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Hello everyone! Korbin and Whitney Korzan here, owners 
at Mile High Productions! We are a Washington based 
photo and video company specializing in real estate and 
weddings. We thrive by bringing superior products to the 
table for you and your listings, and we look forward to 
showcasing each property to highlight it’s unique features. 
We would love the opportunity to earn your business and 
have you as part of our Mile High Productions family. 

"The Full Tour" | $699 - Agents Top Choice!

Professional wide angle interior photographs

Exterior ground photographs

Exterior aerial photographs

Interior & exterior walkthrough video
(2-3 minutes / Branded & Unbranded Video)

Korbin and Whitney Korzan
Owners at Mile High Productions

(425) 931-6162
mhd.pnw@gmail.com
mhproductionsllc.com
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Tia Bailey
Short-Term Rental Property Manager
(425) 905-4480
tia.bailey@chandmp.co
connectingwithhomeowners.com

Follow us on FB or Instagram:@ConnectingWithHomeowners

Create
Lasting

Memories

Reach out to us today to set up
an in-home consultation.

Don't want a short-term rental but want a 
great looking home? We are here to help! 
We can work with your budget to help you get 
the home you'll be excited to come home to. 

AT CH&MP, OUR RENTALS ARE KNOWN 
BEST FOR THEIR UNIQUE DESIGNS 
THAT SPEAKS TO TRAVELERS AND 
THEIR DESIRE FOR SPACE, 
RELAXATION AND FUN WITH FAMILY 
AND FRIENDS. WE WANT EVERY GUEST TO 
HAVE A STAY THAT THEY WILL NOT ONLY 
REMEMBER, BUT WANT TO REPEAT AGAIN 
AND AGAIN!

 DISCLAIMER: Any articles included in this publication and/or opinions expressed therein do not necessarily reflect the views of N2 Publishing but re-
main solely those of the author(s). The paid advertisements contained within the Seattle Real Producers magazine are not endorsed or recommend-
ed by N2 Publishing or the publisher. Therefore, neither N2 Publishing nor the publisher may be held liable or responsible for business practices of 
these companies. 

If you are interested in contributing or nominating Realtors for certain stories, please email 

us at Shea.Robinson@realproducersmag.com.
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We have seen summer come and go 
and so many things we thought would 
go back to “normal.” Correction, we 
have all yearned for things to go back 
to “normal.” I put the word in quotes, 
because what does that truly mean? 
The word “normal” can mean many 
different things depending on the 
circumstance, the individual, and the 
potential outcome. What may seem 
normal to one person can be com-
pletely out of the ordinary to another. 
One thing we can be sure of as you all 
continue to navigate this ever-chang-
ing market is that trying to achieve 
normal is basically impossible. But 
that is a good thing! 

The personalities that I have en-
countered in this group, the number 
of completed transactions, and the 
people’s lives you’ve changed forever 
are far away from normal. In 2019, did 
you know that 7% of the agents in King 
and Snohomish County did 93% of the 
volume! The numbers look quite simi-
lar so far in 2020. The elite real estate 
agents that receive this publication 
do extraordinary things month in and 
month out, which is really why Seattle 
Real Producers was created. The goal 
is to highlight who you are as people, 
your incredible accomplishments, and 
to strengthen this community.

Pinpoint Inspections  •  Rick Gordley  •  (425) 652-3194  •  Rick@PinpointInspections.com

Choosing an ICC Certified Building Inspector Makes a Difference.

Five Star
Rating

Welcome to October 

We are honored to feature Roy Towse 
with Compass this month as our 
cover feature. Roy was nominated by 
a handful of other top agents. Also, 
Christen Cripe, who has a great story 
about revamping her business and 
finding a new kind of success. Last but 
not least, our sponsor spotlight fea-
tures Chuck Chrobak of Caliber Home 
Loans who excels when it comes to 
customer service.

None of this would be possible  
without our incredible group of  
Preferred Partners.

For those of you that are unaware, 
download the app, DigaPub, create a 
profile, and you can view any past or 
current publication of Seattle RP. 

Finally, Nominations! We are 
always looking to connect with 
quality agents and businesses 
that have been nominated and 
are well respected in this area. 

Feel free to contact me at  
shea.robinson@realproducersmag.com.

Your Publisher, 
Shea Robinson

Real 
Producers!

Allison Frey 
Account Executive & Writer

Allison.Frey@n2pub.com

FOLLOW US ON INSTAGRAM!

Be sure to check out and follow our Instagram,  
@seattlerealproducers, to stay in the loop!WE’VE GONE DIGITAL!

M E E T  T H E

S E AT T L E
R E A L  P R O D U C E R S  T E A M

Shea Robinson
Owner

Shea.Robinson@
realproducersmag.com

Lindsay Rucker-
Robinson

Owner
Lindsay.Rucker@n2pub.com

Carl Roe
Virtual Publishing Assistant 

ads_seattlerp@
realproducersmag.com

Jenny Hart Danowski 
Writing & Copy Editing

jenny.danowski@
n2publishing.com

Nick Ingrisani
Writer

Rachael Ann  
Photography

adkinsra182@gmail.com
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Licensed in 
Real Estate 

for over 
20 years.

BRYAN D. MIZE • (206) 349-0733
BryanM@OptimizedInspections.com
OptimizedInspections.com • DOL# 17647 WSHI#750

Serving all of King and Snohomish Counties

Tired of wasting time 
you'll never get back? 
GET OPTIMIZED

We have an e�cient team to reduce inspection time, giving more time back to the Realtor.

Please recreate the uploaded ad as a 1/2 page ad.

Ad copy:

VISIT OUR WEBSITE AT WWW.ALLCOVEREDPAINT-
ING.COM to read testimonials and learn more about 
our company.

CALL US FOR A FREE ESTIMATE (206)682-7110

WWW.ALLCOVEREDPAINTING.COM

VISIT OUR WEBSITE AT

 to read testimonials and 
learn more about our 

company.

CALL US FOR A FREE ESTIMATE (206)682-7110

STAGING

Staging & 
DESIGN
Professionally staged homes
sell for more money. 425.499.6500 | intextstaging.com

STAGING

Decorus Home Staging

(425) 221-4471

decorushomestaging.com

Genesis Home Staging

(425) 444-0154

genesishomestaging.com/

Intext Staging

(425) 652-0130

intextstaging.com

The Essential Home

(206) 678-2202

theessentialhome.com

White Chair Staging

(425) 315-3118

whitechairstaging.com

TITLE COMPANY

Old Republic Title LTD.

(206) 714-4633

oldrepublictitle.com

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!

ASPHALT ROOF 

REJUVENATION

Roof Maxx

(425) 306-7922

roofmaxx.com

CLEANING SERVICE

Attention To Detail

(425) 563-5269

attentiontodetail.com 

ESCROW

Shannon Escrow

(425) 635-0644

shannonescrow.com

HOME INSPECTION

Optimized Inspection Service

(206) 349-0733

optimizedinspections.com

HOME WARRANTY

Old Republic Home Protection

Stephanie Quam

(425) 691-8768

orhp.com

INSPECTIONS

Pinpoint Inspections

(425) 652-3194

pinpointinspections.com

INSURANCE

Basin Pacific Insurance  

& Benefits

(253) 212-9836

basinpacific.com

INTERIOR/EXTERIOR 

PAINTING

All Covered Painting

(206) 682-7110

allcoveredpainting.com

MORTGAGE

Chuck Chrobak - 

Caliber Home Loans

(425) 599-2608

chuckchrobak.com

Martin Metzdorf - 

Dwell Mortgage

(425) 595-3166

metzdorfgroup.com

Team Cassels - Cross 

Country Mortgage

(206) 629-6003

teamcassels.com

The Lillibridge Group - 

Premier Mortgage Resources

(425) 344-5655

snocolending.com

REAL ESTATE 

PHOTOGRAPHY

Mile High Productions

(425) 931-6162

mhproductionsllc.com 

Rachael Ann Photography

(509) 859-2259

rachaelannphoto.com

REAL ESTATE RENTALS

CH&MP LLC.

(425) 905-4480

connectingwith 

homeowners.com
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Staged. Listed. Sold.

HOME STAGING | STAGING CONSULT | INTERIOR DESIGN

Through the use of visual textures, lighting, placement, and the perfect 
pieces, we are able to create a simple and elegant space that invites you 

in to capture the warmth and safety that only a true home can o�er.

206.678.2202 | hello@theessentialhome.com | TheEssentialHome.com

NORTH END NEIGHBORHOODS
1.  MUKILTEO (COMMUNITY)
 Mukilteo

 Home Values: $500K - $1.6M

2.  MILL CREEK
 Mill Creek

 Home Values: $650K - $2.3M

3.  WOODWAY 
 Edmonds

 Home Values: $650K - $12M

4.  INNIS ARDEN
 Shoreline

 Home Values: $750K - $3.5M 

EASTSIDE NEIGHBORHOODS
5. KIRKLAND
 Kirkland

 Home Values: $700K - $10M

6.  BRIDLE TRAILS
 Bellevue

 Home Values: $500K - $4.8M

7.  POINTS LIVING: MEDINA, HUNTS
 POINT, YARROW POINT & CLYDE HILL
 Bellevue

 Home Values: $2.5M - $147M

8.  NEWCASTLE 
 Newcastle

 Home Values: $800K - $4M

9.  MERCER ISLAND
 Mercer Island

 Home Values: $1M - $43M

10. ENATAI (COMING SOON)
 Bellevue 

 Home Values $850k - $9M

SEATTLE NEIGHBORHOODS
11. LAURELHURST/WINDERMERE
   Seattle

   Home Values: $500K - $14M

12. MADISON PARK 
   Seattle

   Home Values: $650K - $20M

SOUTH SEATTLE/TACOMA/OLYMPIA
13. TACOMA/OLD TOWN
   Tacoma

     Home Values: $500K - $5M

14. NORTHEAST TACOMA/
   BROWNS POINT
     Tacoma

   Home Values: $300K - $2.5M

15. LAKEWOOD/GRAVELLY LAKE
   Tacoma

   Home Values: $500K - $4.5M

16. GIG HARBOR/CANTERWOOD
   Gig Harbor

   Home Values: $500K - $3M

17. FOX ISLAND
   Gig Harbor

   Home Values: $400K - $10M

18. PORT ORCHARD/
   MCCORMICK WOODS
   Port Orchard

   Home Values: $490K - $1.2M

REAL PRODUCERS SEATTLE
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RESIDENTS WANT IT
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www.n2pub.com

WHY IT WORKS
Each Magazine is Free to the Residents of the Community

The publication is mailed monthly to the residents. The majority of every issue is written by residents of 
the community and select organizations. By taking this “partnership” approach with the community mem-
bers, the magazines can maintain an intimate and relevant feel to each issue’s articles, pictures, and news.

 SHEA ROBINSON

 206-295-6827  |  Shea.Robinson@realproducersmag.com

BECOME A PART OF THE COMMUNITY WITH N2!

17. FOX ISLAND

Gig Harbor

Home Values: $400K - $10M

18. PORT ORCHARD/ 

MCCORMICK WOODS

Port Orchard

Home Values: $490K - $1.2M

15. LAKEWOOD/ 

GRAVELLY LAKE

Tacoma
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Gig Harbor
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Home Values: $500K - $14M
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Seattle

Home Values: $650K - $20M
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Home Values: $300K - $2.5M

NORTH END NEIGHBORHOODS

1. MUKILTEO (COMMUNITY)

Mukilteo

Home Values: $500K - $1.6M

2. MILL CREEK

Mill Creek

Home Values: $650K - $2.3M

3. WOODWAY

Edmonds

Home Values: $650K - $12M

4. INNIS ARDEN

Shoreline

Home Values: $750K - $3.5M

EASTSIDE NEIGHBORHOODS

5. KIRKLAND

Kirkland

Home Values: $700K - $10M

6. BRIDLE TRAILS

Bellevue

Home Values: $500K - $4.8M

7. POINTS LIVING: MEDINA, HUNTS 

POINT, YARROW POINT & CLYDE HILL

Bellevue

Home Values: $2.5M - $147M

8. NEWCASTLE

Newcastle

Home Values: $800K - $4M

9. MERCER ISLAND

Mercer Island

Home Values: $1M - $43M

10. ENATAI (COMING SOON)

Bellevue

Home Values $850k - $9M
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ON 
YOUR 

PHONE

GET EVERY 
ISSUE

No doubt, it’s a badge of honor to hold the printed version of the Seattle Real Producers 

magazine in your hands. But if you want all the issues wherever you go, download our 

mobile app, and take them with you. Search DigaPub wherever you download apps, and 

choose Washington – Seattle Real Producers. There you can share your feature stories to 

Facebook as well!

Download Our Mobile App

BE PART OF THE NATIONAL REAL PRODUCERS MOVEMENT

FOLLOW US ON INSTAGRAM TODAY

@realproducers
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sponsor spotlight
Written by Jenny Hart Danowski

Chuck Chrobak’s entry into the world 
of mortgage lending began in 2003 
when he was working as a bartender 
while getting licensed to become a fi-
nancial planner. “I had just graduated 
with my finance degree, but when the 
dot-com bubble burst and people were 
using online brokerages, I wondered 
whether the timing was right,” he 
continues. At the same time, he had 
taken notice of a certain group com-
ing into the bar, running up big tabs, 
and tipping heavily, and started to 
wonder what they did for a living. He 
learned that they were loan officers, 
so when they suggested he interview 
with their company, Premier Lending, 
he jumped at the chance.

He went through several interviews 
and at one point was asked by a 
Production Manager to read Tom 
Hopkin’s How to Master the Art of 
Selling, which he did before calling 
the guy back and saying, “I finished 
the book, so when is my next inter-
view?” Chuck says, “I was just very 
tenacious. It felt like there was a door 
to bust through and I had nothing to 
lose. I could see some of the success 
the other people were having and 
wanted that for myself.” He was of-
fered the job but was quickly brought 
back down to earth when the compa-
ny’s owner, Donovan Douvia said, “I 
just want to remind you that we are 
an ‘at will’ employer so I can fire you 
at any time.”   

By year-end, Chuck had not only set 
the company record for a quarter but 
for monthly sales as well. “I was lucky 
to get into a culture that was very pro 
sales and production-oriented. Don-

ovan was, and still is, a great mentor 
to me and he is like a big brother to 
me,” he says. Today the two are both 
at Caliber Home Loans, and although 
Chuck no longer reports to Donovan, 
he considers him a great leader.

A Change in Philosophy Along the 
Way Proves Key to His Success
“When I first got into the business, 
the phone would ring and I would just 
take the calls and not worry about 
prospecting,” Chuck explains. “But in 
2008, I knew it was time to make a 
shift because I could see who the big 
producers were and realized that you 

can create great marketing campaigns 
and lead generation, but your compe-
tition can come in and copy it.” To set 
himself apart, Chuck vowed to focus 
solely on doing a great job for his 
agents and clients and work toward 
being referral only. It is a change that 
has worked well for him. “I’m not 
going to win every single deal but 
the deals I do win and the agents I do 
work with can count on me from start 
to finish,” he says. “It’s going to be a 
great process, a great experience.”

Chuck’s team works hard to educate 
clients along the way and keep them 

Chuck 
Chrobak 

of Caliber 
Home 

Loans is All 
About His 
Customers

Chuck and his beautiful family enjoying time together in the great outdoors.

Chuck Chrobak, Caliber Home Loans
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real estate & aerial photography
interior video & matterport

rachaelannphoto.com
@rachael_ann_interiors

509.859.2259

informed of where they are in the process. “If I’m 
not answering all of their questions, I’m not doing 
my job,” says Chuck. “I expect to have multiple con-
versations with my clients as I want to cover their 
questions as they come up.” He is also transparent 
about the fact that this process is never easy. “It’s 
hard work but my team and I are here to guide 
clients through it, and we take a very proactive 
approach to pre-approving people. If we need to get 
them through the underwriting process before they 
go look at homes, we do that. That is key to a really 
good experience,” he explains.

Doing Business During the  
Covid-19 Pandemic
“Things have definitely come 
up this year that you nor-
mally wouldn’t see—peo-
ple are getting fur-
loughed or laid off and 
we’ve had deals we’ve 
started and had to 
stop. Covid-19 has also 
changed our guide-
lines,” says Chuck. 
“While we don’t like 
adding more conditions 
or having to get more doc-
umentation from our clients, 
we let them know upfront, so 
they are prepared.”

Whatever he and his team are doing, it is clearly 
working as April was Chuck’s best month ever 
and he already set his yearly goal in June. “While 
the low interest rates have given us more oppor-
tunities, I feel like our business would be growing 
period because we are always working on making 
sure the experience is awesome, so the experience 
is improving, rates are dropping, and we are in 
a great position,” he says. “We are doing a lot of 
refinances now but have continued to keep in touch 
with our agents and coach them on what we need to 

worry about. Right now it is super busy for agents 
as a lot of people want to buy homes, upgrade their 
homes, buy more properties, etc., but I must be a 
leader and let agents know that we need to ask the 
questions upfront that ensures the loan process can 
go through.”

Another way Chuck and his team have adapted is 
by resorting to Zoom calls. “Zoom meetings have 
been huge and save clients the time spent driving to 
and from my office,” he admits. “My team and I do 
daily Zoom meetings as well to go over everyone’s 
loans and where they are in the process.”  

Chuck’s team currently consists of 
Transaction Manager, Heather 

Davis, and Team Loan Con-
sultants, David Patterson 

and Jamie Black. “We 
have worked hard on 
our systems and pro-
cesses to ensure that 
our clients can secure-
ly send us their income 
and assets documenta-

tion because we aren’t 
meeting with them face 

to face,” says Chuck. “We 
are fortunate to work with 

Caliber as they invest so much 
money into technology, but it’s the 

backend support clients get from our team 
that I feel really makes the difference.”

In his free time, Chuck enjoys spending time with 
his three kids—Taylor (12), Nolan (10), and Gigi 
(2)—as well as his fiancée, Jessica Gustelius. “We 
have a place over on the Peninsula by Kingston and 
love hiking, riding bikes, and going to the beach,” 
he says. He is also a huge sports fan and especially 
loves coaching Nolan’s soccer team and watching 
Nolan and Taylor play soccer.  

It’s hard work but 
my team and I are 

here to guide clients 
through it, and we 

take a very proactive 
approach to pre-ap-

proving people. 
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The Historic
Rucker Mansion Presented by Britt Wibmer 

and Brad Vancour

notable home
Photos by Cory Holland of Clarity NW

It is a great pleasure and honor to bring The Rucker 
Mansion to market with my colleague broker, Brad 
Vancour. This nearly 10,000 sq. ft Historic Home 
is sited on 2.7 acres overlooking the Puget Sound. 
Consisting of 6 bedrooms and 6.75 bathrooms, 
this one-of-a-kind piece of history features world-
class materials, craftsmanship and woodworking 
throughout. The three-quarter wrap-around porch 

is perfectly seated on the property to allow for breath-taking 
views of Mount Baker and the Puget Sound. This property 
upholds its history with its meticulously maintained ballroom, 
parlor, conservatory, reception room, and the expansive and 
versatile Carriage House. Don’t miss out on this truly unique 
opportunity to be a part of Everett’s incredible history! 
MLS #1644124 https://www.ruckermansioneverett.com/
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RoofMaxx.com  |  (425) 306-7922

Top 3 Reasons REALTORS® Love Roof Maxx:
1) Handle roofing objections before they come up & make your  
    listings even more marketable!

2) Save transactions that involve roofing concerns for your buyers!

3) Stay top of mind by referring your past customers so they can 
     save money!

CHANCES ARE,
THE ROOF DOESN'T
ACTUALLY NEED TO
BE REPLACED!
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rising star
Written by Nick Ingrisani

Photos by: Rachael Ann Photography 

From a young age, Christen Cripe knew she wanted 
to be an entrepreneur. However, her career started 
out quite differently as a school teacher for deaf 
children. Over time she developed severe carpal 
tunnel syndrome and her doctor told her that she 
wasn’t a good candidate for surgery. Christen took 
this as an opportunity for change and decided to get 
her real estate license.  

Unfortunately, this happened in 2007 right before 
the big market crash.  

“My dad tried to talk me out of it, but I thought if I 
can make it now, I’ll be set for life.”

After a couple of years with her real estate license, 
Christen left her teaching career to pursue real 
estate full-time. She began by working around the 
clock to chase every client that she could to estab-
lish herself in the industry. Eventually, she found 
a business partner and they started a business 
together, but the venture was short-lived. Her busi-
ness partner had a different vision and long-term 
goal and the structure of the business simply didn’t 
fit with the vision that Christen had for her career.

Becoming a One-Woman Show
Christen started Thompson Carol Real Estate just 
over three years ago and hasn’t looked back since. 
The business is named after two inspirational 
people in her life – her father-in-law, Jack Thomp-
son, and her mother Carol Mathis. She originally 
wanted to name it Carol Thompson Real Estate, but 
her father encouraged her to change it because it’d 
confuse clients if nobody named Carol Thompson 
worked at the company. 

“I ended up switching it to Thompson Carol and 
it took on a whole different life of its own. It’s just 
what it was meant to be.”

In starting her own business, Christen was laser-fo-
cused on building it up in a way that’d work for her 
life. Before starting Thompson Carol Real Estate, 
Christen’s business was 90% buyers and she was 
running a hectic schedule every week. Her goal 

was to transition into a true Mon-
day-to-Friday job that kept her week-
ends free for activities and family time.  

Honing Her Own Path
“Literally everyone thinks I’m crazy 
for the way I do my business, but hey, 
that’s why I’m on my own [laughs].”

In trying to figure out her path for-
ward, Christen attended a Geographic 
Area prospecting class. That class 

set her on a mission to redefine her 
approach to developing new relation-
ships. Christen committed herself to 
door knocking as her main method of 
lead generation and more importantly, 
connecting with her local community.  

She devotes five hours every week to 
door-knocking and building relation-
ships with people. It certainly wasn’t 
easy – especially in the beginning. 
There’s a ton of uncertainty around 
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how you’re going to be received at 
each door. But as Christen says, “It’s 
all about playing the long game.”  

“There’s a different level of rejec-
tion that you have to face – a lot 
more than I thought there’d be – but 
it’s also been the best thing for me. 
Because once you get past that initial 
rejection, it’s open arms.”

Now, Christen has built up a robust 
geographic area full of relationships 
she can rely on for leads and referrals. 
And she hasn’t stopped at door 
knocking either. Once a connection 
is made, Christen systematically 
checks in with everyone in her area 
and makes sure that their relationship 
keeps growing. A couple of other 
tactics she uses to connect with people 
are personal notes and phone calls to 
people in her database. Every Friday, 
she sends out five notes and makes five 
phone calls. Her commitment to this 
approach, although unconventional, 
has paid off for her business.  

She’s now operating at a comfortable 
ratio of 65% sellers and 35% buyers and 
has made a name for herself in the Se-

attle area. Overall, Christen’s approach 
has given her the freedom and flexibili-
ty to structure her business exactly how 
she envisioned it in the first place.  

“It’s given me so much control over my 
business. I literally work a 40-hour 
week, Monday to Friday. If I do decide 
to work a night or weekend, it’s well 
planned in advance. Doing what I’m 
doing has given me so much control 
over my life. It literally changed ev-
erything for me.”

Christen is now keenly focused on this 
process and is ultimately striving for 
all of her lead generation to happen on 
its own. Based on her success so far, 
it’s clear that she’s on the right path.  

Life Outside of Real Estate
Now that her business is growing 
steadily, Christen has more time to 
devote to her hobbies and family 
while still maintaining healthy busi-
ness relationships. Her absolute fa-
vorite pastime is skiing and it is a big 
part of her life. She and her husband 
are also avid fishermen and venture 
out to their vacation home in Idaho to 
relax in the beauty of nature.  

Running her own business has made it possible for 
Christen to enjoy her life, exactly as she wants it to be.  

“This is meant for me. It’s better than I could  
have imagined.”

100% 
Satisfaction 
Guarantee

• Residential cleaning 
• Organizing 

• Renovation cleanup 
• And more!

Serving the Seattle area 
for over 40 years. 
Call today! 

425-563-5269
Mayra@AttentionToDetailNW.com

BASIN PACIFIC INSURANCE – LAKEWOOD BRANCH
 
11120 Gravelly Lake Dr SW Suite 1, Lakewood, WA 98499

CONTACT: STEPHEN HAITHCOX 
CELL 253-318-3579 | OFFICE: 253-212-9836

Specializing 
IN LUXURY HOMES & 

LUXURY PRODUCT INSURANCE



28 • October 2020 Seattle Real Producers • 29@realproducers realproducersmag.com

cover story
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TOWSE
ROY
FINDS WORK/LIFE 
BALANCE TO BE THE KEY 
TO HIS SUCCESS AS A 
TOP PRODUCER

WWhile he was born in Fairbanks, 
Alaska, Roy Towse spent most 
of his childhood in La Conner, 
WA. Reflecting back now as an 
adult (and now as a parent!), he 
acknowledges that La Conner, 
with its tulips and ample space, 
was an idyllic place to be raised 
in his tight-knit family, building 
the foundation of community 
that shaped his early years. 
His dad was a pilot, and mom 
was considered the “communi-
ty hub,” running several local 
shops in town. His mom has a 
special ability to bring people 
together – she was adored and 
respected and paid her fortune 
forward by creating happiness 
and support for those around 
her. These values were modeled 
for Roy his entire childhood and 
impressed upon him the impor-
tance of community, family, and 
giving back: the very foundation 
of Roy’s life today.

After graduating high school, 
Roy moved to Pullman to attend 
Washington State Universi-
ty. His impact on the school 
community was felt almost 
immediately after his arrival. In 
his freshman year, he and a few 
others revived the Delta Upsilon 
chapter at the university, first 
serving as its social chair and 
quickly being elected President 
of the house. He also became an 
active member of the Interfra-
ternal Council (IFC) where he 
learned all about running a busi-
ness: public relations, reputation 
management, marketing, and 
best business practices.

During his time in Pullman, 
Roy worked full-time at Diss-
more’s IGA Grocery Store as the 
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He worked for T-Mobile right out of 
school, learning how to cold call and 
work inside sales. While the money 
was amazing for the new graduate, 
he knew this was not his calling. At 
the time he was also playing softball, 
bartending, and meeting loads of 
people in the community. He became 
friends with real estate developers, 
who felt that his personality and com-
munity-mindedness would be perfect 
to sell the new construction commu-
nities they were building throughout 
the state. This is where he got his 
first job in real estate selling new con-
struction in Olympia and discovered 
his true calling.

Roy loved selling new construction 
and was soon branching out to selling 
and reselling listings closer to his 
Sammamish home. He soon started 
a job at Windermere, expanding his 
territory, and eventually creating 
and leading a great team. He was on 
the go constantly — working almost 
non-stop — just one more house, one 
more close…The constant driving and 
expansion of his territory blurred his 
work/life balance, and he felt he was 
missing out on spending quality time 
with his young children, Hudson and 
Presley, and wife, Joanna.

In 2018 he spent the year “recali-
brating” his career — taking a step 
back from managing a large team and 
creating a greater balance between 
his home and work life. He realized in 
this space he created that he was more 
interested in building his business 
closer to his community — becoming 
the “resident expert” for Sammamish, 
staying closer to the family center. 
Being with his family more — coach-
ing Hudson’s basketball team or just 
hanging out with Presley playing in 
the back yard — was his priority, and 
the rebalance allowed him to thrive 
as a parent, husband, and real estate 
executive. To his great surprise, this 
shift towards a realigned focus on his 

front-end manager. He also spent a long summer as 
a commercial fisherman in Bristol Bay, one of the 
most physically and mentally demanding jobs he 
has ever been paid to do. Every work experience 
taught him about his own personal work ethic and 
the power of perseverance, inner strength, grit, and 
the growth mindset. He graduated from WSU with 
a degree in business and ample work experience to 
start his next phase of life.

Roy moved back to western Washington with a stop 
in Kirkland and eventually settled in Sammamish. 

personal values has been the defining 
moment in his career, opening up op-
portunities like his position at Com-
pass, which has put 2020 on path to be 
his best year ever.

Roy’s passion for selling real estate is 
grounded in his life and family values. 
He calls himself an “advisor” in real 
estate, uniting the ideal property 
for the ideal client at the ideal time. 
When approaching a family looking 
for a new home, Roy asks about their 
community, family life, hobbies — 
with each aspect enabling him to seek 
properties to fit their lifestyle to a 
tee. While investigating his clients 
this way takes time and effort, it has 
become increasingly important. As 
Roy works with out-of-state families 
looking to relocate to the area and 
local clients in the time of COVID-19, 
buying and selling homes has had 
to pivot to more reliance on virtual 
tours. Roy needs to be the eyes and 
ears for many of his clients, who 
often put in an offer without stepping 
foot on the actual property!

Roy’s passion for helping people isn’t 
limited to real estate. He also gives 
back to his community meaningfully 
through his work and support with 
the Snoqualmie Valley Community 
Network, a foundation charity that 
provides suicide prevention coun-
seling, mentoring, food security, and 
temporary shelter to families in need. 
He also coaches youth sports in the 
area: Issaquah Gunners Soccer Club 
and his son’s basketball team.

His real estate philosophy and style 
have been influenced by some of the 
greatest brokers in the area, includ-
ing Tere Foster, Rick Franz, the late 
Wendy Lister, Mark von der Burg, and 
many others that came before him. He 
respects and repeats the “goodness” 
of these unofficial mentors and hopes 
that he gets to continue to be helpful 
and influential with others coming 

2707 COLBY AVENUE SUITE 1212, EVERETT WA 98201

DOING WHAT YOU
SAY YOU’LL DO

GOES A LONG WAYS…

Knowledgeable Experience, 17 years in business.

A LENDER YOU
CAN TRUST!

Martin Metzdorf | NMLS 387719

Mortgage Advisor
email: martin@dwellmtg.com
phone: 425.595.3166
www.MetzdorfGroup.com

Incredible knowledge and responsiveness. Communication is a key in 
this business and Martin and his team hit it out of the park every time. 

-Patrick F.

Martin is a straight pro, very responsive and knowledgeable. Truly felt 
like I was working with a business partner, not just a service provider.

-Kyle B.

after him — “paying it forward” 
through modeling the goodness in 
business that continues to mani-
fest a great career.  

What’s next for Roy? He loves his 
career in real estate and hopes to 
continue bringing people to their 
future homes for many years to 
come. That said, he has flipped a 
few houses with his wife, Joanna, 
and admits that if he wasn’t sell-
ing, he would be very interested in 
real estate development and new 
construction. In the meantime, his 
greatest hope is to continue being 
the guy that people want to work 
with — ethical, happy, and honest. 
He recognizes that we’re all in 
this together and it’s easier to 
work together towards a common 
goal — and he can get to that goal 
by actively supporting his family, 
community, clients, and team.

Photo by Christopher Sturman
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of Bellevueof Bellevue Providing Working Families 
Support & Childcare

Boys &  
Girls Clubs
Boys &  
Girls Clubs

Written by Maggie Sliney

When the COVID-19 crisis hit the Bellevue community and 
schools closed, many working parents were faced with the 
question of how to return to work—to the hospital to care for 
COVID-19 patients, to the fire department to respond to emer-
gency calls, to the grocery store to restock the shelves—and 
ensure their children were safe.

Across the country and in our city of Bellevue, it was clear the 
need for quality and affordable childcare had never been greater; 
and that’s where Boys & Girls Clubs of Bellevue (BGCB) came in. 
In a matter of days, BGCB transitioned its after-school childcare 
model into full-day childcare programs at their largest, most well-
equipped sites for essential workers and vulnerable children.

 “When diseases like Coronavirus COVID-19 enter our com-
munities, the unintended consequences disproportionately 

affect our most vulnerable community members,” 
BGCB CEO Tim Motts explained. “We recognized 
the club’s unique opportunity to close the gaps in 
accessible youth care and academic support while 
schools were closed, especially for children of 
essential workers and families with low incomes, 
and committed to doing whatever it took to weath-
er the storm together.”

For students and families who would have gone 
without meals during the pandemic, the club part-
nered with residents Dave and Leigh Anne Clark 
to distribute more than 500 free dinners from 
local businesses Bis On Main and DELectable BBQ 
and Catering to the community this spring. This 
unique partnership simultaneously combated food 

insecurity while supporting local 
small businesses.

After running successful and safe 
programming since March, BGCB an-
nounced in August it would continue 
full-day programming during Bellevue 
School District’s remote learning 
phase this fall. With kids out of school 
and educational gaps widening, the 
club is doing whatever it takes to 
ensure every child has equal access to 
resources, trusted mentors, and safe 
learning environments. To ensure 
there are no financial barriers for 
families in need, BGCB has reduced 
program fees and distributed more 
scholarships than ever before.

Safety remains the Club’s top priority, 
just as it has for nearly 70 years. Each 
child is greeted at the front door by a 
staff prepared with forehead ther-
mometers to check for fevers. Face 
coverings are required for all youth 
and staff, and handwashing occurs 
multiple times throughout the day. 
Members are also reminded how to 
keep their distance with markings on 
the floor and around their desks. 

“It’s been amazing to see our youth 
development staff pivot seamlessly to 
the COVID-19 rules, regulations, and 
program adjustments,” Motts said. 
“They’ve gone above and beyond to 
create safe environments for program-
ming and developed extremely creative 
ways to keep activities fun while ad-
hering to social distancing guidelines.” 

With full-day programming, the 
increased PPE supplies and staffing, 
and loss of program and fundraising 
events revenue, the organization is 
looking to the community and their 
partners to continue to invest in the 
children and teens they serve. 

Find out how you can support Bellevue’s 
children and families during this crisis 
by visiting www.BGCBellevue.org.

Social distancing during play outside

Summer may look different but campers... Staff unload dinners from Bis on Main and 
DELectable BBQ
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FastTrac – Our FastTrac TBD 
Underwriting system gets buyer’s 
pre-underwritten in 48 hours or less. 
No more hunting down conditions late 
in the transaction or seeing deals 
blown up. No headaches.
 
Showcase Open House Program – Our 
Open House team is unmatched. We 
have a team dedicated to open house 
marketing along with an entire sign 
team to set up signage for our real 
estate partners.
 
Close Fast! – Our average application 
to close is 16 days.

A little bit about the Lillibridge Group… 
I’ve been in the business for 10 years. 
From coordinating and processing to 
production and managing…I’ve 
become well versed on lending. It’s a 
family a�air with Curt (father), 
Cameron and Riley (brothers) all 
working together and I wouldn’t have 
it any other way. Our team’s goal is to 
provide the ultimate home buying 
experience for our clients and 
partners. We do this by being a bit 
di�erent than other lenders.

MICHAEL BOYLE
Client Relations Manager

KIEL LILLIBRIDGE
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