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2nd Annual Golf Tournament September 10
  Upcoming events......

Once again JDRF will be teaming up with the 

IREM and REIC Edmonton chapters 

Friday, September 10, 2010. 
visit our website  www.reicedmonton.org  

to download registration and sponsorship forms. This 
year the Texas Scramble tournament will be held at the 
Ranch Golf and Country Club. EARLY REGISTRATION 
DEADLINE JULY 31,2010

All money raised will go to the 
JDRF in hopes of finding a cure.

Not a golfer but would like 
to attend the BBQ and silent 
auction please contact Sharon 
Radford 780-453-9368.  

If you have items to donate for 
the auction, please call Sharon to 
make arrangements for pick up.

Thank you from the 
REIC golf committee 
and board
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President Emeritus – Toronto Chapter
A friend of mine who is in Real Estate Sales was asked 
recently by a man who walked up to him: “So, what’s your 
name and what do you do? “ Upon hearing his response: 
“Oh, you sell houses.” “That is paying very well now, isn’t 
it?” “I bet you make a lot of easy money too,  just sitting 
around living off your listings.” Well, notwithstanding, 
he became a little upset. Imagine if that was you in that 
conversation wherein you just met someone who denigrated 
your profession like that. I stated profession. Not career, 
not job, but profession. Why do some people think that 
Real Estate Brokerage is not a profession?  Professions aren’t 
just in medicine, law, engineering or architecture. The 
knowledge and work that we need to properly do our job 
should definitely constitute our career choice as a profession. 

There is another misconception: Career choice. How many 
of you actually chose Real Estate Brokerage as a career? 
Think back to when you were about to graduate high 
school or university. Remember your class year books with 
all the pictures of your fellow classmates. Underneath each 
picture, it would usually state what the person’s career 
choice was going to be. Some would indicate: Nurse, lawyer, 
accountant, mechanic or even soldier. I’ll bet that you won’t 
find a single one that read Real Estate Broker. So why is it 
a misconception? Because the answer is that you all chose 
Real Estate as a career, or you wouldn’t be reading this right 
now. Temporally speaking we may be a little out of context, 
in that we didn’t choose it way back then, but we did some 
years ago and every day that we go to work, we choose it 
again and again.  So, how could he have responded that 
would have merited a different reaction? 

Would the reaction have been the same if he had heard 
“I’m an M.D. or I’m a C.A.” But more to the point and in 
truth, how would he have reacted if he had heard “I’m an 
FRI “. Logically,  his comeback would have been: What’s 
an FRI? The response: a Fellow of the Real Estate Institute 
of Canada. Then what? He likely would not have known 
exactly what to say.  Perhaps for a few reasons: First, because 
unfortunately for us, he probably never heard of it. But, 
second and far more important, because he may have been 
too impressed as it is obviously a professional designation 
of which he was both ignorant and unfamiliar.  He may 
have then asked how does one go about achieving that 
professional designation?  But for sure, no matter what was 
said, he would have been far more respectful. At that point 
one could have walked away, or proffered a descriptive 
explanation about the intricate knowledge that one has to 
have in order to properly market and merchandise a Real 

Estate product in today’s ever changing economy and 
electronic milieu. He may have said that the FRI requires 
that one stay on the cutting edge of Real Estate education 
as well as taking an extra pledge of  ethics which is not 
required of other average Real Estate salespeople. 
Further, that as an FRI, one makes a choice to define one’s 
career and to be credentialed within a profession. 
To undertake extra education as well as to produce a 
certain volume of sales over a period of time that gives 
one the required experience that one needs to obtain their 
designation. The FRI sets one apart from most of our 
fellow Real Estate brokers and salespersons in that it gives 
us an identity, an identity of  which I am very proud.
A fellowship with brokers and salespersons throughout 
Canada:  not of competition, but of cooperation and 
networking which can provide one with the one good lead 
that could possibly help me make a deal that would pay 
for all of the courses that I took as well as my membership 
dues for many years. 

So why become an FRI today? Why not? When was the 
last time that you personally challenged yourself without 
anyone forcing you to do so or by some governing 
licensing body requiring it? When was the last time that 
you took a course to simply improve yourself? When was 
the last time that you 
dared to stand up and say that you were proud to be 
involved in the Real Estate Industry? – proud of being a 
salesperson or broker; proud of making a good living and 
providing your family with a good livelihood. 

I knew of a housewife who started working at the age of 59 
and kept on working until her 88th birthday. She loved 
her job and the people that she got to meet through 
work. When she passed away, the lady from the obituary 
department of the newspaper asked what she was. “She was 
a mother, a grandmother, a great-grandmother, an aunt, 
a daughter and a sister”. “No, she said, what did she do? 
What was her occupation?” That was all that was of interest 
to her. That was how she identified her. 
 cont’d page 3

Eyes on the FRI   Andrew L.B. Gordon, FRI (Emt), CPM (Emt)
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When someone asks what you are, they aren’t asking 
about whether you are a sports fan or a wine connoisseur 
or a lover of gardening. They want to know how you 
make your living, your vocation. Why not therefore 
respond by telling them that you are already or are 
currently on your way to becoming one of the most 
recognized leaders of your profession:  a Fellow of the 
Real Estate Institute of Canada. For you see it isn’t just 
about identity or occupation: it’s about definition.  You 
are the only one that can truly define  your life. You can 
bring about career definition.  You can define yourself as a 
professional.  You can define today, as the start for you to 
not only enhance your education, but enrich your career. 
Not just with money, but with personal enrichment. 
It isn’t simply about having a business card that says 
Platinum Salesman, or Million Dollar Club, or President’s 
Recognition level. t is about what you make of yourself 
and the validity of your credentials. You are the only one 
that can make and keep yourself an FRI. No one else can 
do that. And what does it do for you? It tells everyone 
that you are a dedicated career professional. You are no 
“fly by night” salesperson in Real Estate simply for a quick 
buck. You’re in it for the reputation, the recognition, the 
definition, the unique personal achievement that only you 
can bring to your career. 
 
Fortunately many people who shared my field of endeavor 
in one form or another in Real Estate have become my 
friends. Some of my closest friends are my fellow FRI and 
CPM® members of my local REIC Chapter. Not only 
do we attend almost all of the Chapter events together, 
not just educational seminars or courses, but we have 
now brought social events into our Chapter wherein our 
spouses have now also found friends and have taken on 
a new appreciation for what we do and how we spend 
our time. Being an FRI is not exclusive; it is inclusive; 
somewhat elite, but not elitist.  FRI’s heartily welcome 
new members because they know that with every new 
member,  we are enhancing the Real Estate industry as a 
whole. We believe that FRI’s are the true leaders within 
our industry and we want to be in the forefront with 
them. 

How about you? How about your colleague? If you are 
not an FRI, why not come and join us? We have the 
room and we would welcome anyone who wants to 
improve themselves as well as the image of our industry 
amongst ourselves as well as to the public. Some day we 
hope to hear from prospective clients: “I want to list my 
property only with an FRI.” 

FRI is the most trusted and oldest professional 
designation in Real Estate. We have been around now for 
more than 50 years. Simply by virtue of that longevity, 
you must realize that we have something very good 
and very strong going for us. Why not get involved 
now, today?  The FRI has many “I”’s. The “I” for the 
Institute which provides our education and credentialed 
designations. The “I” in me, myself and I. The “I”’s in 
Improvement of Image. The “I” of sharing Information. 
The “I”’s in Increase of Income. The “eyes” of the public, 
our clientele and the regulator enforcers of our ethics. The 
“I’s” of Imaginative Innovation in an Important Industry. 
The “I” of Inclusivity.  The Bible says that “If a man 
doesn’t stand up for himself, then who will stand up for 
him? If not now, then when? But, if he is only thinking of 
himself, then what is he?” I am asking you to stand up for 
yourself, your family, your career, your profession. Look 
into the FRI courses and achieve your FRI designation if 
you haven’t already earned it. Those  who have, consider 
refreshing oneself by reviewing some of the elective 
courses that weren’t previously offered.  Become a Fellow 
of the Real Estate Institute of Canada. Forget Speedy 
Muffler. With the Real Estate Institute of Canada, you 
really will be a somebody. A somebody that we will be 
proud to identify with and to be recognized as an FRI. _

Calendar of Events   2010

   September 9  	 Board Meeting 
   September 10 	 Golf Tournament
   September 20-21	 BDM602: course
   September 22-23   MPSA test
   September 28	 EAA & RAE Trade Show
   October 14		 Board Meeting
   October 14		 Chapter Lunch   
   November 4	 Board mtg
   November 25	 Milestone with National      		
   December 2	 Board mtg
   December 16	 Chapter mtg
   January 13:  	 Board mtg. 
   February 10: 	 Board mtg 
   February 17:  	 Breakfast and “speaker”
   March:  10:           Board mtg 
   April 14:  	            Board mtg & Chapter Lunch
   May 12:  		  Board mtg 
   May 17:  		  Annual Meeting 
   June 9: 		  Board mtg 
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  Information and articles on how Real Estate Pros are Using Social Media for Real Results
   An informative overview from Mashable.com

  The following article, published in June (2010) by Mashable.com has a nice overview of the 
different ways creative real estate leaders have applied themselves to leveraging social media 
for their careers. The article covers: Attracting buyers and sellers; Sharing listings, tours, and 
showings; Lending expert advice; Connecting with other real estate professionals; Packed with 
lots of real-world examples, this is an article we recommend you read and share with others: 
How Real Estate Pros are Using Social Media for Real Results 
http://mashable.com/2010/06/28/real-estate-social-media/

 Join the REIC Edmonton LinkedIn group by going to LinkedIn, find the REIC/IREM Edmonton chapters 
under groups.

Who’s Who at REIC National
Suite 208, 5407 Eglinton Ave. W

Toronto, ON  M9C 5K6
Toll Free: 1-800-542-7342

Fax: 1-416-695-7230
www.reic.ca

 

						          
   

    Executive Director: Maura Mclaren                Ext. 30   
    Executive Assistant Lisa Blain  	               Ext 27
    Manager of Technology: Soumidh Mondal     Ext. 28
    Associate Director Education:Elaine Leibner Ext. 33 	
 
   

    Accounting Coordinator:  Li Liu 		  Ext. 23
    Education Coordinator: Kitty Mach		  Ext.21	
    Marketing: Lee Arbon,		              Ext.32	   	
    Admissions &  Membership Coordinator:      
    Shelley Barfoot-O’Neill 			   Ext. 26

Friends of REIC and IREM ............
The friends of REIC and IREM has been created to encourage a relationship between property managers, real 
estate professionals and industry suppliers. Each company signing up with the “Friends” program will have a link 
from our website to theirs plus opportunity to advertise in our monthly newsletter. We encourage our members to 
contact these companies who support our local chapters.

  Jerry Poon Amptec Fire and Security 780 426-7878 (24 hrs) 
  http://www.amptec.ca/    jerry@amptec.ca

 Gary Schmidt Kentucky Bluegrass 780 415-5201 
 gwschmidt@telus.net  
 http://www.kentuckylandscape.ca/

 Cecil Kuchma Total Energy Solutions Inc. 780.217.7222
 cec@totalenergysolutions.ca 
 http://www.totalenergysolutions.ca

 Ryan Nesbitt (Don’s Powervac) Environmental Solutions 780-444-5967 
 ryan@environmental-solutions.ca 
 http://www.furnaceman.ab.ca/    


