
For over 19 years Grant Larsen has 
been one of the most sought after 
real estate agents in the coastal 
city of Coffs Harbour. After a suc-
cessful run in commercial and res-
idential construction, Grant was  
introduced to the business in 1997, 
by his brother in law Rodger Pryce, 

who thought he was wasting his talents in the build-
ing side of the industry. After attending a real estate  
conference in Sydney, Grant walked away with an  
enthusiasm and passion which jumped started his  
remarkably successful career as an agent. Grant joined 
NSW Real Estate in 1997 and has been there ever 
since. “The business has been owned by Rodger’s 
daughter Kiri and son in law Chris Biggs, since 2003 
and there’s just an amazing work environment here. I 
get great support, everyone has a wonderful work ethic 
and we all actually enjoy what we’re doing, so it’s fun 
to come into work every day. I’ve just never seen any 
reason to change. It’s been a perfect fit.”

Grant’s success has been built on a solid foundation 
of providing unsurpassed levels of customer service. 
“I’m big on communication. I keep in constant com-
munication throughout the entire transaction with all 
parties involved, giving continuous feedback and mak-
ing sure that everyone stays well-informed. But I’m 
definitely not a pushy salesperson. People need time to 
make up their minds. I don’t see my job as sales, I see 
myself as a facilitator, putting people together and then 
helping to guide and advise them so they can make 
their own strong decisions. And that starts upon our 
first meeting. I don’t talk about how I do things, I lis-
ten to what their needs are, get to know and empathize 
with them. I find out what they want the outcome to 
be and then we work together as a team to achieve it. I 
want them involved in the decision making process.”

But Grant doesn’t let those strong relationships he’s 
built end after the transaction is over. “I also make a 
strong effort to keep in touch with all of my former 
clients. I have a ‘clients for life’ philosophy which in-
volves regular phone calls, remembering birthdays and 
anniversaries. By keeping them happy from the begin-
ning and then maintaining that relationship, I know 
they’ll think of me again.” This approach has lead to 
Grant’s impressive 95% repeat and referral rate.

Grant has a comprehensive knowledge of the area he 
represents, and in addition to being a licensed Real  
Estate agent, he is also a licensed Stock & Station 
Agent and Auctioneer. He is also the only individual 
agent with his own website in the area, just another  
way he goes above and beyond to make sure his  
clients’ listings all have maximum exposure. 

Actively involved in his community, Grant supports 
several charities including the Movember Foundation, 
Beyond Blue and the Cancer Council. In his free time 
he enjoys recreational fishing, amateur photography 
and traveling.

For Grant the true measure of his success isn’t in the 
amount of sales he’s achieved, but in the number of 
people he’s been able to help. “I get a lot of person-
al satisfaction when I connect the right buyer with the 
right seller.  Seeing the smiles on both sides, and the 
sense of relief when a client knows they’ve made that 
commitment and feel good about their decision, is 
very gratifying.  This is a people business. If you don’t  
provide a good service, you don’t get those results. 
I’ve been involved with over 1800 transactions since I 
started and  when my clients have been happy enough 
with those results, that they the refer me to their friends 
and family, it’s a great feeling.”
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To learn more about Grant Larsen call 0417 263 656, 
email glarsen@nswrealestate.com.au or  

visit http://www.grantlarsen.com.au 


