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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  
COMMERCIAL | MILITARY | INTERNATIONAL 
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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. 
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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 
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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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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
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

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
(206) 458-5551
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
(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

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
Amor Roofing
(425) 229-2198
amorroofing.net 

Anderson Roofing
(425) 677-7070
andersonroof.com

STAGING
Living Edge
(425) 470-3408
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

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
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WWelcome to the October issue of Seattle 
Real Producers!  

October is here, and with it comes 
one of my favorite transitions in the 
Pacific Northwest. The weather starts 
to change, the leaves begin to turn 
and each day we get to watch our 
surroundings transform. It is a good 
reminder that change is constant, and 
that adapting to what is in front of us is 
part of the journey.

Real estate is much the same. Our 
market moves through cycles and 
seasons, some predictable and others 
that seem to change overnight. The 
key is learning how to adapt, staying 
focused on the things we can control 
and understanding that there is 
opportunity in every season of the 
market. The best professionals are  
not simply waiting for conditions to  
be perfect. They are adjusting,  
building relationships and continuing 
to move forward.

In this issue, we are 
excited to highlight some 
incredible brokers and 
the different paths 
they have taken to 
find success. There is 
no single formula for 
building a great career 
in real estate, and I 
always enjoy hearing the 
stories behind the people 
who continue to raise the 
bar in our industry.

We are also shining a spotlight 
on our sponsor, Cam McGiness, 
and recapping an incredible day 
hosted by Stone Insulation at their  
golf tournament. Events like these  
are a great reminder that this 
industry is about so much more than 
transactions. It is about forging new 
relationships, strengthening existing 
ones and connecting with the quality 
people we are fortunate to surround 
ourselves with.

PUBLISHER’S NOTE

Welcome to the October issue
of Seattle Real Producers!

As the seasons change, keep adapting, 
keep connecting and keep moving 
forward. Here’s to a great October!

Warm Regards, 
Shea Robinson



Seattle Real Producers • 2120 • October 2026

About Real 
Producers

JOSEPH WARD MCINTOSH
Attorney at Law

Real Estate Litigation

jwm@jwm-legal.com

206-399-5034

www.jwm-legal.com

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. 

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. 

FAQ
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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.

(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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A rare Laurelhurst estate with 145 ft of 
Lake Washington shoreline. Reimagined 
by Schultz Miller with design by Olson 
Kundig, the home blends architectural 
lines, elevated interiors, and dramatic 
lake and Mt. Rainier views. Floor-
to-ceiling glass opens to expansive 
patios and curated grounds by Land 
Morphology, with a rebuilt dock and 
12,000 lb lift anchoring the waterfront. 
A private guest residence integrated 
into the design offers refined space 
for guests, staff, or extended living. 
The home includes a theater, gym, 
multiple offices, and a 5-car garage. 
Set at the end of a private lane with 
gated entry, it delivers ultimate privacy 
and unmatched security. A statement 
of design and scale rarely offered on 
Seattle’s premier shoreline.

A LANDMARK 
ON THE LAKE

NE LAURELCREST LN,  
SEATTLE, WA 98105

PRESENTED BY TERRY ALLEN & DARIUS CINCYS

PHOTOS BY BRANDON LARSON, CLARITY NW

NOTABLE HOME

4911
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In a field where policies can start to feel 
like paperwork and providers can feel 
interchangeable, Cameron has built a 
practice around something more straight-
forward: knowing the people he serves. 
That means taking time to understand a 
family’s specific situation, a homeowner’s 
real concerns, or a small business own-
er’s particular exposure before recom-
mending a single product. Coverage isn’t 
one-size-fits-all, and the conversations he 
has with clients reflect that. 

Working under the Allstate name brings 
with it a depth of resources and product 
options that independent agents often 
can’t match. Clients can access protection 

across a wide range of needs, from 
auto and home to life and commercial 
coverage, all coordinated through a 
single, trusted point of contact. That 
combination of national backing and 
local, personalized attention is what 
sets Cameron’s agency apart. We’re not 
navigating a call center or a rotating 
roster of representatives. We’re working 
with someone who knows our names 
and our circumstances. 

That local presence matters in a 
community like Everett. The Pacific 
Northwest has its own rhythms, its 
own risks, and its own pace of life, and 
having an agent who understands the 

WHEN PROTECTION FEELS PERSONAL, EVERYTHING CHANGES

OF ALLSTATE INSURANCE

SPONSOR SPOTLIGHT

There’s a difference between 
having insurance and 

feeling genuinely covered. 
For the clients who work 

with Cameron McGinness, 
an Allstate Insurance 

Agent based in Everett, 
Washington, that distinction 

is the whole point. 

CAMERON McGINNESS
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region adds a layer of relevance that 
no algorithm can replicate. Whether 
it’s helping a first-time homebuyer 
understand what their policy actually 
covers or walking a longtime client 
through a claim with patience and clarity, 
Cameron brings consistency to moments 
that can otherwise feel uncertain. 

“I want to make sure my clients feel 
confident that they’re protected 
and that they understand their 
coverage,” Cameron has shared, and 
that commitment shows up not just 
in the initial sale but in the ongoing 
relationship. Insurance, at its best, should 
be something clients rarely have to think 
about until they need it, and when they 
do, it should work exactly as promised. 

For those of us who take pride in our 
community, it means something to 
know that the professionals we trust are 
invested here too. Cameron’s presence 
in Everett reflects a commitment not 
just to running a business, but to being 
a reliable neighbor and resource for the 
people around him. 

“I want to make sure my clients 
feel confident that they’re 
protected and that they 
understand their coverage.”

If you’d like to learn more or connect with 

Cameron McGinness directly, visit agents.allstate.

com/cameron-mcginness-everett-wa.html.

CONTACT

US!

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.
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When Candace Hagen moved to Seattle, 
becoming one of the city’s top real estate 
agents wasn’t exactly part of the plan.

She and her husband had been living 
in Los Angeles when his mother was 
diagnosed with stage four pancreatic 
cancer. Married only six months, they 
moved to Seattle to help care for her 
and spend whatever time they could 
together. After she passed away, they 
decided to stay, and Candace found 
herself wondering what her next 
chapter might look like.

Real estate was one possibility.

Candace earned her license while five 
months pregnant, thinking it might 
be a flexible career once she became 
a mom. She knew she wanted to be at 
Windermere and began interviewing 
with local offices. One manager told her 
she didn’t have enough connections in 
Seattle to make it work.

The assessment wasn’t entirely unfair.

“I knew nobody,” Candace says. “I didn’t 
even have a single friend outside of my 
immediate family that lived here.”

She ultimately joined Windermere 
Lakeview, where Patrick Chinn and 
Tamara Marson encouraged her to start 
rather than wait until after having her 
baby. Candace decided she really didn’t 
have much to lose.

Making It 
Her Own

PHOTOS BY JACKIE PHAIROW PHOTOGRAPHY

AGENT SPOTLIGHT

HAGEN
Candace
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“My philosophy was, why not try this?” 
she says. “The worst thing that’s going to 
happen is I’m going to try, I’m going to 
fail, I’m going to pivot and do something 
else.”

Eight and a half years later, that 
willingness to simply give it a shot has 
turned into a thriving business.

Candace spent her first years doing what 
many new agents do: hosting as many 
open houses as possible, meeting buyers 
and slowly building relationships. 
She welcomed her first son in 2018 
and her second in 2020, which meant 
she was learning real estate while 
simultaneously learning motherhood.

Then the pandemic eliminated one of 
the primary ways she was generating 
business.

With open houses temporarily gone 
and no large Seattle sphere to lean 
on, Candace turned to Instagram. She 
was already using the platform in her 

had lived in the home since 1992 and 
raised their family there. With the 
husband moving into assisted living, 
leaving was emotional. Candace spent 
more than a year helping them prepare, 
from downsizing to developing and 
overseeing a renovation plan.

The home ultimately received four offers. 
When Candace FaceTimed the couple 
with the news, the wife began crying.

Candace cried with her.

“I just was like, that’s why I do this,” she 
says. “I genuinely get to help people.”

As her business has grown, Candace has 
become increasingly intentional about 
what she wants success to look like. She 
has added an assistant and transaction 
coordinator, not because she wants 
to remove herself from her clients’ 
experience, but because she wants to 
protect something she can’t get back: time.

Her boys are now six and eight. 
Candace loves the ordinary days with 
them, backyard soccer and trips to the 
park, as much as the bigger adventures 
to Seabrook, Tokyo, Disneyland or the 
ski slopes.

“I don’t really want to build a business 
at the expense of them,” she says. “Time 
is just slipping through my fingers, and I 
can’t hold onto it.”

That perspective may be the clearest 
measure of what Candace has built.

She arrived in Seattle without a 
network and started a new career while 
becoming a mother. 

Eight and a half years later, she 
has created a business rooted in 
relationships, creativity, and a 
willingness to adapt, while remaining 
mindful that success isn’t only measured 
by what happens at work.

Candace took a chance on real estate.

Then she made it entirely her own.

personal life to discover businesses and 
services, so it made sense that potential 
clients might be doing the same.

That decision became a significant piece 
of her business. Instagram connected 
her with people relocating to Seattle and 
agents around the country who began 
referring clients her way. At the same 
time, Candace committed to farming 
Bryant and Wedgwood and continued 
nurturing the relationships she had 
already built. Today, roughly 75 percent 
of her business comes from her sphere 
and past-client referrals.

For someone who describes herself as 
a “hardcore extrovert,” it’s fitting that 
people have become her favorite part of 
the job.

She especially enjoys working with 
clients relocating to Seattle. Having 
once been the newcomer herself, 
Candace understands how intimidating 
the city can feel when you don’t know 
anyone. She loves introducing clients 

to the distinct personalities of Seattle’s 
neighborhoods and helping them figure 
out where they belong. Often, she 
becomes one of their first connections 
here, and many have remained friends 
long after closing.

Then there is the other side of Candace’s 
personality: she is admittedly “addicted” 
to renovation.

After remodeling her own home and 
flipping two properties, she began 
incorporating that experience into her 
listing process. Candace will walk into 
a home, see what it could become, and 
create a plan to get it there. Depending 
on the property, that can mean new 
lighting, paint, flooring, or more 
extensive improvements. She gathers 
bids and often manages the process 
herself, allowing her sellers to hand over 
the keys and trust that it will get done.

One recent Hawthorne Hills listing 
brought together everything Candace 
loves about the business. Her clients 
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A Day on the Course, A Lesson in What Matters 
In early August, Stone Insulation put on an absolutely 
incredible golf tournament, hosting a full field of real estate 
professionals at The Club at Snoqualmie Ridge. The tournament 
was packed with Real Producers brokers, preferred partners 
and friends of the Stone Insulation team, creating the perfect 
setting to step away from the office, enjoy a beautiful day and 
spend some quality time together.

The weather could not have been better, the drinks were 
flowing, the competition was friendly and, from the first tee 
to the final putt, everyone seemed to be having an absolute 
blast. There was plenty of laughter, some impressive golf, a 
few questionable shots and, most importantly, plenty of time to 
connect with people outside of the typical work environment.

What truly struck home, though, was something Stone shared 
while he was up on the mic. He reminded everyone that life 
and work are not simply about the money you make or how 
many deals you can close. What truly matters is the journey, 
the people you meet and the relationships you forge along the 

way. In an industry that can sometimes feel focused on the 
next transaction, it was a great reminder to slow down and 
appreciate the people who make the journey worthwhile.

Stone was beyond generous in hosting the entire day and 
showing his appreciation to everyone who has trusted the team 
to do the job right. That kind of gratitude and commitment to 
relationships is exactly what makes partnerships like this so 
special.

We cannot say thank you enough to Stone Insulation and Crawl 
Space for an incredible day. And if this year’s tournament was 
any indication, we have a feeling everyone is going to be pining 
for a spot when next year’s invitations go out!

A huge shoutout to the entire Stone Insulation team, who 
showed up in full force and worked behind the scenes to 
make the entire event feel effortless. From the course to the 
clubhouse and everything in between, they created a day that 
people will be talking about for a long time. Here’s to great golf, 
great relationships and hopefully another round next year!

GOLF TOURNAMENT
PHOTOS BY CHRIS NERIR-CLARITY NORTHWEST PHOTOGRAPHY 

EVENT RECAP

S T O N E  I N S U L A T I O N
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If you've been featured in Real 

Producers and want to make 

the most of your story, reach out 

to the publisher of this magazine 

for a Promo.

A Promo is a unique promotional piece created for agents featured in 

the pages of Real Producers. A previously printed Real Producers article 

is transformed into a four- or eight-page leave-behind, laid out like the 

original article with limited customization.

A Promo is a one-of-a-kind marketing tool 

that highlights your personal brand and 

legitimizes you as an agent worth profiling. 

Use them to:

• Impress during listing appointments

• Send to past clients, friends, or family

• Include with holiday cards

• Attract top talent (brokers love this!)

• Farm your favorite neighborhoods

WHY DO TOP AGENTS
LOVE THEM?

Envelope & Letter

Fold & Tab

WHAT’S A
PROMO?



Seattle Real Producers • 4948 • October 2026

FINDING 
ANOTHER WAY

MIKE 
CHAFFEE

PHOTOS BY JACKIE PHAIROW 

PHOTOGRAPHY

COVER STORY

MIKE 
CHAFFEE

MIKE 
CHAFFEE



Seattle Real Producers • 5150 • October 2026

Mike Chaffee never 
planned on joining the real 
estate club at Washington 
State University. In fact, 
when a friend invited him to 
a meeting, his first reaction 
was that it sounded like 
something for the “nerds.”
 
He went anyway.

Sitting in the back of a room filled with 
far more students and professors than he 
expected, Mike listened as the club began 
electing officers for the year. His friend, 
knowing Mike was already treasurer 
of his fraternity, raised his hand and 
nominated him for the same position. 

Another friend seconded it. 
Mike reluctantly accepted.

More than two decades later, it’s hard 
not to appreciate the irony. A career Mike 
stumbled into almost as a joke has become 
one defined by an unusual amount 
of determination, creativity, and an 
unwillingness to accept that something has 
to be done a certain way simply because 
that’s how it has always been done.

After graduating from WSU, Mike 
earned his real estate license and 

traditional market. The story resulted in 
several calls from people asking Mike to 
do the same for them.

Eventually, that philosophy became 
Whisper Real Estate, the boutique 
brokerage Mike founded around the 
idea of creating more options for buyers. 
Today, Whisper has approximately 22 
brokers, and Mike has found that its size 
allows the company to remain personal 
while still doing business differently.

Now, another frustration has led him 
somewhere new.

After years of watching the way open 
houses operate, Mike saw a disconnect. 
Busy listing brokers often don’t have 
enough time to personally host every 
open house their sellers want, while 
newer brokers need those same open 
houses to meet buyers, gain experience 
and build their businesses.

His newest company, OpenNow, 
connects the two.

The marketplace allows listing brokers 
to connect with verified host brokers 
while creating more structure, 
accountability, and reporting around 
the process. For newer agents, it opens 
the door to opportunities that can 

spent six months with Century 21 in 
Vancouver before moving to the Seattle 
area. He joined John L. Scott in Bellevue, 
where he spent 13 years and eventually 
reached the company’s top 1 percent.

Getting there wasn’t always easy.

When the market slowed early in 
his career, Mike’s parents repeatedly 
encouraged him to find another 
profession. He considered something 
else instead: How could he stay?

He began contacting agents with 
rental listings and asking permission 
to market them. When he found the 
renter, he earned a portion of the rent. 
Three or four deals a month gave a 
twenty-something Mike enough income 
to keep going.

“I’ve always been a hustler,” he says. 
“Where most people give up, I try to 
figure out how to make it work.”

That mindset became a pattern.

As Mike built his business through 
open houses, he met buyers looking 
for specific homes in specific 
neighborhoods. He could set up a search 
and wait months for the right property 
to appear, only to compete with several 
other buyers when it finally did.

Mike wondered why he had to wait  
at all.

He started reaching out directly to 
homeowners.

“Just because it’s not listed doesn’t mean 
it’s not for sale.”

Before long, approximately a quarter 
of his business was coming from off-
market opportunities. His approach 
caught the attention of The Seattle 
Times, which featured his work helping 
buyers uncover homes outside the 

I’ve always been 

a HUSTLER. 
Where most 
people give up,  
I try to figure 
out how to  

MAKE IT 
WORK.”
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otherwise take years of relationship-
building to access.

That second piece matters to Mike.

When he was young, he sought out 
experienced agents and mentors 
relentlessly, sometimes following them 
to their cars after work just to continue 
a conversation. He knows how difficult 
it can be to get a foothold in an industry 
with thousands of agents competing for 
the same opportunities. With OpenNow, 
he hopes performance can help open 
doors that connections once did.

His vision is ambitious. Mike wants 
OpenNow to eventually become a 
tool brokers use nationwide, but 
his motivation is familiar: he sees 
something that could work better and 
wants to figure out how.

That instinct has followed him through 
23 years in real estate, but success 
hasn’t made his life entirely about 
business. Mike is also a father of three 
who spends plenty of time at his kids’ 
sporting events, enjoys boating and jet 
skiing, and follows the Mariners. He is 
noticeably less interested in showcasing 
what success has afforded him than in 
talking about what he is building next.

Perhaps that’s because the work itself 
has always mattered more.

“If it was all about the money, I’d have 
just been a stockbroker,” Mike says.

What keeps him interested is 
accomplishing something for a client 
that initially seemed unlikely: finding 
the house that wasn’t technically 
for sale, getting someone into a 
neighborhood they thought was out of 
reach, or creating an opportunity where 
there wasn’t one before.

Twenty-three years after being 
volunteered for a college real estate 
club, Mike is still doing essentially the 
same thing.

When the obvious path doesn’t work, he 
finds another one.
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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.



9151 Currency St.
Irving, TX 75063

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