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There 15 example alier example of REAL-
TORS® who come to the real estate world and
lind sueeess after having a previous career,
Some come on a whim or a hunch, some
make the switch in the hopes of increasing
salary, and some need to learn the ropes of the
business. Mot lracy Lee A sales representa-
tive in Perth, Western Australia tor the nearly
100-year-old Shellabears Agency, Tracy felt
as though the attributes from her previous
work were easily transferable. Unlike other
REALTORS", Tracy just happens to have
a Nnancial investment background that not
only separates her from the pack of real estate
agents, but more importantly gives her ch-
ent a distinct advantage in a process that can
sometimes be overwhelming.

“| started 1n real estate seven years ago after being in
banking for over 10 years and wanting a change.” Tracy
saicd. Tracy has a Bachelor of Commerce degree from the
University of Western Australia and a Master of Business
Admimistration from Curtin University, which led to her
previous career in accounting and banking,

Talk about having an advantage.

“My skills have really been in relationship management,
and | telt there were a number of similarities between the
banking industry and the real estate industry. The need for
commercial and finaocial acumen, and good professional
customer service among them. | also really like properties.™

A good eall on Tracy’s part,

Working as a solo agent with administrative and market-
ing support from Shellabears. which she just joimned, afier
almost three years with a different agency, Tracy covers
what is called Perth’s *Western Suburbs’ and inner-city sub-
urhs with the majonty of her business commg from repeat
clients and referrals, She averapes between 5700,000 1o
$1 million for every property she sells. But that’s not what
drives her.

“I"ve had clients ask me 1o sell a number of
their properties and [ think 1t's just a com-
bination of many things, T sive personalised
service and [ tallor marketing programs that
suit my seller’s situation. Every seller 1s dif-
ferent. T work together and collaboratively
with all my sellers for a successful outcome.
I"'m less about real estate awards; T'm very
bow key. [ just really want to do a great job,”
Tracy said. “T'm motivated by great oui-
comes and client satisfaction. [ prioritise
my seller’s interest. Because of my back-
ground in [inance and as a Fellow Chartered
Accountant, | feel like [ have strong exper-
Lise 0 negobabon, communication  and
marketing_ | have a keen eve for details. For
my sellers, 1 give suggestions on how best to present our
properties elfectively. One of the best reviews from one of
my sellers said [ gave really good advice that was not about
gimmicks but was just about being effective.”

Tracy said that while she considers herself to be at the fore-
front of technology and uses social media extensively, she
still relishes sending her “Tortmghtly™ newsletter and enjovys
lalking to clients on the phone, “the old-fashioned way.”

An avid walker and lennis player who loves catching up
with friends and family, Tracy has her sights set on growing
her brand in the future.

“Lvery day is different for me. 1t's such a privilege to be
able to be invited to people’s homes and help them sell a
sizmificant asset and work with them, It's an amazing job
because I get to meet so many different people and see so
many ditferent houses,” she said. “The future n a pan-
demic world? My best is vet to come. | am just ramping
back up again. One of my core values has always been
about self-improvement. 1'm always stnving to be a bet-
ler version of me, personally and professionally. I'm keen
to help more clients with their real estate needs to signifi-
cantly improve their lives.”

To recch Tracy Lee, call her on her mobile phone at 0411-166-001.You can also email her
at tracy@shellabears.com.au, and find her on the web of www.iracylee.com.au
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