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Introduction


      
      Over twenty-five years ago, I had purchased over ninety investment properties (owned forty at one time) and was well on my
         way to a multi-million-dollar empire. I was only in my mid twenties, and the glass was not only half full, it was full and
         spilling over.
      

      
      I was not an agent then, and entrusted my real estate agent one hundred percent. He knew he had my trust, and I even purchased
         properties as sight unseen. In 1986, my agent made over $600,000 off my transactions alone. On our last purchase together,
         I bought a North York bungalow, conveniently owned by one of his clients and his lawyer. The purchase price was $351,000.
         No problem, just another deal. Well, there was one problem. It only appraised at $250,000. I confronted my agent about this,
         and he explained to me about how bank appraisals are always low. Maybe five or ten grand, I thought… but not $100,000. You
         see, I got buried (a real estate investor’s term for being ripped off), and I swore it would not happen again, to me or to
         anyone I cared about.
      

      
      I started my real estate career the next day in a classroom, and a couple of months later I was licenced. I swore that I would
         make my real estate career an honest and ethical one. You see, if my agent had not gotten greedy, he might still be making
         money off me today.
      

      
      The knowledge that I amassed throughout my investment years was incredible. I borrowed $15,000 on a line of credit, and turned
         it into $3 million and over ninety properties in five years.
      

      
      
      The twenty-five years of ethical real estate sales experience that followed is now available to you in this book. I hope you
         learn a few tricks from it.
      

      
      Not all roads are smooth, but hopefully they lead to the destination you intended. My road had it all.

      
      Hopefully with my assistance, your road will be a straight and profitable one.

      
      



      
      
      HOW I GOT INTO REAL ESTATE

      
      Back in 1985, I was a regional manager for Canadian Tire Petroleum Division. My district was the St. Lawrence Division, which
         was Ottawa to Cornwall to Whitby. Becoming more and more disgruntled about being on the road every day, I listened to some
         friends who had bought some income properties in the Toronto area. It seemed to be a quicker and easier approach to making
         my first million.
      

      
      I bought two houses on my first evening out with my new realtor. I pyramided those properties into ten, and then into forty-eight
         homes. You can read about this process in my next book.
      

      
      I am a very trusting person by nature, and was now trusting my agent totally. Big mistake. I purchased a home from him in
         July 1987 (I think for $351,000 in North York). The appraisal came in at $251,000. His excuses were unbelievable, and I knew
         by then that I had to get another realtor. Then I thought: Hey, I can do this job. And I will do it the only way I know how—honestly.
      

      
      I always remember how greed ruined a good business relationship. This guy made $600,000 off me alone. And for the sake of
         one deal, he blew it all. I don’t hold a grudge, but I have only spoken to this person once since then. We met at a hockey rink and I took the high road and was very polite. I actually owe him a lot. He gave me great training, great insight
         and, most importantly, he taught me how much you could lose by being greedy.
      

      
      Twenty-five years later, I still remember every day. Clients depend on you for the most important purchase of their life,
         and I appreciate that trust. People who walk in asking about a rental still get the same trust and respect as those clients
         who have used me for a dozen purchases. My feelings are that we give no one a reason to use anyone else.
      

      
      My team

      
      I decided to start my team five years ago when I realized that if I was going to continue to grow, I would need help. It turns
         out that brokerage firms are primarily in the business of recruiting and developing sales professionals, while teams are in
         the business of generating customers and developing the systems to provide service to them.
      

      
      Mentoring eleven of the top sales people in the business has turned out to be rewarding and enjoyable. Every day, my agents
         come to me with questions and situations that are new to them. Most of these adventures I’ve already experienced, but there
         is always input from other team members.
      

      
      We are continuing to grow at a fantastic rate, but are still focused on what got us to where we are today. And that’s great
         customer service. Our phones are always on, and our clients know it. A quick return phone call is always appreciated.
      

      
      I have implemented business systems that work for each individual agent. They include Internet, blogging and social networking strategies, lead generations and follow-up systems.
         We teach each agent how to do successful farming, and how to deal with buyers. They have all been well versed on proper listing
         presentations.
      

      
      Each of my agents has set out their real estate business plans, and promotes the team concept of branding and marketing. As
         in all teams, it’s not the name on the back of the jersey—it’s the name on the front. The bigger the team becomes, the more
         leads there will be to go around.
      

      
      I have built a team that knows achieving real success requires a significant investment of time. Those who achieve outstanding
         results know that doing so on their own requires them to dedicate the majority of their time to this goal.
      

      
      My team also knows that I will be investing lots of capital and time in their business. Some portion of their earnings will
         be dedicated to staff, marketing and building systems.
      

      
      My wife Janet has been very instrumental in the branding of our team. She has exposed the Al Sinclair Team to more of the
         GTA and surrounding areas. Some team leaders believe that they have truly built a great team when they are no longer selling
         or managing. I don’t see that day coming for a long time.
      

      
      Clients: Where do they come from?

      
      Clients, they are everywhere you turn. But once you are known as a salesperson, they don’t want you. That’s why I have had
         more success by not pursuing them. In the gym, at the rink, etc., I let them know (over time) what I do. But I don’t EVER solicit. Once I have their trust, and they trust I won’t hound them, then I will be answering questions in no
         time. Be chased, don’t be the chaser. It will work, you will see.
      

      
      Sure, you will answer a lot of favours, but there will be deals in there, and deals pay well. These people also refer you
         because you are not going to pester their friends. And don’t be afraid to give a gift in return for the favour.
      

      
      When marketing yourself in a paper, magazine, etc., stay the course. Do it for years not weeks or months. People will read
         your ad or maybe they won’t, but they will see it over time and then they will begin to look for it.
      

      
      I was, and still am, advertising in a small newspaper, the Beach Metro Community News. I had been doing an ad for about six months without a single call. Then I went away and didn’t do an ad. I got two calls
         when I got back asking why I hadn’t advertised. I guess they thought I went out of business. But that was twenty years ago,
         and I haven’t missed an ad in that paper since. I have sold many houses from that little paper, and received my listings from
         it as well.
      

      
      Now with the media changing, we are more active with our website, The Beach Metro News, TV ads and TV shows (who’d have thought?). But I still miss those days when I had one ad in the local newspaper and waited
         for the phone to ring.
      

      
      Times are a-changing as I see the Toronto Star Real Estate section keeps getting smaller and smaller. I spent hundreds of thousands of dollars in that paper, and it seemed
         to make my clients happy, but didn’t sell a lot of homes. Magazines are the same. Remember: don’t give anyone a reason to go anywhere else. This is my code. Follow it and you will be successful
         in real estate.
      

      
      I was asked to do this book because the publisher bumped into me in a studio and was impressed that our conversation did not
         revolve around real estate. He said I was pleasant and not intimidating. He then asked me for a card and called me a week
         later about a property. Oh yeah, always be loaded (with business cards), and when they do call, respond immediately. There
         is a fine line between a successful and a struggling agent.
      

      
      Every client does not just represent one deal. They represent a network of friends and family. And each friend and family
         member represents a new network of friends, and so on… and so on.…
      

      
      Do a good job, stay in touch and use each client as a springboard to a whole new network. I remember in the late ’90s I was
         asked to mentor a new agent. He asked me where to get clients, and he had absolutely no leads. He said to me that the only
         lead he had was a rental. You know, he did that rental and then started marketing to renters. They all buy in a year or two.
         In the meantime a thousand bucks here and there ain’t shabby.
      

      
      I remember in the mid ’90s when I was with Sutton Group in The Beaches. We had about forty agents, and I was their “numero
         uno” agent by a long margin. So as I was going past the lobby to get a coffee on a Friday afternoon, I saw a guy in jeans,
         about thirty-five, at the front desk. Everyone was ignoring this guy like he had the plague. The duty agent didn’t come down,
         and three agents that were there suddenly became too busy. So I asked our secretary if he needed any help. She said that he was looking for a rental
         in downtown Toronto, and none of the other agents were interested in assisting him. Here I was, the busiest agent in the place,
         and I’m all over this guy. The other agents thought I was goofy. Well it turns out Brent Graham was Dr. Brent Graham, and
         his wife was Dr. Helen Macrae. I got them a nice rental for $1,900 a month. They bought a house a year later for over a million
         bucks. They then started a family, sold their million-dollar home and bought a bigger home. Oh yeah, and they used me in all
         those listings and sales. You see, I kept in touch, but just as important, I took on the rental. This guy in jeans from Alberta
         was also the hand doctor for the Toronto Maple Leafs. I love telling this story to anyone who thinks a house or rental is
         beneath them. I have agents on my team who specialize in rentals. In two or three years those clients will be buying.
      

      
      Once you have a client’s trust, it is so important to keep in touch. I don’t like surprises, so I’m not big on phone calls.
         You don’t know what’s going on in their life right now, and the call could be very stale. So I follow up with emails, a monthly
         newsletter that goes to everyone, Christmas cards with a calendar (all personally hand-written), and follow-up letters once
         a year. Of course, having a lot of “for sale” and “sold” signs doesn’t hurt either.
      

      
      I would say that a key factor to success in real estate sales is consistency. Be reliable, be steady, be consistent. Don’t
         reinvent yourself every couple of years. After awhile, even you won’t know who or what you are. My kids call me “Routine Ronny”
         because I’m a creature of habit. That may not be good for your workouts, but it’s great in real estate. Don’t change companies all the time, don’t go from condos to
         homes, don’t go from specializing in one neighbourhood to another neighbourhood. Be consistent.
      

      
      Actually, now with the computer age, the city has shrunk to where you can do deals easily, anywhere in the city. Some agents
         joke that my farm area is Ontario. If I have to drive from Toronto to Oshawa or Burlington a couple of times to do a deal,
         I’ll do it. That truck driver beside you does it every day, and the financial compensation doesn’t compare. I actually miss
         those days because the car is a great place to unwind. Running a team now finds me in the office a lot more and in the car
         a lot less. But I’m still doing listing appointments and the odd buyer.
      

      
      Team or individual?

      
      I fought with this decision for years. I actually thought that I could pull this one off myself. Me and an assistant, and
         low costs! Not a chance, everything became 70 percent me. I had to do it the right way, with the right people. I’ve played
         on enough teams to know that it’s hard to soar with the eagles when you fly with turkeys.
      

      
      I guess getting an assistant was my first big step. Boy, did I ever lean on secretaries every day. I know my broker was happy
         when I hired Jennifer. At first I couldn’t keep her busy because I didn’t know how to delegate. I did it myself and gave her
         odd jobs, like faxing and photocopying.
      

      
      A good assistant wants to be busy and has to be trusted. At first I was wasting time looking for jobs for her to do. Now I
         think she misses those days. She is swamped and has her own assistant now, who is also swamped. I guess I’ve learned how to delegate really well.
      

      
      You owe it to your clients to be the best you can be, to maximize your time and theirs. While I still deal with the odd buyer,
         I’ve personally trained my buying agents to be the best, most thorough buying agents anywhere. Bold statement, but not if
         you can back it up. We do that every day. My buying agents will go anywhere within forty miles of our Beach office. We have
         certain agents that know the 905 region. We have downtown condo specialists, west end experts and east end experts. Again,
         some people think my farm area is southern Ontario. Actually, our area of expertise is The Beach and The Bluffs.
      

      
      My team is trained to know every street thoroughly so that any cold call can be handled quickly and effectively. You only
         get one chance to make a first impression, and you don’t want to waste it. My buyer agents are trained to listen well, ask
         the proper questions and respond immediately via email with active listings. If there’s no email address, then they will fax
         or hand-deliver them ASAP. “Don’t give them a reason to use anyone else,”—that’s my slogan. If you follow that, you will do
         well. When I say well, I mean be in the top 5 percent in the country (that’s easy), with an income over $200,000 (no brainer).
      

      
      When choosing a team, it’s not like choosing a sports team where you need to fill all the positions immediately. Real estate
         is more touchy-feely. You will add team members if you need them and if the right agent is available and eager to work on
         your team. Remember, these agents are now becoming “dependants,” and are relying on your good name. Leads generate a successful career. Add the agents as you need them, but remember that it’s your fault as a team leader
         if you can’t keep them busy. You must look at the whole picture, months and years ahead.
      

      
      What I have done with my team is give them an exciting place to work and a confidence that they are on the top team in Toronto,
         and one of the top teams in North America. I get calls every week about our reputation as a team, and individuals want to
         join us. I have never solicited an agent (except my wife), but now have eleven agents, two assistants, a stager and a photographer
         on our roster. One thing that I demand is that they treat this opportunity as a career. Pay cheques are not bonuses, they
         are your salary. Over the years, after I’ve finished a deal with an agent, some can’t wait to tell me how they are now going
         away for three weeks on a holiday. Now there goes their money and their momentum. In hockey, one of my coaches told me that
         we had an extra player on the ice called “Mo”(mentum). It’s such an important ingredient, and once you get it, try not to
         let it go. Of course, you have to get away now and then or you’ll go nuts. From May 2001 to the World Cup of Oldertimers’
         hockey in 2007, I didn’t take a vacation. Some guy I am, my first vacation in six years and I take my wife Janet to Sweden
         so she can watch me play hockey. I made it up to her on the way back by taking her to London and Paris. She’d never been to
         Europe before so it was a blast. Oh yeah, and we won the gold over there (beat the Swedes 5-2 in the final).
      

      
      I remember one vacation in 1998. We had a 42-foot Sea Ray, and took the kids to Alexandria Bay across Lake Ontario for one week. It went from costing me about $2,000, to costing me $10,000. While away, a client bought a home for $400,000
         in The Beaches area, on Leuty Avenue. Why do I remember the street? Because it cost me $10,000. After that, I swore, no more
         vacations. But you know, it was my fault, I should have had someone with the client during that time. They didn’t have buyer
         broker contracts back then. If they did, I would have had her sign it.
      

      
      Buyer broker contracts—boy did I fight that one. I just could not understand how it benefited the buyer. To be honest, I still
         don’t, but I get my agents to have all their clients sign them. You can’t believe how bad it feels when a client who you think
         is yours suddenly pulls out a contract. Poof… there goes 2.5 percent!
      

      
      As a buyer, make sure you are 100 percent sure that this is the agent you want to work with. If not, just sign it for that
         one deal (which could be seven days for that property address). I’m fighting with an agent right now who came out of the woodwork.
         A buyer with one of my listings bought from me. He wasn’t sure what he had signed with his other agent, but was pretty sure
         it wasn’t a buyer broker. So he called the guy, who blew him off and then called him back five days later saying: “Sorry,
         I was under the weather”. Well, I reduced my commission by a point because I did both ends. Then this guy surfaces again saying
         he has a buyer broker. You think he would have remembered that when the buyer called him. To say the least, this buyer broker
         has caused a lot of difficult situations, but I love a good fight, especially when I’m right. Oh yeah, I have everything signed.
         Remember, always have paperwork. In this business, it is so important.
      

      
      
      Realtors get a bad rap sometimes. We are compared to car salesmen, lawyers, and so on. But I would say that 75 percent are
         pretty good. Wow, that leaves a quarter of them out there as someone I would keep an eye on.
      

      
      My theory is that agents get in the real estate business with good intentions. They’re basically good people who want to make
         a good (great) living and still keep their integrity. But something happens, and they change. Maybe it’s the money, maybe
         it’s the fame (yeah right!), but fortunately it is only a quarter of them. But like any profession, there is a high turnover.
         Ryan Taylor, on my team, figures that he is the only one left in the business from his class of 2008. That is a remarkable
         statistic.
      

      
      This is why teams are so good for agents just starting out. They get well qualified leads in a steady manner. They get all
         their expenses (except cell phone and gas) paid for. This includes any marketing and advertising materials they may need.
         Other costs that I pay for include all licencing fees (RECO, TREB, OREA, and CREA). I also cover all company costs. These
         costs all add up, and are all on my dime. Now that I see all that I’m giving away, I feel a bit like Santa Claus. Actually,
         it’s a win-win situation for everybody.
      

      
      I run a no-nonsense team, but we have a good time. As long as my agents are working hard, they’ll be producing. I demand that
         they open house every weekend and check in on weekdays. I talk to each of them almost every day; but my big contribution is
         twenty-five years of experience. They ask for a lot of advice, and I enjoy giving it to them. We have team meetings every
         two weeks or so.
      

      
      Now that the team has been running for almost five years, they are all becoming a lot more independent. Pretty soon, I’ll be coming to them with questions. I want them all to
         grow as professionals because the stronger they become, the stronger the team becomes. Once my agents are licenced, it’s important
         to keep that licence. In twenty-five years of selling, I have never had an ethics charge or been reported to RECO (Real Estate
         Council of Ontario).
      

      
      About eight years ago, a fellow agent was reported to RECO (the watchdog that monitors, fines and suspends agents for violations).
         He was so nervous that he could lose his licence. He said to me, “Al, I can’t lose my ticket because I couldn’t make this
         kind of money without breaking the law.” I remember two things about that: one, his nervous temper and anxiety; and two, those
         words.
      

      
      It is the temptation of commissions and deals that make good people do bad things or cut corners. Cutting corners is the most
         frequent mistake made by realtors.
      

      
      Am I ready to buy, or should I wait?

      
      Is the market going to stay strong? Or should I wait until it weakens? These are the questions that every first-time home
         buyer and general buyer asks themselves. You will get dozens of different opinions at every party you attend, but remember,
         skeptics are generally looking for ways to knock the housing market down a peg or two. In general, it is better to buy at
         today’s prices. Over the last twenty-five years, only during 1989 and for a short period in 2008 and early 2009, did prices
         fall. Records indicate that playing the waiting game is usually an expensive gamble. Follow the interest rates, and if the
         five-year rate is still traditionally low, then the market will normally be healthy. Remember, renting is just making someone else richer. Home ownership is forced savings.
         Every time you make a mortgage payment, you pay down the principle. Besides, we all need a place to live. I’ll tell you, rental
         properties do not come close to homes you buy to live in. So keep an eye on the interest rate changes when deciding on when
         to buy. Some of the factors that will affect interest rates are Canadian growth rate numbers. Low rates limit the downside
         of any extended weakness. Another factor is healthy employment. Always watch out for the employment figures as that positive
         outlook will bode well for a steady growth in the housing market. Healthy market conditions will always support growth in
         the average selling price. But there will always be skeptics because even with low interest rates, analysts and households
         will analyze their debt acquired in the good times, and delay, possibly missing a lower market. It’s better to buy at today’s
         prices.
      

      
      The media and some analysts will always lead us to believe that the Canadian housing market is a bubble ready to burst.

      
      I have friends who got into some pretty cool digs back in the ’80s. The rent was low, and it was just too good to be true.
         The fact is that some are now in their fifties and are still renting the same place. They can’t afford to get into the Toronto
         real estate market, and they will continue to rent forever. They have no equity, which is our best and most consistent method
         of forced savings.
      

      
      Interest rates are not supposed to increase much in the next few years (as of 2011), so we expect this current market to continue
         strongly. Periods of severe price declines were characterized by double-digit interest rates and high unemployment rates. Today we have low unemployment rates and fifty-year
         low interest rates.
      

      
      Another strong factor in the Canadian housing market is our very strict Canadian banking system. The Canadian housing market
         is unlikely to suffer a U.S.-style collapse ever, of any magnitude. This is a key and overriding difference in the quality
         of the loan origination in the past decade, as well as other institutional factors, such as mortgage insurance and recourse
         against faulters. Canada has not experienced widespread speculations and ridiculously loose credit standards. Instead, Canada’s
         housing market will remain reasonably affordable because of its low interest rates.
      

      
      What got the Americans in such a mess was them assuming that their economy would continue to rise at record numbers. I remember
         reading a very respectable American house magazine (I used to read Sports Illustrated, and now I read a lot of house and décor magazines. Ah, getting old is fun!). Anyways, this magazine read: “Location, design
         and quality matter… so does the financing”. IMAGINE a million-dollar loan payment with payments of only $2,396 per month,
         and with 100 percent financing:
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