
Recognized as one of the top 
10 REALTORS® in Australia, 
Brent Courtney, partner and 
real estate agent at McGrath 
in Lane Cove, has become a 
seasoned, sought-after pro-
fessional in the area and has 
created a strong business 
niche in two markets. Brent 

shares, “I specialize in second houses and luxu-
ry properties. In this area, luxury homes are listed 
for about $3 million and above. They are a small  
segment of the market. There are about 1,000 luxury  
properties, and I have about 60 percent of the  
market share. I started focusing on luxury homes 
17 years ago and prospected every person who 
lived in the suburbs and was persistent. People 
want information. When you prospect new clien-
tele, many people do not want to sell, but if you 
provide them information about the market, the 1 
percent of people who do want to sell will use the 
details. Once the information is shared, then the 
numbers will come.”

Brent has been in the real estate business for 22 
years and was inspired to pursue a career as a  
REALTOR® at a young age. He notes, “Growing 
up, I worked with my dad as a carpenter on the 
building side. I noticed that developers did well 
for themselves and decided to get into the real  
estate industry.” He continues, “I have been work-
ing in the Lane Cove area for 21 years. I started  
working for myself in 2000 and bought into the 
McGrath company in 2010 as a partner of 10  
offices while also listing and selling real estate. 
Our team sold the offices, and I currently serve 
many clients in the Sydney Lower North Shore, 
Chatsworth and some of the peninsulas on Lane 
Cove River.”

In addition to his significant experience, knowl-
edge and expertise, clients appreciate that Brent 
is a down-to-earth, enthusiastic and empathetic  
REALTOR®. Brent says, “I put myself in clients’  
situations. I make sure to understand their 

individual needs and focus on what is in their best 
interest. Real estate is more about the people and 
relationships established than the actual houses  
themselves. I enjoy working with a variety of  
people and like helping them achieve their dreams. 
Many people aspire to be able to purchase a luxury  
home for a long time, and I get to assist them in 
making that goal happen.”

As a top agent, Brent knows the importance of 
marketing and says, “We have a full database 
of client information. It is imperative that we 
get on the phone and personally invite clients to 
open houses. Our company has a big marketing  
campaign. We are proactive in inviting clients to 
the open house events and follow up with every 
person who attends.” 

When Brent is not helping clients’ real estate 
dreams come true, he stays active in the commu-
nity and enjoys spending time with his family. 
He shares, “I sponsor events at the local Catholic  
primary school as well as am a sponsor at my Cath-
olic church. I also support the local soccer team, 
and I am working on becoming a sponsor of the 
local rugby club.” He adds, “I am a family man. I 
have three kids and a gorgeous wife. I also enjoy 
cycling. Most mornings I am out riding at 5 a.m.”
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For more information about Brent Courtney,  
please call 0411 888 380  

or email brentcourtney@mcgrath.com.au




