
When other 18-year-olds
were thinking about gradu -
ation and summer jobs, Mon -
treal Top Agent Michelangelo
Vaccaro was busy choosing a
career. “I knew I wanted to
start working right after high
school,” he recalls. “So I took
a real estate course and
became an agent at 18. It
wasn’t easy; there was a lot of

rejection,” he continues. “But there were also the
clients who said, ‘Let’s give the young guy a chance,’
and I still know those people. They’re the ones
who gave me the opportunity to do what I do.” 

Now, nearly 10 yeas later, Michelangelo serves the
east end of Montreal with residential real estate
services. “I have an interesting mix of clients,” he
says. “It’s a lot of young, first-time homebuyers,
and then a lot of older people who have lived in
their homes 30 years or more and want to sell.” He
grew up and still lives in the area, and is able to help
a wide range of clients by speaking English,
French, and Italian.  

Michelangelo credits advice he heard from other
agents early in his career with helping him succeed.
“A long time ago someone told me ‘the phone is
your best friend,’” he says. “So I make phone calls,
and follow up, over and over. That’s really what it
comes down to.” He uses expired listings as an
example of his perseverance. “All agents have
access to expired listings. The first week there’s
probably 40 or 50 REALTORS® calling them, the
second week, maybe 25, after a month, there’s 10.
After three months, I’m one of the only ones and
the clients are ready to list again. That tenacity is
definitely something that sets me apart.” 

Another seasoned broker stressed the importance of
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honesty. “I always stuck with the agents who I saw
were working hard, he says. “One broker who had
been in the business 20 years told me honesty is key
because people know when you’re not being
honest, or when you’re in it just for the com -
mission. They can read you. If you’re honest, it will
get you far,” he continues. “That’s what I’ve been
doing throughout my career. I don’t always have all
the answers. So I will say, ‘I don’t know, but I
promise you I will get the answer.’ And then I
follow up; people appreciate that.” 

Michelangelo’s approach to real estate is clearly
working. He estimates that at least 80% of his
business comes to him from referrals. “That is the
best compliment I can receive,” he says. He also
participates with QSC, Quality Service Certified.
“They send out a rate-my-agent survey to my
clients after every transaction,” he explains. “So far
I have a 4.8 rating out of 5. I think that’s pretty
good,” he adds with a laugh. 

Michelangelo recently reached a career milestone
that makes him very proud. “I had a personal goal
to reach the RE/MAX Hall of Fame level before I
turned 30, and that happened this year,” he says. “It
feels like a great accomplishment.” 

Looking to the future of his business, Michelangelo
envisions growing a little bit at a time. “I’m never
going to be one of those agents who closes 100
transactions in a year, because it’s important to me
to maintain personal contact with every client,” he
says. “I just want to keep working hard and doing
what I love.”
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