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please visit her online

at www.sandihadley.com,
email her at sandihadley@yahoo.com

or call her at 760-942-2156.

and her team were able to meet clients’ needs and
responded to the increased demand.

With two decades of real estate experience behind her,
Sandi has seen enough to advise today’s real estate
agents to work twice as hard. “Today’s agents need to
work 40-plus hours per week, stay on the phone, walk
the neighborhoods, and meet people to make their
business work. Excellent service will result in referrals
from past clients.”

She practices what she preaches. Sandi uses her
business and marketing background to reach out to new
clients. And once clients partner with Sandi, she treats
them as if they were her only responsibility.

A strong negotiator, Sandi uses her gift to arrange the
best terms for her clients and get escrows closed. “I treat
people the way I want to be treated,” said Sandi. Because
she respects when others keep her well informed and
fight on her behalf, she in turn gives her clients the same
royal treatment.

Sandi’s commitment extends to other areas of her life.
She was selected as the North San Diego County
Women’s Council of REALTORS® Membership Chair
and National Association of Business Women. She’s
involved in international community service outreach,
which gave her the opportunity to volunteer for projects
in Tanzania.

Voted Best in Customer
Service by San Diego
Magazine for the past
three years in a row, it’s
safe to say that Sandi
Hadley and her Hadley
Home Team at Real
Living Lifestyles know
a little something about
meeting clients’ needs
and exceeding expect-

ations. For Sandi, excellent customer service means
everything and is the foundation to her business.

“Open communication is so important and everyone on
my team understands that,” said Sandi. “We make sure
we keep our clients well informed, we call them before
they have to call us, and we have great follow up.”

Armed with an extensive background in business and
marketing, and an array of real estate designations
earned through ongoing education, Sandi has the
credentials and experience to keep pace with an ever-
changing economy and fluctuating real estate market—
a market that continually impacts home buyers and
sellers hoping to enter the market or get out from under
a distressed property.

“I make sure to keep my education current because the
more classes I take the more I can help my clients,
especially in this economy,” said Sandi. “I saw this
market coming before it hit and began taking classes in
foreclosures and short sales to prepare myself for the
onslaught of distressed properties,” Sandi added.

Because Sandi anticipated an increased short sale and
foreclosure rate, she added new members to her team
who specialize in such transactions. Together, Sandi
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