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Happy clients make 
it rewarding

Megan Martin

Special to the Gazette

Despite growing up in a 
family of  real estate agents, 
Tim McGuigan decided to 
carve out his own path and 
pursue a career in economics 
and finance. After studying 
at Concordia University, he 
worked for 10 years as a bank 
manager and financial plan-
ner. Then in 2000, McGuigan 
had a change of  heart; he 
decided to take everything 
he knew about banking, per-
sonal finance and mortgages, 
coupled with 10 years of  ex-
perience dealing with cus-
tomers, and apply it to a new 
challenge: real estate.

“The transition was made 
a bit easier by the fact that I 
was already comfortable with 
how the industry works, hav-
ing been exposed to so much 
of  it through my parents 
while I was young,” McGui-
gan said. “Still, no amount of  
exposure can truly prepare 
you for the magnitude of  
work involved in real estate.”

McGuigan was still work-
ing at the bank when he be-
came licensed as a real estate 
broker; he remembers his 
first sale well.

“How could I ever forget 
it?” he asked, laughing. “I 
had just gotten my licence 
and I was still in the process 
of  transitioning my career. I 
showed a house on my lunch 
hour and it sold right away; I 
thought, ‘Wow this is great’ 
and of  course 13 years later, a 
one-hour sale has never hap-
pened again.”

Despite having his first ex-
perience set the bar unrealis-
tically high, McGuigan was 
excited to venture into the 
business that his parents ran 
for 17 years, McGuigan Pepin 
Inc., which recently part-
nered with Century 21.

“After developing such a 

solid track record as an in-
dependent firm, the partner-
ship is going to be great for all 
parties and most importantly 
for our clients.”

Century 21 McGuigan 
Pepin has two offices in West-
mount, with its newest on Ste. 
Catherine St. The firm works 
with residential properties 
all over Montreal but fo-
cuses mostly on Westmount, 
Notre-Dame-de-Grâce, the 
downtown core and the area 
around Atwater Market.  

“We deal with everyone 
from first-time buyers right 
up to a more established 
clientele,” McGuigan said. 
“Everyone needs to have 

their questions answered to 
feel comfortable with how 
their transaction is being 
handled; whether it’s a start-
er home, a condominium or 
someone’s dream home, it’s 
a hugely important event in 
people’s lives.”

McGuigan has an ideal 
background for the customer 
service involved in real es-
tate, not to mention the value 
of  his experience with per-
sonal finance.

“One of  the lessons I learn-
ed while working at the bank 
is that most people have the 
same questions and everyone 
deserves the same type of  
service,” he said. “The edu-

cation I got while working in 
banking has helped me tre-
mendously; and as in any ser-
vice industry, there’s nothing 
more rewarding than a happy 
client.”

In fact working with clients 
is McGuigan’s favourite as-
pect of  the real estate indus-
try.

“It doesn’t matter if  the 
client is a buyer or a seller, 
working with them to under-
stand their needs and help 
them achieve their goals is a 
wonderful way to spend my 
days,” he said. “When you’re 
able to provide people with 
guidance and information to 
make the process easier and 

enjoyable it’s very reward-
ing.”

McGuigan also values his 
relationships with his col-
leagues, both at Century 21 
McGuigan Pepin and fellow 
brokers in the area.

“It’s nice to work on your 
own and we’re all very in-
dependent and have a self-
employed mentality,” he said. 
“But it’s really great to be able 
to help each other out, learn 
from one another and share 
similar experiences.”

In addition to his day-to-day 
business, McGuigan enjoys 
educating people about the 
real estate industry.

“We’ve organized a few edu-

cational seminars for buyers 
on different occasions and 
they’ve been so gratifying,” 
he said. “We’ve covered a var-
iety of  topics, including ob-
taining your first mortgage, 
for instance, and they’ve been 
so well received by those in at-
tendance.”

McGuigan plans to con-
tinue with the sessions in the 
future; provided he has the 
time, of  course.

“In banking once you leave 
the office, you’re done for the 
day, but in real estate you can 
be called by your clients at 
any time; that’s the nature of  
the job, you always have to be 
there for your clients.”
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tim McGuigan spent a decade working in a bank before deciding to join the family real estate firm, which just partnered with century 21. 
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