
With an incredibly diverse back ground
that includes theater, psych ology,
technology, statistics, program develop -
ment, management and teaching, when it
came time to retire, Margaret Leicach had

no plans to slow down. Although sales was one of the few
things Leicach hadn’t done in her lifetime, she had
always been interested in real estate and took the
licensing course with the intention of investing. “The
instructor asked if anyone in the class had been in sales
before and I was one of the few people who didn’t raise
their hands. Then he looked at them and said ‘You’ll have
to unlearn everything you know. You aren’t in sales. Your
job is to help other people.’ At that point my ears perked
up. That’s what every job in my life had been about.” She
got her license in 2006 and hasn’t looked back since.  

Leicach joined Prudential Connect icut Realty, which
recently became Berkshire Hathaway Home Services
New England Properties and has been a full-time agent
ever since.  

One thing that appealed to Leicach about the company
was the extensive training they offered new agents.
“About 3 years after I started, our manager became a
certified mentor with Buffini and Company and I was
part of the first training group, which still meets twice a
month. Now our office has an even more formal
training and mentoring program. In addition to group
training with my manager, each new to the business agent
is assigned a one on one mentor. I am privileged to be
one of those mentors.” 

Although Leicach offers her clients the very best in
marketing and state of- the- art sales tools available to
her, it has truly been her personality and her ability to
gain her client’s complete trust that has made her a
standout in the industry. “My real specialty is helping
clients trans ition into their next stage of life. Whether
that’s helping an elderly couple downsize and move
onto their next adventure or guiding first time home
buyers through unfamiliar territory, offering them a
gentle education, while nurturing the emerging self -
confidence they need to arrive at a successful closing.
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I don’t treat my clients like a com mission check, to me
they rapidly become friends.” 

In addition to her busy career, Leicach is an active
member of the Unitarian Universalist church, where she
currently serves as the Chair of the Worship Arts
SubCouncil. And she ensures that she has time to enjoy
her daughters and grandchildren.  

Although Leicach does have plans to grow her
business, serving her client’s needs will always remain
her top priority.  “I want my clients to know that when
they hire me as their REALTOR®, it really is me they’ll
be working with, they will ab solutely have my personal
atten tion. My goal is to hire a skilled, detail  oriented
Admini strative Assis  tant who can handle some of the
back office work, which would then free me up to spend
even more time with my clients.” 

And much like it was 8 years ago, retirement still
remains something far in the future for Leicach. ”I
always hear people talking about slowing down and
having more personal time and that’s something I can’t
wrap my head around. For me having fun is not
separate from my job. I don’t have to do this. I love
helping my clients; I love the people I work with. To
me, this is fun. Why would I do anything else?”
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