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‘This book, including any resources recommended, is provided for general
informational purposes only. Any reliance on, or action taken on such
information is at the sole risk of the user. This book is not a substitute for
professional advice.

Copyright ©2025. Al rights reserved. No part of this publication may be
reproduced, stored in a retricval system, or transmitted in any form by any
process — electronic, mechanical, photocopying, recording, or otherwise ~
without the prior written permission of the copyright owners.

We takes no responsibility for the source, accuracy, reliability
and correctness of the information and/or the third party information provided
in this book.
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Introduction

Royal LePage Coast Capital Realty is a franchise office of Royal LePage,
one of Canada's oldest and most respected real estate companies.

Royal LePage was founded in 1913 in Toronto by Albert Edward LePage,

a true pioneer in the Canadian real estate industry. He was only 26 years old
when he started the company with the goal of raising the standards

and professionalism of real estate services in Canada.

Royal LePage Coast Capital Realty began operations in Victoria,

British Columbia, and has since grown into one of the leading real

estate brokerages on Vancouver Island. With offices in Chatterton,

Oak Bay, and Westshore, the company serves a wide range of communities
including Victoria, Saanich, Oak Bay, Sidney, Sooke, Langford, and beyond.
Their team of professional REALTORS® is known for deep local knowledge,
strong customer service, and a commitment to guiding clients through

every stage of buying, selling, or investing in property

Very early on, it became evident that our clients followed a very similar
path to how we began our initial journey. Friends and clients were
thirsty for knowledge, they tended to ask a lot of the same questions.
Although the answers were obvious to us, they never ceased to elicit

areaction from others, as if we had shared the wisdom of the ages.

First-time buyers were not only asking the same questions, but also
shy to inquire. Especially in real estate, there are no stupid questions.
People are terrified of appearing ignorant, but thankfully, their fear of
making a mistake is greater than the fear of looking foolish.

The purpose of this book was initially to make the lives of our
employees easier, and now, those of our clients. The primary objective
is to educate, motivate, and inspire. Our goal is not to sell, but to
inform.

‘We answer the many questions we’ve constantly received throughout
the years, while also providing insight into how we, as real estate
advisors, scrutinize the abundance of available market information,
develop strategies for both buyers and sellers, and the step-by-step
plan we set out for our investors.
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PART 1: MARKET
INTELLIGENCE
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How’s The Market?

By far, this is the most common question we get. Our first response is
always: “Which market are you referring to?” This is too broad of an
inquiry to answer with a simple statement. The downtown Toronto
market is very different than the Victoria, BC market. In some

areas, demand for a small 1 bedroom condominium will be greater than
that of a large 2 bedroom unit. Whereas in another neighbourhood,
large fully detached houses are in such demand that when they do
come on the market, they likely go into multiple offers.

You as the buyer, seller or investor, need to understand regional market
statistics, and more importantly, neighbourhood subtleties where you
are looking to purchase or sell.

Once you understand the external factors influencing your desired
market, you can then make the right decision as to whether or not
now is a good time to buy or sell.

Media
As the saying goes, if it bleeds it leads. Be cautious of where you get

your information from. The media is out to sell news through catchy
headlines. When they say the market is going down or that the bubble
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is about to burst, you need to ensure that you get accurate statistics
along with a full explanation of what the data actually suggests.

As a buyer, seller, or investor you always want to look at what is

ighbourhood (market indi ). How

pp in your local
many sales have happened during a specific period, how many homes
are currently for sale and how many months of real estate inventory

are in the marketplace?

Market Indicators

Economics 101: The lower the supply, the higher the value of the
commodity. In major cities across the country, the issue is and always
has been basic supply and demand.

Seller’s Market: This occurs when there is a surplus of prospective
buyers compared to homes or when a shortage in available properties
oceur.

Buyer’s Market: This occurs when there is an increase of potential
homeowners over available properties. Both factors greatly influence
the rates. Which is the rate at which they can lend or borrow the day of.

Interest Rate

Interest rates play a big role in determining affordability for a buyer
and they are directly impacted by the Bank of Canada’s decision to
increase, decrease or hold steady the overnight rate. This decision has
a snowball effect as it directly influences the interest rate for which
people get a mortgage at. An increase in interest rates stifles housing
sales because the cost of borrowing has gone up and the amount people
can borrow has decreased.
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Conversely, as interest rates go down, we begin to see an influx of
buyers in the marketplace. It tends to shift to a seller’s market as
available inventory can no longer keep up with demand. As a buyer,
what’s truly important when it comes to whether you can afford a
home, is not necessarily the purchase price, but instead your monthly
payment.

Employment Rates

Employment rates impact the housing market as it’s a key indicator

of the market’s overall stability. This influences the number of houses
on the market and the ability for people to make purchases. As
employment increases public confidence improves, more buyers are

in the market and values go up.

As unemployment rises, the instability of available positions negatively

impacts how many buyers are in the market, placing a strain on
housing values.

Government Policy

Depending on which party is in power, there can bc major policy
changes that d

impact

In 2017, the Ontario Government implemented the Fair Housing
Plan. In the short term, this caused a slowdown in the marketplace
as buyers were waiting to see how this would impact housing values
and pushed off purchasing. Approximately 8 months later, there was
an influx of no longer hesitant buyers in the marketplace again, and
values of homes increased.

In many major metropolitan areas, the government is restricting
the developer’s ability to build out, and are instead being forced to
develop vertically. Because of this, there have been what appears to
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be an overwhelming number of cranes sprinkled across city skylines.
As people grew tired of commuting to work from the suburbs, they
had difficulty affording a single detached home within the city limits.
Condominiums began to become the new first time homeowner’s
purchase.

Now that you have a better understanding of why markets have influxes
and how to analyze the data for yourself, it’s up to you to conclude if
now would be a good time to consider buying a property.
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PART 2: BUYING
INTELLIGENCE
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Own or Rent? Study Shows Location

and Discipline is Key

A study by the Sauder School of Business at the University of
British Columbia concludes that on average, Canadians who
own their homes become wealthier over time than renters.

“It’s not that renters cannot build wealth similar to that of
owners,” says Tsur Somerville, lead author of the study. “But
it requires a level of discipline and sophistication in investing
that most North American households have shown themselves
unable to achieve.”

“The results of this research show that only renters who

are highly disciplined, savvy investors are able to match the
wealth that owners can accumulate simply by making their
mortgage payments,” says the study. “If they meet these
criteria, in the best scenario for renters, they can accumulate
over 24 per cent more wealth than owners in Edmonton,
Halifax, Montreal and Regina, and they can accumulate at
least as much wealth as owners in Ottawa, Vancouver and
Winnipeg. In Calgary and Toronto, renters cannot on average
over our study period match the wealth achievable through
home ownership.”

The study states that in the cities where matching owner
wealth is possible, renters would have to save between 60
and 100 per cent of the difference between annual owner
and renter costs. “The average of 80 per cent is analogous to
a savings rate of nine per cent. In contrast, the most recent

Canadian savings rate was negative 0.4 per cent.”
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In addition to avoiding spending money on automobiles and
other consumer goods, renters would also have to invest

in high yield assets with very low fees. “Yet, most mutual
funds charge high fees and return less than the Toronto
Stock Exchange’s total return. The challenge for renters to
accumulate the same wealth as owners, while surmountable,
does not seem to be realistic for the vast majority of renters
who even have the income and wealth to buy.”

The study mentions that renters are also at a disadvantage
because of the tax advantages of owning a principal residence.
Although mortgage interest is not tax deductible as it is in the
United States, Canadians enjoy a capital gains tax exemption
when they sell their principal residence.

In Toronto, the study finds that renters could not catch up
with homeowner wealth because of fast-rising house prices.
In Calgary, renters were faced with higher rents, which mean
they had less money to invest.

In Vancouver, the country’s most expensive housing market,
the study’s “best-case scenario” required renters to invest
100 per cent of the difference between owner and renter
payments in the Toronto Stock Exchange, and pay very low
investment management fees. That would have enabled them
to match owner wealth.

The author says that homeownership provides a unique
opportunity for people to accumulate wealth. “The significant
benefit of home ownership for individuals is that a mortgage
effectively forces them to save and build equity through
mortgage payments.”
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What If Market
Values Drop?

The reason so few people are successfil, is no one has yet found

a way for someone to sit down and slide uphill.

W. Clement Stone

Imagine this:
Theresa rents for 25 years, and never buys a home.

Her sister, Anita, buys a modest home for $250,000, with a small
5% down payment, and steadily pays down her mortgage. Let’s
assume interest rates are 5%, making her mortgage payment $1,300,
approximately the same as Theresa’s rent.

This has never happened in Canadian history, but imagine prices
go down by 20% over 25 years, making Anita’s home worth only
$200,000.

“I'told you so,” Theresa says over coffee one day. “I told you that the
market was going to drop. And now you’ve lost $50,000!”

Anita calmly takes a sip of her extra hot lactose-free peppermint mocha latte
with no foam and explains, “Theresa, you don’t get it. I have slowly been
paying down my mortgage, paying monthly what you have been paying

in rent.”
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“While your rent has slowly gone up, my mortgage payments have steadily

gone down. In fact, because I kept paying the same amount every month, I

was able to pay off my house in only 15 years, and my mortgage payment

disappeared 10 years ago. I own a home worth $200,000, and even
though the value dropped, I'm $200,000 ahead of you. I've also been
able to purchase 2 more investment properties through proper money
management.”

As we said before, expecting the market never to adjust is simply naive,
but the long term benefits of home ownership will always outweigh
the ever-present, but always temporary ups and downs of the market.

The Quadruple Benefits Of Real
Estate
#1: Rents will always go up over time. This is great for investors.
#2: Values will always increase over time.

#3: As you pay your mortgage, the principal debt will decrease,
and your equity will increase.

#4: There are ways to get a deal in any real estate market. This is
instant equity, and the only way to pick up this “free” money is
to buy and invest in real estate.
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Have A Game Plan

‘Whether you’re buying your first home, or your fifth, there’s a right
way and a wrong way to do it. We could fill this book with pages
of mistakes people have made, but let’s instead focus on an easy to
follow step-by-step process

Before we begin, carefully think about why you’re moving and when you
need to do it by.

In terms of the why, ask yourself: Do you need more or less space?
Have you thought about the area you are moving to, and how that

will affect travel times and expenses? What’s the motivation for your
purchase? Are you buying a modest home that will improve the quality
of your life, or are you buying the most expensive home you can afford
to create envy? (I'm not judging, it’s totally okay if you can afford it).

Now you should consider the parameters surrounding your move. Are
you currently renting? When is your lease up? Can you vacate early?
Can you stay longer? How much notice do you have to give?

Once you’ve determined these factors, we can move onto the next stage.
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Assemble A Team Of
Experts

Aside from the troop of 3 , painters and |

you may need, I present to you the list of key players who are there to
help you during the purchase of your new home.

Mortgage Agent

Their job is to help find the lender that will loan you the money for
financing, the broker represents both parties. You need to determine
how much money you are planning on using out of your savings for
the down payment. Included with this are additional costs required to
close on a property: lawyer fees, closing adjustments and land transfer
tax (if applicable).

You also need to determine the amount you are comfortable with in
terms of a monthly obligation. This includes your mortgage payment,
maintenance fees (for a condo), heating, hydro, insurance, etc.

This should be determined with the use of a mortgage agent, before you
contact a buyer’s agent as they will use these parameters to narrow the scope
for property searches.
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Real Estate Agent

Abuyer’s agent is another term for real estate agent, they represent
you when you’re looking to purchase.

It’s their job to help you devise a game plan. They assist you in selecting
the other professionals you’ll require on your team, and obviously help
you find the best home possible.

They help identify the best location for you and your family (if
applicable). Once the area is chosen, they provide you with a detailed
report showing you recent sales to understand the values of the
property are. A complete list of all available homes for sale in the area
will be provided.

It is important to note that the seller’s agent pays the necessary fees,
there is no cost to use their services. They are completely impartial
as they get paid by the buyer. The agent assists during negotiations,
everything that is discussed is confidential, and their job is to help
find the best home possible. They are inclined to do their best for
positive word of mouth.

Real Estate Lawyer

The next person you should have on your team is a local lawyer

specializing in real estate law.

Most often, home buyers get into contact after they have purchased a
home, which isn’t the wisest course of action. Most real estate lawyers
charge a flat fee upon completion. Therefore having them involved
from the beginning adds no additional cost and can provide valuable
information before locking yourself into a contract. Your lawyer can
review all documents, including the Offer to Purchase, mortgage
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documents, insurance paperwork and answer any questions you have
about ownership, title insurance, and anything else.

Home Inspector

Once you've found a property and negotiated an offer, it’s crucial to
get your property inspected. The designation is not regulated across
the country, so it’s important you work with someone who has the
following qualifications: Residential Property Inspector (RPI), the
Provincial Association of Certified Home Inspectors (PACHI) and/
or the Canadian Association of Home Inspectors (CAHI). When
interviewing candidates, ask how long they have been in business, a
list of references and proof of any affiliations.

A thorough inspection includes an examination of the structure

from top to bottom, including the heating, air conditioning, roof,
visible insulation, walls, ceilings, floors, windows, doors, foundation,
basement, plumbing and electrical systems.

In older homes, an inspector will also look for the presence of lead
paint, aluminum wiring, asbestos, urca formaldechyde foam insulation
(UFFI) and termites. The whole process usually takes two to three
hours, and we recommend you join the inspector while they go
through the process. You will become more familiar with the home,
and maybe even get some maintenance tips firsthand.

You should get a written report that summarizes the inspection, points
out any problems, and estimates the cost of any necessary repairs. Don’t
expect the inspector to be able to properly evaluate the home’s market
value, as it’s not their role to keep up on property prices.
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Understanding The
Numbers

For most of us, purchasing a home will be the largest expense of a
lifetime. While ownership can be a rewarding experience, the true
foundation of security rests in owning a home that falls within your
financial limits.

Below is a list and explanation of some of the most common financial
obligations you will take on as a new homeowner.

Up-front Costs

The Down Payment

As very few home buyers (first time or otherwise) have the funds available
to buy a home outright, most will turn to their financial institution for
assistance.

The down payment is the portion of the purchase price you provide
yourself and the remaining balance is obtained from a financial
institution in the form of a mortgage. The amount of the down payment
(which represents your financial stake or the equity in your new home)
should be determined before you become involved in full scale house
hunting.
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Most commonly, individuals put down 10-25% of the selling price
of the property. The minimum payment generally accepted today is
5-10%, and some institutions will provide 100% financing, with no
down payment whatsoever. There is no limit to the size of the down
payment you can make.

Be aware that the larger the down payment, the less your home will
cost in the long run. With a smaller mortgage interest costs will be
lower, and over time this will amount to significant savings.

Keep in mind that when making an offer on a property, a deposit will
be required by the seller. At closing, the deposit is subtracted from your
total down payment.

If the total down payment on your purchase is $100,000 and a $20,000
deposit was made during the negotiation, then on closing you will give
the lawyer the remaining $80,000.

Home Inspection Fee

‘As mentioned in the last section, it is recommended that you have

an inspection performed by a professional building inspector before
you finalize your offer to purchase. The inspection may bring to light
areas where repairs or maintenance are required and will assure that
the house is structurally sound. The inspector will generally provide
a written report.

Expect to pay between $450 - $850 for the average home.
Appraisal Fee

The financial institution extending the mortgage will hire an appraiser
to ensure that the property you are buying meets their criteria for a
mortgage. You are generally responsible for the cost of the appraisal
‘which could be built in to the core mortgage fee they charge. Ensure
that you receive everything in writing.
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On average this fee is anywhere from $500 - $700.
Legal Fees

You will be required to retain a lawyer to act for you in the purchase
of a property. Budget $1,500 - $1,800 for the services of a reputable
real estate lawyer.

Through online research, you will likely see quotes for approximately
$800. keep in mind that what they are not including the other
disbursements for which they will tack on to the price afterward. These
added costs include: photocopies, couriers and more importantly title
insurance, which protects you against fraud. This all adds up and it’s
likely you could wind up paying more.

Land Transfer Tax

Depending on where you live in Canada, there will be different taxes
associated with your purchase. If you are buying in any province other
than Alberta, you are required to pay a one-time provincial land transfer
tax based on the purchase price of your home.

There are some rebates for which you might qualify for. Research the
area you are planning to buy property in to be aware of all the specific
fees and taxes.

Moving Costs

Whether the move into your new home is a do-it-yourself affair or you
hire movers, there will always be costs involved. If you plan to move
during the peak spring/summer months, you should contract for service
2-3 months in advance, if possible.
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Closing Adjustments

These costs are payable at closing and include, but are not limited to:
property taxes, utility bills and condominium common expenses. These

costs are usually paid for by the seller prior to closing. They are then prorated
based on your closing data and you are responsible for reimbursing these
amounts to the seller at close.

New Home Costs

If purchasing a new home, there are some additional expenses you
should take into account. Not limited to: kitchen appliances, tools,
gardening equipment, cleaning materials, perhaps some new furniture,
carpets or curtains. It’s a good idea to tally up the costs of items you
think you’ll need in the short-term and factor these expenses into
your initial costs.

Monthly Expenses

Once you close on your property, you need to consider what monthly
obligations you will be comfortable paying and this should be taken
into account before making your purchase.

The Mortgage Payment

For most home buyers, mortgage payments constitute their largest
monthly outlay of cash. The actual amount of the mortgage payment
can vary widely since it’s based on a number of factors and variables
including your down payment, your interest rate and the term. These
payments can be made weekly, biweekly or monthly.

Property Taxes

Property taxes are usually billed twice a year at six-month intervals
and can be paid in two ways.
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They may be remitted directly to the municipality by you, in which
case you may be required to periodically show proof of payment to
your financial institution.

You may also include a provision for the payment of your property
taxes in your monthly mortgage payment. The financial institution will
retain your tax contributions in a separate account (on which you earn
interest), remitting on your behalf as required by your municipality.

Home Insurance

All homes must have adequate insurance coverage against fire, loss,
theft and liability. Your mortgage lender requires that you provide
your lawyer or notary with proof that your insurance is in place by
the closing date. Your insurance company will usually call with a list
of questions about your new home.

Utilities
As a homeowner, you will be responsible for all utility bills (including

heating, gas, electricity, water, telephone and cable), some of which
may previously have been included in the cost of your rent.

Condominium Fees

If you have chosen to purchase a condominium unit or a townhouse,
you will likely be required to contribute to exterior maintenance and
upkeep of the common grounds and public areas on a monthly basis.
Your property manager or condominium association can provide full
details of the services and monthly fees.
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Find The Best Home
Possible

Notice that we said “best” home, and not “perfect” home. A common
mistake is to try to find the perfect property even when the market is
telling you that it’s not available.

Before you buy, you must understand the local market. Some people
do this by following selling prices of homes in a neighbourhood for
6-12 months. However, in that same time, market values have now
gone up. A faster and less expensive way is to review the most recent
transactions of all sales in your preferred area.

For example, you’re looking in the Colwood, Langford area for a 4- bedroom,
2 story home with a garage. And let’s say that our list will show you

that 5 homes sold in the last 90 days, ranging in price from $900,000

to $1300,000. By looking at the report, you might also see that the

homes in the lower range were a little smaller, or needed renovation,

and that $1000,000 got you a larger, updated home.
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Scenario One: 123 Anywhere St. Asking Price $920.000

Now imagine that a new listing comes up in your area for $920,000.
It’s a smaller floor plan, and needs a new kitchen, and the roof is a little
old. If you study the list of sold properties, you’ll quickly see that the
home is overpriced, and you can either try a lower offer, or wait for
them to drop their price.

Scenario Two: 238 Anywhere St. Asking Price $850.000

This home is just right. Larger floor plan, new kitchen and baths, and
the home inspection reveals no major problems. At the open house on
the weekend, you notice lots of cars and lots of traffic in the house.

This is classic example of an under-priced home, which will likely
generate multiple offers, and sell over asking price. Notice that we didn’t
say over “value”, but over “asking price.”

If the sale price ends up at $880,000, which is approximately $30,000
over the asking price, it could still be considered a fair price, as similar
homes have sold for that same price.

Remember this: The asking price is irrelevant.

Sometimes the price is low and sometimes the price is high. You have
to consider the market conditions, the condition of the property, and
your own budget to make the right decision.

Are similar homes available regularly, or are you looking for a ravine lot
that only sells once or twice a year?

Are you the only offer on the table, or are you competing with other
offers?

Is the house vacant, and the seller really motivated to sell?
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Is the house in poor shape, but has lots of potential with some cosmetic
repair?

And remember, you don’t have to try to figure this out on your own. You
can ask a realtor to review the market info, and calculate a fair market
range for the type of your home you're looking for.

Be careful not to take advice from friends or family, unless they are
market experts. Although well intentioned, the advice of your uncle,
boss, or best friend may not be the best information to rely upon.
Understand the numbers for yourself, ask questions, then go with your
gut.
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Negotiate Like A Pro

So, you’ve looked everywhere, and you’ve found the right place. You
like the location, the asking price is in your budget, and you feel
ready to go. Now it’s time to make an offer to purchase the home.

The Agreement of Purchase and Sale is quite simply a document that
specifically sets out the terms and conditions between you and the
seller. Once the offer is made by you, accepted by the seller, and any
conditions are met (if there are any conditions), the offer becomes
legally binding. Both you and the seller are obligated to hold up your
ends of the and complete the ion. For that reason,

you must be sure you understand what’s in your offer before you
sign. If this is the first time you’ve purchased a home, you probably
have never seen an Agreement of Purchase and Sale (see Appendix).

Your offer can contain special conditions, if you so choose. Since every
sale is different, it is critical that you voice any concerns early on so that
we can make sure that the offer is as concise and complete as possible.

Let’s review the general areas of the standard offer form:

Buyer

Full legal name of the purchaser must be listed.
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Seller

Full legal name of the seller must be listed.

Agent

The names of the listing and selling brokers involved in the transaction.

Property

The legal description of the home as well as the municipal addre:
Your lawyer will ensure the description is specific and accurate.

Purchase Price

The price you are offering for the property, including the deposit.

Deposit

Typically when you submit an offer, you are expected to submit a
deposit to demonstrate serious intent to buy the property. It’s usually
in the form of a certified cheque payable to the listing broker in trust.
‘When the agreement is closed, this amount is credited towards the
purchase price.

Clauses Specific To The Agreement

Every offer is unique, and therefore, every offer will have different
conditions protecting the buyer or the seller. If you are going to
arrange a mortgage to buy the property, it is customary to insert a
condition making the offer conditional upon financing for a certain
period of time. In the event that you are unable to arrange adequate
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financing within the time period, the offer is null and void, the deposit
is returned to you, and neither party is under any further obligation

to proceed. keep in mind that if a seller receives two offers, one with
conditions, and one without, the seller will generally be more inclined
to accept the unconditional (or “firm”) offer. Consult your lawyer
concerning the use and wording of conditional clauses.

Irrevocable Date And Time

This is the date and time by which the other party must respond to
your offer. The offer becomes null and void if no agreement is made.
This is usually done under 72 hours.

Closing Date (Or Completion Date)

This the date on which the parties complete the transaction. All

the paperwork is filed, all funds paid out, and you get title to the
property. Typically, the closing date is 30 - 60 days from the date of
the agreement, but it can be longer for new home sales.

‘What Is Included In The Purchase Price?

Fixtures are permanent improvements to a property that remain
with the property as part of a sale. Chattels are moveable pieces, not
physically attached. However, the distinction isn’t always clear.

If the chandelier in the dining room is a family heirloom the seller
will likely want to keep it.

Since it could be defined as a fixture, it should be listed as an exception
in the offer. From a legal standpoint, it’s a fixture and if it is not

d in the offer, is

d part of the sale. In order to avoid
confusion, any items that you are not sure about should be listed in
the offer.
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These items are not limited to:
Area rugs

Bathroom fixtures

Ceiling fans

Chandeliers and other light fixtures
Draperies, curtains and blinds
‘Wood-burning stove and accessories
Microwave oven

Dishwasher

Refrigerator/freezer
Free-standing stove and oven
Washer and dryer

Custom fitted furniture

‘Water heater

Water softener

‘Window air conditioners

Garage door openers and remote
Storage shed

Satellite dish and equipment

TV antenna tower

Above ground swimming pool
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Swing set and playground equipment
Patio furniture
Barbecue

External locker (condominium)

‘When Should My Lawyer Look At The Offer?

1 would strongly advise having your lawyer review the offer before you
submit it to the seller. When the dust settles, you are legally liable for
the conditions as spelled out in the agreement. If timing is critical,

we can always insert a clause making the agreement conditional upon
your lawyer reviewing the offer, usually within a couple of days. keep
in mind, that your lawyer’s job is to review the paperwork and make
sure that you are protected. It is not their job to comment on the

value of the property.

Offer Negotiation

After the offer is signed, a meeting is arranged with the seller and

the listing agent. The seller can accept the offer, reject it, or make

a counter-offer, but only during the irrevocable period (before the
deadline). If the offer is rejected, it may be because your opening bid
was too low, or other terms were not acceptable to the seller. At this
point you may want to raise your price and try again. In the event

the seller makes a counter-offer, they have indicated an interest in the
offer, and are now negotiating. You can now go back and forth until
you agree on price and terms or until one of you ends the negotiation.
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The Mortgage Buster
Approach

When it comes to your principal residence paying down your mortgage
faster is generally a good idea, if only as a forced savings plan. Strictly
for your peace of mind and quicker access to equity. It’s a little different
when you own an investment property because of the tax implications.
We advise that you sit down with your accountant as every situation

is different, depending on your personal financials. However, there is
even more money involved in properly managing debt.

Buyers will typically opt for a monthly payment with a 5-year term,
and a 25-year amortization. This means that the payment is fixed, the
rate is guaranteed for 5 years, and if nothing changes, the mortgage
will be paid off in 25 years.

By ding the power of p ding your mortgage, you can

pay down their mortgage in as little as 10 years, instead of the usual 25
years. Once you understand your budget, you will be able to design a
plan to make small increases in your monthly payment that will have

a significant impact over the life of the mortgage. Plan to make small
increases in your monthly payment that will have a significant impact
over the life of the mortgage.
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Here, your monthly payment will take 25 years to eliminate the
‘mortgage.

In this example we take your monthly mortgage, and instead, pay half
the amount biweekly. This saves you 4 years of payments on the back
end. Why is this beneficial?

Since the bank has some of your money a few weeks earlier, the interest
is reduced over time. And since there are 52 weeks, you are actually
making 26 half payments, instead of 24, so you are making two extra
payments throughout the year. Since most people get paid every two
weeks, they usually don’t feel the pinch.

In this example, by simply increasing the payment by $100, we eliminate
another 4 years of payments, paying down the mortgage in only 19
years.
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We’ve noticed that most people are nervous about a mortgage payment
that is $50 or $100 higher, but won’t think twice about going to a
movie and spending $50, or dinner and drinks on a patio with friends
for $100. If you’re in a bind, spend a little less on frivolous things.

It all adds up in the end. Especially over the course of a decade. The
key is moderation. We believe that if we’re frugal now, we’ll have less

monetary concerns in the future.
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Frequently Asked
Questions From Buyers

When Is The Best Time To Buy?

It seems everyone has an opinion about the “right time” to buy real

estate. And the decision becomes especi ing ina

altering market. If housing prices are falling, people tell you to wait
until the market “bottoms out™ before buying. If prices are going up,
you feel inclined to buy now to avoid being left behind. Even the
self-proclaimed experts can’t accurately predict when a market will
reach a peak or drop.

Buying a home isn’t just about finding a comfortable place to live for
several years or longer, but to also build some equity along the way.
Think of a home purchase as a long-term investment. No matter when
you buy into the cycle, you will always do well over the long term.
Rather than trying to “outguess the market,” your decision on timing
should focus on current market conditions, and most importantly,

your current financial situation.

Am [ Ready To Buy A Home?

Have you demonstrated the ability to save money? Are you pleased with
what you have saved so far? Are you ready to change your spending

37
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habits to enable you to deal with the additional costs of maintaining
a home? Are you prepared to enter into a long-term commitment for
your security? Is pride of ownership important to you? Would you
enjoy taking care of your home?

If you answered yes to the majority of these questions, you’re probably
ready to own a home. It is a big step, but if you’ve spent time budgeting
and doing the preliminary research then you are ready to start.

‘What About My “Dream Home?”

Most first-time buyers want their idea of a dream home immediately.
But, as we search for available homes online, the reality of price
eventually sets in. Our dream home probably sells for a lot more than
we had hoped and the down payment alone is potentially more than

we earn in a year.,

The best way to deal with this reality is to match your financial
capabilities with a home that meets as many of your needs as possible.
Because of this, many first-time buyers purchase what is commonly
known as a “starter home.” There’s nothing wrong with this approach.
In fact, it’s good sense to start with a home that won’t stretch your
budget too thin. This way, any excess savings can be put toward
reducing the principal amount of your mortgage, helping you to

build equity that much faster and perhaps eventually allowing you to
purchase your dream home.

Should I Buy Or Sell First?

There is no easy answer to this question.

If you purchase a new home before you sell your home, you may find
yourself owning two homes at the same time.
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On the other hand, if you sell your home first, and don’t find a new
suitable home before you move out, you could be living in a hotel while
paying storage costs for your furniture. On top of those expenses, you
would also factor the cost of moving your belongings twice.

The ideal situation is to time the sale and purchase to happen on the
same closing date and with a little planning, this is possible, and very

common.

Firstly, you want to determine the market conditions in not only your

neighbourhood, but that of the area you’re hoping to move to.

Ifit’s a seller’s market, it would be advantageous to go find a new
property first. Once that is locked in, you will then likely have an
casier time selling your home and having the closing dates match as
negotiations are in your best interests.

If the market conditions favour buyers, you would be best to sell
your home first and negotiate a longer closing date when possible.
This allows you time to then find a new property and negotiate your
closings to coincide with one another.

Another common approach to use in a buyer’s market or in a balanced
market, is to make your offer to purchase “conditional” upon the sale
of your present home. This means that if your current home doesn’t
sell, you are not obligated to complete your next purchase. In most
markets, it remains difficult to convince the seller to accept an offer
of this type as they have taken their home off the market, and if you
are unable to sell your home, they are back at square one.

‘What Is Bridge Financing?

Let’s pretend your current home is for sale and during your search
for new houses, you’ve actually managed to find your “dream home™,
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but the seller is not willing to accept a conditional offer on the sale of
your existing home. In this scenario you may be forced to commit to
your purchase or risk watching your dream home slip away.

One way around this, is to arrange bridge financing through a financial
institution. If your lender is confident that your current home will

sell in a reasonable time frame, they may consider advancing you the
money to purchase your new home, using the equity in your current
home as security. You would in effect own both homes for a short
period, and the added costs are usually negligible.

For example, bridge financing on a $800,000 home for 30 days at

2% is only $1200. The added benefit of this method is that you aren’t
forced to move everything on one day, oftentimes resulting in a much
less daunting experience. You definitely want to arrange this with your
lender ahead of time before signing any agreements to purchase.

‘What type of programs and rebates are there for first time
home buyers?

Home Buyer’s Plan: This exists only for first time home buyers. You

can borrow up to $35,000 from your RSP for each purchaser who
qualifies. If you haven’t put your allotted annual amount into your RSP
but instead have money in your GIC, mutual funds or in cash, you

can usually top up your RSP based on your unused contribution limit.

Land Transfer Tax Rates for BC: New home buyers in BC
may qualify for a rebate of all or part of the land transfer tax.

The specifications for this refund are:
Purchaser must be at least 18 years of age

You can not have owned a home or interest in a home anywhere
in the world
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Your spouse can not have owned a home or interest in a home
anywhere in the world while he or she was your spouse

Some important items to note:

The method of acquiring the home (eg. purchase gift or
through inheritance) is not relevant to qualifying for a rebate

You cannot re-qualify as a first-time home buyer

If you claim an immediate refund at the time of registering your
home, this may offset any tax that would have been payable

If you do not claim the refund at registration and do so
afterward, the tax must be paid at registration and you must
submit your refund request to the Ministry of Finance
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Land transfer Tax Rebates for BC:
In BC first time home buyers in the may qualify for a tax rebate up to $700.
The purchaser must:

Be 18 years of age or older

Occupy the home as their principal residence no later than 9
months after the date of conveyance (transferring property to
another owner) or disposition (how the exchange is arranged)

Not have previously owned a home or had any ownership
interest in a home, anywhere in the world, at any time

Be a Canadian citizen or permanent resident of Canada or have

become so within 18 months of conveyance or disposition

Not have a spouse who has owned a home or had ownership in
a home, anywhere in the world, while they were the purchaser’s
spouse

Have submitted the claim for a rebate within 18 months of

the purchase
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PART 3: SELLING
INTELLIGENCE
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Assemble A Team Of
Experts

Most people needlessly try to figure out parts or the entire process
of selling a property on their own. It’s much smoother with the help
of a team of seasoned experts.

Real Estate Lawyer

As with buying a property, the time to choose a lawyer when selling
is not at the very end, but most beneficial at the very beginning. A
lawyer can help draft an Agreement of Purchase and Sale that you
could have ready for buyers. Or, they could create a series of clauses
that you can add to any offers that come in, to help protect your
interests as the seller. It is not unusual for offers to be negotiated
after hours when lawyers are not readily available, so it could come

in handy to be prepared well in advance.

Most importantly, it shouldn’t cost you any more to involve your
lawyer from the very beginning as they usually charge a flat fee
for their services. keep in mind that you should only work with a
local lawyer who specializes in real estate, as opposed to a general
practitioner.
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Seller/Listing Agent

A listing agent’s job is to help you sell your home for terms you are happy
with. They create a strong marketing plan and apply their experience
in negotiations.

The agent begins by viewing your property, providing you with a detailed
overview of recent comparable sales and suggest a range of value. A
marketing plan and strategy is then detailed and discussed. keep in

mind, as a seller, you will be paying not only the listing agent’s fee, but
also the buying agent’s commission.

Mortgage Broker

Most people believe that a mortgage broker is only necessary when
buying a property. In fact, they can be even more helpful when you are
selling your home for the following reasons:

They can arrange a new first mortgage to replace the mortgage on your
current home.

They can arrange to transfer your existing mortgage to your next home.

They can arrange a discounted pre-arranged mortgage for the buyer
of your home, to make the home more affordable, and therefore more
valuable.
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Understanding The
Numbers

As with purchasing a home, when selling it’s important to consider some
of the additional financial obligations you may incur. Here is a simple
checklist along with usual estimated costs:

Legal Fees

You will be required to retain a lawyer to act for you in the sale of a
property, and you will be responsible for payment of the legal fees and

disbursements.

Budget a minimum of $1,000-2,000 for the services of a reputable real estate
lawyer. Ask for recommendations from realtors and do your research.

Real Estate Fees

In most cases, real estate fees distributed to the buying agent, as well as
the listing agent, are paid for by the seller. This can amount to roughly
3-4% of the purchase price, plus applicable taxes.

This commission fee is negotiable. keep in mind the listing agent will
pay marketing and other costs associated with the sale out of their total
commission and so the level of service provided will be determined by
the fee they charge.
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You may save 0.5% on the fee but due to the decreased level of marketing,
service or negotiating expertise, you could lose more on your selling

price than what you saved on commission.

Closing Adjustments

The real estate lawyers acting on behalf of both the buyer and the seller
will determine what the adjustments will be during the week of closing.
For example, the seller has paid the taxes for the full year but the moving
date is June 1st, then the new buyer will have to rebate you a prorated
amount for the rest of the year. The same goes for hot water tank rentals,
condo fees and monitoring systems, etc.

Moving Costs

Whether the move into your new home is a do-it-yourself affair or you
hire movers, there will be costs involved. If you plan to move during
the peak spring/summer months, you should contract for service 2-3
months in advance if possible.

Renovations And Cleaning Expenses

In order to sell your home at its full value, you may want to consider
doing some small renovations to either repair or improve features of
the property. You definitely want to ensure that the home is clean and
clutter free.
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Frequently Asked
Questions from Sellers

When Is The Best Time To List My Home For Sale?

As soon as your ready to move.

If you want to get the best value for your property, the key is to give
yourself as much time as possible to sell. More time means more potential
buyers will probably see the home, likely resulting in more offers. This
also gives you additional time to consider other options if the market

or initial interest is slow.

Is There Any Seasonality To The Market?

Peak selling seasons vary from year to year in most market places and
weather usually has a lot to do with that. Often early spring and early
fall are the prime listing seasons as houses tend to “show” better in those
months than they do in the heat of summer.

Be aware that the

re also more houses on the market during the prime
seasons, resulting in more competition. While seasonality is a factor,
it’s not something that should dominate your decision on when to sell.
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‘What Makes A Home Sell?

A successful sale requires you to concentrate on five considerations:
price, terms, conditions, location and market exposure. You cannot
control all of them, you may have to overcompensate in one or more
areas to offset a competitive disadvantage in another.

‘What About Market Conditions, Price Trends, Interest Rates
And The Economy In General? Should They Have Any Bearing
On When I List?

If you’re considering the sale of an income property, there are only
two things to consider: the cash flow and, if you do sell, where is the
money being invested.

If you are just moving your investment to the market to get better

cash flow, any time is good. If you are taking the money out of the real
estate market to invest somewhere else, don’t forget to take capital gains
taxes into consideration. This is something I would advise checking

along with an accountant.

How Long Should It Take To Sell?

The average listing times vary from 30 - 180 days, according to the
market conditions in a particular neighbourhood, the type of property
and the price range. Of course, price, terms, conditions, location and
exposure play an even greater role. Selling in any market is casier if you
keep time on your side. Most professionals will tell you that pricing,
conditions and aggressive marketing will shorten this greatly. If you

are selling in a seller’s market, pricing for multiple offers can help you
sell in just days.
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‘What If I Can’t Sell My Current Home Before We Move?

This situation can arise for any number of reasons. Such as, getting the
job promotion you’ve been waiting for may mean having to quickly
relocate. You may even finally find your “dream home™ and need to put
an offer in before it sells to another buyer. Whatever the reason, don’t
panic. You have some viable alternatives to the potential nightmare of
double mortgage payments.

If you don’t have to sell in order to buy a new home, renting your
existing property may be a suitable option. Consider the advantages
(additional income, income security) and disadvantages (maintaining
tenants, not getting the equity and funds for the home). If you’re being
transferred, you may be able to obtain a short-term rental in your new
location while you’re becoming familiar with the new area.

‘What If I Decide To Sell My Home First?

‘We always advise that in a buyer’s market, you should sell your property
and make sure to negotiate a longer closing. This will allow you time
to be able to find another home to purchase without feeling rushed.

In a seller’s market, one should buy their next home first. This should
be done with a longer closing of 120 - 150 days (if possible) to allow
time to sell your home in the interim.

You should arrange for the possibility of bridge financing in the event
that the closing date of the sale of your property is longer than the
closing date of the purchase.
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‘What Renovations Can I Do To Increase The Value Of My Home?

Renovating your home for your own personal tastes is very different
from renovating to increase its value. Installing an in-ground pool
because your family can enjoy it for years has its own value, but when
it comes to selling you may not get back your investment. If you are
considering doing renovations to increase value, this list will help you
focus on the necessary sections:

1. Kitchen: This is the most important room when it comes to
valuation and it can make a significant impact on the value of
the property. When considering a renovation, think modern
and fresh. Update your cabinetry, install under cabinet lighting
and install new appliances. To save on costs, look at options
like Tkea as opposed to custom cabinetry.

2. Bathrooms: The second most important room(s) when it
comes to valuation. Upgrading cabinets, counter tops and
hardware for a fresh and modern look will increase your home’s
marketability. If you can add an additional bathroom where
there is dead space it will increase your home’s value even more.

Do not sacrifice useful bedroom space for a bathroom.

3. Flooring: You will see an immediate increase in your value
by installing hardwood floors. For cheaper fixes, consider
refinishing existing hardwood floor or removing carpet
and adding engineered laminate flooring throughout. In
the bathroom, you’ll always see higher demand for tile over

laminate.

4. Fixtures: If you can’t change the cabinets in the kitchen and
bathrooms to consider updating the cabinet hardware, light
fixtures, counter tops and faucets. This gives the appearance
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that a full renovation has been completed, this can change the
look and feel of your home.

5. Income Suite: The biggest and most effective way to add
value to your home is to build an income suite within the
property. Consider converting your basement into a rental
and advertise your home as an investment property. Ensure
that your neighbourhood has demand for this type of offering
before you proceed.

Can I Sell My House Myself?

Some people have this notion that they can save a considerable
amount of money by selling on their own. They look at the average
commission on a house and think of friends and family who managed
to get through the process with seemingly little trouble. It can be done,
so why can’t I try?

Approximately 1-2% of Canadian homeowners handle their own sale.
But in order to join the ranks of successful salesperson, you need to
realistically assess exactly what’s involved. The routine parts consist of
pricing your home accurately, determining whether or not a buyer is
qualified, creating and paying for your own advertising, familiarizing
yourself with enough required real estate knowledge to understand
(and possibly even prepare) a real estate contract, and coordinating

the details of a close.

The greatest downsides are the demand on your time, and the
possibility that a mistake may cost you the money you’re trying to save.

Listing agents know about the market trends, houses in your area, and
those who are most likely to buy there. They also know how to reach
the largest interested audience, trained in screening and negotiating
potential buyers. They are almost always on-call and work on the
weekends; being available to the whims of others.
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Home Seller’s Guide

Should you decide that you would like to sell your home on your
own, there are three key points you need to know, and five action
steps you need to execute to get your home sold on time and for the
highest possible price.

Three Key Factors To Selling Your Home

Emotions

Without a doubt, the first and toughest hurdle you’re going to come up
against in selling your home is overcoming your emotional attachment.

Like most people, you probably have strong feelings about your home.
And now that you’re moving, you want to make sure you get the most
money for all the time, effort, care and improvements that you’ve
invested into it. The problem is that your feelings have very little to
do with the price or terms and conditions that govern the sale.

‘When you put your property on the market for sale, you’re not
selling your home — you’re selling a house. It may seem like a subtle
point, but a successful sale and maximum profit depends on your
understanding of this difference.

Buyers are not interested in buying your home. They’re interested in
buying a house that they can make their home.
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Your emotions and territorial feelings need to be put aside. To get the
top dollar price you want, you need to look at your house through a
buyer’s eyes and start repackaging and positioning your home to look
and feel like a property they can attach themselves to.

Know Your Market

To get your home sold fast and for top dollar you must be aware of
what’s going on in the marketplace. Like merchandising any product
or service, when you sell your house you’ve got to know exactly what’s
going on in the real estate market in your specific neighbourhood.
Shrewd market research overwhelms the competition and compels
people to buy what you're selling.

Procter and Gamble used intensive market research to find two simple
words to wipe out Listerine, the king of halitosis hill — “Medicine
Breath”. These repulsive words blew Listerine’s memorable slogan,
“The taste you hate, twice a day” right out of the water and firmly
entrenched Scope as a top selling mouthwash virtually overnight.

The exact same merchandising and marketing strategies apply to the
positioning of your house when you launch your marketing attack

to sell your home.

The price you ask and can get is generally lower if there are a number
of other houses on the market that have features similar to yours. Just
like the stock market or anything else, if everyone is looking to sell,
prices will generally drop.

Whether you are selling property, coats or lemonade, the laws of supply
and demand apply. When you have competition, when everyone is
looking to sell, prices go down.
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Timing

The third key is understanding the time frame that you have to sell
your house. How many days, weeks or months do you have? You may
think this is an obvious question but knowing exactly how long you
have will determine how to set the right listing price for your property.
If there is any one thing that causes sellers to lose thousands or causes
their house to sit unsold for months on the market, is the failure to

d how market

and timing ulti y govern the
sale of real estate.

Suppose you had to get your home sold in the next seven days. This

is an unlikely example, but the price you’ll get if you have to sell your
house quickly is going to be a lot different than if you have a few
months to sell.

Five Action Steps To Sell Your Home

Research Your Local Market

This can’t be emphasized enough. To position your home to sell for
top dollar, you must research your area to find out exactly how many
homes are on the market for sale, what’s selling, what’s not selling,
where and how fast. This is the first and most important step in the
entire marketing and sales process.

Determine The Value Of Your Home

Once you know exactly what’s going on in your local real estate
marketplace, the next step is to carefully compare the style, features,
benefits of your home with other homes that are on the market for
sale, so you can determine the target price range that your home
should sell within.
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Set a Listing Price for Your Home

By taking time to carefully research the real estate market before

you sell, you won’t have to wonder whether you gave some of your
hard-earned profits away to a stranger because you set your price too
low. More importantly, in a competitive real estate market with lots
of for sale signs and few buyers, careful market research will help you
position yourself in the marketplace to squeeze the highest price you
can get for your house without overpricing it. This knowledge is so
important, because if you arbitrarily price your home too high based
on emotion rather than reason, your home can sit on the market for
‘weeks, months, or not sell at all.

Calculate Your Bottom Line

After you’ve researched the market, compared the features of your
home with other homes to determine your right price range and right
selling price, the next thing you need to do is calculate your projected

net proceeds of sale. This it

chieved by deducting the advertising,
marketing, sales, financing and administrative costs associated with
the sale of your home.

Advertise And Market Your Home For Sale

A common misconception among home sellers is “advertising sells
homes.”

This is not true. Advertising attracts potential buyers. Merchandising

and marketing sells homes.

In selling your house yourself, you need to understand how most buyers
go about finding the house they want to buy. Additionally, you need to
know how to merchandise, market and advertise your home so buyers
are motivated to see your house instead of the property for sale down
the street. Most home seller’s adverti and marketing
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don’t work because they’re amateurish, boring and self-focused, rather
than emphasizing the needs and desires of the buyer.

Remember, now that you’re selling you need to always, always look at
your home through a potential buyer’s eyes. In the next chapter, we’ll
show you how we prepare advertising that turns the lifeless features
of your house into exciting branding terms that grab potential home
buyers by the lapels. You’ll discover simple secrets on how to target
your audience and prepare persuasive flyers, signs and classified
advertisements that bring the right buyer to your doorstep.

Preparing Your Home For Sale

Your house can be priced right, but if it doesn’t look right it’s not
going to sell. The techniques presented below have been used for
years by Madison Avenue advertising executives and consumer
marketing experts to sell virtually every product you have in your
home. Advertising experts have long recognized the impact of light,
colour, sound, smell and wording in selling products.

Home buyers purchase what they like and can afford, in that order.
Your house can be priced right, you can do a good job of advertising
it, but if buyers walk through your front door and don’t like what
they see or feel, your home is not going to sell quickly, or at all. By
learning a few simple tips from consumer marketing experts, you can
avoid the three merchandising traps that most home sellers fall into,
and gain a distinct advantage over your competition, many of whom
are probably falling into these traps.

Mistake #1

As a home seller, the biggest merchandising mistake you can make
is to assume that potential buyers will like your home just as it is or

your improvements that suit your particular tastes. Over personalizing
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your home to suit your tastes is a common and costly mistake as it
makes it difficult for a potential buyer to visualize it as their home.
Think about it. Have you ever walked through a home you were
considering buying, but certain sights, sounds or smells gave you an
uneasy feeling? Clothes, dishes, toys strewn about, odours that made
you uncomfortable; almost like you were an intruder in someone
else’s home rather than looking to buy a house to make it your home.

Mistake #2

The second biggest trap you can fall into in the marketing of your
home is the failure or refusal to recognize the weaknesses of your home.

It’s difficult to be objectively critical of your home.

This is something that you must overcome. In order to maximize your
profit, train yourself or hire someone else to look at your home with
an impartial eye to spot issues that you simply cannot or will not see.

Mistake #3

The third major trap you can fall into in the marketing of your home is
to allow it to get lost in the crowd. To get the best price for your house
and sell it as fast as you possible, you need to gain the advantage over
your competition by understanding how to market and merchandise
your home to outshine the competition. To use light, colour, sound,
smell and words to make your home irresistibly attractive in the buyer’s
eyes so they choose your property among the plethora of others.

Have you ever toured a brand-new model home? Ever wonder what it
is that makes these homes look so good and why they always sell fast?
‘What is it about a new home that makes you feel so comfortable? The
reason you feel so comfortable is that you have no problem walking
openly through the m:

1 bedroom, bathroom or anywhere else in the
brand new house. There is no sense or scent that this territory belongs
to anyone. It doesn’t look or feel lived-in because everything is new.
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There are no personal odours, other than a pleasant “new” smell.

Look around and you’ll see that the colour of the walls, carpeting and
accessories are all neutral, so you don’t feel out of place. It doesn’t feel
like someone lives there. The only noise would be the voice of the real
estate agent in the background, and some pleasant music. The fact

that model homes are among the first to sell should say something
about the merchandising strategy of this market.

By keeping the sights, sounds and smells of your home neutral, you
not only reduce uncomfortable feelings that may be roused in potential
buyers, but also makes it easier for them to picture how their preferred
furnishings and decorations would look in the house. Everybody likes
the look and feel of a new home. Ensure the property looks, feels and
sounds like a brand-new model home. Start by performing a home
buyer evaluation first. For the next fifteen minutes, forget that you

are selling your home. Instead, put on your buyer’s hat and transform
your mindset into that of a home buying critic on a surprise inspection
tour of your neighbourhood and home for the very first time.

Create a list of “household features.” Describe the positive and negative
aspects of your property, looking through a potential buyer’s eyes. Now
that you have a determined what will help and hinder the sale, you

need to take an active role in decreasing the negatives and highlighting
the positives. This may require that you bring in professional cleaners,
a painter to touch up the ceiling or a stager. keep in mind that these
expenses, although they may seem large upfront, will most likely result
in a higher selling price and a better bottom line.

Strategic Marketing Will Attract More Buyers

To sell your house yourself you have to understand how most people
find the house they want to buy. Once you’ve found the right price



60 | REAL ESTATE INTELLIGENCE

range and determined your listing price strategy, your next step is

to advertise and market your home as cost effectively as possible, so
it sells faster and for more money. But before you invest a dime in
advertising, it’s important to know how most homes get sold, whom
you’re going to be competing with, and how to position your home
in the marketplace so buyers find it and want to buy.

When you put your home on the market to sell, you need to take off’
your homeowner’s hat and start thinking like a buyer. Once you’ve set
the sale price of your home, you need to immediately start positioning
your home to look like a house that appeals to the general home buyer.
How do you do this?

Simple. Just like decorating a model home, you need to clear away
as much of the visual impact of your personal possessions, while also
bringing out the basic features and appeal of your house that made
you want to buy in the first place. What were the features about your
home that attracted you to it and made you want to buy it?

How did you find it? Did you drive by and see a for-sale sign or open
house? Did a real estate agent help you find it? Did you spot it in an
open house ad? Or did you find it online? Chances are you found the
home through one of these avenues. Before you spend any money to
advertise your home, it’s important that you understand that the buyer
of your house is likely to find it through one of these avenues as well.

With a clear understanding of the three most common ways that buyers
find homes, it’s much easier to develop a cost-efficient advertising and
marketing plan that will give you the highest probability of selling
your property.

Most people do find and buy their homes through a real estate agent.
This is not a commercial for realtors. It’s a fact that when most people
find a home they don’t find it by hunting around their car. With the
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multiple listing service (MLS), it’s simply much more convenient for
a buyer to find out what is for sale and locate the home they want by
picking up the phone and asking a real estate agent to search for them.
There’s no cost for a buyer to use this service because real estate agent
fees are paid by the seller. Real estate companies have every reason to
want to attract buyers to call their offices, and they spend millions

of dollars on advertisements and promotions to motivate potential
candidates.

Because of the cooperation between various networks and thousands
of real estate offices in local communities throughout the country,
it’s estimated that over 98% of all homes are purchased through real
estate brokerages.

Approximately 4 million of the homes that go on the market for sale
cach year, only 2% of these sales are not handled by realtors. Just like
trying to sell stock without the services of a stockbroker, when you
sell your home yourself you will not have immediate access to the
network of hundreds of potential buyers who could see your home
because it’s not listed on the multiple listing database. You will also
not have access to the network of hundreds of real estate agents who
have a strong incentive to sell your home.

The second most common way that most buyers find homes is through
for sale signs posted in the front yard, and open house signs that direct
potential buyers to take a no obligation tour of your home.

When you combine an appealing for sale sign with an immaculate
front yard, nicely trimmed trees and shrubs, fresh paint on the garage
door, and some attractive landscaping, this lets buyers and real estate
agents know that this home is worth while. To get the word out you
may want to post flyers out in the neighbourhood or post an ad in
the paper.
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The third most common way that buyers find homes is through online
advertising. You’ll want to make sure your ad is located on a high
traffic site and perhaps pay to ensure it pops up first when someone
searches for available properties within your area.

Ultimately, without the use of a real estate agent, you will be paying
money to advertise your property, so you need to be very careful of
how much time and money you invest.

If youre going to spend money on advertising, don’t write a dull

ad that people’s eyes will just glaze right over. If you’ve got a pool, a
brand new kitchen, a beautiful family room, or an extra-large master
bathroom, sell these features to entice people to want to enter your
house and buy it before somebody else gets it. Write a headline that
the reader will always remember.

“Swim while others swelter. Beautiful five-bedroom colonial with
free swimming pool included.”

“Barbecue and relax while others work. Beautiful, four bedroom
ranch style home with brand new deck and free Jacuzzi.”

“Own a home and get someone else to make the payments.
iful thr with finished basement all
ready to rent out. Great opportunity for first-time home buyers.”

“C r home. iful f -oom ranch style

home with brand new bathroom fixtures and Kitchen appliances.
Pick out your choice of new carpet and paint and we’ll have it
ready before you move in.”

This is the same kind of creative packaging and advertising techniques
that caused Scope mouthwash to unseat Listerine, and Federal Express
to become a household name. If you’re going to advertise your home,
you’ve got to think of a creative angle to stick in their minds.
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“But I don’t have a pool!” or “I don’t have a deck™ you say. With a
little effort, there are hundreds of ideas that you can come up with to
motivate people to pick up the phone and contact you about buying
your house.

“Get a free $2,000 shopping spree with this home. Beautiful
four-bedroom, split-level home, sunlit kitchen with hardwood
floors, large bedrooms and a $2,000 shopping spree paid for by
the seller at closing to help you furnish it the way you want.”

There are literally hundreds of different ways to package and present
your home to make it more appealing to prospective buyers. So now
you know how to set up a simple, cost-effective marketing plan to get
your home sold. After you get your for sale sign done, you should get
a weatherproof box that has “Free Brochures™ printed on the outside,
and have 10-15 directional signs that say “Open House” and “Beautiful
House For Sale” to direct people to your home.

Qualifying Buyers And Authorizing Agreements

Once your home is staged, your advertising is on the street, and your
open house signs are strategically placed to guide potential buyers to
your property, the next step is to know how to confidently receive
inquiries from potential buyers and entice them to purchase. In this
section we’ll talk about how to uncover a potential buyer’s real wants
and needs without being intrusive or overbearing.

Qualifying Buyers

First thing we advise is setting up a separate phone line to receive
incoming inquiries for people looking to see your home as you may
not feel comfortable giving out your personal number to all interested
parties. Additionally, inquiries will be easier for you to track. Create



64 | REAL ESTATE INTELLIGENCE

a simple landing page online that can be filled out so you can track
prospective buyers.

Once you receive a request for a showing, you should consider only
showing your home on specific dates and times, this will allow you to
schedule more than one showing at a time. Once multiple interested
parties show up at the same time, a sense of urgency has now been
created.

For security purposes, we suggest you ask for a copy of the buyer’s
license as well as a mortgage pre-approval. This lets you know that they
are not only qualified to be searching in the price range of your home,
but also that they are serious buyers and not just nosy neighbours.

Before showing the home, make sure all valuables are stored outside
the home in a safety deposit box or with a trusted family member or
friend. If prospective buyers are coming with real estate agents, be
sure to request their business card.

When showing the home, stepping outside for a 15-20 minute

walk would be advantageous as it allows buyers to comfortably walk
throughout the home without the pressure of you breathing down their
neck. It also allows them to envision themselves living in the home.

The next day, you should follow up with a phone call asking them
the following questions:

Are you interested in purchasing the home? Do not ask them to give
you an offer as this indicates that the price you have listed might be
too high.

If they say yes, then move to the next step which is Authorizing an
Agreement of Purchase and Sale.

If they say no, now go into asking for feedback:
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How did the home show?
How well do you think it’s priced?
Are there any comments you can give me that might be helpful?
Authorizing The Agreement

Once you’ve received an offer from an interested buyer, you will want
to thoroughly review the documents. See the Appendix for the terms
of the Agreement of Purchase and Sale.

As mentioned in “Assemble A Team Of Experts”, you want to make
sure you start working with a real estate lawyer before putting your
home on the market. By doing so, you now have that lawyer on call
to review the documents with you before you sign anything.

Unfortunately, the lawyer cannot comment on whether or not the
price and terms offered are fair so it’s up to you to do your research.
You’ll need to complete a list of homes that have sold recently that

are comparable in location, size and layout.

Closing The Sale And Settling In

Most buyers would have made the agreement conditional on doing a
home inspection, wrapping up their financing. If it’s a condo, it should
be conditional upon reviewing a condo status report. So although both
d what

parties have signed the ag it’s i to
can happen in the following days.

As a seller, if you did not do a pre-listing inspection, the buyer will
likely have a home inspector look through your property. This process
takes roughly 3 hours with the intention of finding deficiencies in your
home. If there are substantial problems, be prepared that the buyer
will likely try to renegotiate the price and terms of the agreement.
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If at that time, you and the buyer do not come to an agreement the
buyer has the option to walk away and you the seller would have to
return the deposit.

For the same reason, the buyer can use the financing condition to
walk away from the deal as well. The lender who will be giving the
buyer the mortgage will request to do an appraisal of the home to
confirm the address, and the state of the home. Should this impact
the amount or terms of the mortgage offered to the buyer, they can
choose to rescind their offer and again you would be forced to return
the deposit.

If after reviewing a condo status report, the buyer, the agent or their
lawyer feel it is not satisfactory, they can walk away from the deal
as well, within the conditional period stated and according to the
agreement.

If you are presented with an offer which has one or all of the above
conditions, we would advise counter offering with tightening the

time allotted to complete the tasks. Most buyers would have tried to
negotiate in five business days, but we advise minimizing that number,
to lessen the time your home is potentially off the market. keep in
mind that the market for which you are selling in will determine how
much power you have in the negotiations.

Once the conditions are satisfactory to the buyer, they will send you
a waiver or a notice of fulfillment and your home is now sold.

The buyer normally requests in the offer the ability to see the home
two times in order to take measurements and to ensure you have left
the property vacant and in a clean state.

A day before cl

sing, you meet with your lawyer to sign off on the
sale. After receiving the funds from the buyer on or just before the
closing date, the lawyer will pay off any mortgages, leans and any
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realtor fees associated with the transaction. Lastly, you will be given
a cheque for the remainder.
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PART 4: INVESTING
INTELLIGENCE
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Track Everything

Anyone finding it difficult to save money should try this for a month.
Track every cent spent from morning to night, including:

Each coffee.

The pack of gum.

The parking ticket.

Lunch with friends.

That shirt you saw on sale, that doesn’t really fit, and you’ve never
worn it, but it was on sale after all, and it was only $40, and you do
deserve it.

The movie that you sat through, even though it was lousy and the

overly expensive combo left you unsatisfied.
The tickets to every boat show, car show, home show, garden show, etc.

Note every dollar you spend, including the change in your car, the
debit i credit card i as well the

transactions that generally slip your mind. You will be amazed how
much money you spend without even realizing it.
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The Latte Factor

For those of you that think you can’t save any money, consider the
following:

One coffee a day: $ 3.00
Every month: $ 90.00
This year: $ 1,080

Invested over 25 years at 7%: $ 657,832
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A Simple Plan

It’s very simple actually. You have to first understand that investing in
real estate is a business. You have to have a plan, you have to budget,
and like any business, you should hope for the best, but plan for the
worst.

If you have income properties, the following will happen, no matter
what you do:

Unexpected repairs. Tenants will leave.
Rent cheques will bounce or will be late.
Interest rates will fluctuate.

Contractors will do a bad job or do it late.
Wear and tear will cost money.

Values will sometimes go down.

To believe this won’t happen is naive. You have to remember that you
can still get astronomical returns, in spite of all of these things. You
just have to budget for them, expect them and never get emotional
about it.



Let’s consider the following:

In this example, we have purchased a $800,000 property with 10%
down, or $80,000. The home is a three bedroom house, with a
basement apartment.

The monthly mortgage payment is fixed for 5 years.

The rent is typical for this type of home in the BC, and is increasing
by 2 — 3% per year.

The value is increasing by 5% per year.

The ROI ( Return on Investment ) over 5 years is 403%, and there
is no tax payable yet.

The value has increased by over $100,000, and at the same time, the
mortgage has decreased, and the rent has gone up.

Since we have not sold the property, there is no tax payable on the
capital gains.

‘We could sell the property, but that would incur a tax. Instead, why
not simply refinance and get our money out that way.
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Investing in real estate in Victoria, British Columbia, is profitable due to a
33% increase in average home prices over the past 5 years, reaching
approximately CAD 1.1 million.

Rental rates are also rising, with a one-bedroom apartment in the city center
renting for an average of CAD 2,200 per month.

The city's population grew by 7.5% between 2016 and 2021, maintaining
strong housing demand.

The region has one of the lowest unemployment rates in Canada (around
4.4%), and the average houschold income exceeds CAD 100,000 annually.

With its mild climate and limited land availability, Victoria’s real estate
market remains stable and attractive for investors.
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Dream Big

Just imagine that you can work a little harder and find a good deal
for your first home, clean up the property a bit, raise the rent and
get the same increase in value in three years, instead of five.

Now imagine that when you refinance, you get a little creative and
buy two more properties. And every three years you do the same.

Here’s what’s possible:

Year 1
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In year 12, you would own 81 properties, worth $50 Million.
What if only half of this came true?
Would $25M worth of property help you out?

What if only 10% of this came about? Would $2.5M change your
wardrobe a little? Or your financial situation?

Quite frankly, it doesn’t always work just like this, as you most likely
wouldn’t buy 81 single-family homes. You might expand to small
apartment buildings, then larger buildings. Or you might invest in
commercial properties.

You might start buying, renovating, and flipping some properties for
quick turnover.

The point is, there is a ton of money to be made in the market, but you
first have to believe it’s possible. Then you simply have to get started.

For most people, there is a lot to learn. And it is simple but not easy.
There is work involved. You will have setbacks.

You will make more on some properties, and less on others.
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Types of Real Estate
Investments

As with any investing, it is important to diversify. In this chapter we
include the real estate options available to you, what the benefits are
for the investment types and some points you should consider before
making a purchase.

Pre-Construction

What is it?

Pre-construction investing is the purchase, usually a condo, before a
shovel breaks ground.

What are the benefits?

Passive investment

Appreciation in value while the building is being constructed
Buying at current value for future return
Deposits are paid out in increments

‘What should I consider?

Funds are tied up for about 4 years
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Buying from a floor plan - not being able to touch, see and
smell a unit

Typical cost of entry: $350,000

Income Property
‘What is it?

A property that has 2 or more livable units which can be rented out
individually. Options in this investment class include duplex, triplex
and multiplex.

‘What are the benefits?
Having more than one tenant gives you higher income

Low risk given that if a unit is vacant, the others will offset the

vacancy

What should I consider?

Active i d to other i types
Bigger reserve fund needed for repairs and maintenance
Managing of more than one tenant

Typical cost of entry: $450,000
Lease To Own

‘What is it?

An investor acquires a property for a tenant buyer who in return will
purchase it back from the investor in time with pre-determined terms.
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What are the benefits?

Passive investment

Helping a young family or first-time buyer purchase a home

Pre-determined exit strategy
What should I consider?

Money is typically tied up for 4 years

Getting qualified tenants is a long process

Typical cost of entry: $450,000

Joint Venture
What is it?

A joint venture is where investors partner together to obtain a property
while leveraging each other’s individual abilities which could be
financing, capability to manage and do repairs, etc.

What are the benefits?
Passive or active investment depending on your role
Mitigated risks
Ability to purchase more properties in the future
Ability to invest in larger projects

What should I consider?
Individual goals might differ from group

Less control
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Typical cost of entry: $170,000

Student Housing

What is it?

Investing in temporary housing for students in close proximity to
major university and college campuses.

‘What are the benefits?

Passive or active investment depending on property
management arrangements

Typically located in AAA locations in major centres
Ongoing demand with relatively low supply, giving you the
highest positive cash flow of most asset classes

Low eviction rates due to the parental guarantees on leases

‘What should I consider?

Maintenance schedule is more demanding than other
investments

High tenant turnover

Typical cost of entry: $250,000

Mortgage And Equity

‘What is it?
Deals in this asset class include lending in the private mortgage space,
syndicated mortgages and land development capital raises.

Includes REIT (real estate investment trusts), MIC (mortgage
investment corporations) and private construction loans and equity.

‘What are the benefits?

Passive investment
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Ability to choose some or all of the terms of your lending

Registered fund eligibility gives you a tremendous opportunity to
control and grow your RSP portfolio (RRSP-LIRA-RIF-TFSA)

What should I consider?
Capital is not liquid for the duration of term
May or may not have monthly or annual dividends

Typical cost of entry: $60,000
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INFORMATION ABOUT THE CONTRACT OF PURCHASE AND SALE
RESIDENTIAL

THIS INFORMATION IS INCLUDED FOR THE ASSISTANCE OF THE PARTIES ONLY. IT DOES NOT FORM PART OF THE
CONTRACT AND SHOULD NOT AFFECT THE PROPER INTERPRETATION OF ANY OF ITS TERMS.
1. CONTRACT: This document, when signed by both parties, is a legally binding contract. READ IT CAREFULLY. The
parties should ensure that everything that is agreed to is in writing.
Notwithstanding the foregoing, under Section 42 of the Property Law Act a purchaser of ‘residential real property” (as
defined in the Home Buyer Rescission Period Regulation) that is not exempt may rescind (cancel) the Contract of Purchase
and Sale by serving written notice to the seller within the prescribed period after the date that the acceptance of the
offer is signed. If the buyer exercises their right of rescission within the prescribed time and in the prescribed manner,
this Contract of Purchase and Sale will be of no further force and effect, except for provisions relating to payment of
the deposits, if any.
DEPOSIT(S): In the Real Estate Services Act, under Section 28 it requires that money held by a brokerage in respect of a
real estate transaction for which there is an agreement between the parties for the acquisition and disposition of the
real estate be held by the brokerage as a stakeholder. The money is held for the real estate transaction and not on
behalf of one of the parties. If a party does not remove one or more conditions, the brokerage requires the written
agreement of both parties in order to release the deposit. If both parties do not sign the authorization to release the
deposit, then the parties will have to apply to court for a determination of the deposit issue.
Notwithstanding the foregoing, if the buyer exercises their rescission rights under Section 42 of the Property Law Act
and a deposit has been paid to the seller o the seller's brokerage or anyone else, the prescribed amount that the
buyer is required to pay in connection with the exercise of their rescission right will be paid to the seller from the
deposit and the balance, if any, will be paid to the buyer without any further direction or agreement of the parties.
COMPLETION: (ection 4) Unless the parties are prepared to meet at the Land Title Office and exchange title
documents for the purchase price, it is, in every case, advisable for the completion of the sale to take place in the
following sequence:
() The buyer pays the purchase price or down payment n trust to the buyer's lawyer or notary (who should advise the
buyer of the exact amount required) several days before the completion date and the buyer signs the documents.
) The buyer's lawyer or notary prepares the documents and forwards them for signature to the seller's lawyer or
notary who returns the documents to the buyer's lawyer or notary.
() The buyer's lawyer or notary then attends to the deposit of the signed title documents (and any mortgages) in the
appropriate Land Title Office.
(d) The buyers lawyer or notary releases the sale proceeds at the buyer's lawyer's or notary's office.
Since the seller is entitled to the seller's proceeds on the completion date, and since the sequence described above
takes a day or more, it is strongly recommended that the buyer deposits the money and the signed documents at
least two days before the completion date, or at the request of the conveyancer, and that the seller delivers the signed
transfer documents no later than the morning of the day before the completion date.
While it is possible to have a Saturday completion date using the Land Title Office’s electronic filing system, parties
are strongly encouraged not to schedule a Saturday completion date as it will restrict their access to fewer lawyers
or notaries who operate on Saturdays; lenders will generally not fund new mortgages on Saturdays; lenders with
existing mortgages may not accept payouts on Saturdays; and other offices necessary as part of the closing process
may not be open.
POSSESSION: (Section 5) The buyer should make arrangements through the REALTORS® for obtaining possession.
The seller will not generally let the buyer move in before the seller has received the sale proceeds. Where residential
tenants are involved, buyers and sellers should consult the Residential Tenancy Act.
TITLE: (Section 9) It is up to the buyer to satisfy the buyer on matters of zoning or building or use restrictions, toxic
or environmental hazards, encroachments on or by the property and any encumbrances which are staying on title
before becoming legally bound. It is up to the seller to specify in the contract if there are any encumbrances, other
than those listed in Section 9, which are staying on title before becoming legally bound. If you as the buyer are taking
out a mortgage, make sure that ttle, zoning and building restrictions are all acceptable to your mortgage company.
In certain circumstances, the mortgage company could refuse to advance funds. If you as the seller are allowing the
buyer to assume your mortgage, you may still be responsible for payment of the mortgage, unless arrangements are

de with your mortgage company.
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INFORMATION ABOUT THE CONTRACT OF PURCHASE AND SALE
RESIDENTIAL (contnuee)

6. CUSTOMARY COSTS: (Section 15) In particular circumstances there may be additional costs, but the following costs
are applicable in most circumstances:

Costs to be Borne by the Seller Costs to be Borne by the Buyer
Lawyer or notary Fees and Expenses: Lawyer or notary Fees and Expenses:  Land Title Registration fees.

- attending to execution documents - searching title, Survey Certificate (if required).
Costs of clearing tte, including: - drafting documents. Fire Incurance Premium.

~ investigating ttle, Costs of Mortgage, Including Sales Tax (f applicable),

 discharge fees charged by - mortgage company’s lawyer/notary,

encumbrance holders, - appraisal (if applicable), Property Transfer Tax.
- prepayment penalties _ Land Title Registration fees. Goods and Services Tax (i applicable).

Real Estate Commission (plus GST).
In addition to the above costs there may be financial adjustments between the seller and the buyer pursuant to
Section 6 and additional taxes payable by one or more of the parties in respect of the property or the transaction
contemplated hereby (eg. Empty Home Tax and Speculation Tax).

Goods and Services Tax (GST)
The Contract of Purchase and Sale provides that, unless the Buyer and the Seller agree otherwise in writing, the
Purchase Price set out in Section 1 includes applicable GST. Whether or not GST applies to the purchase and sale of
the Property will depend on a number of different factors. Buyers and Sellers are advised to make inquiries and seek
professional advice as to whether GST is applicable to their transaction before entering into the Contract of Purchase
and sale.
If GST is applicable, the Buyer will pay such GST to the Seller on the Completion Date by paying the full amount of
the Purchase Price, and the Seller will remit to CRA from such payment, the applicable GST.
CLOSING MATTERS: The closing documents referred to in Sections 11, 11A and 116 of this contract will, in most
cases, be prepared by the buyer's lawyer or notary and provided to the seller's lawyer or notary for review and
approval. Once settled, the lawyers/notaries wil arrange for execution by the parties and delivery on or prior to the
completion date. The matters addressed in the closing documents referred to in Sections 11A and 118 will assist the
lawyers/notaries as they finalize and attend to various closing matters arising in connection with the purchase and
sale contemplated by this contract.
RISK: (Section 16) The buyer should arrange for insurance to be effective as of 12:01 am on the completion date.
FORM OF CONTRACT: This Contract of Purchase and Sale is designed primarily for the purchase and sale of
freehold residences. If your transaction involves: a house or other building under construction, a lease, a business,
an assignment, other special circumstances (including the acquisition of land situated on a First Nations reserve),
additional provisions, not contained in this form, may be needed, and professional advice should be obtained. In
some instances, a Contract of Purchase and Sale specifically related to these circumstances may be available. Please
check with your REALTOR® o legal professional for more information. A Property Disclosure Statement completed by
the seller may be available.

. REALTOR® Code, Article 11: AREALTOR® shall not buy or sell, or attempt to buy or sell an interest in property either
directly or indirectly for himself or herself, any member of his or her immediate family, or any entity in which the
REALTOR® has a financial interest, without making the REALTOR™s position known to the buyer or seller in writing.
Among the obligations included in Section 53 of the Real Estate Services Rules: If a licensee acquires, directly or
indirectly, or disposes of real estate, or if the licensee assists an associate in acquiring, directly or indirectly, or
disposing of real estate, the licensee must make a disclosure in writing to the opposite party before entering into
any agreement for the acquisition or disposition of the real estate.

. RESIDENCY: When completing their residency and citizenship status, the buyev and the seller should confirm their
residency and citizenship status and the tax thereof with theil

. AGENCY DISCL 21)Alld whom the senerorme buyer has an agency relationship
should be listed. If additional space is required, list the additional designated agents on an addendurn to the Contract
of Purchase and Sale.
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CONTRACT OF PURCHASE AND SALE

BROKERAGE: DATE:
ADDRESS: BC PHONE:
PREPARED BY: MLS® NO:
BUYER: SELLER:
BUYER: SELLER:
BUYER: SELLER:
ADDRESS: ADDRESS:
PC: PC:
This may giving
e Sellers add urpose of glv
PROPERTY:
UNITNO. 'ADDRESS OF PROPERTY
CITV/TOWN/MUNICIPALITY POSTAL CODE
PID. OTHER PID(S)

(EGAL DESCRIPTION
The Buyer agrees to purchase the Property from the Seller on the following terms and subject to the following conditions:

1. PURCHASE PRICE: The Purchase Price of the Property will be $

DOLLARS (Purchase Price).
Unless the Buyer and the Seller agree otherwise in writing, the Purchase Price includes Goods and Services Tax (GST)
if applicable, and the Seller will separately disclose all applicable GST on or before the Completion Date on the Seller's
Statements of Adjustments. If the Property is “residential real property” (as defined in the Home Buyer Rescission Period
Regulation) that is not exempt from the Rescission Right (as defined below) and the Buyer exercises the Rescission
Right the amount payable by the Buyer to the Seller will be $

(Rescission Amount). The foregoing Rescission Amount is set out herein
for notice purposes only and, to the extent there is an inconsistency between the foregoing sentence and the Home
Buyer Rescission Period Regulation, the latter will govern and prevail. The parties acknowledge and agree that
if the Buyer exercises the Rescission Right, the Buyer will pay (or cause to be paid) the Rescission Amount to the
Seller promptly and in any event within 14 days after the Buyer exercises the Rescission Right.

BUYER'S INITIALS SELLER'S INITIALS
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PROPERTY ADDRESS.
2. DEPOSIT: A deposit of § which will form part of the Purchase Price, will be paid within
24 hours of acceptance unless agreed as follows:
within hours of subject removal not including Saturdays, Sundays or holidays by way of Bank Draft,

Direct Deposit or Wire Transfer.
All monies paid pursuant to this Section (Deposit) will be paid in accordance with Section 10 or by uncertified cheque
except as otherwise set out i this Section 2 and will be delivered in trust to

and held in trust in accordance with the provisions of the Real Estate Services Act. In the
event the Buyer fails to pay the Deposit as required by this Contract, the Seller may, at the Seller's option, terminate
this Contract. The party who receives the Deposit is authorized to pay all or any portion of the Deposit to the Buyer's
or Seller's conveyancer (the “Conveyancer") without further written direction of the Buyer or Seller, provided that:

A.the Conveyancer is a Lawyer or Notary;

B. such money is to be held in trust by the Conveyancer as stakeholder pursuant to the provisions of the Real Estate
Services Act pending the completion of the transaction and not on behalf of any of the principals to the transaction;
and
if the sale does not complete, the money should be returned to such party as stakeholder or paid into Court.

The parties acknowledge and agree that if the Buyer exercises the Rescission Right within the prescribed period
and in the prescribed manner and the Deposit has been paid by the Buyer, the prescribed amount that the Buyer
is required to pay in connection with the exercise of the Rescission Right will be paid to the Seller from the Deposit
and the balance of the Deposit, if any, will be paid to the Buyer, all without any further direction or agreement of the
parties. If the Deposit s less than the prescribed amount required to be paid by the Buyer, the Buyer must promptly
pay the shortfall to the Seller in accordance with the Home Buyer Rescission Period Regulation and this Contract of
Purchase and Sale.

TERMS AND CONDITIONS: The purchase and sale of the Property includes the following terms and is subject to the
following conditions:

This contract includes: Addendum 1, Addendum Il, Title and the Property Disclosure Statement

fal

w

The Seller agrees to co-operate fully in providing access to the subject property if an appraisal is required by
the Buyer for purposes of financing or obtaining home insurance. Said access shall be at the convenience of
the Buyer or Buyer's desi ive providing notice has been given to the Seller or the

Seller's Agent.

After conditions are removed and prior to the Completion Date, the Seller agrees and acknowledges that the
buyer can access the property up to a maximum of 2 times, at a time that is mutually acceptable to both
parties. These appointments will be of one hour in length and 48 hours notice will be given to the seller for
these appointments. The buyer will be accompanied by a licensed agent at all times.

Each condition, if so indicated is for the sole benefit of the party indicated. Unless each condition is waived or declared
fulfilled by written notice given by the benefiting party to the other party on or before the date specified for each
condition, this Contract will be terminated thereupon and the Deposit returnable in accordance with the Real Estate
Services Act.

BUYER'S INITIALS SELLER'S INITIALS
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PROPERTY ADDRESS
4. COMPLETION: The sale will be completed on yr.
(Completion Date) at the appropriate Land Title Office.
5. POSSESSION: The Buyer will have vacant possession of the Property at oclock m. on
yr. (Possession Date) or, subject to the following existing tenancies, if any:
6. ADJUSTMENTS: The Buyer will assume and pay all taxes, rates, local improvement assessments, fuel utilities and
other charges from, and including, the date set for adjustments, and all adjustments both incoming and outgoing of
whatsoever nature will be made as of s Date).
7. INCLI :The Purchase P ,fixtures, and
thereto, and all blinds, awnings, screen doors and windows, curtain rods, tracks and valances, fixed mirrors, fixed
carpeting, electric, plumbing, heating and air fixtures and all app esand thereto as

viewed by the Buyer at the date of inspection, INCLUDING:

BUT EXCLUDING:

8. VIEWED: The Property and all included items will be in substantially the same condition at the Possession Date as
when viewed by the Buyer on yr.

9. TITLE: Free and clear of all encumbrances except subsisting conditions, provisos, restrictions exceptions and
reservations, including royalties, contained in the original grant or contained in any other grant or disposition from
the Crown, registered or pending restrictive covenants and rights-of-way in favour of utilities and public authorities,
existing tenancies set out in Section 5, if any, and except as otherwise set out herein.

10. TENDER: Tender or payment of monies by the Buyer to the Seller will be by certified cheque, bank draft, wire transfer
or Lawyer's/Notary's o real estate brokerage's trust cheque.

11. DOCUMENTS: All documents required to give effect to this Contract will be delivered in registrable form where

necessary and will be lodged for registration in the appropriate Land Title Office by 4 pm on the Completion Date.

11ASELLER'S PARTICULARS AND RESIDENCY: The Seller shall deliver to the Buyer on or before the Completion Date a
statutory declaration of the Seller containing:

A, particulars regarding the Seller that are required to be included in the Buyer's Property Transfer Tax Return to be
filed in connection with the completion of the transaction contemplated by this Contract (and the Seller hereby
consents to the Buyer inserting such particulars on such return);

8. a declaration regarding the Vancouver Vacancy By-Law for residential properties located in the City of Vancouver;
and

C. if the Seller is not a non-resident of Canada as described in the non-residency provisions of the income Tax Act,
confirmation that the Seller is not then, and on the Completion Date will not be, a non-resident of Canada. If on the
Completion Date the Seller is a non-resident of Canada as described in the residency provisions of the income Tax

BUYER'S INITIALS SELLER'S INITIALS
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PROPERTY ADDRESS

Act, the Buyer shall be entitled to hold back from the Purchase Price the amount provided for under Section 116
of the Income Tax Act.

11B.GST CERTIFICATE: If the transaction contemplated by this Contract is exempt from the payment of Goods and Services

Tax (“GST), the Seller shall execute and deliver to the Buyer on or before the Completion Date, an appropriate

GST exemption certificate to relieve the parties of their obligations to pay, collect and remit GST in respect of the

the by this Contract is not exempt from the payment of GST, the Seller

and the Buyer shall execute and deliver to the other party on or before the Completion Date an appropriate GST
certificate in respect of the transaction.

N

. TIME: Time will be of the essence hereof, and unless the balance of the payment s paid and such formal agreements to
pay the balance as may be necessary are entered into on or before the Completion Date, the Seller may, at the Seller's
option, terminate this Contract, and, in such event, the amount paid by the Buyer will be non-refundable and absolutely
forfeited to the Seller, subject to the provisions under the Real Estate Services Act, on account of damages, without prejudice
to the Seller's other remedies,

@

. BUYER FINANCING: If the Buyer is relying upon a new mortgage to finance the Purchase Price, the Buyer, while still
required to pay the Purchase Price on the Completion Date, may wait to pay the Purchase Price to the Seller until after
the transfer and new mortgage documents have been lodged for registration in the appropriate Land Title Office, but
only if, before such lodging, the Buyer has:

A. made available for tender to the Seller that portion of the Purchase Price not secured by the new mortgage, and
fulfilled all the new mortgagee's conditions for funding except lodging the mortgage for registration, and

C. made available to the Seller, a Lawyer's or Notary's undertaking to pay the Purchase Price upon the lodging of the

transfer and new mortgage documents and the advance by the mortgagee of the mortgage proceeds pursuant
to the Canadian Bar Association (BC Branch) (Real Property Section) standard undertakings (the “CBA Standard
Undertakings").

®

=

. CLEARING TITLE: If the Seller has existing financial charges to be cleared from title, the Seller, while still required to
clear such charges, may wait to pay and discharge existing financial charges until immediately after receipt of the
Purchase Price, but in this event, the Seller agrees that payment of the Purchase Price shall be made by the Buyer's
Lawyer or Notary to the Seller's Lawyer or Notary, on the CBA Standard Undertakings to pay out and discharge the
financial charges, and remit the balance, if any, to the Seller.

. COSTS: The Buyer will bear all costs of the conveyance and, if applicable, any costs related to arranging a mortgage

and the Seller will bear all costs of clearing title.

16. RISK: All buildings on the Property and all other items included in the purchase and sale will be, and remain, at the
risk of the Seller until 12:01 am on the Completion Date. After that time, the Property and all included items will be at
the risk of the Buyer.

17. PLURAL: In this Contract, any reference to a party includes that party’s heirs, executors, administrators, successors

and assigns; singular includes plural and masculine includes feminine.

18. AND There are no rep warranties, promises or
agreements other than those set out in this Contract and the representations contained in the Property Disclosure
Statement if incorporated into and forming part of this Contract, all of which will survive the completion of the sale.

19. PERSONAL INFORMATION: The Buyer and the Seller hereby consent to the collection, use and disclosure by the
Brokerages and by the Managing Broker(s), Associate Broker(s) and fthos
the “Designated Agent(s)") described in Section 21, the real estate boards or “associations” olwmch those Brokerages

BUYER'S INITIALS SELLER'S INITIALS
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andLic ith any successors or thereof, the “Boards") and, if the Property

is listed on a Multiple Listing Service®, the Board that operates the Multiple Listing Service®, of personal information

about the Buyer and the Seller:

A.for all purposes consistent with the transaction contemplated herein;

8. ifthe Propertyis listed on a Multiple Listing Service®, for the purpose of the compilation, retention and publication

by the Board that operates the Multiple Listing Service® and other Boards of any statistics including historical

Multiple Listing Service® data for use by persons authorized to use the Multiple Listing Service® of that Board and

other Boards;

for enforcing codes of professional conduct and ethics for members of Boards; and

for the purposes (and to the recipients) described in the British Columbia Real Estate Association'’s Privacy Notice

and Consent form.

The personal information provided by the Buyer and Seller may be stored on databases outside Canada, in which
case it would be subject to the laws of the jurisdiction in which it is located.

20. ASSIGNMENT OF REMUNERATION: The Buyer and the Seller agree that the Seller's authorization and instruction
set out in Section 27(c) below is a confirmation of the equitable assignment by the Seller in the listing contract and is
notice of the equitable assignment to anyone acting on behalf of the Buyer or Seller.

20ARESTRICTION ON ASSIGNMENT OF CONTRACT: The Buyer and the Seller agree that this Contract;

A. must not be assigned without the written consent of the Seller; and
B. the Seller is entitled to any profit resulting from an assignment of the Contract by the Buyer or any subsequent
assignee.

21. AGENCY DISCLOSURE: The Seller and the Buyer and confirm as follows (initial iate box(es) and
complete details as applicable):

A. The Seller acknowledges having received, read and understood the BC Financial

Services Authority (BCFSA) form entitled “Disclosure of Representation in Trading

INTALS Services” and hereby confirms that the Seller has an agency relationship with
Willow Miller

on

DESIGNATED AGENT(S)

who is/are licensed in relation to,

BROKERAGE

@

The Buyer acknowledges having received, read and understood the BCFSA form
entitled “Disclosure of Representation in Trading Services” and hereby confirms that the

INTIALS Buyer has an agency relationship with Dima Borysenko
DESIGNATED AGENT(S)

who is/are licensed in relation toRoyal LePage Coast Capital - Westshore
BROKERAGE

fa}

The Seller and the Buyer each acknowledge having received, read and understood
the BCFSA form entitled “Disclosure of Risks Associated with Dual Agency” and hereby
confirm that they each consent to a dual agency relationship with

INITIALS

DESIGNATED AGENT(S)

BUYER'S INITIALS SELLER'S INITIALS
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PROPERTY ADDRESS
who is/are licensed in relation to

BROKERAGE

having signed a dual agency agreement with such Designated Agentls) dated

o

If only (A) has been completed, the Buyer acknowledges having received, read and
the BCFSAform from the Seller's
INTIALS agent listed in (A) and hereby confirms that the Buyer has no agency relationship.

If only (B) has been completed, the Seller acknowledges having received, read and
understood the BCFSA form “Disclosure of Risks to Unrepresented Parties” from
the Buyer's agent listed in (8) and hereby confirms that the Seller has no agency
relationship.

22. ACCEPTANCE IRREVOCABLE (Buyer and Seller):

INTIALS

The Seller and the Buyer specifically confirm that this Contract of Purchase and
@ sale, whether executed and sealed by hand or by digital or electronic signature and
seal, or otherwise, is hereby executed under seal, which is evidenced by each of the
Buyer and the Seller making the deliberate, intentional and conscious act of inserting
their initials (whether by hand or electronically) in the appropriate space provided
beside this Section 22. The parties intend that the act of inserting their initials as set
out above is to have the same effect as if this Contract of Purchase and Sale had
@) been physically sealed by wax, stamp, embossing, sticker or any other manner. It is
agreed and understood that, without limiting the foregoing, the Seller's acceptance is
irrevocable including without limitation during the period prior to the date specified
for the Buyer to either:
A fulfill or waive the terms and conditions herein contained; and/or
B. exercise any option(s) herein contained.
23. DISCLOSURE OF BUYER'S RESCISSION RIGHT: The Seller and the Buyer hereby acknowledge that, unless the Property
is exempt from the Rescission Right, the Buyer is entitled pursuant to Section 42(1) of the Property Law Act (British
Columbia) to rescind (cancel) this Contract of Purchase and Sale by serving written notice of the rescission on the
Seller within the prescribed period and in the prescribed manner (the “Rescission Right") and the parties hereby
acknowledge the following:
the Buyer cannot waive the Rescission Right;

B. the Rescission Right may only be exercised by the Buyer giving notice on any day within three (3) business days
(being any day other than a Saturday, a Sunday or a holiday in British Columbia) after the Final Acceptance Date
(defined below);

BUYERS INITIALS

SELLERS INITIALS

C. if the Buyer exercises the Rescission Right, the Buyer must promptly pay to the Seller the Rescission Amount,
being 0.25% of the Purchase Price, as calculated and set out in Section 1 of this Contract of Purchase and Sale.

D.  Ifthe Buyer has paid a Deposit, the Rescission Amount will be promptly paid from the Deposit and the balance of
the Deposit, if any, will be paid to the Buyer, all without any further direction or agreement of the parties. If the
Deposit is less than the Rescission Amount, the Buyer will be required to pay the shortfall; and

BUYER'S INITIALS SELLER'S INITIALS
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the following are exempt from the Rescission Right:

(i) residential real property that is located on leased lands;
(i) aleasehold interest in residential real property;

(ii) residential real property that is sold at auction;
(iv) residential real property that is sold under a court order or the supervision of the court; and
(v) a Contract of Purchase and Sale to which Section 21 of the Real Estate Development Marketing Act applies.

E.

The Buyer and the Seller each acknowledge that the foregoing constitutes disclosure made pursuant to Section 57.1

of the Real Estate Services Rules.

BUYERS INITIALS SELLER'S INITIALS

24. THIS IS A LEGAL DOCUMENT. READ THIS ENTIRE DOCUMENT AND INFORMATION PAGE BEFORE YOU SIGN.

25. COUNTERPARTS: The parties agree that this Contract of Purchase and Sale and any amendments or attachments
thereto may be executed in counterparts by the parties and delivered originally o by facsimile, email, or other means
of electronic transmission. Each such counterpart when so executed and delivered is deemed to be an original and
all such counterparts of a relevant document taken together shall constitute one and the same relevant document as

though the signatures of all the parties were upon the same document.

THE REMAINDER OF THE PAGE IS INTENTIONALLY LEFT BLANK - SIGNATURE PAGE FOLLOWS

SELLER'S INITIALS

BUYER'S INITIALS
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26. OFFER: This offer, or counter-offer, will be open for acceptance until ___________odock _m.on

day of yr. (unless withdrawn in writing with notification to

the other party of such revocation prior to notification of its acceptance), and upon acceptance of the offer, or counter-

offer, by accepting in writing and notifying the other party of such acceptance, there will be a binding Contract of
Purchase and Sale on the terms and conditions set forth.

Ifthe Buyer is an individual, the Buyer declares that they are a Canadian citizen or a permanent resident as defined
in the Immigration and Refugee Protection Act:

YES NO
WITALS INITALS
VR VR BVER
PRINTNAVE PRINTRAME PRINT NAVEE
NESS WTNESS TNESS
27. ACCEPTANCE: The Seller:
A, hereby accepts the above offer and agrees to complete the sale upon the terms and conditions set out above,
B. agrees to pay a commission as per the Listing Contract, and
C. authorizes and instructs the Buyer and anyone acting on behalf of the Buyer or Seller to pay the commission out
of the proceeds of sale and forward copies of the Seller's Statement of Adjustments to the Cooperating/Listing
Brokerage, as requested forthwith after Completion.
Seller's acceptance is dated this day of yr.

The Seller declares their residency as defined under the income Tax Act:

RESIDENT OF NON-RESIDENT
CANADA OF CANADA
INTIALS INITIALS

SELLER SELLER SELLER

PRINTNAME PRINT NAME PRINT NAME

WITNESS WTNESS. WITNESS
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NOTICE FOR BUYER'S RESCISSION RIGHT: If the Property is “residential real property” (as defined in the Home Buyer |
Rescission Period Regulation) that is not exempt from the Rescission Right and the Buyer is entitled to exercise the
Rescission Right, the Seller's (or the Seller's appointee's) mailing address, email address and/or fax number for notice
of rescission is as follows:

Attention:
Address:
Email: Fax:

Any notice of rescission given by the Buyer will be deemed to have been delivered on the day it was sent if delivered
in accordance with the Home Buyer Rescission Period Regulation.

The date of acceptance of this Contract is (the “Final Date") being
the date that the last party executed and delivered this Contract and, if applicable, based on the foregoing the date by
which the Buyer must exercise the Rescission Right is

The foregoing sentence is not a term of the Contract and is included for notice purposes only and, to the extent there
is an inconsistency between the foregoing and the Home Buyer Rescission Period Regulation and the latter will govern
and prevail. This Notice is only applicable if the Property is “residential real property” (as defined in the Home Buyer
Rescission Period Regulation) that is not exempt from the Rescission Right.

BUYER'S INITIALS SELLER'S INITIALS

“PREC represents Personal Re Esate Corporation

Trodemarks ae owned or

provide 151
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CONTRACT OF PURCHASE AND SALE ADDENDUM |

MLS® NO DATE

RE: ADDRESS

FURTHER TO THE CONTRACT OF PURCHASE AND SALE DATED

MADE BETWEEN AS BUYER(S),
AND AS SELLER(S)

AND COVERING THE ABOVE MENTIONED PROPERTY, THE UNDERSIGNED HEREBY AGREE AS FOLLOWS

1. PROVINCIAL PROPERTY TRANSFER TAX (Buyer): The Buyer is aware that Provincial Property Transfer Tax of 1% on the

first $200,000, 2% on the portion of the fair market value greater than $200,000 and up to and including $2,000,000, and

on the portion of the fair market value greater than $2,000,000, and if the property is residential, a further 2% on the

portion of the fair market value greater than $3,000,000 s payable by the Buyer, calculated on the fair market value of the
roperty; unless the Buyer qualifies for an exemption.

2. NO APPLIANCE WARRANTY (Buyer): The Buyer acknowledges and accepts that the included appliance(s) purchased are on
an as is” basis and that the Seller does not warrant the condition of such appliance(s).

3. DEPOSITS (Buyer & Seller): A Buyer's deposit cannot be released until it has cleared the financial institution(s) and the
release complies with the provisions of the Real Estate Services Act.

4. FIREPLACES, FIREPLACE INSERTS, WOOD STOVES AND CHIMNEYS (Buyer): The Buyer agrees that it is the Buyers'
resﬁuns\b\hly to ensure that any fireplace, fireplace insert, wood stove, and/or chimney installed in the Property complies
with requirements of local government authorities.

5. PROPERTY INSPECTIONS (Buyer & Seller): Inspections may include the following (if applicable): verification of existence
of underground oil storage tanks, buildings and firr of the Property records of local
government authorities; property appraisals for mortgage purposes; verification of the operating condition of the septic
System; confirmation of quantity and quality of the well water; issues associated with archaeological sites.

6. SECONDARY ACCUMMODATION (Buyer): The Buyer acknowledges that the Property may contain secondary living

ot be permitted by the zoning bylaws applicable o the Property.
The Buyer Ehceriands the mpications of theloss of Income and other costs the Buyer tay incu se of the secondary
living Buyer that it is the Buyer's responsibility to confirm with the local

7. GST(Buyer &Seller): The Buyer and the Seller
8. PROPERTY, DWELLING SIZE AND ROOM REQUIREMENTS (Buyer): The Buyer is satisfied with the area of the dwelling and
h d
P

as advertised or provided, are approximate only.

9. TITLETO PROPERTY (Buyer): The Buyer that it is the Buye understand and accept the legal
effect of any notations and charges which remain on the title to the Pmpsrty Eiter the Completion Dats

10.DISCLOSURE OF MATERIAL LATENT DEFECTS (Buyer & Sellr): If applicable,the Seller acknowedges havmg provided, and
the Buy having received, disclosure of all known material latent defects PRIOR to entering
into the Contract of Purchase and Sale It accordance with the Rules of the BC Financial Services Authority.

11.SURVEY CERTIFICATE (Seller): The Selle agrees to provide to the Buyer at no cost, a surveyors certfcate ofthe Property if
one is available.

12.FUEL IN TANK (Buyer & Seller): If applicable and notwithstanding clause 6 on page 2 of this Contract, the Buyer shall acquire
at no cost the fuel in the tank as of the Possession Date, taking into consideration reasonable usage by the Seller from the
date of this Contract to the Possession

[13.PROPERTY DISCLOSURE (Buyer & Seller): THE ATTACHED PROPERTY DISCLOSURE STATEMENT DATED

1S INCORPORATED INTO, AND FORMS A PART OF THIS CONTRACT.

@ e (]

SELLER @ SELLER e SELLER @

VR Revised September 2021
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CONTRACT OF PURCHASE AND SALE ADDENDUM II

MLS® NO DATE ponthiosrvesss

RE: ADDRESS

FURTHER TO THE CONTRACT OF PURCHASE AND SALE DATED

MADE BETWEEN AS BUYER(S),
AND AS SELLER(S)

AND COVERING THE ABOVE MENTIONED PROPERTY, THE UNDERSIGNED HEREBY AGREE AS FOLLOWS:
. BUYER FINANCING: Subject to the Buyer arranging mortgage financing on or before
(oNTHIOAYERR) for an amount, at an interest rate, and on terms and conditions
satisfactory to the Buyer.
This condition is for the sole benefit of the Buyer.
. PROPERTY INSPECTION: Subject tion reportof the Property on or before
Upon first receiving reasonable notice, the Seller will permit the
Buyer and a representative of the Buyer's Brokerage to have access to the Property to conduct inspections.
This condition is for the sole benefit of the Buyer.

N

3. STATE OF PROPERTY TITLE: Subject to the Buyer being satisfied with the state of title to the Property, including
without limitation, the nature of each charge and legal notation registered on the title of the Property on or before
This condition is for the sole benefit of the Buyer.

The Buyer acknowledges and accepts that on completion the Buyer will receive title containing, in addition to any
encumbrance referred to in Clause 9 (TITLE) of this contract, any non-financial charge set out in the copy of the title
search results that is attached to and forms part of this contract.

4. FIRE/PROPERTY INSURANCE: Subject to the Buyer obtaining approval for fire/property insurance, satisfactory to the
Buyer, on the Property on or before wouroarreas
This condition is for the sole benefit of the Buyer.

5. PROPERTY DISCLOSURE: Subject to the Buyer on or before
approving the Property Disclosure Statement with respect to the information that reasonably may adversely affect
the use or value of the Property.

This condition is for the sole benefit of the Buyer.
If approved, such Disclosure Statement will be incorporated into and form part of this Contract of Purchase and Sale.
The Seller will provide the Property Disclosure Statement within 24 hours of acceptance of this offer.

BOVER BOVER TOVER

FRINT NAVE FRINT NANE PRINT NANE

WSS WITNESS WiTNESS

SR Eana SELeR

FRINT NAVE PRINT NAME PRINT NANE

TS TITNESS WITNESS pp—

VR Revised September 2021



Royal LePage Coast Capital Realty - Dima Borysenko

Glossary Of Terms

Amortization: The number of years it takes to repay the entire amount
of a mortgage.

Appraisal: An estimate of a property’s market value, used by lenders
in determining the amount of the mortgage.

Appreciation: The increase in a property’s value over time.

Assessment: The value of a property set by the local municipality, for
the purpose of calculating property tax.

Assumable Mortgage: A mortgage held on a property by the seller
that can be taken over by the buyer, who then accepts responsibility
for making the mortgage payments.

Blended Mortgage: A combination of two mortgages, one with a
higher interest rate that the other, to create a new mortgage with an
interest rate somewhere between the two original rates.

Blended Mortgage Payments: Equal or regular mortgage payments,
consisting of both a principal and an interest component. With each
successive payment, the amount applied to interest decreases and the
amount applied to the principal increases although the total payment
doesn’t change. (Exception: see variable Rate Mortgages)

Broker: A real estate professional licensed by the province to facilitate
the sale, lease, or exchange of a property.

96
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Buy Down: When the seller reduces the interest rate on a mortgage
by paying the difference between the reduced rate and market rate
directly to the lender, or to the buyer, in one lump sum or monthly
installments.

Closed Mortgage: A mortgage that cannot be pre-paid, re-negotiated
or refinanced during its term.

Closing: The real estate transaction’s completion, when the parties
involved agree that all legal and financial obligations have been met,
and the deed to the property is transferred from the seller to the buyer.

Closing Costs: Expenses in addition to the purchase price for buying
and selling property.

Closing Date: The date on which the title and keys to the property
are transferred from the seller to the buyer, and the money is paid.

Common Elements: The portions of a condominium development
owned in common (shared) by the unit owners.

Conventional Mortgage: A first mortgage issued for up to 75% of
the property’s appraised value or purchase price, whichever is lower.

Counter-offer: One party’s written response to the other party’s offer
during negotiation of a real estate purchase between buyer and seller.

Debt Service Ratio: The percentage of a borrowers gross income that
can be used for housing costs, including mortgage payment and taxes

(and inium fees, when it ).

Deed: A legal document that conveys (transfers) ownership of a
property to the buyer.

Down Payment: The difference between a property’s purchase price
and the amount financed.
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Easement: A legal right to use or cross (right of way) another person’s
land for limited purposes. A common example is a utility company’s
right to run wires or lay pipe across a property.

Encroachment: An intrusion onto an adjoining property. A neighbour’s
fence, storage shed, or overhanging roof line that partially (or even
fully) intrude onto your property are examples of encroachment.

Equity: The difference between the price for which a property can
be sold and the mortgage(s) on the property. Equity is the owners
“stake”™ in a property.

Estoppel Certificate: A written statement of a condominium unit’s
current financial and legal status. This is now called a condo status
report .

First Mortgage: The first security registered on a property. Additional
mortgages secured against the property are “secondary” to the first
mortgage.

Foreclosure: A legal process by which the lender takes possession and
ownership of a property when the borrower doesn’t meet (“defaults
on”) the mortgage obligations.

Hazard Insurance: An insurance policy required by lenders to protect
against damage or loss caused by fire, weather, etc.

High Ratio Mortgage: A mortgage of more than 75% of a property’s
appraised value or purchase price.

Interest: The cost of borrowing money.

Joint Tenancy: A form of ownership in which two or more individuals
(often spouses) have an equal share in the ownership of a property.

In the event of one owner’s death, his or her share is automatically
transferred to the surviving owner(s), apart from the deceased’s will.
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Land Transfer Tax: Payment to the provincial government for
transferring property from the seller to the buyer.

Leverage: Controlling a large asset with a relatively small amount of
cash. For example, a $25,000 down payment (or less) can be used to
purchase (control) a $100,000 home..

Lien: Any legal claim against a property, filed to ensure payment of
a debt.

Listing Agreement: The contract between the listing broker and an
owner, authorizing the realtor to facilitate the sale or lease of a property.

Listing Broker: The realtor who signs a contract with an owner to
sell the property.
Maintenance Fee: A monthly fee paid by condominium owners for

maintaining the development’s common areas.

Mortgage: A contract between a borrower and a lender. The
borrower pledges a property as security to guarantee repayment of
the mortgage debt.

Mortgagee: The lender.

Mortgage Broker: A licensed individual who, for a fee, brings
together a borrower in search of a mortgage and a lender willing to
issue that mortgage.

Mortgage Insurance: Gover backed or private-backed
insurance protecting the lender against the borrower’s default on high
ratio (and other types of) mortgages.

Mortgage Life Insurance: Insurance that pays off the mortgage debt,
should the insured borrower die.

Mortgage Payment: The regular installments made towards paying
back the principal debt and interest on a mortgage.
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Mortgage Term: The length of time a lender will loan mortgage funds
to a borrower. Most mortgage terms run from six months to five years,
after which the borrower can cither repay the balance (remaining
principal) of the mortgage, or renegotiate the mortgage for another

term.
Mortgagor: The borrower.

Multiple Listing Service (MLS): A system for relaying information
to realtors about properties for sale.

Open Mortgage: A mortgage that can be prepaid or re-negotiated
at any time in any amount without penalty.

Partially Open Mortgage: Allows the borrower to prepay a specific
portion of the mortgage principal at certain time with or without
penalty.( Also called a “partially closed” mortgage)

Portability: A mortgage feature that allows borrowers to take their
mortgage with them without penalty, when they sell their present
home and buy another one.

Prepayment Privilege: A mortgage feature that allows the borrower
to prepay a portion or all of the principal balance with or without
penalty. The privilege is frequently restricted to specific amounts
and times.

Principal: The mortgage amount initially borrowed, or the portion still
owing on the mortgage. Interest is calculated on the principal amount.

Rate: (Or interest) The return the lender receives for advancing the
mortgage funds required by the borrower to purchase a property.

Realtors: Real estate professionals who are members of a local real
estate board and the Canadian Real Estate Association. Only these
professionals can call themselves realtors.
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Refinancing: The process of obtaining a new mortgage, usually at a
lower interest rate, to replace the existing mortgage.

Reserve Fund: The portion of a condominium maintenance fee that
is set aside to cover major repair and replacement costs.

Second Mortgage: A second financing arrangement, in addition

to the first mortgage, also secured by the property. Second mortgages
are usually issued at a higher interest rate and for a shorter term

than the first mortgage.

Secondary Financing: Second, third, fourth, etc. mortgages, secured
by a property “behind” the first mortgage.

Seller: The seller in a real estate transaction.

Seller-Take-Back Mortgage: When sellers use their equity ina

property to provide some or all of the mortgage financing in order to
sell the property.

Title: The legal evidence of ownership in a property.

Title Search: A detailed ination of the ip d to
ensure there are no liens or other encumbrances on the property, and

no questions regarding the seller’s ownership claim.

Unit: The individual home or apartment held by the owner within
a condominium development.

Variable-Rate Mortgage: A mortgage for which .payments are fixed
but the interest rate changes in relationship to fluctuating market
interest rates. If market rates go up, a larger portion of the payment
goes to interest. If rates go down, a larger portion of the payment is
applied to the principal.

Zoning Regulations: Strict guidelines set and enforced by municipal
governments regulating how a property .may or may not be altered.
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Hi, I’'m Dima Borysenko — a licensed Realtor® based on Vancouver Island,
British Columbia.

For the past six years, I’ve had the privilege of helping families, newcomers, and
investors navigate the Canadian real estate market. Over the last three years, I've
focused specifically on Vancouver Island — a region I call home and one of the
most beautiful and sought-after places to live in Canada.

Through my YouTube channel @CallDima, I share local insights, property tours,
and lifestyle content to help buyers make confident, informed decisions.

‘Whether you're exploring a relocation, looking for investment opportunities, or
searching for your dream home, my goal is to make the process clear,
approachable, and rewarding.

Before moving to Canada, I spent over a decade in real estate in Ukraine, where I
sold more than 1,000 homes, built a brokerage across several cities, and led a team
of 100+ agents. I also co-founded several small businesses. In 2015, I made the
bold decision to start fresh in Canada — a country that represented integrity,
quality of life, and opportunity. That journey shaped the way I work today: with
resilience, care, and a deep respect for the trust my clients place in me.

My approach is simple:
“For me, real estate is personal — because your goals matter.

If you’re considering a move to Island or a in Island
— or simply want honest, personalized guidance in your buying journey — I'd
love to connect.

DimaRealtor.ca 250-403-9030
Dima@RoyalLePage.ca youtube.com@CallDima


https://www.youtube.com/@CallDima

2| BORYSENKO

MA

REALTOR®

44 W Helping you is what I do.

Any question of selling or buying real estate?

More than 100 pages of useful content for all cases in Real
Estate.

After reading this book, you can find out:

- Main factors affecting the real estate market.

- How to find the Best possible home on the current market.

- Find out what about entire process of selling a property with
Q&A.

- Create and increase your wealth through real estate
investments.

Scan with your phone
camera QR code below and
get your FREE PDF copy!



