
Jeff Wright commenced his working career in the 
National Australia Bank, where he spent 12 mem-
orable years. He thanks the bank for teaching him 
good basic financial principals, the loan process, 
and of course property mortgages. The latter was 
solid training for his entry into real estate, and he was 
very interested in selling,  
services and/or products. He 
finally decided to make the 
move into selling, despite 
recruitment agencies say-
ing that he couldn’t do it. In 
Jeff’s first year selling real 
estate, he was the top per-
forming rep over that com-
pany’s four offices... And  
so it started. 

Everyone was constantly 
ask ing him, what was his 
success formula? Jeff’s an-
swer was “Having the right 
attitude to chase people, 
chase them again, look after 
them, and to always be hon-
est and willing.” The sales 
continued and great success 
followed for three years be-
fore Jeff earned his agent’s 
license and then became a 
sales manager. He short-
ly became a partner in that 
firm, and then a bit later commenced Wright Real 
Estate in Scarborough. Last year the second office 
was purchased along with two colleague partners 
in Glenn Callanan and Kelvin Reynolds, now op-
erating in Doubleview. 

Jeff has worked with some basic beliefs and 
strengths in business. The most important attribute 
in his opinion, is to have absolute honesty and in-
tegrity. He believes many agents regularly claim to 
have that characteristic, but do they really deliver 
it absolutely every time without fail? Jeff believes 
you must put your client first, look after them and 

not search for that fast sales commission. There 
will be times when you must forget your sales 
numbers, and focus completely on your client’s 
best interest. Those clients will then stick with 
you, and come back again, and bring their friend 
or family member later. Jeff insists you must treat 

the buyer and seller with the 
utmost integrity. “That’s the 
best selling technique there 
ever was.”

Jeff and his team also be-
lieve in investing and work-
ing in the local community. 
“Sponsorship means more 
that just putting money out 
there, it means getting in-
volved in the sporting group 
or in the local school, the 
committee, wherever you 
can actively lend a hand. Be 
there, be involved and make 
an effort to help people .”

Jeff also has a huge belief  
in personal sales and mar-
keting training, and that  
everyone in the industry can 
keep learning and growing 
forever. In his opinion, just 
because you may have made 
a few sales, doesn’t mean 

you are any better than the rest. “Real estate mar-
kets can go up and down, and so may your income. 
Accept the good times and be grateful when they 
come.” 

Finally, Jeff’s favourite work motto is... that great 
Nike logo... “JUST DO IT” and it’s that attitude 
that has been key to his success from the beginning.
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To learn more with Jeff Wright and Wright Real 
Estate, feel free to contact him on 0418 907111.  

Or email.Jeff@wrightrealestate.com.au 




