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Our commitment is to accompany and 
guide you on this journey to enhanced 
professionalism. In doing so, we 
unabashedly commit to helping you 
maximize your earning potential. We do  
that by providing you with powerful 
business tools, access to leads and 
referrals, and training for all stages of your 
career to build your skills and fill your sales 
pipeline. We stand behind you with the 
industry’s most treasured brand and a 
culture of collaboration and innovation. 

This focus on providing exceptional 
service and value is paying off. This is a 
momentum industry, and Royal LePage 
is experiencing unparalleled positive 
momentum. In 2014 alone, many of the 
largest and most valued competitive 
brokerages from large, well-known 
American brands were welcomed into the 
Royal LePage family. REALTORS® from 
decades’ old, admired local firms like 
Sussex, New Concept, Johnson and Case 
have decided that our brand is where they 
can grow and maximize their potential. 
And most important, as we move to 
number one in market after market across 
the land, the productivity of the average 
Royal LePage agent grows—our average 
earnings are now 150 per cent of the  
rest of the industry.

As our industry evolved over the past 
century, Royal lePage REALTORS® 
prospered again and again because 
they were willing to see change as an 
opportunity. Now is a time to embrace the 
emerging technologies that we provide you  
through Royal LePage tools and services; 
to commit to continuous, serious learning; 
and to look for innovative ways to leverage 
the power of our brand. 

Together we will deliver superior real 
estate brokerage services to Canadian 
consumers, and in the process,  
maximize your earning potential. It is  
a good time to be Simply the Best.

Creating an environment where the  
best REALTORS® maximize their potential.

 SIMPLY  
THE BEST

MESSAGE FROM THE CEO

With Tina Turner’s Simply the Best 
and a dazzling laser light show cutting 
through thunderous applause, the 
curtain rose on the 2014 National Sales 
Conference in Toronto. 

The song was chosen carefully and the 
theme proved apt. Conference week 
provided example after example of why 
Royal LePage REALTORS® are the best 
at what they do. Passionate, generous, 
competitive, engaged, and eager to learn: 
the delegates showed themselves to be 
the equivalent of Canadian real estate 
intelligentsia; assembled for the serious 
mission of improving the very industry in 
which we derive our excellent livings.

I see this determination to be better, to 
differentiate oneself by offering superior 
service, in Royal LePage professionals 
across Canada. And in my opinion, it 

has never been more important for us to 
do exactly that. The competency of the 
average real estate agent in our country 
has slipped over the past decade thanks to  
a former federal regulator intent on lowering 
standards in an effort to stoke competition 
in an already hyper-competitive industry. 
This is sad for Canadian consumers, and 
Royal LePage volunteer leaders in Boards 
and Associations are doing their best to 
turn the tide. But we cannot wait. We must 
step up today and be the trusted advisors 
our clients are seeking, knowledgeable 
about the entire real estate transaction, 
from neighbourhood expertise; to insight 
into energy efficiency and flood patterns; 
to financing and insurance strategies; 
to expertly negotiating contracts. 
Royal LePage professionals know  
that being a ‘home finder’ is simply  
not enough anymore.

“�Our commitment is to 
accompany and guide  
you on this journey to  
enhanced professionalism.” 
– �PHIL SOPER

“�Now is a time to embrace 
the emerging technologies 
that we provide you  
through Royal LePage  
tools and services.” 
– �PHIL SOPER
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