
One of the city’s most successful realtors, 
Kelly says she loves working in the 
industry because “every day is different 
and you get to work with so many 
interesting people.”

Kelly McKelvie, president and senior 
agent of The McKelvie Group, says as a 
realtor “there are new challenges every 
day and you have to be on your toes 
to adapt to changes and challenges of 
growing the business.”

Kelly initially didn’t start out in real 
estate, she took on a variety projects 
working with the public while living 
and raising a family in Vancouver. It 
wasn’t until a move to Calgary in 1998 
that Kelly got an opportunity to blend 
together her love of working with people 
and her love for homes as she entered 
into the real estate world.

“The business was just in the early 
stage of changing,” when she began her 
career, in particular the emergence of 
the Internet as a marketing tool, which 
“is one of the largest difference between 
then and now.”

“Ten years ago a realtor would take a 
photo of house and paste it on a feature 
sheet, if they could. Now, it’s all digital,” 
says Kelly, who has a professional 
graphic artist on her team to design 
and create professional feature sheets 
and marketing material. And, she adds, 
the old books of MLS listings have 
given way to website listings and online 
marketing.

There has also been a change in the 
approach to customer service with a 
movement towards a team concept, 
she says. With the help of her partner 
Paul Morris, they developed The 
McKelvie Group with Royal LePage 
Foothills offering clients an experienced, 
knowledgeable and full-service team 
that includes herself, Paul as managing 
director, three agents, an offi ce manager, 
marketing manager and administrative 
assistant.

Having a team, she says, means each 
member can “do what they do best, so I 
can do what I do best – concentrating on 
clients.”

Providing customers with a full-service 
team has proven highly successful 
for The McKelvie Group as it sells an 
average of 300 homes a year. No team 
sold more in 2007 or 2008 in the city, and 
out of the 15,000 Royal LePage agents, 
The McKelvie Group is No. 1 in Calgary 
and Western Canada, and No.3 in the 
nation, she says.

The team also shares its success with the 
community contributing fi nancially to 
Discovery House, which assists women 
and children victims of abuse, and to the 
Children’s Hospital. While each October 
they organize a community fun event 
giving away hundreds of pumpkins in 
exchange for donations to the food bank. 

“I’m really proud of how we’ve grown,” 
McKelvie says. “We started together in 
2001 and Paul mentored me and truly 

helped boost the business, but if we 
didn’t love what we do, we wouldn’t 
be doing it. It’s not a job, it’s part of our 
lives.”

What she especially enjoys is: helping 
people purchase their fi rst home – “that’s 
always gratifying because they are so 
excited” – and helping a client who is 
under pressure to sell because they’re 
being transferred or for some other 
reason. “It’s stressful enough 
for them without worrying about 
selling their home, so if we can help 
relieve some of the stress that’s always 
satisfying.”

As for the real estate picture overall, 
Kelly says the market today is not unlike 
back in 1998 when it was taking on 
average 90 days to sell a home, much 
like this January’s fi gures.

She notes that after the “anomaly years” 
of 2006 and early 2007, when buyers set 
a frantic pace in the market that drove 
up prices, the market was going through 
a natural correction last year before it 
was hit by the global fi nancial crisis in 
October collapsing sales.

“It’s diffi cult, when so much is affected 
by the worldwide economy, to predict 
what will happen, but we are seeing a 
rebound,” she says. “The number of sales 
are increasing, there is affordability in 
the market, and if people can remain 
optimistic, I see us heading toward a 
balanced market, which is really what is 
best for all.”
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