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It’s not uncommon to speak to real
estate agents who got into the
business only after dabbling in other
fields, but that’s not the case for
Robert Groeneveld. From an early
age he discovered a passion for sales,
while his father taught him to invest in
real estate, instilling an appreciation
for the business. Naturally, selling real
estate was the perfect way to combine
these interests.   

At the age of 16, Robert witnessed a
fantastic auctioneer at an auction and
walked up to him to express his
interest. The auctioneer gave him
some advice: “If you want to get into
real estate, take the colour out of your
hair and the earring out of your ear,
and come get some work experience
with us,” recalls Robert, which he did. 

After finishing his schooling he began
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his career at PhilipWebb Real Estate
full time. He has now been there 10
years, and is senior estate agent and
auctioneer primarily serving Man ning -
 ham—a municipality in the eastern
suburbs of Melbourne. 

As someone who not only sells real
estate, but has invested in it as well,
Robert credits much of his success to
his ability to relate to buyers and

sellers. “I can empathise with buyers
and understand their frustrations of
trying to get a straight answer out of
other agents. I understand the selling
side of it too. They want to make sure
their agent is going to do everything
in their best interest to get the best sale
price,” Robert says.    

His genuine love for what he does
resonates with his clients and is a big
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part of how he’s able to form
relationships with them. “We really
try to look after our clients—both
current and past—because we want
them to be clients for life.” Sending
market updates and information as
well as gifts are just a few of the ways
Robert keeps in contact and top of
mind with his clients. “I’m always
looking to take care of them,” he says. 

Robert adheres to the philosophy that if
you work harder and smarter, and want

it more than the person next to you,
you will always be successful. “What I
like most about my job is that you can
see the results of your hard work.” 

Thanks to his passion and dedication,
Robert has been able to achieve great
things. He was a REIV 2012 Agent of
the Year finalist and has won several
awards within PhilipWebb. His aver -
age number of days on market is 31,
and he has a 100% auction success
rate for 2015 with an average of
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$65,419 over reserve. His results have
him ranked in the top percentile of
Melbourne agents!

However, it isn’t the accolades that
matter most to Robert. He remains
humble, always putting the needs of
his clients first. “It’s never about me,
it’s always about the client. At pres -
entations, I don’t talk about myself—
that’s not what they want to hear. I
find out what they’re looking for,
what they need and want.”   

Outside the office, Robert enjoys
quality time with his fiancée Natalie,
and has a huge passion for AFL and
working on all types of cars. He is a
major sponsor of the East Doncaster

“What I like most 
about my job is that 
you can see the results 
of your hard work.” 
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Football Club and is a big
supporter of local small bus -
inesses. Robert regularly sends
voucher books to his clients
that feature these local retail -
ers as a way of bringing
business to the area, creating
a great referral program for
everyone involved.    

In the near future, Robert has
plans to expand and build his
team, and will continue to give
his clients everything he’s got.
“What you put into it is what
you get out of it, and I put my
heart and soul into it.”    

For more information about Robert Groeneveld of 
Philip Webb, please visit philipwebb.com.au call 03 9841 1042

or email rgroeneveld@philipwebb.com.au or like him 
on facebook Robert Groeneveld – PhilipWebb.

“What you put into
it is what you get 
out of it, and 
I put my heart 
and soul into it.”    


