
When Scott Mitchell and his
wife Katrina sold their suc -
cessful fishing tackle business
in the Snowy Mountains in
2006, they knew just one thing.
“We didn’t want to freeze any -
more,” says Scott, with a laugh.
“But we didn’t really have any
idea of what we wanted to do

next.” Then the process of selling their house to prepare
for the move to Hervey Bay gave them an idea. “Katrina
had always been interested in real estate,” Scott says.
“We also had some clients who were real estate agents
who offered some advice and told us they thought it
would be a good business for us.” Both Scott and
Katrina receive their real estate registration in April
2007, and began working as a team. 

They stared working out of an independent office in
Hervey Bay and worked there for five-and-a-half years,
becoming the group’s leading sales team. “We were
lucky to start during one of the area’s biggest spikes in
the residential market,” Scott says. “We gained a lot of
experience quickly.” They also spent time investing in
continuing education and development and eventually
felt ready to establish their own agency. They launched
Whitney Mitchell along with partners in 2012.

Scott and Katrina’s extensive background in direct
marketing from the years owning their own business
allowed them to introduce a level of real estate
marketing to the area that had never been offered
before. “We were the first office to offer high-quality
video marketing for selling properties,” Scott says.  “It’s
one of our biggest points of difference—there is no
compromising on the level of marketing we provide to
our sellers.” 

Scott and Katrina don’t limit themselves to working on a
particular market segment. “Interest in all prices ranges is
reasonably strong at the moment, and we have the highest
level of buyer interest in the last five years,” Scott says.
“The price range of the properties may change but the
quality of our marketing efforts does not.” 

Scott feels that clients who work with him and his wife
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remember their human touch and the personal attention
to detail. “I think we humanize the process,” he says.
“For some agents it’s just about volume and numbers,”
Scott says. “But we’re dealing with families, Mum &
Dad, and retirees. We pride ourselves on listening to our
clients’ needs.” It’s no surprise then that a high pro -
portion of this team’s business comes as the results of
referrals from happy clients. “We’re very proud of that
fact,” Scott says.  

Another way this husband and wife team stays in front
of potential clients is through community engagement.
Scott is Chairman of the Fraser Coast Fishing Alliance,
a group that works to enhance recreational fishing
opportunities in the area. He is also involved with a
local fish stocking association and on the Board of
Directors for the Queensland Recreational Fishing
Network and Keep Australia Fishing. “I’m well-known
in the community for working with the recreational
fishers,” Scott says. “Basically, if it’s got fins, I’m
involved with it,” he laughs. 

Looking forward, Scott and Katrina would like to grow
their business to the point they can join the ranks of
million-dollar agents—but never at the expense of service.
“The most rewarding thing about real estate is helping
clients move on to the next part of their lives,” Scott says.
“We will never lose that empathy or personal touch.”

Scott & Katrina Mitchell

To learn more about Scott and Katrina Mitchell 
of Whitney Mitchell, call 0428 484 499   
email scott@whitneymitchell.com.au or

visit www.whitneymitchell.com.au


