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After buying his first property 
at the age of 20, Hudson Smith 
knew that he had a passion for real 
estate. “Although I initially started 
out just buying and selling my 
own investment properties, that 
eventually transitioned into helping 
friends out and offering them advice. 
At some point the writing was just 
really on the wall. I became a full 
time REALTOR® in 2004 and I’ve 
never looked back.”

Smith has been at Coldwell Banker 
Neumann Real Estate since he 
started. “I met with a few brokerages 
in my area, but after meeting with Jeff 
Neumann it was an easy decision. 
He shared the same passion I had 
for investment and my absolute 
dedication to helping people. I knew 
I could count on him for support and 
guidance as I built my business. 10 
years later I’m still here and I know 
I made the right decision.”

His unsurpassed expertise in real 
estate investment has been a key 
fact or in Smith’s success. “Because 
I’m so comfortable with the process, 

my clients feed off that, which in turn 
allows them the freedom to enjoy a 
process which otherwise can be quite 
stressful. They can feel confident that 
the person they’ve chose to guide 
them through the process not only 
knows what he’s doing, but will be 
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going above and beyond to make sure 
they get the best deal possible. People 
know when they call me, they’re 
going to get the truth and the right 
advice that they need at that time. In 
this business having a reputation for 
integrity is everything.”

Smith also has a unique perspective 
on how he views his business. “I see 
myself as being in the relationship 
business, the sales are just a byproduct 
of that. I really see myself more as 
a consultant or an adviser than a 
salesman. I believe that when you 
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build your business on a foundation 
of trust and hard work, the sales will 
look after themselves.”

This is the sixth year in a row that 
Smith has been the number one 
REALTOR® in Guelph. He’s been the  
number one agent at his brokerage 
since his second year in the business 
and last year he had the number one 
gross commissions income in Canada 
for Coldwell Banker.

Smith would like to continue grow
ing his business, and is considering 
creating a team in the near future. “To 
find like-minded people who share 
my strong work ethic and passion  
for the industry, would give me an 
op portunity to work with even more 
people and offer them the level of 
service they deserve.” 

But his top priority will always be 
build ing and maintaining relation ships 
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with his clients and the community that 
he loves. “I probably do just as much 
for my clients after the sale is over, 
than I do during the active transaction. 
Keeping that connection going is 
important. When they want to upgrade 
or invest again, I’m in the forefront of 
their mind. It humbles me to know that 
people trust me to guide them through 

one of the largest decisions they'll ever 
make, and it is a responsibility I do not 
take for granted. Getting calls from 
clients tell ing me how much they enjoy 
their new home or how well they’re 
doing with their investment property, 
is just an unbelievable feeling. I feel 
very fortunate to wake up and do what 
I love to do everyday.”

"PEOPLE KNOW WHEN THEY CALL ME, THEY’RE GOING TO GET  
THE TRUTH AND THE RIGHT ADVICE THAT THEY NEED AT THAT TIME."
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