


the vision, the why, the belief 
• Humble beginnings 

• Had to make a decision – work for someone or work for myself 

• Opened the office and developed the brand within 4 weeks 

• Jack of all trades – had sold one house prior – believed it was possible 

• Wanted to create an experience for clients with the best results in the market and be number 1 

across the city in less than 5 years 

 









The ‘life or death’ mindset 

• Had the belief that winning business was like life and death 

• We were going to war and we had to protect ourselves 

• Massive belief and momentum factor 

• People want to feel your why 

• Be real and radiate energy and excitement 





the haters, the energy, the grit 
• The haters 

• The fun factor – celebrate the wins 

• The numbers, the growth, the belief 

• Be fearless and ask for it! 

• Make it easy for the client to choose you 

• The hours, the late nights, the sweat, the tears and the grit 









the best people in the business 

• The right team, the dinner party test 

• Culture is everything 

• Team diversity 

• Growth and market share 

• 2 factors that are significant to our continual success is the structure of our office 

and the systems we use – high productivity and super teams 

 

 









individual and company success 
• Create a success culture 

• Personal selling 1st year 2010 wrote $258,000 – jack of all trades, PM, admin, selling agent 

• Recruitment 2nd year team grew to 7, teamed up with a brilliant assistant Erin, finding our feet we saw 
personal sales of $576,000, full steam ahead 

• Recruitment 3rd year, team grew to 16, personal sales of $1.1mil, new office from 80m2 to 310m2 

• Recruitment 4th year, team grew to 21, achieved $1.3 mil year in personal sales 

• Recruitment 5th year 2015, team at 26, achieved $589,000 solely from referral, non competitive principal role, 
team development, growth and accountability 

• Amazing property management team of 6 with organic growth to 410 managements 

• We achieved our goal to be number 1 across the region 

 



key factors 
• Joined RER – June 2012 approx   •     Risk – Know what its going to cost 

• Sales manager 2014 Year (4th year)  •     Success mentality – attitude   

• Abundance mentality   •     Get better – healthy dislike for competition 

• Implement    •     Partnership 

• Culture    •     Passion 

• Training    •     Belief 










