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Since COVID-19 hit, many
industries adapted their
mindset to expect the
worst but hope for the best.
But one silver lining that
emerged in 2020 shows
continued optimism: the
e x t ra o r d i n a r y g r o w t h
seen in the real estate
sector, including high-end
properties and secondary
lakefront residences. Once
people realized their work-
from-home headquarters
could be anywhere, Quebec’s
market has been booming.

“I’ve always said over
the last 10 years that I don’t
envy the Toronto market,
because it was crazy over
there: There was a lack of
supply, big demand and
lots of multiple offers, but
then this pandemic created
many transactions, and
our overall market was on
fire,” said Daniel Dagenais,
regional director for Quebec
for Sotheby’s International
Realty Canada.

“There’s been incredible
growth that we did not
expect last March, when
the Canada Mortgage and
Housing Corporation was
forecasting a drop in prices.
But that’s not what we have
seen.”

From June through
D e c e m b e r, S o t h e b y ’s
International Realty Québec
had record months and
January followed the same
trend, with just about
every Quebec segment –
downtown, the suburbs and
cottage country – kicked up
several notches.

B u y e r s a n d s e l l e r s
now have to make quick
decisions, or risk losing
out. And in this red-hot real
estate market, you need a
seasoned broker by your side
to navigate the rapid-fire
pace, notes Dagenais.

“Negotiation skills are
key, especially with multiple-
offer strategies. Buyers and
sellers need brokers that
have experience and the
understanding to guide you
through that process,” he
explained.

At Sotheby’s International
Realty Québec, brokers
quickly pivoted last spring

to a new way of working that
continues today. Dagenais
praises his team, who have
shown incredible resilience
and resourcefulness in
maintaining relationships
w i t h c l i e n t s w h i l e
reinventing the way they
market , show and sell
homes due to COVID-19
restrictions.

“Our staff is working
remotely, and our brokers
are very busy getting new
listings and scheduling
visits. We use all available
technology tools, and the
good news is that with
applications like Zoom, it’s
easy to have very efficient
communica t i on ,” sa id
Dagenais.

“With screen-sharing,
brokers can explain forms
like a promise to purchase
or a brokerage contract. You
can share the screen to look
at properties with Matrix.
You can fill out the seller’s
declaration live, save it as
a PDF and send it for an
electronic signature.”

Dagenais says 2020 was
a record year for Sotheby’s
International Realty Québec,
and residential house sales
are expected to continue
increasing in 2021 as the
province further opens up in
the coming months.

“In the last quarter, the
number of transactions
increased by 50 per cent;
it was incredible. Even for
condos downtown, it was
a record year in terms of
number of sales,” he said.

“We sold the highest MLS
transaction ever in Quebec
last summer, a home with an
asking price of $20 million.
And the same broker, Liza
Kaufman, sold a condo at
the Ritz to an international
buyer, sight unseen. In both
cases, she represented the
seller and the buyer, and that
was thanks to the quality
of our global network. Our
clients

are very loyal to the
brand; when they purchase
anywhere around the
world, they will deal with a
Sotheby’s agency.”

Dagena i s adds that
having a thriving real estate
sector during a pandemic
can be challenging not
just for brokers, but also
other players like building
inspectors and lenders,
who are all moving faster to
keep up with demand while
handling buyers and sellers
that may be more stressed.

“In the past, you would
have done a bui ld ing
inspection and then tried
to get quotes from different
experts about what would
it cost for repairs, for
example. But in this market,
everything is so quick that
either you take a chance and
buy, or you drop the ball.”

Properties are selling
so fast that experienced
real estate brokers are in
demand more than ever.

“The most important
thing I’m seeing now is
the need for top brokers in
terms of strategy, numbers,
paperwork and flow. You
need to be very efficient and

very fast. If you’re not fast,
someone else will win,” said
Dagenais.

I n a n t i c i p a t i o n o f
continued growth in 2021,
Sotheby ’s International
Realty Québec is expanding
this summer.

“ We ’ r e f i n a l i z i n g a
beautiful place in Quartier
DIX30 in Brossard, and the
vision is to have offices that
are more like boutique shops
instead of traditional office
spaces,” said Dagenais.

The team will be growing
as well. Currently, there are
600 Sotheby’s brokers across
Canada, and more than 100
in Quebec.

“Our goal is to double the
size of Sotheby’s in Quebec
in the next four years. The
new Brossard location will
attract clients and also new
brokers to join us on the
South Shore. We already
have a strong team, and
we want to make sure our
structure is there to support
our brokers and our clients.
So, this is a very exciting
time for us.”

For more information,
visit www.sothebysrealty.ca.
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Helping buyers and
sellers navigate Montreal’s

red-hot market

This residence at the Ritz-Carlton was the highest-recorded MLS condominium sale in Quebec’s history. S U P P L I E D

In this red-hot real estate market, a seasoned broker can help to successfully navigate a fast-paced transaction. S U P P L I E D

Daniel Dagenais, regional director for Quebec for Sotheby’s
International Realty Canada.
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