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Before becoming a REALTOR® in 2007, 
Chris Perkins was accepted into school 
to be an engineer, but he knew he wanted 
to have a job in the customer service 

industry. “Growing up I always wanted to own my own 
business in the service sector. My good friend introduced 
me to her father who was the broker of Maxwell Realty 
Fort McMurray. He was kind enough to lend me the 
money to take the Real Estate course and I got my 
license. I feel that becoming a REALTOR® is plan B for 
a lot of people but I had every intention of making it my 
primary career from the start.”

Perkins eventually moved to Coldwell Banker Fort 
McMurray, which offered him the support he needed 
to take his career to the next level. “ I can assure you I 
would not be here today without the support I had in the 
beginning. Real Estate school teaches you a lot about 
contract law and agency relationships, but it doesn’t 
teach you a thing about running a business or how 
to handle the numerous situations that often arise. At 
Coldwell Banker I’m surrounded by successful agents, 
who know that helping other people become successful 
will actually have a positive effect on their business as 
well. ” Perkins has been recognized as one of Coldwell 
Banker President’s elite for performance sales. 

Key to Perkins success has been his focus on providing 
unsurpassed customer service.” I think that the majority 
of REALTORS® offer similar methods of marketing 
to their clients. The difference between the good and 
the great is the service you provide. That could be as 
simple as answering your phone or returning a call 
quickly. It’s having an in depth knowledge of your 
local marketplace and the homes for sale. I was very 
young when I got into the business and because of that, 
I felt that I needed to know more about the market than 
anyone else. That love of education has made me a 
better REALTOR®.”

Rather than seeing himself as a salesperson, Perkins 
takes an educational approach when it comes to 
dealing with his clients. “You have to provide them 
with knowledge and information that will allow them 
to make the decisions. The more I educate my clients 
on the market, the more trust they place in me. I’m also 
a problem solver. How you handle the expected will 
always be forgotten, but how you handle the unexpected 
will be remembered. When I face a problem, I do my 
best to fix it as quickly as possible. It might cost you 
money in the moment, but the referrals you gain in the 
future will more than make up for it.”

Perkins would like to eventually grow a team and is 
currently focused on developing a custom website. He 
has started a branding ad campaign designed to drive 
traffic to it, but no matter how big his business grows, 
his main focus will always be serving his clients to the 
best of his abilities. “Real Estate, is not about houses. It 
is completely about people and their emotions. A home 
is a place where families are raised and memories are 
built. I feel honored that my clients trust me to help 
them through one of the most important decisions 
people make in their lifetime.”


