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JORDAN RIVER
MOVING & STORAGE

NW Roots CONSTRUCTION

FREMIER BUILDER ® LOCALLY | NGRIRED ® EXCERTIOMAL DETAIL

“Where Quality & Integrity Are Priorities.”

LOCAL| LONG DISTANCE | RESIDENTIAL
COMMERCIAL | MILITARY | INTERNATIONAL

=, B
" g
R

Jun -'\,'E.-l. L

;.4\ ¥ *Hi"' ~

[}
-

g e .

i
8 [ el

SECURE STORAGE | FREE VISUAL ESTIMATE
FREE BOX DELIVERY | PIANO EXPERTS | ANTIQUES & ART

24 HOURS A DAY, 7 DAYS AWEEK, NO EXTRA CHARGES!

206-236-0808 425-450-0808 877-611-0808

FULLY LICENSED & INSURED | US DOT 901418 | 391125C | HG11884 | NVOCC 021419N

G e e e T R <
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DECORUS

HOME STAGING

DESIGN-LED STAGING. CUSTOM-CURATED
INSTALLATIONS FOR THE LUXURY MARKET

How your homes

are presented today

shapes how your brand is
remembered tomorrow.

Talk to me about this artwork. I'm obsessed. Do you M O D E R N L I VI N G

.S'C[l_}"OZU"’ (li't?—Broker, Murray Franklyn New Floor Plan Reveal ” Elevate your Space Wlth our Curated CO”eCtion Ofr pran'ium
cabinetry, countertops, tile, and flooring. From expert sourcing
to professional construction, we handle your project from start to
finish.

Our Answer:

« Every piece of artwork is created in-house
Curated specifically to the home’s architecture

« Designed to control scale, emotion, and cohesion

All Art made and curated for the home is
available for purchase—so the experience
doesn’t end at the showing!

This isn’'t staging—it's how your brand is

We d?Slgn fOI’ that lastlng experienced, remembered, and built over time.
reaction the moment you Through custom in-house art and design tailored to GET IN TOUCH

Walk in, each home’s architecture, we create a moment buyers
feel instantly... and remember long after they leave. 495-505-0402

Worth more than 5 stars and highly
. P an ¥ b pine iorpe PR N I .
recommended!...their pieces continue o wow No'Gw0-ingTalE alike BecauseTo
and exceed expectations, and the customer
service, from top to bottom, is elite.. ’ ’

Admins@RMConstructionDesign.com

RMConstructionDesign.com

two homes are.

Scan to elevate
your next listing

For those who value what
stands apart.

- Thomas James Homes

661 120th Ave NE, Unit 19B
Bellevue WA 98005

=== CONSTRUCTION & DESIGN




FLOOR COVERINGS

Your Flooring Partner

—
.

Improve your
listings with

new floors!

All types of flooring, b/
many installed within days @ :3‘}"\___

Custom solutions for every
room & budget

0% financing for 1 year

Licensed, insured u. ol
general contractors S 'PET PERFE('

CHRIS AND ANDREA HANSEN, OWNERS
FLOOR COVERINGS INTERNATIONAL
HELLO.SEAEAST@FCIFLOORS.COM (425) 229.8529

‘V\‘b RostaMtBrrggs

Pre-approvals are easy.
Winning offers takes strategy.

In a competitive market, details matter.

Rosa goes beyond the pre-approval to help structure
offers that stand out, anticipate potential issues, and
keep your deals moving forward.

Start winning more deals

w_lt__h Rosa Briggs




MINOR REPAIRS TO MAJOR RENOVATIONS

YOUR NO UPFRONT COST CONTRACTOR FOR EVERY LISTING!

ASISVALUE
SADO OO

REPAIR COST
';-ﬂ-.:r?a':'l : (.:--::-\'-::'-

SALES FRICE

“My clients have significantly increased the profit on theirsales, with full home
remodels taking only 6-7 weeks. JCC Is my secret weapon on listing presentations”!

STOP SETTLING FOR THESE LIMITATIONS. THERE'S A BETTER WAY.

Sellers expect top dollar but

can't pay for needed upgrades

[ o muness _ Google Rating

= A+ pating ‘};_- LR & 2 & & ¢

L 425-448-1600 < concierge@jccmove.com @ jccconcierge.com

(0}
HELPING HOMEOWNERS TRANSITION
WITH EASE, SPEED & PEACE OF MIND

SELLERS EXPECT MORE. WE HELP YOU DELIVER.

.
= | -

" e, S |

Results Guaranteed Dedicated, Local Pr.uiavr.t Manager More Profit, Faster Sales

s
‘=1

Staging & Cleaning Included No Loans & Zero Upfront Cost

No Budget Caps

OTHER CONCIERGE PROGRAMS ONLY GO SO FAR.....
JCC CONCIERGE DELIVERS REAL RESULTS, BACKED BY GUARANTEES NO ONE ELSE OFFERS.

OMN-TIME GUARANTEE

ON-BUDGET GUARANTEE OWHNER PROFIT GUARANTEE

WE'VE GENERATED OVER $7.8 MILLION IN EXTRA PROFIT FOR HOMEOWNERS!

DO YOU HAVE AN UPCOMING LISTING
THAT NEEDS WORK?

SCAN or CALL to get started

( 425-448-1600

AND LEARN HOW INTEGRATING JCC CONCIERGE INTO YOUR MARKETING CAN HELP YOU WIN MORE LISTINGS!

JCC CONCIERGE I5 A LICENSED, BONDED & INSURED GENERAL CONTRACTOR
JCC wteriment Grdup WE DRA JOC Conclerga Contractor # JOTINIE 9006



Closings
in as few
as 8 days

Trust us to get it done

With banks facing instability, we want to
assure yvou that our fast and secure process
rermains the same. Our team is dedicated to
closing quickly for your clients while instilling
confidence every step of the way.

Jenni Sandmeyer

We're proud to back this with closings in as
few as 8 days. Whether your clients have found
their dream home or are starting the house

" hunt, work with us to break through
Darlus 4 the market's uncertainty.
‘Glncys COVER!STORY

Contact us to learn more.

IN THIS ISSUE

10 Preferred Partners

12 Meet The Team

14 Follow Us

16 Publisher’s Note

20 Partner Spotlight: Seabrook

26 Agent Spotlight: Jenni Sandmeyer
30 Out in the Field

34 Agent Spotlight: Aaron De Nunzio
40 Notable Home

Cindy Fraioli
Sales Manager

MML3363088 THE FRAIOLI TEAM

D 425364.4608

M 425.785.8202 CROSSCOUNTRY MORTGAGE™

F 425364.4610

46 34 46 Agent Spotlight: Kat Delay E cindy@thelraiolitearn.com
Kat Delay Aaron De Nunzio 52 Cover Story: Darius Cincys W cem.com/Cindy-Fraioli

' 1000 Dexter Avenue N Suite 310, Seattle, WA 98109 Equal Housing Opportunity. All loans subject to underwriting approval. Certain
If You Are Interested In Contributing Or Nominating Realtors® For Certain Stories, Please Email Shea At Shea.robinson@N2co.com. restrictions apply Cali for details. All borrowers must meet minimum credit score, loan-to-value, debt-to-incorme, and other requirements to qualify
for any mortgage program. CrossCountry Mortgage, LLC NMLS3029 NMLSI958276 [wwwnmisconsumeracoess.org)

TIL0_ABaysinficy
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Preferred Pariners

This section has been created to give you easier access when searching for a trusted real estate
affiliate. Take a minute to familiarize yourself with the businesses sponsoring your magazine.
These local businesses are proud to partner with you and make this magazine possible. Please
support these businesses and thank them for supporting the REALTOR® community!

ATTORNEY - REAL ESTATE
Joseph Ward Mcintosh,
Attorney at Law

(206) 399-5034
jwm-legal.com

CARPET CLEANING
PureClean Carpet Cleaning
(206) 590-8131
Carpetcleanerseattle.com

CATERING

Tapped Public House
(206) 225-8040
tappedpublichouse.com

CONTRACTOR / REMODELING
J Hanby LLC

(425) 244-4307

jhanbyllc.com

RM Construction
(425) 505-0402
rmconstructiondesign.com/

CUSTOM BUILDER
AR Homes Inc.
(425) 681-2097
a-rhomes.com

NW Roots Construction
(253) 212-5182
nwrootsconstruction.com

FINANCIAL ADVISOR
PCRG Financial Advisor
(206) 660-6681
www.kylerwithpcrg.com

FINANCIAL/WEALTH ADVISER
Tyson Clawson CFP

Edward Jones

(360) 805-8417
edwardjones.com/tyson-clawson

12 - July 2026

FLOORING SERVICES

Floor Coverings International
(425) 541-1550

fcifloors.com

Jay’s Flooring LLC
(360) 691-9768
jaysflooringwa.com

GARAGE DOORS
Garage Door Guys
(360) 863-2133
thegaragedoorguys.net

HOME BUILDER
Thomas James Homes
(206) 458-5551
tih.com/pacific-northwest/

HOME STAGING
Decorus Home Staging
(425) 766-3503
decorushomestaging.com

HOME UPDATES
JCC Concierge
Paid at Closing
(425) 448-1600
jccconcierge.com

INSULATION

Stone Insulation Services
(425) 894-6387
stoneinsulationservice.com

INSURANCE

Goose Head Insurance
(425) 533-9905
quotes.goosehead.com

McGinness Family Insurance
Cameron McGinness

(425) 341-9595
agents.allstate.com/cameron-
mcginness-everett-wa.html

ProStar Insurance
Chris Vargas

(425) 948-1768
prostarinsurance.com

MORTGAGE

Adrian Webb Mortgage Advisors
(425) 658-8600
teamwebbloans.com

Canopy Mortgage
(425) 239-5548
teamrileyloans.com

Guild Mortgage
Casey Oiness Team
(206) 817-8979
guildmortgage.com

Rosa Briggs Home Lending
Cross Country Mortgage
(425) 268-0245
Rosabriggs.com

The Fraioli Team
Cindy Fraioli

(425) 785-8202
ccm.com/Cindy-Fraioli

Winter Rankin Team at Fairway
(206) 397-1287
winterrankinteam.com

MOVING & STORAGE
Eco Movers

(206) 971-6895
ecomovers.com

Jordan River Moving & Storage
(425) 450-0808
jordanrivermoving.com

PAINTING - INTERIOR/
EXTERIOR

All Covered Painting
(206) 682-7110
allcoveredpainting.com

PHOTOGRAPHY

Jackie Phairow Photography
(425) 215-3303
jphairowphotography.com

REAL ESTATE
PHOTOGRAPHY & MEDIA
FOCUSED Media Collective
(360) 300-5805
focusedmediacollective.com

RESIDENTIAL CONSTRUCTION
Puget Sound ADU Builders
(206) 677-3504
pugetsoundadubuilders.com

RESORT COMMUNITY
Seabrook Cottage Rentals
(360) 268-8002
seabrookwa.com

RESTORATION SPECIALISTS
PureDry Restoration

(425) 584-3056

puredry.com

ROOFING SERVICES
Anderson Roofing
(425) 677-7070
andersonroof.com

Armor Roofing
(425) 229-2198
amorroofing.net

STAGING

Living Edge

(425) 470-3408
livingedgestyle.com

Taylor Lane Interiors
(208) 869-8643
taylorlaneinteriors.com

VIRTUAL ASSISTANT
White Glove Hiring
(425) 577-2676
whiteglovehiring.com

”“:E-.:

I 72 HOUR INSTALLATION GUARAHTEE

Flaarmguc

DREAM IT. CHOOSE IT. FLOOR IT.

JaysFlooringWA.com

TAPPED PUBLIC HOUSE CATERING

Elevate every occasion with tailored catering experiences. From chef-

driven menus and private event spaces to mobile food trucks, trailers,

and our one-of-a-kind beer van—we make hospitality effortless and
extraordinary.

« Weddings * Delivery
« corporate parties « Full Service
SCAN ME! » Private gatherings « Event Spa

*)
| |
- .
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Meet
The

Team

Shea Robinson Lindsay Rucker-Robinson Geneva Eilertson
Owner Owner Ad Strategist & Client Care
Shea.Robinson@n2co.com ads_seattlerp@n2co.com

:‘ .
A
Heather Mitts Phylicia Bova
Social Media Content Coordinator

Rachael Ann Dru Solberg Jackie Phairow
FOCUSED Media Collective FreeStyle Production Photography

remain solely those of the author(s). The paid advertisements contained within the Real Producers magazine are not endorsed or recommended by The N2 Company or the

DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of The N2 Company d/b/a Real Producers but
publisher. Therefore, neither The N2 Company nor the publisher may be held liable or responsible for business practices of these companies.

- W LIVING EDGE
ST

A smarter way to stage
GISOLUTIONS FOR VACANT & MODEL HOMES

b

SIGN-LED STACIN
A '

At Living Edge, we believe that staging should be rooted

in real design thinking, not just simple styling. With our
proven process that balances strategy and creativity, we
help clients attract more competitive offers, faster.

We specialize in vacant and model home staging for real
estate professionals, builders, and developers who value
elevated presentation and exceptional service.

info@livingedgestyle.com | 425.470.3408 | livingedgestyle.com
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YOUR DREAM HOME [5 OUR PASSION

BUILD YOUR CUSTOM HOME WITH US

At A&R Homes, building your dream home is more than a project—it's a relationship. From our first conversation
to move-in day, we work side-by-side with you, listening, guiding, and bringing your vision to life. Every detail is
crafted with care, blending timeless design, modern comfort, and the beauty of the Pacific Northwest.

@ARHOMESNW - BUILDWITHUS@A-RHOMES.COM - A-RHOMES.COM




Follow Us On
Instagram
and Facebook
to Stay in

the Loop!

Tag us in your posts and
let’s help each other grow!

You should follow us on Instagram,
@seattlerealproducers! Then we
can follow you, and everybody wins!
Scan the QR code.

E] 13 Zl E’

"ROOFING
ROOFERS WITH HEART

FIGHTi AAN TR FﬁCKlNG

R’E | WIDE

#1 cUSTOMER FOCUSED ROOFING
COMPANY IM THE PACIFIC NORTHWEST

s > 'S ¥ b
M rmﬂr L(;:zmrmfm
JOSEPH WARD MCINTOSH

Attorney at Law —— PSS T len il address CusloNier CORGRTS

Always maintain open and transparent communication
Honor the privilege of serving our community
Be responsible and proactive

% % % kKX

¢ 206-399-5034 INTEGRITY | SERVICE | TRUST

Real Estate Litigation

B4 jwm@jwm-legal.com

@& www.jwm-legal.com
amorroofing.net  425.229.2198  info@amorroofing.net

Finally!

A simple, realtor-tested
system that lets you film
professional-looking videos
anywhere at home, in the
office or on location so you
can stay consistent,
compete with younger
agents, and grow your
business with confidence. All
in one bite sized course

REALESTATE MEDIATO==
OBVIOUS CHOICE, | | -
GROW YOUR S i
PERSONAL BRAND AND !/
ATTRACT MORE LEADS

FOCUS=1])

MEDIA COLLECTIVE




PUBLISHER’S NOTE

-7
Welcome to the Vl// 7 W

We are very excited for this month’s
publication. We get feature different
brokers from different offices, different
path’s to success, and yet all connected
by this incredible industry. These
stories are meant to show WHO people
are as they are not solely defined

by their production numbers.

As summer settles into the Pacific
Northwest, there’s a certain energy
that fills our communities this time of
year. The days are longer, the sunsets
seem to last forever, and despite the
busy pace of real estate, many of us
are reminded to pause and appreciate
just how fortunate we are to live and
work in such a beautiful place.

One message that has continued to
stay with me since our April event was
the perspective shared by John Israel
on gratitude and human connection.
In an industry centered around
relationships, it can be easy to view
every interaction through the lens of
opportunity or business growth. But
one of the most powerful reminders
from his presentation was that genuine
gratitude should never come with

[ZiFAIRWAY

RPN T MOETGASE CORPORATION

BUY NOW, SELL LATER —
FAIRWAY BRIDGES THE GAP

Lean amounts up to $750,000° give your clients the

flexibility to move when they're ready.
= Stronger offers - no contingencies

» Lessstress - may pay off the current mortgage
and cover down paymeant and closing costs

PIERCE RANKIN

Branch Sales Manager, NMLS 1480352

206-235-8677
Pierce.Rankin@fairwaymc.com

18 - July 2026

Contact me to find out more!

of Seattle Real Producers!

strings attached. A handwritten note,
a thoughtful message, or a simple
acknowledgment of someone’s impact
can carry tremendous meaning

when it comes from a place of
sincerity rather than expectation.

The best acts of kindness are often the
ones where nothing is expected
in return. How often do we take
time to show appreciation when
it’s least expected? Not because
we hope it leads to a referral,

a deal, or recognition, but
simply because someone
deserves to know they matter.

As we move through the
heart of summer, I hope
we all continue finding
ways to lead with gratitude,
encourage those around
us, and strengthen the
relationships that make
both this industry and our
communities so special.

Warm Regards,

Shea Robinson
Seattle Real Producers

INTER RANKIN

TEAM

RESOURCE GROUP, INZLC
Planning Your Financial Future

YOUR FINANCIAL STRATEGY SHOULDN'T EITHER.

| develop strategies around commission income, self-employment tax exposure, and the way
you actually want to experience your life. That way uncertainty never turns into stress.

SCANTO Kyler Kedroske .?

STARTA CPFA™, Wealth Strategjist
kylerwithpcrg.com

CONVERSATION

4

Securities and investment advisory services are offered through Osaic Wealth, Inc., member FINRA/SIPC.
Osaic Wealth is separately owned and other entities and/or marketing names, products or services
referenced here are independent of Osaic Wealth. Osaic Wealth does not offer tax or legal advice.

FULL HOME REMODELING AND RENOVATIONS

QMLLC
NTRACTOR

GCENERAL CO

LUXURY WHOLE-HOME REMODELS
CRAFTED FOR THE WAY YOU LIVE

J, HAMBY LLC, EASTSIDE REMODELING CONTRACTOR
QUALITY & INTEGRITY, DELIVERED ON TIME

@ goosehead THE LINDBERG AGENCY

INSURANCE

Protect what matters  Home.

Renters.

most with the best LTI
Fix & Flips.

coverage. W

Business.
And more.

The Goosehead Insurance difference:

Candid Advice Unrivaled Choice Concierge Service

We offer We find and We work for you and

straightforward, compare coverage are your go-to-source
unbiased advice. and cost with over for customized
150+ insurance coverage.

companies.

Chase Pruitt
(425) 533-9905 | Chase.pruitt@goosehead.com

goosehead.com/chase-pruitt

13606 Northeast 20th Street, Suite 307
Bellevue, WA 98005

GET YOUR QUOTE

Seattle Real Producers - 19



Flisdography & Design

The capture and design of fine art portraiture for your home.
www.jphairowphotography.com

Edward Jones

> edwardjones.com | Member SIPC

Are you invested properly?
Get a second opinion.

Tyson R Clawson, CFP*
Financial Advisor
1 East Main Street Suite 103

20 - July 2026

WHITE GLOVE

PECQPLE-SYSTEMS-FREEDOM
X ~

VIRTUAL
ASSISTANT

YOU DESERVE QUALITY HELP

| help busy agents hire high-level
VAs with 3-10 years of real estate
experience

Strong communication

Built by a
Q Critical thinking using the same model himself

| help find the right VA for
your business

Initiative

@) Attention to detail _
| help implement systems

and structure
Not cheap labor

Real operational support | monitor performance and

Act now Save time accountability

You have my word on it

| stay involved to help
@& www.whiteglovehiring.com ensure success

White-glove support before,
during, and after hiring

®

SCHEDULE A FREE
LOW-PRESSURE
CONSULTATION CALL



SPONSOR SPOTLIGHT

Srtenal,

A Coastal Town Built for the Way
We Actually Want to Live

PHOTOS COURTES

OF SEABROOK WASHINGTON

here is a stretch of the

Washington coast where

something uncommon has taken
root: a genuine town, designed from the
ground up for walking, gathering, and
slowing down. Seabrook Washington,
located in Pacific Beach, Washington,
is not a resort complex or a vacation
subdivision. It is a neighborhood in the
fullest sense of the word, and it has been
growing that way since 2004.

Casey and Laura Roloff founded
Seabrook with a clear vision, one
rooted in the principles of New
Urbanism, which holds that great
communities are walkable, human-
scaled, and built around connection
rather than convenience. Over the

past two decades, that vision has
become a living, breathing coastal town
complete with thoughtfully designed
neighborhoods, miles of trails and
shoreline, a vibrant Town Center, and
an ever-growing calendar of events and
amenities. For West Bellevue residents,
it sits just under three hours away and
represents something increasingly hard
to find: an easy escape that does not
feel like a compromise.

What Seabrook offers practically

covers a wide range. Through

Seabrook Hospitality, more than 320
professionally managed vacation homes
are available year-round, ranging from
cozy cottages to oceanfront luxury
retreats. Every property is set within

walking distance of the beach, dining,
shops, and trails, so guests can park the
car and simply be present.

For those drawn to something more
lasting, Windermere Seabrook Real
Estate has an on-site team of agents
with firsthand knowledge of the town
and its neighborhoods. Offerings span
one-bedroom homes to oceanfront
penthouses, with options suited to full-
time living, part-time use, or investment.
And for groups looking to gather in a
memorable setting, Seabrook’s catering
and events team brings the same
attention to detail to intimate dinners,
weddings, and corporate retreats as it
does to the town itself.

What draws people in, though, is rarely
a brochure. It is the feeling of the

place. One homeowner named Thanh
described it this way:

“We saw kids riding their bikes, families,
friends, and pups enjoying each other’s
company on the front porch of homes
or at a community outdoor fireplace,
and neighbors talking and laughing
with one another. Most importantly,
kids were outside and just being kids!
This reminded us of how things used to
be when we were growing up. The way
kids grow up now in today’s busy world
is tough on them and requires them to
grow too fast. We knew immediately, we
wanted to raise our kids in Seabrook,
even if it’s just part-time.”

Seattle Real Producers - 23



Seattle’s HB 1345 Is Changing What

That sense of something older and regenerative farm north of the Fernwood a recreation center, a new elementary

healthier being restored is part of what neighborhood is also expanding. school, and extended trail systems. The H C D W'th. Th - Pr

makes Seabrook distinct. The town goal is not simply more of what already Omeowners an 0 l elr Ope

was not designed to maximize units or Seabrook is also in a period of exists, but the continued evolution of

traffic. It was designed to encourage significant expansion. Over the next Seabrook into a more complete, year- REAL ESTATE PROFESSIONALS WHO UNDERSTAND WHERE HOUSING LAWS ARE
people to run into their neighbors, to five years, the town is adding new round coastal community, one where HEADED WILL HAVE A STRONGER EDGE IN THE CONVERSATIONS AHEAD
walk to dinner, to let children roam. neighborhoods, mixed-use residences, the infrastructure supports families -

Architecture, trails, gathering spaces, expanded retail and dining, and and individuals who want to live there,

and preserved natural land all work recreational amenities. Longer-range not just visit.

together toward that same end. The plans include a nearby medical center,

For our neighbors here in West Bellevue,
that proximity matters. A weekend at
Seabrook is genuinely within reach, and
for those thinking about a second home
or a lifestyle shift, the opportunity to
become part of a town still growing with
intention is a rare one. ¥

More information is available at
seabrookwa.com or by calling
(360) 276-0265.

ADUS - TINY HOMES - BACKYARD OFFICES - COTTAGES - CONDOIZATION

B 1345 opens the door for the professionals who can identify Refer a design-build project

etached ADUs on certain rural ADU-ready properties will stand and receive $2,500.
properties outside urban out early.
growth areas, creating new Multi-unit projects may
opportunities for homeowners, PSAB is a Seattle-based ADU qualify for up to $5,000.
: landowners, and investors design-build firm handling feasibility,
5 ' J% looking for rental income, design, permits, construction, and If you see the potential,
' - multigenerational living, or condoization planning in-house. send it our way. We will take
added long-term property value. it from there.
We partner with agents across the
As more homeowners begin city to evaluate opportunities and The laws are changing.
exploring what is now possible, guide projects from concept to The opportunity already is too.
completion.

ceJo-/50-SUuy

support@pugetsoundadubuilders.com

www.pugetsoundadubuilders.com

#PUGETSAT640QF



You're not getting a loan officer.

( BUILT DIFFERENT (ON PURPOSE) )

COMPLETE CONTROL REAL PARTNERSHIP ' I
NO PRICING CEILINGS SPEED THAT WINS Riley Lillibridge

Producing Branch Manager

CANOP

M ORTGAG E (425) 239-5548
TeamRiley@CanopyMortgage.com
RileyLillibridge.com

“My job isn’t just to close your deals —

Canopy Mortgage, LLC - NMLS 1359687
10025 19th Ave SE Unit 103, Everett

All loans subject to credit and property approval. Office: (425) 903-3150

EQUAL HOUSING
LENDER nmlsconsumeraccess.Org

FR==STYL=

Inspire. Empower. Create.

BUSINESSES WHO USE
VIDEO GROW REVENUE

49% FASTER

Turn your website & socials into a high
performing strategy that drives buyer and
seller engagement, increasing the number

of transactions and boosting revenue.

26 - July 2026

How agents partner with TJH

Clear paths to earn, deliver more value to clients, and reduce risk. Thomas James
Homes offers multiple ways to partner, each designed to simplify the process and
create more predictable cutcomes for everyone involved.

@ Acquire & Partner

Bring us aon underutilized or tear-down property and partner with TJH through the acquisition to
earn up to 4% of the purchase price at close of escrow. Our disciplined approoch to lond, design,

and construction creates a clear, efficient path forward from day one

@ Sell a New TJH Home

Represent a client purchasing one of our new homes and earn a commission at close of

escrow-supported by a single contract, a defined timeline, and o predictable, end-to-end process

@ Refer & Build

Refer o client who enters into a TJH Build services controct ond earn @ $50,000 referral fee.
Clients benefit from guaronteed pricing, o defined schedule, ond one accountable partner

from start to finish—-reducing risk and uncertainty

THOMAS JAMES HOMES

GUARANTEED PRICING. GUARANTEED TIMELINES.

SCAN THE QR CODE TO LEARN MORE
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That Compounds

PHOTOS BY JACKIE PHAIROW PHOTOGRAPHY

Long before real estate became her
career, Jenni Sandmeyer was already
drawn to it in a way that felt less

like a plan and more like instinct.

Weekend outings as a kid often
meant touring open houses with
her family, not out of necessity,
but because it was something
they genuinely enjoyed. “We’d
get ice cream and go look at
houses. Iloved it,” she recalls.

It was simple, but it stuck. That
early curiosity stayed with her as
she built a career in advertising
sales and focused on raising

her children. Years later, when
the timing finally felt right, she
stepped into real estate without
a defined roadmap, just a
willingness to work and the belief
that she would figure it out.

That belief was tested almost
immediately. Like many agents
starting out, Jenni entered a
crowded market without a
built-in network or immediate
traction. Instead of waiting for
opportunities, she created them.
Weekends became a steady
rotation of open houses, often two
a day, every Saturday and Sunday
for months. She drove across
Seattle, meeting buyers, learning
neighborhoods, and showing up
even when it felt like nothing was
happening. “I literally did every
open house I could,” she says.
“Two a day, every weekend.” Just
as she began questioning whether
it was the right path, everything
shifted. After months of consistent
work, she landed her first client, a
moment that changed everything.

What followed was not overnight
success, but something far more
meaningful and sustainable.
Drawing from more than a
decade in sales, Jenni leaned into
what she already understood at

a high level: relationships drive
everything. “You’re not really
selling. You’re building trust,” she
explains. Real estate, in her eyes,
was never about transactions.

It was about connection,
consistency, and showing up in

a way that makes people feel
confident in their decisions.

Rather than relying on scripts or
high-pressure tactics, Jenni built
her business through genuine
conversations and honest
guidance. She is known for being
direct, even when it is not the
easy route. “I've talked people out
of houses,” she says. “If it’s not
right for them, it’s not right.” That
level of transparency has become
one of her greatest strengths.
Clients remember it, and more
importantly, they come back
because of it. Over time, those
individual relationships have
compounded into a steady flow of
repeat business and referrals, the
kind that cannot be manufactured
and cannot be rushed.

Nearly a decade into her career,
Jenni is now seeing the full effect
of that long-term investment.
“Last year was a really good year
for me, and it was a lot of repeat
business,” she shares. “I realized
that’s probably eight years of
relationships coming back.”
What once required constant
outreach has evolved into a
business that often comes to her.
Much of her work is centered

in Magnolia, where she lives,
though she continues to serve
clients across the greater Seattle
area. More and more, clients

are reaching out because they
have seen her work or heard her
name, a shift that reflects not just
success, but consistency.

Behind that consistency is a

level of discipline that is easy to
overlook. Jenni is the first to say
she has never worked harder
than she does now. “I've never
worked harder in a job. Ever,” she
says. Real estate, when done well,
is not a part-time commitment.

It demands long hours, constant
availability, and the ability to
stay focused even when results
are not immediate. There are
seasons where the effort feels
heavier than the reward, where
deals are slow to materialize, and
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It works out.”
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patience is tested. But having gone
through that cycle year after year,
she understands the rhythm. “It
always works out,” she says. “You
just have to keep going.”

At the same time, she has learned
the importance of boundaries.
Early in her career, she said yes
to everything. Every showing,
every opportunity, every open
house. Over time, she realized
that success also meant protecting
the moments that matter most.
“If my kids have a game, 'm not
missing it,” she says. That shift
allowed her to build a business
that supports her life, not the
other way around.

Family plays a central role in
everything she does. Whether

it is cheering on her kids at
games, spending time together
watching sports, or heading to
the San Juan Islands to relax with
extended family, Jenni values a
life that feels full, not just busy.
“It’s really simple,” she says. “Just
being with my family, that’s the
perfect day.” The flexibility of real
estate allows her to be present in
those moments, even if it means
working late nights or adjusting
her schedule to make it happen.

When reflecting on her business,
Jenni measures success in a way
that goes beyond production.
The numbers matter, and

she acknowledges that. But
what stands out most are the
relationships she has built

along the way. “The reviews,

the referrals, the people who
come back, that means more
than anything,” she says. It is a
reflection of how she approaches
her work and the trust she has
earned over time.

Looking ahead, her focus remains
steady. There is no dramatic

shift in strategy, no sudden
reinvention. It is about continuing

to show up, continuing to build,
and continuing to trust the
process that has brought her this
far. If there is one piece of advice
she would give to her younger
self, it is simple. “Bet on yourself,”
she says. “It works out.”

For Jenni Sandmeyer, that belief
has proven true. #
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Where your first getaway
becomes the start of tradition

Find your perfect coastal getaway among 200+ vacation rentals throughout

our charming, walkable beach town—from forest cabins to ocean-view homes.

With events, scenic trails, beach days, pickleball, surfing, a relaxing spa, and

delicious dining, Seabrook is the ideal place to recharge and connect. Visit for

the season or discover the beach home of your dreams.

seabrookwa.com

EXPLORE SEABROOK LISTINGS

23 Seaside Lane
4 BRIBBA | 20205QFT

$1,875,000

OCEANVIEW

101 Market St, Unit C
3 BR|35BA|28515F

$3,350,000

114 Horizon St.
3 BR|225BA|1.552SF

$910,000

SALESQISEABROOKWA . COM

7 East Myrtle Lane
3 BR |45 BA | 28355F

$3,225,000
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106 Market St, Unit B
IBR|25BA| 2513 5F

$1,895,000

216 Front St.
4 BR|5BA|26295F

$2,350 000

360.276.7031

bl

22 Bungalow Loop
1BR{1BA | 416 SF

$499,000

374 Compass St
5BR|5E5BA|3.2815F

$1,795,000

4 Springboard 5t.
2BR | 1.5BA | 883 SF

$699.000

GWINDERMERESEAEBROOK



AGENT SPOTLIGHT

Leading with Heart
In @ Results-Driven World

PHOTOS BY JACKIE
PHAIROW PHOTOGRAPHY

DE NUNZIO

n an industry often

defined by numbers,

Aaron De Nunzio has built
his business on something
far less measurable but far
more lasting. For Aaron, real
estate has never been about
transactions. It has always
been about people.

Now in his ninth year,
Aaron’s path into real

estate started in property
management, where he
worked with AvalonBay
Communities. It did not take
long for him to recognize

a gap between effort

and reward, but more
importantly, a deeper calling.
Real estate was not a new
idea. It was something that
had quietly followed him
since childhood.

“I remember being a kid and
telling my mom that I loved
nice things and houses,”

he says with a laugh. “But
really, it was always about
people. I've always been
drawn to helping people in
meaningful moments.”

That perspective has
shaped everything about
the way Aaron approaches
his business today. While
many agents focus heavily
on systems, scripts, and
strict routines, Aaron leans
into something much more
personal. Connection.

“I don’t operate off a
checklist,” he explains.

“I stay in touch because I
genuinely care. If someone
pops into my head, I reach
out. It’s as simple as that.”

That organic approach has
proven powerful. Clients
feel it. They trust it. And
more often than not, they
return to it.




Aaron’s background

plays a big role in that.
Growing up around
family-owned restaurants,
he learned early what it
meant to serve others.

His father, a well-known
restaurateur in Seattle,
left a lasting impression.

“He was larger than life,”
Aaron says. “People were
drawn to him, and I think I
carry some of that with me.

38 - July 2026

Just connecting with people,
making them feel seen.”

That ability to connect has
fueled impressive growth.
After a slow start in his first
two years, Aaron’s business
took off in year three,
eventually scaling to over 80
transactions in a single year.
But success came with a cost.

“I missed a lot of time with
my family that year,” he

- Wi

shares. “My wife finally said,
‘I want my husband back.’
That was a turning point.”

From that moment on,

Aaron became intentional
about building a business

that supported his life, not
consumed it. Hiring an
assistant was the first step.
Setting boundaries came next.

Today, Aaron is deeply
committed to being present

for his family, from attending
his kids’ activities to creating
a flexible schedule that
reflects what matters most.

“I've learned that success
isn’t just about how many
homes you sell,” he says. “It’s
about the life you build along
the way.”

That same mindset carries
into how he serves his
clients. Aaron is known for
his honesty, even when it
means walking away from
a deal.

“My character is worth more
than any commission,” he
says. “If it’s not the right
house for someone, I'll tell
them. Every time.”

That level of integrity has
become one of his defining
traits. Clients know they can
trust him, not just to close a
deal, but to guide them in the
right direction.

Geographically, Aaron’s
business spans a wide range,
from Everett to Tacoma and
beyond. While he has strong
roots in Edmonds, he is not
one to limit himself if the
right opportunity or client
comes along.

“Ifit’s a good fit, 'm in,” he
says. “And if it’s not, I'll be
honest about that too.”

His business has also
evolved over time. What
was once heavily buyer-
focused has shifted toward
more listings, with a steady
pipeline of both buyers and
sellers at any given time.
Still, no matter the mix, his
approach remains the same.

“It’s never about me,” Aaron
says. “People can feel that.

I've learned that success isn’t just about how many homes you sell.
IT'S ABOUT THE

v -&i; T e —————— Y T
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And I think that’s why they
choose to work with me.”

There is a calm confidence
in the way Aaron operates.
He prepares, he shows

up polished, and he pays
attention to the details, but
he does not force outcomes.

“I'm going to give everything
I have, but I'm not going to
pretend to be something I'm
not,” he explains. “If 'm the
right fit, great. If not, that’s
okay too.”

That authenticity resonates
in a powerful way, especially
in a market where clients
are increasingly looking for
someone they can trust.

At the core of it all, Aaron’s
“why” has never changed.

“It’s those moments,”

he says. “Handing keys

to someone who never
thought they’d own a
home. Helping a family
realize what their house

is worth after years of
building a life there. That’s
what keeps me going.”

In a business driven by
results, Aaron De Nunzio
stands out for something
deeper. He leads with heart,
builds with intention, and
proves that success in real
estate is not just about what
you close, but how you
show up along the way.

ALONG THE WAY.”
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NOTABLE HOME

/ 6 5 2 105th Ave SE
BELLEVUE WA 98004

Known for delivering a limited number of highly - -
curated luxury residences, the developer behind
Seattle’s iconic Escala Penthouses has brought that
same level of craftsmanship and intentional design
to Bellevue with this extraordinary custom estate at
1653 105th Ave SE.

A Rare Expression of Luxury

A %& %Mﬁé MM

PRESENTED BY CHRIS DALTO
HOME PHOTOS BY ACRE SEATTLE

A rare expression of custom luxury, this
extraordinary 6,200-square-foot residence brings
together striking architectural scale, refined interiors,
and an exceptional sense of privacy.

Thoughtfully composed across a five-bedroom, five-
and-a-half-bath layout, the home includes a stunning
upstairs primary suite and a second primary on

the main level, creating a floor plan that feels both
elevated and enduring.

CONTINUED >
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Walls of windows fill the interiors with natural light
and lead from the dining room into the impressive
great room, where a grand gas fireplace anchors the
space with warmth and architectural presence. At its
center, the kitchen was designed for true entertaining
and is complemented by a separate catering scullery
suited for intimate dinners, large-scale gatherings,
and effortless hosting.

A substantial private office opens directly to the
backyard, while a dedicated home gym and an
upstairs rec room designed for elevated media and
lounge space add to the home’s thoughtful livability.
Expansive patios, porches, and upper decks extend
the living experience outward, and the fully fenced
grounds feel like a true sanctuary. An elevator and a

collection of carefully chosen custom details further
reflect the home’s quiet sophistication.

Walking distance to parks, beaches, restaurants, and
shops, the location is equally as exceptional as the
home itself, offering a rare blend of privacy, luxury,
and convenience in one of Bellevue’s most sought-
after neighborhoods.

Offered at $5,779,000 and listed by Chris Dalto.

Chris Dalto

Dalto Group
Chris@daltogroup.com
661-755-7510
Instagram: @chris.dalto
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From personal training to high-end new
construction, Kat Delay has found her stride
by learning fast, showing up consistently,
and earning trust at every level.

For Kat Delay, real estate was
never part of some carefully
designed long-term plan.

It came out of necessity,
resilience, and a deep belief
that even in life’s hardest
seasons, there is always a
way to move forward.

When Kat first entered the
industry, she was navigating
a major turning point. Newly
single at 40, she was raising
five children, from teenagers
down to toddlers, and
figuring out how to support
her family on her own.

“I had basically never really
worked outside of the home
much to develop a career,”
Kat recalls. “I had my first
baby at 21, so by the time

I turned 40, I had done a
little bit here and there, but
mostly I had poured myself
into raising my kids. Then,
suddenly, I found myself
single, starting over, and
facing a question I'd never
really had to answer before:
what did I actually want to
do with my life?”

At the time, Kat was working
as a personal trainer, often
bringing her youngest
children with her to the gym
because childcare simply
was not an option. Her

days began before sunrise,
balancing early clients, school
drop-offs, daytime sessions,
and evening appointments.
It was demanding, but

it also revealed some of

the strengths that would
later define her business:
discipline, consistency,
relationship-building, and

a natural ability to earn
people’s trust.

“Personal training is sales
and relationships at its core,”
she says. “If someone trusts
you with their health, you've
already earned the hardest
kind of trust there is. That
carries over into everything.”

After briefly exploring a
path in firefighting, Kat was
encouraged by one of her
personal training clients,
Danielle Goheen, to pursue
real estate instead. Danielle
saw something in her before
Kat fully saw it in herself and
urged her to get licensed,
promising to help show her
the ropes.

“She believed in me and
just started pouring into
me,” Kat says. “She told me,
‘Get your real estate license.
I’'m going to teach you
everything I know.”

Kat took that encouragement
seriously. She earned her
license while still training
clients, studying whenever
she could, even between

appointments with her iPad
propped up on the stair mill.
When she passed the exam,
it marked the beginning of a
career that would eventually
lead her into one of the

most exciting corners of the
business: new construction.

From the start, Kat recognized
that while personal training
and real estate may look
entirely different on paper,
the heart of the work is
surprisingly similar.

“The technical skills are
completely different, but

the soft skills are exactly the
same,” she explains. “In both,
people have to trust you.
You’re helping guide them
through something important,
and if they feel confident and
secure with you, that makes
all the difference.”

That people-first philosophy
still shapes the way Kat
works today. She takes pride
in educating clients, giving
them honest guidance, and
then standing firmly in
their corner.

“I educate them, I give them
my professional opinion,
and I tell them exactly where
I think the market is,” she
says. “But at the end of

the day, they are the ones
making the decisions. If I've
agreed to represent them,
then my job is to go to bat for
what they want.”

Today, Kat has built
something of her own. She
and Bryndis Robertsdottir
are co-owners of True Haven
Property Partners, a team
built on a clear division of
strengths. Bryndis serves
as Director of Operations,
managing everything
behind the scenes, the
systems, processes, and
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infrastructure that keep the property opportunity in completely different level Working in new construction the nuances of the contracts when relationships did not
business running smoothly. Redmond and taking the of product knowledge, allowed her to immerse and addendums, buyer translate into business. New
Kat handles all the client- initiative to door-knock the confidence, and consistency. herself in every layer of the preferences, lot orientation, construction gave her a
facing and agent-facing surrounding neighborhood, For Kat, the experience sales process. She learned timing, inventory flow, and different kind of confidence.
work, the relationships, Kat helped connect a larger became transformational. the builder’s floor plans, how to properly position the It proved that she could walk
the conversations, and the land assemblage opportunity value of a builder product into a luxury environment,

day-to-day energy of the
business. It’s a partnership
that works because each

of them is exactly where
they should be. Recently,
they brought on a new
agent, Ginger Vrooman,
who earned her license

last year. In many ways,

the setup mirrors how Kat
herself got her start with a
newer agent learning the
business from someone who
has been in the trenches.
For Kat, it’s more than a
business decision. It’s a
way of passing forward the
gift she was given. “It’s the
same kind of opportunity
Danielle gave me,” she says.
“I want to be that person for
someone else.”

to Murray Franklyn. That
experience opened a door into
the builder world and sparked
her interest in learning more
about the development side of
the business.

Rather than simply
handing the opportunity
off and moving on, Kat
asked questions. She
wanted to understand the
process, the product, and
the bigger picture.

She didn’t hesitate. “I wasn’t
going to just watch from the
sidelines,” she says. “I wanted
in. Show me how it works, let
me get my hands on it, and I'll
figure out the rest.”

That willingness to step into

to discerning buyers.
Weekend after weekend,
she showed up, collaborated
with experienced agents,
observed what worked,
refined her approach, and
became more fluent in the
language of builder sales.

It was not just about sitting at
an open house. It was about
becoming an expert in the
product and in the process.

That knowledge became a
genuine value proposition
for her clients. Kat could
explain not only the homes
themselves, but also what
made certain lots more
desirable, how timelines
worked, what buyers could
expect from the builder, and

connect with strangers,
communicate her value
clearly, and earn their trust.
Now, Kat is continuing to
build on that momentum.
She is pursuing more
on-site opportunities,
deepening her relationships
in the builder space, and
continuing to learn the land
side of the business as she
works alongside Murray
Franklyn. Her long-term
goal is clear: to keep growing
within new construction
and, eventually, earn a
larger role on the listing
side of builder projects.

For Kat, it is not only about
production. It is about
becoming excellent in a
niche that energizes her.

While that approach helped unfamiliar territory led to an how to navigate the process
her establish a strong opportunity at The Vintage with clarity and confidence. “I'm excited,” she says. “It’s
foundation in the business, in Woodinville, where Kat She even began organizing so fun for me to be able to

one of the biggest turning
points in Kat’s career came

began working on-site with
Murray Franklyn products. It

details across upcoming
communities and floor

do this.”

through an unexpected was a major leap. These were plans so she could better That excitement feels
opportunity in land and luxury homes at significantly guide buyers toward the especially meaningful
new construction. After higher price points, and the right fit, whether it was at because it has been hard-
helping uncover an estate environment required a her site or another Murray earned. It is the product

Franklyn opportunity.

The results caught her off
guard. She had walked in as
the newcomer, the one with
the most to prove — and
somewhere along the way,
without even realizing it, she
had become the top producer
on site. “That had never
happened for me before,”
she says. “It completely

of years of perseverance,
sacrifice, adaptability, and a
willingness to keep stepping
into rooms where she could
learn more.

Kat Delay did not simply
find her way into real estate.
She fought for it. And now,
as she continues carving

out her place in the world
of new construction, she

'1._..iI!-l..

o = s = changed how I saw myself.” is proving that success is
i = === = not always about taking
= 5 - _' i : = = The experience also shifted the most obvious path.
- ] -~ = = = - her mindset. For years, like Sometimes it is about staying
= == = e = = =3 many agents, Kat had leaned open, staying humble, and
- == - = e heavily on her sphere and being ready when the right
= - = — felt the emotional weight opportunity arrives.
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Experience the difference true craftsmanship makes
with Seattle’s distinguished painting contractor.

FF
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225+ Real Estate Transactions in 2025.
One Trusted Insurance Partner.

Supporting top realtors across Snohomish & King County.

PROSTAR ADVISORS PH -I-nn
CHRIS VARGAS [(425) 948-1768 BRIAN WOLFE | (425) 200-0685

Chris. Vargas@ProStarinsurance com Brisng@ProStarinsurance com I N S U RA N C E
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TAYLO R% | ANE BOUTIQUI;HOME STAGING AND CONSULTATION

TEAM@TAYLORLANEINTERIORS.COM

INTERIORS

Savvy businesses know it's all
about who many you reach -
not how many.

Our niche publications, exclusive
events, and targeted digital
marketing get your brand in front
of ideal clients affordably.

Let's talk!

Reach out to the publisher
of this magazine today.
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For Darius Cincys,
success in real estate
was never going to
come by accident.

Long before he built a name in
the Seattle market, Darius was
developing the mindset that
would eventually define his
business: discipline, resilience,
and a willingness to do the work
long before the results show up.

“I've always been drawn to sales,”
he says.

That instinct started early, but his
path to real estate was anything
but traditional. Darius moved to
the United States when he was
12, attended high school here,
and later earned his business
degree from the Foster School

of Business at the University of
Washington. After graduation, he
jumped straight into sales, taking
on one of the toughest entry
points imaginable: door-to-door
selling T1 internet.

It was relentless work. Every day
meant showing up, pushing past
rejection, and learning how to
keep going no matter how many
times the answer was no.

“If you can learn to succeed in
that environment, everything else
feels more manageable,” Darius
says. “It really instilled discipline.”

That early grind shaped the way

he approaches business to this

day. It taught him that consistency
matters, that momentum is built
through repetition, and that success

often comes down to showing
up enough times for the right
opportunity to meet you there.

From there, Darius moved into
commercial sales for a large
relocation company, where he
continued sharpening his ability
to build relationships and earn
trust. One of his favorite examples
from that chapter came when
he landed a major national State
Farm account through nothing
more than persistence and cold
outreach.

Still, even with a strong career
trajectory, something was missing.

Over time, Darius found himself
growing restless. The work was
predictable, and he wanted
something that felt more

dynamic, more entrepreneurial,
and more meaningful. Around
that same time, he began
investing in real estate on the
side. After purchasing a 52-unit
apartment complex in Lakewood
with partners, renovating it,
improving operations, and later
selling it, he had a realization.

“When we saw how much we
paid the brokers to buy it and
then to sell it, I thought, why
wouldn’t I just get my license?”

That initial thought got him into
the business. But what kept him
in it was something deeper.
After earning his license, Darius
let it sit for nearly a year while
he continued juggling other
entrepreneurial ventures,
including a CrossFit gym and a
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media company. Eventually, with
the clock ticking before the license
would expire, he hung it at a
brokerage simply to keep it active.
But once he began helping a few
friends buy and sell, the direction
became clear.

“I realized pretty quickly this is
what I would enjoy doing for the
rest of my career.” That clarity
changed everything.

Once Darius made the decision to
take real estate seriously, he went
all in. He joined Coldwell Banker,
invested in Tom Ferry coaching
right away for structure and
accountability, and intentionally
sought out mentorship from
respected brokers already
operating at a high level.

That included building a
relationship with Terry Allen,
someone he still considers both

a mentor and a close friend.
Through that relationship, Darius
was exposed to the level of

detail, preparation, and market
knowledge required to compete
in the luxury space. It opened his
eyes not just to bigger listings, but
to a higher standard.

“Irealized I needed to know every
notable architect, every important
designer, every story behind the
properties,” he says.

And he meant it.

Darius immersed himself in
learning the Pacific Northwest
luxury market, studying
architects, designers, builders,
and major sales. He became

a student of the details,
understanding that high-end real
estate is not just about square
footage or price point. It is about
story, context, and trust.

That commitment helped create
a series of turning points early
in his career, including one of
his first significant listings: a $3.5

I realized pretty

quickly this is what I
would enjoy doing for

the rest of my caree

N

million listing in Broadmoor.
For Darius, it was proof that he
belonged in the room.

Selling luxury real estate, he
learned, is still about people.

The homes may be larger, the
price tags may be higher, and the
expectations may be greater, but
at the core, the work remains the
same: deliver exceptional service,
build genuine relationships, and
earn trust.

Even so, Darius is intentional
about not letting his business be
defined only by the top of the
market. While he has represented
significant luxury listings and
continues to operate in that space,
he brings the same level of care
and quality to every property,
regardless of price point.

That philosophy is one of the
clearest signatures of his brand.
For every listing, he invests

in elevated marketing, high-
quality photography, strong print
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66

I use the same team,
the same quality,
the same approach

regardless.”

materials, and a

polished presentation.

To Darius, a client’s home
deserves excellence, whether it
is a $700,000 property or a $20
million waterfront estate.

“I use the same team, the same
quality, the same approach
regardless,” he says.

That consistency has helped him
stand out and has fueled the
steady, referral-driven growth of
his business.

But for all of his ambition, one of
the things Darius is most proud of
has nothing to do with volume.

It is the life he has built around
his family.

A husband and father of two
young boys, Darius has worked
hard to structure his business in
a way that protects what matters
most. He starts his mornings
early, gets to the gym before
dawn, takes his children to
school, works with focus during
the day, and is home for dinner
and bedtime every night.

“I know these are the days 'm
going to miss,” he says. That
perspective grounds everything.

For Darius, success is

not just about what he

is building in business.

It is about building it
with intention. It is about
creating something
meaningful, sustainable,
and rooted in the values
that matter most.

And in a business where
many people talk about
balance, Darius is quietly
living it.

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

Year 1

Payment is 2% less
than the note rate

Let’s talk details!

Casey Oiness

Branch Manager

NMLS ID# 265169

150 120th Ave NE

Suite 300

Bellevue, WA 98005

0: 425.250.3170 | M: 206.817.8979
caseyo@guildmortgage.net

Apply Online
Www.Ccaseyoiness.com

Payment is 1% less
than the note rate

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.

Year 3

and going forward

Payment is

the note rate

Buydown program illustration is for educational purposes only. Please contact a Guild Loan Officer with any program guestions.
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Reliable Garage Doors.
Happy Homebuyers.
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local expertise
you can trust

Cam McGinness
(425)486-3456

mcginnessinsurance@allstate.com
5208 S2ND AVE | Everett, WA 98203

We genuinely enjoy helping others, even when there's
no direct benefit for us. That's just the way we operate.

T
Your role as a leading real estate agent is already '
challenging. Let me offer my assistance to make it Sl
easier for you. You don't have to worry about your [ McGinness
clients being my clients; I'm here to support you. F A M I LY '
Feel free to reach out to me if you need any help.

INSURANCE

MOVING DONE BETTER

SMARTER MOVES, STRESS-FREE RESUL T
G 8000+ REVIEWS * % % NG PCREG . ] &

Give your clients
Full packing, unpacking
storage, installs & et

> New Door Installation
> Garage Door Repairs

> Garage Door Openers
Pt > Residential / Commercial Work

s[:nﬂ HERE T0 [i[]'.ﬂ EsE » Same Day Emergency Service

FREE QUOTE! #i,

CONTACT US NOW:

206-971-6895
ecomovers.com

TRUSTED BY TOP REALTORS.

Famly Owned and
@ ol Operated for 10 Years

aanaseoooRsvs - Thegaragedoorguys.net

i
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A PRODUCT OF

THE N2 COMPANY

9151 Currency St.
Irving, TX 75063

BANKER RATES

BAw %f-l%lsks ADRIAN WEBS

Tired of hearing, "I love your /lender, but their rates are too aAll ™

high"? Frustrated by unanswered calls and weekend MILESTONE

unavailability? Experience flexible products, streamlined O R T A e Tt

processes, and 24/7 service with Adrian Webb, a 20+ year e
/ UWM

mortgage expert. Committed to service and expertise, Adrian

Webb Mortgage Advisors delivers competitive solutions for /
| TOP 1%
| CERTIFIED PARTHER ]
\_ 2024

your clients. We stand confidently behind our terms,
experience, and reputation, surpassing any lender in the
field.

Traditional gﬁhléel’ys_/]afi’/'ah Webb Mortgage Advicore

Limited Hours - Closed on H
Available 24/7, every da
Weekends @ / yasy

Lengthy Approval Processes @ Fast Approvals in 24 hours

Impersonal Service @ Exceptional customer service

PR®®

Limited Mortgage Options @ Diverse Mortgage Options

Upgrade your lender today! Call Adrian.
ADRIAN WEBB

Sr. Mortgage Advisor | NMLS-811655 | TeamWebbLoans.com

A I A

We are here to Power your business, go to www.PowerYourBusiness.ai
for more info on events and how we support your growth!

Adrian Webb | NMLS ID: 811655 | Milestone Mortgage Solutions, LLC| NMLS #1815656 | 128 Union Street, Suite 101, New Bedford, MA 02740 | Milestone
Mortgage Solutions, LLCis licensed/registered in California (60DB0-192393), Connecticut (MB1815656-MORTGAGE BROKER ONLY, NOT A MORTGAGE LENDER

OR MORTGAGE CORRESPONDENT LENDER), Idaho (MBL-2081815656), Maine (1815656), Nevada (NCEM-101664), New Hampshire (26661-MB), Oregon
(1815656), Rhode Island (20193813LB and 20214285LL), South Carolina (1815656), and Washington (CL-1815656). @
Copyright ©2025 | Milestone Mortgage Solutions, LLC | NMLS #1815656 —

Visit www.nml; ess.org and www.mil lutions.com/legal for more i ion. For infc | purposes only. This is not a
commitment to lend or extend credit. Information andy/or dates are subject to change without notice. All loans are subject to credit approval. Other
restrictions may apply. For additional details, visit www.milestonemortgagesolutions.com.

Sr. Mortgage Advisor | NMLS-811655 | TeamWebbLoans.com | (206) 795-8411



