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When speaking with Tim Heavyside,
it’s immediately apparent that he is
an expert at his craft, citing statistics
about the city of Melbourne, Australia
with ease and able to share everything
there is to know about the market he
serves. After a decade long career as a
travel agent, Tim transitioned to real
estate thir teen years ago at the
suggestion of a colleague. 

Now a successful Director and Auc -
tioneer with iconic real estate agency,
Fletchers, he specializes in market -
ing the period family homes of
Melbourne’s eastern suburbs. Tim’s
skill and expertise is enhanced by
his extensive knowledge and appre -
ciation of architecture. He credits his
success to the structured business
model he has implemented and
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developed for himself and his team.
His success however, did not happen
overnight and it took some time for
him to get where he is today.

When he started in the industry, he
was supporting a young family and
had no contacts in the business. After
a bit of a sluggish start, he made a
commitment to further his education

by attending sales conferences and
training seminars, while surrounding
himself with successful colleagues
and soaking up all he could by
watching them. He created a vision
to be the top salesperson in Victoria
and saw that vision come to life in
2006 when he received the Victorian
Residential Salesperson of the Year
award. He took the top spot again in
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2010, 2011 and 2012, and went on to
be recognized as the Australian Resi -
dential Salesperson of the Year in
2011 and 2013. In 2007, Tim be came
an auctioneer and maintains a high
success rate with the auctions he
conducts every weekend.

However, it’s not all work and no
fun for Tim. His clients and col -
leagues alike can attest to his jovial
nature. “I like telling jokes and having
a laugh with buyers and sellers. I
don’t take myself too seriously and
my clients find it easy to connect

with me,” says Tim. It’s the rela -
tionships he forms with clients on a
daily basis that he enjoys most about
his job. Always ready to lend an ear
and willing to learn about his clients
to better un derstand them, Tim states,
“If you’re prepared to listen to
people, you can take a lot of what
you learn and apply it to your own
journey in life.”

Tim also considers community in -
volvement as an important aspect of
his business. He takes pride in spon -
soring his children’s sports teams and
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being able to utilize his skills as an
auctioneer when volunteering at local
school auctions. Away from the office,
Tim enjoys spending time with his
family, barbequing and entertaining
close friends.

If there’s one thing to take away
after a conversation with Tim, it
would be that he is a master of
finding the right balance to maintain
his successful status in real estate. A
strong structure is crucial when
running a business, but to take it to
the next level, as Tim has done,
requires a human connection as
well. The genuine appreciation he
has for his team and his clients goes
both ways and the supportive cul -
ture has created a foundation from
which Tim has been able to excel.
Despite his success, I have the
feeling he’s not quite done yet.

“I DON’T TAKE MYSELF 
TOO SERIOUSLY AND MY
CLIENTS FIND IT EASY TO
CONNECT WITH ME.”


