
For Gary, standing out has less to do 
with talking louder, and more to do 
with thinking clearly.

“In a noisy market, the difference 
isn’t who talks the most,” Gary 
reflects. “It’s who brings the most 
clarity.”

But clarity is not about having more 
information. It’s about knowing what 
to do next.

That belief has shaped the way he 
serves clients, leads his team, and 
builds a business designed not just to 
perform in good times, but to endure 
through challenging ones.

Rather than jumping straight into 
listings or opportunities, he focuses 
first on helping clients clarify what 
they are truly trying to achieve. 
Conversations begin with goals, 
timelines, and constraints, not 
transactions.

“We slow things down at the start,” he 
explains. “Before discussing 
transactions, we get clear on what 
clients are actually trying to achieve.”

Before any recommendation, we 
clarify three things: what they want, 
what they can afford, and what they 
must avoid.

From there, Gary lays out the 
available options, stress-tests 
affordability, and examines 
downside risks before working 
backwards into a clear plan. This 
structured approach helps clients 
see what lies ahead and 
understand why they are making 
certain decisions.

Most options look good on the 
surface. The real work is 
understanding which one can go 
wrong.

“When there’s a plan, people make 
better decisions,” he says. “They’re 
less emotional, less reactive. They 
know what’s coming next, and why 
they’re doing it.”

Without a clear plan, even good 
opportunities can turn into the 
wrong decision.

This structured approach creates a 
calmer, more grounded experience 
for clients. Instead of feeling 
pressured or overwhelmed, they 
feel supported and informed. The 
focus shifts away from short-term 
noise and towards intentional, 
long-term outcomes.

“It’s not hype-driven,” Gary adds. “It’s 
very deliberate.”
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When it comes to balance, Gary is 
pragmatic.

“I don’t believe in balancing everything 
perfectly every day,” he says. “That’s just 
not realistic.”

Instead, he manages life in seasons, 
anchored by a few clear non-negotiables.

In leadership, he focuses on leverage, 
setting standards, building simple 
systems, and developing people so the 
team does not rely on one individual for 
every decision. This creates sustainability 
and allows others to grow into confident 
decision-makers.

This creates consistency not just in 
activity, but in how decisions are made 
across the team.

With family, Gary prioritises presence over 
hours.

“When it’s family time, I’m fully there,” he 
shares. “Phone down, mind present. That’s 
how relationships stay strong even when 
work gets demanding.”

Personal growth, on the other hand, is 
treated like training rather than 
motivation. Learning and reflection are 
scheduled intentionally, not left to chance.

“If I wait until I’m ‘free’, it never happens,” 
he admits.

His advice to others striving to juggle 
leadership, family, and growth is 
refreshingly clear:

“Stop chasing perfect balance. Pick two 
or three non-negotiables and schedule 
those first. Let everything else fight for 
what’s left.”

He also emphasises the importance of 
building systems early, delegating sooner 
than feels comfortable, and regularly 
reviewing what is working, and what is 
quietly draining energy.

WHY PROPNEX 
WORKS, ESPECIALLY 
WHEN THE MARKET 
DOESN’T
Gary sees PropNex not just as a company, 
but as an ecosystem, one built on 
structure, consistency, and discipline.

“There’s structure everywhere,” he explains. 
“From training and practical frameworks, 
to leadership support and systems that 
help salespersons stay grounded even 
when things get uncomfortable.”

That structure allows for consistent 
decision-making, not just consistent 
activity.

In strong markets, that structure allows 
salespersons to grow without chaos. Clear 
processes help manage pipelines, 
prospect effectively, and scale in an 
organised way.

But Gary believes the real value of the 
ecosystem becomes most evident during 
tougher cycles.

“When the market slowed and buyers 
became more cautious, PropNex didn’t go 
quiet,” he recalls. “Training became more 
practical. Role-plays focused on real 
objections. Salespersons were guided on 
how to communicate honestly and 
realistically with clients.”

Instead of waiting for conditions to 
improve, salespersons were equipped to 
adapt. Those who stayed within the system 
continued moving forward, closing deals, 
adjusting strategies, and maintaining 
momentum, while many others simply 
paused and hoped for the market to 
“come back”.

“That consistency, regardless of the 
market, is what makes the ecosystem 
work,” Gary says.

LEADERSHIP, FAMILY, 
AND GROWTH, 
BY SEASONS, NOT 
PERFECTION


