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After moving to Montreal, Martin
Bilodeau had a life changing ex -
perience. When he was looking to
purchase a home there, he not only
found a property, but a new career as
well.“I met a Sotheby’s agent and I
was very impressed by his know ledge,
his honesty and his profess ionalism.
That approach really interested me
and it was the trigger that led me to
pursue my real estate license.”

With a diverse background that in -
cludes finance, human resources and
being one of the youngest Tim
Horton’s owner franchisee, Bilodeau
has all the leadership and commun -
ication skills that are the perfect foun -
dation for a career as a REALTOR®.
He got his license in 2010 and im -
mediately went to Sotheby’s Inter -
national Realty Canada. “They usually
only take agents with many years of
experience, but been determined and
having a great sense of persuasive
brought me the opportunity to be part

the Sotheby’s team. Sotheby’s not
only offer their agents unsur passed
support and state of the art tools, but
they offer me the oppor tunity to
surround myself with the highest
quality of services and expertise for
the benefit of my clients.” 

Bilodeau’s unique approach to sales
has been key to his success. “As my
REALTOR® did with me, I act as a
counselor. With my experience in
marketing, financing and human
resources, I’m really able to advise
my clients through what is often an
important change in their living. Part
of that is having excellent commun -
ication skills, listening carefully and
really understanding what my client’s
needs are, then taking your skills and
experience and using it in the best
interest of my clients.”

Already a top producing agent,
Bilodeau also credits his strong work
ethic for his rapid success. “No matter
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what I’ve done in my life, I’ve always
worked hard at it. My philosophy has
always been that success is not a goal;
it’s a return on what you’re able to
offer to people. I am working in the
way that, at the end of every
transaction, my client will choose me
again if they had to go through
another selling or a buying process.” 

Bilodeau has a small team in progress
but he plans to grow more in the near
future. “The most important thing for
me is what my team shares as values:
Overtop yourself with your best skills

for the best interest of your clients;
Look to surpass your client objec -
tives by surpassing yourself; Learn
from your personal experiences, from
others experiences, and succeed
where others didn’t; Find a way to
become essential and a real asset for
your clients; Always focus on the
positive and what you can do more to
offer an extraordinary top notch
customer experience.”

Bilodeau is also launching a new
website in early 2015, which will
offer to his clients a stronger web
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exposure with the latest modern
presentation, featuring professional
photography and video, keeping in
line with his goal to always go above
and beyond when it comes to
exceeding his client’s expectations.

“Having people place their trust in
me and then being able to guide them
through a successful transaction is a
great feeling of accomplishment.
Knowing that I did a great job for
them is the best reward.”


