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FOR

SEPTEMBER 29 & 30, 2025
LOEWS ARLINGTON HOTEL & CONVENTION CENTER

Join real estate leaders and the top 5% of agents from across the country for a two-day experience 

packed with industry insights, cutting-edge strategies, and powerful networking 

opportunities designed to help you succeed in the ever-evolving real estate market.

SPONSORSHIP OPPORTUNITIES AVAILABLE

SAVE THE DATE

REMINGTON RAMSEY
Creator of Real Producers,

host of Real Producers Podcast

RORY VADEN
New York Times bestselling
author of "Take the Stairs"

MOLLY BLOOM
Oscar-nominated for “Molly’s Game,”

the movie tells Bloom’s journey
from US skier to waitress to

high-stakes poker game fame
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RISING STAR

“We had just relocated from Auburn, 
and with everything shutting down, it 
felt like the right time to go for it,” she 
recalls. “I’d always loved looking at 
homes, and love connecting with people. 
Real estate just made sense. I aligned 
with Realty One Group Orca with Todd 
Fahlman. I received the mentorship and 
opportunities I needed and was able to 
help 25 clients in my first year.”

Fast forward to today, when Celine is 
a top-producing Real Estate Broker at 
Realty ONE Group Orca, with nearly 
$24 million in sales volume and 35 
homes sold last year alone. She ranked 
#1 among 100 brokers in her office for 
both transactions and volume, and 
since ramping up her business in 2021, 
she’s served over 125 families and 
individuals. But success for Celine is 
about much more than numbers.

“I’m Not Just Your Broker— 
I’m Your Partner” 
One of Celine’s greatest joys is meeting 
with new clients for their initial 
consultation. “Whether they’re buying 
or selling, I love breaking the process 
down into something simple and easy 
to digest,” she says. “There’s a lot of 
unknowns in real estate, and I want 
people to feel informed and confident.” 
Her approach is rooted in connection 
and service. Every journey begins with 
a phone call to explore a client’s goals. 
From there, she activates her robust 
network of local professionals—lenders, 
inspectors, painters, cleaners—to 
support the client’s needs every step 
of the way. “I want my clients to feel 
like I’ve got their back,” she says. “And 
I genuinely like getting to know them. 
I bring energy, fun, and honesty to 
the process.” Celine is also known for 
her exceptional communication and 

Celine Williams never imagined a casual conversation during her own homebuying 
journey would spark a complete career transformation. But when her real estate 
agent told her she’d be perfect for real estate, something clicked. At the time, Celine 
was juggling a demanding role as an Operations Manager at Boeing, overseeing 
office and laboratory management. She also was a new mom, and her husband was 
in engineering school, so the time didn’t feel right. Yet the seed had been planted—
and when the world paused during the COVID-19 pandemic, Celine made her move.

Celine

There’s a lot of unknowns in 
real estate, and I want people to 
feel informed and confident.”
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transparency. “There’s no such thing as 
a stupid question,” she says with a smile. 
“I’m here to be your broker for life.”

Passion for People,  
Born in Operations 
Celine’s background in operations 
shaped the way she approaches her real 
estate business today. “I loved being 
in Operations Management because 
I loved serving people,” she explains. 
“Helping others achieve their goals 
has always been a driving force for 
me. Real estate just gave me a more 
personal and meaningful way to do 
that.” It’s a mindset she brings into every 
negotiation, every walkthrough, and 
every closing. “Handing someone the 
keys on closing day—or helping a seller 

move on to their next chapter—it’s an 
emotional moment, and I don’t take it 
for granted,” she says.

Life Outside Real Estate 
Despite her incredible work ethic, 
Celine makes time for her family and 
her passions. She and her husband, 
Nathan, who doubles as her go-to 
handyman, have been married for 
17 years. They have two sons—
Lucas, 10, and Isaac, 6—who both 
share a love for hockey. “They keep 
us busy,” she laughs. Celine also 
knows the importance of community 
and balance. Every week she leads 
Wilderness Wednesdays, a hiking 
group of around 85 people. Once a 
month, she hosts karaoke at the local 

wine bar—proof that she knows how 
to unwind and bring people together.

Giving Back and Lifting Others Up 
Mentorship is another area where 
Celine shines. As a coach within her 
firm, she’s mentored seven fellow 
agents, including one who went on to 
earn “Rookie of the Year.” She also gives 
back through the Marysville Salvation 
Army, continuing her commitment to 
service beyond real estate. 

For those just getting started in the 
industry, her advice is straightforward: 
“Have a business plan and take action. So 
many people are afraid to move forward, 
but consistency is everything. If you 
show up for people, success will follow.”

Five-Star Service Every Time 
Celine’s mission is simple: to provide 
every client with a five-star experience. 
Whether she’s navigating a tough 
negotiation, managing timelines, or 
simply offering a listening ear, her 
dedication is undeniable. “My work is so 
much more than selling homes,” she says. 
“It’s about helping people step into the 
next chapter of their lives. And I get to be 
a part of that story—it’s a huge honor.”

Congratulations to Celine Williams for 
dedicating herself each day to making a 
genuine difference for those around her.

My work is so much more than selling 
homes. It’s about helping people step into 
the next chapter of their lives. And I get to 
be a part of that story—it’s a huge honor.”
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Suncadia Social: Experience the Future of Mountain Living

Join Us in Suncadia 

EVENT INVITE

Key Inspection Services locally owned and operated is your source for licensed Washington home inspectors and consultants that 
provide the best home inspection services in Western Washington area. Our inspectors comply with a Standard Of Practice and the 

home inspector Code Of Ethics that ensures guaranteed inspection services at all times. Covering from Bellingham to Tacoma.

Need a SAME DAY or RUSH Home Inspection?
 Book online, Call or text us directly, and we will do our best to fit you in!  206-290-9498  •  keyinspectionservices.com

Home Inspections - Warranty Inspections - New Construction Inspections - Condo/ Townhome Inspections - Sewer Scopes - Maintenance 
Inspections - Air Quality Testing - Surface Mold Testing - Limited Thermal Testing - Mobile Home Foundation Certificates

16,600+
Happy Customers

1.2 Billion Dollars Worth
of Homes Inspected

20+ Years
in Business

Mill Creek, Everett & Snohomish

Christine Visser,
President & Owner
cvisser@caringtransitions.com
(206)-739-7510 • caringtransitionsmillcreek.com

Senior Relocation
Senior Moving Assistance
Packing Services
Senior Resettling Services
Estate Sales
Charity Estate Auctions
Online Estate Auctions

WE SUPPORT REALTORS
WITH LIQUIDATIONS AND RELOCATIONS

TO GET A HOME READY TO SELL.

June 10th–11th | Suncadia, WA

This June 10th and 11th we’re bringing 
together top agents, valued partners, 
and potential clients for Suncadia 
Social, an exclusive two-day event 
celebrating community, connection, and 
the next evolution of luxury living in 
the mountains. Set against the stunning 

backdrop of the Cascades, this event offers 
a first-hand look at what makes Suncadia 
one of Washington’s most desirable 
destinations—and where it’s headed next.

At the heart of the event is a showcase 
of A+R Homes, whose thoughtful 
designs and exceptional craftsmanship 
represent the pinnacle of mountain 

living. Attendees will be treated to 
guided tours of A+R’s newest listings—
each one a reflection of refined 
Northwest style blending comfort, 
elegance, and seamless integration with 
the natural surroundings. We’re also 
excited to feature NW Roots and their 
work bringing to life Suncadia Social—a 
brand-new community hub within 
Suncadia that will include a grocery 
store, restaurant, modern housing units, 
and so much more. This is more than 
development—it’s a lifestyle destination 
designed for year-round living, social 
connection, and convenience.

The experience kicks off with a day 
of curated home tours, followed by a 
hosted happy hour and private dinner 
in the largest home in Suncadia—an 
unforgettable evening of food, drinks, 
and conversation in a truly spectacular 
setting. The following day, guests will 
enjoy a round of golf at the Rope Rider 
Golf Course, one of Suncadia’s premier 
courses, followed by a hosted lunch to 
wrap up the event on a high note.

Throughout it all, attendees will have 
the opportunity to explore, engage, 
and immerse themselves in everything 
this growing community has to offer. 
And as a special bonus, Real Producers 
guests will receive exclusive pricing 
opportunities on the new housing units 
at Suncadia Social. Whether you’re a 
broker, partner, or someone who simply 
appreciates thoughtful design and 
inspired living, Suncadia Social is your 
invitation to experience what’s next. We 
look forward to seeing you there.

JOIN US IN SUNCADIA 

JUNE 10TH AND 11TH
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ACTIVE ACHIEVER
WRITTEN BY DAVE DANIELSON  ••  PROFESSIONAL PHOTOS BY FOCUSED MEDIA COLLECTIVE

BLAU

AGENT SPOTLIGHT

DANIEL
A Seamless Transition into  
the Industry 
Dan is a broker at Compass in the 
Fremont office as part of Sean McConnell’s 
Northern Key Team. When he first joined 
the team was small, just four agents, but 
it steadily grew to twenty. This expansion 
gave Dan a unique advantage—
mentorship and resources that helped 
him develop his skills and navigate the 
complexities of the real estate industry. 
Surrounded by experienced professionals, 
he absorbed valuable knowledge that 
propelled him forward.

The Passion Behind the Profession 
For Dan, real estate is not just about 
selling homes; it’s about helping 

people explore and integrate into 
the community. Having grown up in 
Bellevue and now residing in Green 
Lake, he understands both sides of 
the greater Seattle area. This local 
knowledge allows him to guide clients 
in finding the perfect neighborhood that 
suits their lifestyle and needs. “I love 
helping people explore the community,” 
Dan shares. “When I work with 
someone, I like to figure out what they 
want and need and what area will work 
best for them in their day to day lives.”

A Driving Force: Family and Balance 
Balancing work and personal life 
is a priority for Dan. He and his 
wife, Courtney, have a four-year-old 
daughter, Reese, and Dan is committed 
to making time for both his career and 
his family. “I’m very fortunate to have 
a good balance between working hard 
and playing hard,” he says. That balance 
extends to his personal interests as well. 
An avid snowboarder and wake surfer, 
Dan makes sure to carve out time for 
the activities he loves. He believes that 
enjoying life outside of work ultimately 
makes him better at his job.

Achievements in Real Estate 
In just a few years, Dan has closed over 
200 transactions, totaling nearly $200 
million in sales volume. His success 
speaks to his dedication, consistency, 
and ability to connect with clients.

One of the aspects that sets Dan apart 
is his commitment to maintaining 
relationships. He believes in staying in 
touch with clients long after the sale is 
completed. Whether it’s through personal 
check-ins or organizing events like 
Mariners games, he ensures his clients 
feel valued and part of the community.

Giving Back to the Community 
Dan’s impact extends beyond real 
estate. He is actively involved in 
multiple organizations in Bellevue that 
focus on mentorship and education 

When Dan Blau first got his 
real estate license in March 

2018, he didn’t plan on 
making it a full-time career. 

Initially, his goal was 
simple—buying his own 
home. But life had other 

plans. A long time friend, 
Nick, saw his potential and 

convinced him to dive in 
full-time, enticing him with 
the idea of golfing during 

the week and selling homes 
on the weekends. Dan 

asked, “Can we go wake 
surfing instead?” It didn’t 

take long for Dan to realize 
that real estate was more 
than just a transaction; it 

was an opportunity to help 
people find their place in 

the community. In turn, he is 
an active achiever—helping 
his clients reach their goals.

I love helping 
people explore 
the community.

When I work with 
someone, I like to figure 
out what they want and 
need and what area will 

work best for them in 
their day to day lives.”
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consistency is key. “Meet as many people 
as you can,” he advises. “Stay in touch 
and keep those relationships going. Real 
estate is a long game, and success comes 
from building strong connections.”

His ability to foster relationships is 
something he learned from his father, 
who always emphasized the importance 
of staying connected. Dan recalls 
childhood road trips to Disneyland, 
where they would make stops along the 
way to visit his dad’s friends. That lesson 
stuck with him, and today, he applies it 
to his own business.

Leaving a Lasting Impression 
Dan wants to be remembered not just as 
a great real estate agent but as someone 

who ensures his clients have a positive 
experience throughout the home-

buying process. Whether it’s 
through personal touches 
like stapling “Sold” signs 

with his young daughter 
or organizing fun outings 
for his clients, he strives 
to make the process 
enjoyable. “I always 
want everyone to have 
a good time,” he says. 
“Buying or selling a 
home is a major life 
event and can be 
stressful. My goal is to 
make it as smooth and 
enjoyable as possible.”

With his expertise, 
community 
involvement, and 
dedication to both 
his family and clients, 

Dan Blau is making a 
lasting impact in Seattle’s 

real estate market. 
His journey—from 

getting a license to 
buy his own home 
to closing 200 
sales—proves 
that passion, 
consistency, 
and meaningful 
relationships can 
lead to success in 
any industry.

to give back to the community that 
raised him. The first is Rainier Athletes, 
a program similar to big brother 
mentorship within the Bellevue School 
District. Once a week Dan mentors a 
student, helping with homework and 
offering guidance. The organization 
rewards academic success by assisting 
with athletic expenses, ensuring 
students can pursue their sports goals. 
“This program is special to me,” Dan 
says. “It’s a way to support young people 
beyond the classroom and make a real 
difference in their lives.”

The second initiative is a scholarship 
Dan co-founded with a few high school 
friends from Sammamish High. The 
$5,000 annual scholarship is awarded to 
a student who is the first in their family 

to attend college. Over the past decade, 
they’ve raised more than $50,000, all 
through social media fundraising efforts 
and other SHS alumni. “We started it as 
a small way to give back,” Dan explains. 
“Now it’s become something that truly 
impacts students and their futures.”

Dan is also a board member with 
Cougs First, an alumni organization 
for Washington State University, 
encouraging alumni to prioritize and 
promote each other’s business efforts 
within the network. 

Advice for Aspiring  
Real Estate Agents 
Dan’s journey in real estate has taught 
him many lessons, but the one piece 
of advice he always shares is simple: 

Stay in touch and keep those 
relationships going.

Real estate is a long game, and success 
comes from building strong connections.”
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For Bret Butler, real estate was not a childhood dream 
or even a planned career move—it was the result of a 
canceled flight, a snowstorm, and a moment of clarity 
at the bottom of an airport escalator in Las Vegas.

“I looked up, saw the ‘Thunder From Down Under’ 
billboard, and turned to my wife and said, ‘We’re 
getting the heck out of here,’” he laughs.

That moment, paired with a turbulent holiday trip in 
2009, marked the beginning of a career that has now 
spanned over 16 years in the Pacific Northwest.

Bret joined the family business in the aftermath of 
the housing crash, during one of the most challenging 
markets in modern real estate history.

“You get a lot of agents who come in during the boom 
and think it’s easy. I came in when things were hard—
and I learned to do it the right way,” he explains.

Starting out, he got the “grunt” work: buyers spread 
across counties, open houses every weekend, and 
little of the glory. But over time, he earned his spot 
and shifted from support to leadership.

Now based in Woodinville—where he lives, works, 
and raises a family—Bret’s success is rooted in both 
his competitive drive and his commitment to doing 
things right. “Why be the number three starter 

when you can be number one?” he says, pulling 
from his days as a baseball pitcher. For Bret, real 
estate is no longer just a job—it’s a calling forged by 
perseverance, community, and a whole lot of grit.

COMPETITIVE FIRE 
For Bret Butler, the shift from baseball diamond to real 
estate wasn’t as painful as you might expect. A former 
pitcher at USC, Butler had his sights set on success — 
just maybe not in the majors. “I remember sitting in 
the first meeting with all the pitchers,” he recalls, “and 
they asked who wanted to go pro. I was the kid from 
Woodinville who raised his hand a little slower. I was 
there for the education.”

That education — and the pragmatism it came with — 
led Butler to turn down a shot at the minor leagues in 
favor of building a business and a family life. “It was 
pretty easy to walk away,” he says. “I wasn’t going to sit 
on a bus making $1,200 a month. I wanted more.”

These days, he’s found a new field to dominate; 
coaching youth baseball, cheering on his daughter’s 
fierce play in Crossfire soccer, and running a thriving 
real estate business with his wife.

“Honestly, I get more pumped for my kids’ success 
than I ever did for mine,” he says. “That sounds cliché, 
but it’s real.”

FOLLOWING 
HIS  OWN PATH

BRETBRET
WRITTEN BY DAVE DANIELSON 

PHOTOS BY FREESTYLE PRODUCTION

COVER STORY

BUTLERBUTLER
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PASSION FOR THE PROFESSION 
Bret is still competing — just in a different arena. From signs 
on Safeway carts to community sponsorships, Butler and his 
wife have built a recognizable brand in Woodinville. “People 
always say they see us everywhere — on carts, in programs, 
at open houses. There’s no one silver bullet, but you stay 
consistent, stay visible.”

With no plans to slow down — and no clear “retirement” 
roadmap — Butler stays grounded in routine and relationships. 
“The small things make the big things happen,” he says. 
Whether it’s getting up early or staying late at a practice, it’s 
clear Butler’s game is still very much on.
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In an industry where algorithms and 
automation often dominate, Bret 
Butler stands out by keeping things 
refreshingly personal.

“I still walk into homes and see one of 
our postcards on the fridge,” he says, 
smiling. “There’s something about 
print—it creates a need where there 
wasn’t one before. Social media’s the 
same in some ways. It keeps you visible.”

Butler isn’t anti-tech, but he’s skeptical of 
chasing leads that only reach other agents.

“We do social, sure—but our real 
lead generators are relationships and 
community presence,” he explains. It’s a 
model that’s worked: 85% of his business 
now comes from listings. But it didn’t start 
that way. “I was Butler & Butler’s buyer’s 
agent in the beginning. He had the listings, 
and I did 90% buyers. You’ve got to list to 
live—that’s the saying, and it’s true.”

Selective about who he works with, 
Butler uses a simple “three strikes” rule: 
if it’s not a fit, he’s happy to refer clients 
out, especially outside his core area. 
“Seattle’s its own climate,” he says. “I 
don’t want to do a disservice to clients 
just to take a listing.”

Off the clock, he’s likely found in Priest 
Lake, Idaho, where his family cabin has 
become a treasured sanctuary. “We go 
up in the side-by-side, build a fire, and 
just be. The kids still like us, so we’re 
soaking up every minute.”

Despite changes in real estate and 
pressure to go fully digital, Butler’s 
approach is grounded. “At the end of 
the day, it’s still about the relationship. 
Social media’s just the modern-day 
postcard. But that phone call? That’s 
what really matters.”

Congratulations to Bret Butler who 
serves the best interests of those around 
him … by following his own path.
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