
In less than five years, Broker
Sébastien Bonnerot in Gatineau,
Quebec is ranked the No. 6 agent
(out of 8,000) in units sold within
the Century 21 Canada network.
Already an established investor, he

bought properties and had his real-estate agent
friends sell them. Starting as a REALTOR® in 2010
mainly to sell his own properties, his rise was swift.
Sébastien began with 20 listings and expanded to
90 listings within his first two years. “It all
happened so fast,” he says. “I had a good mind
for listings and representing sellers.” 

Growing so quickly, Sébastien de cided to go into
real estate full time in the middle of his second
year. “I realized I could no longer maintain the
high level of service clients were accustomed to,”
he states. So, in September 2013 he moved to what
he calls Phase 2 of his business and added two
experienced associates to his team who are expert
buyer representatives. Listings in creased, as
Sébastien had more time to market and focus on
listings/ sellers. Now he has four skilled agents
working solely with buyers and 150 listings. 

Sébastien describes four different team sales
platforms that diversify sales and bring in a variety
of clients: 

1. Residential resale clientele, 
2. New homes and builders,
3. Commercial property owners, and
4. Multiplex investors. 

His years as a real estate investor bring a sense of
credibility and market knowledge to other
property investors, along with an ability to crunch
numbers and provide bus iness advice. Plans are in
process for Sébastien to slide into Phase 3 where
he will focus on commercial and multiplex
investors and start delegating some of the day-to-
day residential activity to his associates. “This will
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bring up inventory to about 200 listings in the
next eight months,” he states. “I also expect
commercial sales to be big for me in 2015.”

Their motto in French is “Je m’en occupe” meaning
“I take care of it.” That they do. Nothing falls
through the cracks. “Clients can use me as a one-
stop shop,” explains Sébastien. “I have three
professionals in every field in real estate to tap into,
such as lawyers, building inspectors, sur veyors that
are available to me any time. They are the best in
their industry and part of the team. I leave no
question marks on the table after meeting with a
client and can handle issues within 24 hours.” 

With two kids, ages 6 and 8, and another on the way,
he credits his wife for adeptly handling home life.
“She is spectacular at time man agement and holds
everything together at home so I can focus on work,”
he notes. Sébastien is adamant that some things are
NOT negotiable when it comes to family, such as
spending time with them every morning and taking
the kids to school. An avid hockey fan, Sébastien
never misses his son’s hockey practices or games and
often donates to the team. 

Clients remember his work ethic. “They know that
I will get the job done,” he emphatically says, “as
I am informed and proactive. The cus tomer comes
first in any cir cumstance. I don’t compromise on
that, and I never did.”
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