
“In addition to internet mar
keting, I am still a firm be
liever in print media. When 
I advertise in print, I no
tice a greater amount of 
people come to open hous
es and my online market
ing metrics also improve,” 
shares Charles Bailey real 

estate agent at Urbane Property in Newtown,  
Australia. “My website gets a lot more visitors 
when the newspaper comes out. People often see 
listings in print media first and then go online 
to get more information.” Charles’ marketing  
approach has proven to be immensely success
ful. He has become a leading REALTOR® in his 
area for nearly 20 years and has been recognized 
as the number one agent out of about 800 real 
estate professionals in all of New South Wales 
for his impressive amount of production. He 
has also been named an “Elite Performer” at his  
previous company for the last 12 years for his 
high level of sales. Charles notes, “I primarily  
serve the Newtown and Camperdown areas 
of Sydney, and about 75 percent of my busi
ness consists of referrals and repeat clients.” He  
continues, “I stay true to the real estate processes  
that have worked for me my entire career. I  
consistently adhere to the same processes be
cause the framework was successful in the past 
and keeps working for my business to this day. 
I focus on continually perfecting the established 
processes instead of recreating the wheel.”

Before becoming a renowned REALTOR®, 
Charles owned a bistro in Newtown, and his  
experience as a restaurant owner helped him 
become more immersed into the community,  
which complemented his real estate career.  
Charles says, “I focus on the residential prop
erties in the area and specialize in predomi
nately two and three bedroom terraces. That 
is 80 percent of my business. I developed that 

niche through community involvement and my  
background in the restaurant business. I met a lot 
of locals when I owned the bistro. This area is a 
tight knit community.”

Clients appreciate Charles’ easy going manner,  
unparalleled expertise and superior customer 
service. He has received a significant amount of 
outstanding client testimonials throughout the 
years. One client highlights, “It is rare to find a 
real estate agent that is as genuine as Charles, 
and that helped us to trust he was working in our 
best interest – not the buyers, as is so often the 
case. We will and indeed already have begun 
to recommend Charles to all our friends in the 
neighborhood.”

Charles enjoys helping clients achieve their real 
estate and goals and has plans to continue to  
advance his business. He shares, “I like putting 
deals together. I enjoy finding buyers who fit  
specific criteria and matching them with a  
property I have appraised or has gone to market.  
Recently, I was able to sell a property in two 
days and sold the home for $400,000 above the 
listing price. It was a great feeling. The client 
was not expecting the property to sell that ear
ly.” He adds, “Our company is a small boutique 
real estate agency. My emphasis is to keep grow
ing the business and create a larger market share 
and presence.”

When Charles is not helping others in real estate, 
he is heavily involved in the community and  
enjoys spending time with his two daughters and 
going to the gym. During the past 17 years, he 
has helped raise $500,000 for local schools and 
also contributes to several local sporting clubs 
and charities.
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For more information about Charles Bailey, please 
call 0404 011 777 or email charles@urbane.com.au


