silicon Valley.

408.800.1566 text ok  |  EncoreStagingServices.com/Portfolio

Give your listing the best chance for success with Encore 
Staging Services. Contact Vanessa Nielsen to schedule a 

complimentary custom consultation today.

In an industry that’s inundated by fast-paced competition and 
pushy sales tactics, Travis Conte and his wife, Soula, have found 
a way to carve out their own unique style of business.  Their main 
focus is to enjoy life and run their business in the spirit of giving, 
so whether they’re selling a $400,000 home or a $4,000,000 
home, each client is given exactly the same respect, enthusiasm, 
and care in order to meet their personal needs.  

Written by Nick Ingrisani

Photos by Anita Barcsa

cover story

Building A Life Of Their Own 

“The most important thing for us 
is that we’re genuine, and I think 

that’s helped us immensely.”

A Relationship 
Woven in Real Estate

TRAVIS & SOULA
CONTE
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The couple met at a hypnotist show at their university back in 
2010 and have been together ever since.  They officially tied the 
knot in 2018, and now, operating under the umbrella of Berkshire 
Hathway, the duo manages a team of real estate agents under 
Travis’ brand, Travis Conte & Associates.  As their relationship 
continues to unfold and evolve, so does their real estate busi-
ness.  It’s resulted in a beautiful tango between the two realms.  

Travis’ history in real estate dates well back to his teenage years, 
when he worked in construction building houses.  He always held 
a fascination with the industry and got his license early on with 
the intention of quickly soaring to success.  However, this notion 
was quickly dispelled when he realized that working hard isn’t 
the only prerequisite for success in the industry.

“I came into real estate, really, knowing nothing.  So I was just 
grinding it out every day, but grinding in the wrong way.  I didn’t 
have any accountability, partners, coaches, or anything like 
that.  But soon I started to understand that to be successful you 
need to be well-rounded, and to be well-rounded you need to 
have different coaches in your life, whether it’s health, personal, 
business, finance, etc.  So working with coaches and mentors in 
different areas of my life helped me to go from working 40-60 
hours per week year-round, to 25-30 hours per week and taking 
2-3 months off every year.”

Now, they’ve struck an ideal work-life balance that fuels them 
with purpose and satisfaction.  Travis makes a point to keep his 
phone on silent outside of work and they rarely talk about real es-
tate when they’re spending time together at home.  As Soula says, 
“You can stay up late checking your phone, but is it really going to 
change anything if you wait until the morning?”

The Importance of Faith and Giving Back

Travis and Soula are devout Christians.  Their real estate busi-
ness rests on a foundation of Christian principles and values, 
which all circle back to a spirit of giving.  Following in the 
footsteps of Jesus, Travis wants to be sure that their business is 
always focused -- first and foremost -- on serving others.  Since 
they know that they are loved, their ideology is centered around 
giving love to everyone.  To Travis and Soula, creating love in this 
world is far more important than generating a profit.  

But before you can give it to the best of your ability, it’s important 
to look in the mirror and start with the self.  

“If I can’t be right with myself, then 
I can’t be right with my wife, or 
my family, or my business, or my 
clients.  It comes from me stepping 
back and saying, ‘Who am I when I’m 
with myself?’  Am I the same person 
when I’m alone as I am when I’m 
with others?  If not, that’s something 
I need to address immediately.”  

Stepping back from the mirror, Travis 
and Soula have found interesting ways 
to give back to people.  From building 
affordable houses in Mexico to serving 
food to the homeless, they’re always 
keen to find ways to engage with the 
spirit of giving.  Travis also runs a 
men’s group which brings guys together 
to discuss any issues they’re struggling 
with in a safe, welcoming setting.  

For Travis and Soula’s real estate 
business, a key focus is ensuring 
that their clients are informed at 
every step of the buying or selling 
process.  They don’t engage in typical 
sales tactics that try to persuade peo-
ple into closing on a deal just to make 
a profit.  The client always comes 
first, and every client that they work 
with is treated as if they are family.    

“As a Christian, something I always 
ask when thinking about a thought 
or action is, ‘Can you put your name 
to it?’  Because I think names hold 
so much value.  When I text people, 
I never use lower case because I 
respect that person. There’s a level of 
respect that you have to give to peo-
ple if want to get respect back.”

Carving a Unique Approach to Success

Whether at home or at work, Travis 
and Soula always strive to use their 
time in the most impactful way that 
they can.  That means cutting out 
unnecessary fluff and distraction that 
tends to inundate people in the indus-
try.  If they sense that a client isn’t a 
perfect fit for their business values 
and approach, then they simply don’t 
work with them.  Clear and simple.  

As a Christian, 
something I always 
ask when thinking 
about a thought or 
action is, ‘Can you 
put your name to it?

Another aspect of their work philosophy is to 
only focus on one objective at a time.  

“If you’re focusing on more than one 
thing at once, then you’re not doing any-
thing to the best of your ability.”  

Their selectiveness and laser-focus allow 
them to provide top-tier service to the cli-
ents that they choose to work with, leading 
them to achieve a healthy dose of success 
in the industry.  

Of the 45,000 agents working for Berkshire 
Hathway, Travis and Soula are currently 
ranked 78th.  They’re ranked #1 at their 
office and are even in the running to be fea-
tured on a show on HGTV.  But even though 
the accolades are racking up, Travis and 
Soula don’t pay much attention to them. 

“Yes, the awards are great because they’re 
a marker of what people would think of as 
success, but at the end of the day, they don’t 
really change anything.”

At the end of the day, Travis and Soula work 
hard to ensure that they can live their best 
lives and be a positive influence in the lives 
of those around them.

”
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Big-Picture Perspective
Written by Dave Danielson

Photos by Anita Barcsa

As a leading real estate agent with Coldwell Banker in San Jose, Daunielle 
Doughty has a big-picture perspective on the balance she needs in her life 
to give her best — to both her work and the rest of her life.

As she admits, it hasn’t always been that easy.

friends and 
neighbors 
spotlight

“As a student at UC Santa Barbara, I was totally driven,” she smiles. “I had 
two jobs and was doing school. A lot of my friends were on the five-year 
path; I did the four-your path. I look back and part of me wishes I had done 
the five-year path. I could have had longer to enjoy the beach.”
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A RUNNING START
Upon leaving college, Daunielle entered the banking 
industry. It seemed to be a natural fit — especially 
the opportunities she took to get out and about in 
the community.

As she says, “On my free hours during the day, I 
would walk out and visit businesses, trying to open 
business accounts. We got bonuses for that. And so 
I started putting myself in the sales category.”

After a couple of years, Daunielle moved to Davis 
for a year. Soon, she moved back to the Bay Area 
and a spot in a new industry. 

“When I moved back, I got into office furniture 
through my dad’s friends. It was during the dot-com 
boom,” she remembers. “I would go out and sell 
cubicle systems to companies that had three peo-
ple. And then six months later, they had a couple 
hundred people.”

Again, sales seemed to be a common 
denominator for Daunielle. Then the 
dot-com bust hit and Daunielle took a 
new path.

“I went back to school and studied 
hospitality management because I 
like throwing parties, and I thought 
maybe I wanted to get into the hotel 
industry and possibly work as an 
event planner,” she says.

Again, the unexpected happened with 
September 11, 2001.

“At that point, the whole hotel indus-
try just shut down,” Daunielle says. 
“I had a two-week ticket to go to Aus-
tralia to visit some friends who I had 
met while I had been backpacking in 
Europe in the past. I turned that into 
like a six-month visa.”

“
CAREER PATH HOME
After enjoying a memorable time down 
under, Daunielle returned to the States.

“I came home had no clue what to do. 
And one of my cousins was in real 
estate,” she remembers.

If you think Daunielle’s cousin recruit-
ed her to join the industry, think again.

“She kept trying to persuade me against 
going into real estate. And I kind of 
know why now,” she smiles. “When 
people tell me they think a career in 
real estate is easy, it’s part-time, and 
you make a ton of money, I lay it out 
for them and say it’s a great job. But if 
you’re truly a successful full-time agent, 
you’re really working 24/7.”

Daunielle was 26 when she got her license, and she 
started with Prudential.

“I was with Prudential for about nine months when 
my lender at the time told me about this up-and-com-
ing company called Intero,” Daunielle recalls.

She met with the firm, and the decision was easy. 
She made the move over and started in the Me-
ridian Intero office. As time passed, Daunielle has 
continued to grow and succeed through her tireless 
brand of service for her clients.

TEAMWORK AND INDIVIDUAL EFFORT
“The last couple of years have been great and very 
active. I had worked on the Boyenga Team and real-
ly enjoyed working with Janelle and Eric Boyenga,” 

she says. “They’d go on vacation, and I’d cover for them. And 
I’d go on vacation, and they would cover for me. Their business 
exploded. Eric is a true marketing extraordinaire.”

In the process, Daunielle balanced her teamwork with building 
her own brand in the business.

“I was working with them the last couple years, and over the 
years started to do a little more separately just because I had so 
much business on my end,” Daunielle says. Daunielle’s business 
continued to grow as a result of her strong relationships with 
past clients, consistency in staying in touch with them, and client 
appreciation parties.”

Last year, Janelle and Eric moved to Compass, and Daunielle 
made the move to Coldwell Banker. Since then, Daunielle has 
worked on a new business focus.

“Since last year, I’ve been kind of focusing on branding myself. It 
was a blast the first time my name came out for sales, since my 
name had always been under Janelle and Eric,” she smiles.

“It’s funny. When I left the team, I was actually hoping for a little 
free time,” she explains. “But I was surprised that it has just kept 
going. So I feel a little more empowered.”

While she has found fast success working independently, Dau-
nielle is a big believer in the team model.

“I think teams are the wave of the future. If you’re looking to 
grow, you need partners to help each other out. I like opportu-
nities to partner with other agents. Clients have both of us, and 
we can work together. While we work for a paycheck, I’m about 
collaboration. I want to make sure that the clients are happy.”

BALANCED APPROACH
While she balances independence and teamwork, Daunielle also 
has learned to take more time for herself, her partner, Mike, his 
two children, and their pets — the balance she needs so she can 
be at her best. 

“For years, I worked 24/7, seven days a week. I was driven to be suc-
cessful, driven to make my clients happy. Now I’m focusing on being 
there for my clients making them happy, but also working smarter 
and taking more personal time,” Daunielle emphasizes. “Working 
out is key because you do need to release your stress somehow. I do 
heavy weight lifting, running, spinning and hiking. And I also enjoy 
some alone time with a science fiction book to get out of this world.”

As she says, balance isn’t just healthy. It leads to success.

“What you give you get,” Daunielle points out. “With balance 
comes focus. I’ve been more present with the clients. And I think 
that’s the way to build a really strong business.”

. . . b a l a n c e  i s n ’ t 
j u s t  h e a l t h y .  I t 
l e a d s  t o  s u c c e s s .
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a passion 
for homes

Written by Kasey Schefflin-Emrich

Photos by Anita Barcsa

star on the rise

Julie Zubiate remembers 
buying her first house for 

$137,000 in Alameda back 
in the late 1990s.

“It was a little one 
bedroom, one bathroom 
cottage. 798 square 
feet,” Julie recalls. “It 
was a beautiful place 
to live. That’s where 
I started learning the 
East Bay.”

Over the next 15 
years, she bought 
and sold six different 

properties in California, 
Indiana, and New Jersey.

“It was fun,” she said. “I bought 
a historic registry home, a 
condo, and the normal resale 
homes. I built two new houses. 
It gave me a lot of experience.”
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With experience in the field and a passion for homes, Julie decided 
to leave her role in the corporate world as a software trainer and 
product manager and enter the realm of real estate in May 2015. 

“There were a lot of different people along the way who were try-
ing to make me join one of the insurance pyramids...because I loved 
people,” she said. “But I loved houses and that’s what I stuck with.”

Julie began her real estate journey at Keller Williams in Burlingame. 

“A lot of agents, when they’re new, don’t realize they’re building 
their own business -- every aspect,” Julie said. “One of the reasons 
I joined [KW] was because I saw they were a big training business.”

The company had training on a variety of aspects of the real 
estate business, such as how to host open houses, prospect for 
clients, etc. Over time, as Julie helped top producers at her 
brokerage with open houses (she hosted over 100 a year), an 
opportunity came across her path to become a buyer’s agent for 
some solo agents who hadn’t yet expanded out.

“I love people,” Julie said. “I have a passion for the business. I 
just did not want to be the ring leader. I didn’t have that desire. I 
didn’t want my personal life so entrenched in my business life.”

Julie started researching other options, including becoming a 
part of Redfin. She finalized her decision after experiencing a 
pivotal moment in 2016.

“I had a heart attack in December [of that year],” she said. “There 
were two transactions earlier in the year, and then there was 
a five-month dry period. I’d come up with a year of living off of 
cashing out some retirement funds. Then I had three transactions 
come through right in November and December. There was the 
stress of being broke, plus all of a sudden becoming busy, plus 
having to keep up my lead generation and the holidays coming. I 
had already been thinking about Redfin in my different options, 
but it was starting to come home to me. I needed to take care of 
myself physically.”

One of the reasons Julie choose Redfin was because they provide 
clients to their agents.

“I don’t need to worry about lead generation again in my life,” she 
said. “If I do bring clients to Redfin, because they haven’t had to 
bring them to me, I receive a higher cut.”

The team offered by Redfin was another factor in Julie’s choice of 
what real estate company to join.

“I have a team of agents at Redfin, licensed agents, whose job is to never write 
a deal but to get people in the door,” she said. “I have transaction coordinators, 
my listing specialists have listing coordinators for the paperwork and listing 
concierges for the house prep. I always want to show my clients houses myself, 
but I want to work on their time, not my time.”

The focus on customers is something Julie loves about the Redfin model.

“It’s all about the customer, meeting them on their terms at their convenience,” 
she said. “I don’t make you wait for me. If I’m presenting an offer at 2:00 and 
you want to see a house at 2:00, I won’t say ‘Oh no, just go to open,’ like a lot of 
agents when they get busy. I’ll say ‘I will get someone to show you that house at 
2:00.’ They’re going to send me texts and put notes in our CRM about if you liked 
it, if you didn’t, if you need disclosures, and I will immediately be following up.”

Julie has learned a lot in her short time working in real estate. And now, in 
addition to continuing to represent customers, she is also the Team Manager 
for Redfin agents on the Peninsula and Upper Silicon Valley. One piece of ad-
vice she has for new agents is to get into a brokerage that doesn’t focus on the 
competition of who is the top agent for a given period, but rather a brokerage in 
which colleagues share knowledge and encourage with each other.

“It’s really important to have that giving,” Julie said. “I had that environment 
in KW, and it was a really sharing, caring environment. I have it again at 
Redfin. There’s enough business for everybody. It’s up to us to earn the trust 
of our customers.”

...get into a 
brokerage that 
doesn’t focus on 
the competition 
of who is the 
top agent for 
a given period, 
but rather a 
brokerage in 
which colleagues 
share knowledge 
and encourage 
with each other.

“

One of Julie’s first Redfin escrow was to 
represent the buyer of the Flintstones House.
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I N  P U R S U I T  O F 
O P P O R T U N I T Y

Photos by Anita Barcsa

Written by Nick Ingrisani

Making a Bold Move Across the World

 
It’s hard to imagine what it’s like to tug along two kids in diapers on 
a flight across the world, but that’s exactly what Vivienne Kelvin 
and her husband did back in 2001. Vivienne’s husband had landed a 
great job in the Bay Area and they decided to jump on the opportu-
nity. They sold everything they owned and emigrated to the United 
States from the United Kingdom to reinvent themselves.    

Vivienne’s life trajectory has taken quite a few unexpected turns 
over the years.  She grew up in a small Welsh village called Wen-
voe with a population of just 1,854. The village was so isolated 
that it used to get cut off from the outside world in harsh winters 
thanks to the snow.  

In 1989, she graduated from the University of Warwick with a 
bachelor’s degree in biological sciences, with an emphasis in 
medical microbiology and bacterial genetics.  But her graduation 
only brought about a strong disillusionment and confusion when 
the reality hit home: she wasn’t actually passionate about biology.  

KELVIN

That disillusionment led her to a job managing a factory produc-
tion line in Grimsby, a small fishing town in the UK. Fresh out of 
college, Vivienne was managing a team of people her mother’s 
age in the factory. The experience helped her get street smart 
fast and tune into the realities of the working world.  She then 
worked a number of different jobs before deciding to move across 
the world with her long-time partner, Myles. At that point, she 
became “the black sheep that left and found the big world.”
 
Real Estate Career Bloom

 
“I like to be 100% ethical in my business because at the end of the 
day, I want people to have a wonderful experience working with 
me. And on top of that, I want them to be my clients for life. Most 
real estate agents don’t realize that 80% of future business comes 
from past transactions.”

After arriving in the US, Vivienne decided to go back to college 
and get an associate’s degree in interior design.  She subsequently 
opened up her own staging business and stored everything in her 

Vivienne

profile
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own garage to keep costs down.  It was broker Tom Thompson 
who encouraged her to get into real estate.  

Most people take years to build up their real estate business, but 
Vivienne hit the ground running.  After getting her real estate 
license in March 2012, she managed to close her first deal in 
May.  Her lead broker had gone on a trip to China and she was 
left to figure everything out on her own.  Although incredibly 
stressful, it allowed Vivienne to dive into deep waters from the 
get-go and get acquainted with the process.  But she was carving 
out her own path in the industry right from the start.    

Vivienne is a huge proponent of using video mar-
keting to attract clients to her listings.  She uses 
these videos to both showcase the property itself 
AND sell people on the area where the house is 
located. According to Vivienne, these videos have 
been a great differentiator that sets her apart 
from other agents in the Bay Area. She’s had many 
people watch her videos and request to work with 
her. To this day there aren’t many agents out there 
using video effectively.  

In addition, Vivienne draws on her interior design 
experience to improve the interior quality of her 
listings. This typically results in cosmetic upgrades, 
like a new vanity or freshly tiled floor, which can 
have a profound effect on how the listing is received 
by potential buyers. Now she’s amassed a qualified 
team of contractors to take care of any work she 
needs to make her listings really pop.  

Vivienne is now the broker/owner of Realty World 
Ascend and has seen continual growth year-over-
year since the beginning. One aspect of real estate 
that she finds particularly intriguing is the legal 
side. She says that there’s an interesting parallel 
between the structure of law and the science of bi-
ology.  She’ll typically disclose all of the nitty-gritty 
details with her clients even when her colleagues 
tell her that it’s excessive and unnecessary.  

The Importance of Goal Setting and Positivity

“Since I’ve been writing goals, I’ve been amazed by 
what I’ve achieved – not only in my business but 
also in my personal life.”

Vivienne is a strict goal-setter. The goals she sets 
encompass all of the most important facets of life 
including personal, business, financial, family, and 
spiritual. Her goals are then broken down further 
by week, month, and year, and at the end of each 
year, Vivienne will reflect on everything that she’s 
been able to accomplish. The practice helps her 
stay motivated and continue to reach toward new 
heights. Establishing this as a consistent routine 
has been instrumental to her real estate success.  

But to Vivienne, it’s her focus 
on health and positivity that’s 
had the most profound effect 
on her business. “Health is 
extremely important and a 
healthy body is a healthy busi-
ness.” Her positivity has been 
fueled in part by a love of run-
ning that began in her 40’s and 
now she makes it a point to get 
out and move in some capacity 
every day. And since Vivienne 
can “talk the hind legs off a 
donkey,” she’s been able to land 
a few referrals from people she 
met along her running route. 
This positivity then extends out 
into gratitude. She takes the 
time to send out personal notes 
every month and stop by her 
clients randomly to give them 
pop-by gifts for helping her 
grow her business.

“Any chance I have to get 
face-to-face contact with my 
clients, I take advantage of 
that. All of these things are 
additional layers that enhance 
my relationships with every-
one that I work with.”

It’s clear that Vivienne’s 
unique approach to real estate 
has helped her stand out in 
the crowded Bay Area market. 
She treats every client with 
the utmost respect, care, and 
passion, regardless of the 
price of the sale. Now she’s 
looking to expand her team 
with other people who share a 
similar mindset and continue 
to develop her reach as an 
agent, and a person.

H E A L T H  I S  E X T R E M E LY 
I M P O R T A N T  A N D  A 
H E A L T H Y  B O D Y  I S  A 
H E A L T H Y  B U S I N E S S .”
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selfie
Photos by Mitch Felix

photos

time
S A Y  C H E E S E
Here is a preview of the selfies from the past few 
interviews that we are working on. Make sure to 
look out for their stories this coming year.
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C O N N E C T I N G .  E L E V A T I N G .  I N S P I R I N G . 

S A N  M A T E O  C O U N T Y

A U G U S T  2 0 1 9

Photo by Photography by Busa

PHIL
CHEN

Were you, your 
broker or the 

team featured 
in an issue of 

Real Producers?

Want a copy of your article or 
full magazines that you were 
featured in?  
REPRINTS

What the heck is a reprint? A reprint is a four-page or eight-page, 
magazine-quality grade paper with your full article and photos 
and you on the COVER of the publication.

WHY DO I NEED THOSE?

•	 These reprints are a professional marketing tool that can help 
brand you, your team and/ or your business.

•	 Use on listing appointments
•	 Send out to friends and family
•	 Sent to clients with your holiday greetings
•	 Brokers, use when farming your favorite neighborhood

WHAT IF I CHANGED COMPANIES OR NEED SOMETHING CORRECTED ON 

MY ARTICLE?

No worries! We can make any changes needed. We send you a 
proof, you approve it and they are sent to you via FedEx.

WHO CAN BUY THESE?

The REALTOR® that was featured, the Broker or family. Anyone 
that wants to promote you.

HOW DO I ORDER?

Email Mitch.Felix@RealProducersmag.com.

print me more!
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I eventually dropped off, while my 
friends became professionals. In their 
Thrasher Magazine interviews they 
would say things like, ‘I used to skate 
with Phil Chen, but he quit.’ I will 
never forget that.”

“I remember I took a few years off 
and when I was in college, I regretted 
not turning pro,” Phil admits candidly. 
“I told my parents, ‘I’m going to regret 
this my whole life. I’m going to quit 
school and go pro.’ But I never did it. 
And I am going to regret it my whole 
life. I was too young to enjoy or see 
what the potential would be.”

Despite the sense of loss from a 
skateboarding career that never was, 
Phil’s path has led him to great things: 
first, a career in fitness, and now, a 
blossoming real estate business. He 
still takes lessons from his early years 
on a skateboard with him every day.

With the nature of a skateboarder, 
Phil remains willing to take chances 
when the time is ripe. “I’m constant-
ly rolling the dice and taking risks 
and chances. That’s my nature. I’m 
not conservative work-wise. I’m al-
ways going to take the leap of faith,” 
he explains.

“The lessons I learned from skate-
boarding -- it was determination. 
Living, sleeping, breathing what you 
do, it becomes natural and instinctive. 
In a little way, I got a taste of what 
being an elite athlete was like. I could 
go to sleep, dream a trick, and do it 
the next day. I tell my kids now, try to 
be the best at whatever you do.”

In college, Phil delved into another 
physical pursuit: fitness. He studied 
exercise science with a minor in 
holistic health and Chinese medicine. 
He’d go on to attend graduate school 
for physical therapy and aspired to 
open an east-west clinic for peak per-
formance, combining his knowledge 
of Chinese medicine with his under-
standing of western techniques. 

“But before I did that, I cashed out my 
credit cards to open my own gyms, 
and that’s where I got the most train-
ing for real estate.”

In the fitness world, Phil learned the 
service business. It was a natural 
segway to shift from personal fitness 
training to luxury real estate. “It’s the 
same thing,” Phil explains. “Fitness is 
an art backed by science. Real estate is 
an art backed by quantitative analysis.”

During his years as a gym owner in 
the San Francisco financial district, 
Phil was also able to (unknowingly) 
begin to build his real estate client 
database. Phil’s private personal 
training studios catered to Fortune 
500 CEO’s, bankers, brokers, lawyers, 
and other affluent clientele. 

“I was just in my gym, working and 
hanging out,” Phil says, tellingly. 
Eventually, some of Phil’s clients 
became his business partners. “They 
would buy real estate, and I would 
manage it. I had no money back then. 
That’s how I got my feet wet.” 

By 2006, Phil realized it was time to 
make a choice. With one foot in the 
fitness world and the other in the real 
estate world, his attention was divid-
ed. As he admits, “I was half-assing 
[real estate].” 

“I had to choose. I took the leap of 
faith and got into real estate full time 
in ‘06.”

In 2006, Phil experienced success, 
but the downturn of 2007 through 
2009 would make him think twice 
about his decision to dive into real 
estate. “I thought, what am I doing? 
Those were rough years.” But instead 
of getting discouraged, Phil doubled 
down on his commitment. 

“I am an eternal optimist… I always 
think the sky is blue and it will work 
out. There are often times of high 
stress, but for the most part, I always 

feel Everything’s Gonna Be Alright 
(Quoting the Bob Marley song).”

Phil opened his own boutique broker-
age, Sybarite, without ever working 
for a larger brokerage, using the 
knowledge he accrued mainly on his 
own through his family’s investments, 
observation, intuition, and experience. 
By 2010, he put himself on the map 

as a top real estate agent in the highly 
competitive area of Hillsborough.

Coming to Compass from Sybarite, 
which he operated and ran for the 
better part of a decade, has given Phil 
a unique perspective on the state of 
the local real estate market. “Com-
pass is a unique speeding freight train 
right now,” Phil comments. 

“I’m fortunate to have had three careers 
that I was passionate about, became 
really good at and made into careers.”

Regardless of the brokerage where he 
hangs his license, Phil knows his rep-
utation is what carries him to success. 
“People trust me. Reputation is so 
important over any deal or commis-
sion. That’s the reason am usually one 

of the first choices amongst so many 
talented agents in the Bay Area.”

Phil stays motivated by staying 
humble and continually striving to 
improve in all aspects of his work. 

“I’m still hungry, so watch out.”
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CHEN
From the Street Skate to Real Estate Sales: Continuing to Take the Leap of Faith

By Zach Cohen

Photos By Brandon Busa

Rewind to the early 90s: an era of 
post-grunge and punk music, the raw, 
edgy upswing of the street skate-
boarding mecca of San Francisco. 

As a native San Franciscan teenager 
growing up in the Bay Area, Phil Chen 
was already making waves in the 
skateboarding world. He was not only 
a competitive skateboarder, but was 
nationally ranked, and one of the top 
sponsored amateurs in the nation. He 
skated alongside legends such as Tom-
my Guerrero and Christian Hosoi.

“I was fresh off a second place finish 
in a national contest and probably 
a year from turning pro when I was 
15,” Phil recalls. “I would come home 
from school, do my homework, and 
then have to practice to live up to my 
sponsors’ expectations.”

Despite his love for skateboarding 
and the massive success he had 
achieved, the obligations became too 
much for a 15-year old that was just 
coming into his own. Phil admits -- it 
started to feel like a job. Sponsors 
and commitments overtook his love 
for the sport. 

“When I got my driver’s license and 
girlfriends, it became harder to skate. 

phil
“This is the key: if you want to be 
good at something, you have to 
eat, sleep, and dream it.”

cover story
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EVENT LINEUP
event line up 

Mark your 

calendars the 

2020 Event 

Line Up is here.

We are excited to bring the following events to 2020. We have in store

 4 Powerhouse Events - High Level Learning Discussions for Top Agents Only

 4 Social Events - Fabulous and Exclusive 

Our 1st Real Producers 5K.

Our 1st Real Producers Booze and Bark Day at the Park. 

2 (Partners only) Networking Events. 

* Disclaimer certain restrictions apply for each event. More details to follow.   

COMING SOON

Partner Appreciation Lunch - 
Thursday,  February 20, 2020

12:00 - 3:00 Partners Only

Share Your Story Boardroom

February 26, 2020
Invitation Only

FEBRUARY

FEBRUARY

Powerhouse 

Event Negotiation 

Communications Panel - 

Thursday March 26, 2020 
1:00 - 3:00M
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An in-depth pre-approval process.
A more predictable outcome.
The PNC pre-approval is underwritten by a PNC Bank mortgage professional. We 
walk your client through the entire application process. We perform a full credit 
review and, if approved, the result is a true commitment to lend. From the start.

Visit pnc.com/agentalliance to learn more or connect
with a PNC Mortgage Loan O�cer today.

Pre-approvals are subject to property underwriting and appraisal. Borrower must satisfy pre-approval conditions outlined in commitment letter. Loan amount subject to property appraisal.

PNC is a registered service mark of The PNC Financial Services Group, Inc. ("PNC"). All loans are provided by PNC Bank, National Association, a subsidiary of PNC, and are subject to credit 
approval and property approval. This information is provided for business and professional uses only and is not to be provided to a consumer or the public. This information is provided to 
assist real estate professionals and is not an advertisement to extend consumer credit as defined by Section 226.2 of Regulation Z. Programs, interest rates, and fees are subject to change 
without notice.

© 2019 The PNC Financial Services Group, Inc. All rights reserved. PNC Bank, National Association.

MORT PDF 0619-0133-1284101

Lillian Wong
Mortgage Supervisor Loan O�cer West
NMLS ID:289606

PNC Bank
19620 Stevens Creek Blvd, STE 220
Cupertino CA 95014
Mobile: 650.388.2799
Fax: 833.818.9751
Lillian.wong@pnc.com
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