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The 
millionaire 
matchmaker
Why Trudy Gilbert may be able to find your 
perfect match… 

 Focus // prOFIle

While some may scoff at the idea 
of the rich and famous being 
unable to find a date, Trudy 
Gilbert has been able to parlay 
this unusual social phenomenon 
into a successful elite dating 
agency.

Gilbert started Elite 
Introductions in 2005 after 
reading a magazine article about 
a woman in New York who was 
providing a similar service.

“I thought that business model 
could be adapted for our market,” 
Gilbert explained.

“Her business was way too 
exclusive – it cost $50,000 and she 
promised to find you a husband 
and it was a bit full on. But it got 
me thinking that in Australia we 
didn’t have anything that catered 
to the professional market. Sure 
there were dating agencies, but 
none that catered exclusively for 
the higher end.”

So who uses Gilbert’s service?
“Our members are generally 

business owners or executives, 
most are tertiary educated, they 
don’t smoke, they’re athletic, they 
would be doing exercise three to 
five times a week – ranging from 
running, skiing, sailing and golf – 
they enjoy reading, and they have 
often lived overseas for several 
years,” she said.

“They enjoy cultural experiences, 

and love dining out and enjoying 
a nice wine. They are confident, 
social, open, interesting.”

If you’re wondering why people 
like this aren’t able to find 
partners, Gilbert believes there 
are several contributing factors.

“They come to me because they 
want to meet an equal and they 
find that hard to do in their normal 
social circles,” she explained.

“My members range from 28 to 
65. Even in your late 20s you’re 
over going to the nightclubs and 
bars. If you have a public profile 
you don’t want to use an online 
service – that’s not an option for 
a lot of people or they have used 
it and been terribly disappointed 
with the results. They don’t have 
any more single friends in their 
network and they don’t want to 
date anyone from work – so what 
are they going to do? What do you 
do if you are 30 and none of those 
options appeal or work for you? 
Do you just hope and wait and 
hope it is going to happen?

“I’ve represented television 
presenters, models, millionaires – 
they are all highly eligible. People 
wonder why they might be coming 
to me, and the answer is because 
they find it tough. Imagine a 
celebrity in Hollywood, I’m sure 
there is a discreet matchmaker 
helping some of the starlets who 
might not want to date a celebrity 
but they do want to date a decent 
guy. It can be lonely if you have a 
lot to offer and you can’t meet an 
equal.”

After starting the company in 
late 2005 with a flurry of PR and 
an offer to register for free to build 
up the initial database, Gilbert 
now charges $4995 for clients to 
register with the service.

“People fill out the application 
form online, then we have a phone 
interview with them to ask them 
who they are looking to meet,” she 
said.

“We then run a search through 
the database to see if we have 
those sort of people available. 
A computer helps us bring up 
the basic requirements such as 
age, religion, location, marital 
background, but after that it is 
a manual process of knowing 
each person and thinking about 
whether or not they are going to 
connect – do they have similar 
energy levels, personalities, are 
they going to be able to sit and 
talk for hours because they have 
a lot in common?

“It’s kind of like at school when 
you know that people are in 
particular crowds, you are able to 
get a feeling about people. 

“After that we have a face-to-
face interview if we think we have 
potential matches for them, and 
then we have them join if we think 
it is right.

“It is a very measured and 
considered approach. We tell 
people that membership is based 
on availability and compatibility. 
We’ve had eight marriages, lots 
of couples that are in long-term 
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committed relationships and babies – we’re obviously doing 
something right.”

The strength of the company is evidenced by its growth 
pattern. Gilbert said many people were so impressed by the 
service that she received referrals from three or four people 
from some clients.

“We are so ethical in how we operate and so determined to 
provide a high-quality service that I won’t take anybody on 
just for the money -  I’m not interested in that,” she said.

“The main challenge is making sure that we take on the 
right people so that we don’t have too many of one gender or 
age group. Sometimes that means saying no to profits, but 
it is in the best interest of the agency to do it that way.”

For Gilbert, the main challenge of building her company 
has been working out an effective marketing strategy, as 
she admits that it is not a traditional business to market.

“I’ve built a brand that is almost a contradiction of dating 
agencies,” she explained.

“Dating agencies have always had an aura of being for the 
desperate and dateless, but mine is for the exclusive and 
successful. It’s turning it on its head.

“People are actually proud to be a member of Elite because 
it means they have made it in society – they are a success 
and they are considered a catch.”

So what is next for Elite Introductions? After building the 
business in Sydney and Melbourne, Gilbert said the next 
target market would be Brisbane.

It’s clear the challenge of expanding the company is 
something Gilbert relishes.

“You have to be passionate about what you do, because 
then it won’t seem like work,” she said.

“Work hard, because you don’t get anywhere unless you 
do. If you are truly passionate about it you will just love 
it every day and it doesn’t feel like work. People that you 
encounter through your business will also respond because 
you are happy and giving off great energy.”

Hard work and passion? Sounds like a perfect match. 

“They come to me 
because they want to 
meet an equal”


