
“With a focus on being authentic and putting clients first, April  has 
captured the skill and mind set needed to pave the way for success 

and longevity in the real estate business. This a must read for 
any salesperson who wants to build real connections and make a 

difference in this business.” 

~ BRIAN HOFFMAN 
 Broker for 38 years / Ontario Real Estate  

Association Instructor for 16 years  

“A fantastic guide for any new Realtor looking to navigate through 
this business and jumpstart their career!” 

~ CHRISHELL STAUSE 
Realtor, The Oppenheim Group Real Estate,  

Star of Netflix “Selling Sunset”

“With her new book “How to Thrive as a Real Estate Agent,” April 
has distilled down the myriad of pitfalls and mistakes that can trap 
a new real estate agent and has provided a guide to jumpstart your 

real estate career. If you follow her advice and her easy to follow 
steps, you will not only save money, but save time, and advance your 

career at a rate you wouldn’t believe. April’s book is also a wakeup 
call to many seasoned Realtors who might find themselves in a rut 

or failing to capitalize on the social media marketing and advertising 
opportunities that are dominating today’s market. This book is a 
must read for any new agent and would be of great value to any 

agent wanting to refocus and jumpstart their real estate business.”

~ SHAUN CAMERON 
Realtor for 14+ years 



“Whether you are a newbie Realtor or a seasoned one, this inspiring 
book teaches you how to ‘attract your tribe’, keep a positive mindset, 

and reach success in one of the toughest sales industries.  April 
is raw throughout the book sharing her own experiences and 

challenges, while giving you insight on what it’s truly like to be a 
Sales Representative.  A fun and easy-to-read book, that is sure to 

make you feel empowered by the end.   

~ LORENA MAGALLANES 
 Broker / Co-founder Stomp Realty, 14 Years in business 

“I wish I had this book when I first started in real estate. It acts as a 
guide, a tool that can be used to simplify (in steps) the overwhelming 

and daunting task of breaking your way into the real estate world 
and establishing yourself as a business. This book is relatable. In 
reading it, you feel comfort in knowing you are not alone in your 

experiences. It is a helping hand, that will not only give you ideas, but 
will also make you think outside the box in creating and customizing 

your business to suit you and your clients needs.” 

~ MEGHAN DOHERTY 
Realtor for 1 year

“A must-read for any Realtor who finds themselves struggling and 
frustrated in their career. This book is a simple and truthful way to 

guide anyone going through tough times as a Realtor. I would highly 
recommend it to any Realtor who feels like giving up or that just 

hasn’t seen any progress in their career.”

~ MAROLY CHAVEZ 
Realtor for 3 years







Dear fellow Realtor,  

This business can make you feel alone – but you’re not. 

Inside this book are all the things I wish that someone had 
shared with me when I first started out in my real estate career. 

They are the reason I was able to transform my business from 
barely paying my bills to tripling my income year after year.  

They are surprisingly simple and easy to do. 

They will elevate every single part of your business. 

No one ever highlighted these ideas, or gave me guidance 
on how to integrate them into my business, but I’ll tell you this – 
they are everything you need to know to skip the years of struggle 
and fast-forward to having a meaningful, lucrative career that you 
love.

Embrace these ideas, use them in every part of your business, 
and I can promise you will have a thriving career that will last you 
a lifetime.  

April    
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A C K N O W L E D G E M E N T S 

_________________________

In memory of my Yiayia, Helen Brockman, who embodied 
strength, bravery, integrity, confidence, class, humility, love, 

beauty and an entrepreneurial mindset. 

Thank you to my Opa, Herbert Brockman, for inspiring me 
and giving me a solid foundation for life. 

Thank you to my husband Michael, for encouraging me to 
write this book and giving me the time to do it while we raise our 

baby boy together. 

For my son Adrian, may you grow up to be a strong and 
brave.. man of your word. Don’t ever let someone tell you that 

you can’t do something.  Let your light shine before men.  
Matthew 5:16

Dedicated to my younger self. And to every other great 
agent without a guiding light in this business. 
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I N T R O D U C T I O N 

_________________________

FROM SURVIVING TO 

THRIVING
USING THIS BOOK

Most agents have a story that goes something like this: “I 
studied my ass off and passed all my exams. I paid out a bunch of 
money on fees to become licensed, I joined a brokerage, and now 
I’m finally ready to go but I feel completely lost and intimidated!”

You see other agents out there killing it. You’re ready to jump 
in and get started – but you have no idea what to do. You’re fol-
lowing the advice from your brokerage, you’re handing out busi-
ness cards every chance you get, you post on social media, but 
you’re not making much progress. You know there’s got to be a 
way to get more clients and make bigger moves!

Trust me, there is. 

So many Realtors start out with high hopes and big dreams 
but no guidance and not much more advice aside from “Get out 
there, network, and fake it ‘til you make it!”

But... wait... how?!
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If you want a career where you’re thriving instead of just 
barely surviving, then you need a plan. A proven path that shows 
you what you need to focus on for success now and into the fu-
ture. Because when you’re just starting out, it’s easy to waste 
precious time. Suddenly, it’s been one, two, or even three years 
and you’re stuck, frustrated, and feeling alone. Your business isn’t 
where you thought it would be and you’re still trying to figure out 
what you’re doing wrong.

I feel you. I’ve been there.

That’s why I wrote this book.  

I was once a struggling new agent, filled with ambition and 
drive, but no idea how to find my clients. My first year in real es-
tate I made almost nothing, went broke, and had to get a “real” job 
to pay for life and all its expenses. But I never gave up. I picked 
myself up and started my hustle. I finished my first year in real 
estate making about $10,000 and I started learning from my mis-
takes. The year after that I tripled my income. And the year after 
that, I tripled it again. I figured out where to focus my attention, 
energy, and time. I figured out how to create real value for my 
clients, and I ultimately figured out the fundamental keys to my 
success. Now I have a thriving career where my clients become 
friends who continually work with me and always bring new busi-
ness my way.

It took me 10 years to get to this point – but it doesn’t have to 
take that long for you. I had to learn from a lot of mistakes. If you 
follow my advice, you can skip those mistakes and fast-forward to 
right where you want to be - thriving! 
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If you’re just starting out - this book is for you. 

If you feel alone without any guidance – this book is for you.

If you’ve been an agent for years but you’ve hit a plateau & 
you’re frustrated - this book is for you.

If you’re struggling and not sure what’s holding you back – 
this book is for you. 

This book is filled with everything I wish someone had told 
me when I started out. It would have given me the guidance and 
perspective required to build a thriving career sooner. It would 
have given me the confidence and faith to push through discour-
agement and setbacks while keeping my spirits high. It would have 
set the ultimate foundation for my success.

H E R E ’ S  W H A T  I ’ M  
G O I N G  T O  S H A R E  W I T H  Y O U :

• Where you should focus your energy to generate leads
• Relevant and efficient ways to work in our modern era 
• How to utilize popular social media platforms to your 

advantage
• Advice you should follow and simple practices that lead 

to significant results
• How to set yourself up with a strong foundation for 

lasting success 
• How to build genuine business relationships that lead to 

repeat business and referrals
• How to take action TODAY
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If I could go back and tell my younger self all the things I know 
now, without a doubt, this would be it. This book is my way of 
sharing it with you so that you can flourish in your own career. 

No matter where you are in your career, I can promise that if 
you follow these practices and put these strategies to use, you’ll 
ignite your business growth, reach your goals much sooner, and 
set yourself up for long term success.

YOU READY? 
LET’S THRIVE!
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C H A P T E R  1 

_________________________

MY 

STORY
It’s not surprising that I ended up in this business. Looking 

back, I would have to say that it all started with my grandparents. 

Opa was born in Berlin, Germany. Yiayia was born in Sparta, 
Greece. Both emigrated by boat and made their way to Canada in 
their early 30’s with dreams of creating a prosperous and beautiful 
life. It was 1960 when they met at a dance hall in Toronto and fell 
in love. They started a beautiful family and worked hard to make 
their life together the best it could be.

They owned and operated a thriving restaurant in the heart 
of Toronto. They also purchased and rented out a number of 
homes as investment properties. My Yiayia ran a busy kitchen sin-
gle-handedly while my Opa managed the finances and maintained 
each property.

They worked long hours at the restaurant, arriving at 5 a.m. 
and sometimes not getting home until 2 a.m., while also handling 
the responsibilities of being landlords and dealing with tenants. 
They knew how to work hard, and they knew the value of ev-
ery dollar earned, saved, and invested. I remember hearing the 
stories about how mortgage rates were around 20% back then 
and how their Realtor had lent them $1,000 interest-free to help 
them close on their second property. I knew about the goals they 
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had set for themselves, their sacrifices and the steps they took to 
achieve those goals. I didn’t realize it then, but I was soaking up 
all of that information and would use that knowledge and those 
lessons to start my own career in real estate.

When my grandparents hit their 60’s they thought they were 
finally ready to retire. They sold most of their properties and 
moved up north to a cozy little cottage that was just steps from 
the beach. It was lovely and relaxing, and they were bored within 
a few weeks.

So, they opened another restaurant. They purchased four 
more investment properties. And it wasn’t until nearly 20 years 
later when they turned 80 that they truly retired to enjoy all that 
they had built together. Their work ethic was incredible. Their 
business mindset and dedication to pursuing their dreams and 
making them come true was extraordinary. It’s their story that I 
truly believe inspired my own.

I got into real estate for two reasons: I wanted to make a lot 
of money and I wanted the freedom to travel the world. I was op-
timistic from the very beginning. I was 21 when I bought my first 
house and worked three jobs in order to earn, save and invest. I 
worked full-time during the day at a bank and I worked evenings 
at a golf course. I also worked on weekends at a real estate office 
hoping to familiarize myself with the industry. 

When I pictured life as a real estate agent, I envisioned house 
shopping with clients, no boss, lots of freedom and unlimited 
earning potential. 

I was about half right. 
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Little did I realize that when you’re essentially working for 
yourself, you are working 10 times harder. You’re working nights, 
you’re working weekends, you’re working holidays, and you’re still 
working even when you’re on vacation!

Regardless, I was serious about my career in real estate, so I 
decided to quit all three jobs and I threw myself into working as 
a full-time agent. I remember my first day as a licensed Realtor 
vividly. I asked to host an open house for one of the seasoned 
Realtors in my office, hoping that it would give me the opportunity 
to meet potential buyers and turn them into clients. It was a lovely 
spring morning and the sun was shining. I was eager, enthusiastic 
and excited to embark on my new career!

I arrived early to prepare the house perfectly. I turned on the 
lights, opened some windows and turned up the classical music. I 
had set up my open house signs, and even had a beautiful presen-
tation of food on the kitchen island waiting for guests to arrive. A 
few people casually came through the open house, and then there 
was one couple who started asking a lot of questions. I was so 
excited to be speaking to them! I had done my homework and was 
familiar with the property so I was able speak confidently about 
the house and the area. They were interested in buying something 
in the neighbourhood but needed to sell their home first. They 
didn’t have a Realtor and because I had spoken so knowledgeably, 
they asked ME to be their agent! 

I thought, this is fabulous! It was my first day on the job in my 
new career, hosting my first ever open house, and I just landed my 
very first seller AND buyer client! 
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I just knew everything was going to be perfect. I would host 
a fabulous open house for them. I would sell their beautiful home. 
Perhaps I’d even double end my first deal by finding the buyers 
myself. And then I would find them another home in the neigh-
bourhood that they loved. Not even 24 hours into the game and I 
felt like this job was pretty fantastic! 

That house, my first oh-so-fabulous listing, sat on the market 
for months. 

I showed up, weekend after weekend, to prepare and host the 
open house. I advertised the property and I desperately tried to 
find a buyer for my clients, but to no avail. After months of market-
ing the old-fashion way we agreed to cancel the listing. 

Bubble - popped! I was crushed, disillusioned and I felt com-
pletely defeated. Even worse, I didn’t do the job for my clients. 

Needless to say, my first experience was very disappointing, 
and I had already begun to feel the highs and the lows associated 
with this business. 

I’m not saying it’s going to be that way for you. Everyone’s 
story is different, but we do all start in the same place. I’m sharing 
this so that you know – I’ve been there. I was that struggling new 
agent full of ambition but feeling frustrated and alone without 
any guidance. My very first year in real estate I practically made 
nothing, went broke and needed to get a “real” job again. I had 
a mortgage to pay, brand new car payments to make, brokerage 
fees and all the stress of other financial obligations. 

Upon picking myself up and getting my head back into the 
game, I barely made $10,000 in that first year of real estate. I 
would navigate through many more learning curves. From market-
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ing and lead generating, to client care to negotiations, I had a lot 
to learn. These were my tough times, but they were also my for-
mative ones and it didn’t stay that challenging forever. One of the 
most important things I needed to realize before I started earning 
a six figure income was my value. 
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C H A P T E R  2 

_________________________

KNOW YOUR  

VALUE
“No one will value you more than you value yourself.” 

~  K A T E  N O R T H R U P

Y O U R  N E T - W O R T H  C O M E S  
F R O M  Y O U R  S E L F - W O R T H

If you don’t believe in your own worth, then others won’t ei-
ther. Plain and simple. When you know your value, you know your 
worth. And, your value starts from within. 

The outside world is a reflection of your inside world. In other 
words, your mindset dictates your life. What you tell yourself sets 
the tone for your mindset and it will affect your perspective, your 
attitude, and your actions. If you’re constantly thinking that you’re 
not good enough then you will not stand a chance because you 
are living out of alignment with your desires. The real estate in-
dustry can be intimidating, so you must be confident in your own 
worth and live in alignment with that feeling.

What is the narrative you’re telling yourself in your head 
about your value? Are you thinking, “I’m inexperienced, I’m not 
that good yet, I don’t have anything special or different to offer?” 
Or do you think, “I am ambitious and fired up and I will stop at 
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nothing to do the best possible job for my clients! I am capable and 
deserving, I am intelligent and strategic, and I know my worth!” 

If you’re not thinking this way already, now is the time to 
recondition your mind because there is power in that inner talk 
and it directly influences your life. Changing your thoughts, will 
change your mood and therefore change your actions. So, you 
need to rev up your inner hustle! When you know your worth, the 
world knows your worth too. Your earning capacity is a reflection 
of what YOU think you are worth. Be aware of your own value and 
what you have to offer the world!  

T H I S  I S  M Y  R A T E

When you say this is my rate, that’s your rate. Period. There 
will always be people who try to negotiate your commission 
down, but don’t sell yourself short. Yes, there will be circumstanc-
es where you might lower your rate to make a deal work, but it 
should never be done from a place where you think you’re not 
worth as much. 

Here’s the truth. You work damn hard for your clients! You 
negotiate back and forth with brash agents in order to get your 
clients the absolute best deal possible. You spend your time and 
money on staging and photography preparing for their property 
to hit the market, and then you spend your energy promoting 
the heck out of it! You host incredible open houses and lug those 
heavy signs around the neighborhood for extra exposure. You ca-
ter to countless buyer viewings and inquiries about the property. 
You take on the responsibility of preparing all the legal documents, 
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researching information, liaising between home inspectors, mort-
gage brokers and lawyers for them. You manage everyone’s emo-
tions on top of all that and you do it with a pleasant demeanor. 
You are a FABULOUS agent who takes on an all-encompassing job 
and you deserve the money you earn!

Don’t hold yourself back from negotiating what you know 
you’re worth. Don’t be afraid to state your rate with confidence 
and back it up with all the ways you’ll be providing value to your 
clients. If they push back you can tell them that this is exactly 
the type of strong negotiating they can expect from you when 
you’re up to bat for them! When you value yourself and your per-
formance, your worth and your rate align. At the end of the day 
you have to believe in yourself. If you don’t, others won’t either. 

T H I S  O N E ’ S  F O R  T H E  L A D I E S 

Feeling up against the competition in this industry is one 
thing, but to feel inferior to your competition because of your 
gender, that’s got to change. 

Let’s take negotiations for example. 

Men are perceived as being more powerful. They tend to 
speak more directly, making them seem more authoritative or 
more aggressive, translating into being a stronger and better ne-
gotiator. 

Women tend to be more polite. It’s even been said that wom-
en can be better listeners, show more empathy, be more sociable, 
and have higher emotional intelligence. These sorts of traits give 
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the perception that women are softer by nature. This might be 
true, but these are also characteristics that can benefit anyone in 
their strategy for negotiations. 

Besides, whether any of these notions hold any weight, it ob-
viously doesn’t apply to everyone. Some men can be just as em-
pathic as women and women can be just as authoritative as men. 

When it comes to negotiations, be strategic, be assertive 
and be confident. Put your emotions to the side and trust in your 
knowledge and skill. This goes for both women and men. 

TAKE ACTION!

Even with the best of intentions, by the time you finish reading 
this book, you might have forgotten half of what you read. That’s be-
cause we’re infinitely more likely to remember what we write down! 
So, I created sections at the end of each chapter to reiterate the top 
take-aways for taking action. And to give you space to set your in-
tentions by committing to at least three actions you can take that 
will leverage what you just learned to help you boost your business.
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 ~  K N O W  Y O U R  V A L U E  ~

Top take-aways for taking action!

• Your value starts within
• Recondition your thinking & choose your mindset
• Confidently state your rate

I will set my intentions and believe in my value by:

1.

2.

3.
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C H A P T E R  3 

_________________________

EMBRACE THE POWER OF   

PARTNERSHIPS
“A wise woman builds her house upon a strong foundation.” 

C H O O S I N G  A  B R O K E R A G E

Most brokerages will be more than happy to welcome you 
aboard. They will, after all, make money from the brokerage fees 
you pay them whether you close deals or not. So remember this: 

You are interviewing a brokerage just as much as they are inter-
viewing you.

Don’t be seduced by flashy offers and a long list of incentives. 
Brokerages will offer the world when it comes to getting you to 
sign a contract with them, but the biggest mistake you can make 
is to sign too quickly without considering which one is the best fit 
for you. You have a lot of options and you should thoroughly con-
sider all of them before you choose a place to call home.

Some brokerages will offer all the bells and whistles, office 
space, leads, dedicated office time for walk-ins, sales training and 
assistance, but at the price of high commission splits. Others will 
offer much lower commission splits to your favour, but not much 
help otherwise. 
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H E R E  A R E  A  F E W  T H I N G S  Y O U 
S H O U L D  C O N S I D E R  W H E N  C H O O S I N G 

A  B R O K E R A G E :

1. Ask about their way of business and see if it aligns with 
the way you see yourself doing business. For example, 
if they still push door-knocking and cold-calling but you 
are a social media genius who plans to utilize all possi-
ble platforms - then there may be a disconnect because 
you’re not even speaking the same language. Yes, you 
have a lot to learn, but you still need to be on the same 
page as your brokerage. They need to be speaking a lan-
guage that you WANT to learn. 

2. Is the brokerage well connected with other profession-
als in the business such as mortgage brokers, lawyers, 
home inspectors, and reputable contractors to recom-
mend? It will be extremely beneficial for you to build a 
rapport with other professionals who you can trust and 
count on. Look to your brokerage for affiliates they trust 
and start building your own list of experts to keep on 
hand for future recommendations. Become the go-to real 
estate agent who is always well connected. Building rela-
tionships with high-quality professionals will reflect back 
on you as a high-quality person to work with. 

3. What training programs do they offer? Are they current 
and innovative?

4. Ask about what support systems they have in place. Do 
they offer a mentoring or coaching program? Will there 
be someone available to answer your questions and help 
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you put a contract together whether day or night – and 
holidays too?! Real estate never sleeps, deals can be hap-
pening at any time and you need to be able to reach out 
for guidance when they do. 

 This is also your chance to practice your negotiating 
skills. Use this opportunity to negotiate the best com-
mission split for yourself and remember your own value 
when doing it. 

The very first brokerage I joined was the one I was most fa-
miliar with. It was a franchise name with an established reputa-
tion and they sold me on their brand recognition, credibility and 
how that would benefit me as a new agent. They offered exten-
sive training and covered my start up costs for things like business 
cards, signs and a website. They also offered floor time at the of-
fice, which meant that I would have an opportunity to pick up any 
leads who either walked in or called in. 

I quickly discovered that the training was impersonal and 
practically archaic. The free website and business cards were nice 
to have but they weren’t bringing in any clients. As for office floor 
time, it was extremely rare for the phone to ring, and even more 
rare that someone would just drop by the office wanting to buy 
or sell their home.

Another experience I had was with a smaller brokerage but as 
a team of three. It was a promising fit with shared ambition, inno-
vative ideas and big dreams. But although we had a common goal 
with a destination in mind, unfortunately the roads we wanted to 
take in order to reach those goals didn’t align.
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I had to walk through a few doors before I found the right 
home for me, so I speak from experience when I say that in the 
end, it really does come down to you and the amount of hustle 
you are willing to put into your business. No one is going to do the 
work for you, it’s all up to you and how much you want to expand 
on your growth and success. But, ultimately you’re looking for a 
brokerage who supports you through your growth, gets you fired 
up, and who is on the same wavelength as you.

F I N D  Y O U R  T R I B E

Aligning yourself with the right team is extremely important. 
Whether it’s a brokerage or the team you position yourself with, 
you should share the same values. It sets the tone for the way you 
do business and the goals you aim to achieve together.

T H E R E  I S  P O W E R  I N  U N I T Y

When you’re a new agent or a solo agent you might feel like 
the little fish in a big sea. You’ve got a few options: find a mentor, 
join a team, or start a  partnership. 

As a new agent you could consider helping out an experienced 
agent so that you can benefit from observing how they go about 
their business. It can be hard to establish yourself in the beginning 
without any experience, so this is a great opportunity for you to 
learn. Observe how they spend their time marketing, generating 
leads, preparing offers, speaking with clients, and how they show 
property and host open houses. You can take away what works for 
you and leave behind the rest.
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Another idea is to start or join in a partnership. Being part 
of a team isn’t for everyone, but it definitely has its advantages. 
Having a team means you work closely with other agents and you 
become a force to be reckoned with. Brainstorming becomes a 
fun and creative collaboration. You thrive off of the support and 
encouragement for one another. The collective power as a team 
means more knowledge, more experience, and more time to offer 
your clients and it can significantly contribute to your growth in 
business.  

H E R E  A R E  A  F E W  Q U E S T I O N S  T O  A S K 
Y O U R S E L F  I F  Y O U ’ R E  C O N S I D E R I N G  A 

P A R T N E R S H I P : 

1. How do you envision your career in real estate?  

2. What are your goals? 

3. What is your strategy for achieving those goals?

4. Do your dreams align with the people you’re choosing to 
move forward with? Do you share the same vision and 
agree on the direction to take in getting there? 

Building a dream team can be a powerful move as long as you 
and your partners are clear on the destination and the road you 
take to get there. 

F O U N D A T I O N  F O R  S U C C E S S

Whether it’s your brokerage or a partnership, having a team 
of passionate, competent and supportive people behind you will 
help to build the foundation for your success. Think of them as 
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the underpinning that strengthens the foundation. When disap-
pointment rains down on you, when a flood of doubt enters your 
mind and the winds of a volatile market begin to blow, you want 
to remain confident that the foundation you’ve built for your suc-
cess remains strong.

You’ve heard the saying before, “You are the average of the 
people you surround yourself with.” Make sure that the people 
you choose to work with hold the same values, principles, and 
work ethic that you do.
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 ~  T H E  P O W E R  O F  P A R T N E R S H I P S  ~

Top take-aways for taking action!

• Think about how you envision your career 
• Do your homework before joining a brokerage
• Align yourself with the right people

I will set my intentions and take steps to form powerful  
partnerships by:

1.

2.

3.
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C H A P T E R  4 

_________________________

FIND YOUR   

PEOPLE
“Sometimes the answer you’re looking for  

is right in front of you.” 

You’ve heard it before and it’s so true: It’s not what you know, 
but rather who you know! So you probably already know a ton 
of people who could potentially become your clients. Think of all 
your family members and friends alone. I bet you can name 10 
people off the top of your head right now. These are your people 
and reaching out to your people, especially in the beginning, is the 
best way to start making some noise about your new career as 
a real estate agent. I talk to so many agents who fail to do this 
simple task when it could quite possibly get them their very first 
client. After all, people do business with those they know, like, and 
trust. You already have a relationship built with your people so it’s 
likely that they will want to support you, encourage you and give 
you the opportunity. The best way to build your business is from 
the inside out. 
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K N O W  Y O U R  N I C H E  

Before you start reaching out, it’s important to understand 
the strategy of having a niche. Instead of trying to reach a broad 
range of potential prospects in a market saturated with other 
agents, you can distinguish yourself among your competitors by 
narrowing in on a specific area or audience. It takes you from be-
ing the little fish in a big sea to the big fish in a little sea because 
you’ll have less competition. You’ll benefit from having a more fo-
cused approach where you can first become an expert and then 
expand your horizons.

For example, I used to love working with first-time home buy-
ers because I knew exactly what they were feeling. I knew what 
that process entailed and I could anticipate their questions. I felt 
confident in my ability to help the people who were new to pur-
chasing property. That was my niche. 

Now that I’m married with a new baby boy at home, I com-
pletely understand the desires of a new family wanting more 
space or a home with a backyard. Now this is my niche. 

Your niche can change over time and it likely will grow with 
you and your career. When you can empathize with people, or at 
least sympathize with them and truly understand their goals, you’ll 
become their go-to agent in no time. 

I know it might seem counterintuitive, but having a niche 
doesn’t limit you. In fact, it does the opposite, because it gives 
you the ability to build experience, become an expert, and then 
leverage that expertise to branch out into other areas. 
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S I M P L E  T A S K .  B I G  I M P A C T . 

Now that you’ve got your niche down, the first step you need 
to take before reaching out is to get organized and create a con-
tact list that consists of your people. If you haven’t already done 
this for your business, I want you to compile a list of everyone you 
know right now. Start by going through your own email inbox and 
collect their name and their email address. Ta da! Simple. You’ve 
just started creating a contact list and it will become invaluable 
for your business. 

Now you can log into your Facebook account. Write a short 
and sweet sentence that you can copy and paste to every one of 
your friends on Facebook. Be sure to send the message to each 
friend individually as a direct message. 

You can make this your own but try something like “Hey April, 
I want to share some news with you! Could you pass along your email 
address?” Less is more here. Think intriguing. If it’s someone you 
haven’t spoken to in a while, change it slightly to say “Hey April, 
long time no talk! I hope all is fabulous! I wanted to share some news 
with you, could you pass along your email address?” Your excitement 
in this sentence along with natural human curiosity is sure to have 
them wondering what the big news is. And since they’re already 
family, friends, or acquaintances, they probably won’t hesitate. 

Next, pull up your Instagram account and do the same thing 
with your connections on this platform. Just be sure to avoid the 
friends you’ve already reached out to on Facebook. If you have 
LinkedIn and other accounts do the same there, too. You can also 
go through your phone and send a quick text. After all of this, you 
should have a pretty great list put together! Remember to contin-
ually add to it as well. 
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Y O U R  P L A T F O R M  

Once you’ve collected all the names and email addresses of 
your people, you’ll need a platform where you can create content 
while also having the ability to keep track of all your contacts. 
There are so many different sites out there to choose from, but I 
absolutely love using wix.com. It allows you to make gorgeous de-
signs and it’s super easy to navigate. You can create your website 
there and connect or buy your own domain name. It even allows 
you to do all types of integrated marketing like utilizing SEO tools, 
analytics and connecting to Google Ads. You can literally do ev-
erything from Wix, and a basic plan is free which is great for when 
you’re starting out and need to create a website fairly quickly. 
If you want to see how I’ve used Wix, check out my website at 
AprilDelMonte.com. 

Don’t get caught up in spending too much time on the end-
less style possibilities. You’ll have plenty of time to work on mak-
ing it look sharp later. For now, the most important thing to have 
is a landing page for people to find you. Having a professional site 
is important, but it can take up a lot of time if you’re wanting to do 
it on your own, without paying a ton of money for a professional 
to do it. Regardless, having something that you’ve created your-
self and that shows off a bit of your own personality and style (as 
opposed to the boring templates that big brokerages offer) is way 
better! 

Creating a list of your people and reaching out to them also 
works for agents who have been in the business for a while but 
haven’t reached out to friends, family or past clients for some 
time. You’d be surprised at the amount of business that can arise 
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from just reaching out and reestablishing past relationships au-
thentically. 

Y O U R  A N N O U N C E M E N T

Once you have your list ready to go, it’s time to create a news-
letter. This is where you let people know all about your new career. 
This is where you leverage your network to gain more exposure 
and grow your business. This is where you sell yourself! People 
need to know what it is you do now and what you can do for them 
and their people. If you’ve defined your niche, go ahead and let 
them know who exactly you’re looking to work with or what spe-
cific neighbourhood or building type you’re focusing on. You can 
get creative with photos and designs and add your touch. Include 
humor or a few heartfelt sentences about your new career. The 
point is to reach out to all of your people and let them know that 
you are an official Real Estate Agent and that you want to help 
them with their next move! Once you’ve created your awesome, 
informative, entertaining and valuable piece of content, hit send! 

S U C C E S S  I S  I N  T H E  F O L L O W  U P

Finally, follow up with a personal email within the next couple 
of days. Be prepared to spend some time on this. The more au-
thentic and genuine you are with your personal emails the better 
the response you’ll get. 

Side note to the rookie: At this point, you also have what I 
like to call the “rookie advantage.” Although you’re a rookie with 
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no experience, the personal touch that you use in these emails is 
precisely what will give you an edge up on those seasoned agents. 
You may not have your hands full with dozens of clients in the 
beginning of your career, but that can be a good thing as you’re 
learning how to navigate through the process and execute a deal. 
Often when a real estate agent becomes busy, they lose sight of 
how important it is to go the extra mile for their clients. Since 
you’re just starting out, you can be honest about being a new Re-
altor, but leverage it to your advantage. Change the perspective 
by letting people know that what you have to offer for their ben-
efit is the time and the desire to work extra hard at selling their 
home or finding them the perfect property. They’ll feel like they 
are getting the royal treatment and this is exactly how you want 
them to feel.

In your follow up email, you should include two things along 
with your sincere message: a call to action and a quick link that 
they can pass along to other people. You can simply request that if 
they can think of any friends who are currently looking to make a 
move, that they share your contact info. Make it easy for them to 
make that connection for you by including a link. The link should 
take them directly to your new website or social media business 
page. People will usually go with the recommendations of trusted 
friends and family so get the people closest to you talking about 
you. 

Remember, if you have narrowed your focus, describe your 
niche. For example you could say, “I especially love working with 
young professionals looking to buy their first condo.”

Having a website and a monthly newsletter is an awesome 
way to stay connected to your network of people on the regular. 
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It gives you a chance to gain more exposure by creating a platform 
where people can stay up to date with you and all the information 
you’re about to start putting out there!

I was recently speaking with a new(ish) agent. She’d been in 
the business for two years now and was having a really hard time 
building her clientele. I asked if she had been reaching out to any-
one and she told me that she does – she reaches out to her past 
clients sometimes. When I asked if she’s ever reached out to her 
own network of people, she told me no and that she had never 
thought to do it. After we talked a bit more, I found out that she 
didn’t even have a website! She said she had been “meaning to do 
that.” What!? She had been an agent for two years already! I am 
always shocked when I find out that an agent who’s already been 
in the business for a few YEARS still hasn’t compiled a list of all 
their contacts. It happens ALL THE TIME. It’s this simple task that 
becomes part of the foundation for your long-term success and it 
is imperative. 

Real estate is a long-term game and you need to think of it 
that way. You’re not selling a $50 fitness program or $20 prod-
uct that people are easily moved to purchase. Your product price 
point is hundreds of thousands to millions of dollars. People do 
not make these purchases often. At best, they make them 2-4 
times throughout their lives. 

Again, having a contact list allows you to send updates like 
monthly newsletters and gives you an opportunity to stay front 
and centre in the minds of your people for when the day comes 
that they DO decide to make a move in real estate.

Be consistent with your outreach but don’t bombard people. 
Your goal is to keep them on your mailing list so that you can be 
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the first person they think of when they think real estate. So make 
sure the information you put out is valuable and useful or at least 
entertaining. Keep them from hitting the unsubscribe button!

Also, be sure to make your emails personal! No one feels spe-
cial after opening yet another automated generic email that was 
obviously sent to everyone else on your contact list. Take the time 
to personalize an email - it really does go a long way.

R E T H I N K I N G  T H E  
“ P U S H Y  S A L E S W O M A N ”  L A B E L 

Some agents feel nervous, embarrassed, or even shameful 
about offering their services. They don’t want to come across as 
pushy or desperate. If that’s you, I encourage you to reframe your 
thinking. Remember the value you hold! You are an exceptional 
agent, who negotiates strategically to get the best deal for her 
clients, who researches her market extremely well, and who goes 
above and beyond to ensure that the entire process for her cli-
ent is a smooth one! It is because you know your value that you 
can reach out confidently. In fact, if you didn’t reach out, people 
wouldn’t benefit from your outstanding care and unparalleled skills 
and that would actually be doing them a disservice. 

So, don’t hold back worrying about how your emails will be 
received. If you operate from a place of sincerity and abundance 
you won’t come off as desperate. 

I’ve sent out emails with the intention of being helpful and 
informative and received one annoyed response out of 10 appre-
ciative ones - and two leads! Don’t be afraid of rejection. If you 
never ask, then the answer will always be no. Besides, someone 



~ 33 ~

else’s judgement of you is just a reflection of their inner state of 
mind. Don’t take anything personally in this business. Just take 
them off your mailing list!

T H E  A B U N D A N C E  M E N T A L I T Y

The way you communicate in your business will either come 
from an abundance mindset or a scarcity mindset. Remember your 
mindset establishes the tone for your behaviour and your actions. 
To succeed, you need to operate from a place of abundance - not 
fear, worry or scarcity. 

If you already knew you’d be making 6 figures by the end of 
this year, would it change the way you approach your business 
today? In other words, if you felt completely secure financially and 
you didn’t have to worry about money, would it change your dis-
position and overall presence when communicating with potential 
clients? For example, think about the person who’s desperate to 
be in a relationship. They come off as needy and anxious. It’s not 
a good look right? It can literally repel people from wanting any-
thing to do with that person. The same goes for the way you carry 
yourself in business. People turn away from desperation. When 
you can rest assured that the way you go about your business 
WILL bring you the success you dream of and that it’s just a matter 
of time - you can operate from that place of success and abun-
dance before you even have it. It’s simply the law of attraction. 
What you put out into the world will come back to you. 
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T H E  S N O W B A L L  E F F E C T 

Here’s the payoff to implementing everything I’ve just taught 
in this chapter: You will absolutely gain repeat business and on-
going referrals. You are literally building your business from the 
inside out. 

I hardly do any marketing for new business because of the re-
lationships I’ve built over the years with my clients and the refer-
rals they send my way. In fact, referrals are my favorite way to do 
business. Since my vibe attracts my tribe, the friends of my clients 
are almost guaranteed to be people that I will enjoy working with. 

If you take the time to build and maintain relationships with 
your people, and you are authentic and genuine, they will like 
you and trust you and want to work with you again and again – 
and you’ll enjoy referrals that continue to roll in year after year 
throughout your career. 

This is the snowball effect. 
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 ~  F I N D  Y O U R  P E O P L E  ~

Top take-aways for taking action!

• Identify your niche  
• Create your contact list and reach out to your people
• Provide value and follow up

I will connect with my people and start building relationships 
with them by:

1.

2.

3.
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C H A P T E R  5 

_________________________

CREATE CONTENT THAT    

STANDS OUT
“Content is anything that adds value to the reader’s life.” 

When my network of people think about real estate, I want 
them to immediately think “April Del Monte.” 

In the same way that people think Oprah Winfrey when they 
hear “talk show host,” and Tiger Woods when they hear “world’s 
greatest golfer,”  I want them to think April Del Monte when they 
hear “real estate agent.”

I do this by building my personal brand. My brand is really a 
reflection of who I am. Through the content I provide via email 
and social media, I want people to see what my values and char-
acteristics bring to the table along with my skills and experience. 
That I operate from a place of integrity and empathy in order to 
really understand the needs and wants of my clients. And that I 
work strategically and diligently to do the best job possible for 
them. If you read through my emails or captions, you’ll notice that 
I market an overall experience rather than just a transaction and 
that having delighted clients at the end of a deal is my ultimate 
goal.
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Some real estate agents focus purely on business, facts and 
numbers. That’s their brand and that’s perfectly OK. Some people 
like Pepsi and others like Coca-Cola. You will attract your perfect 
clients. Branding is a way to identify your business and distinguish 
yourself from your competitors. As a Realtor, you are the face of 
your brand. Your personality, your values, your style, the way you 
carry yourself, the way you do business, the type of property you 
sell, and people you work with all contribute to your brand. The 
key is to give your personal brand some thought and be consistent 
with your messaging. 

T H E  P O W E R  O F  S O C I A L  M E D I A

Don’t underestimate the power of social media as a market-
ing tool. Remember your business doesn’t have a storefront, so 
social media can act as your showroom! Think of social media as 
free real estate - digital real estate. It’s like a massive billboard to 
advertise your services, so if you’re not spending time to build an 
online presence, you’re wasting a valuable resource. 

I make sure that I’m visible and accessible on social media. I do 
this by utilizing various platforms and taking advantage of all the 
ways I can connect and market to people for free. You can utilize 
Instagram, YouTube, Facebook, LinkedIn, Twitter, TikTok and more, 
plus your website and a blog – all for free! Use social media to cap-
italize on this free exposure and make yourself seen and heard. 

Here’s the thing though, you can’t thoughtlessly post online 
and expect to attract clients– you’ve got to be intentional, cre-
ative and consistent with your content in order to stand out.
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Aim to create content that is helpful, educational, informative 
and that speaks to your audience. Find a way to make it enter-
taining, unique or inspiring. Get people engaged by interacting 
with them. Engagement will help you develop connections with 
your audience and potential clients. You can ask questions in your 
posts and encourage people to comment or tag others. You can 
like, share, comment and follow. You can utilize all sorts of fea-
tures like IGTV, going live in real time, posting a series of stories 
and creating a poll or quiz. You can also utilize hashtags and tag 
specific locations. The options are endless on social media. 

All of this allows you to maximize your exposure and build 
your online presence. You can also turn your posts into an ad to 
boost your reach. You can then target that ad to your demograph-
ic of choice, right down to age, gender, profession, level of educa-
tion, languages known, level of income, location, even postal code 
or specific radius. You’ll also have access to the analytics where 
you can see the impact of your content. Social media can be a 
powerful tool for your business and an incredible way for you to 
directly engage with people even beyond your network.

For in-depth training on exactly how to create content that 
connects with potential clients and captures leads, check out my 
How To Thrive As a Real Estate Agent workbook. 

Visit aprildelmonte.com for the workbook.
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Y O U R  A U D I E N C E  

You can start to see how narrowing your focus and your 
marketing strategies will work in your favour instead of being 
overwhelmed trying to speak to everyone and anyone about real  
estate.

• Who’s your niche again? Speak to them! 
• What type of questions are they asking? Answer those!
• What do they need to know right now? Put it out there! 

If your focus is on first time buyers, put out some helpful in-
formation on what the purchasing process looks like from start to 
finish. Outline each step for them. They likely won’t know what 
to expect so this would be really enlightening for them. Call it 
your Ultimate First-Time Home Buyer Guide, brand it and then 
promote it. If you’re focusing on a specific area, name the top 10 
reasons to live in that neighbourhood. If something is affecting 
the market right now, talk about it. If your niche is the condo mar-
ket, aim to dominate the condo market and become the condo 
expert! You can put out content like “Top 5 Things to Know Be-
fore Purchasing a Condo,” or “Benefits of a Condo vs. a House,” 
or “What Do You Actually Own When You Buy a Condo?” Curate 
your content specific to your niche and then market that content 
accordingly! Make sure you promote it on all of your social media 
channels too. 
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C O M P A R I S O N  I S  A  K I L L E R

When you see other agents putting out great marketing con-
tent, don’t get discouraged or caught up in the comparison game. 
That can really kill your energy and your momentum. So stay 
in your lane and stay focused. Remember that you are working 
YOUR network, not theirs! It doesn’t matter if they are the most 
successful agent on the block or the busiest agent in your office. 
Your network and your reach will be different. They aren’t shar-
ing content in the same exact way that you are, and even if they 
were, you are your own unique personality and you will attract 
the clients who align best with you! When I started making killer 
content, other agents started ripping it off. So I get that it can be 
challenging when you’re trying to set yourself apart from the oth-
er guys, especially when you’re selling the same service and you 
have access to all the same information. But, no one can be quite 
like you and there’s enough business to go around for everyone.

Win people over with your enthusiasm, your personality and 
your passion! Get creative with the content that you put out for 
your audience and think of ways to leverage your reach. Here are 
a few ideas to help you get started. 

N E W S L E T T E R S  A N D  B L O G G I N G

Create a blog on your website and post regularly. Here are my 
“Top 3 Reasons to Start a Blog Right Now.” 

1. It Establishes Authority: You will begin to look like an 
expert when you consistently write about your area of 
focus.
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2. It Builds On Your Connections: When visiting someone’s 
blog, it always feels like you’re accessing privy informa-
tion. Blogging gives you the opportunity to elaborate on 
your thoughts and get more personal with your audience. 

3. It Generates More Business: Consistent blogging can 
help to bring more exposure, and ultimately more leads, 
to your website via search engines. You can also generate 
more traffic by sharing your blog and using it as a mar-
keting tool.

Your blog can also be incorporated into your newsletters. 
Work on getting creative and sending out a monthly newsletter to 
your contact list. You can send specific newsletters to your buy-
ers, sellers, and investors respectively. Your content can include 
information of value, like an update on the market each month, 
any new listings you have (or that your brokerage has), and it can 
also include an event you’re hosting, or something you’re involved 
with this month. Share a bit of your world with your readers each 
month. 

V I D E O 

Video is a great way to create personal content and you 
should use it whenever possible. Think about when you watch 
actors on Netflix, you feel like you already know them. People 
will feel connected to you when they see and hear you on video, 
it gives them a chance to see your personality and you become 
more real to them which means they’ll feel more comfortable ap-
proaching you with their questions! And while video can be cost-
ly, you don’t need high production quality to be effective. Taking 
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your iPhone into a well-lit, quiet place and filming “selfie” style can 
be just as authentic! 

If you’re looking for ideas for videos, a simple solution is to 
team up with other people. For example, if you have a good rela-
tionship with a mortgage broker, think about approaching them 
to create some videos together. You can sit down interview-style 
and ask questions specific to your target audience, or you could 
think of ways to have fun with it by catering the videos to your 
personality and your own style. Remember to be authentic in your 
approach and you won’t come off awkward or stuffy. 

Think of other professionals you can team up with to create 
this type of educational content. 

H E R E  A R E  A  F E W  I D E A S : 

• Interview-style video with a great real estate lawyer 
providing you with smart legal advice.

• A Q&A session with a home inspector on their Top 5 
things to look for during a home inspection. 

• A discussion with a home stager or designer on the Top 
5 benefits of staging a home for sale.

• A walk-through video tour with a photographer or 
videographer discussing the Top 5 ways to best prepare 
your home for photos. 

Creating content with other professionals like this provides 
a win-win situation for both of you, since you can leverage each 
other’s network and audience. Be sure they are reputable people 
you trust and that their values align with yours. 
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T E S T I M O N I A L S

Another amazing way to utilize video is with client testimoni-
als! A lot of agents don’t bother to collect testimonials. They feel 
awkward asking for them, and they feel especially awkward hav-
ing to follow up for one. But testimonials from your clients are 
gold. They will help to establish your legitimacy and credibility. 
People speaking highly about their experience working with you 
is the ultimate form of social proof and it can generate you more 
business. Social proof has the power to influence people’s deci-
sions and actions. It is the notion that if other people are saying 
so, then it must be true. So do the outstanding work for your cli-
ents and then get them raving about you! 

You can give your client some options and let them choose 
whatever works best for them. Here are a few great ways to do it:

#1 Video: Ask for a video testimonial. Some people are not 
afraid of the camera and they may be up for sending you a quick 
video from their phone. It doesn’t have to be professional. Raw 
and off the cuff videos can actually feel more authentic. 

#2 Audio: Other people might be happy to send you an au-
dio recording and you can use it when getting creative with your 
content. 

#3 Quotes: I always love to ask my clients for a heartfelt writ-
ten testimonial about their experience working with me, and I ask 
them to include a photo that I can include with it. 

Remember, people are busy. Busy with their jobs, busy with 
their families, life is just always crazy busy. You might have done 
an amazing job for them and they’re more than happy to give you 
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the testimonial, but they couldn’t find the time and then just for-
got. So here’s a super easy and effective way to get your social 
proof now:

Make it really easy for them by writing the review out for 
them. For example, send them a note and ask them to pick which 
of the following best describes the experience they had with you. 

1. April helped me find my dream home. She negotiated on 
my behalf and got me the best deal of all time! 

2. April sold my house and did an amazing job! She had mul-
tiple offers for me to choose from and got more money 
for my house than I had ever imagined. 

3. April is a ROCKSTAR Real Estate Agent!

You get the idea! You can tailor your options to fit the real 
estate experience your clients may have had with you. Send a text 
or social media message for a fast response. It’s best to try to get 
your testimonial as soon as the deal closes and while the expe-
rience is fresh in their minds. However, even if it’s been a while 
and you think it’s too late to ask your client for one, it’s not! You 
can use this strategy anytime and I can guarantee you’ll have your 
testimonial in a flash! 

Once you have your testimonials you should use them to your 
full advantage. Always have a page dedicated to client testimoni-
als and feedback on your website, think of creative ways to show-
case them on social media through your posts and story features, 
and be sure to utilize them for your marketing. 
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C O L L A B O R A T I O N S

Team up with local businesses or brands that sell products as-
sociated with your market or niche. You can think of ways to col-
laborate together and leverage each other’s audiences for expo-
sure and ultimately more business. For example, if you’re targeting 
a certain neighbourhood, and that neighbourhood has an amazing 
restaurant, cafe or boutique shop that you love (and if you’ve tak-
en my networking advice, you already have a friendly rapport built 
with them!), approach them with the idea of hosting a giveaway 
geared towards the neighbourhood residents. The giveaway can 
consist of whatever you come up with together. It could be a $300 
gift certificate for a date night or $100 shop credit. All they’ll have 
to do to enter is tag a few friends on your social media post and 
you’ll choose the lucky winner in 3 days. The business will likely be 
happy to participate as this creates amazing exposure - for them 
and for you! 

Spending money on billboards, magazine ads, park benches, 
garbage cans or taxis is a waste of money, especially in the begin-
ning of your career.  If you’re going to spend money on marketing 
in today’s world, spend it on content production, social media ads 
and giveaways. People live their lives online and literally throw 
print marketing in the garbage. Plus, there’s no way to track the 
impressions you’re getting from old school marketing so it’s hard 
to measure your impact. 

L I V E  E V E N T S  &  C H A R I T I E S

I personally love to host a couple events throughout the year. 
It’s a great way to get together with all your people at the same 
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time. Sometimes I host it around business and networking. Other 
times I host a charity event or just a fun social gathering. For one 
of my recent events, I rented a gorgeous loft space and worked 
with a wine expert who came and gave an exclusive wine-tasting 
experience. I invited a great group of women from within my net-
work and told them to invite a friend. It was a fabulous evening 
learning about wine and discussing real estate. It’s also a great 
way to build relationships. 

Think about ways you can host a fun event within your com-
munity or find a cause to participate in that is close to your heart!

The Shoebox Project is an organization that focuses on 
helping women in need within our own communities. I love how 
thoughtful this cause is especially around the holidays. So every 
Christmas I host an annual charity event to support The Shoebox 
Project. I rent out a space and make it festive. I have charcuterie 
boards, sparkling beverages and swag bags for my guests. I invite 
women (and kiddos!) within my network and community and we 
gather together to create shoeboxes full of beautiful gifts to do-
nate to women in need. It’s always such an amazing feeling to give 
back. 

G R A N D  E X P O S U R E

Once upon a time I was on a reality TV show called “The 
Bachelor Canada.” I was the girl who made it to the very end, win-
ning the bachelor’s heart and accepting his proposal in front of the 
entire nation. We did countless interviews with television shows, 
radio stations, newspapers, and magazine outlets throughout 
Canada. When I was in work mode, I would show property all over 
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Toronto and people would recognize me from the show, stop me 
in the lobby of a condo or on the streets, and want to talk about 
literally everything! I had people following me on my social media 
platforms from all over the world. Although I went onto the show 
for completely different reasons, it did give me a lot of exposure 
and it wasn’t until after the show aired that I thought maybe this 
would be amazing for my career and that it could lead to more 
clients!

I did have a few great clients come of it, but I also had a ton 
of time-wasters! I had people reach out “interested in selling their 
property or looking to make a purchase,” but they weren’t as in-
terested in real estate as they were in meeting someone who was 
on TV. 

Thankfully I didn’t spend any money on that exposure, but my 
point here is this: Whatever you think might be “great exposure” 
and “sure to get you more clients” might not be. I truly believe, 
and have experienced, that absolutely nothing is better for cre-
ating success than working on real connections and building real 
relationships with people. This is why I highly encourage spend-
ing your time creating value-filled content to share on your social 
media platforms and becoming the real estate expert among your 
people and to your audience. Remember when your people think 
real estate you want them to immediately think of YOU!
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 ~  C O N T E N T  T H A T  S T A N D S  O U T  ~

Top take-aways for taking action!

• Create unique, entertaining, informative content 
• Collaborate with other professionals, brands and busi-

nesses
• Throw a party or host an event

I will work on content creation and build on connections by:

1.

2.

3.
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C H A P T E R  6 

_________________________

TAKE CARE OF YOUR     

PEOPLE
“One client, well taken care of, could be more valuable  

than ten thousand dollars’ worth of advertising.” 
~  J I M  R O H N

You’ve been diligent with your outreach, you’ve been creating 
amazing content, and you’re crushing it on social media. Now you 
have a client who’s reached out and wants to buy a property. This 
is it. This is the big opportunity you’ve been working for. This right 
here is where so much of your future business can come from - 
if you handle it perfectly. Your new client can turn into a repeat 
client and bring you promising referrals. But it all depends on how 
you care for them throughout their entire purchasing experience.

Whether purchasing or selling, the process can come with its 
fair share of obstacles and clients can quickly become stressed 
out and emotional. For instance, I had to tell my client Catherine 
about a murder in her building once. It was a condo purchase we 
had just finished firming up when I discovered the grim news. It 
was a lovers’ quarrel that ended in tragedy just a couple floors be-
low her new suite. Naturally my client was quite unsettled when I 
first told her about the incident and even considered backing out 
of the deal, but I stayed calm and collected. Empathizing with her 
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and talking through her concerns is what saved that deal. She was 
back to feeling excited about her new purchase by the end of our 
conversation.  

When difficult situations like this happen, you have two 
choices. You can either see the obstacle as a problem or as an op-
portunity. Focus on what you can do to turn the obstacle into an 
opportunity for you to shine as a Realtor. Make yourself invaluable 
by being vigilant and proactive for your clients. Doing so will build 
the solid relationships you need to thrive in your career. Remem-
ber, this is the stuff that builds your experience too, so it’s also an 
opportunity for you to grow as a Realtor.  

Here are a few ways to go above and beyond in caring for 
your clients throughout the real estate transaction. 

#1 Keep calm and carry on

Keeping a level head when things go wrong is good for you 
during any real estate transaction, but it’s also great for your cli-
ents. Being able to maintain your composure during difficult sit-
uations will have your clients feeling calm and confident in your 
abilities. 

#2 Update

A simple way to keep your clients feeling calm and confident 
in your abilities, is to keep them updated throughout the process. 
This is such a simple thing to do that goes a long way. Most people 
are unfamiliar with the process of a real estate transaction and 
they just want to know what’s going on. So keep your clients well 
informed, update them often and let them know what steps come 
next. 
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#3 Be quick to respond

One of my top compliments as a Realtor has always been 
about how quick I am to respond. You should be prompt and re-
sponsive with emails and information that you’ve promised to de-
liver. It’s a small act that is very much appreciated and has your 
client feeling as though you’re always on top of things. Take the 
advice of Don Miguel Ruiz, author of one of my favorite books 
“The Four Agreements,” and “be impeccable with your word.” If 
you say you’re going to do something for your clients, make sure 
you follow through. Trust me, it does not go unnoticed. 

#4 Be proactive

If you want to be on top of your game, try to anticipate and 
answer your clients’ questions even before they have a chance 
to ask them! You can also be proactive in anticipating something 
they might need and providing it ahead of time. Remember, your 
clients may not even know what they should be asking for, so make 
sure that you do. For example, if your client is selling her condo 
and has accepted an offer, she’ll need to hand over the status cer-
tificate for the buyer’s lawyer to review. Help her to order it ahead 
of time so there are no delays. Or when your buyer’s offer gets 
accepted, be sure that you’ve explained to him ahead of time how 
the deposit structure works and the time sensitivity associated 
with it. The last thing you want is for your client to feel blindsided 
by having to produce thousands of dollars within 24 hours. 

#5 Treat everyone with exceptional care

Treat ALL of your clients as well as you would treat your best 
friend throughout the entire real estate deal, and I promise you 
will gain their unwavering support and loyalty. This goes for ev-
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eryone from leases to high-end clients, because you never know 
who might turn into a subsequent buyer or seller and rave about 
you in the meantime! 

#6 Gratitude

Once your deal firms up and finally closes, don’t just drive off 
to the bank to cash your commission cheque forgetting all about 
your client. This is your last chance to make a long lasting impres-
sion on their real estate experience, and to say THANK YOU for 
choosing and trusting me! 

It’s up to you whether or not you’d like to give your clients a 
closing gift but I believe it’s good business practice. Not only is it a 
sweet gesture that feels amazing to do, but it will also keep them 
remembering you and the fabulous experience they had with you 
- from start to finish. 

If you wouldn’t have guessed it by now, I am a huge fan of 
making things personal so I often like to prepare a specially curat-
ed gift and always aim to include something custom-made with it. 
It’s so much more meaningful and memorable to receive a gift that 
clearly had thought and effort put into it. 

You’ve probably worked with your clients closely enough that 
you’ve picked up on what they might appreciate. If their child ab-
solutely loves orange juice, gift them a little orange tree for their 
new backyard. If he’s a sports fan, include tickets to a game. If 
she’s a homebody, fill a basket with the coziest items you can 
think of. 
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H E R E  A R E  A  F E W  O T H E R  G R E A T  I D E A S 
Y O U  C A N  K E E P  I N  M I N D  F O R  Y O U R 

C L I E N T S :

1. Order a custom-made painting of their new home. Digi-
tally mastered watercolour portraits are so easy to order 
online and you can make it extra special with text by add-
ing something like “Our First Home.” Etsy.com is a great 
site for this. 

2. Have something engraved, like a rustic Home Sweet 
Home plaque or a wooden charcuterie board featuring 
their last name. 

3. Book a maid service and have the entire house profes-
sionally cleaned, post a giant bow on their front door, and 
have a specially curated basket waiting for them com-
plete with champagne and a fresh bouquet of flowers. 

4. If they have children, pick up a cute book. I love The 
Berenstain Bears’ classic called Moving Day. 

5. Book them an at-home wine tasting experience they can 
use when they host their house warming party. 

Whatever you do, refrain from boring gift certificates and 
bottles of wine - get unique and personal! But remember, you 
can’t only depend on your amazing closing gifts to get you the 
repeat business and referrals. Client care really does start from 
the very beginning. 

P.S. Don’t forget to show your gratitude and appreciation to 
the people who referred business your way too!
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#7 Check in 

Although we aim for a smooth closing, surprise issues can 
arise whether it be on the closing day or within the following 
weeks or even months. So continue to provide the best service to 
your clients by checking in even after the sale. If something comes 
up try your best to help resolve the situation. Even if it’s out of 
your hands, your clients may not know how to go about finding a 
resolution and you can offer your guidance. 

The secret to your long term success is in the way you care 
for your clients. Don’t just give them the basics. If you want them 
to become your clients for life, you’ll need to strive for exceptional 
care and service, from beginning to end. 

“People will forget what you said, people will forget what you 
did, but people will never forget how you made them feel.” 

-  M A Y A  A N G E L O U
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 ~  T A K E  C A R E  O F  Y O U R  P E O P L E  ~

Top take-aways for taking action!

• Make consistent communication a staple of how you 
work

• Stand out by taking the time to make it personal and 
show gratitude

• Be proactive. Keep clients in the loop.

I will set my intentions and take exceptional care of my  
prospects and clients by:

1.

2.

3.
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C H A P T E R  7 

_________________________

THE     

HUSTLE
“With knowledge comes competence and competence  

will lead you to confidence.” 

H E R E ’ S  T H E  N E W  A G E N T  P A R A D O X : 

“I will feel confident with experience, but I need experience to feel 
confident.” 

I’ve been there. Feeling nervous and thinking to myself: 

• What if they ask me something I don’t have the answer to?
• What if I look incompetent and foolish?
• What if I mess up, do something wrong, and look  

completely unprofessional?

Stop the negative chatter and the limiting beliefs you hold in 
your mind immediately! You know you are knowledgeable, capa-
ble and ready, so fear-based thoughts like this will only hold you 
back. 
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Two things saved me from this during my early years: My 
mantra and my hustle! 

Any time fear-based thoughts would start up, I would say to 
myself: “I am smart and resourceful. I work hard and strategically and 
I will do the absolute best job for my clients.” 

I actually didn’t even realize that this was my mantra until 
years later. It was just a pep talk I gave myself to push me past 
my fears. I know it can sound like hocus-pocus but the effects 
of a mantra can be profound. Remember what you think and say 
to yourself is powerful and it affects the way you show up in the 
world. I highly encourage you to have your own empowering man-
tra to use whenever negative mental chatter starts echoing. You 
might also find it useful when your rate is under attack!

Yes, experience breeds confidence but so does preparation. 
Let go of your fears and just get out there and hustle! There are a 
lot of ways you can hustle for your business, let’s start with these:  

T H E  K N O W L E D G E  H U S T L E

The best way to overcome inexperience is to throw yourself 
in and prepare for success. Knowledge is power, so start building 
on your product knowledge. If you’re focusing on a specific area 
or niche, start doing your research and become the local expert. 
Watch for new listings that become available within the neigh-
bourhood each day and go check them out. Familiarize yourself 
with details of the neighbourhood. Know what a typical lot size 
is and where all the schools are located. Know about the most 
recent sales in that area and what the average price point is. Get 
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familiar with particular condo buildings, know the names of these 
buildings, how old they are, and the average price per square foot 
in those areas. Start taking the steps required to educate yourself 
on your market and with each day you will become more and more 
knowledgeable. 

With knowledge comes competence and competence will 
lead you to confidence. Take, for instance, my experience with 
Mario and Juliette. They were not even my clients but they were 
selling their home and I had the most perfect potential buyers for 
it. 

It was an exceptionally gorgeous custom-built home and I 
wanted to make sure that I knew literally everything about this 
house so that I could speak confidently about it to my buyers 
during our tour. I spent a few hours with Mario and Juliette just 
walking around the house, learning of the vision behind each 
one of the home’s exquisite features, and paying attention to the 
craftsmanship and unique details. Upon showing the property to 
my prospective buyers and answering a million questions, you 
would have thought I had built the house myself. My confidence 
came directly from my preparation. The more I prepared, the more 
confident I became. 

When I first moved to Toronto I literally was lost. I remember 
driving the wrong way down one-way streets and passing street-
cars when I should have been stopping as they let passengers off. 
I was hardly able to tell North from South when I was downtown 
in the middle of a concrete jungle. I was showing property all over 
the city, in every pocket of Toronto. From the Entertainment Dis-
trict to Yorkville, from The Beaches to the West Side. It was cha-
otic. I was dabbling in a bit of everything but not becoming an 
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expert at anything. I finally realized that focusing my efforts on a 
particular area and becoming the expert of that area, would actu-
ally help grow my business rather than limit it.

Trying to get familiar with everything in your market can be 
overwhelming, especially if you live in a city – and it’s another 
great reason why narrowing down and focusing in on a niche will 
help you! I’m not saying that you can’t do business outside of your 
niche, but to be able to focus on a particular area of interest will 
allow people to view you as specialized to that area. It will be a lot 
less overwhelming for when you’re just starting out. 

If you don’t have a niche, consider focusing on your own 
neighbourhood or community to start. Since this is where you live, 
it’s likely that you know it really well. You’ll naturally feel more 
confident talking about the inventory and the market there. 

P.S. If gathering product knowledge sounds daunting or te-
dious to you, remember you can double down on your hustle 
and incorporate what you learn into content for marketing. You 
can turn your research findings into blog posts about neighbour-
hoods. Rave about how interesting a boutique loft building might 
be with all of its old history and features. Post videos and share 
details about the house you just viewed that hit the market this 
morning! I can’t count how many times this type of marketing has 
sparked interest leading to direct messages in my inbox.

T H E  O P E N  H O U S E  H U S T L E

An open house is the perfect opportunity for a new agent to 
jump in and start learning! It really gives you the freedom to prac-
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tice without all your fears of inexperience holding you back. You’ll 
have the chance to meet a lot of people interested in real estate 
and you can practice talking about the market with them. You 
might even find a buyer without agent representation and have 
an opportunity to make them your client. Remember my story ear-
lier? I picked up my very first clients from hosting an open house. 
And, I would continue to jump at the opportunity to host open 
houses weekend after weekend, eager to learn more and more. 

Don’t be afraid to ask the agent with multiple listings in your 
office if you could host an open house for her. Busy agents don’t 
love sitting at open houses so they’ll likely be more than happy to 
give you the opportunity since it frees up their schedule. You also 
don’t need to be afraid of not having all the answers for potential 
buyers. Since you’re just helping your colleague out by hosting 
this open house for them, you can let people know that you’d be 
happy to get them the information and then follow up with them 
later.  

Don’t shy away from learning on the go here. Embrace being 
a new agent and remember the ways you can use it to your ad-
vantage. 

H E R E  A R E  S O M E  T I P S  F O R  H O S T I N G  
A  F A B U L O U S  O P E N  H O U S E :

#1. Do your homework. Set yourself up for success by famil-
iarizing yourself with the property and the neighbourhood. Know 
about current and past sale prices so you can speak knowledge-
ably and accurately about the competition and comparatives. 
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#2. Respect the homeowners. Remember, this is someone’s 
home. Prepare the owners and let them know what to expect 
and keep them feeling secure throughout the process. I always 
give my clients a list of things they can do to prepare for an open 
house. It includes items that should be removed and informs them 
of what my process is for open houses. 

#3. Make it an event. Promote the open house ahead of 
time. Arrive early to set up your signs and prepare the home. Be 
a gracious host.  I always like to set out an enticing and beautiful 
presentation of food in the kitchen. It helps to initiate and wel-
come conversation, plus people always seem more pleasant when 
there’s food involved.

#4. Invite another professional along.  Inviting someone like 
a mortgage specialist to attend the open house is great for a few 
reasons. It allows you to build connections - both for you and for 
them. If potential buyers have questions related to mortgages, 
she will be there to help on the spot and maybe even pick up a 
future client. You will also benefit by being able to ask and learn 
about current rates and policies as it affects the market. It also 
helps to have someone else at the property with you from a safety 
perspective, which leads me into my next point. 

#5. Stay safe. Whenever possible, have someone attend the 
open house with you. Whether it be a colleague or an assistant, 
it helps to have an extra body on the lookout for you. Keep track 
of each guest who enters the home by having them sign in and 
request their identification. Limit the amount of visitors and never 
let people roam around on their own. 
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#6. Follow up. Make the most of your open house opportuni-
ty by following up with each guest and thanking them for attend-
ing. This gives you an opportunity to build on the connections you 
made. If they asked for more information, be sure to provide it. If 
you think something else on the market might be more fitting for 
them based on the conversation you had, send them some other 
options. They may not be interested in that particular home but 
you could be the one to find them their dream home! 

T H E  L E A S E  H U S T L E 

“I love leases!” said no agent, ever. 

To speak bluntly, leases are a hassle. They often require more 
work than dealing with a seller or buyer, and since real estate 
agents make pennies off of them, they loathe doing them and try 
to avoid them at all costs. 

However, when I first started out I hustled with leases and 
I used them as an opportunity to build solid relationships that 
would lead to future business. Leases are not lucrative, but they 
can definitely turn out to be worthwhile. Tenants looking to lease 
become buyers ready to purchase a lot sooner than you’ll realize! 
So make leases a priority, especially in the beginning of your ca-
reer. Do your best for them the same way you would do your best 
work for a high-end buyer or seller and you’ll be happy when they 
think of you for their next move! 

Let me share the story of Ms. Taylor, a client of mine who was 
moving to the city to start a new job as an RN at SickKids hospi-
tal. The rental market in Toronto can be insane! Prices continue 
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to climb and demand is high so it’s not unusual to see multiple 
offers on a single property. You have to jump through hoops just 
to be able to get into a rental. You have to be financially secure, 
have a great credit score and glowing references just to lease an 
apartment. 

I jumped through all the hoops with Ms. Taylor, showing her 
different lofts and condos around the city within her budget. Ms. 
Taylor was the type of person who needed a solid plan and wanted 
everything to be in perfect order. She was nervous about making 
this big move so on top of working to find her the perfect place, 
I also worked hard to keep her anxiety and worry under control. 
I made sure to educate her on the entire process from start to 
finish, and always kept her up to date with what steps came next. 

I knew that if I did the best job possible and really took the 
time to make Ms. Taylor feel secure throughout the process, that 
she’d remember me when the time came for her to purchase. For 
the next two years I made an effort to connect with her either 
by way of an email, social media or a coffee date. When she had 
saved enough money for a down payment and was ready to pur-
chase her first condo, I was the first person she called! Remember, 
people will forget what you did, but they will never forget how you 
made them feel.

P.S. The hustle means you work hard and you work smart. If 
you want to build the career that other agents only dream of, then 
do the work that other agents won’t do. Everyone wants to have 
a thriving career but not everyone is willing to work for it. You’re 
going to have to be willing to push yourself out of your comfort 
zone and past your fears sometimes. No, it might not be easy and 
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yes, it might be uncomfortable but I can reassure you that it will 
be worth it. 

T H E  N O - H U S T L E  H U S T L E 

In the beginning of my career, I used to work with everyone 
and anyone until I felt completely depleted trying to accommo-
date people who I didn’t even enjoy working with. And then I re-
alized something really important. I didn’t have to work with shitty 
people. Continually working with people who don’t value you, 
don’t appreciate you and don’t respect you will kill your spirit and 
your drive. So at the detriment of your mental health and energy, 
be selective in who you choose to work with. 

Here’s what I found: If you are being your authentic-self and 
you are genuine in your desire and your approach to helping peo-
ple, you will naturally find the right clients. Better yet, they will 
find you!

I’ve met so many new clients from just going about my life. 
Everywhere from my dance studio to my pilates class. From my 
church community to my neighbourhood cafe. From volunteer 
trips abroad to my new baby boy’s play centre. Some people have 
literally overheard a conversation I was having about the market 
and then jumped in to ask a few questions, leading me to a new 
listing and subsequent purchase. 

You can meet new clients in this exact same way! Be open to 
who you might meet and how you might be able to help them with 
their next move. Who might you meet at your favourite coffee 
shop, gym or church? Maybe you’ll take up a new hobby connect-
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ing with like-minded people there. Try taking a fun wine course or 
start studying Spanish in a group setting. Don’t be afraid to talk to 
these people about what you do! You are a fabulous agent with so 
much value to offer them! It would literally be a disservice for you 
to NOT offer your assistance. 

Remember: Stay authentic to who you are. Your vibe will at-
tract your tribe... or in this case, your clients! 

T H E  H U S T L E  B U S T E R S 

Don’t let people waste your time. The last thing you want to 
do is chauffeur people all over the place, seeing property after 
property only to find out that they can’t afford to purchase within 
their desired price range. Pre-qualify potential buyers. Have them 
speak to a mortgage broker and get a pre-approval in place. Have 
them send you their confirmation of approval before you start 
booking showings. This way they, and you, know that they can 
afford to purchase and within what budget. 

Take Vanessa, for example, another leasing client of mine 
who later turned into a buyer. I was thrilled to help her when 
she reached out wanting to purchase her first condo. She had 
been in her accounting job for a couple years now and also had 
a side hustle consulting that was bringing in extra income. She 
told me that she was pre-approved and that her max budget was 
$550,000. So we started the condo hunt! At this time the Toronto 
real estate market was on fire and bidding wars were at an all-time 
high. It was a seller’s market and buyers were frantically trying to 
see properties before it was too late. It felt like we had seen 15 
condos within 15 minutes. Every condo Vanessa fell in love with 
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was being presented with a preemptive offer and selling way over 
listing price even before we even had a chance to consider it. I 
would literally receive a phone call while at the viewing, inform-
ing us that an offer had just been accepted. It was exhausting for 
both of us. When we finally found a condo to move forward on, 
our offer was accepted! But the deal died when Vanessa’s financ-
ing condition fell through because she didn’t get approved by the 
bank. Turns out that she hadn’t been accurate when submitting 
her income numbers to the mortgage broker and that she wasn’t 
approved for as much as she thought. We had to start the condo 
hunt all over again. 

This is precisely why having your clients send you confirma-
tion of their pre-approval will avoid wasting valuable time and ef-
fort. Pre-approvals also serve as a safety measure, which leads us 
to my next point.

T H E  S A F E T Y  H U S T L E

As Realtors we can find ourselves in vulnerable situations if 
we don’t take the necessary precautions. We continue to hear 
about Realtors who’ve been robbed, attacked and have even 
tragically lost their lives while showing property or meeting with 
people alone. Protect yourself, especially as a woman, by always 
letting someone know where you are going and who you are going 
with. 

I think back to the earlier days of my career and I clearly see 
the times where I failed to ensure my own safety. As a mother 
now, I cringe just thinking about it, but when you are young you 
think it will never happen to you. 
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One of my first buyer clients was a gentleman who had 
reached out after seeing a property I had advertised. I had no idea 
who he was, I didn’t ask him to provide identification, and I never 
told anyone what property we were specifically going to view. I 
was just super eager and excited to potentially sell a house! How-
ever, I do remember feeling uneasy about being alone with him. 
In fact, I can recall letting him view the second level of that prop-
erty on his own because of those feelings. Thankfully, luckily, he 
wasn’t a crazy person but I shouldn’t have taken that risk - and 
neither should any of you.

H E R E  A R E  A  F E W  W A Y S  T O  P R O T E C T 
Y O U R S E L F  W H E N  W O R K I N G  W I T H 

S T R A N G E R S :

• Always ask for ID. You can easily snap a quick photo and 
text or email it to your brokerage. 

• Always tell someone specifically where you’ll be or what 
property you’ll be viewing. Further, tell them how long 
you expect to be gone and ask them to call and check in 
on you.

• Initial meetings should always be done in a public set-
ting, or if possible, bring a colleague with you. 

• Instead of leading the way during a property tour, let 
people walk ahead of you and direct the way for them. 
Always be aware of your surroundings.
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• Limit the number of people you allow through an open 
house, have a sign-in sheet, and if possible, have an as-
sistant or invite a mortgage broker to join. 

Remember, no deal is worth putting yourself in harm’s way.  
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~  T H E  H U S T L E  ~

Top take-aways for taking action!

• Volunteer to help experienced agents and learn from 
them

• Create growth opportunities by doing what other agents 
won’t

• Have safety measures in place - and follow them

I will hustle to create opportunities to grow my business by:

1.

2.

3.
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C H A P T E R  8 

_________________________

FOLLOW THROUGH WITH      

FOLLOW UP 
“Follow up is a long-term strategy but the  

rewards can be tremendous”  

Follow up is something a lot of agents eventually give up on 
because they just don’t see the light at the end of the tunnel.

Most agents will fail at follow up when they get tired of reach-
ing out. They think their effort goes unnoticed or unappreciated. 
They think it’s not worth their time and that there’s no pay off. 

They are wrong. This is exactly what dedication and hustle 
looks like. And it will pay off.

Look, I completely understand. It can feel exhausting to keep 
on top of inventory for a client or to continually reach out without 
getting much of a response in return. But, consider follow up as 
a major key to your success. Real estate isn’t an everyday kind of 
purchase. People might not be ready to make their move at the 
exact moment you reach out but one day, they will be. So do it 
with purpose and diligence. Follow up is a long-term strategy, but 
the rewards can be tremendous. 
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Y O U R  A P P R O A C H  W I T H  F O L L O W  U P 

When it comes to follow up, above anything else, be genuine 
and consistent. This approach will not only make you successful in 
your pursuit to convert leads but it will also lead you to success in 
building perpetual relationships with your clients. 

Ditch the sales pitch. Refrain from seeming like the prover-
bial real estate agent who is just in it to make a deal. People can 
sense that and it’s completely off-putting. Ask the right questions 
so that you can truly get a good idea of what their desires are. 
Be genuinely interested in hearing about your potential prospect’s 
goals and listen to what they are saying. 

F O L L O W  U P  W I T H  L E A D S

For example, if you’re working on a buyer lead, don’t just set 
them up with generic automatic updates, flooding their inbox with 
every new listing within their price range or preferred location. 
That is incredibly impersonal and annoying. It will eventually have 
your prospect hitting the unsubscribe button. Instead, set yourself 
up with the automatic updates and take the time to filter through 
the inventory for them. If you know that having a balcony is a 
non-negotiable for them because they simply cannot live without 
some outside space then don’t send them listings without a bal-
cony.   

You’ll gain more appreciation, more respect, and more busi-
ness if you act with authenticity and integrity throughout your 
career.
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Here’s an example: I met Mr. James through a referral. He 
told me that he was interested in purchasing a specific type of 
suite at a particular building. This building is one of Toronto’s most 
well-known boutique loft conversions with soaring ceilings and 
true hard loft features. Mr. J absolutely loved everything about 
this building. He loved the history behind it, the fine finishes with-
in it, and he loved that it was close to the waterfront. 

A few things to point out. First, the suites in this building do 
not become available very often. So I knew this was going to take 
some time. Second, when these suites do hit the market, there 
are always multiple offers submitted with no time to waste. This 
meant sit and wait but I still had to be on top of my game. Finally, 
I knew that Mr. J had his sights set specifically on this building and 
that he was willing to wait for the right suite to come up. There-
fore, I didn’t try to sell him on one of Toronto’s many other highly 
desirable loft buildings. 

I also knew that Mr. J was only interested in the suites with 
lake views, so I didn’t waste his time sending over anything else. 
And I didn’t waste my effort trying to sell him on something I knew 
he didn’t want. But, I did periodically check in to let him know that 
I was staying on top of everything. I did this by keeping a close 
eye on the building. As soon as one of these suites hit the market, 
I checked it out personally, made sure it was precisely what he 
wanted and then I sent it over. With patience and consistency, I 
found Mr. J the suite he had hoped for. 

Following up and staying connected to your prospects is a 
long term game, don’t give up halfway through. Follow through 
with follow up. 
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F O L L O W  U P  W I T H  P A S T  C L I E N T S

Remember that your past clients can be your greatest source 
of referrals so follow up with them too. Reach out periodically to 
touch base. It doesn’t have to be a daunting task. Following up is 
a great way to show clients that you truly care. 

Staying connected can be done in so many ways so consider 
what works for you and your client. Perhaps it’s a phone call, text 
message, email or zoom session. Better yet, invite them out for 
coffee or lunch. If my clients have a social media account, I add 
them because I genuinely like to see what they’re up too and stay 
connected. 

I reach out periodically, I don’t hound them, but I stay con-
nected. 

Another great example is Mr. Smith, a gentleman based out of 
New York who spent a considerable amount of time in Toronto for 
business. It made sense for him to find a short term lease. He had 
expensive taste so we were on the hunt for higher-end condos, 
which typically means a more rigorous background check. Under-
standably this annoyed Mr. Smith who wasn’t accustomed to the 
rental process in Canada. 

I did everything possible to ensure a smooth and painless 
process for Mr. Smith. He was incredibly grateful and ended up 
becoming a repeat client of mine. Eventually he and his wife de-
cided to go back to New York but over the next couple of years I 
continued to send newsletters and holiday emails to them. I genu-
inely liked the couple and always made my emails personal. To my 
surprise, Mr. and Mrs. Smith contacted me a few years later to tell 
me that they had decided to make the move to Toronto and they 
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wanted to purchase a condo. Their budget was around $2 million 
dollars, and they wanted to work with me! 

I’ve turned so many lease deals into purchases by simply stay-
ing dedicated to following up and maintaining client relationships. 
I’ve also spent time continually reaching out to prospects who 
rarely responded, only to be surprised years later when they fi-
nally decided to make a move and called me to make it happen. 

F O L L O W  U P  W I T H  I N T E G R I T Y 

Don’t be the agent who reaches out purely to ask for busi-
ness. That exudes desperation and desperation isn’t pretty. Al-
ways have value to offer. When you are honestly trying to provide 
information, solve a problem, or make life easier for someone then 
you are offering value. However what one person finds great val-
ue in, another person might not at all. 

So consider that value can also be added by being thoughtful, 
empathetic or engaging.

Here are a few ways you can add value to your follow up:

1. Helpful resources: If you know your client loves a certain 
something and it goes on sale, send them the link. Or if 
you know something speaks to their business, send them 
the article.

2. Thoughtfulness / Milestones: Did facebook remind you 
about their birthday or did Instagram show you that their 
daughter just had her first ballet performance? Congrat-
ulations are in order! When their closing day anniversary 



~ 78 ~

pops up, send a happy anniversary card. You can take the 
opportunity to be extra thoughtful by asking how the last 
year has been in their new home or new neighbourhood.

3. Introductions: Be an opportunity maker. If your client 
would benefit from knowing someone else, ask if it 
would be alright to make that connection. Perhaps it’s a 
business connection or even just an online blogger who 
shares their same passion for music or travel. 

4. Information: I always like to reach out to my past clients 
when a comparable property has just sold. Owners are 
always interested in hearing about what other homes in 
their neighborhood or condo building sold for and they 
love being privy to this information. 

Again if you’re worried about reaching out and being both-
ersome, remember - perspective! When you know that someone 
would benefit from the high quality care you’re providing, you 
won’t feel as though you’re bothering them.

F O L L O W  U P  W I T H  A U T H E N T I C I T Y 

Have a category in your calendar dedicated to your clients 
and their closing dates, birthdays, and even their kids’ birthdays. 
Checking in on their property is always great too. If there happens 
to be an issue, you can offer some guidance, recommendations, or 
just an ear to listen. For example, I follow up with my clients and 
I check in on their investment properties. I’m genuinely curious 
to know how their tenants have been treating the place and my 
clients are always so appreciative. 
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Make it personal at every opportunity! Every year during the 
Christmas season, I dedicate one entire day to handwritten cards 
wishing my clients a beautiful holiday season. I make sure that my 
clients hear from me throughout the year, but I do it in a genu-
ine way. When your clients become friends, and they usually will, 
it’s easy to touch base and catch up with them and their families. 
Checking in builds a stronger relationship with people and it also 
keeps you staying fresh in their minds! Do it from a place of au-
thenticity! 
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~  F O L L O W T H R O U G H  W I T H  F O L L O W U P  ~

Top take-aways for taking action!

• Be genuine when reaching out, show that you care
• Follow up with integrity and value
• Stay the course. Follow up is a long term game, don’t 

give up. 

I will be consistent and authentic with my follow up by: 

1.

2.

3.
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C H A P T E R  9 

_________________________

BE PREPARED TO      

PIVOT  
“The only thing that is constant is change.”  

~  H E R A C L I T U S

The real estate market is volatile. It is also essential. 

People like to invest in real estate because unlike other in-
vestments it’s tangible and it’s generally been a safe and profitable 
investment for centuries. Real estate will always feel the effects of 
various forces like fluctuating interest rates, employment, income 
growth or decline, and government policies meant to incentivize 
or protect consumers. Whether it be a plummeting financial crisis 
like the U.S. crash in 2008 or a crippling health crisis like the pan-
demic we’re currently facing around the world as I wrap up this 
book. The real estate market will inevitably face some turbulent 
times.

As Realtors, this is nothing new. We face turbulence even as 
the seasons change throughout the year. It’s a lot like feast or fam-
ine. Business takes off in the spring, and then feels like it comes to 
a sudden halt by winter.
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That’s why savings are crucial in this business. Even when 
you’re making money, there may be cash flow interruptions while 
you’re waiting for a deal to close several months down the road. 
You need to have a plan, especially as a commission based, in-
dependent contractor with no benefits. My advice is to always 
have a three-month emergency reserve that will cover your living 
expenses in the event that you hit a bump in the road. 

It’s important to remember that when you get your commis-
sion cheque, not all of it is profit. You’ll have to put aside a portion 
of your cheque for income taxes, and a portion for your provincial 
or state taxes. 

H E R E  A R E  A  F E W  P O I N T S  
T O  C O N S I D E R . 

These are not hardset financial rules. This is what I wish I had 
been told in the very beginning. 

1. Have an emergency reserve account aside from your 
regular savings account. In this account you should have 
your 3 months of living expenses at all times. 

2. With each one of your commission cheques, consider 
putting aside 25% -30% for income taxes, 50% for es-
sential living expenses and the remaining spent or saved 
as you see fit based on your own lifestyle and personal 
goals. 

3. Make sure you are clear as to whether or not you are 
collecting the provincial or state tax on your commission 
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cheques. If you are, you will need to set that aside for 
periodic payments to the government.  Otherwise you’re 
in for a rude awakening. 

 (*Because real estate agents are typically classified as inde-
pendent contractors, it is likely that no provincial or state 
taxes are being withheld from your commission cheques. If 
you’re based in Canada like me, this is called HST, and that 
money isn’t actually yours, you are just collecting and hold-
ing it for the government.)

4.  Tax write-offs. Receipts are your friend, hold on to them! 
Business expenses can bring down your total income 
and lower your tax bracket, meaning you’ll pay less taxes 
to the government and save money! There is a long list 
of tax deductible items that you can claim. Everything 
from your real estate fees and home office expenses to 
lunch meetings and gifts for clients. Make sure you hire 
an accountant who specializes in tax preparation for real 
estate agents and even do some research yourself to en-
sure that you’re claiming all that you can. 

T H E  O N L Y  T H I N G  
C O N S T A N T  I S  C H A N G E 

Real estate trends are always changing. Prices skyrocket and 
bubbles burst but history shows that the market always recovers. 
Real estate doesn’t just die. People will always need somewhere 
to live and savvy real estate investors are always looking to buy 
low and sell high. 
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What’s important is that you spend your money and time 
wisely. Always be prepared to pivot. 

During market highs, you hustle. During market lows, you still 
hustle.  Don’t just sit on the sidelines waiting for the market to 
bounce back or for spring time to roll around again. You might 
have to work harder during these times, but the opportunity is 
still there. Slow seasons are a great time to set new goals, connect 
with your people and implement what I’ve shared with you in this 
book. Create a reservoir of content for later, and invest in yourself 
by attending a seminar, getting a coach, or joining a mastermind. 
But of course, don’t forget to take some time for yourself. Real es-
tate agents are famous for working around the clock but the most 
successful people in life always take time to practice self care. 
This business is demanding but you won’t be able to operate at 
full capacity if you don’t take time to unplug and recharge. You will 
eventually burn out and that isn’t good for anyone. You’ll benefit 
from setting some boundaries and managing expectations with 
clients, colleagues and family. 

LIFE ISN’T ALL  
ABOUT THE 

HUSTLE. 

Take time to relax and rejuvenate! 
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~  B E  P R E P A R E D  T O  P I V O T  ~

Top take-aways for taking action!

• Maintain a savings account to get you through lean 
times.

• Practice self care. Your business is only as healthy as you 
are.

• Take advantage of slow times to strengthen your skills.

I will make sure my business is prepared for turbulence in the 
market by: 

1.

2.

3.
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C H A P T E R  1 0 

_________________________

YOUR TIME TO      

THRIVE  
“Don’t ever let someone tell you that you can’t do  

something. Not even me. You got a dream, you gotta  
protect it. People can’t do something themselves,  

they want to tell you you can’t do it.  
If you want something, go get it. Period.”   

~  W I L L  S M I T H ,  T H E  P U R S U I T  O F  H A P P Y N E S S

I F  Y O U  W A N T  T O  G O  F A R ,  
G O  T O G E T H E R 

The real estate game is full of high and lows both economi-
cally and emotionally. You’ve got to set yourself up to be able to 
roll with the punches. Everything I’ve shared with you in this book 
is applicable no matter how much our industry changes, or where 
you are in your career. If you start to feel stuck, or lost, or like 
you’re spinning your wheels and getting nowhere, you can refer 
to this book at any time to get back on track. There is no need to 
go through your career feeling lost, overwhelmed, and frustrated. 
I highly encourage agents to join a coaching program or align with 
an inspiring mentor. You need someone who sees your ultimate 
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goal and encourages you to stay focused on reaching it. The value 
you gain from someone who can guide you in the right direction, 
challenge you, and keep you fired up will be priceless. 

Y O U  W A N T  S O M E T H I N G ,  G O  G E T  I T . 
P E R I O D .

There was a time when people could have had me doubting 
myself. And to be completely honest, for a minute, I might have. 
I’ve had someone tell me that I wouldn’t be successful because I 
was too honest and nice for this business. That real estate was a 
dog-eat-dog industry and that I needed to be an asshole to suc-
ceed. If I wasn’t careful I would’ve started to believe it. 

Well, take a look at me now. If I had let people’s opinions dic-
tate my life, I wouldn’t be where I am today. I would have quit the 
business, changed my career and I definitely wouldn’t be writing 
this book helping others achieve their own victory. I don’t believe 
that you have to be a cold-hearted, devious jerk to get ahead in 
this industry. I do not believe that you ever have to be inauthen-
tic to be successful. I know that working smart and working hard 
will bring you success. And that building genuine relationships and 
offering invaluable care along the way will be what takes you far 
beyond it. 

I wrote this book from the heart because when I first started 
out in my career I needed a mentor. Someone who was in my cor-
ner, wanting to see me reach my goals and guiding me in the best 
direction do it.  

If you’re a new agent, I hope this book has inspired you! 
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If you’ve been feeling alone without any direction, I hope this 
book helps you to find your way to success! 

If you’ve been frustrated with the struggle, I hope this book has 
reignited the fire within you to thrive!

Y O U R  N E X T  S T E P

If you found this book helpful and want to stay connected or 
share your story with me, follow me on Instagram. Just search for 
“April Del Monte Real Estate.” You can also find me on every other 
social media platform.  

Now if you’re ready to make even bigger moves - I’m here to 
help you make them happen! Head over to my website at: 
AprilDelMonte.com/thrive to find more valuable resources, 
including the step-by-step How to THRIVE as a Real Estate 
Agent workbook.

If you are committed to taking your real estate business to 
the next level, I open the doors to my exclusive one-on-one 
mentorship program every 90 days. You can email me at 
thrive@aprildelmonte.com or visit  
AprilDelMonte.com/thrive for more information. 

Heads-up: My mentorship program is not for everyone. You will 
be held accountable for everything I’ve taught in this book plus way 
more. What I teach in my program is everything I did to succeed and 
everything I continue to do to thrive in my career. It’s what I know will 
absolutely transform your business and it will give you the tools and 
accountability you need to thrive!
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