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TED QUINT, A PROMINENT MONTREAL REAL ESTATE DEVELOPER AND A
longtime supporter of many Jewish community organizations, stands next to a
special Chanukah Menorah made from the metal in rockets that were fired into
Israel from Gaza.  It was donated to Congregation Tifereth Beth David
Jerusalem Congregation in Côte Saint-Luc by Jeff and Adria Mandel.  Mr.
Quint's portfolio includes four hotels, including the recently opened DoubleTree
by Hilton Montreal Airport. Please see page 25 for more information on the var-
ious properties.
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SOLD IN TWO DAYS
5737 Smart, CSL

SOLD
The Ritz II Condo, CSL

SOLD 
6525 Wallenberg, CSL

SOLD 
6421 Coolbrook

SOLD
1256 Place Royale, Chomedy

SOLD
50 Avondale, DDO

First hand
understanding
of the diverse
world of real
estate 

For Leslie
Singerman, the deci-
sion to switch gears in
2010 from working in
the garment industry
to real estate repre-
sented the perfect fit.
His volunteer work in
the community for
such organizations as
the Donald Berman
Maimonides Geriatric
Centre, the Montreal
Children’s Hospital,
the Leukemia
Foundation and others
already made him a
known personality.
Both his parents were
agents, so he virtually
grew up in the  indus-
try.  

L e s l i e  h i t  t h e  

ground running after
getting his real estate
license  nearly nine
years ago, shadowing
one of the city’s true
veterans in the busi-
ness. “I gained 45 years
of experience in two

for people looking to
buy and sell their
homes in Côte Saint-
Luc, Hampstead,
Montreal West, NDG,
Snowdon, Côte des
Neiges, Westmount,
TMR and  the  Wes t

placed in assisted liv-
ing or has passed away
needing to sell a prop-
erty (for those doing so
from another city
Leslie is like having a
trusted family member
guiding them). He will
go the extra mile, from
hiring reliable cleaning
crews or movers.

“I just took care
of a family move
recently, working
directly with three chil-
dren who live in the
United States,”
explains Leslie. “My
goal is to make these
transitions as easy as
possible. For me deal-
ing with a client is a lot
more than just sales. I
take pride in assisting
them with all of their
needs.”

years,” he said, noting
that he moved on to
two well established
agencies before
launching his very own
company called
Progressive Realties in
December 2015.

In a very short
period of time Leslie
became a “go to” agent

Island. He is available
24/7 and helps guide
clients regardless of
their needs:  a young
couple looking to pur-
chase their first home;
seniors seeking to sell
their home and pur-
chase a condo or find a
rental; children of a
parent who has been

Call Leslie today
for a free consultation
and check out his com-
prehensive website.


