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PRESIDENT'S GOLD AWARD

For their exemplary record of sales success combined with their unparallel attention to the

needs of their clients, Royal LePage 1s pleased to honour our most accomplished sales
representatives for this past year.

MARY MAAN

Royal LePage delivers the ultimate real estate experience

Roval LelPage is combining the latest in real estate information and services technology with its committed sales force to deliver the ultimate real estate
cyperience to todav's consumers.

DEAN JACKSON

Gone are the davs when consumers were content with sales representatives who put a sign on the lawn and an advertisement in the newspaper. Today's

consumers want good value tor their hard-carned dollars. They demand specialized services, real estate information backed by market analysis, and most of all,
results,

At Roval LePage, we're responding to those demands.

HomeMatch - The Royal LePage Advantage |
This service ditterentiates Roval LePage from the competition through the development of new technology and service svstems that provide real estate
consumers with unique service products.

As the key initiative of the Advantage project, HomeMatch is an exclusive system designed to bring buyers and sellers together. HomeMatch consists of three
MAJOr components:

* the Automatic-Prospecting function which continuously matches prospective buvers with properties listed for sale in the market

* the Reverse Prospecting Match which relentlessly searches for prospective purchasers for cach new listing and, A"an RObe' lson

* an Instant Messaging teature that ensures cach listing receives the maximum exposure through full-property descriptions made available to all Royal LePage
sales representatives in the immediate trading area.

HomeMatch also includes a customized Marketing Action Plan which outlines all the steps Roval LePage sales representatives will take to sell your home. ge
Linally, we back up our commitment to customer satisfaction through the Royal LePage Personal Service guarantee. This unique guarantee offers vendors the
option ot cancelling the listing if they are not tully satistied with the service provided.

Better, more informed choices

Clearly, thisis the tisst time in the service-oriented real estate industry that consumers will be provided with tangible goods. Our sales representatives are armed with information for buvers and sellers alike,
and they can help a client make better, more informed choices with accurate and reliable real estate market statistics and analysis.

Lhe introduction of HomeMatch and the Roval LePage Advantage will have a significant impact of the real estate industry and the way in which it conducts business.

Since 1913

At Roval Lellage, we've responded to the needs of real estate consumers since 1913,

Our mnovation and emphasis on service over the vears have enabled us to survive good times and bad. Roval LePage has many strengths. First and foremost are our people. Our sales representatives have
been dedicated to setting the standards for service excellence in the real estate brokerage business since the beginning. Our company’'s solid foundation helps us continue to provide our services in any marketplace
and cconomy. And, our ability to anticipate our customers’ needs, before they materialize, puts us in the forefront.

Since the begimning, Roval LelP’age has worked hard to establish a reputation as the best real estate organization in Canada.We want our services to be different and better than those offered by our competitors,
Our strengths are what x_'unhimtvntlj« drive us to uulpurfnrm Our L'lll'l'l}‘!l.‘titllr?-;.

Roval LePage has had a long history, not only of superior service and trustworthiness, but also of providing new and innovative
salespeople. Roval Lel’age is alwavs one step ahead of the game.

Our foundation

products and the highest level of training and development programs for our

In spite of the support available to cach and cvery one of our sales representatives, all our products and services would be meaningless without these men and women.

Itis our sales representatives who shoulder the responsibility of delivering these products and services to todav's real estate consumers. And, it's their skill, expertise and dedication that has placed Roval
LelPage in the number one position as the real estate organization people trust most.

Fhe sales representatives on these Pagus have achieved a level of service excellence that is lI!‘I}JﬂI'd”L‘IL‘d in the real estate indu:-;tr_x'. Tlu‘}"\'t‘ worked with pL‘UplL‘ on qd dail}' basis, leping to pruvidv them with
one ol lite’'s most basic necessities - shelter, Dayv after day, these representatives have worked with clients to make their dreams of |'ulmut1wm.'r:ihip come true.

THE BEST PEOPLE - THE BEST TOOLS - THE BEST RESULTS

(Tor) 874-3068
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Margaret-Ann Baker* Terry Black® Marilyn Champ* Kathleen Dobbie* Karen Hall* Tillie Harvey* Steve Honsinger* Dean Jackson* Richard Judd* Anne Lich*
584-2870 (519) 853-1266 877-9625 877-7393 (519) 941-4248 877-9550 791-4131 877-8192 (519) 833-2576 (519) 855-4732
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Mary Maan* Tony Maan* - Carole MaclLeod* Betty McKend* Kathy Monckton* Bertha Marar{‘ Culver Riley* Donna Robbins* BrianRobinson* Susan Whitteker*

873-7207 873-7207 877-8515 (519) 856-2170 877-6420 877-6345 (519) 855-6115 877-4485 877-5081 873-2546

GEORGETOWN TOWN & COUNTRY OFFICE - 170 GUELPH ST. -877-0173

HALTON HILLS MARKETPLACE - Sunday, February 7, 1993 Page 7




