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As it turns out, being a champion equestrian is
much like being a champion REALTOR®, and
Susie Goodall knows a lot about both.

As the 1989 Leading Lady Steeplechase Jockey
in the UK, and a lifetime Top Horse Rider in the
UK, Susie has long had a clear understanding of
what it takes to get to the top. She understands
bravery, and the commitment needed as a top
class horse rider to steer the course, and above
all, how to forge a partnership of trust—whether
it be with her horse, or with her clients.

To Susie, succeeding in business is much like
succeeding as a top class horse rider. It takes
total dedication, self-discipline, respect, em-
pathy and hands-on hard work. There is no
easy way to become a champion horse rider,
nor is there an effortless way to become a top
selling REALTOR®.

The Vancouver area boasts some of the most
attractive and lavish accommodations Canada
has to offer, and is a perfect fit for Susie.

A “lifestyle” that is one of the best in the world,
West Vancouver is comfortably nestled between
the ocean and the mountains. With three world-
class ski resorts nearby, including Whistler,
and the best in parks, beaches, windsurfing,
kayaking, golfing and various other outside
attractions, West Vancouver is a dream destin-
ation for any family seeking new opportunities.
Just a short drive from the wonderful city of
Vancouver, a city that has it all, the area also
benefits from a virtually non-existent crime rate
as well as a top-tier educational system.

Brought up in Uganda, Aden and the UK her
education was at an English boarding school
followed by University in London and
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Switzerland, Susie is truly a citizen of the world.
It is her unique background that has earned her a
reputation for being a superior real estate agent,
a reputation built upon her results as an agent
and her unique and charming personality.

When asked what sets her apart, Susie expresses
that above all, it is her total and complete
dedication to her clients. “I work 24/7 for my
clients, I make their priorities, my priorities. I
know my clients have a choice about who they
work with.” Susie is also her own toughest critic,
“I am definitely hardest on myself, I have very
high expectations for my performance and I
think that is what my clients really appreciate
about me.”

A personal approach to residential home sales
is part of what makes Susie so successful. Her
marketing campaigns are very different from

the average fare, extending beyond traditional
direct marketing. One of them was identifying
a niche market for foreign sales, so she
focused her efforts on catering to this exciting
new market. Everything Susie does she tries to
do well, right down to her website, which is in
English and Chinese. She personally writes a
quarterly newsletter spreading information on
world news, market updates and lifestyles.
Web traffic and SEO are paramount to her
enterprise; she has worked tirelessly to achieve
top search engine ranking for a “West
Vancouver Homes” search on both Google
and Bidu (a Chinese equivalent). Marketing in
two languages is no simple task, but Susie
adeptly rises to the occasion. She is con-
sistently visible on all local Chinese pub-
lications and travels to Shanghai annually in
pursuit of new business. Susie also keeps an
assistant fluent in Chinese on her staff.
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“I am definitely hardest on myself, I have very high
expectations for my performance and I think that
is what my clients really appreciate about me.”
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One would be hard pressed to find a more
“hands-on approach”than the one Susie brings to
her customers. She arranges for airport pickup,
she contacts builders, introduces doctors, gives
community tours, finds schools and will even
help them with interior design free of charge!
She also actively networks, introducing newly
arrived Chinese families together families in the
area. She knows firsthand what it is like to be a
transplant, and she wants her clients transitions
to be as smooth as possible.

Though she admits wholeheartedly to being an
aggressive negotiator, it is not all about the deal
for Susie the relationship formed are just as
important.

Thanks to Susie’s unwavering commitment to
success and tireless devotion to integrity, the
results speak for themselves and She prides
herself on being available directly via phone
24/7. Client satisfaction is the key and nothing
brings Susie more joy than the gratitude she
receives when finding the right property for a
client, or successfully selling their home.

When asked about her top tips to Sellers, Susie
expressed that it is essential to choose the right
real estate agent and ask them all the pertinent
questions: How many listings do they carry?
Who actually does the showings and the opens
(often REALTORS® wont show the homes
themselves, but will have their assistant do it)?
What is their average number of days for a
property to be on the market? Howmany of their
own listings have they sold?

She emphasizes that it is absolutely essential that
the property be priced correctly. A former
interior designer for 28 years, Susie has an
amazing ability to prepare and price homes to
sell within 30 days. “Homes should be staged
and clean when they are on the market in order
to be presented in the best light possible.”

Also, Susie suggests taking note as to whether or
not a potential agent is asking YOU a lot of
questions. “I always ask a lot of questions
because I want to be as informed as possible for
my clients.”

For those looking to buy a home, Susie suggests
they choose a REALTOR® who knows the area
where they want to buy, inside and out.
Additionally, she emphasizes the importance of
getting every purchase thoroughly inspected by
a well-known local inspector.

A cancer survivor, Susie’s tenacity and
perseverance have taught her that going the
extra mile is, time and time again, what brings
her success as a REALTOR®. “I do whatever it
takes to make sure my clients get the attention
they need, the client always comes first and I
give them 100 percent.”

When Susie is not closing a sale, she loves
spending time with her two dogs and her
husband. She also loves to hike, swim and ski.
Once a year she spends a month back home with
her family in the UK. Globally savvy and a lover
of all the worlds people, Susie Goodall lives for
instilling meaningful change in her clients’ lives.

Susie’s final piece of advice for those looking to
sell their home, “You wouldn’t want a surgeon,
an auto-maker, or a judge who didn’t take their
career seriously and wasn’t totally dedicated,
and a real estate agent should be no different.
People need to be confident that whomever they
hire to sell their home is totally reliable, com-
petent, dedicated and on their team.”

Susie Goodall Real Estate
778-989-7474

susancgoodall@gmail.com
www.susiegoodallrealestate.com

“I work 24/7 for my clients, I make their priorities, my priorities.


