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Experience Matters

At lhe 1ail end of the real eslate boom. Chris
Trapani launched a boulique brokerage wikth a
seasoned crew of salespecple and a commitment
{o giving back lo the communily.
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Coming off the big boom years in 2008, | felt the indusiry was bloaled. There were so many agents and a low barrier
lo enlry. The rise of large real eslale companies made me lhink lhe business had losl some of ils spirit and that lhere
was less of an imporlance about connecting with the community,

| was inleresled in enlering ihe space between the megabrokerages and the small independents. | joined lorces wilh
my childhoed friend Ryan lwanaga lo open Sereno Group.

Right Size, Right Market

We weren'i a large player Ihal had lo focus on trimming back during the downturn. II's harder 1o close deals when
you're focused on ralcheting back, We never had huge office space (hat we had to reduce. So we were able lo grow
methodically and haven’l been dependenl on dislressed sales.

About 80 percenl of our business is in conventlional sales. Thal has a lol lo do wilh being in Sillcon Valley, one of the
most quickly recovering areas of the nation.

Success is a Prerequisite

We're a high-end boulique with high expeclalions of our sales lorce. We provide infrasiruclure training, but nol
lraining in the fundamenlals of selling real esiale. We focus on markeling, IT, and legal supporl lor our agenls. We
place a high premium on collaboralive work slyles. Because ol our commilmenl te hiring experienced agenls, we
have a highly productive sales force.

Dasign Consistency

We provide markeling assislance io our agenis through an on-sile design and production studio in each of our four
offices, Each sludio is slaffed full lime. Our agenls can use il for everything from brochures to adverlising. Fverylhing
is prinled in-house. s a big convenience for agents, bul we also see it as a way lo ensure qualily and consislency in
our branded materials,

Agenls can decide lhemselves whether lo use our services, and aboul 80 percent of them do. The cosl to lhem is
just lor the malerials. IU's not a profil cenler for us.

A Deeper Purpose

Our company [s aboul more than making money. We wanl lo leverage profits [rom both the agent and company
sides and direct (hem in ways lhal are meaningful. We're a "green” cerlified business in Sanla Clara Counly. This
means we had 1o change our lighling and eleclrical syslems.

We are commilled recyclers. We raised $30,000 in (he American Cancer’s Relay for Life fundraising event with 23 of
our people participaling. We have a social responsibility commillee of agenls and we plan lo slart a foundation by lhe
end of the year. The company will maich conlribulions made by our agenls,

Tribe Philosophy

We have an ageni-driven approach—we don't wanl lo be a company where one or two people dictale how things are
done. We held a conlest this year called “The Nexl{ Thing."

We wanled lo use Lhe brainpower of the group (o solicit ideas for how we could do betler in our business. We had
more than 50 submissions. We chose a proposal lo creale a courier service lhat assisls agents in the delivery of any
real eslale-relaled documenis or signs. The program will help us raise our level of service. The winner got $5,000.

We feel thal our inclusive cullure Is a big parl of our success. The lalesl lestament to this is lhat we were recognized
in June by the Bay Area News Group as he No. 1 small-company workplace in Lhe whole Bay Area,

We were nominaled by our own people—they filled out a survey thal asked questions like whether lhe company is

going in the righl direction and if there are opporiunilies lo learn and grow. We were the only real eslale brokerage
on lhe lisl of 35 companies and nonprofit organizalions.
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