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The courage to consider

After the volatility we experienced last quarter, the majority of 
advisors I know were pleased to close the book on 2018. Most of 
us wisely spent those final months focused on our clients, doing 
what was necessary to keep them on track, and protecting them 
from potentially harmful, emotional decisions. In many ways, by 
not getting caught up in the noise of the moment when the TV 
personalities were raising both their voices and their rhetoric, 
we became the steadfast voice of reason.   

Steadfast. I like that word. To me it communicates much about 
Raymond James. Since 1962 we have quietly put the needs of 
individual investors above all else, and what has served us well 
for over half a century seems more appropriate today than ever. 
Service, respect, humility and kindness; these qualities are a 
part of our culture and we defend it vehemently. 

This year I’d like to challenge you with another favorite word, 
courage. To fully understand who we are you need to have the 
courage to consider making a change, even when things are 
OK where you are. Advisors who enjoy incredible long-term 

careers with our firm don’t join us because they are being 
pushed out of their existing homes. Instead, they join us 
because they have the courage to consider, to understand, that 
when it comes to our careers we only have one opportunity to 
get it right. It takes courage to not let what is OK get in the way 
of what for many proves to be an exceptional step forward in 
their professional career.   

You can take your first step in discovering Raymond James by 
visiting our website, norcalrj.com – or, better yet, call me or 
your local manager listed in the back of this publication.

HAPPY ANNIVERSARY
10 Years
Ila Dela Merced, Senior Registered 
Service Associate, Walnut Creek

WELCOME ABOARD
San Jose
Bill Gerdts, Financial Advisor

Ryan Gerdts, Financial Advisor

My-Huong Pham, Senior Registered 
Client Service Associate

COMPLEX KUDOS
A LOOK AT RECENT PROFESSIONAL AND PERSONAL  
MILESTONES FOR THE NORCAL FAMILY 

NATHAN CLAKLEY, MBA
Senior Vice President, Investments
Northern California Complex Manager
nathan.clakley@raymondjames.com

925.952.5252

Walnut Creek
Walter Stevenson, Financial Advisor 

Jennifer Napper, Financial Advisor 

Ron Richard, Financial Advisor Trainee

Caroline Thio, Senior Client Service 
Associate

San Francisco
Julie Ugale, Senior Client Service 
Associate

San Rafael/Santa Rosa
Ryan Waterbury, Operations Manager

CONGRATULATIONS
Twelve NorCal advisors achieved club 
level for 2019 with five attaining our 
highest club of Chairman’s Council,* 
three making President’s Club,* and  
four reaching Leaders Club.*

The following associates were recognized 
for their commitment to continuing 
education through the 2018 Branch 
Associate Recognition (BAR) Program: 

Gold: Ana Pequeneza (San Francisco)

Silver: Lena Trotter-Beasley (San Rafael)

Bronze: Natasha Turner (San Rafael), 
Farnaz Behrooz (San Rafael),  
Darren Porras (San Jose),  
Tina Tran (San Francisco)

*Membership is based mainly on assets under management, education, credentials and fiscal year production. Requalification is required annually. The 
ranking may not be representative of any one client’s experience, is not an endorsement, and is not indicative of advisor’s future performance. No fee is 
paid in exchange for this award/rating.

http://www.norcalrj.com
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Q. You joined Raymond James in 2017  
after 30 years in the financial services industry. 
What made Raymond James the right place for 
you at this time in your career?
I reached a point where I wanted to find a way to be able to 
leverage all the things I had learned over the years – the skills 
I had developed, the relationships I had developed, the ideas 
that I had developed – and make a bigger contribution. So, 
coming to Raymond James was a quest for two things. One 
was finding a place where my values were aligned. And two 

was the opportunity to make a contribution, to help us move 
the business forward. I found both of those things here.

I didn’t have any intention of leaving the Midwest, but when 
I met the leadership team here at Raymond James and the 
people I would be interacting with, I said, ‘I want to work 
here.’ I told my husband, ‘If Raymond James was based in 
Antarctica, I’d probably be proposing we move to Antarctica.’ 
I thought I would stay in the Midwest, but I wanted to work for 
this company. And every single day, that decision has been 
reinforced. I get to do not only the things I’m good at, but the 
things that help our people and our firm, and give me energy.

CHIEF OPERATING OFFICER, RAYMOND JAMES & ASSOCIATES
PRIVATE CLIENT GROUP

WITH KIM JENSON

Kim Jenson’s first job was at a local bank in a small town 
in Minnesota, her home state. And though her location 
has changed – typing at the standing desk in her corner 
office at Raymond James she can see for miles across 
Tampa Bay – she hasn’t lost sight of the people-first 
values that she found so inspirational then, and are  
her passion today.

After that first job, Kim went on to work at a bigger bank: Norwest. Thirteen years 
later, she was recruited to Piper Jaffray, a regional broker-dealer in Minneapolis, 
where she rose to become a regional director responsible for roughly 50 branch 
offices across the country. When UBS acquired Piper Jaffray, she served as Midwest 
Divisional Director and then as chief of staff for the CEO. From there, she led the 
downtown and suburban Chicago and Wisconsin markets.

Then, in 2017, she fell in love with Raymond James.

KIM JENSON
Chief Operating Officer, Raymond James & Associates 
Private Client Group

WINTER/SPRING 2019
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Q. You mentioned needing to find a place  
that aligned with your values. How has 
Raymond James been a good fit for you?
I start with five core principles with any team I lead:

No. 1 is integrity trumps everything.

No. 2 is clients are our lifeblood.

No. 3 is respect is not optional.

No. 4 is we honor each other with high expectations.

No. 5 is show up to win. 

Every time Paul Reilly, our CEO, gets up on a stage he says 
our business is people. And it shows up in the people that  
we attract, the people who work here over the course  
of their careers. It shows up in our retention rate, the  
fact we have the highest retention in the industry with  
financial advisors and associates. We are purposeful 
about attracting, retaining and developing people from  
a variety of backgrounds because we actually believe it  
will make our business better.

Q. CEO Paul Reilly defines the vision of Raymond 
James as being the “premier alternative to Wall 
Street.” As COO of RJA PCG you have a primary 
responsibility to help execute on this vision.  
How do you deliver on that? 
AdvisorChoice is what drives our decision-making every 
day. It’s what makes us unique and has fed our growth. And 
it’s good for clients. If you’re a really good financial advisor, 
whether you’re at a wirehouse, a bank-owned financial 
firm or an RIA in a small town, there’s a home for you here 

at Raymond James, provided the values and principles 
align and the client-first mentality is there. And there is 
tremendous flexibility – you’re not locked into your choice.

I was talking with a prospective advisor who wasn’t sure which 
affiliation option was the best fit, and I said, ‘Look, you can 
come in and we’ll give you our full support as a traditional 
financial advisor, and in five years if you decide you want a little 
more independence, we can do that. And if you decide you 
want a lot more independence, we can do that.’ And where else 
can that happen? There is no place where that choice exists.

For people who want to feel liberated and supported and 
appreciated for their uniqueness in their approach with 
clients and their business, they can find the right home at 
Raymond James. At some firms, if the advisors all look alike, 
the firm wins. If everybody sells certain products, they believe 
the ‘bank’ wins and the shareholder wins. That’s the game. 
Here, we don’t have a game. We don’t have an agenda about 
what the advisor delivers to the client. The agenda is that we 
support advisors in delivering for their clients.

And the other thing people on the outside have a hard time 
believing is book ownership. When you are at Raymond 
James, your clients are your clients. They choose to do 
business with you. We are here to serve you, so that you can 
serve them. That doesn’t exist anywhere else. 

Q. Technology is making transformative 
changes to the way we live and work, and the 
financial services industry is no exception. 
What opportunities do you see here?
Our mobile technology is head and shoulders above anybody 
else in terms of interacting with clients and what you can do 

“When you are at Raymond James, your clients are your clients.  
They choose to do business with you. We are here to serve you,  
so that you can serve them. That doesn’t exist anywhere else.”
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on your mobile device. The same goes for our desktop 
tools. We have a huge opportunity to help our advisors 
incorporate them into their day-to-day business and 
make sure they are adding more value for their clients. 
Once they do, they will be more efficient – and, frankly, 
it will be more fun – and add greater value for their 
clients. And in the end they’ll be more productive. 
When an advisor can spend less time on process and 
more time with clients, they’re spending their time 
where they get their energy.

Q. How are the technology tools at  
Raymond James developed?
At Raymond James, the advisor is involved from the 
beginning to the end, versus, ‘Okay we cooked this 
up, you better eat it now.’ I can’t think of anything we 
do where we don’t have an advisory council – wealth 
solutions, marketing, technology – because everything 
we do is informed by the advisor and the client. When 
we launch a new tool or product, it’s been well-vetted  
by our advisors.

Q. At the beginning of our conversation, 
you mention that you are able to do the 
things that give you energy. What are  
those things?
I love meeting with clients during their By Invitation 
Only (BIO) visits. I love hearing clients tell their stories 
about how their advisors have impacted their lives. I 
love meeting with recruits and our financial advisors; I 
get energy and ideas from them when they talk about 
what they need and what they do. And I get invigorated 
by meeting with the support people in the field and our 
home office teams, because that’s where I started in the 
business and I know firsthand how these teams impact 
our growth and how we do our day-to-day business.   

KIM JENSON’S  

Top 3 books

1. The Supernova Advisor – 
Crossing the Invisible Bridge to 
Exceptional Client Service and 
Consistent Growth

 by Rob Knapp

“You have to have a service 
model – a philosophy about your 
business, how many clients you 
have, who your target market 
is, how you want to add value 
to your clients’ lives. This book 
is one model. There are other 
models, but it’s important to 
have one.”

2. Get More Referrals Now!

by Bill Cates

“People are always afraid to ask 
for referrals, but the people who 
love you want to help you, right? 
This is about asking your top 
clients for advice: How do I meet 
more people like you?”

3. What Got You Here 
Won’t Get You There – How 
Successful People Become 
Even More Successful 

by Marshall Goldsmith

“You can only get so far based 
on what you’ve done. It’s been 
very successful for you, but now 
what? How do you get to the  
next place and be open to  
new things?”

WINTER/SPRING 2019
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A ONE-OF-A-KIND EXPERIENCE
FOR YOUR CLIENT + YOU
For over 30 years, the By Invitation Only program has helped 
advisors like you bring high-net-worth clients, prospects and 
centers of influence to Raymond James international headquarters 
in St. Petersburg, Florida. The completely personalized half-day 
visits give your clients and prospects with at least $1.5 million in 
investible assets the opportunity to spend time in our home office, 
directly experience the culture of our firm, and meet with  
the experienced professionals and specialists whose expertise  
and talents support you, their financial advisor. 

 CUSTOMIZED – Because no two clients are alike, every  
By Invitation Only meeting is unique and personalized to  
meet the needs of your client and your practice.

 INFORMATIVE – You and your Wealth Consultant choose 
which home office experts you meet with and ensure the 
topics discussed are relevant and important to your client.

 PRODUCTIVE – 95% of advisors who have participated in 
a By Invitation Only meeting are willing to recommend the 
experience to another advisor.

 (Source: 2014 Tenured Platform Satisfaction Survey)

“If you have a specific purpose, the client  
will really enjoy the experience – mine sure did.  
We reviewed his tax-free bond portfolio, trust 
documents and alternative investments. We had  
a market strategy meeting with Chief Investment 
Strategist Jeff Saut and a meeting with the head of 
Investment Banking. Every meeting was excellent, 
the presenters were very impressive, and we 
stayed an extra day to play golf.”
TOM ROSS, III, CEP®
Senior Vice President, Investments
Managing Director
Houston, Texas

“By Invitation Only meetings are part of our client 
experience. And every time I leave one, I think to 
myself, ‘I am so honored to be a part of a firm that 
cares about my success.’ The people you meet 
with are so helpful and spend so much time doing 
their due diligence ahead of the meeting.”
CODY HILBUN, AAMS®, WMS®
Vice President, Investments
Atlanta, Georgia

“The By Invitation Only program helps clients 
realize the value of Raymond James. The culture is 
emphasized by every person involved in the visit. 
Plus, we’re taking the time to bond with the client 
over a day or two, sharing our corporate 
headquarters, breaking bread over a meal in 
beautiful St. Petersburg. The visit really solidifies 
our position as the trusted advisor.”
LISA DETANNA, MBA, WMS®, AIF
Managing Director
Beverly Hills, California

What they’re saying …

To learn more, visit rjdaywellspent.com.

BY THE NUMBERS 
Hundreds of guests visit our headquarters each year to learn 
more about the quality and breadth of products, services 
and available expertise.

$1.04 billion 
 net new assets

$3.4 million 
 NNA per meeting

335  
meetings conducted
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SPOTLIGHT:  
Advisor Mastery Program
Matt Ransom, Vice President, New Financial 
Advisor Development, discusses the unique 
approach of the Raymond James Advisor 
Mastery Program.

The Advisor Mastery Program provides a comprehensive education 
for the next generation of Raymond James advisors. Much more than 
an orientation program, this two-year course combines distance 
learning, apprenticeship with senior advisors, and education 
sessions at firm headquarters in St. Petersburg, Florida.

And with 400 graduates since the program’s inception in 2011, it 
creates a network of driven professionals on which an advisor can 
rely when identifying next-generation advisors to build their team 
or create a succession plan.

Different than other advisor trainee programs in the industry, our 
Advisor Mastery Program focuses on what makes Raymond James 
advisors different, and that’s the fact that our advisors own their 
business. As a result, the training program is for people starting a 
new business or, if someone is part of a team, to help build, train 
and develop the next-generation successor and/or partner.

There are three main components of AMP: distance learning, home 
office visits and one-on-one coaching. Distance learning is provided 
in order to learn topics that will be covered during headquarters 
visits, collaborate with other trainees, complete assignments and 
receive feedback. Trainees come to the home office in St. Petersburg 
three times over the span of a year for classroom instruction. There 
we focus on a “deep dive” model. When we introduce topics, we 
break trainees into small coaching groups to discuss content they 

have learned and to have them practice with their peers under 
supervision of a coach. After each visit is completed, trainees are 
provided monthly one-on-one coaching with that same AMP coach 
to reinforce skill development.

The last, but arguably the most important, part of a trainee’s 
support system is the local mentor and branch manager. These 
individuals provide field training reinforcement and local, one-on-
one mentorship. We make it a point to have mentors who are local, 
which gives the trainee the opportunity to schedule regular meetings. 

Many advisors are considering bringing in younger advisors to build 
their teams and connect with the next generation of clients, as well 
as identify successors. But the next generation provides its own 
unique set of challenges and opportunities. The qualities an advisor 
or branch manager should look for when considering candidates 
has shifted a little bit – it’s not shocking, but it is surprising.

We profiled a number of successful advisors and dug into their 
backgrounds, and we discovered sales experience and industry 
experience do not directly correlate to success. We can teach that. 
Now, we look for someone who is curious, empathetic and driven. 
Those are harder to teach.

With that in mind, we’ve built an assessment to help identify a 
candidate’s strengths and opportunities. The assessment focuses on 
the 27 common characteristics we identified in our top performers. 
The assessment will tell you where people are strong and have gaps, 
and you can decide whether that fits your team needs.

Our advice to senior advisors who wish to add a new advisor to 
your team is to begin your search by looking for a person who has 
qualities that line up with your mission as well as someone you 
would enjoy working with. That way you’ve got someone who’s as 
excited to take the business to the next level as you are.  

WINTER/SPRING 2019
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Rob, what do you believe are the key differentiators between 
succession planning at other firms and the services and capabilities  
we offer here at Raymond James?
One of the things I realized after attending a SIFMA roundtable recently and talking to some of 
our competitors is that our programs are far more sophisticated, robust and customizable. Most 
other firms have succession planning support embedded in other groups or spread out among 
different groups from human resources to the recruiting team to practice management, whereas 
at Raymond James, we’re a team unto itself that also focuses on catastrophic planning, teaming 
for succession, acquisitions and retirement. What makes us different from the other programs 
that exist out there is the abundance of flexibility, regardless of channel, in how someone 
structures their exit strategy and the sale of their business. There’s plenty of opportunity for us to 
talk through options with the buyer or the seller and determine how best to structure the deal. 

With more than 20 years of experience in the industry and with Raymond James, Rob 
is proud to help financial advisors benefit from their years of building and nurturing a 
business as they plan for their next chapter.

The client-centered philosophy and culture of independence at Raymond James is what 
originally attracted Rob to the firm in 1996, where he grew his responsibility to manage 
multiple departments including client services, transition management, Client Access 
support, and the employee trading and services desk before joining the Private Client 
Group (PCG) for Raymond James & Associates as the division administrative manager and 
vice president for the firm’s largest division at the time in 2004. 

Rob was promoted to vice president of PCG RetirementChoice and Practice Planning in 
2015, which merged with the Succession Planning & Acquisitions department in 2016. 
He now oversees the firm’s full succession planning team, the Succession & Acquisition 
Consulting Group, which provides consultation and subject matter expertise to financial 
advisors as they prepare their business succession plans, including consulting on buy/
sell arrangements, catastrophic planning, long-term planning, acquisition support and 
team administration.

INSIDE LOOK: 

A CONVERSATION WITH ROB GOFF
Rob Goff, Vice President of the Succession & Acquisition Consulting Group, emphasizes the 
urgency to plan for your practice, even if you’re nowhere near retirement.

ROB GOFF
Vice President, Succession & 
Acquisition Consulting Group



9

“We are experts on regulation, financial advisor exit strategy, merger and acquisition strategy 
– but we also want to be expert listeners, understanding the advisors’ unique needs,  
so we can deliver solutions that will help them transition their business with ease.”

Another significant advantage is that at Raymond James the 
advisor is able to control their own destiny by choosing how 
they want to be paid and how long they want to work before 
they move on to retirement.

Looking ahead, what is your vision for 
Succession Planning?
Given the aging demographics in the industry, there is no 
question the need for expert succession planning is going to 
continue to grow. Not just the department, but the importance 
of planning for the future. We’re constantly evolving the level 
of support and resources to help advisors reach their goals. 
We are in the process of looking at how we can leverage 
automation and technology to give advisors the tools and 
resources if they want to do it themselves, and then offering 
that personal touch from our consultants who will walk them 
through each of the necessary steps. We plan to increasingly 
use data and insights to uncover demographic and behavioral 
trends around succession that will help us to better serve our 
advisors. And as the next generation of advisors comes to the 
stage, we want to ensure we’re supporting their growth and 
development by initiating relationships with successors early 
and building out education to help them acquire a business, 
join a team or transition a business when the time is right. We 
want to continue to build on what we have and develop more 
of a holistic approach to their exit strategy, regardless of age, 
time frame or how they want to be paid. I see us continuing to 
grow in terms of our breadth in helping them reach their goals, 
whatever they may be. 

 As vice president of Succession Planning, what is 
your strategy and how do you plan to execute it?
We want to establish Raymond James as the best place for 
an advisor to be when they want to grow their business or 
transition to retirement. Our strategy is to provide expert 
advice and consultation paired with the flexibility and 

customization of our offerings. It starts with having really 
good talent on our team, a dedicated group of consultants 
who understand the need to provide quality, timely service, 
and the expertise and training and development to be able 
to help the advisors. We are experts on regulation, financial 
advisor exit strategy, merger and acquisition strategy – but 
we also want to be expert listeners, understanding the 
advisors’ unique needs, so we can deliver solutions that will 
help them transition their business with ease. With the right 
people and processes in place, we can continue to spend 
more time doing what we do best – consulting with advisors 
to help them reach their goals. And finally, we want to make 
sure advisors know we’re here, what we provide and how we 
can help – and that we’re continuing to evolve.

What are common misconceptions about 
Succession Planning as they relate to the 
department, services, capabilities, and so on? 
The biggest misconception financial advisors have is that they 
shouldn’t engage our department until they’ve determined 
a retirement or sale date for their practice. When that 
happens, we’ll work with them. But it’s very important for 
advisors to understand the need to plan even if they aren’t 
near retirement or thinking about retirement. It’s never too 
early for advisors to start planning for succession, which can 
sometimes take a 10-year lead time. We want to help on the 
front end of their plan – whether it’s for catastrophic reasons, 
developing a long-term business succession plan, planning 
for retirement, or considering forming a team for succession. 
What’s important is that they don’t wait until they want to 
retire or sell their practice. They should engage us on the front 
end so we can help develop a plan to protect the business 
they’ve spent years building.  ¢

To learn more, visit RJSuccession.com.

WINTER/SPRING 2019



10

NORCAL INSIDER

10

Raymond James has delivered 124 consecutive quarters of profitability. We credit much of this performance  
to the firm’s client-first perspective and adherence to its founding core values of professional integrity, advisor 
independence, and a conservative, long-term approach to investing.

Raymond James At A Glance

As of 12/31/2018. Past performance is not an indication of future results. The information provided is for informational purposes only and is not a solicitation to buy or sell Raymond 
James Financial stock. A credit rating of a security is not a recommendation to buy, sell or hold securities and may be subject to review, revisions, suspension, reduction or withdrawal 
at any time by the assigning rating agency. The FORTUNE 500 is an annual list by FORTUNE magazine that ranks 500 of the largest U.S. corporations based on fiscal-year total revenues. 
FORTUNE and FORTUNE 500 are registered trademarks of Time Inc. and are used under license. From FORTUNE Magazine, June 15, 2018. © 2019 Time Inc. Used under license. FORTUNE 
and Time Inc. are not affiliated with and do not endorse products and services of Raymond James Financial, Inc. Raymond James Bank is an affiliate of Raymond James & Associates, 
Inc., and Raymond James Financial Services, Inc. © 2019 Raymond James & Associates, Inc., member New York Stock Exchange/SIPC. © 2019 Raymond James Financial Services, Inc., 
member FINRA/SIPC. Investment products are: not deposits, not FDIC/NCUA insured, not insured by any government agency, not bank guaranteed, subject to risk and may lose value. 

STRENGTH AND STABILITY
Diluted quarterly earnings per share

A DIVERSIFIED SET OF BUSINESSES

Total $7.3 billion
Total net revenue shows fiscal year data ending Sept. 30, 2018
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124 consecutive  

quarters of profitability

BY THE NUMBERS

      Approximately 7,800 financial advisors 

      Over 3,100 locations  
(United States, Canada and abroad)

      Approximately $725 billion  
in total client assets

      More than 2x required total  
capital ratio

      BBB+, stable outlook  
credit rating (S&P)

DID YOU KNOW?
In 2018, Raymond James was 
named to the FORTUNE 500 list for 
the third year in a row, moving up 
38 spots – from 469 to 431. 

Continuing its tradition of giving back, 
Raymond James and its associates 
donated $56.4 million to charitable 
organizations in 2018, including  
$6.25 million to the United Way and  
its partner agencies.

Raymond James was the first in the nation 
to publish its Client Bill of Rights, setting 
the standard for the industry.

ASSET MANAGEMENT9%

CAPITAL MARKETS 13%

10%RAYMOND JAMES BANK 70%
PRIVATE CLIENT

GROUP 



11

WINTER/SPRING 2019

THE RAYMOND JAMES

Financial Advisor  
Bill of Rights
You own your client base,  

including the right to sell it.*

You develop and operate your practice  
with our assistance, not constraints.

You’re free to work with your clients,  
without regard to account size or asset levels,  

while respecting existing Raymond James  
advisor-client relationships.

You have access to world-class resources  
and personalized attention from a firm  

that puts the focus on you. 

You can count on our financial strength to  
support your business, even when the  

marketplace is challenging. 

You benefit from the stability of our  
firm, a public company traded  

on the New York Stock Exchange.

You are never influenced to do anything that’s  
not in your clients’ best interests –  

no sales quotas, account size restrictions or  
product pushes designed to influence decisions. 

You’re entitled to enthusiastic support  
from associates throughout  

the Raymond James organization. 

You will be fairly compensated, and can expect a consistent 
pay schedule with straightforward,  

transparent commission architecture  
and no holdbacks on dealer allowances.

*Certain qualifications apply.

11
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IT’S STILL ALL  
ABOUT THE ADVISORS

57 years after our founding, Raymond James remains as committed to our Private Client Group as ever.  
After all, our advisors are still the most vibrant, the most vocal and, to put it plainly, the most valuable part of our firm.

Find out more about how invested 
we are in Northern California – and in advisors like you.

If you’d like to learn more about Raymond James and get a better feel for the unique  
atmosphere we’ve created here in Northern California, we invite you to reach out.  

We look forward to hearing from you.

N O R C A L R J . C O M

q
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MODESTO
JANA KEARNS

Branch Manager, Modesto
Senior Vice President, Investments

832 12th Street, Suite 601
Modesto, CA 95354

T 209.530.2215

SAN FRANCISCO
BILL HUBBARD

Branch Manager, San Francisco
Senior Vice President, Investments

575 Market Street, Suite 3900
San Francisco, CA 94105 

T 415.538.5701

SAN JOSE
NATHAN CLAKLEY

Northern California Complex Manager
Senior Vice President, Investments

150 Almaden Blvd., Suite 1375
San Jose, CA 95113 

T  925.952.5252

SAN RAFAEL
COURTNEY IRWIN

Branch Manager, San Rafael
Vice President, Investments

4000 Civic Center Drive, Suite 500
San Rafael, CA 94903 

T 415.870.2475

WALNUT CREEK
NATHAN CLAKLEY

Northern California Complex Manager
Senior Vice President, Investments

2999 Oak Road, Suite 1030 
Walnut Creek, CA 94597

T 925.952.5252

SANTA ROSA
NATHAN CLAKLEY

Northern California Complex Manager
Senior Vice President, Investments
3558 Round Barn Blvd., Suite 201

Santa Rosa, CA 95403
T 925.952.5252


