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THE OKANAGAN COLLECTION
BY ROSS FREAKE

A Sotheby’s office in the 

Okanagan is imminent as it has 
been shining a global spotlight 
on the Valley for two years. 

Christa Frosch, Maria Peters, Brandon 
Groenveld and Chad MacTavish started 
the Okanagan Collection in 2008, and the 
Vineyard Collection over a year ago.  

They have been working here for 
two years and hope to open a Sotheby’s 
International Realty Canada office in 

Kelowna when the timing is right. Their 
listings are local, but their clients are all 
over the world and all their sales have 
been to people outside the Okanagan. 
Most of their business – 85 per cent – 
comes from websites:  sothebysrealty.com, 
sothebysrealty.ca, okanagancollection.com 
and vineyardcollection.ca

“Our mandate is to tell the Okanagan 
story because the more people who know 
what the Valley has to offer, it benefits 

our business,” said Frosch, who saw the 
Okanagan for the first time 

almost four years ago. “It 
benefits the Okanagan 

because through the 
Sotheby’s brand we 
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are able to attract people and let them know what the 
opportunities are here. We retain our own PR company 
and we have three or four stories a month that showcase 
different things about the Okanagan.” Stories about the 
company and the Okanagan have been in magazines 
in Russia, England, and Hong Kong, and in the Wall 
Street Journal, New York Times, and the Globe and 
Mail.  “And I have a lot of contacts in Europe,” said 
Frosch, who sold real estate in Germany. “We have the 
opportunity to showcase the Okanagan to the world.”

While there are large real estate firms in the 

Okanagan, none can match the power and pizzazz of 
Sotheby’s and the glamour and cachet the name evokes. 
The auction house started in 1744 and the realty arm, 
which has more than 500 offices worldwide, in 1976. 

Most Okanagan Realtors have a website, but when a 
Saudi Arabian prince or a Russian billionaire searches 
the world for real estate, he’s likely to punch Sotheby’s 
into Google and not Joe’s Realty. And when he pulls 
up the Sotheby’s Okanagan Collection or Sotheby’s 
Vineyard Collection, stunning homes and vineyards 
flash across his computer screen.

“We represent ourselves as a brand rather than 
individual Realtors; it’s about the brand and what’s 
behind it,” said MacTavish, business manager for the 
Okanagan Collection and the Vineyard Collection. 
“When we take on a listing or work with a client, we’re 
representing something that can be shown worldwide 
rather than something on an individual’s site.  Sotheby’s 
is one of a few real estate brands that encompasses a 
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opened stores and trained staff for Roots Canada, before switching 
to Sotheby’s. “You have to keep proving something every day.”  The 
Okanagan Collection proved itself when it sold Calgary’s Falkridge 
Centre for $13.1 million, one of Canada’s largest residential sales 
last year. “The client found me on our website and the buyer found 
me through some direct marketing we did to Albertan clients. It 
happened quite quickly,” said Frosch, who showcased their properties 
in the Whistler Sotheby’s office during the Olympics. Frosch doesn’t 

think rising prices of real estate will deter international buyers who 
are just discovering the Okanagan. “Prices for properties and real 
estate are very reasonable compared to other parts of the world. It’s 
surprising to other countries, that you can have waterfront and such 
beautiful homes and properties for the pricing we have. I have people 

global network.”
MacTavish and his partners started 

with Sotheby’s shortly after the 
company came into Canada and worked 
on project management before settling 
in the Okanagan and concentrating on 
residential and vineyard sales. “The 
Kelowna market is at a point where 
the Sotheby’s brand can start proper 
international marketing. We’re here, and 
we’re here to stay”, said MacTavish, 
who got his first taste of real estate while 

helping his dad with an open house.  “We 
have over 100 residential listings and 
20 vineyard and winery listings in two 
years which is a substantial portfolio.” 
Since Sotheby’s deals with high-end 
properties, the Kelowna group deals 
mostly with listings from $500 thousand 
to $9 million. “We are discerning about 

the properties we take on and make sure 
that they represent and compliment other 
properties on the website or that we’re 
advertising. Sotheby’s is very particular, 
so the initial stages are more about 
proving yourself, showing that you can 
grow with them,” said MacTavish, who 
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calling me from all over the world who find me because of the brand; 

something no other brand can accomplish. It’s kind of fun to be 
pioneers for the brand in Canada.”

Frosch was lured to Sotheby’s by Ross McCredie, who has the 
master franchise for Canada, as was Groenveld, her partner in 
selling the residential part of their business. Groenveld, a carpenter 
before he realized he wanted to sell rather than build houses, has 
sold all over the province but, like his partners, fell in love with the 
Okanagan and its potential. “We came together with the idea of not 
thinking about things as a Realtor would think; we wanted to do 
something different and make a difference. The way we do that is 
by being transparent as possible and offering as much information 
as we can.” Many Sotheby’s clients buy property they will use only 
a few months of the year, so they need information that goes far 
beyond details about the house, like why they would want to live and 
vacation in the Okanagan. By establishing relationships with people 
who are clients for life, they see nothing but success in their future, 
no matter what the economic trend. “There’s no end to the potential. 
We are so busy. We have $200 million in listings, but it’s just the 
start. It’s not the number of listings, it’s the quality. We usually get 
new, award-winning homes that are Tommie and SAM winners, or 
have something unique about them.”

When they started selling in the Okanagan, they anticipated the 
great residential properties, but soon realized there was uncorked 
potential with vineyard properties, which they concluded needed 
a separate division. While Frosch and Groenveld deal with 
residential listings in the Kelowna area, Maria Peters handles them 
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in Peachland, Penticton and Naramata, but her focus is the 
Vineyard Collection. “We were approached by Holman 
Lang Wineries to take on a few listings and all of a sudden 
it started to snowball into dealing with boutique wineries, 
commercial wineries and people wanting to buy vineyards”, 
said Peters, who worked in design and marketing before 
switching to real estate. “The Okanagan still has a home-
grown aspect with a lot of cottage wineries, but it has a huge 
opportunity to be a younger cousin to what happened in 
Niagara where you’re seeing bigger brands, and brands that 
are backed by celebrities, hockey players and designers.” 
The global internet presence of the Okanagan Collection 
and the Vineyard Collection is paying off as interest in 
Valley homes, vineyards and businesses builds.  “We’re 
getting interest from just about every country that you 
can imagine,” Peters said. “The most active markets that 
look at residential are the U.K., Germany and Asia, and for 
business related opportunities the U.S. is definitely stirring. 

“We have a significant inventory. Now, it’s really about the 

matchmaking.” And since they operate with a brand that 
means quality, that won’t be a problem.
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