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ANITABARCSA Heating Services

PHOTOGRAPHY

SPECIALIZING IN PORTRAITS, HEADSHOTS, CORPORATE LIFESTYLE,
AND FAMILY PHOTOGRAPHY.

YOUR COMPANY'S IMAGE STARTS WITH YOU.

Alr Conditioning Services
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(650) 218-9606

ANITA@QANITABARCSA.COM - ANITABARCSA.COM
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650-861-4995 | info@sphac.net | www.sphac.net

OUR
MISSION

is to provide finished
work that lasts, is
well-built, and meets or
exceeds expectations.
We constantly strive
toward a very high
standard of honesty and
Integrity, and we ensure
that our employees
adhere to this standard in
every job they complete
for our customers.
Whether you need
general maintenance or
emergency services, you
can count on us to solve

your problems quickly.
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regarding specifics.

* Licensed, Experienced & Knowledgable.

TERMITE DAMAGE RESTORATION
& REPAIR EXPERTS

(650) 493-0445

info@franztermite.com

www.FranzTermite.com
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You could buy for less than 2

down with our jumbo loan options.

Want to make a bigger purchase
but don’t have encugh for the
down payment?

We have options.

Buy more without putting more down'

95% LTV options up to $1.5M
85% LTV options up to $3M
In-house delegation up to $3M

Asset depletion programs
available

Guaranteed Rate is your ELITE jumbo lender
20+ correspondent jumbo lenders
available
Extended locks available
96% customer satisfaction?®
Licensed in all 50 U.S. states

NICOLE SANTIZO vr of Mortgage Lending

Contact Nicole today for a distinctive mortgage experience.

167 S. San Antonio Rd.

Suite 16, Los Altos, CA 94022
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Rate.com/nicole

‘ Office: (650) 584-0958
nicole.santizo@rate.com

Cell: (408) 499-1270
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DY publisher’s note

Written by Mitch Felix

Hello, Real Producers!

I appreciate you participating as we build this community of

reciprocity together.
Hot news: 'm a DAD!!

Juliet Violet Cali Felix was born on February 5th at 2:36 AM.
She weighed 8 pounds, 2 ounces, and was 20 inches long.
Mom went into labor 17 hours earlier.

She chose a natural birth.

17 hours.

That is only slightly longer than it took her to complete an Ironman.

Watching my Wife become a Mother...to try and summarize it in a

sentence...the vocabulary required escapes me.

Today, as I write this content, it’s been 3 weeks since that day.
It’s fascinating to consider that every memory I have ever had
of being a parent is part of this one long 500 hour day. Time is
distorted.

Here is how that most relates to you and to Real Producers.
Legacy.

When Real Producers began here in 2016, it started as a way for
me to participate in the lives of my family and to leave a legacy.
Yes, ad sales and sponsorships pay the bills, but that was never
going to get me out of bed. The significance of contributing value
and building a community was a huge motivator.

When I became a parent, it snapped the world into focus.

Interviewing 200+ Real Producers taught me that many of you

work “For Your Family.”

Today, I deeply understand that answer.

What’s exciting is I'm working with a bigger pur-
pose - a bigger Why.

I am all in - I always have been, but now my “all” is

more than it’s ever been because I have Juliet.

www.realproducersmag.com - 7
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Growing up in Arizona, Jasmine dreamed of
becoming an event planner. She attended business
school at Arizona State University and graduated
with a big vision and a business plan in hand. She
knew that she didn’t want to remain at home in
Arizona; she seeked a fresh start and a new place
to call home. After a short and unfruitful stint in

Illinois, Jasmine landed in the Silicon Valley.

“My brother was living in Sunnyvale,” she re-
flects. “He had an extra room and asked me to
come to stay with him for a few months. It was
the best thing that ever happened to me, apart

from getting my real estate license.”

Shortly after arriving in Silicon Valley, Jasmine

landed an event planning job at a luxury bowling
ally in Cupertino. Despite the fact that her work
at the bowling ally aligned with her professional
dreams and path forward, she was -- to put in

bluntly -- miserable.

8 - April 2020

And then Jasmine remembered another dream that had been

brewing behind the scenes since she was a little girl.

“Growing up in Arizona, everything is brand new there,” Jas-
mine offers. “All these large developments go up, and they have
the model homes you can tour. For fun, my mom would take
me to tour the open houses on the weekends. I was like six

years old when we started going.”

By the time she got to college, Jasmine had seen quite a few
homes. She came to understand — and genuinely enjoy — real
estate, so much so that it became her career “backup plan,” in

case event planning didn’t work out.

“When I was in college at Arizona State, one of the classes I
had taken was a business planning class,” Jasmine explains.
“The professor says, ‘Come up with your dream job and a
business plan for your dream job.” At the time, my dream

job was event planning. I said, ‘Alright. Done.””
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Her strength has
always been her
ability to build
relationships, and

her business has
grown from the

referrals she has
received over
the years.

-“_":.-—-—‘"
How you treat yourself =
is a reflection of how

But Jasmine’s professor knew better than to stop As her dissatisfaction at the bowling alley became a stark reality,  “I got my license a few months after that party and
yO u ’ re g O | N g to tre at there. Wiser than his students, he encouraged Jasmine thought about her next move. Real estate came back into I reached out to him on Facebook, since I didn’t
them to continue their planning session. the picture. Although she wasn’t raised in California and lacked have his phone number. His budget was limited and
Ot h er p eo p I e. | f y ou an extensive network to tap into, Jasmine decided to dive in. what he was looking for was very specific, but we
“He said, ‘Guess what guys? You’re 18 years old. found it.” Jasmine went on to get a referral from
d on ’t h ave se I f-Ca re , Chances are your dream job isn’t going to work out, “When I was new, I didn’t know where to start,” she laughs. “I her friend and began to grow her business from
. so I want you to come up with your backup dream saw on a motivational quote: ‘Start with what you know.” So there. Her strength has always been her ability to
h oW Qare y ou g oIn g to job and backup business plan.” Jasmine pondered the Jasmine started with what she knew. She remembered talking to build relationships, and her business has grown
. assignment for a moment and then instantly decided one of her friends at a Memorial Day party about buying a home, from the referrals she has received over the years.
care fO r yo ur CI e I‘ItS7 on her backup plan - real estate. and so she started with him.

www.realproducersmag.com - 11



As good as she is at building relationships,
Jasmine admits that finding a consistent
work schedule and sticking to the same
set of tasks day to day has been a chal-
lenge. She knows that the next step in her
growth will be predicated by her ability

to harness her own will and motivation
through consistent action. Paired with her
natural ability to build relationships, she’ll

become a powerful force.

“The most challenging thing for me is
building that consistency. I hear from a
lot of top producers that it’s a skill they’ve

mastered,” Jasmine explains.

In the last year, Jasmine has imple-
mented a morning routine that includes
meditation, exercise, and journaling. By
dedicating time each morning to her own
mindset, she sets herself up for success
and becomes more capable of executing

for her clients.

“How you treat yourself is a reflection of
how you’re going to treat other people.

If you don’t have self-care, how are you
going to care for your clients? If I don’t
put myself first and make sure I'm oper-
ating at the highest level, how am I going
to consistently get the best results for my

clients?” Jasmine questions.

Jasmine is steadily discovering the

blueprint for success. The key going
forward is her implementation, and
Jasmine knows that she is more

than up for the challenge.

12 - April 2020
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print me more! €4

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 | 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

+ Send to clients with your holiday greetings

+ Brokers, use when farming your favorite neighborhood

WHAT IF | 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 | ORDER?
Email Mitch.Felix@RealProducersmag.com.
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Partner Bowling
Luncheon

Thank you to the Partners who took
the time to join us for our Bowling
Luncheon. Jared Nash with Parc
Staging took home the Trophy.

14 - April 2020
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307 S. CLAREMONT ST. S
650-484-9911 INFO@PARCSTAGING.

AN MATEO, CA 94401
COM WWW.PARCSTAGING.COM
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Finding His Niche

profile

Photos by Anita Barcsa
Written by Zach Cohen

“There wasn’t a pre-real estate time,” James Steele

begins with a smile.

After graduating with a business degree from the
University of Southern California, James packed up
a Uhaul, moved back to the Bay Area, took his real
estate test, and got to work. That was in 2009.

“I wanted to do real estate ever since I was in middle

school or high school,” James reflects. “I would go

to the precursor to the MLS, I think it was mls.com,

16 - April 2020

and just print out listings, look at houses -- even

in high school, from the comfort of my bedroom.”

James has always been interested in houses. He
remembers buying books that had different floor
plans. And while he considered careers in archi-
tecture or urban planning, he admits laughingly, “I

don’t have an artistic bone in my body.”

“There wasn’t a story there, necessarily. Every-

one in my family is either a lawyer or an educator.

There wasn’t someone in the business that I knew, but it was

something I was drawn to.”

James saw an opportunity to meet interesting people, fuel
his love for houses and real estate, and learn the art of nego-
tiation. In college, he had worked as an assistant to a com-
mercial real estate agent, and by the time he graduated, he

was ready to take the leap and head out to build a business.
Finding His Way

“I still get people that say I look young for the industry. I've
been doing this for like a decade now,” James says. “But
there was something that never really scared me about [be-

ing young].”

James always recognized the reality that real estate agents
aren’t really in competition with each other for business.

There are countless different types of people, personalities,

and ways of going about business. James’s goal was to

find the people that wanted to work with him.

“I thought, ‘Maybe there’s a niche of people that want
to work with someone that’s younger, has a lot of en-
ergy, is focused. I found that to be true. It can be a real

plus. People like to work with that type of energy.”

Back in 2009 when James began his real estate career,
he found mild early success. Yet, quickly, he realized
he needed to find a specialization. With short sales and
REOs hot, he dove in.

“At the time I got certified to handle short sales,” James
recalls. “They were very difficult transactions and
sometimes took nine months to complete. About eight
or nine people in my office got certified, but I actively
marketed in my office. So a lot of very senior agents

would partner up with me. I worked really hard, got

people out of very tough situations.”

www.realproducersmag.com -
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As James proved his work to
peers and top agents within
his office, they began to trust
him more and more with their
referral business. “So I did a
lot of really good things for
people’s clients. Once you

do a good job for people and
those clients, I found that it
all flowed word of mouth.
When you can impress your
peers, and they think you’re a
stand-up guy -- that’s some-

thing I'm really proud of.”
Finding Balance

James is currently the #2
individual agent in his office,
but when asked about awards
or sales volume, he drew a
complete blank. It’s not some-

thing he’s counting.

“I'm more focused on where I’'m going. It’s more

about progression,” James says.

Over the past decade, James has built a unique
relationship with balance. He looks at balance not
on a daily or weekly basis, but on an annual scale.
When things get busy, and everything seems to

be coming to life at once, he’s willing to work long
hours to get the job done for his clients. And when
the flow of the market slows, he takes time off --

not feeling guilty about his willingness to relax.

“For example, this spring I have not had a day
off. I don’t think I’ve had a partial day off. That’s
really tough to maintain that degree of intensity
year round. On a weekly basis right now I have

no balance.”

“But then there are times where there is a natural
breathe and take. I go to Coachella every year...

in August my wife and I went to Japan for two

18 - April 2020

weeks. I look at balance as an annual thing. I think with

the reality of our industry trying to force a work-life bal-

ance on a weekly basis is not really feasible.”

With acceptance and flow, James leans into the busy
times, and appreciates the slower days and weeks. “I em-

brace it,” James says.
Exploring the Differences
When he does find time away from real estate, James can

be found with his wife -- traveling, eating and cooking

good food, or working out.

“My wife and I spend a lot of time figuring out where we’re

going to travel to next. I love trying to learn as much of the

language as I can before going to a place,” James says.

And, admittedly, he loves keeping track of local commer-
cial development as a hobby, even though it’s not part of

his professional life. It’s just like the days of buying books

with floor plans or print-
ing out listings from mls.
com -- James continues
to stoke the fire that is
his true love for all things

real estate.

As he continues to find
success in life and in
business, James works
hard to retain a ground-
ed, humble outlook. He
refrains from counting
his paychecks in favor of
doing right by his clients.
He’s grateful when things
are good and gentle with
himself when he has a
tough day.

“In reality, we assume
that once we reach the
“there,” there will be this
transcended moment of
arrival. ‘Oh my god!” But
most of the time you wake
like any normal day. I'd be
lying if I said every day I
wake up and recognize it...
but you have to realize,

we're in a lucky spot.”

www.realproducersmag.com - 19



TOP LUXURY
HOME STAGING

ENCORE

staging services

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

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

408.800.1566 text ok | EncoreStagingServices.com/Porifolio

P> cover story

Written by Nick Ingrisani
Photos by Anita Barcsa
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| | s THE

PERFECT
CONSTELLATION

‘Always look for the
perfect constellation.

When everything lines up and is
meant to happen, it will happen”

Mariana Pappalardo is no stranger to going
with the flow of life. She’s had countless ad-
ventures, twists, and turns over the years, with
everything starting in her small hometown of

Falun, Sweden.

As a kid, Mariana spent time playing in the
lumber yard while her father, an engineer
turned home builder, picked out screws and
2x4s. It was an environment that sparked
Mariana’s interest in all things construc-
tion-related. These early years also instilled
a strong work ethic in her. Mariana’s grand-
mother was an exceptionally hard worker, and
witnessing that tenacity first-hand had a deep
effect on her own outlook on life. This result-
ed in Mariana diving into the working world
at just 13 years old selling Swedish pastries

door-to-door.

In her last year of high school, Mariana trav-
eled to the United States to live with a host
family for a year to study English and learn
about American culture. Years later, that same
host family ended up inviting her back to live
with them while she studied graphic design at
the Colorado Institute of Art.

www.realproducersmag.com - 23




But Mariana’s stint in graphic design ~ Building a New Life with
didn’t last long. While her graph- a Family
ic design background helps her in
creating a marketing approach for Mariana and her husband,
her real estate listings today, she Marc, got married and settled
first enjoyed a decade-long career in  into a quieter life in Boulder,
modeling. Mariana was discovered Colorado. While Marc worked
by Elite Model Management whilein  as a corporate tech attor-
college and embarked on an interna-  ney, Mariana found her own
tional modeling career that brought  fulfillment selling high-end
her to beautiful countries, cultures, fashion clothes and acces-
and locations around the world. sories to stores like Neiman
By the end of her modeling career, Marcus. She did this while
Mariana had lived in 12 different pregnant and welcoming three
countries. This experience inter- boys into her family.
acting with different cultures and
people around the world furthered They moved their family out to
her ability to connect with others - a  the Bay Area for her husband’s
vital skill in real estate. job a few years later, and a
friend of Mariana’s nudged her
“The Bay Area is pretty diverse, so to try a career in real estate.
as an agent, you need to be able to Mariana decided to take the
relate different types of people.” plunge, quickly got her license,
and started working at Sothe-
Eventually, she was ready for a by’s. In the beginning, she was
change of pace, and as fate would completely on her own and
have it, that’s when she met her didn’t have a support network
husband. to build off of in San Francis-
co. This was around the same
time that her husband restructured his career, which turned out to be a

blessing in disguise that motivated Mariana even further.

“At the time, it helped that my husband was not able to be the
sole provider, and I had to figure out how to recreate a six-figure

13 .
T h e B a y A re a | S income. And before I knew it, I managed to build a humungous real

estate practice.”
p retty d |\/e rS e’ S O Today, Mariana’s goal is to continue to add more people to her
team and grow her ability to meet her clients’ needs. Her clients
a S a n a g e nt yO U range across the real estate spectrum, from first-time buyers to

families to investors, builders, and developers. It’s part of the rea-

son she loves real estate so much. Each day is an adventure in its

n e e d J[O b e a b | e own way. But regardless of her clients’ needs, she’s always there to

help them create equity and happiness in their lives.

to relate different

types of people”
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[I'm] always looking for the

“Real estate can be a very emo-
tional process, so there’s a lot of

gratitude to be found in it.”

Mariana remains motivated every
day to provide a prosperous and
happy life for her three kids. All of
Mariana’s hard work is motivated
by her children and nourishing
her home that’s “full of life.”

She takes great pride in being a
full-time mother and real estate
agent simultaneously. Real estate
success is all about human-to-hu-
man connection, and her personal
situation helps her relate to her

clients even more.

“People look at me and they don’t
believe me when I tell them that

I have three kids under 12. But

I am human like everyone else.
Nothing has been handed to me in
life. 'm a mom, and a busy mom at
that. None of this would’ve been

possible without hard work.”

26 - April 2020

perfect constellation.

Personal Beliefs and Outlook

Mariana’s real estate business is now
centered around two core tenets. The
first is the idea of always looking for
the perfect constellation. The saying
ultimately means that everything
that’s meant to happen will happen.
So when her clients ask, ‘How am

I going to find my perfect home?’
Mariana reassures them with this
philosophy. When the timing is right
and the stars align, everything will
work when it is meant to. Coupled
with Mariana’s market knowledge and
the network that she uses to create
opportunities for her clients, she can
assure her clients that things will

happen as they are meant to.

The second tenet she believes in

is what she calls the “good vibe
tribe.” It’s centered around doing
good and projecting out good karma

into the world.

“I believe in doing good, and I believe
in empowering people. By doing that,
I think that the karma you project is
the karma that you get back. I'd rather
let a deal pass by than live with know-
ing that I didn’t do the right thing. I
always try to keep a spiritual focus in

my life - even in real estate.”

Balance is incredibly important. Mari-
ana regularly creates opportunities to
get outside in nature, reset, and free
her mind from the hustle and bustle
of the Bay Area. She makes time ev-
ery few months to take a memorable
trip that’s focused on recentering and
positivity. The stress and pressure of
Silicon Valley is real, so it’s critical
for Mariana to create space from her
business and remember what’s most

important in life.

“Without that balance, your batteries
will run thin and you won’t be doing

this for the right reasons.”

Mariana has plenty of open road
ahead of her - in life and in business.
Her life has taken plenty of exciting
turns so far, and looking into the
future, the sky is the limit.
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