
In the thirteen years Grant
McConnell has been in the real
estate industry, he has amassed an
incredible amount of experience,
which has been a major factor in
the success of his business. Grant
got his start in real estate after a
friend suggested he obtain his

Agents Representative Certificate. He took his friend’s
advice and, while living in Melbourne, managed an
office with several associates. After moving to
Mornington Peninsula a few years ago, he began his
current position as a sales consultant and accredited
auctioneer at Hocking Stuart.  

Attaining success has been the result of many years of
hard work and dedication and Grant firmly believes
that strong communication with his clients is just one
of the many important things they appreciate when
working with him. Grant explains, “Communication is
the number one aspect of this job. I’m in contact with
my clients at least three to four times weekly to keep
them informed of relevant developments that not only
affect their specific interests, but the market in general.
Providing feedback is important, and honesty is always
the best policy. Then, and only then, clients realize they
have received the appropriate advice that empowers
them to make the all-important decisions they need
to make.”

After a rigorous ten-week course through Hocking
Stuart, Grant became an accredited auctioneer, which is
just one more attribute that sets him apart from the rest.
Says Grant, “I embarked on an extensive course, over -
seen and judged by some of the top auctioneers in the
company. While it was an intensive, grueling course, it
was very rewarding at the end. Also rewarding is seeing
the utter joy on a client’s face at the end of a transaction,
as is being afforded the opportunity to work with people
from all walks of life. Underpinning my daily activities,
I simply endeavor to do the right thing for (and by) my
clients. When you do the right thing, people warm to
you straight away.”

According to Grant, doing the right thing involves
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working really hard and always striving to get the
highest possible price for his vendors. “I was taught
very early on to do as much as I could to get top dollar
for the vendor and I will never stop aiming for that
goal.” A team player, Grant credits his assistant, who
follows up with clients, and his database manager. By
doing their part, it frees up his time and availability to
conduct appraisals and generate leads for the business.  

Outside the world of real estate, Grant is an avid golfer
and spends time with his lovely wife, Alisha, visiting
wineries and travelling. Together, Grant and Alisha
have a beautiful daughter, Isabella. Grant also devotes
his free time to sponsoring local football clubs and
schools. “We do a lot of community work for a variety
of charities, wherever we see the need.” Grant, cur -
rently, is an enthusiastic, low-handicap member of the
National Golf Club, Cape Schanck. Located on the
Mornington Peninsula, it is the biggest private golf
club in the southern hemisphere.  

While Grant has achieved numerous sales awards and
has been named Salesperson of the Year several times
over the past few years, complacency is never an issue.
“We’re set to have a record year in 2015 but we’ll still
continue to bring the best agents into our office. The
reason is simple: the more good people you have, the
more the business will grow,” says Grant. “We just
want to keep doing the right thing. Everything else falls
into place when you do what you do best.”  
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