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WWW.JORDANRIVERMOVING.COM 

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

206-236-0808       425-450-0808       877-611-0808 
FULLY LICENSED & INSURED | US DOT 901418 | 391125C | HG11884 | NVOCC 021419N  

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

MOVING & STORAGE 
JORDAN RIVER  

“Where Quality & Integrity Are Priorities.” 

LOCAL| LONG DISTANCE | RESIDENTIAL  
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How your homes 
are presented today 
shapes how your brand is 
remembered tomorrow.

We design for that lasting 
reaction the moment you 
walk in.
Worth more than 5 stars and highly 
recommended!...their pieces continue to wow 
and exceed expectations, and the customer 
service, from top to bottom, is elite.. 
- Thomas James Homes

Design-led staging. Custom-curated 

installations for the luxury market

No two installs alike, because no 
two homes are. 

Scan to elevate 
your next listing

For those who value what 
stands apart. 

Talk to me about this artwork. I’m obsessed. Do you 
sell your art? - Broker, Murray Franklyn New Floor Plan Reveal

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!

Through custom in-house art and design tailored to 
each home’s architecture, we create a moment buyers 
feel instantly... and remember long after they leave.

This isn’t staging—it’s how your brand is 
experienced, remembered, and built over time. 



Seattle Real Producers • 76 • November 2026



Seattle Real Producers • 98 • November 2026



Seattle Real Producers • 1110 • November 2026

PROFILES

Contents

IN THIS ISSUE

14	 Preferred Partners

16	 Follow Us

18	 Meet The Team

20	 Publisher’s Note

22	 Sponsor Spotlight: Chase Pruitt
26	 Nonprofit: Assistance: League®  

of the Eastside
30	 Rising Star: Julia Blaine
36	 Notable Home: The Enclave
40	 Magazine Celebration

44	 Forward Thinking

48	 Cover Story: Rob McGarty
54	 FAQ

Magazine Celebration

COVER STORY

The Enclave

Rob 
McGarty 48Rob McGarty

If You Are Interested In Contributing Or Nominating Realtors® For Certain Stories, Please Email Shea At Shea.robinson@N2co.com.

30 Julia Blaine
Chase Pruitt Of 
Goosehead Insurance22

30

40Magazine Celebration



Seattle Real Producers • 1312 • November 2026

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!

Preferred Partners

ATTORNEY - REAL ESTATE
Joseph Ward McIntosh, Attorney at Law
(206) 399-5034
jwm-legal.com

CONTRACTOR / REMODELING
J Hanby LLC
(425) 244-4307
jhanbyllc.com

RM Construction
(614) 772-2886
rmconstructiondesign.com/

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

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

CUSTOM HOME BUILDERS
Eide Homes
(509) 674-5100
eidehomes.com

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

FLOORING SERVICES
Floor Coverings International
(425) 541-1550
fcifloors.com

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

HOME BUILDER
Thomas James Homes
(877) 381-4092
tjh.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
Goosehead Insurance
(810) 623-5903
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
(206) 795-8411
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

PROPERTY MANAGEMENT
Enclaves 
(425) 521-7706
enclaves.us

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

REAL ESTATE RESOURCE
Open Now
(425) 736-7335
open-now.com

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

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

ROOFING SERVICES
Amor Roofing
(760) 696-1315
amorroofing.net

STAGING
Living Edge
(425) 785-9692
livingedgestyle.com

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

VIDEO MARKETING
Colby Wisen Video Marketing
(425) 381-9777
Colbywisen.com

VIRTUAL ASSISTANT
White Glove Hiring
(425) 577-2676
whiteglovehiring.com
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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.
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info@livingedgestyle.com    |   425.470.3408    |    livingedgestyle.com

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.

DESIGN-LED STAGING SOLUTIONS FOR VACANT & MODEL HOMESDESIGN-LED STAGING SOLUTIONS FOR VACANT & MODEL HOMES

Meet
The

Team
Lindsay Rucker-Robinson

Owner
Shea Robinson

Owner
Shea.Robinson@n2co.com

Jackie Phairow
Photography

Rachael Ann
FOCUSED Media Collective

Dru Solberg
FreeStyle Production

Heather Mitts
Social Media

Phylicia Bova
Content Coordinator

Geneva Eilertson
Ad Strategist & Client Care

ads_seattlerp@n2co.com

DISCLAIMER: The articles and opinions expressed in this publication are those of the respective authors and do not necessarily reflect the views of The N2 Company 
d/b/a Real Producers (“N2”). Advertisements appearing in this publication are paid placements and are not endorsed or recommended by N2. N2 is not responsible for the 
statements, opinions, or business practices of any authors, contributors, or advertisers featured herein. Portions of this publication may include content created with the 
assistance of artificial intelligence (AI) tools by authors or contributors and may not be independently verified by N2.
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WWelcome to the November issue of 
Seattle Real Producers!  

Fall is here! While we all enjoy the 
sunshine and long days, there is a 
different type of comfort into warm 
fires, comfy clothes and time with family 
and friends as we near the holidays.

While the publisher’s note typically 
focuses on what the real estate market is 
doing, how agents are working through 
and what is coming up in the coming 
months with our Real Producers. I want 
to take the time to be fully open and 
honest with our tremendous community. 

While we are at the end of October 
and transitioning into November. 
I want to highlight that October is 
Cancer awareness month. Sadly and 
unexpectedly I lost my mom to cancer 
last November. While the scar from that 
will never fully heal, I take this brief 
moment for you to take a pause. 

Our world is high paced and is built 
around the next closing, the next 

transaction and who 
can we meet next 
and who will give us 
the next referral. 
It makes sense as 
the world of real 
estate is extremely 
competitive and 
the minute you 
take a break from 
consistency, someone 
is waiting who isn’t 
willing to stop at that 
moment.

One thing I love asking agents 
in our interview, “what’s it all 
for?”. While it’s easy to feel like one 
is giving a “cliche” answer, ultimately 
we do what we do for our family. While 
each family looks and feels different, it 
is why we continue to move forward.

Don’t forget to take a moment to 
appreciate what you have and maybe 
it can be an extra motivation to power 
through a tough deal, a long day or 
whatever else is thrown at you.

PUBLISHER’S NOTE

Welcome to the November issue
of Seattle Real Producers!

We are excited to share more amazing 
stories, highlight our September Hawks 
on the Water party and so much more. 
A huge thanks to everyone who is part 
of the Real Producers community and 
wishing you a happy November. 

Warm Regards, 
Shea Robinson

WHAT BEGINS TO SHIFT

STRONGER 
CONNECTIONS

L earn  it .  P ract ice  it .  Actu ally  do i t .

A six-week, step-by-step program that takes the guesswork out
of video so you can show up with confidence, create strategic

content, and attract more leads and listings.

WHAT YOU’LL GAIN

CONFIDENCE
to show up on video
and be yourself

with your audience
and future clients

CLEAR STRATEGY
so your videos are
purposeful and on-
brand

COMMUNITY
of real estate pros
cheering you on

EASY SYSTEMS
to plan, f ilm, and
edit without
overwhelm

REPEATABLE
CONTENT SYSTEM
that keeps you
visible and builds
your brand

THIS IS FOR YOU IF...

You feel unsure, awkward,
or overwhelmed by video
right now

You know video is
important but don’t know
where to start

You don’t love the way you
look or sound on camera

You want to grow your
brand, connect with your
audience, and get more
leads

You’re ready to stop
overthinking and start
creating

You’ll feel more
comfortable and confident
on camera

You’ll have a clear plan for
what tp say and how to
say it

You’ll spend less time
thinking about it and more
time creating

You’ll start seing real
connection and
engagement

You’ll attract your ideal
clients through consistent,
strategic video content

YOU’LL RECEIVE

Six weeks of step-by-step
training

Weekly live group
coaching calls (Q&A + hot
seats)

Practical worksheets and
real-world exercises

Video feedback and
community support

Ongoing alumni access to
resources and the
community

THIS ISN’T JUST A COURSE, IT’S A TRANSFORMATION.
You‘ll walk away with clarity, confidence, and a content system that
helps you build your brand, stay visible, and generate more leads.

Your expertise becomes your content.

  
focusedmediacollective.com/fmcacademyjoinnow

info@focusedmediacollective.com focusedmediacollective.com @focused_media_collective

SCAN TO JOIN
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C
SPONSOR SPOTLIGHT

Furthermore, a deep 
background in competitive 
athletics, including years 
playing college basketball, 
instilled the relentless 
discipline, resilience, and 
collaborative drive that 
carried him through those 
intense early years. 

Now seven years in, the 
agency’s accomplishments 
speak volumes. Operating 
strictly on a referral-
only model, Goosehead 
Insurance - The Lindberg 
Agency pairs its powerful 
national carrier footprint 
with deeply rooted local 
relationships. That unique 
dynamic allows Chase and 
his dedicated team to shop 
coverage options that most 
individual clients or captive 
agents could never access 
on their own. The team then 
meticulously breaks down 
policy nuances so buyers can 
make genuinely informed 
financial decisions. The 
deliberate choice to run a 
referral-only agency yields 
distinct advantages in the 
high-stakes Seattle real 
estate landscape. Because 
every single client arrives 
pre-anchored in trust via a 
mutual connection—whether 
a trusted real estate agent, 
loan officer, or satisfied past 
client—the team spends zero 
time on cold prospecting. 
Instead, 100% of their energy 
is channeled into deep-dive 
policy analysis, proactive 
communication, and white-
glove client care. This model 
aligns the agency’s incentives 
entirely with partner 
satisfaction, ensuring every 
referral receives priority 
handling and meticulous 
attention to detail. 

“At the end of the day, my 
core creed is simple: serve 
people well, educate them 

with complete honesty, 
and construct a business 
around their actual 
needs,” Chase explains. 
This philosophy extends 
directly to his REALTOR® 
and lender partners. He is 
candid about what fulfills 
him most in his day-to-day 
work: demonstrating to a 
homebuyer that a minor, 
thoughtful adjustment to 
their coverage—sometimes 
costing just a few extra 
dollars a year—can 
eliminate a catastrophic 
liability gap. In a region 
marked by historic rate 
adjustments, tightening 
underwriting standards, 
and complex local 
environmental factors, 
that level of consultative 
guidance has evolved from 

a nice-to-have benefit into 
an absolute necessity for 
protecting wealth. 

“At the end of the day, my 
creed is simple: serve people 
well, educate them honestly, 
and build a business around 
their needs,” Chase says, 
a philosophy that extends 
directly to his REALTOR® 
partners. He is candid 
about what fulfills him 
most: showing a client 
that a modest adjustment 
to their policy, sometimes 
just a few dollars more per 
year, can close a coverage 
gap that might otherwise 
cost thousands. In a market 
shaped by record rate 
increases, tightening carrier 
guidelines, and the growing 
frequency of extreme 

weather events, that kind of 
guidance has shifted from a 
convenience to a necessity. 

Consider a recent scenario 
involving a buyer purchasing 
an older home in Seattle’s 
historic neighborhood 
circuit. Standard captive 
carriers either declined 
coverage due to roof age or 
offered policies with extreme 
wind and water deductibles 
that put the client’s finances 
at risk. Because Chase 
represents over 180 carriers, 
his team was able to navigate 
specialty markets instantly, 
securing full-value coverage 
at a competitive rate within 
24 hours. This not only 
satisfied lender requirements 
ahead of schedule but also 
saved the buyer thousands in 

Bringing a Referral-First 
Approach to the Seattle 

Real Estate Market

Chase’s path into the 
insurance industry began 
through an organic family 
connection rather than 
a calculated corporate 
pivot. Originally hailing 
from northeastern Ohio, 
he relocated to Seattle 
when his now-wife was 
accepted into a Doctor of 
Nursing Practice program. 
Shortly after the move, his 
brother-in-law, a director 
at Goosehead Corporate, 
introduced him to Charles 
Lindberg. Charles quickly 
became both Chase’s trusted 
business partner and one of 
his closest personal friends. 
What started as a warm 
introduction soon developed 

into an extraordinary 
business venture. Together, 
the duo established a top-40 
Goosehead agency in the 
entire country and earned 
the distinction of building 
the No. 1 brokerage across 
Washington state and the 
broader Pacific Northwest 
region. The transition, 
however, wasn’t without 
significant sacrifice. 
Chase stepped away from 
established sales roles and 
accepted a steep pay cut 
to construct the business 
brick by brick from the 
ground up. He credits his 
wife’s unwavering faith 
and encouragement as the 
foundation of his success. 

CHASE 
PRUITT

When a homebuyer signs on the dotted line, the absolute last 
thing a top-producing real estate agent wants is an unexpected 

insurance surprise derailing a seamless closing. In today’s volatile 
Pacific Northwest market, where carrier underwriting guidelines 

shift rapidly and property coverage requirements grow increasingly 
stringent, securing proper coverage has become a pivotal milestone 

in the transaction process. That is where Chase Pruitt comes in. 
As the owner of Goosehead Insurance - The Lindberg Agency, a 
premier Bellevue-based brokerage with access to more than 180 

top-rated carriers nationwide, Chase has built his entire practice 
around one clear, unwavering promise to REALTOR® partners: 
protect your clients, protect your closings, and protect your hard-

OF GOOSEHEAD INSURANCE
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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.

I 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.

Kyler Kedroske
CPFA™, Wealth Strategist

kylerwithpcrg.com

Your income doesn’t look like your advisor’s other clients.

Your financial strategy shouldn’t either.

Scan to
start a

conversation 

annual premiums while  
keeping the agent’s deal firmly 
on track. In another common 
instance, a client looking 
to bundle auto and home 
insurance discovered that a 
slight policy tweak provided 
comprehensive water backup 
coverage—a crucial safeguard 
in the rainy Pacific Northwest—
preventing what could have 
been a $30,000 out-of-pocket 
disaster during winter storms. 

Outside the office, Chase is 
most at home when immersing 
himself in the outdoors. He stays 
active with regular workouts, 
hiking local trails, and honing 
his game on the golf course 
or driving range. He and his 
wife, childhood friends who 
first met in sixth grade, were 
married in 2024 in his Ohio 
hometown. Together, they love 
attending sporting events, going 
to concerts, and finding quiet 
moments to unwind amidst busy 
schedules. That deep grounding 

in relationships and life 
balance shapes how 
Chase defines authentic 
professional success: 
doing high-impact 
work that creates 
genuine peace of mind 
while keeping family 
and relationships 
at the center. 

The insurance 
landscape over the 
past five years has 
tested even the most 
seasoned brokerages 
across the country. 
Rapidly shifting 
underwriting criteria 
and rate adjustments 
have left countless 
homeowners severely 
underinsured without 
their knowledge. 
Chase’s response has 
been to double down 
on transparency, 

education, and accessibility. 
His standing pledge to every 
industry partner and client is 
direct and reassuring: “You now 
have a dedicated guy for this.” 
Whenever complex questions 
arise or unexpected underwriting 
hurdles surface near closing, 
his team steps in immediately 
to solve the issue. That swift 
responsiveness has proven to 
be a decisive differentiator in an 
industry where client interaction 
often ends the moment the policy 
binder is signed. 

Looking ahead, Chase remains 
focused on expanding his 
agency’s footprint throughout 
the Seattle metropolitan region, 
deepening ties with local real 
estate brokerages and mortgage 
professionals, and continuing 
to scale through the organic 
referral networks that built his 
business. His overarching goal is 
to remain the premier standard 
of insurance advisory—
the resource top agents 

automatically turn to the second 
a client asks about property 
protection. Looking ahead, 
Chase is focused on deepening 
his presence across the Seattle 
metro area, strengthening 
relationships with agents and 
loan officers, and continuing 
to grow through the referral 
partnerships that have defined 
the agency from the start. His 
goal is to be the kind of resource 
that agents think of the moment 
a client asks about coverage. 

For real estate professionals, 
Chase wants to be more than the 
person who writes the policy. He 
wants to be the resource they 
can call when a question comes 
up, a coverage issue threatens 
a closing, or a client simply 
needs someone they can trust to 
explain their options.

After seven years in the 
industry, that approach 
continues to drive the way Chase 
and his team do business. By 
combining access to more than 
180 carriers with a referral-
based model built around 
education, responsiveness, 
and relationships, Goosehead 
Insurance - The Lindberg 
Agency has become a trusted 
resource for agents, lenders, 
and their clients throughout the 
Seattle area. 

To connect with Chase Pruitt: 

(425) 533-9905 | chase.

pruitt@goosehead.com

CONTACT

US!
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ssistance League® of the Eastside combines 
compassionate service, strong community 

partnerships and dedicated volunteers to help 
local children, adults, and families move forward 

with dignity and hope. A new outfit can help a child 
walk into school feeling confident. Clean clothing 
and personal-care essentials can restore dignity to 
someone leaving a hospital after an assault. A set of 
sheets, dishes, and household necessities can help 
transform an empty apartment into a home. These 
acts may appear simple, but at the right moment, 
they can be life-changing. That belief is at the heart 
of Assistance League of the Eastside, a volunteer 
member-driven nonprofit serving communities 
throughout Bellevue, Redmond, Kirkland, Kenmore, 
Sammamish, Woodinville, Bothell, Newcastle 
and surrounding areas. The organization began 
in 1989 as an auxiliary of Assistance League of 

Uplifting  the Eastside, One Neighbor  at a Time

ASSISTANCE 
LEAGUE®  
of the EASTSIDE 

PHOTOS BY KAITIE NEWCOMB

SUBMITTED BY AMANDA 

STANDLEY OF WINDERMERE

NONPROFIT

Seattle and became an independent chapter of 
National Assistance League® in 1997. For more 
than 35 years, its members have worked alongside 
schools, hospitals, shelters and other community 
organizations to identify unmet needs and respond 
with practical, compassionate assistance. What 
distinguishes Assistance League of the Eastside is 
its local, hands-on approach. The organization’s 
programs are planned and carried out by volunteer 
members who live in the communities they serve. 
Funds raised locally remain on the Eastside, 
allowing donors, sponsors and volunteers to see 
their generosity translated into meaningful help 
for their neighbors. Operation School Bell® is the 
organization’s largest program. Working with the 
Bellevue, Lake Washington and Northshore school 
districts, it helps students and families obtain 
clothing, shoes, school supplies, books, groceries, 
medications and other essentials. These resources 
do more than meet immediate needs. They help 
students arrive at school feeling prepared, included, 
and ready to learn. Assault Survivor Kits® responds 
to an especially vulnerable moment. When a 
survivor’s clothing must be retained as evidence 
following a forensic examination, volunteers provide 
new clothing and personal-care items for the 
journey home. Each kit offers comfort and restores 
a measure of dignity during an extraordinarily 
difficult experience. The organization also supports 
adults and families rebuilding after homelessness, 
violence or other crises through our Community 
Outreach and Volunteer Engagement programs. 
Starting Over Support provides household essentials 
to help individuals establish safe, functional homes. 
Help4Homeless supplies meals, hygiene products, 

welcome bags, and other necessities through local 
shelters and service providers. Women Inspired 
Network supports women and families living in 
shelters, those living in cars, and more. None of this 
work happens alone. School counselors identify 
students and families who would benefit from 
support. Healthcare professionals distribute survivor 
kits. Shelters and nonprofit partners explain what 
their clients need most. Businesses, foundations, 
sponsors and individual donors provide financial 
and in-kind support. Assistance League volunteers 
bring those relationships together, transforming 
community generosity into timely, practical help. 
During the most recent reporting year, Assistance 
League of the Eastside’s programs provided more 
than $359,092 in assistance, touched 3,705 lives and 
distributed thousands of items, including clothing, 
shoes, hygiene products and household essentials. 
Yet the organization’s impact is measured in more 
than numbers. It can be seen in the relief of a parent 
who can provide what a child needs, the confidence 
of a student wearing new clothing and the comfort 
of a survivor who knows someone cared enough to 
prepare for their needs. “At the center of everything 
we do is the belief that people deserve to feel seen, 
supported and valued,” said Carol Stamper, president 
of Assistance League of the Eastside. “When our 
volunteers, community partners, sponsors and 
donors work together, we can create meaningful 
change close to home.” That spirit of community will 
be on full display during the organization’s Holiday 
Home Tour on Friday, December 4, 2026. Guests will 
enjoy a self-guided tour of beautifully decorated 
homes in Kirkland, Redmond, and Woodinville. Each 
home will feature distinctive holiday décor, seasonal 

A
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inspiration and creative ideas, ranging from elegant 
and sophisticated to warm and whimsical. Last 
year’s tour welcomed nearly 750 guests. This year, 
Assistance League of the Eastside again invites the 
community to gather friends, explore remarkable 
homes and celebrate the season while supporting 
neighbors facing hardship. Real estate professionals 
are uniquely positioned to help. They understand 
the emotional importance of home and are deeply 
connected to the communities they serve. They can 
attend the tour, become sponsors, introduce the 
organization to clients, volunteer or recommend an 
exceptional home for a future tour. Through every 
program, partnership and event, Assistance League 
of the Eastside demonstrates what is possible when a 
community chooses to care for its own: one neighbor, 
one family and one child at a time. ## Help Build a 
Stronger Eastside  

There are many ways to support Assistance League® of 
the Eastside: Attend or sponsor the Holiday Home Tour. 
Volunteer as a member. Make a one-time or monthly 
donation. Join Friends of Operation School Bell® for 
$12.50 a month. Ask your employer to match your gift. 
Recommend an exceptional home for a future tour. 
Introduce us to a potential community or business 
partner. Holiday Home Tour 2026 Friday, December 4, 
2026 Kirkland, Redmond and Woodinville Self-guided 
tour • Home addresses provided after purchase Early-
bird tickets: $40 beginning October 1 Regular tickets:  
$45 beginning November 1  
Website: aleastside.org Email: info@aleastside.org  
Phone: 425-556-5106 Scan the QR code to purchase 
tickets, become a sponsor, or learn more. 
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For Julia Blaine, the common 
thread has always been people.

Long before real estate, before clients 
and contracts, Julia was building 
relationships in completely different 
settings. Born and raised in Lake 
Stevens, she has deep roots in the 
community she now serves. She and her 
husband both grew up there and have 

PEOPLE AT HEART

PHOTOS BY JACKIE PHAIROW PHOTOGRAPHY

RISING STAR

Julia 
Blaine

and loved the variety, but especially 
the relationships she developed with 
patients and their families.

She eventually realized she wanted to 
take that connection further and returned 
to school, earning a teaching degree with 
a dual endorsement in special education 
and later a master’s degree.

As a special education teacher, Julia 
worked with students who needed 
additional academic or social support. 
The work required her to understand 

that no two students needed exactly the 
same thing.

Years later, she sees how much that 
experience shaped the agent she  
would become.

“It’s always been about the people, it’s 
always been about the relationships,” 
Julia says.

After the birth of her second child, Julia 
took a year away from teaching. Staying 
home gave her time to reconsider 

something she had thought about 
before: getting her real estate license.

She initially imagined she might work 
on it while her children slept or perhaps 
sell during the summers.

That didn’t last long.

Julia earned her license in October 2024 
and had her first listing within days. 
Once she experienced everything that 
went into a transaction, she was hooked.

Julia 
Blaine

known each other since elementary 
school. Their relationship eventually 
grew into something more when they 
began dating at 15, and today, they are 
raising two children, ages 4 and 2, in the 
community that has always been home.

Even as a kid, though, homes fascinated 
her. On road trips, Julia remembers 
grabbing real estate booklets from the 

little plastic holders outside gas stations 
and stores just to look through the houses.

She loved the differences in architecture, 
but also what homes represented: the 
lives and stories created inside them.

Her first career path, however, took  
her elsewhere.

After attending Everett Community 
College, Julia began working in an 
orthodontics office shortly after turning 
18. She stayed for about five years 
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“If I’m gonna do it, I’m gonna do it,”  
she says.

That mindset quickly became evident 
in her business. Julia began with a 
team at Real, then moved into working 
independently after her first year. 
As her business has grown, she has 
remained committed to continuing her 
education, staying current on contracts 
and forms, and building relationships 
with other agents.

Those agent relationships are 
particularly important to her because 
she has seen firsthand how much they 
can affect a client’s outcome. Strong 
communication and trust across the table 
have helped her clients win offers, and 
in one recent transaction, relationships 
helped save a deal when financing fell 
apart just days before closing.

For Julia, none of that is simply 
networking for networking’s sake.

That person-first mentality is rooted 
deeply in Julia’s values. Her faith is 
central to both her personal life and 
the way she conducts business. She 
views her ability to connect with people 
as something she can use in service 
of others and is thoughtful about the 
people, opportunities and organizations 
with which she aligns herself.

Her husband’s support has also made 
her career possible. A commercial 
electrician, he has been what Julia 
calls her biggest cheerleader from the 
beginning, stepping in with their family 
when evenings and weekends pull her 
toward showings and appointments.

At home, Julia is working on being just 
as intentional about being present.

Her parents and sister live in the same 
neighborhood, and an ideal day is 
remarkably simple: outside with her 
husband and children, taking walks, 
playing sports, camping, crafting, or 
doing puzzles.

Lately, she has even been practicing 
leaving her phone behind.

For someone who naturally goes from 
zero to 100, slowing down doesn’t 
always come easily. But whether she’s 
with her family, working with another 
agent, or guiding a client through one 
of life’s biggest decisions, Julia keeps 
returning to the same priority.

People first.

The rest, she has found, tends to follow.  

The relationship ultimately needs to 
benefit the client.

That same thinking influences how she 
measures success. Her first-year goal 
was roughly one transaction a month. 
As she approaches her third year, she 
is aiming higher, but she is far more 
interested in the number of people she 
can help than her total sales volume.

“How many people can I help, rather 
than how much money can I make?” she 
says.

Education has become an important 
part of that approach. Julia wants her 
clients to understand not only what they 
are doing, but also what options may be 
available to them based on their specific 
situation. She has helped first-time 
buyers who assumed homeownership 
was still years away learn about down 
payment assistance, seller concessions, 
and other resources that made 

purchasing possible without draining 
their savings. In some cases, buyers 
have been able to close with no money 
out of pocket and even receive their 
earnest money back at closing.

It is also why Julia sometimes carries 
her clients’ decisions long after the 
workday ends.

She has woken up at 3 a.m. wondering 
whether something was signed 
or whether every detail had been 
considered. She worries when buyers 
stretch themselves financially because 
she never wants someone to end up 
resenting the home they purchased.

To Julia, a closing is never just another 
transaction.

She knows she is helping someone make 
a decision that can affect their family for 
years, and she feels a responsibility to 
treat it accordingly.
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Nestled in the renowned community of 
Grandridge Estates, this ultra-private, 
newly constructed residence, dubbed 
“The Enclave,” is a turnkey experience 
with curated finishes across nearly 7,200 
square feet of modern design.

Oversized sliding doors blend indoor 
and outdoor living, while the foyer 
features a soaring 30-foot skylit ceiling, 
a catwalk, and an art-like, under-lit 
floating staircase with Quartzite and 
wood-wrapped treads. The open floor 
plan connects a Miele® gourmet 
kitchen, hidden prep kitchen, dining, 
and living room anchored by a two-story 
fireplace wall and clerestory windows.

6752 266TH CT SE, ISSAQUAH, WA 98029

NOTABLE HOME

THE ENCLAVE 

PRESENTED BY BRIAN HOPPER

BUILD BY CONCEPT BUILDERS IN 

PARTNERSHIP WITH VB HOMES

PHOTOS BY CREATIVE COLLECTIVE
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A 30-foot covered pavilion 
offers a gas fire feature, built-
in barbecue and alfresco dining 
amid mature trees and lawn.

The primary suite is a private retreat 
crowned by a sculptural Shinnoki® 
ceiling medallion, with a spa ensuite 
featuring a soaking tub, dual vanities 
and an oversized boutique-style closet 
with center island.

Upstairs offers two ensuite guest 
rooms with sweeping views, a laundry 
and storage room, a tiered home 
theater with wet bar, and a glass-
wrapped office, plus a reading lounge 
gallery with stylish backlit shelving 
and more. The showpiece staircase 
transitions from cantilevered white 
oak treads to book-matched Quartzite 
slabs below.

The lower level features a wellness 
room with cedar sauna, steam shower, 
and cold plunge, plus guest quarters, a 
temperature-controlled wine display, 
office, and mudroom.

A four-car garage, expansive motor 
court, smart home automation, security, 
and backup generator complete this 
masterpiece of modern luxury.

The VIP Brokers Open featured 
incredible cars, amazing people and a 
property that must be seen in person!

Brian Hopper: 
“This home is breathtaking from 
the moment you walk in the front 
door, from the 30-foot ceilings to the 
suspended catwalk and expansive 
wall of windows facing the backyard. 
Concept Builders and VB Homes 
knocked this one out of the park!”

“We had some fun with the video 
shoot on this one, bringing in some 
friends who have exotic supercars that 
really gave the video a pop. And more 
specifically, his home is truly designed 
for a car buff, with the four-car garage 
in the oversized carport plus the 
expansive motor court.” 

 THE OPEN FLOOR 
PLAN CONNECTS 

A MIELE® 
GOURMET 

KITCHEN, HIDDEN 
PREP KITCHEN, 

DINING, AND 
LIVING ROOM 

ANCHORED BY 
A TWO-STORY 

FIREPLACE WALL 
AND CLERESTORY 

WINDOWS.
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CELEBRATION

In September we gathered to celebrate our amazing agent features from August and 
September. Our hosts Deidre Doyle and Melissa Boucher generously allowed us to celebrate 
in their fabulous listing in Seattle. We are proud to highlight amazing real estate professionals 
Javila Creer, Matt MIner and Ryan Palardy, Brian Davis and Stephen Ku. The PNW weather 
showed it’s beauty and we had some productive market conversations.

CELEBRATIONMagazine
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Reliable Garage Doors.
Happy Homebuyers.

New Door Installation › Garage Door Repairs › Garage Door Openers
Residential / Commercial Work › Same Day Emergency Service

JEFF JACKL | 425.931.8463
Jeff@thegaragedoorguys.net
Thegaragedoorguys.net

Family Owned and
Operated for 10 Years

TEAM@TAYLORLANEINTERIORS.COM
BOUTIQUE HOME STAGING AND CONSULTATION

Check Us Out
support@open-now.com

open-now.com

 OPEN HOUSE
PLATFORM

FOR AGENTS

Increases open house opportunities
and conversion rates, and turns each
open house into a seller-ready report.

Connecting verified  host
brokers to listing brokers.

14 days free trial.
Download in the  App Store.
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SUBMITTED BY CORI WHITAKER

There are absolutely 
opportunities that 
exist in a challenging 

market. In fact, those are 
often the moments when 
real estate professionals 
can provide the greatest 
value. During periods of 
uncertainty, consumers want 
guidance from someone 
they trust. It gives us the 
opportunity to educate clients 
on what’s happening in the 
market, why conditions likely 
are what they are, where 
opportunities may exist, 
and what changes could be 
coming next. In markets like 
these, I always double down 
on data so I can stay current 
and informed. I rely heavily 
on Keeping Current Matters 
along with the market 
insights, analysis, and reports 
Windermere provides. The 
monthly data and research 
are invaluable resources that 
help me guide clients with 
confidence and clarity. What 
I think some agents may 
overlook is that challenging 
markets often create unique 
opportunities for buyers and 
sellers who are willing to 
look beyond the headlines. 
My biggest periods of 
business growth have come 
after market disruptions, 
including the 2008-2012 
housing crisis, Seattle’s Head 
Tax discussions in 2018, 
and the significant interest 
rate hikes of 2022. Those 
experiences reinforced that 
people want an advisor who 
is informed, calm, steady, 
and professional. My role is 
to be a neutral, educational 
resource who helps clients 
understand the market, 
navigate uncertainty, and 
make confident decisions 
based on facts rather  
than emotion.

FORWARDThinking
ARE THERE Opportunities THAT EXIST IN A SLOW AND UNCERTAIN MARKET? 
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WIN A $250 
GIFT CARD

Answering a few questions could be worth $250!

Take our quick survey (it’s just 1 minute) and you’ll
be entered for a chance to win a $250 gift card.

Scan the QR code to enter

NO PURCHASE NECESSARY. Open to legal residents of the U.S. (excluding Arizona, Florida, New York, and Rhode Island), age 18 or 
older. Void where prohibited. Entry period begins 9/1/25 and ends 12/31/26 at 11:59 PM ET. Limit one entry per person. One (1) 

winner will be randomly selected each month (on or about the first of each month) to receive a $250 gift card. Odds of winning depend 
on the total number of entries received each month. Winners will be notified via email. The N2 Company, d/b/a REAL PRODUCERS 

(collectively, "N2"), reserves the right to cancel, suspend, or modify the promotion if technical or other issues prevent it from running as 
planned. By entering, participants agree to release and hold N2 harmless from any claims arising out of participation. N2 is not 

responsible for technical errors or issues beyond its control. These rules are governed by the laws of Texas.



Seattle Real Producers • 4746 • November 2026

Rob McGarty did not come into real 
estate expecting to spend the next two 
decades building a career in the industry. 
His background was in electrical 
engineering, and after college, he 
worked for major technology companies, 
including Intel, before spending seven 
years in software consulting.

It was a career that kept him on airplanes 
constantly. Eventually, Rob started 
questioning whether he wanted to 
continue living that way. Around the 
same time, he bought a house, and the 
experience sparked an interest in real 
estate along with a fairly straightforward 
thought: I could do this better.

Rob earned his license at the end of 
2004 and made the leap into real estate 
full time in 2005, right around the 
time his son was born. Then came an 
opportunity that would put him at the 
center of a very different approach to 
the industry. On Martin Luther King Jr. 
Day in 2006, Rob showed up for his first 
day as Redfin’s first real estate agent.

“Nobody was in the office,” he 
remembers. “I’m like, what the heck?”

It was an amusing beginning to a 
significant chapter. Over the next five 
years, Rob helped grow Redfin’s real 
estate operation from essentially himself 
into a much larger team spanning the 
West Coast, East Coast, and Chicago. With 
his engineering background and natural 
tendency toward systems and problem-
solving, the company’s 

PHOTOS BY JACKIE PHAIROW PHOTOGRAPHY

COVER STORY

ROB THE HUMAN SIDE 
OF REAL ESTATE

McGARTY
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mission made sense to him. He wanted 
to use technology to create more 
transparency, improve the consumer 
experience, and challenge the traditional 
way real estate had always been done.

After Redfin, Rob joined one of its 
founders in launching Surefield, where 
the team developed an early 3D home-
tour technology before platforms like 
Matterport became commonplace. 
Rob still holds roughly a dozen patents 
related to that work. But after years 
spent thinking about how technology 
could change real estate, his perspective 
began to shift.

“There’s a bunch of really good agents,” 
he says. “There’s a bunch of clients who 
just want really good service.”

Increasingly, that was the part of real 
estate that felt right to him.

In 2015, Rob opened Bushwick. He 
wasn’t trying to create a massive 
brokerage. He wanted independence 
and the ability to build something 
around the experience he believed 
clients deserved.

“I just want my own thing,” he 
remembers thinking. “My clients will be 
the boss.”

Despite his years in the industry, he 
was essentially starting from zero. His 
time at Redfin had taken him away 
from personal production and into 
leadership, so he started with friends 
and family, focused on doing great 
work, and allowed referrals to grow 
from there.

Today, repeat and referral business 
remains the foundation of Bushwick, 
including referrals from agents across 

the country. “It means the world to me 
that our clients and other agents trust us 
with their referrals,” Rob says. That trust 
shows in hundreds of five-star reviews, 
many written long before online 
reviews became a standard part of real 
estate marketing.

The brokerage itself has grown with the 
same intentionality. Bushwick operates 
as one team. Clients may work with 
more than one person, but information, 
strategy, and responsibility are shared.

“I’m not interested in adding agents just 
to make the company bigger,” Rob says. 
“I just want to have a strong, cohesive 
team to deliver an amazing client 
experience.”

Susan has been with Bushwick since 
2019 and is the team’s people person. 
Most days, she’s in the field previewing 
homes with buyers, attending 
inspections, and hosting open houses. 
She’s also a familiar face in Montlake, 
thanks to her real estate pop-up table 
and Mrs. K’s Rock Garden. A former 
radio DJ with an endless supply of 
stories, she’s a big reason clients have so 
much fun along the way.

Stacy joined Bushwick just over a year 
ago as a newer agent with a lifetime 
of personal real estate experience and 
quickly became a team ambassador. She 
helps with showings and inspections, 
gets listings ready to launch, and pitches 
in wherever needed. For the past 13 

years, she has also coached Viking 
Robotics at Ballard High School, where 
she earned the Woodie Flowers Award 
for how she teaches and inspires. Clients 
see that same patience, whether she’s 
breaking a complicated process into 
clear next steps or keeping everyone 
calm when something goes sideways.

And nobody is above the unglamorous 
work. Rob jokingly lists “Chief Floor 
Sweeper” among his own duties.

Perhaps surprisingly for someone with 
such a deep technology background, Rob 
now prefers to keep technology largely 
behind the scenes. He uses it to make the 
business more efficient, but he doesn’t 
want it replacing the conversations clients 
need during a transaction. People don’t 
always know what they should be asking, 
he explains. Sometimes they simply need 
someone who understands the situation 
well enough to tell them what matters and 
what comes next.

It means the world to 
me that our clients and 

other agents trust us 
with their referrals.”
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That personal connection carries into 
another longstanding part of Rob’s 
business. Every Friday morning, he 
writes an email newsletter. At the time 
of his interview, he had written one for 
516 consecutive Fridays without missing 
a week. He has written from hotel 
rooms and campsites with Starlink, 
but he intentionally waits until Friday 
morning, sits down and writes until it’s 
done. There are occasional typos, and it 
typically runs longer than planned.

“It is what it is,” he says.

The newsletter gives readers his 
perspective on the market, often 
through what Rob calls his “engineer 
data nerd brain,” but it has also become 
a way to stay connected with people and 
a weekly ritual he genuinely enjoys.

After more than 20 years in real estate, 
Rob has become equally intentional 
about making room for life outside 
of it. He and his wife, Amanda, have 

two children, Charlotte and Thomas. 
Rob bikes constantly, skis, mountain 
bikes, and recently returned to riding 
motorcycles. He also takes backcountry 
ski-touring trips, often traveling into 
remote parts of Canada for a week 
of climbing and skiing. Thomas now 
joins him on some of those adventures, 
and Rob has also ski-toured through 
Switzerland and Japan.

He spends as much time as he can at 
his place in Roslyn, where his personal 
and professional worlds have begun to 
overlap. He has sold three of the four 
highest-priced homes in the area outside 
of Suncadia and hopes to continue 
growing there.

More than two decades after entering 
real estate convinced there had to be 
a better way to do it, Rob still has the 
engineer’s instinct to question, analyze, 
and improve. What has changed is what 
he believes “better” means.

It isn’t necessarily more technology 
or a bigger brokerage. For Rob, it is a 
small team he trusts, clients who come 
back, agents who feel confident sending 
people his way, relationships that lead 
to relationships and a business that 
gives him room for the life he has built 
outside of it.

There is something fitting about where 
that philosophy has brought him. After 
the interview, Rob remembered that 
one of his early goals for Bushwick was 
to someday make the Real Producers 
ranking list. The magazine retired the 
list before he ever had the chance.

Years later, he is appearing in Real 
Producers anyway, just not quite the 
way he once imagined.

“I built Bushwick to stay small on 
purpose,” Rob says. “A ranking would 
have been about me. This gets to be about 
the team, and that’s the whole point.”  
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About Real 
Producers

Real Producers  magazine started in 
Indianapolis in 2015 and is now in over 100 
markets across the nation and spreading 
rapidly. Seattle Real Producers launched in 
August 2019. Name a large city, and we are 
there or will be soon! In every market, we 
take the top 500 agents, based on the MLS 
production, and build an exclusive magazine 
around those agents. We share their stories, 
successes, market trends, upcoming 
events — really, anything that will connect, 
inform and inspire, we put in the monthly 
publication. We strive to inform and inspire 
the top-producing real estate agents in the 
local market and connect them socially. The 
secondary focus is to provide an avenue for 
our affiliate partners to create relationships 
with these top performers on a level that they 
might not be able to achieve on their own.

Q: Who receives Seattle Real Producers magazine?  
A:  The top 500 agents in King and Snohomish counties. The 
list will reset at the end of every year and will continue to 
update annually. 

Q: What is the process for being featured in  
this magazine?  
A: It’s really simple — every feature you see has first been 
nominated. You can nominate other REALTORS®, affiliates, 
brokers, owners or even yourself! Office leaders can also 
nominate REALTORS®. We will consider anyone brought to 
our attention who is in the top 500 because we don’t know 
everyone’s story, so we need your help to learn about them. 
It could be they have an amazing story that needs to be told 
— perhaps they overcame extreme obstacles, they are an 
exceptional leader, have the best customer service, they give 
back to the community in a big way, etc. The next step is an 
interview with us to ensure it’s a good fit. If it all works out, 
then we put the wheels in motion for our writer to conduct 
an interview to write the article and for our photographers to 
schedule a photo shoot.

Q: What does it cost a REALTOR®/team to be featured? 
A:  Zero, zilch, zippo, nada, nil. It costs nothing, my friends, so 
nominate away! We are not a pay-to-play model. We share real 
stories of Real Producers. Our goal is to showcase the best and 
brightest and to collaborate. Elevate. Inspire. 

FAQ

JOSEPH WARD MCINTOSH
Attorney at Law

Real Estate Litigation

jwm@jwm-legal.com

206-399-5034

www.jwm-legal.com

Inspire. Empower. Create.

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

of transactions and boosting revenue. 

team@freestyleproduction.com

BUSINESSES WHO USE 
VIDEO GROW REVENUE

49% faster

P R O D U C T I O N

freestyleproduction.com

Don't just grow. Evolve. 

(425) 239-5548
TeamRiley@CanopyMortgage.com

RileyLillibridge.com

Canopy Mortgage, LLC - NMLS 1359687
10025 19th Ave SE Unit 103, Everett
Office: (425) 903-3150
nmlsconsumeraccess.org

All loans subject to credit and property approval.

MOST LOAN OFFICERS WORK INSIDE A SYSTEM. RILEY OWNS HIS.

You’re not getting a loan officer.
You’re getting an owner.

“My job isn’t just to close your deals — it’s to help you win more of them.”

Riley Lillibridge
Producing Branch Manager

NMLS 398160

B U I L T  D I F F E R E N T  ( O N  P U R P O S E )

COMPLETE CONTROL

NO PRICING CEILINGS

REAL PARTNERSHIP

SPEED THAT WINS
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Your Attic &
Crawl Space
Expert

Attic Insulation  •  Crawl Space Insulation
Air Ducts & Dryer Vents  •  Mold Remediation
Rodent Exclusion  •  Sump Pump & Crawl Drainage 

S E R V I N G  W A  &  O R

E: stone@stoneinsulationservice.com
P: 888-8010-STONE
W: stoneinsulationservice.com
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Cam McGinness
(425)486-3456
mcginnessinsurance@allstate.com
5208 S 2ND 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.

Your role as a leading real estate agent is already 
challenging. Let me o�er my assistance to make it 
easier for you. You don't have to worry about your 
clients being my clients; I'm here to support you. 
Feel free to reach out to me if you need any help.



9151 Currency St.
Irving, TX 75063

Power Into
the New Year

20272027
JAN. 11TH | 5-8PM

SAINTS & SCHOLARS
IRISH PUB

REGISTER HERE!


