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BLAKE KESSNER
Knutson & Associates has been in Blake 
Kessner’s family for generations. The Real 
Estate Sales & Property Management company 
was founded by his grandmother in 1976, and 
his mother took over after she retired. After 
coming of age, Blake saw fit to trailblaze his 
own path, attending college in Seattle and 
climbing the ladder in the hotel management 
industry. But when the time came for his mom 
to retire, Blake was drawn back to Hawaii to 
pick up the torch. “My family has given me 
everything,” he says. “I couldn’t stay away from the 
business knowing that our legacy would not continue.” 

Today, Blake is the Broker in Charge at Knutson & 
Associates, the longest standing property management 
company on the Kona Coast, where he services clients 
throughout the Big Island. From overseeing over 150 
vacation, rental and investment properties to helping 
first time homebuyers, he possesses a diverse skill-set 
to assist any buyer or seller. “Our main focus is on 
maintaining a reputation for integrity,” he says. “Here, 
we’ve brought a corporate mindset to a boutique, family 
business.”

When listing a property, Blake, a fourth generation 
broker, combines his business background with his 
wealth of professional contacts to net his clients the best 
return on their investment. Always looking to go above 
and beyond the standard MLS tools, he utilizes his exten-
sive referral networks and designations through NAR to 
connect clients with agents around the world. Elsewhere, 
he remains on the cutting edge of his industry, sharing 
his listings over a variety of social and digital media 
platforms. “I reach a global network—not just through 
marketing, but also through contacts we’ve built through 
44 years of business,” he says.

Blake is just as comprehensive when assisting his buyers, 
offering them a hands-on advocate for their best inter-
ests throughout the transaction. Because of his strong 
property management experience and decades spent 
on the island, he empowers his clients with the knowl-
edge and resources needed to make strong investments. 

“I don’t just talk the talk,” he says. “Whether 
I’m personally seeing to their home inspection 
or attending a listing appointment, I’m there 
for my clients—no matter what.” Moreover, 
Blake stays in contact with his clients well after 
closing to ensure they are satisfied in their new 
homes. Able to connect them with vendors, 
contractors, managers and other working 
professionals on the island, he remains an 
ongoing resource for all their needs.

Outside his career, Blake is tremendously active within 
the community he loves, participating in charitable 
initiatives and putting together fundraisers for local 
organizations such as Feed Kona Hawaii, which helps 
families in need. He is also a proud representative of 
gay entrepreneurs in Hawaii, standing for equality and 
serving an example for gay youth in his community. 
When he’s not assisting clients or giving back, Blake can 
be found exercising or spending a relaxing afternoon on 
the beach.

Going forward, Blake intends on building on his boutique 
model and growing his sales team. But through it all, 
he is focused on what matters most. “At Knutson and 
Associates, we’re all about the spirit of Aloha,” he says. 
“Looking at how far we’ve come, I know my grand-
mother can look down at me and feel proud of what I’ve 
brought to her legacy.”

To learn more about Blake Kessner  
please call 808-987-9295  

email blakekessner@gmail.com,  
or visit www.konahawaiisales.com
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