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Here's What The Top 500 Agents in King And Snohomish County
Sold From 01/01/2025-011/05/2025
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Did you know?

Seabrookis in a
Qualified Opportunity Zone

Why Seabrook? | Seabrook sits along Washington’s breathtaking
coast in the heart of a QOZ. Homeowners with a QOZ
investment enjoy the opportunity to have in-house property
management, full-service maintenance, landscaping, and 24/7
security, plus a robust marketing program that drives year-
round reservations.

EXPERIENCE THE BENEFITS
OF PURCHASING IN A QOZ
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The Honeycomb

The Laurelhurst

4 BR | 4.5 BA | 2,786 SQFTY 5pR|5.5BA|3.2815F

"$1,675,000
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The Cedarhaven
-3 BR|S5BA | Le185SF

¢ T $1,195000
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Lot 762
4 BR |5 BA [2,684 SF

$2,325,000

SALES@SEAEBROOKWA.COM

$1,995,000
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Lot 761

4iBR | 5 BA | 2.622'SF

$2,275,000

360.275. 7031

EXPLORE SEABROOK LISTINGS

The Bluebell

1BR | LEA426 SF ) guany

$503,000
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-$2,400,000

Flat D

3BR|3.5B4A|1,7205F

$1,529,000
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Luxury Masterclass Panel at Sparkman Cellars

hear from an incredible panel of

top-producing agents who shared
their experiences, lessons, and strategies
for navigating the luxury market.
Hosted at the beautiful Sparkman
Cellars in Woodinville, the event was
filled with insight, collaboration, and
meaningful conversation.

I n mid-October, we got together to

We couldn’t have done it without our
sponsors. A heartfelt thank-you to our
presenting sponsors, Adrian Webb

with Milestone Mortgage and Scott
Miller with JCC Concierge, for making
this special evening possible. We’re also
grateful to our check-in and food sponsor,
Stone Insulation and Crawl Space, our
supporting sponsors, Cindy Fraioli with
Cross Country Mortgage and Fernando
Pohina with Ascent Wealth Solutions,
our gift sponsor, Floor Coverings
International, and our photography
sponsor, Jackie Phairow Photography.

Preparation, Communication

& Collaboration

Our Luxury Panel featured Moya
Skillman with Compass, Neda Perrina

PHOTOS BY JACKIE PHAIROW

with Realogics Sotheby’s International
Realty, Denise Niles with Windermere
Real Estate, and Brian Hopper with
Compass, who spoke candidly about what
it takes to succeed in the high-end market.

Throughout the discussion, one theme
came through loud and clear: success

in luxury real estate starts with
preparation and communication. The
panelists emphasized being over-
prepared, setting clear expectations, and
over-communicating every step of the
way to ensure a seamless experience for
high-net-worth clients.

“Luxury clients expect excellence,” one
panelist noted. “That means anticipating
needs before they arise and staying
three steps ahead.”

Another major takeaway was the
importance of collaboration. The
panelists discussed the value of
leaning on other agents and trusted
partners to deliver the highest level
of service. Whether it’s another
agent, a lender, or a staging
professional, strong relationships

within the industry are key to
elevating every transaction.

A Vendor’s Perspective

The event also featured a Partner Panel
that offered valuable insight from the
vendor side. Panelists Cindy Fraioli,
Fernando Pohina, and Kristen Wilson
with Taylor Lane Interiors shared how
they work alongside agents to support
high-net-worth clients. Their advice
centered on trust, responsiveness, and
maintaining strong, resource-based
relationships with both agents and clients.

Raising the Bar Together

The event was more than just a
discussion — it was a celebration of
collaboration, professionalism, and
the shared commitment to excellence
that defines our luxury real estate
community. From agents to vendors,
every voice contributed to a clear
message: success in luxury real estate
is about preparation, communication,
and partnership — raising the bar for
the entire industry. A huge thanks to
everyone that participated and took part
in this amazing event!
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Heart, Hustle, & Homes

PHOTOS BY JACKIE PHAIROW PHOTOGRAPHY
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she won’t point to
her staggering 64 personal transactions
last year, or her $60M+ in sales volume.
She won’t even mention the awards
(though she’s a consistent Zillow 5-star
agent). Instead, she’ll tell you it’s all
about people.

“I'love helping people,” Kari says with
her signature enthusiasm. “Every client
becomes a friend—or feels like family by
the end.”

As the powerhouse behind the Kari Haas
Real Estate Team with Windermere
Bellevue Commons, Kari brings her full
self to every deal—decades of marketing
experience, deep local knowledge of

the Seattle metro area (including the

Eastside, South and North Ends), and an
energy that can light up the room...or
maybe even the entire MLS.

Long before she got her license in 2013,
Kari was already unofficially working
the market. “I have been obsessed with
real estate since I was about 16,” she
laughs. “Back then, I'd have an agent
open doors for me just so I could see
homes, even though I wasn’t moving.
I'd tell my friends about what I saw, and
they’d end up buying! I got a Costco gift
basket for every referral!”

When life threw her a curveball in
the form of a divorce, Kari saw an
opportunity to turn her passion into a
profession. “I've always believed that

_r'i-"

when you do what you love, it’s not
really work,” she says. “Becoming a real
estate agent was the natural next step.”

What makes Kari’s business stand out
isn’t just the volume—it’s the heart
behind it. Her client base is entirely built
on referrals and personal connections.
“Everyone I work with is someone I
know, or someone who knows someone
I know,” she says. “That’s why I treat
everyone like I'd treat my favorite
relative.”

She thrives helping first-time buyers
step into homeownership, and also has
a soft spot for seniors transitioning into
smaller homes or assisted living. “It’s
not just about closing deals. It’s about

9
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making the process easier, less stressful,
more joyful for my clients and keeping
the most money in their pockets.”

When she’s not negotiating deals or
celebrating her clients’ life milestones.
Every summer, she hosts a lively
Seafair party at her home, bringing
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neighbors, friends, and clients together
to enjoy one of Seattle’s most cherished
traditions. During the holidays, she
personally delivers festive pies to past
clients. Beyond her professional and
social circles, She’s the Vice President of
the Newcastle Arts Council, and serves
on several boards. She even helped
build the Bellevue Youth Theatre at
Crossroads Park.

And did we mention Handsome Hershel
Haas (aka “Hershey”)? Kari’s beloved
Bernedoodle is the unofficial mascot of

the Kari Haas Real Estate Team. Hershey
accompanies her to showings, open houses,
and anywhere else she goes. “People love
him,” she says. “Sometimes more than me!”

There’s a whole world behind the
business card, too. In the mid-1980s, Kari

was the “Fox” for KFOX Radio—roller and
ice skating around Seattle for promotions,
performing at the King dome before a
Mariners game. She’s also the founder

of the Professional Partners Networking
Group, a collective of elite-level pros she
can trust when referring clients.

Her creative roots run deep—before
real estate, she ran her own marketing

and graphic design firm, Graphx, in
Bellevue and Seattle. That experience
continues to fuel her sharp eye for home
presentation and marketing strategy.

Despite her success, Kari doesn’t see
herself slowing down anytime soon.
“I plan to work until I'm at least 88.
My grandma lived to 87, and I'm

competitive,” she jokes. “But seriously,
I'm starting to think about mentoring
younger agents to carry on my process
and ensure my clients always get the
best. 'm Looking for the next generation
to carry-on the Kari Haas Real Estate
Team. Reach out if you think you might
be a good fit (go-getter) and want to help
people sell their houses and find their
home with a solid team. It takes more
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than one personality to do this job well, and there’s more to
this job than just showing homes.”

When asked what other agents can learn from her, her answer
is simple but powerful: “Be genuine. Treat everyone like you
would your favorite relative. Always take the high road. And
never stop helping people.”

Kari’s proudest role? Being mom and “Bubbie” (grandma) & Bubbie
K to my client’s kids. She beams talking about her three grown
kids—Jake, Halen, and Oliver—and her 3 grandkids: Tom (3), Lucy
(1), and baby Eitan (4 months), and her extended grandkids — aka
her client’s kids. “They become my family, and my family is my joy,”
she says. “They keep me grounded and inspired.”

Grateful is a word Kari uses a lot. “I'm just so lucky to do what
Ilove every day,” she says. “Helping the people I care about,
collaborating with agents who share my values, and making
the world a little better—what more could I ask for?”

That energy is infectious. Whether she’s guiding a nervous
first-time buyer, volunteering for a local food bank, or simply
greeting a client with a hug and a Hershey tail-wag, Kari Haas
is proving that success is sweetest when it’s shared.

56 - December 2025

How does a temporary
buydown work?

A temporary 2 year buydown reduces the interest rate
on a home loan for the first two years in exchange for a
cash deposit, paid by the seller, buyer or lender.

Temporary buydowns can be added to many standard loan programs such as Conventional,
FHA, USDA and VA loans.

Here’s an example of how a 2-1 buydown works:

Year 1 Year 2 Year 3
and going forward
Payment is 2% less Payment is 1% less Payment is
than the note rate than the note rate the note rate

Buydown program illustration is for educational purposes only. Please contact a Guild Loan Officer with any program guestions.

Let’s talk details!

Casey Oiness
Branch Manager
MNMLS ID# 265169
150 120th Ave NE
Suite 300

Bellevue, WA 98005

0: 425.250.3170 | M: 206.817.8979
caseyo@guildmortgage.net GUIId
Apply Online mortgage
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HYPORT DIGITAL
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Elevate Your Digital
Presence Effortlessly

IE SOCIAL EMAIL
REACH CONNECT

Trusted by 10,000+ small businesses across the US, our
done-for-you strategy lets you shine online without the hassle.

SOCIAL REACH EMAIL CONNECT
Build brand recognition and connect

YOUR HOLIDAY HOME
- Lauas IN SUNCADIA AWAITS

Focus on running your business while we

handle your organic social media, crafting
posts that reflect your unique brand voice
and engage your ideal audience.

* 16 custom posts per month * Two emails and one text per month

¢ Live Zoom call with a social media expert * Custom-designed to fit your brand ARSI EHAE A IR Ol L e A VUL Y P e A I S O B

* Automated reporting * Sending and scheduling building fun, spacious, light-filled homes focused on the lifestyle
* Optimized time and day posting * Performance reporting nilies. Functional ind tdoor living, dramatic fireplaces, and

PRICING PER PRODUCT
Non-Member Pricing: $499 /month

Member Pricing: $299 / month
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One-Time Set-Up Fee: $99 e 1 T3 : N an

.

Ready to stand out and connect? e e e, W Ty =

Contact the publisher of this magazine today to get started. LN [ - - -l i LT
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063
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