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By SARAH SHMERLING
Editor-in-Chief

When thinking about Valentine’s Day, a general 
contracting firm might not come to mind. But 

maybe it should—at least when it comes to Shain 
Development, which was founded—with love and 
care—by Palisadian couple Greg and Grace Shain.

Greg, who was raised in Pacific Palisades and has 
lived in the area for more than 50 years, introduced 
Grace to the community more than three decades ago—
making it the space where they raised their son and 
daughter, as well as where they built a full-service 
“luxury general contracting firm.”

Grace was born in Poland and moved to Beverly 
Hills when she was 12. She met Greg through friends 
at a sushi restaurant on what Greg described as a “sort 
of blind date” where she was set up with Greg’s friend 
who asked him to tag along. They ended up hitting it 
off—and the rest is history.

They have been married for 26 years, together 
for more than 30. When they met, Greg said he was 
working with his parents, and, over time, Greg and 
Grace began building their own business, developing 
homes together.

“I would say ’97 was the first home Grace and I 
developed together,” Greg recalled. “It was on Tigertail 
in Brentwood, and we’ve been doing it ever since.”

The Shains lived above Palisades Charter High 
School before moving to Rustic Canyon and finally to 
The Riviera, which is where Greg’s parents still live 
as well. He attended Marquez Charter Elementary, 
Paul Revere Charter Middle and Palisades Charter 
High schools.

“So yeah,” he said, “I’ve seen a lot of change in 
the neighborhood. It’s been exciting to see.”

Shain Development specializes in new construc-
tion, remodels and restorations, according to its web-
site, adding that they are “second-generation builders 
with over 40 years of experience” that mostly build 
for owner users, referred by an architect or designer.

“We’re usually building people’s dream homes,” 
Greg explained to the Palisadian-Post. “That’s usually 
what it is, it’s their final destination. Most of the homes 
we do are, they’re large, they’re high end or custom, 
very luxurious ... and we love doing it.”

Prior to its current iteration, in 2008, with the Great 
Recession, Greg explained that they saw the business 
“crumble to pieces.” It was then that they pivoted from 
just developing homes to a general contracting com-
pany—with some of their first projects with the new 
model being things like building a patio or fountain, 
which Greg described as “extremely humbling.”

Since they first started this approach, Greg said 
they have spent time growing the company, which 

has been “a lot of hard work,” but now they are “very 
grateful” to be building homes that are sometimes 
15,000 to 20,000 square feet.

Shain Development is a “boutique company,” with 
a “great small group of people that work … really 
hard,” Greg said.

“Our main goal is to provide you with high qual-
ity, efficient, cost-effective services and a seamless 
construction management experience,” according to 
the website. “The inspiration to create Shain Devel-
opment, Inc. started with a vision and a desire to build 
one-of-a-kind, timeless, extraordinary, dramatic and 
functional homes. We have spent years studying floor 
plans, researching new styles and trends; this is our 
passion and we bring these ideas to life.”

Greg said one of his favorite aspects of the work 
is talking to people—so he encouraged anyone who 
has questions about construction to reach out.

“I really like helping people, and I like holding 
people’s hand through the process and giving people 
advice, even if I don’t build their house, don’t get the 
job,” Greg said. “I’m always here [with] advice or 
guidance.”

The company is heavily tied to the community: 
Shain Development’s communications manager and 
executive assistant is Heaven Macpherson, who re-
cently moved to the Palisades. 

“We’re good members of the community,” Greg 
concluded. “We’ve been here for a very long time. 
And we appreciate everything that’s been thrown our 
way, we’re grateful to be here.”

For more information, visit shaindevelopment.com.

By HESSEL EVELAAR
Special to the Palisadian-Post

Let’s address the big, pink, 
lawsuit-filled elephant in the 

room: Real estate agents get a bad 
rep. But is it deserved? Perhaps, 
yes?

As you may have read, pretty 
much every real estate brokerage 
in the continental U.S. has been 
named in an antitrust lawsuit ac-
cusing Realtors of conspiring, 
artificially inflating commissions 
and ultimately inflating home 
prices across the United States of 
America.

The Sitzer v. National Asso-
ciation of Realtors lawsuit par-
ticularly focuses on the common 
commission structure in place, 
where—in order to list one’s home 
for sale—a seller must agree to an 
approximate 5 to 6% commission 
to be shared between the seller’s 
agent and the buyer’s agent.

This is done through the Mul-
tiple Listing Service, or MLS for 
short. The MLS is the primary 
source of marketing among Real-
tors and funnels out to Zillow, Re-
altor.com, Redfin and all the likes.

Whether or not the foundation 
of Realtors’ business across the 
U.S. will be altered remains to be 
seen. But the veil has been lifted, 
and a general mistrust in real es-
tate agents has been fully brought 
to light. The LA Times published 
an article in November 2023, find-
ing that 67.5% of American adults 
do not trust their agents.

Let me ask you a question. 
How many times have you heard 
a real estate agent say this: “I can 
help you buy a home, and what’s 
better, my services are totally free.”

I must confess I’m guilty of 
making this statement myself, and 
what’s worse, it’s simply not true. 
Yes, a real estate agent’s services 
are technically free to the buyer, 
but far from it to the seller. 

This brings me to the topic of 
this article, can I trust my real es-
tate agent?

Well … no. And I think that’s 
a good thing.

The advice I give my clients 
in every transaction is not to trust, 
but verify everything. This, in my 
opinion, is the core of smart, crit-
ical decision making. Which is an 
absolute necessity when making 
an investment of this scale.

The relationship between you 
and your agent should not be built 
on blind trust. It should be built on 
a shared goal and collaboration. 

Of course, having a great 
agent in your corner is an absolute 
asset. We break down the steps of 
a sale through knowledge of con-
tracts, we connect you with other 
amazing professionals such as 
contractors, insurance providers, 
and lenders, we assist in negotiat-
ing the best price, etc.

But in the end, the common 
consensus is that all we’re looking 
for is your commission. So where 
do we go from here? If I can’t 
trust my agent, how do I buy or 
sell my home?

My answer is simple: don’t 
trust the agent, trust the agenda. 
Accept the fact that there is a di-
rect financial link between your 
success and your agent’s.

For sellers, this is much more 
straightforward, because your 
needs and your agent’s success 
are directly linked in selling your 
home for its highest and best val-

ue. For buyers, unfortunately, this 
is slightly paradoxical.

How can I trust my agent to 
have my best interest at heart, 
when they make more money if 
I spend more money? Do I trust 
his ethics just because he has 
REALTOR on his business card? 
Again, honestly, no. Trust the 
agenda.

And here is the secret: The 
only way to grow one’s business 
is to stay in business. I want to do 
an amazing job for you because I 
want you to tell your friends and 
family about me. I want to be 
invited to your housewarming and 
hear the story of how I negotiated 
thousands of dollars off the 
purchase price for you. This is 
only, solely, possible by going 
above and beyond for you.

Trust the agenda. And trust 
that you, as the buyer or seller, 
hold all the power. As real 
estate agents we are merely the 
intermediaries. We advise, we 
can offer guidance, we can offer 
exceptional resources. But we’re 
not the ones steering the ship. 

I am of the opinion that 
changes do need to be made, 
relationships strengthened and 
trust to return as a core principle 
in real estate.

Hessel Evelaar is a sales 
partner at Amalfi Estates. Working 
together with his partner Chad 
Singer, they’ve sold close to $30 
million in real estate year to date. 
Originally from the Netherlands 
and raised in Singapore, Evelaar 
brings a multicultural approach 
to the Westside real estate market. 
Contact Evelaar at 323-594-6239 
or hessel@amalfiestates.com.
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