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Your home will be submitted to the following websites: !
!

Coldwellbanker.ca !
!

Multiple Listing Service (MLS)  
!

Julienpolidoro.com!
!

Facebook  
!
!
!
!

9 out of 10 home buyers use the !

!

internet to search for homes* !

!
!
!
!
!
!
!
!
!
!

*2012 Canadian Real Estate Association Profile of Home Buyers & Sellers 
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What Does Coldwell Banker Homefield !

Realty Do For You And Your Listing? !

!
!

Pre-Listing Activities !
1.Make an appointment with seller for listing presentation. !
2.Courier a Seller Guide to the seller prior to appointment. !
3.Send seller a written or email confirmation of listing appointment and call to confirm. !
4.Review pre-appointment questions. !
5.Research all comparable currently listed properties. !
6.Research sales activity in the area from MLS database. !
7.Research days-on-the-market for similar properties, location and price. !
8.Review property tax roll information. !
9.Prepare “Comparative Market Analysis” (CMA) to establish fair market value. !
10.Research property’s ownership and how it is held (deed). !
11.Check municipal tax records for lot size. !
12.Verify the legal description from public records. !
13.Check Planning Department of Municipal Offices for current zoning. !
14.Check for land use restrictions or special zoning. !
15.Verify legal names in the Registry Office (or deed). !
16.Prepare listing presentation with researched materials. !
17.Drive by the property to assess the Curb Appeal, compare with neighbourhood. !
18.Start formal office file on the property. !
19.Confirm school district and effects of schools on the property value. !
20.Determine whether property is subject to a shoreline road allowance (if applicable). !
21.Review all pertinent information to ensure that it’s complete. !
22.Prepare marketing materials. !
23.Prepare statistics chart for market and neighbourhood. !

!
Listing Appointment Presentation !

24.Explain the various agency relationships using Working with a Realtor® pamphlet and get !
acknowledgement that this has been reviewed with the seller. !

25.Give the seller an overview of current market conditions and projections. !
26.Review sales representatives and brokerage credentials and accomplishments. !
27.Review and confirm all legal descriptions and ownership details. !
28.Establish the square footage above grade. !
29.Confirm lot size from owner’s survey – if no survey is available, make a note on the listing. !
30.Note any lot line fencing, easements and variances. !
31.Review any appraisal that may have been made. !
32.Present CMA to the Seller including Comparable sold properties and current listings. !
33.Offer pricing strategy based on experience and current market conditions. !
34.Discuss a Marketing plan to meet the goal of the seller. !
35.Explain the advantages and power of Multiple Listing Service®. !
36.Explain the use and power of web marketing, mls.ca and our own website. !
37.Explain the work both the salesperson and brokerage do behind the scenes and availability at !
night and on weekends !

38.Explain the sales professional’s role in taking calls and screening for qualified buyers and !
curiosity seekers. 



!
!
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39.Present and explain the strategic master marketing plan. !
40.Review and explain the Listing Agreement and obtain the signature of the seller – give seller !
their copies. !

!
Once the Property is Listed !

43.Measure and record all room dimensions. !
44.Obtain house plans if available. !
45.Make a copy of any house plans. !
46.Copy survey and retain in listing file. !
47.Advise seller of how showing appointments will be made. !
48.Prepare instructions for sales people showing the property and confirm with the seller the best !
times to show to prospective buyers. !

49.Confirm any Condominium Deeds or Homeowners Association fees currently in effect and !
confirm if any outstanding assessments or legal actions, and the amount in the reserve fund. !

50.Get a copy of the Condominium bylaws, if applicable. !
51.Confirm supplier of Hydro or any other provider of this utility. !
52.Calculate the utility usage for the past 12 months from seller’s records. !
53.Verify the availability of any septic bed layout or permits at time of installation. !
54.Water – if Municipal check on rates for the past 12 months. !
55.Well Water – confirm well status and have Health unit test so remedial steps can be taken if !
required. Also, advise of any abandoned wells on the property and put on the listing. !

56.Ask seller about possibility of an oil tank on property. !
57.Determine natural gas, heating oil or propane supplier’s name and telephone number. !
58.Note on listing any rented appliances i.e. water heater, furnace or central air, etc. !
59.Verify security system – owned, rented, terms and service forms. !
60.Ascertain if any lead-based paint, asbestos insulation, UFFI, vermiculite insulation, galvanized !
plumbing, aluminum or knob and tube wiring or other latent defects needs to be disclosed. !

61.Prepare a list of property features such as pool, sauna, whirlpool, landscape pools and special !
plants. !

62.Prepare a list of chattels and fixtures included or excluded from the sale of the property. !
63.Compile a list of recent improvements, repairs or maintenance, !
64.Explain the advantages of a lock box and have extra keys made. !
65.Verify if property has rental units. If so: !
66.Inquire as to whether they comply with the zoning-by-law, fire and electrical safety and City of !
London by-laws and licensing. !

67.Make copies of all rental agreements. !
68.Determine ownership of any appliances or other chattels. !
69.Verify and list all rental amounts and deposits held. !
70.Inform tenants of the listing and discuss how showings will be handled. !
71.Arrange for installation of For Sale sign and Information box on property. !
72.Give the Seller a blank copy of the Agreement of Purchase and Sale and discuss it with them. !
73.Explain the offer presentation process and the possibility of multiple offers. !
74.Discuss the type of conditions that will likely be included in an offer to purchase. !
75.Discuss results of Curb Appeal Assessment, Interior Décor Assessment and discuss ways to !
improve appearance for showings. !

76.Arrange for Office tour and MLS tour and report comments back to seller. !
77.Load listing into personal database program for transaction management. !
78.Book professional photographer for digital stills and virtual tour. 
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Entering Property in Multiple Listing Service Database !
79.Prepare and check MLS data input sheet. !
80.Upload to Real Estate board – MLS data input. !
81.Proof read listing as it appears in mls.ca !

!
Marketing the Listing !

82.Create both print and internet ads. !
83.Co-ordinate showings with the owner, tenants and other REALTORS®. !
84.Return all calls, weekends included. !
85.Install lockbox when authorized by the owner. !
86.Review currently active Buyers for Coldwell Banker Homefield Realty. !
87.Prepare flyers, booklet colour feature sheets. !
88.Constantly review MLS® listings to ensure property remains competitive in price. !
89.Prepare property marketing brochure. !
90.Distribute property listing to all members of the brokerage !
91.Submit ads to company’s internet site. !
92.Price changes promptly converted to all databases and internet groups. !
93.Reprint supply of brochures as required. !
94.Follow up feedback emails and pages sent to representatives who have shown the property. !
95.Discuss feedback from showing representatives with the seller to determine if changes are !

required to accelerate the sale. !
96.Place regular weekly update calls or emails to the seller to discuss marketing activity and re- !

sults. !
97.Receive and review all Offers to Purchase submitted by buyers and buyer’s representatives. !
98.Evaluate offer with owner. !
99.Counsel owners on each offer – explaining merits and weaknesses of each. !
100.Contact buyer’s representative to discuss qualifications and motivations of their client. !
101.Confirm the buyer is qualified by Mortgage officer. !
102.Negotiate all offers on seller’s behalf, setting condition time limits and closing date. !
103.Prepare and convert all counter offers, acceptance and/or amendments to buyer’s repre- !

sentative. !
104.Fax/Mail/Email agreement documents to the lawyer for the seller. !
105.When Offer to Purchase is settled and finalized by the seller, deliver to the buyer’s repre- !

sentative leaving a true copy with the owner. !
106.Deliver deposit to the Trust account within two (2) business days. !
107.Provide copy of the executed agreement to the office for filing in the deal file. !
108.Advise and counsel owner on the handling of offers while the original transaction is pending !

i.e. days to meet conditions in first offer and procedures. !
109.Update personal transaction program indicating Sale Pending. !
110.Assist buyer in applying for financing, if applicable. !
111.Arrange for appraiser access to inspect the property and give any information including com- !

parable, survey, etc. if applicable. !
112.Order septic tank inspection, if applicable. !
113.Obtain water test results from Health unit. !
114.Arrange other inspections as required by Financial Institution and/or insurance company i.e. !

mould, termite, WETT inspection, etc. !
!

Mortgage Tracking !
115.Contact lender regarding mortgage application process. !
116.Prepare/obtain waiver or condition removal documents and deliver to lawyer for the seller. 
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Home Inspection !
117.Co-ordinate buyer’s professional home inspection. !
118.Review the inspection report. !
119.If repairs required, assist seller in obtaining trustworthy contractor to perform required !

repairs. !
!

The Appraisal !
120.Schedule appraisal appointment (if needed). !
121.Provide appraiser with comparable used to set list price. !
122.Assist seller in questioning appraisal report if it seems too low. !

!
Closing Preparations and Duties !

123.Work with buyer’s representative to arrange any visits prior to closing as agreed in the !
Agreement of Purchase and Sale. !

124.Be available for any concerns and/or questions from the seller. !
125.Advise MLS® that property is SOLD and supply details as to price, date of sale, selling !

brokerage. !
126.Prepare MOVING PACKAGE including moving cards, return address labels and moving !

checklist material. !
!

Why A Realtor? !

Sell with my help !

or go it alone? !

!
Have you ever considered repairing your own car? Anyone can buy the tools and parts. However, !
most of us just don’t have the knowledge, training, experience or the extensive commitment of time !
to do the job properly. Besides, there are plenty of experienced professionals to do the work for us. !

!
There is also an excellent choice of real estate professionals to help you sell your home. !
Nevertheless, you may be tempted to do it yourself and “save” the real estate commission. For !
most of us, this is false economy and makes no more sense than trying to rebuild our car’s !
transmission. !

!
Selling your home is a complex procedure, involving large sums of money, stringent legal !
requirements and the real potential for very costly mistakes. It requires a tremendous amount of !
time to follow-up on every detail promptly and properly. I have these qualifications and expertise, !
and am committed to spending the time it takes to help you sell your home successfully. !

!
Still thinking about going it alone? First, ask yourself some hard questions: !

!
Will you really “save” the real estate commission? !
If you’re planning to sell your home yourself and pocket the saved commission, think again. Most !
buyers equate a “For Sale By Owner” sign with a “bargain.” They assume you’ll sell for a discount !
because “you don’t have to pay the real estate commission,” Negotiating your price upward to !
regain even a part of the anticipated commission savings will be difficult at best. 
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Do you have the time? !
If you go it alone, how much will you really save when you factor in the considerable time you’ll have !
to invest? You have to have open houses as well as show your property at times that may not !
necessarily be convenient to you. In addition, you are going to be spending time preparing the ad !
copy and staying at home to respond to telephone calls or people knocking on the door. What is !
that time worth to you? !

!
How will you reach potential buyers? !
Do-it-yourselfers are faced with the problem of how to market their home effectively. How are you at !
writing hard-hitting advertisements that will stand out from all the others and entice purchasers to call !
you? Where should you run these ads, when, and how frequently? Do you have the time and !
patience to handle telephone enquiries? Are you prepared for the cost of advertising - including a !
professional- looking “For Sale” sign? I am an expert in effective advertising and cover all of the !
costs as part of my service to you. !

!
Moreover, when you work with me, your home receives far-reaching market exposure through the !
Multiple Listing Service. MLS is a computer-based system that relays valuable information about !
your home to a vast network of Realtors and potential home buyers. !

!
The greater the exposure your home receives, the more likely you are to find a buyer willing to pay !
“your price.” !
Many buyer’s are unwilling - and some are just too shy - to deal directly with a private seller. Most !
buyers understand and appreciate the services Realtors provide: pre-screening a wide range of !
properties through MLS, showing them potential homes they might like, and preparing the offer to !
purchase. Buyers don’t want to give up these benefits. !

!
How are you at negotiating? !
Selling real estate is considerably different from selling most other products or services. Many do-it- !
yourselfers attempt to “over-sell”, smothering the buyer with every detail and nuance about the !
property. Few understand the subtle differences between a home’s features and the potential !
benefits to the buyer. Few know how to ask the right questions and uncover the buyer’s true needs. !
Even fewer know how to complete the sale successfully through firm, impartial negotiation. !
I am a skilled intermediary with considerable ability to market your property successfully. Wouldn’t !
you feel a lot more comfortable knowing an experienced Realtor is on your team, someone who can !
remove much of the burden of the selling process and negotiation from your shoulders? !

!
Do you have thick skin? !
When we sell our homes, we’re selling a symbol of our dreams and memories. We’re also !
embarking upon a major change in our lives and no matter how prepared we are, emotions can run !
high. Many people, especially with their own home, tend to get emotionally involved in the sale !
process because of the direct interaction with the prospective purchasers. !
For example, frustration can be experienced due to rejection of the house, negative comments or !
fault-finding, people whose personality you don't like, or people who negotiate toughly on the price. !
These one-on-one direct dynamics or comments can sometimes be taken personally, and therefore !
be a cause of stress. !

!
Are you up-to-date on real estate law? !
Remember when you bought your home and had to deal with all those papers thrust in front of you !
requiring your signature? Your prospective purchaser may supply you with his own agreement of !
purchase and sale. This contract may have clauses and other terms in it that could be legally risky, !
unenforceable, unfair, or otherwise not beneficial to you. You may not recognize these potential !
problems or risks. 
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OVER 90% OF HOMES IN CANADA ARE SOLD !

THROUGH A REALTOR !

!
Let me help you sell your home !
Most of those who sell their homes in Canada do so using a Realtor. Of the few who do try it !
themselves, most change their mind and end up with a Realtor because the process is too complex, !
too time consuming, and too dangerous without the help of a professional. !
Working with me, a licensed real estate professional, to sell your home entitles you to an !
exceptionally broad range of services and benefits unavailable to do-it-yourselfers. !

!
!
!

Determining your Homes !

Asking Price !

!
!
!
!
!

The Facts of (Real Estate) Life !
!

Perhaps one of the greatest reasons why home sellers become frustrated that their home has NOT !
sold is because far too many Real Estate Professionals neglect to sit down with their prospective !
sellers to explain to them “The Important Facts of Real Estate Life” !

!
FACT #1: "Your house cannot sell for a penny more than the best offer obtainable from the !
best buyer available in the current market." !
No house in history has ever sold for a penny more than the best offer that could be obtained from !
the best buyer that could be found in the then-current market. Prospective buyers make hard-nosed !
comparisons among the many properties that are competing for their attention. Recent sales of !
similar properties have historical value, but the buyers involved in those sales are no longer a factor !
in the competitive picture. The one "best buyer" we are looking for is going to be found in the present !
market place, not in the past record books. Our job is to find that buyer and obtain his or her very !
best offer. !

!
FACT #2: "The only way to determine the true value of a house is to thoroughly test the !
market and aggressively challenge the competition." !
Appraisals and other expert opinions can be helpful in establishing a listing price for your home, but !
its ultimate selling price will be determined by the prospective buyers in the current market. Buyers !
will compare your home with other offerings in their price range and make judgments. It is critical !
that your property be competitive in price and appeal with the other options that these prospective !
buyers will be considering. Expired and withdrawn listings reveal the experience of others who !
have already tested the market with negative results. 
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FACT #3: "Testing a bigger market and a better market with greater skill yields a better price." !
It stands to reason that the larger the market you can reach and the higher the quality of that !
market, the better the price you will realize. For example, sellers who are working alone can expose !
their home only to the small segment of the market that can be reached by a single sign and limited !
advertising. It is also important to note that, in spite of the multiple signs and substantial sums of !
money spent on advertising, these two sources typically account for only about 20 percent of the !
actual buyers attracted to a typical real estate office. The other 80 percent of the market is !
represented by the efforts of co-operating brokers and the marketing clout of Real Estate !
Professionals. The buyers (who are already robbed of time today) most ready, willing and able to act !
are almost invariably availing themselves of the services of Real Estate Professionals. Finally, that !
"one best" buyer, unless he or she is being handled by a skilled professional, can often come and go !
without making a commitment. !

!
FACT #4: "An appropriate listing price will, immediately and consistently, attract attention !
and generate activity. " !
The process of testing the market need not be a lengthy one, regardless of marketing conditions. !
When a property is first exposed to the market, both buyers and brokers make instant evaluations of !
the offering and, if it compares favourably with what they have already seen, it will not only attract !
their attention, but will motivate them to inquire for details and arrange appointments to inspect. Your !
listing price must be realistic enough to immediately attract this attention from buyers and brokers. If !
it does not do so, while competitive properties are attracting attention and generating activity, you !
have a clear indication that the listing price is not meeting the acid test of the market place and must !
be adjusted. !

!
FACT #5: "A home that is priced realistically and marketed effectively will usually sell!" !
There's an old saying that the three most import words in real estate are "location, location and !
location." Like a lot of old sayings, it is simply untrue. No matter how poor the location might be, !
there is a price at which any property will sell and that price can be determined only by testing the !
market. Unless the price and terms are competitive, the chances of a house selling are "slim to !
none." Even the most "realistic" pricing should be supported by thoroughly testing the market and !
aggressively challenging the competition. !

!
Bottom Line #1: When realistic pricing is combined with effective marketing, there is a buyer for !
everything and, given these conditions, any house should be able to be sold in any market. !

!
Bottom Line #2: Houses that languish unsold on the market for months and even years are !
violating the law of supply and demand, causing unnecessary inconvenience and financial damage !
to both their owners and agents. !

!
!

The market is not always kind, but it !

is never wrong – and those who !

believe otherwise pay a heavy price !

for ignoring the !

“facts of real estate life.” 
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Many Factors Affect the !

Marketability Of Your Property !

!

Some factors Are Beyond Our Control: !
!

Physical Features !
Location of property, size of house and acreage, floor plan and architectural style. !

!
Marketing Conditions !

Buyer demand, prices of recently sold properties, interest rates and availability of !
financing, condition of the economy, and time of year (seasonal demand). !

!
The Competition !

The number of similar properties for sale, their prices, financing terms, location, and !
physical condition. !

!

Some Factors Are Within Our Control: !
!

Listing Price and Terms Offered !
A thorough Completive Market Analysis with give us a realistic guide to help you estimate !
the best price obtainable in today’s market. !

!
Condition of Property, Inside and Out !

By following the steps in “Setting the Stage” chapter, we can “package” your property to !
stand out over the competition. !

!
Promotional Strategy and Ease of Showing !

We will agree upon a Marketing Schedule tailored to your property, spelling out the most !
effective action steps to help sell you house as quickly as possible, for the best price !
obtainable. !

!

What is the Best Price !

Obtainable For Your Property? !

!
!

Factors That Do Not Affect Your Property’s Value. !
!

What you paid when you bought (or built) your house. !
The cash proceeds you want or need from the sale. !
What I, or another real estate professional, say your property is worth. 
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Buyers Dictate The Best Price Obtainable For Your Property. !
!

Buyers engage in comparison shopping. !
A Buyer will not pay more the one property than he or she would have to pay for another similar !
property. !

!
A Strategic Market Analysis Shows What Buyers Are Willing To Pay In Today’s Market. !

!
Demonstrates what buyers have actually paid recently for similar properties. !
Shows what buyers have not been willing to pay under current market conditions. !
Focuses on other properties which are now competing for buyer’s attention. !

!

The Risk of Overpricing !

!
Taking Longer to Sell !

!
The higher the price above realistic market value, the more time it will take to sell. !

!
!
!
!
!
!
!
!
!
!
!
!
!
!
!

Missing Peak Selling Activity !

!
A property generates the most interest within the real estate community when it first foes on the !
market. !
Starting too high and dropping the price later misses the excitement and fails to generate as much !
activity. !
The number of showings is greatest during this time - if it is priced at realistic market value. !
It may even become necessary to drop the price below market value to compete with new, well- !
priced listings. !



 
 
Losing Potential Buyers�
 �
The higher the price above realistic market value,  
the fewer the buyers willing to consider your property. 
 
 
 
 
 
 
 
 
 

Setting the Right Price 
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Top 10 House Staging Tips !

!
1. Keep It Clean !
Look at your home as though you’re seeing it for the first time. Is every room neat, spotlessly clean, !
dusted and uncluttered? Steam clean carpets and polish floors. Wash walls, heating and air !
conditioning vents and light fixtures. Pay special attention to your bathroom and kitchen – make !
sure that tile grout is mildew free and baseboards scrubbed. Clean the refrigerator and stove as well !
as the washer and dryer (inside and out). !

!
2. Lose The Clutter !
Have a yard sale or take old furniture, clothing and knick-knacks to Goodwill. Organize shelves, put !
away items and purge your home of unnecessary items. Make sure that your kitchen and bathroom !
counters are free of small appliances and personal effects. !

!
3. De-Personalize Your Home !
Make your home “anonymous,” so that buyers can envision it as their potential home. Put away any !
family photos, diplomas, sports trophies, collectibles, knick-knacks, and souvenirs. This will help to !
remove clutter and create more space. These personal items have also been known to distract !
buyers from your home drawing their focus to you, the current owner. !

!
4. Freshen-Up !
Adding a fresh coat of paint and laying new carpet will clean and brighten up your home. Choose !
neutral colours and make it consistent throughout the home. Paint is usually preferable to wallpaper !
and it can be wise to remove tattered or bold wallpaper. !

!
5. First Impressions Count !
Like a first date or job interview, the first impression of your home is the most important. Walking !
into a home with the fingerprinted screen door windows or clutter entranceways, can influence the !
potential homebuyer’s decisions. Likewise, strong odours can ruin a sale, so pay close attention to !
pet, cooking and cigarette smells in your home. Light delicately scented candles or have cookies !
baking when showing. !

!
6. Curb Appeal !
Homebuyers decide whether or not to look inside a house by the appearance of your home’s !
exterior. Paint or wash the outside of your home. Check your gutters and chimney and make !
necessary repairs. Keep your lawns trimmed and flower beds weeded. Use urns to define walk !
spaces and ensure that window boxes are full of healthy all-season plants. !

!
7. Create The Illusion of Space !
To make your home seem more spacious, it is key to de-clutter and re-organize. Start by removing !
excess furniture to make rooms feel more open and replacing any times that are not appropriately !
sized for the room. Clean and organize your closets and remove excess clutter from all areas of !
your home. Strategically placed mirrors can also help to create the illusion of more space. !

!
8. Modern Choices !
Ensure that the décor of your home is modern and tasteful. Use neutral tones on your walls and !
floors and add colour with removable items such as throw pillows or bedding. Steer away from too !
many personal touches to create a minimalist and contemporary space. 
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9. Doggie Don’ts !
“Love me, love my pets,” doesn’t apply when selling your home. Take your pets with you when your !
house is being shown, or at least keep them outside. Pets under foot will quickly put a damper on !
an otherwise positive showing. While making sure that your house is odour-free and spotless !
applies to everyone, pet owners need to take special care. !

!
10. Beautify Your Backyard !
Don’t forget about your backyard. A house showing doesn’t always end at the backdoor. Beyond !
size and layout, potential buyers can also be influenced by the state of your yard. Keep the lawn, !
hedges and flowerbeds manicured. Buy exterior storage containers to hide gardening tools, kids !
toys and pool supplies. Lastly, interested buyers may decide to look inside your shed, so make sure !
that it is organized and clean. !



Preparing Your Home Checklist 
First impressions really count with home buyers.  Here are some simple suggestions to help you 
prepare your home for showings: 
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When an Offer is Received !

!
1) I will contact you for an appointment - usually at your home - to discuss the offer with you. If the !

offer was drawn up by another Realtor working with the buyer, that Realtor may want to present !
the offer in a meeting with you and myself. The buyer will not be at this meeting. !

!
2) I will walk you through the language of the offer step-by-step. This is to ensure that the details of !

your property are listed accurately and that you understand the offer completely. !
!

3) Your eyes will probably be drawn immediately to the price being offered. Listen to all that is said !
before making any judgements, comments or decisions. Price is only one component - although !
an important one - and should be considered within the broader context of all your sales !
objectives. !

!
4) Once you have reviewed the offer thoroughly, we may choose to ask the Realtor working with the !

buyer to leave the room so we can discuss matters. !
!

5)! !With any offer, you have three choices: accept it, reject it, or “sign it back” to the buyer with a !
counter offer. After you’ve made your decision, the Realtor working with the buyer will take your !
response to the buyer. !

!
!

If you accept and sign the buyers offer, you have formed a legally binding contract to sell your !
home, subject to any conditions. All parties and their lawyers receive copies and the transaction is !
completed in the coming days or weeks. !

!
If you reject the offer, the buyer may choose to submit another offer for your review and response. !

!
If you “sign back” proposed changes to the buyer’s price or terms through a counter-offer, the buyer !
then has the option of accepting your terms, rejecting them or submitting yet another counter offer. !
This process of exchanging counter-offers continues until both parties agree completely, or until one !
of you ends the negotiation. !

!
!

The offer to purchase for a condominium differs slightly as it includes additional information !
regarding the condominium such as the amount of the monthly condo fees and what is included in !
the fee, and a condition to review the financial documents of the condo corporation. !
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Budget for Closing Costs !

Adapted from the Canadian Home Planner !
!
!

These costs are almost always unexpected ! Disbursements !
There are various municipal disbursements that !

You save for a down payment and assume this ! must be paid on closing. If your lawyer finds !
can all be applied to the house you’re ! that there are outstanding balances for water, it !
purchasing. Wrong! You may be surprised at the ! is considered to be a lien against the property. !
variety of other costs that must be paid upfront. ! The amount(s) will be deducted from the monies !

the Seller receives from the sale of the house. !
Lawyers Fees ! Outstanding Union Gas bills, however, will not !
Fees usually range from $650 to $700. If a law ! result in a lien being placed against the property. !
firm quotes considerably less, it may not ! Union Gas will pursue the previous tenant or !
included the cost of executing the mortgage. ! owner. !
Contact their office directly and find out what !
they charge and what this includes. ! Registration of the Deed and Mortgage(s) !

There is a fee at the Ontario Registry to register !
Land Transfer Tax ! the Deed (Ownership) and the mortgages. !
The amount paid is based on the home’s !
purchase price. ! Miscellaneous Charges !

If the purchase price is less than $250,000, the ! These charges include all additional costs that !
cost is 1% of the purchase price, less $275. ! the lawyer incurs while working on your behalf. !
If the purchase price is $250,000 to $400,000, ! Example: you are charged for faxes, courier !
the cost is 15% of the purchase price, less ! service, photocopies, certified cheques and long !
$1,525 ! distance phone bill. Budget approximately $50. !
If the purchase price is over $400,000, this !
cost is 2% of the purchase price, less $3,525 ! Closing Costs !

Let’s assume a home, purchased in St.Marys, is !
Example: if you purchase a home for $200,000, ! closing on December 1st, purchase price: !
you pay 1% or $2,000 less $275. ! $250,000, taxes $2,800 a year. !

!
Property Taxes ! Lawyer’s Fees: ! $ 1200.00 !
Check with city hall to see how the taxes are ! Land Transfer Taxes:$1,725.00 !
paid within the municipality. Some communities ! Title Insurance: ! $ 250.00 !
or cities charge quarterly, some annually and ! Registrations: ! $ 141.20 !
some bill eight times a year. ! Property Taxes: ! $ 233.33 !

Disbursements: ! $ 150.00 !
Example: If you close on December 1st, the ! Miscellaneous: ! $ ! 50.00 !
annual taxes are $2,500 and the Seller has ! Total Closing Costs: $3,749.53 !
already paid the taxes for that year, you would !
be responsible for paying the Seller the taxes ! Closing costs and the remainder of the down !
for December; $2,800 ÷ 12 months equals ! payment are usually due a couple of days !
$233.33 per month. So you owe $233.33. ! before your actual closing date and the !

payments are made directly to your lawyer. !
Title Insurance !
Allow approximately $250.00 for your title ! NOTE: You should always confirm these !
insurance premium. This is for both you (your ! costs directly with your lawyer as they are !
lender may require it) to protect against fraud, ! approximate. !
title defects and survey problems. 
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The Final Steps to a Successful Closing !

!

The Role of Your Lawyer... !

!
A lawyer has a lot to offer in service for you. A lawyer can: !

!
When the offer has been signed: !

!
•Provide you with a detailed cost summary so you know how much money you need for closing. !
•Explain option of title insurance. !
•Advise you to obtain fire insurance. !
•Discuss the survey with you - explain options and implications when it shows irregularities. !

!
Throughout the period before closing: !

!
•Advise you on issues which arise concerning title, financing, zoning, the move. !
•Advise you on manner of taking title and ownership-related problems. !
•Searches legal title, City, Region, and provincial records to ensure title clear and property free of !

legal problems. !
!

Just before closing: !
!

•Meet with you to review the purchase and mortgage documents to ensure your satisfaction with !
them, signing the documentation, and receive closing funds from you. !

•Review all title and transfer issues, special agreements or restrictions on property. !
•Answer last-minute questions. !
•Discuss after-closing financial issues such as realty taxes, utilities, etc. !

!
The day of closing: !

!
•Receive money from mortgage company, confirm any differences in interest rates. !
•Make sure that the home is properly transferred into your name free from liens or other legal claims !

and problems. !
•Represent you in closing the deal, delivering monies, and receiving deed and other closing !

documentation. !
•Have the keys available for you after closing. !

!
After closing: !

!
•Answer any questions you may have upon moving in. !
•Report to you with a detailed summary of the financial and legal aspects of the purchase, and !

provide the registered deed and the mortgage. !
!

Remember, this will likely be the largest purchase of your life, and it is worthwhile having a lawyer on !
your side who is experienced and is prepared to spend the time and effort that you deserve to !
protect your interests and advise you properly on your purchase; you get what you pay for! 



Sample Offer 



















Standard Terms & Conditions 

 
The following is a list of standard terms and conditions used in most Agreements of Purchase and 
Sale. 
 
 
Financing/Mortgage Condition 
 
Even if the buyer has been pre-approved for a mortgage, they often add a Mortgage condition to 
their Agreement of Purchase and Sale. The buyer’s financing institution may do a separate appraisal 
on the property to ensure the value of the property (oddly enough this is often done after financing 
has been approved and this condition has been waived). 
 
Building Inspection Condition 
 
The home’s vital systems are checked at a home inspection. A building inspection allows the buyer 
to purchase your home with confidence.   This inspection will determine the condition of your home 
and any defects that may need to be corrected. Other tests and inspections that may be required 
include radon tests, well and septic inspections, and water potability, depending on location and type 
of residence. 
 
 
 

Condominium Specific Condition 

 
Status Certificate Review Condition 
 
All condominium offers must contain a clause allowing 14 days to obtain and have a lawyer review 
the condo Status Certificate.  The Status Certificate will be requested by the buyer’s lawyer.  This 
document details the current financial information along with the rules and regulations of the condo 
corporation.  This information is important for the buyer to obtain as a condo corporation with poor 
finances may be inclined to raise the monthly condo fee substantially to meet maintenance obliga-
tions.  The following is a sample of the clause as it would appear in the offer to purchase. 
 
 
Provided that forthwith upon acceptance of the Offer, the Buyer, at the Buyer's expense, will obtain a 
copy of the Condominium Declaration, By Laws and Status Certificate in force.  The Buyer shall 
have 15 days from acceptance of this Offer in which to inspect the said Condominium Declaration, 
By Laws and Status Certificate and shall find them to his satisfaction, failing which, he shall so notify 
the Seller by notice in writing delivered to the Seller or to his Agent within the said 15 day period, 
and this Agreement shall thereby become null and void and the Buyer shall have his deposit monies 
returned to him in full without interest.  This condition is included for the sole benefit of the Buyer and 
may be waived at Buyer's option by notice in writing to the Seller within the time period stated.�
NOTE:  Be aware that the Condominium Corporation has ten (10) days after the request to deliver 
the Condominium Corporation documentation noted above. 



What is Title Insurance? 
"Title" is a word lawyers use to describe the right of ownership to land. When you purchase a home, 
title is transferred to you, the new home owner. 
  
What is Title Insurance 
Title insurance is an insurance policy that protects you, the home owner, against challenges to the 
ownership of your home or from problems related to the title to your home. The policy provides 
coverage against losses due to title defects, even if the defects existed before you purchased your 
home. A title defect is a problem with the title which prevents free and clear ownership. There are 
many types of defects such as rights of way, encroachments (from neighbouring properties), unpaid 
liens, etc. 
 
Title insurance policies protect you for as long as you own the property. It protects against a number 
of risks that a solicitor's opinion on title may not cover. These risks include: 
 
•Fraud and forgery, including someone taking your title through fraud or forgery. 
•Encroachments that would be disclosed by a new survey (for example, a neighbour's deck being 
partly on your land). 
•Easements (the right acquired for access to or over another person's property for a specific 
purpose, such as for a driveway or public utilities. This is referred to as "servitude" in the Province 
of Quebec) over the property that would be disclosed by a new survey. 
•Zoning non-compliance (i.e. where the property use does not meet the local municipal by-laws). 
•Someone other than the home owner having interest (i.e. a previous owner of the property not 
being discharged from title). 
 
Title insurance is generally purchased when you buy your home or when you refinance it, although 
it can be purchased any time after you buy your home. You will only make one premium payment 
when you first buy the insurance. A title insurer can tell you how to purchase the policy. 
  
How Do I Know if I Need Title Insurance? 
If you are purchasing or refinancing your home, you should discuss title insurance with your lawyer/
notary to see if a title insurance policy is right for you. Your lawyer/notary can arrange the purchase 
of a home owner's policy. 
 

Benefits of Title Insurance 
 
Comprehensive Coverage 
The policy can provide broader coverage than a solicitor/notary's opinion on title as well as post 
purchase fraud coverage  
 
Peace of Mind 
As the policy covers the items outlined above, you can rest easy knowing if there are defects 
affecting the title of your home that are covered by the title insurance policy, your title insurer will 
take steps to rectify the problem. 
 
One Time Cost 
The premium is usually due at the time of closing for purchases or refinances. Some insurers permit 
you to purchase title insurance at any time. 
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1 Week Before You Move: !
•Ensure arrangements have been made to disconnect and service your major appliances that are !

being moved. !
•Pick up laundry at dry cleaners and return borrowed items such as library books. !
•Pack your own suitcase for clothes for the move. !
•Pay outstanding bills. Be sure to indicate your new address on payment receipts. !

!
1 to 2 Days Before You Move: !
•If you are using movers, they’ll arrive to start the packing process. !
•Empty and defrost your refrigerator and freezer, clean them with a disinfectant and let them air out. !

Use baking soda or charcoal inside to keep them fresh. !
•If your house will be sitting vacant, notify police and neighbours. !
•Leave your forwarding address and phone number for your home’s new occupants. !
•Empty your safety deposit box. !

!
Moving Day: !
•Remove linens from the beds and pack in an “open first” box. !
•Give the home a final cleaning or arrange in advance for someone to perform the service the day !

after moving out. !
•Review all details and paperwork with movers when they arrive. Accompany the van operator to !

take inventory. Verify delivery plans. !
•Check to make sure the utilities have been connected and follow-up on any delays. !
•Confine your pets to an out-of-the-way room to help keep them from getting in the way or becoming !

agitated by the activity. !
•One person should check off inventory sheets as items are unloaded, while a second person directs !

movers as to where to place items. !
•Once all items are unloaded, unpack only what you need for the first day or two. Then sit down and !

soak up your new environment. Give yourself at least two weeks to unpack and organize your !
belongings. !

!

Utility Transfer !

!
Now that you have bought you can begin transferring or commencing home services. !

!
Make arrangements for transferring home utilities such as the following. Advise them of your desired !
date of shut-off and give change of address for final billing. Request deposit returns if appropriate, !
and arrange for immediate service to your new address. !

!
Hydro  Festival Hydro 519-271-4700 www.festivalhydro.com 
 
Water ! Town of St.Marys ! 519-284-2340! http://www.townofstmarys.com!

!
Gas Company ! Union Gas ! 1-877-969-0999 www.uniongas.com !

!
Telephone Company ! Bell Telephone ! 519-310- 2355 www.bell.ca !

!
Cable ! Rogers Communications 1-888-764-3772 www.rogers.com !

!
Hot Water Heater Rental Reliance Home Comfort 1-866-735-4262 www.reliancehomecomfort.com !

!
!

Included on the next page is a tear-out checklist of people to contact. 
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Glossary of Terms !

!
AMORTIZATION PERIOD: The actual number ! MORTGAGE INSURANCE: Applies to high !
of years it will take to pay back your mortgage ! ratio mortgages. It protects the lender against !
loan. ! loss if the borrower is unable to repay the !
APPRAISED VALUE: An estimate of the value ! mortgage. !
of the property. Conducted for the purpose of ! MORTGAGE LIFE INSURANCE: Pays off the !
mortgage lending by a certified appraiser. This ! mortgage if the borrower dies. !
appraisal is not to be confused with a building ! OPEN MORTGAGE: Allows partial or full !
inspection. ! payment of the principal at any time, without !
ASSUMABILITY: Allows the Buyer to take over ! penalty. !
the Seller’s mortgage on the property. ! PORTABILITY: A mortgage option that enables !
CLOSED MORTGAGE: A mortgage that locks ! a borrower to take their current mortgage with !
you into a specific payment schedule. A penalty ! them to another property, without penalty. !
usually applies if you repay the loan in full ! PRE-APPROVED MORTGAGE: Qualifies you !
before the end of a closed term. ! for a mortgage before you start shopping. You !
CONDOMINIUM: The owner has title to a single ! know exactly how much you can spend and are !
unit, as well as a share in the common elements ! free to make a “firm” offer when you find the !
such as elevators or surrounding land. ! right home. !
CONDOMINIUM FEE: A common payment ! PREPAYMENT ! PRIVILEGES: ! Voluntary !
among owners which is allocated to pay ! payments in addition to regular mortgage !
expenses. ! payments. !
CONVENTIONAL MORTGAGE: A mortgage ! PRINCIPAL: The amount borrowed or still !
loan issued for up to 75% of the property’s ! owing on a mortgage loan. Interest is paid on !
appraised value or purchase price, whichever is ! the principal amount. !
less. ! REFINANCING: ! Paying ! off ! the ! existing !
DOWN PAYMENT: The Buyer’s cash payment ! mortgage and arranging a new one or re- !
toward the property. The difference between the ! negotiating the terms and conditions of a !
purchase price and the amount of the mortgage ! existing mortgage. !
loan. ! RENEWAL: Re-negotiation of a mortgage loan !
EQUITY: The difference between the home’s ! at the end of a term for a new term. !
selling value and the debts against it. ! SECOND MORTGAGE: Additional financing. !
HIGH RATIO MORTGAGE: A mortgage that ! Usually has a shorter term and higher interest !
exceeds 75% of the home’s appraised value. ! rate than the first mortgage. !
These mortgages must be insured for payment. ! TERM: The length of time the interest rate is !
INTEREST RATE: The value charged by the ! fixed. It also indicates when the principal !
lender for the use of the lender’s money. ! balance becomes due and payable to the !
Expressed as a percentage. ! lender. !
LAND TRANSFER TAX, DEED TAX OR ! TITLE: Legal ownership in a property. !
PROPERTY PURCHASE TAX: A fee paid to the ! VARIABLE-RATE MORTGAGE: A mortgage !
municipal and/or provincial government for the ! with fixed payments, that fluctuates with interest !
transferring of property from Seller to Buyer. ! rates. The changing interest rate determines !
MATURITY DATE: The end of the term, at ! how much of the payment goes towards the !
which time you can pay off the mortgage or ! principal. !
renew it. ! VENDOR TAKE-BACK MORTGAGE: When !
MORTGAGEE: The person or financial ! the Seller provides some or all of the mortgage !
institution that lends the money. ! financing in order to sell their property. !
MORTGAGOR: The borrower. 
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