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Royal wait for Royal Vale
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Why advertise real estate in the
Free Press? Do people respond
to property ads the way they
do to supermarket flyers?
Umm…not really.
There’s no question that buying a house is different from buying a loaf of
bread or some dish detergent. And, while real estate brokers can advertise
price reductions, houses don’t generally go on sale the way packaged food
products do, a strategy retailers often employ (via ads) to get consumers into
a given store. It is also true that people have fairly clear criteria when it comes
to buying a house, most notably neighbourhood and price range. When you
type those two things into a search engine, you often come up with ten
options, which you can visit in person in a week.
So, if you’re a real estate broker, why advertise? Why not put your property or
properties on MLS and wait for the calls?

Parents were reportedly showing up as early as February 4 in front of Royal Vale School to brave the
weekend weather with hopes of getting their soon-to-be kindergartener one of the hard-to-get spots.
Registration started on February 6 on a ﬁrst-come, ﬁrst-serve basis. It’s an annual tradition that dates
back decades. The school has open boundaries, meaning parents living anywhere in Montreal can send
their children to the school as long as they are willing to drive in. This year, there was plenty of blustery
snow and temperatures dropped to -20°C.
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Milo stops by St. Raymond
Community Centre with Grey Cup
By Isaac Olson
Chris Milo, an NDG native, showed up
in his old neighbourhood on February 2
with the Grey Cup, giving fans, friends and
family a chance to see the massive trophy
that he earned as a placekicker for the Ottawa Redblacks in November of last year.
“I won it in Saskatchewan [in 2013], but
it wasn’t allowed to leave the province,”
said Milo, who was drafted by the
Saskatchewan Roughriders in 2011. “We
won in Ottawa and that was close enough
for us to bring it home, so I thought it
would be pretty cool to just share it with
everyone in the community. You know, I
grew up here, so it’s nice to bring this back
for everyone to be a part of.”
Milo, age 30, grew up a few blocks from
the St. Raymond Community Centre. In
his university days, he played for the Laval

Rouge et Or and he holds a provincial
record for the most career points, 385. He
won the Vanier Cup twice.
In his rookie season, Milo completed 22
of 26 field goal attempts and, on October
29, 2011, Milo tied the longest punt ever
kicked when the ball soared 108 yards.
Milo helped the Roughriders secure the
101st Grey Cup in 2013. He was released
by the Roughriders in 2015 and replaced
by another kicker. Less than a month later,
he signed up with the Redblacks and
maintained a 91.1 percent accuracy rating
for field goal attempts in 2015.
“It’s been a long journey,” said Milo. “I
started off playing soccer right behind here
as a little kid and grew up here. It’s nice to
just bring this back and share it with family and friends that don’t get to see it very
often.”
See photo on p. 1.

Women’s march-inspired huddle
planned for March 25
A Snowdon-based couple is publicly inviting “progressive-minded folks” from
the NDG and Côte des Neiges areas to begin planning community-level followup actions to the women’s march that took place around the world last month –
one day after US president Donald Trump was sworn into office.
Calling it an opportunity for locals to meet and start growing a progressive
network in the area, the post on actionetwork.org invites interested parties to
RSVP through the website. For more information about the 2 pm meeting on
March 25, write to: fred.mailhot@gmail.com.

Firstly, you want to make every effort for your clients. Many people do read the
real estate ads to see what is out there and they may also be looking for family
members or friends – with or without their knowledge. If you can sell a house
before the listing times out, you want to!
In addition, you are always looking for new listings. Unlike retail shops,
you don’t buy inventory from a regular, reliable supplier and then re-sell it.
You have to sell every transaction twice: yourself to the listing client and
then the house to the buyer.
How do listing clients make decisions about with whom to list? Lots of ways,
but seeing professional-looking advertising, with lots of in-hand clients, can
make a difference. That ad is your ambassador to the community, a window
that is always open, which shows that other homeowners have trusted you
with their most important asset. Wouldn’t you like to get a call from someone
you don’t know and have never met? How else is that going to happen if you
don’t advertise?
Later in the process of signing-up a listing, when you go to present to
a potential client, do you want to be known or unknown? A consistent
advertiser, someone with a brand, is known. A mystery person is not.
Whom would you list your house with?
Many (most? all?) top agents advertise, somewhere, somehow, sometime,
including many in our newspapers. Is it because I am such a nice guy?
It’s a tempting prospect (to me, anyway), but probably not the reason.
They must be on to something, to some business rationale. Now a broker
with three listings has to make different budgetary decisions from someone
with a dozen, or two dozen, or three dozen, or more. But even three listings
puts you above the vast majority of agents on the island of Montreal
(top 20%? top 10%? – who knows, but there are lots of people with real estate
licences). Regardless of the exact percentage, you want other potential listing
clients to know about you and what you’ve achieved – including solds, for as
long as you can advertise them.
Even if you don’t have listings, you want your name – and telephone number,
and current affiliation – out there. Even people you know might not know that
you are active, or might need reminding as decision time approaches. With all
the brokers in the market, you need every edge you can think up.
So advertising houses is about advertising yourself? Yes. But you know
that already. That is what real estate sales is all about, all the time.
Please call to work on the strategy that is right for you.
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