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t’s been a busy week for Jennifer Caras. Lately 
her days have been filled with appointments, 
meeting with eager house hunters. “It’s been 
so busy,” says the Beach Cities real estate agent. 

“The market is on fire.” Like any successful 
entrepreneur, she knows that being responsive 

and ready to meet the needs of clients is key. Caras's 
business tutelage started early in life, on the floor of 
her family’s Marina del Rey restaurant many years 
ago. “My father put us to work at a young age, and 
we learned the value of hard work,” she recalls. “It 
was an honor and a privilege to work our way up to 
being a server; that’s where we learned some really 
invaluable life lessons.”

A psychology degree from University of Cali-
fornia, Santa Barbara followed, and afterwards she 
embarked on a successful career in pharmaceutical 
sales. “I’ve never seen myself as being ‘in sales,’” she 
points out. It’s the negative associations, of being 
pushy or aggressive, which are a far cry from her 
natural personality. “I’m all about the relationship.”

Wanting to shift gears into a field that held 
more personal interest, and with the urging of her 

husband, Caras got her real estate license in 2004. 
“My heart was in it so much more,” she says of the 
switch. Nearly 16 years later, Caras is still all about 
relationships—and has added significant exper-
tise in new residential development along with real 
estate. She and her husband own Caras Homes, a 
development company that specializes in custom 
homes in exclusive South Bay neighborhoods. As 
a result, new construction is a focus of hers, as is 
selling lots to clients who are planning to build 
their own homes.

Despite the growth of her business, Caras has 
sagely kept things focused on working one-on-one 
with clients: This, she notes, is the heart of her busi-
ness. “I get deeply involved in each escrow, and 
each relationship—I am invested.” Though she has 
someone assisting her behind the scenes, producing 
disclosures and other paperwork, she knows that 
adding others to the mix would change the nature of 
her business. “I want to be my client’s point of contact 
and guidance throughout the process,” she states. 
It’s something they appreciate, given that about 90 
percent of her clients are repeat business or referrals.

This ability to connect with others has every-
thing to do with Caras’ relatability, which has been 
honed by facing down challenging situations in her 
life, and turning them into strengths. Like losing 
her sister at a young age, and more recently, her 
father. “He continues to inspire me every day,” she 
says. Turning loss and personal trials into positives, 
Caras points out, “has made me the driven business-
person that I am.” Thankful, too. Taking stock of 
blessings, from her family to an upwardly evolving 
career that, years later, still has her energized, is a 
daily practice.

That’s because real estate, to her, is much more 
than just selling homes. “It’s so layered,” she says of 
her work, which features both finance and emotion. 
Family, work, romance, memories—it’s probably 
easier to list what buying or selling a home doesn’t 
involve. And not all transactions, explains Caras, 
occur around scenarios that are “perfectly rosy.” That’s 
okay; she welcomes the chance to shepherd her clients 
through the transaction, no matter the journey. “I 
really enjoy that part of the job,” she says, adding 
good-naturedly: “I'm a fierce client advocate.” 
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Realtor® Jennifer Caras, a Los Angeles native, has worked in 
real estate since 2004. She attended Marymount High School 
and continued her education at the University of California, 
Santa Barbara. She has been married to her husband, Chris, 

for 17 years and they live in Manhattan Beach with their son, CJ, twin 
daughters, Julianne and Grace, and dog Woody. In 2019 Jen was 
the #2 Top Producing Agent at Vista Sotheby’s. She was the largest 
producer of Beach Cities sales, totaling more than $40 million of real 
estate sold last year.  

WERE YOU INTERESTED IN HOMES WHEN YOU WERE YOUNG?  
“Yes, my parents tell me I was always extremely detail-oriented, 
even as a young child. I was so intrigued with the details of 
homes that I initially wanted to go to architecture school. I landed 
in glorious Santa Barbara and went for a psychology degree 
instead. It was a brilliant move in the end, as my degree truly 
plays a critical role in every aspect of my career.”

WHAT ARE SOME OF THE STEPS YOU TAKE TO EARN YOUR 
CLIENTS’ TRUST?  
“Since I have been in the business for 15 years as a top-producing 
agent, I thoroughly understand our South Bay market as well as 
the importance of exceptional client service. I am upfront and 
open with my clients, and they are grateful for that candor. I pride 
myself on being highly collaborative and have strong bonds with 
other real estate industry colleagues. I am a fierce client advo-
cate, highly accessible and a proven performer during stressful 
situations. As a result, the majority of my clients are repeat and 
referral business.”

DESCRIBE ONE OF YOUR FAVORITE REAL ESTATE PROJECTS.   
“There are so many favorites, but if I had to pick one from this 
past year, it was a beautiful new construction walk street home 
on 10th Street. I was involved in the development of the home and 
was the listing agent and the selling agent. It was so unique to 
be dynamically involved in so many aspects—from the building, 
construction and design details to the selling. It was extremely 
rewarding to be so intricately involved and truly successful, as all 
sides were so pleased with the outcome.”

WHAT IS THE BEST PART OF YOUR DAY?  
“Getting my cherished Peet’s latte with my husband, Chris, after 
we drop our kids off at school. Our mornings are always adven-
turous with three children, but having that few minutes together 
to take a breath, recollect and start our day together is always 
revitalizing. I owe so much of my success in my career to my  
husband’s unwavering support and love.”

JENNIFER CARAS 
Realtor®, Jennifer Caras Real Estate | Vista Sotheby’s International Realty
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