
featurerealtor

Chris Zaharko
B y  H e at h e r  Rya n

In a tough real estate market, 
people often rely on experienced 
and knowledgeable agents to 
ensure success of the sale or 

purchase of a home.

One Calgary real estate agent people 
have turned to is Royal LePage Foothills’ 
Chris Zaharko, who continues to be one 
of the city’s top real estate producers 
despite the market’s difficulties.

His passion for real estate and 
determination to help his clients realize 
their real estate goals resulted in him 
being the No. 2 top individual agent in 
Royal LePage in Alberta during the last 
two years, and he’s in the top one per 
cent among 14,000 agents across Canada.

“No matter what’s happening in the 
market, you want someone who is going 
to work hard for you,” Zaharko says. 
“During the tougher markets, like what 
we experienced in Calgary in the past 
two years, you really need someone who 
has experience and can get the job done.

“We had a phenomenal year in 2008, 
[when Zaharko was ranked the No. 1 
individual agent in Royal LePage in 
Alberta],” Zaharko says. “In today’s 
market, I’m still as busy, but I find I’m 
working harder this year, putting in 
longer hours and it’s taking longer to get 
deals done.

“I do a lot of business, sales and volume 
because I take my work seriously,” says 
Zaharko, who has been a Realtor since 
1997. “I’m willing to work 24-7 for 
my clients.”

He notes the start of 2010 was not a 
typical winter because the market was 
active due to low interest rates and 
low inventory.

“But then we saw a change – the 
inventory doubled and obviously there 
were more choices available, making it 
more difficult to sell,” he says. “People 
were hesitant to buy, adopting a wait-
and-see attitude, hoping the price would 
drop further.

 “I need to give constant reinforcement 
to my clients that, if it’s priced 
accordingly, it will sell, and what came 
to the forefront was my experience 
and knowledge about the market, and 
knowing how to handle the market.

“Communication with my clients, 
keeping them informed about what their 
competition is, what’s sold in their area 
and for what price, is key,” Zaharko says. 

The longtime Realtor has seen many 
changes in the industry over the years, 
but he says the biggest has been the use 
of the Internet by buyers when it comes 
to house hunting.

“They are surfing the web now more 
than ever and are far more aware of 
the product that’s out there,” Zaharko 
says. “That’s why we have a professional 
photographer taking pictures of every 
home we list, and we put up to 20 
pictures on the MLS and 40 or 50 on our 
website (zaharko.com) to make it easy 
for consumers to view the property.”

Along with expertise and understanding 
of the industry, Zaharko provides his 
clients with hands-on service and 
“constant support and reassurances,” he 
says. “I always place myself in my buyers’ 
or sellers’ shoes to give them what I 
would want in a real estate agent.

And Zaharko is able to supply his clients 
with exceptional service because he has 
the loving support of his family: his wife, 
Tammy, five-year-old son, Hudson, and 
daughter Shayden, 20 months.

“I love housing and I am truly dedicated 
to achieving the best results for my 
clients whether they are buying or 
selling,” says Zaharko, who deals with 
both residential and commercial 
properties. “It’s a great industry because 
everyday there’s something new and 
exciting, and I really love that.”

As for what’s in store for the Calgary 
market, Zaharko says, “We’re starting to 
see more activity, so that’s great, and in the 
upper end of the market, the $1-million-
plus homes are selling well. I think that 
shows people buying in that sector believe 
in the economy and have confidence 
in Calgary’s improving economy, 
and because of that we’ll see some 
improvement in the market in 2011.”
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