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THE DAD MOMENT 

“This is when my dad comes into the story,” Sean 
says. His dad sat him down and asked him what his 
future looked like. “‘You’ve got a wife now. It’d be nice 
if you guys could start a family. You’re making twenty 
grand a year. You can’t do this,’” Sean recollects. 
“‘Okay, what should I do?’” he asked his dad. “’What 
about real estate?’” was the simple answer. 

Sean was resistant at first because of his mom’s 
experience as a real estate agent, but his dad put his 
worries to rest. He championed Sean’s work ethic 
and his ability to care about other people—two vital 
strengths when it comes to being a real estate agent. 
His stepsiblings ushered him into the business, and 
the rest is history. 

IT COMES DOWN TO COMFORT 

“My approach is different. I don’t care how long it 
takes,” Sean says about the home buying process. He 
cares more about finding the right fit for a buyer as 
opposed to closing and collecting his commission. “I 
never sell people houses. They need to sell themselves.” 

This includes providing more information about the 
house, the process, and the future. “I don’t want to tell 
somebody, ‘Look, just trust me.’” Some of Sean’s clients 
take two years to find the right house. He doesn’t 

GETTING TO WORK 

After 32 years in the business, Sean clearly has insti-
tutional knowledge, a solid line of connections, and 
the charisma that makes him a powerhouse real estate 
agent, but that wasn’t always the case. 

When Sean graduated high school, he went to college, 
which lasted all of a semester and some change. “I 
was tired of being in a classroom and tired of that 
atmosphere,” he says. “I was ready to go to work.” 
Sean dropped out of school and started working for a 
family friend. It was a stainless-steel manufacturing 
company building commercial kitchen equipment for 
restaurants, schools, and hospitals. 

“They put me in the shop first, so I would learn how 
to make the equipment, and then the goal was to bring 
me into sales,” he says. “They wanted to create the 
ultimate sales guy out of me.” For the first couple of 
years, he moved all around the shop. “I built shipping 
containers, I worked as a welder, I ran a big shear,” he 
tells me.

After he knew what it took to make accurate esti-
mates based on time and material, he moved to the 
sales team for a couple of years. Sean is the kind of 
guy who avoids change, so he could have continued 
doing this kind of work for the rest of his life. 
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care because he’s operating at their comfort level. “I will literally 
talk [clients] out of buying homes,” he says, laughing. There are 
moments when they’re ready to buy a house, but he can see around 
the corner on certain properties. He knows that six months down 
the line, the buyer will find the defects, and the remorse will set in. 
If anything, Sean wants to mitigate that remorse. 

A PERSONAL TOUCH

In his first six months, one of the veteran agents sat him down 
and asked how he kept in touch with past clients. 

“‘Uh, I’m not,’” he said. He needed to be proactive. Taking the 
agent’s advice, he signed up for a canned postcard service. 
Postcards were sent out four times a year, showing cartoon char-
acters doing different seasonal activities. That’s when he got a 
call from a previous client. 

“‘Hey, I got your postcard,’” the client said. “‘What are you 
doing?’” Sean was initially confused, but his client gave it to him 
bluntly. “‘These are lame, and you’re so much better than this.’” 

This feedback proved he needed to do something that highlighted 
his creative talents. He leaned on his comedic strengths: a sarcas-
tic guy who loves to have fun and get people to smile. 

And now, every year, he sends out postcards starring himself 
in famous roles like Johnny Cash, Sean Wayne, 007, and many 
others. These give me a clear idea of the kind of person Sean is. 
They’re not just putting a face to the business, but a whole per-
sonality. This is possibly his biggest strength. He can do anything 
other agents can, but he brings a realistic, caring, personal touch to 
the whole experience. 

“When they think of real estate, they just need to think of me. 
That’s all I’m trying to do,” he says. “I love what I do, and I’m 
having fun doing it.” 

After 32 years in any business, I think we’d all be lucky enough to 
say that.

When they think of real 
estate, they just need to 
think of me. That’s all I’m 
trying to do... 
I love what I do, and I’m 
having fun doing it.
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