Becoming the Best

seen Norm Lum's prominent photographs by a real

estale sign on a comer store, bus stop, news stand or a
moving bus. T sometimes joke with him about a new place
where his face appears or comment on his new designer
outfit. To many, Norm Lum is a successful well-dressed
realtor with a good looking face, but to his clients and
friends, he is a family-oriented, motivated, organized and
conscientious individual. The way Norm has pursued and
achieved success in his career as a realtor is inspiring.
Traditional family values coupled with determination,
persistence and motivation have led to his present personal
and professional success.

Bom in Fiji, Norm grew up helping out in his family's
grocery store business. They later moved to Vancouver,
Canada where they continug [0 run 4 Comer grocery store
and small nursery business, Norm says, "[ would help my
parents in the store after school. 1t was a difficult life, but
this has inspired me o become someone different.”

He attributes his success to his parents, " Mom and Dad
has been the toundation of my life. They have instilled in me
the good values of hard work, honesty, reating people with
respect and without distinction.”

Norm decided on a real estate career when he was in
high school. It all started when he noticed an afflnent
classmate whose father bought him everything he wanted.
At that impressionable age, he thought that his classmate’s
father was doing sometinng right. When he found out that
the father was a realtor, Norm asked if he could speak with
him and find out the secret of his success. From then on,
there was no stopping Norm,

Morm says, "[ was lucky o have many good mentors.
I did not believe in reinventing the wheel, so 1 asked a lot of
questions.” During his last years of high school, he
apprenticed at a real estate company, went to open houses
and learned as much as he could of the trade. His youthful
determination, focus, enthusiasm and eagerness to learn
made others want to help him.

Norm says, "One needs to do lots of preparation for
success, Luck is in the preparation. Someone might call you
to list his house, that's luck, but [ have to be prepared to
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make that sale a success." One of his secrets
to success is setting concrete goals. At the end
of the year, Norm takes a two-month break
to "clear his head® and maintain balance in his
hectic life. After New Year's, he writes down
all has goals for the year in a black book. He
says he would sit by the computer everyday
and read hus goals, He would also write down
his accomplishments week-by-week of the
houses he listed and sold, and the people he
met.

When asked to give advice w other
realtors-to-be, he says a strategy that works
for him is persistence and consistency. "1 would
set up a program for myself and follow it. The
program you design depends on how many
houses you want to sell. The more you want
to sell, the more you have to do," he says.




Some new realdtors guit after six months or a year becanse
they have not made as many sales as they want, He advises
them not to give up as all the work that they do in the past
bailds up to sales in the future,

"When | first started 1 would knock on doors. 1 did
this for 300 days rain or shine, [ talked to about 100 people
aday. One time [ even got bitten by adog!™ Norm says.
He figures that the more people he talks to, the better his
chances of him making a sale. "In my first year as a realtor,
a homeowner letme listhis home because he thought that if
I was assertive enough to knock on doors, | wouldn't have
problems selling his home."

MNorm believes that client satisfaction is the key and
does this by making sure that they are happy, paying
attention to details and giving them as much service as
possible. Norm says, "One unhappy client leads 1o a
potential loss of clients. About 80 percent of my business
comes from past clients, Since realtors should always be
looking for future business, more happy clients make it casier
to have consistency.”

The real estate business is not for everyone as it takes
alot of time and requires some personal sacrifices. "l am
lucky to have the best clients so 1t makes my job enjovahle.
Real estate is a way of life for me." Norm adds, "l make
sure that | take time to do simple things like visitmy family,
walk my dog, James, and play hockey. [ try to work hard
and work smart.” When asked about his future goals, he
says he will continue to do what he does because he loves
his career. He also wants to make sure his parents are taken
care of, and of course, get married one day if he finds the
right person.
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* Specializing in real estate sales
and land development

¥ Orwver 11 years experience with
hundreds of homes SO1LD!

¥ Local, national, and internanonal contacts

T P [0%0 of realtors in Crreater Vancouver
for homes SOLD!

(604)961-3399

PLEASE VISIT MY
WEBSITE:
www.normlum.com

Writers Welcome!

We welcome articles from our readers.
Publication of articles is subject to editorial
policy and space. Articles can be submitted
by email to:

Or by mail to:

Eternal Health & Wealth
PO, Box 54128
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Morth Vancouver, BC
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Catannya Woodrufft

Transformational Counselling

=% life-purpose consultations

* physical and mental trauma healing
.rl’i_l" * memary retdeval and block work
* sexual and ritual abuse cherapy
* homeopathic aids available
* pumoonal supplement consultations
* how 1o heal workshops
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* Hawaiian Huna healing techmigues
* A VELTS CEPETICTICE
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