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Chances are, if you’ve owned your home a few years, you have built up some equity. 
That’s nice to know, but there is more to selling your home then simply cashing out on 
potential equity. In preparing to sell your home, the first and most important step is to 
develop a clear understanding of why you are selling. Why do you want to sell? Where 
will you move to? When do you want to start the selling process? Followed by the 
establishment of your real estate goals.

Once you have established your goals, you will likely start thinking about things like your 
home’s value, what’s happening in the market, and who you should engage to market and 
sell your home. You should also start to look at your home with a more objective eye, with 
respect to what work needs to be done, (if any) to get it in ship-shape condition, with the 
end goal being to attract the right Buyer and to maximize your home’s value.

This is a great time to start thinking about meeting with and interviewing a few 
neighbourhood REALTORS®.

Once you have honed in on an agent that is cognisant of your family’s needs and wants 
and your main selling goals, he/she can facilitate the process of getting your home ready 
for the market. The agent can help get your home into ship-shape-condition, work with 
you to establish the appropriate market price, and develop the marketing strategy to sell 
your home.
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Once you have made the decision that you want to sell your home, a shift in the 
perception of how you view your home will make it a lot easier for you to make smart 
decisions when it comes to setting a price, getting your home show-ready, and dealing 
with offers as they start to come in. Remember, how you see your home (filled with many 
fond memories) and the way a potential Buyer sees your home are likely to be two very 
different scenarios.

Walk through your home with an objective eye, and pretend that you are a potential Buyer. 
How does your home feel? How does it present? Are there things that need to be done 
prior to hosting viewings with potential Buyers? Is there anything that will make your 
home stand out from the rest? Now is the time to capitalize on your investment!

A savvy REALTOR® will help you to assess your home’s market readiness and will offer 
advice on what to do and what not to do, in order to appeal to the largest target audience, 
while also minimizing the impact on your pocket book. In some cases, a bit of de-
cluttering, a rearrangement of your furniture and good old elbow grease are the tickets to 
achieving your goals. On the other hand, a fresh coat of paint, a cheerful revamp of your 
bathroom, or some new landscaping is all that may be needed. Or perhaps the home needs 
a professional stager. Statistics prove that a show-ready home spends less time on the 
market and can help to generate higher offers, which translates to a better return when you 
close the deal. Choosy Buyers will gravitate to the home that has its best foot forward.

Make Your Home Show-Ready
Garnering the knowledge of what constitutes a show-ready home is always the best 
place to start. Do some research: use the internet, talk to REALTORS®, speak with a 
professional stager or even visit open houses in your neighbourhood. Once you have an 
understanding of how to show your home in its best light, make a comprehensive list of 
the items that need to be addressed prior to having real Buyers coming into your home. If 
you’ve already selected a REALTOR®, try to be as straightforward and clear as possible 
with him or her. Remember that your REALTOR® is part of your team and is working to 
help you achieve your goals.

Renovations
Depending on the age and/or style of your home, renovations may be the most effective 
method of preparing your home for sale. Renovations can mean something as simple as 
replacing an unstable handrail, or as complex as replacing your roof.

STEP 2
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Generally speaking, there are four reasons to consider a renovation prior to selling:
• Fix an existing safety concern
• Solve an issue that is likely to be ear-marked during the home inspection process
• Increase the likelihood of achieving a sale
• Help you achieve a quicker sale at an increased sales price

Here are the 4 most effective areas of renovation to consider prior to selling your 
home:

1. Kitchen
The kitchen is the heart of the home; it’s the gathering place for family and 
friends. If you are selling your home with a kitchen is less than stellar, this is one 
of the best places to invest a few dollars. Statistics on kitchen renovations have 
shown that the return on investment can be over 40%, and can lead to a quicker 
sale with more dollars in your pocket. We always recommend going to an expert 
for help when choosing fixtures, fittings and colour tones.

2. Bathrooms
Bathrooms are another place where renovation dollars can make sense and can 
help to maximize your sale price in a shorter timeframe. With bathrooms it is 
always best to ensure that you are appealing to the widest audience. Therefore, 
be sure to use current fixtures and fittings and get an expert to help you choose 
colour tones.

3. Flooring
Stained and outdated carpeting are the most common turnoffs for Buyers. 
You may opt to replace the flooring. This is where a savvy designer and/or 
REALTOR® can help you to make a wise decision. This will play into the 
perceived value of the property. 

4. Roofing
If your roof is on the verge of needing replacement, you may opt to have this done 
prior to selling. But depending on the situation, this could either help your sale or 
hurt it. A REALTOR® can give you advice on the pros and cons, depending on 
your specific selling goals.

STEP 2
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Now that you have attended to renovations, the subjectivity of a viewing comes 
into play. Here are 10 tips to successfully stage your home in order to maximize its 
showability:

10 Winning Tips for Home Staging

1. Maximize Curb Appeal:
Never underestimate the importance of the first impression and for a home, this 
starts at the curb. Here is a quick checklist to consider:

• Cut and rake the lawn, trim shrubs, remove weeds from garden and pop 
in some colour

• Clean the walkways, patios, entranceway and driveway; ensure easy and 
safe access

• Wash the windows: outside and inside
• Wash the front door and replace the old door mat
• Paint any doors, windows, or sills that need to be freshened up
• Remove dust and cobwebs from all lighting fixtures and from any access 

doors
• Clean all of the gutters and downspouts
• Ensure the garage is neat and tidy, and that the garage doors are working 

properly
• Ensure the fence is in good repair; paint if necessary
• Ensure all lighting is working effectively
• Ensure the doorbell works
• Ensure your house number is clearly visible from street
• Augment the main entry point (front door). For example, add a colourful 

and well-positioned planter

Now that the exterior of your home is ready, you need to carry that high-quality 
first impression through to the interior. Statistics show that Buyers make their 
decision within the first few seconds of walking through the door. However, when 
your home has that “intangible something” that connects with them in the first 
place, Buyers will always be willing to compromise on certain aspects of their 
checklists and will try to make it work.

2. De-clutter:
You’ve already committed to moving, so it’s best to start the process now. Decide 
what you will be taking with you, giving away, recycling or throwing out. A 
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handy way to deal with the extra items is to rent a storage locker or storage pod to 
house the items while you are in the process of selling.

3. Clean:
The first rule of thumb: make sure your house looks and smells clean. This 
includes everything from the doors and walls to floors and carpets. Remember 
that many people are very sensitive to scents so be sure to use products that are 
not over-powering. Kitchens and bathrooms should always be sparkling!

4. De personalize:
You’ve removed the clutter and made your home shine. Depersonalizing your 
home is the next important step toward creating the best appearance for potential 
Buyers. Remove all personal items; this includes family photographs and 
memorabilia. By depersonalizing your home, potential Buyers will be able to 
visualize the space as their own, not that of the current owners. Plus, you’ll be 
further ahead in preparations for the move to your next home.

5. Paint:
A quick refresh of your interior often includes a fresh coat of paint. Painting does 
wonders in the way of a cheap and cheerful face-lift for your home. Sometimes 
one coat of the same paint colour will do the trick. Other times, the addition of 
a clean, natural shade is just right. In most rooms, any unusual or strong colours 
should be changed to a neutral shade. An exception may be in the powder room 
where you can be a bit more dramatic.

6. Room Function:
Buyers need to be able to walk into and get a sense of each room, which means 
that each room should have a purpose. For example, if you are currently using an 
extra bedroom for storage, you are selling your home short of one bedroom, as 
Buyers are likely to forget such a room. It would be wise to change it back to its 
original function – a bedroom. This helps a Buyer to remember your home in the 
most positive light.

7. Furniture Placement:
Rearranging and/or augmenting the furniture and accessory items can have a big 
impact on how Buyers may feel about a specific room, and even your home as a 
whole. Furniture should be placed to showcase the best architectural features of 
your home. Further, furniture placement should lend to the natural flow of the 
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home, not obstructing natural walkways, windows or doors. There is a reason why “home 
staging” has become an ancillary business of home selling: It works!

8. Lighting:
Ensure that the lighting is appropriate and ample enough for each area of the home. If 
the fixtures are outdated, replace them. Ensure that all fixtures have the appropriate bulbs 
and that they work. This is important for creating the ambiance that will help to sell your 
home.

9. Window Treatments:
Sometimes under-valued in the resale factor of a home, window treatments play an 
important part in showcasing a room. Artfully placed and well-selected treatments will 
be an aid in creating the right ambiance for maximum showability. They may also may 
help to mitigate a not so delightful outlook. 

10. Flooring:
If flooring is particularly dated or needs to be replaced, your REALTOR® can help you 
make that assessment based on potential return on investment, resale value and time on 
market. At the very least, please ensure that all flooring is clean. 

NOTE: Steps 1 and 2 of our selling process are often simultaneous, as we may be called in at the initial stages 
to help you ascertain where your sweat equity and hard earned dollars are best spent in order to get your home 
show-ready. 
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REALTOR® is a trademark that identifies a licensed real estate agent as a member of the 
Canadian Real Estate Association (CREA). All REALTORS® make a pledge to adhere 
to a strict code of Ethics and Standards of Business Practice. There are many reasons why 
a REALTOR® is essential when selling your home, but which REALTOR® is the best 
choice for you and your family? Remember, a top-performing REALTOR® will not only 
save you time and maximize the sale price of your home, but he/she will also negotiate in 
your best interest and ensure solid contracts, thus closing the deal and securing the sale of 
your home.

When you are looking to find the right REALTOR®, it makes sense to identify someone 
who is considered an expert in your neighbourhood. Every neighbourhood in Vancouver is 
different and this creates unique challenges for both the homeowner and the REALTOR®. 
Beyond the market and property knowledge, they can speak about the schools, community 
centers and unique neighbourhood amenities that add value to your home. They will 
know the quickest routes to the airport, to downtown and where the best private schools 
are located. You can start by asking your friends or neighbours if they can recommend 
a particular realty team or individual. Be sure to make note of which REALTORS® are 
active in your neighbourhood.

The best way to find the right REALTOR® for you is to interview your top choices and 
ask lots of questions. And, let them ask questions of you too. A REALTOR® that works 
for you should understand your motivation to sell and your expectations for service. They 
should listen to you in order to understand your goals and what is most important. The 
more questions asked and answered, the better equipped you will be to work together 
towards the common goal, your goal. Ultimately you will choose a REALTOR® that you 
feel comfortable with AND has the right qualifications to get the job done for you. If you 
haven’t sold a home before, you may not know what to ask.

Here is a list of recommended questions to ask when you are interviewing a potential 
REALTOR®:

• Why should we list and market our home with you?
• What differentiates you from your competition?
• Do you offer any unique or special services for Sellers?
• How long have you been a REALTOR®?
• Are you a specialist in a particular property type or an expert in a particular 

neighbourhood?
• What are the best selling features of my home?
• What are the negatives aspects of my home that may affect my selling goals?

STEP 3
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• What will you tell people about my property when you are showing it?
• Who will be showing my property, and what happens if they aren’t available?
• Can the agent that helps me list my house represent me as a Buyer agent as well?
• If I can’t do everything that is needed, what is the most important step in making 

my home show-ready?
• What are the key factors to successfully marketing and promoting a  

home like mine?
• Can you describe your online marketing strategy with regards to my home?
• How many visits does your website get on a monthly basis?
• How will you ensure that my home is exposed to the maximum number of 

qualified Buyers?
• How is the relationship between you and your firm,  

and other local REALTORS®?
• How many homes have you marketed and sold so far this year?  

What about last year?
• Do you have any testimonials or customer references  

that you can provide me with?
• Can you tell me the HPI Benchmark Price for a typical home in my 

neighbourhood? Are prices on the rise, stable, or on the decline?
• Can you tell me the median/average days on market for a home like mine in my 

neighbourhood?

Important REALTOR® Considerations
Sometimes Sellers get lost in the headlights of price point, but choosing a REALTOR® 
only because they have stated the highest selling price for your home does not necessarily 
mean you’ve made the right choice, or that the selling price is the correct market price 
to achieve your desired result. Any recommended price point should be backed by both 
quantitative and qualitative information, not just a REALTOR®’s desire to make the 
Seller happy by satisfying the Seller’s “wishful thinking”.

A well-informed, seasoned REALTOR® will be able to discuss numerous aspects of the 
home selling process with you. 

Here are some of the most important aspects to speak to your REALTOR® about:

Current Market Conditions
What is the market like in your city, in your area and most importantly, in your immediate 
neighbourhood? Markets may be affected by local conditions, global conditions and 
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foreign investment – what’s happening in these realms? Is it a Seller’s or a Buyer’s market, 
or is the market currently balanced? Perception of the market is also a key factor, as the 
public perception can make or break a market. Your REALTOR® should give you a 
complete overview of the market in your area.

Marketing Strategy for Your Home
In recent years the internet has changed how REALTORS® market and sell residential 
real estate. This is particularly true in Vancouver, where home Buyers are tech-savvy and 
eager to embrace new technologies such as mobile searches on their smartphones and 
scanning QR Codes. In 2011, 90% of all Home Buyers used the internet as part of their 
home search. In fact, 60% of potential Buyers walked through a home they first viewed 
online and ultimately, 43% of Buyers purchased a home that they had first viewed online.

Ask your REALTOR® what their marketing strategy is. Does it include solid online 
marketing tactics and a mobile-optimized website? Do they use professional photography 
and/or videos to showcase your home to prospective Buyers? Be sure to do your 
homework! Visit the REALTOR®’s website and see how the homes are being presented. 
What kinds of features are being offered to engage potential Buyers? Are there clear 
opportunities to generate and capture leads? Are the listing details translated into 
other languages? Is the REALTOR® doing the showcasing of their own listings, or are 
they simply replicating listings from the Multiple Listing Service in Vancouver? Is the 
REALTOR® active on social media channels such as Twitter, Facebook and LinkedIn? 
Does their website contain any unique and proprietary content such as neighbourhood 
profiles or customized market updates?

Beyond the digital and online considerations, consider other media channels like 
the weekly real estate publications, magazine ads and outdoor transit and billboard 
advertising. All of these will support the marketing of your home. The success of the 
REALTOR®’s marketing plan is directly correlated to how many visits your home’s 
online profile receives, how many leads are generated, how many people actually view 
your home, and of course, the eventual sale. A savvy and experienced REALTOR® will 
be able to present you with a customized and comprehensive marketing plan that will 
drive qualified Buyers to your home’s online profile.

Price Point
The price point at which you and your REALTOR® decide to market your home should 
be established with the careful consideration of a number of key factors, including but 
not limited to: comparable homes that are currently for sale in your neighbourhood; 
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comparable homes that have recently sold in your neighbourhood; the current sales-to-
listing ratio and the current days-on-market trends; specific factors that will add to or 
subtract from the desirability of your home. And getting back to Step Two, what kind of 
motivation and commitment are you willing to make to ensure your home is show-ready? 
All of these factors should play a role in the REALTOR®’s recommendation for a listing 
price which will ultimately affect the anticipated sale price.

Top-of-Mind Awareness & Local Visibility
Is the REALTOR® you are considering working with well-known in the neighbourhood, 
the community and/or the city? Is there a common perception or belief that the 
REALTOR® is an expert? Drive around your neighbourhood and look for ‘For Sale’ and 
‘Open House’ signs, outdoor advertising, branded vehicles and anything else that gives 
the REALTOR® increased visibility. Are your friends, family and/or neighbours familiar 
with the REALTOR®? What is the REALTOR®’s reputation, generally speaking and for 
success? The more active and visible the REALTOR® is in a given neighbourhood or city, 
the more likely it is that your home’s exposure will be maximized to local Buyers.

Track Record & Recent Performance
In the fast-paced and competitive Vancouver real estate market, you need a REALTOR® 
that has a proven track record of happy customers and successful results. Try to find 
out more about the REALTOR®’s specific track record. Are they offering any client 
testimonials? How long has the REALTOR® been working in the industry and, more 
specifically, in a given neighbourhood? Ask for the number of homes they marketed and 
sold in the previous year, as well as in the current year. Ask about any industry awards 
or recognition that they have received. And don’t forget to ask the REALTOR® about 
his/her negotiating skills, as successful negotiations are essential to achieving your 
goals. A seasoned REALTOR® will know how to garner you the best possible value 
for your property based on the terms and conditions that suit your goals. They will also 
understand how to keep your contract clean and enforceable. The last thing you want is 
to uncover troublesome issues after you thought you had sold your home. A proven, high-
performance REALTOR® will not only save you time and money, but will also reduce 
undue stress.

Key Differentiator
What is it that separates this REALTOR® from the rest of the pack? Is there any aspect 
related to service, communication or marketing that is unique to this REALTOR®? 
Does he/she offer multi-lingual service? Does the REALTOR® work with professional 
graphic designers or marketing and advertising experts? Are they experts in a particular 
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neighbourhood or community? What makes them stand out from thousands of other 
Vancouver REALTORS®?

Service Expectations
Going beyond the questions, research and interviews, you also need to clearly define your 
expectations to the REALTOR®. By sharing your expectations with each REALTOR® 
you meet, you will gain a better understanding of what it is going to take for the 
REALTOR® to help you achieve your selling goals.

Top 10 Factors to Help You Find the Right REALTOR®
By the time you have interviewed several REALTORS®, you will have likely narrowed 
it down to one or two in particular. Be sure to consider the following 10 factors, as 
they pertain to each REALTOR® you are considering. It may help you with your final 
decision.

• A sense of confidence, enthusiasm and commitment
• Honesty and trustworthiness
• Industry experience
• Local expertise and knowledge about your neighbourhood
• Marketing expertise
• Clear communication ability
• A respect for – and an understanding of  –  your selling goals (on the same track)
• A realistic approach to setting a recommended price point
• Assertive and confident in their viewpoint
• A proven and measurable track record

57 Things The Faith Wilson Group Will Do For You

Here’s what you can expect from a Faith Wilson Group REALTOR® – we will:
1. Listen to you
2. Discuss and ascertain your objectives and goals
3. Answer all questions posed by you
4. Ask you pertinent questions
5. View your home in detail and prepare a professional  

“Competitive Market Analysis”
6. Provide and explain the “Working with a REALTOR®” brochure
7. Provide an overview of recent and current market conditions and trends
8. Recommend a specific pricing strategy for your home based on both qualitative 
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and quantitative data
9. Create a customized marketing plan for your home, in order to target the most 

qualified Buyers
10. Explain the fee for services and the split between the listing and selling brokers
11. Estimate the net proceeds that will result from the sale of your home
12. Remit FINTRAC – Canada’s money laundering reporting requirements
13. Prepare authorization document (listing agreement) that authorizes Faith Wilson 

Group to sell your home
14. Prepare and explain the Seller’s disclosure statement
15. Review the importance of security with regards to home keys, private showings 

and public open houses
16. Review the pros and cons of using lock boxes. Faith Wilson Group REALTORS® 

never use lock boxes as we believe is detrimental to the selling process
17. Review all aspects of the property – for example: mechanical and/or material 

latent defects such as oil tanks, knob and tube wiring, tenancy agreements, etc.
18. Apprise Seller of oil tank responsibility and offer recommendations
19. Apprise Seller of wiring alerts, such as knob and tube wiring
20. Review the title search for your home and alert you to any potential issues
21. Review the entire property and provide expertise on how to maximize the value 

from the Buyer perspective (Outdoor, Exterior and Interior)
22. Create a to-do-list to get your home show-ready
23. If desired, facilitate the completion of all to-do items, by coordinating with a bevy 

of proven service providers on your behalf
24. Create an accurate floor plan of your home by a bonded professional
25. Have a professional photographer create a beautiful, thoughtful and 

comprehensive montage of your home, plus a high-definition video if applicable
26. Share your home via our unique social media strategy which includes channels 

such as Facebook, Twitter, LinkedIn, YouTube and more
27. Develop advertising copy to be used for your home’s online profile, for feature 

sheets and brochures, for print advertising and in other channels, as required
28. Install a professional For Sale sign on your property, as authorized by you. This 

will be done simultaneously with your property “going live” on the Multiple 
Listing Service.

29. Compile all marketing materials (copy, photography, video, floor plans, etc) to 
create a powerful and engaging online profile of your home on the Faith Wilson 
Group website.

30. Distribute your home’s profile to trusted third-party real estate websites
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31. Translate all English copy to Chinese for use on the Chinese version of our 
desktop and mobile websites, as well as in other channels such as Chinese 
newspapers and magazines

32. Submit the Property to the Multiple Listing Service and manage the details in 
real-time

33. Send email blasts to a select group of top-performing REALTORS®, to inform 
them of your home

34. Host open houses for other real estate agents (Agents Opens)
35. Expose your home by directly contacting real estate agents with qualified Buyers
36. Respond to real estate agent questions about the property
37. Respond to Buyer questions about the property
38. Host public open houses with a licensed REALTOR® on-site at all times and a 

guest registry
39. Host private showings by appointment. Every showing will be guided by one of 

our professional showing specialists
40. Follow-up with all potential Buyers and Buyer’s agents after every opportunity, 

including open houses, agents opens and private showings
41. Provide relevant and timely feedback to you, the Seller, after every event that 

occurs at, or in relation to – your home
42. Provide regular neighbourhood market updates and reports to you
43. Provide regular Vancouver real estate market updates and reports to you
44. Keep you apprised of mortgage trends and advise you of any impactful items
45. Provide guidance and recommended actions for any offer that is presented
46. Negotiate and write offers and counter-offers, as necessary
47. Ensure a legally enforceable contract
48. Work through the subject period of a contract
49. Attend the property inspection
50. Provide assistance to the Buyer and/or Buyer’s Agent where necessary for 

financing
51. Ensure any and all deposit cheques have been received and placed in a trust 

account
52. Assist you, the Seller, in finding and moving to a new residence
53. Assist you, the Seller, in transferring utilities to the home Buyer
54. Deliver all conveyance documents to the Seller’s lawyer or notary
55. Provide you, the Seller, with a list of key items and ‘to-dos’, in order to pass your 

home on to the new owner
56. Provide the keys to the home Buyer
57. Do what it takes to help you reach your goal!
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The establishment of your home’s value and the setting of the price point are the most 
important aspects of the home selling process that you will undertake. The selling price 
is the key element for all Buyers and their agents, as it is likely the main parameter for the 
Buyer’s home search.

It is critical that your home is priced at market value, as opposed to being priced based 
on emotional attachment or wishful thinking. Remember, a Buyer doesn’t care about your 
memories, or how much you spent on the home. They are interested in buying a property 
at today’s market value and creating their own memories.

REALTORS® will evaluate your home using active and sold comparables within your 
neighbourhood. Although no two homes are exactly alike, a skilled REALTOR® will 
be able to assess value by identifying what your home has, or doesn’t have, with respect 
to the best recent comparables. The age and condition of your home will also play a 
significant role in establishing market value. The key is finding that “sweet spot” – the 
right price point that will generate activity from Buyers and put the most money in your 
pocket, within a reasonable time frame. Price it too high and you will miss out on the 
initial flurry of activity. Price your home too low, and you may lose money.

Key Pricing Parameters

Here are some of the key parameters a REALTOR® will use to evaluate your home’s 
value amongst comparable properties:

• Current Market Conditions (Is it a Buyer’s or a Seller’s market?)
• Activity by Price Segment
• Days on Market
• Location/Neighbourhood
• Size of Living Space
• Size of Lot
• Number of Bedrooms
• Number of Bathrooms
• Overall Condition
• Proximity to Local Schools
• Neighbourhood Amenities
• Available Financing Options

Once your REALTOR® has analysed the market, gained a better understanding of your 
home and compiled all of the pertinent information, you should be provided with an 
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in-depth comparative market evaluation of your home. This will be reviewed in detail 
between you, the Seller, and your REALTOR®. The comparative market evaluation allows 
you, with your REALTOR®’s guidance, to make an informed decision on pricing.

Common Pricing Problems
Deciding on the “just right” price for your home can certainly be challenging. This is 
where an experienced REALTOR® can offer invaluable guidance and recommendations. 
However, it can be quite easy to sway from the right price. There are a variety of reasons 
this may occur: 

Are you over-pricing your home because:
• You are deeply and emotionally invested in your home?
• You are wishing to take money out of the market in order to purchase your dream 

home?
• You are trying to recover the cost of renovations and improvements?
• You have your eye on a higher-priced home, so you “need” to achieve a specific 

price to buy it?
• The market has changed and you think you can get more from your home?
• You want to build room for negotiation into the price?
• Your REALTOR® acquiesces to your “wish price”?

Common issues with overpricing your home:
• The Seller may have the impression that overpricing will lead to more offers 

below the asking price. However, many Buyers will never even consider your 
home as the price point may be outside their specific range of affordability

• Missed offers that do not come forth, because Buyers don’t believe the offer will 
be successful

• Offers that do come into play are quickly dismissed by the Seller, due to 
unrealistic expectations

• A decrease in the number of private showings. Low turn-outs at Open Houses, as 
the home becomes stale in the market

• A Seller can easily miss out on tens and even hundreds of thousands of dollars 
that a qualified Buyer would have been willing to pay

• An overwhelming amount of interest from “looky-loos” and Buyers who are not 
likely to put forth an offer

The Initial Flurry and the First Offer
When a home first hits the market, there is an “initial flurry” of activity. Capitalizing on 
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this initial activity could mean a quick sale at a great price. We have all heard the phrase 
“the first offer is the best offer”. While this isn’t always the case, there is a logical reason 
as to why it often is.

Here’s why: a Buyer that comes into your home and immediately writes an offer has 
likely visited and considered all of the other homes on the market that fall within their 
required parameters. This Buyer is able to acknowledge your home’s true value and does 
not need to go away and consider other opportunities. They may have previously written 
offers on other properties that have not materialized. They recognize that your home is 
priced right and is a great fit for their needs, wants and goals. Therefore, the concept of 
the first offer being the best offer stems from an informed Buyer recognizing value and “a 
fit” for their family. Bingo! Home sold!

True Market Value: The Best Strategy

Regardless of what your reasoning is, pricing your home based on true market value 
is always the best way to achieve your goals. Here’s why:

• When your home is priced correctly, it sells faster, as it is exposed to more 
qualified Buyers

• You are able to capitalize on the marketability of your home
• Homes priced close to True Market Value typically receive offers more quickly, 

and these offers are usually closer to True Market Value
• Local REALTORS® will appreciate that your home is priced at market value, 

and engage their clients in the process of showing and buying. 
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There are financial aspects to selling a home that go beyond the fact that you may be able 
to reap a tidy profit from the actual sale. Prior to signing a listing agreement with your 
REALTOR®, it is prudent to look at all associated costs as part of your due diligence.

Mortgages
• If you have a mortgage on your home, you will have to decide how to manage it.
• Will you be porting it to your new home (if that is an option)?
• Will you be paying it out, or blending a rate?
• Get in touch with your lender, as they will provide you with the pertinent 

information regarding your mortgage strategy.

Here are a few examples of items you may be discussing with your mortgage lender:
• Can you port your existing mortgage to a new property?
• Is there a pre-payment penalty if you wish to extinguish the mortgage altogether?
• Can you blend your mortgage?

Associated Expenses
When selling your home, there are a number of associated expenses that you may or may 
not have thought of. Keep in mind that every home selling experience is different, so 
please consider all potential associated costs. Don’t worry, your REALTOR® will guide 
you along the way.

Legal Fees, Disbursements and Statement of Adjustment 
You will require a Lawyer or Notary Public to act on your behalf to convey your property 
to the new owner and to ensure that the money is transferred on the completion date. They 
will also ensure that the Buyer has performed on all the terms of the contract, and that 
you have met your legal obligations. Legal fees vary widely, partly due to the extent of the 
services that are required for each individual transaction. You will also be responsible for 
associated disbursements. When deciding who you want to act on your behalf be sure to 
make inquiries into the associated costs of your particular transaction. That will ensure 
there are no surprises when you get to the lawyer’s or notary’s office.

Property Transfer Tax
In British Columbia, property transfer tax is applicable on almost all transactions and 
is calculated as 1% on the first $200,000 and 2% on the balance. So speak with your 
REALTOR® to find out how they apply to you.

Property Tax Adjustments
If you have not pre-paid your property taxes, you should expect that the statement of 
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adjustments (provided to you at the time you meet with your lawyer to sign the legal 
papers to transfer title) will include any outstanding taxes that are due up to the possession 
date, and this will be noted as a debit. If you have already pre-paid your property tax, it 
will be noted as a credit on your statement of adjustments. Your lawyer, or notary will 
calculate these amounts for you.

Home Inspection
You may decide to conduct a pre-inspection of your home. Even so, expect that the Buyer 
will likely order and conduct his/her own home inspection (to be paid for by the Buyer). 
The justification for a pre-inspection of your home, prior to selling, is to ensure that there 
aren’t any surprises that may impede a smooth home inspection by an interested Buyer. If 
any surprises do occur, note that anything discovered and not repaired may be considered 
a material latent defect. In that case, it may need to be pointed out to a Buyer.

Oil Tank Inspection
In Vancouver, British Columbia, oil tanks are commonly found older homes that come 
to market. An oil tank could be located on your property, buried underground or located 
above ground, or within the house (for example, in the basement). If you are unsure — 
or if no tank is visually evident, you may wish to have your property surveyed for an 
oil tank prior to an offer presentation from interested Buyers. This is very important in 
Vancouver, as oil tanks are the responsibility of the property owner. A prudent Seller will 
inform a potential Buyer of the status of oil tanks on the property. If a tank is found on 
your property, remove it prior to new owner occupying the property. Most major lending 
institutions will not mortgage a property with an oil tank; therefore it may need to be 
removed prior to completion. 

Knob & Tube Wiring
Another issue with older homes in Vancouver is knob and tube electrical wiring. Some 
insurers will require that any knob and tube wiring be completely removed and replaced 
with modern wiring, or will require that a qualified electrician review the system and 
ensure that everything is safe for occupants.

Repairs & Renovations
As discussed in Step 2: Preparing Your Home for the Market, there may be items that 
should be repaired or renovated prior to placing your home on the market. This will 
ensure that your home is show-ready and able to attract prospective Buyers in a timely 
manner. It may even garner you a better price. Repairing items prior to a home inspection 
will remove the red flags that could crop up and create issues. At the very least, ensuring 
that your home is safe for potential Buyers to inhabit is important.
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Moving Costs
Associated moving costs will include the packing and moving your household items 
to another location. In addition to moving costs, utility transfers and other incidentals 
involved in process of selling your home will likely arise.

Capital Gains Tax
In most cases, Capital Gains Tax is not applicable on the sale of your primary residence; 
however, if a portion of your home was rented (e.g. a basement rental suite), Capital 
Gains Tax is applicable on the profits of the portion percentage of your home that was 
rented. Speak with your accountant to ensure that you are aware of any tax implications 
associated with the sale of your home.

GST for Professional Services
Don’t forget, GST is an applicable tax on legal fees and the professional services provided 
by your REALTOR®.

Estimating Your Net Proceeds
Now that you have a good idea of the market value of your home and the associated 
expenses you should expect, you can start to establish a rough expectation of what will go 
into your pocket when you have completed on the sale of your home.

To estimate your net proceeds, subtract Estimated Associated Costs from your 
estimated Sales Price:

• Seller’s Costs (Subtract the following costs, where applicable)
• Mortgage payout (if not porting your existing mortgage)
• Mortgage prepayment penalty (if ending a mortgage agreement early)
• REALTOR® service commissions/fees
• Lawyer or Notary fees
• Any associated expenses (i.e. moving expenses)
• Unpaid property taxes
• GST Services
• Closing Costs
• It’s best to consult with your REALTOR® in order to estimate your closing costs. 

You, your REALTOR® and the Buyer may agree on an arrangement that best 
suits you.

• Your net proceeds = estimated sales price - (Seller’s Costs + Closing Costs)
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Deciding when the time is right…  
The final selling price of your home is impacted by when you decide to sell. However, 
many of us do not have the luxury of waiting for a market to change from a Buyer’s 
market to a Seller’s market for the sake of securing a higher price. This brings us back to 
the reasons why you are selling and your real estate goals. 

Let’s consider some examples:

Are you relocating to another city or country?
If so, you may not be able to wait to see if the market changes in your favour.

Do you have a growing family that is bursting at the seams in your current home?
If so, you may not be able to wait until the market is more affordable for that larger, more 
suitable home.

Do you plan on selling and buying in the same market?
If so, you should consider the possible benefits. If you are selling in a Buyer’s market and 
want to upgrade then the price point differential could actually work in your favour.

Do you have to sell in this particular season?
If so, you should keep in mind that Vancouver’s real estate market can be affected by 
seasonal factors, such as weather.

“Market Conditions” – Explained
We constantly hear news reports referring to the term “market conditions”, but what 
exactly does that mean? At the most basic level, market conditions are the supply and 
demand of real estate. If there is little inventory and lots of Buyers prices tend to increase. 
Alternatively, if there is plenty of inventory but few Buyers, prices tend to decrease. A 
balanced market occurs when there is a balance between the inventory and the number 
of interested Buyers. There are a number of other factors that can influence market 
conditions such as interest rates, the local economy, the global economy and foreign 
investment trends. But market conditions, at their core, come down to supply and demand.

Generally speaking, there are 3 types of real estate markets to consider:

A Seller’s Market
In a Seller’s Market the Seller rules. A Seller’s Market is typically characterized by 
multiple offers and sales with low Days On Market. Fast - Paced activity helps to fuel this 
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type of market. Buyers need to make offers that are as attractive to the Seller as possible. 
In other words, Buyers need to provide terms and conditions that are the most favorable to 
the Seller. This will ensure that their offer stands out among all the others.

A Buyer’s Market
In a Buyer’s Market, Buyers have the upper hand. They can afford to be choosy, as they 
have an opportunity to look at lots of houses and take their time. When they do find 
that perfect home, they can write the terms and conditions that best suit their own goals, 
within reason of course. In this market, you will typically see the “subject to sale” clause. 
This clause is, where a Buyer can find a new home. Then see if the Seller will entertain 
a conditional offer that allows the Buyer the time to sell their home. In a Buyer’s market, 
Sellers have to be prepared to compromise in order to get their home sold.

A Balanced Market
A Balanced Market is a healthy market. Homes are on the market for a reasonable amount 
of time, offering Buyers an adequate opportunity to select a home that fits their needs and 
goals. The terms and conditions of an offer are equally weighted within the transaction. 
Overall, it is a more relaxed, stable market.

Should I Buy or Sell First?
The timing of buying and selling can sometimes be tricky, although often you will be 
able to dovetail the dates of the closing of your existing home to the dates associated with 
buying your new home, thereby making a seamless move.

As a Buyer, you may be able to submit an offer that is subject to the sale of your existing 
home. As a Seller, you can potentially lengthen the date of closing to find a new home.
Alternatively, bridge financing may be an option. How you manage the structure of your 
buying and selling transactions can be an important combination of advice from your 
REALTOR® and the market conditions at the time.

Ok, you’re ready to sell. It’s time to sign a listing agreement.

Once you have chosen a REALTOR® to sell your home, you will need to sign a listing 
agreement. This is a contractual agreement that authorizes your REALTOR® and his/her 
brokerage to represent you in the marketing and selling of your home. It also stipulates 
the period of time for which they will offer their services. The most common form of 
a listing agreement is an agreement that allows your REALTOR® to use the Multiple 
Listing Service® to sell your property. Alternatively, a listing agreement may relate to an 
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exclusive listing, which does not include the usage of the Multiple Listing Service® and 
does not require the listing brokerage to share the information with other REALTORS®.
Before you sign the agreement, your REALTOR® will provide you with information 
about the Agency Relationship via the “Working with a REALTOR®” brochure. This 
brochure provides you with legal and professional guidelines that will define the working 
relationship you have with your REALTOR®. It also explains the collection, use and 
disclosure of personal information under Privacy guidelines.

Designated Agency
When a brokerage designates a REALTOR® to work solely on your behalf in real estate 
transactions, the REALTOR® and brokerage are bound by ethics and the law to be honest 
and thorough in representing you. The brokerage must account for all money and property 
placed in its hands while acting for you.

The REALTOR® must:
• Obey all lawful instructions
• Maintain the confidentiality of your information
• Use reasonable care and skill in performing all assigned duties as your agent.

Buyer’s Agent
The Buyer’s Agent is ethically bound to work only for the Buyer, and to find the suited 
property for that Buyer at the best price. It is the Buyer Agent’s duty to relay back any 
information that he/she finds out from all Sellers or Seller’s agents.

Seller’s Agent
The Seller’s agent is legally and ethically bound to work solely on behalf of the Seller. The 
Seller’s agent will seek the best terms possible for the Seller, and owes no obligation to the 
Buyer other than the duty to disclose any defects regarding the condition of the property. 
As a Seller, you can expect complete confidentiality. As a Buyer, watch what you say in 
front of the Seller’s agent. The Seller’s agent is obliged to disclose any information that 
might benefit his client.

Limited Dual Agency
Sometimes an individual REALTOR® (or REALTORS®) from the same company may 
act on behalf of both the Seller and Buyer in a transaction. In that case, the REALTOR® 
has to act somewhat impartially in that they cannot disclose to either client any knowledge 
that they have of the other’s affairs or motivation. Dual Agency must be disclosed to all 
parties and they must agree, in writing, that this is an acceptable mode of agency.
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The “Listing Agreement” authorizes your REALTOR® and his/her brokerage to 
market and sell your home. This agreement serves three purposes:

1. It defines your relationship, including the limits of your REALTOR®’s authority
2. It provides detailed information about your home which can be placed on a real 

estate board’s MLS® system to help potential Buyers find your home
3. It forms the basis for drafting offers on your home.

Listing Agreement Terms & Conditions

There are many components that make up a listing agreement. See below for a list of 
the terms and a corresponding definition:

Listing Authority & Term
Describes the legal relationship between you and the real estate brokerage, and sets a time 
limit for the REALTOR® to sell your home.

Multiple Listing Service®
Confirms whether or not your home will be listed on the Multiple Listing Service®. This 
will allow your REALTOR® to put your home on the local real estate board’s MLS®s 
system, which serves as a marketing tool to REALTORS® and Buyers alike.

Listing Price
Confirms the listing price that you have set for your property with knowledge of the 
current market conditions and the aid of your REALTOR®. Refer to Step 4 for more 
details on pricing your home.

Listing Brokerage Remuneration
The compensation that has been negotiated between you and your REALTOR®’s 
brokerage. The listing agent usually assigns a portion of the remuneration that is paid to 
the cooperating brokerage that brings a Buyer to your property.

Marketing Process
This aspect sets out the marketing process that will be assigned to effectively market and 
sell your home. This will include the specific forms of marketing that will be employed: 
internet, print media, social media, agents opens & open houses for example.

Property Description
A physical description of your property, as agreed upon by you and your REALTOR®. 
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Your REALTOR® will itemize the lot size, your home’s age, the style of construction, 
number and size of the rooms, and any unique selling features such as an outstanding 
view or a fabulous kitchen renovation.

Financial Information
This aspect relates to the important financial figures, such as the minimum deposit you 
require, or a low-interest rate mortgage that can be assumed.

Showing Your Home
You and your REALTOR® will discuss the details of showing your home in person, such 
as when the home will be available to show, any “off-limit” times, and availability for 
evenings and weekends.

Exclusions to a Purchase (Chattels & Fixtures)
Chattels are items that can be easily removed. For example, a stove is considered to be a 
chattel, as it can be unplugged from the wall and removed. A dining room chandelier, on 
the other hand, is considered to be a fixture, as it is literally affixed to the ceiling. Chattels 
are not automatically included, although in certain circumstances, it is anticipated that 
appliances are included in the sale. However, a Buyer agent will write those items on a 
contract of purchase and sale to ensure clarity. If there are any fixtures that you would 
like to keep and take with you, you must ensure that this is clearly communicated to your 
agent so there is no confusion when it is time to negotiate an offer.

Property Condition Disclosure Statement
You will be asked to answer questions about your property to the best of your knowledge, 
and to which the Buyer will rely in the information provided. Your REALTOR® will 
provide you with information about the property disclosure statement.

FINTRAC
As part of the listing agreement, you will be asked for identification and verification that 
you are the owner of the property that is being listed. The REALTOR® is required to 
document that information in addition to your occupation. The purpose of FINTRAC 
is to protect all parties against real estate fraud. For more information, you can visit the 
FINTRAC website.

Site Survey
A survey of your property that outlines the lot size and location of buildings, as well as 
the details of encroachments from neighbouring properties.
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Property Tax Receipts
Most listing agreements require that the current annual property tax assessments be 
provided and shown.

Mortgage Verification
You may be asked to authorize your mortgage lender to provide your REALTOR® with 
the required documentation to verify your existing mortgage agreement.

Copy of Title Search
This document must be included; it is a legal description of your property and proof that 
you own it.

Verification of Tenancy Agreements
If your home – or a portion of your home – is rented, you will be asked to provide a copy 
of the tenancy agreement.

Oil Tank Certificate
If your home has had an oil tank on the property that was removed, you will be asked 
to provide a copy of the certificate of removal for verification that there is no soil 
contamination.

Additional/Other Documentation
This additional documentation may include your annual heating, electrical and water 
expenses, as well as any records of recent home improvement expenses.
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You’ve already done your part in getting your home show ready: you have optimized the 
curb appeal, your home is clean, de-cluttered, de-personalized and all items of repair have 
been attended to. You’ve signed a listing agreement and your home is about to hit the 
market. This is where your REALTOR®’s marketing plan comes into play. The marketing 
approach for your home should be multi-faceted. Your REALTOR® should be utilizing 
a combination of digital marketing, print publications, and social media to expose your 
home to as many qualified buyers as possible. Beyond the specific marketing of your 
listing, your REALTOR® should constantly be networking with their personal and 
professional contacts. Ultimately, the wider a net your REALTOR® casts, the more likely 
that your home will catch the right Buyer.

The For Sale Sign
The For Sale sign remains an essential aspect of effectively marketing your home on a 
local basis. As technology continues to advance and improve, you may be skeptical of 
its effectiveness, but you should never underestimate the value of the For Sale sign on 
your front lawn. Research shows that the For Sale sign is one of the top 3 information 
sources used by buyers in their home search, only behind the internet and the Buyer’s 
REALTOR®.

At the Faith Wilson Group, we’ve evolved our traditional For Sale sign to harness the 
growing needs of the tech-savvy buyers in Vancouver. Our signs now feature a QR 
Code that directs interested buyers directly to your home’s mobile-optimized profile 
on the mobile version of our website. This gives interested buyers the opportunity to 
instantly engage with your home, read about its details, view the floor plan, browse the 
photo gallery, and watch a video tour, all while standing in front of your home. They can 
instantly call, email or even request a viewing right from their smartphone.

The Internet & Digital Marketing
Real estate statistics show that over 90% of potential buyers will use the internet to search 
for their new home. Therefore, the likelihood of you achieving your home selling goals is 
directly correlated to the effectiveness of your REALTOR®’s online marketing plan.

Digital real estate marketing begins with your home’s online profile.

Firstly, your home’s profile should be accessible via the Multiple Listing Service® 
(e.g. Realtor.ca). The Multiple Listing Service® is a powerful tool for informing other 
REALTORS® about your home, its features and any upcoming open houses. This creates 
opportunities to cooperate with REALTORS® and generate OFFERS from their buyers. 
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Many buyers begin their home searches on websites like Realtor.ca and REW.com.

Secondly, your home’s information should be distributed via relevant third-party websites 
(e.g. Zoocasa.com, LuxuryHomes.com, HomesandLand.com, etc) to extend the overall 
reach of your home’s online profile to buyers that use these sites during their home search.

Finally, your home’s most comprehensive online profile should be on your REALTOR®’s 
website. An effective REALTOR® website should be receiving thousands and thousands 
of monthly visits from prospective buyers in your local market and from around the 
world. The website should be optimized for organic search results on search engines like 
Google and Bing. It should feature fresh, up-to-date content to attract visitors, while also 
providing interactive functionality to retain them and keep them coming back. Ultimately, 
it should be the place where interested buyers can find everything they are looking for and 
view your home in its best light.

Today’s home buyer wants an easy-to-navigate website that gives them everything 
they are looking for when considering your home – here are the top 9 website 
features, as rated by home buyers:

• Professional interior and exterior photographs
• Detailed property information
• Engaging video tours
• Interactive maps and amenity tools, such as Google Maps, Streetview and 

WalkScore®
• The REALTOR®’s contact information and easy-to-submit forms
• Detailed neighbourhood information
• Pending sales/contract status
• Information on recently sold properties
• Upcoming open houses

Does your REALTOR®’s website offer all of these features to best showcase your 
home to potential buyers? Ours does. We have acknowledged what today’s home buyer 
wants and we have designed our website with that in mind. Beyond the top 9 features, 
all of our listings are also optimized for mobile access on smartphones, and include 
downloadable floors plans, an exclusive and interactive Room Planner, and custom-
researched neighbourhood profiles which feature information on amenities, schools, 
recreation, shopping and more. Moreover, all of this information is translated into Chinese 
and is available on both the Desktop and Mobile versions of our website. By providing 
buyers with comprehensive information and helpful tools, they are more likely to become 
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engaged with your property and take the next step towards viewing it in person.

Traditional Media & Brand Awareness
• Does your REALTOR® use traditional media channels? Do they use them well?
• Is your REALTOR®’s brand well-known in the local market?

As today’s home buyer becomes increasingly more tech-savvy, many REALTORS® 
are ignoring the role of traditional media in the promotion of their residential listings. 
While traditional channels like newsprint (Real Estate Weekly, Vancouver Sun, etc), 
magazine ads (Vancouver Magazine, Western Living, etc.) and direct mail campaigns 
cannot offer the same level of engagement that a website can, they still serve to keep 
your REALTOR® and his/her listings top-of-mind, and will drive more traffic to your 
home’s online profile. One of the most powerful traditional media channels is Out-of-
Home/Outdoor Advertising. Whether it’s a transit shelter campaign that reaches 74% of 
the local population, or billboards that engage with the vast majority of daily commuters, 
outdoor advertising ensures that the REALTOR®’s brand is top-of-mind when a buyer is 
beginning a home search – increasing the number of buyers that view your home’s online 
profile. By combining traditional media campaigns with compelling internet and digital 
marketing, a REALTOR® can provide a comprehensive and fully-integrated plan that 
will increase the likelihood of you achieving your home selling goals. Ensure that your 
REALTOR® has included traditional channels in the overall marketing strategy for your 
home.

Networking
Integral and never to be under-estimated, a lot of what your REALTOR® does falls 
within the realm of networking. Working with a well-known and respected REALTOR® 
can really boost this aspect of marketing your Home and really spread the word within 
the real estate community. Networking includes not only fellow REALTORS® and their 
sphere of influence, but also local financial institutions, real estate developers, services 
providers, businesses, even friends and family.

Showing Your Home
In Step 2, Preparing Your Home for the Market, we provided a step-by-step guide to help 
you prepare a show-ready home that included ensuring the yard is neat and tidy, the front 
door is freshly scrubbed, all lights are operational and fix-it items have been attended 
to. Everything should be clean and shiny! Now the proof is in the pudding. Walk with 
your REALTOR® as a potential buyer would, starting at the curb, and through the whole 
property to ensure that everything is in place and ready to go for those first buyers and 
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REALTORS® that come through the door. Refer back to our 10 Winning Tips for Home 
Staging. You’re almost there, but here are a final few items that will ensure your first 
showing is a success!

Let there be light:
• Everyone loves light, so turn them on and make sure all your lights are in 

working order – make your home bright and cheerful!
• Open the drapes and blinds – strategically in some cases, depending on the 

outlook.
• Make sure that your windows are clean.

A feast for the senses:
• Ensure that there are no offensive odors from sources such as cooking, smoking 

or pets.
• Avoid any over-powering air fresheners, candles or cleaning items – opt instead 

for a very light natural aroma, a clean and fresh scent.
• Make your home sound pleasant with the addition of soft background music.

Remove your valuables:
Although your REALTOR® will be present at all times when there are buyers and other 
REALTORS® in your home, it is always best to put away any valuables. This includes 
any small items of personal value to you as well.

Make sure your home is safe:
Prior to showing your home, ensure that there are no safety hazards. For example, an 
extension cord or a loose hand rail could present risks to buyers and other REALTORS®.

Remove yourself and your pets:
It is best that you and your pets are not in the home when buyers and REALTORS® are. 
It can make them feel uncomfortable and can create communication barriers between 
parties, as people may be “watching what they say” in order to not offend you, the 
homeowner. This can create missed opportunities.At Faith Wilson Group, we love all 
types of animals. Unfortunately, some people may be allergic, while some may even be 
afraid or intimidated. Pets can also be distracting – instead of creating a good relationship 
with the Buyer and their REALTOR®, the focus might be on “where the cat is” because 
she isn’t supposed to go outside. Be sure to have off-site arrangements for your pets during 
showings and open houses.
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Lock Boxes – Why We Don’t Use Them

A quick note about Lock Boxes – we don’t use them. Here’s why:
A lock box is essentially a secure key box that allows a Buyer’s REALTOR® to access 
your key and enter your home without the Seller’s REALTOR® being present. Although 
this is common practice in the industry, we do not recommend lock boxes be used under 
any circumstances. The Buyer’s REALTOR® has never entered your home before, and 
they certainly don’t know the nuances and details of your home. This also creates a 
security risk, as you can’t be sure that the Buyer’s REALTOR® will secure your home 
after the showing is complete. At Faith Wilson Group, we are always there to show and 
sell. Following the showing, we ensure that the home is safe and secure, just the way you 
left it.

Different Types of Showings  The curtains open and the show is on!

There are generally three types of showings that occur during the selling process:

1. Agents Opens
This is how we start the buzz! An Agents Open is an important part of the selling 
process and an effective way to get REALTORS® in the door to preview the 
property for their active and potential Buyers. This is also a time that Buyers and 
neighbours may want to pop by to see your home and an opportunity for your 
REALTOR® to source out potential leads.

2.   Open Houses
Open Houses are a great way to engage your neighbourhood, your community 
and local Buyers. It will get the chatter going about your home. The oxymoron is 
that statistics actually show that very few people that come through an open house 
are ready, willing and able to buy. So what is the purpose? Market awareness is 
the key benefit of the open house – it will get the attention of REALTORS® and 
Buyers alike who have already seen the other homes in your neighbourhood that 
just didn’t work and are waiting for the next home that suits their needs – it could 
be yours. Also, if a buyer’s agent can’t make it to the showing, it’s not a problem, 
as the Buyer and his/her family can come on their own. And of course, it allows 
your curious neighbours to come and “have a look”. They likely won’t be the 
Buyer, but they may know someone who wants to get into the neighbourhood. It’s 
all part of the home selling process.
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3.   Set Showings
These are the crème de la crème of showings. That is because either the buyer’s 
agent or the listing agent has had a conversation with the Buyer beforehand and 
gathered some valuable information with regards to the Buyer and your home. 
This information could relate to financial aspects, like whether or not the buyer 
is pre-approved for a mortgage. Maybe we’ll find out that the entire family is 
coming to view the home, or why the buyer has a specific interest in your home 
and your neighbourhood, and how they found your home in the first place. The 
result is an informed and prepared opportunity to show your home in its best light 
via a wonderful and professional showing. There is a nuance to the showing of a 
home that should never be under-estimated. A good showing agent knows when to 
it is time to verbally add value to the showing and when to remain silent. At Faith 
Wilson Group, we employ a team of Showing Specialists that know your home 
inside and out, and are adept at interacting with buyers and their agents.

Feedback from Showings Don’t forget the feedback! 
As part of our 360° Performance Promise, we are committed to always keeping you 
informed and up-to-date on the status of your home. This includes feedback after 
every single showing to better understand how your home is performing in the eyes 
of prospective buyers. What did people like about your property? What didn’t they 
like? What could use improvement? With the appropriate feedback, we’ll be able to 
work together to make any necessary adjustments or improvements to your home. That 
way, you’ll soon be able to switch your “Open House” sign to a “Sold” sign. If your 
REALTOR® isn’t keeping you informed, be proactive and ask for this feedback as it is 
essential to achieving your goals.      
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All the planning, preparation, marketing, and showings have paid off – an offer, “the 
contract of purchase and sale”, is coming in on your home!

This is a very exciting time as a milestone is acheived – an offer! But it can also be a 
stressful time with emotions running high. Your REALTOR® has an obligation to show 
you each and every offer that is submitted on your home. It’s possible that you may not 
like the initial offering price or you may even disagree with some of the other terms 
and conditions of an offer. In order to get the most out of each offer, it’s important to 
keep your emotions in check, maintain a level head and remain objective.The goal is to 
negotiate the best deal you can get within the parameters of the current market conditions, 
while ensuring that the offer is contractually sound, transparent and in alignment with 
your real estate objectives.

Receiving an Offer
An offer can be received by the listing agent in a number of ways: by fax, by email or in 
person. Depending on the situation, there are several possible scenarios:

• If the offer is sent to the listing agent, the Buyer’s agent will request that it be 
presented to the Seller on their behalf.

• Alternatively, the Buyer’s agent may wish to present the offer in person, in which 
case the Buyer’s agent will present the offer to you, with the listing agent present. 

• When a Buyer’s agent presents the offer, they will want to share a little bit about 
the Buyer and put their best foot forward in presenting a case as to why you, the 
Seller, should give serious consideration to that offer. 

• When the Buyer’s Agent has finished their presentation they will leave the room, 
allowing you and your REALTOR® to discuss the merits of the presented offer.

• If you do not want the Buyer’s agent to present the offer, the Buyer’s Agent may 
request written confirmation that these are your instructions.

Here are your options when responding to an offer:

1. Accept the Offer
If you accept the offer, this means that all the terms and conditions of this offer 
are aligned to your goals and the offer is accepted by you, as presented.

2. Reject the Offer
Either the price is so far off, or there are few redeeming qualities to the offer, so 
that there is no point to opening a discussion.
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3. Counter the Offer
The offer carries enough substance that it merits you and your REALTOR® 
changing certain aspects of the offer, signing a counter-offer and sending it back 
to the Buyer for consideration.

It is the Buyer that can now accept your counter-offer, reject the counter-offer or 
counter your counter-offer. Unless your counter-offer was extremely unreasonable, 
the Buyer will likely choose the latter option.

Note: When offers are in the counter stage, Sellers may still look at new offers that may arise and can 
accept another offer provided that they are not putting themselves in the position of having acceptance 
on more than one offer – neither being a back-up offer. If a Seller decides they will accept another offer, 
the counter-offer will need to be rescinded and this needs to be conveyed to the Buyers REALTOR®/
Buyer prior to them conveying acceptance. It is clear that timing is crucial in situations like this, so 
ensure that you are in experienced hands when working on multiple offers at the same time.

Negotiating with Buyers It’s time to negotiate!
The offer/counter-offer stage is where the buyer and seller can communicate through the 
contract of purchase and sale. There are numerous elements to a contract of purchase and 
sale, so it is vital that your REALTOR® has a clear understanding of your main goals and 
knows where you can be flexible in terms of what you are willing to compromise on. An 
experienced and skilled negotiator is essential to helping you achieve your goals.

There are six major components to an offer:

1. Price:
This is what most Sellers will gravitate towards when first reviewing an offer.

2. Deposit:
This is the “earnest” or “good faith” money that a Buyer is willing to put up as 
part of their offer.

3. Terms:
These include the total price of the offer, as well as the financing details. The 
Buyer may be arranging their own financing or may wish to assume your 
mortgage if the interest rate is attractive.

4. Conditions:
Conditions are certain aspects of an offer that must be fulfilled in order for the 
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sale to go through and close. Common Buyer conditions include: “subject to 
inspection” or “subject to financing”. These conditions will also include a date 
whereby the outlined conditions must be met or waived by the buyer in order for 
the sale to move forward, prior to closing.
Sellers too, can insert conditions into the offer. For example, a Seller could insert 
the condition of “subject to the Seller ceasing to be obligated on a previously 
accepted offer.” Other possible conditions include Seller’s warranties, credits for 
repairs and so forth. Subjects will have a date that they must be removed by – 
prior to closing – making the offer “firm”. This is generally when the outlined 
deposit, or an even larger deposit, is put forth by the Buyer and goes into the 
REALTOR®’s trust account.

5. Inclusions and Exclusions:
These may include appliances and certain fixtures or decorative items, such as 
window coverings or mirrors.

6. Completion, Possession and Adjustment Dates:
In Canada, the completion date is the day that the title to the property is legally 
transferred to the Buyer and the transaction of the funds is finalized (Except in 
Manitoba and Quebec). The possession date is generally the day after completion 
date. Note: In B.C. the Possession Date is legally 1 to 3 days after the closing. The 
adjustment date is generally the same day as possession date; it is also the day that 
the buyer assumes responsibility for any payments to do with the property such as 
maintenance fees, taxes, etc.

Helpful Tips for Negotiations Keep your eye on the prize
Remember your goals and negotiate the best deal for you towards that end. Don’t get 
caught up in the smaller details for the sake of ego, principle or memories. You don’t want 
to lose your entire sale based on a light fixture in the dining room.

Understand the realities of the market
There is a reason it’s called negotiating. Remember that fair market value for your home 
may not match with your ideal wish price. Be sure to keep the lines of communication 
open at all times.

Respect the people and the process
Sometimes it’s hard not to be confrontational when things aren’t happening exactly as 
planned. But remember the old adage, “you catch more flies with honey than vinegar”. 
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Calm, respectful, quietly assertive and collaborative – that’s the winning way.

Prepare for the negotiations
Collaborating with your REALTOR® ahead of time is very helpful in understanding 
what you are willing to move on and what is non-negotiable. Clear communication is key 
to ensuring that you and your REALTOR® are on the same page – remember, you are a 
team! Negotiating is all about the give and take. Understand ahead of time that you will 
be making some concessions to put this deal together – that’s what it is all about.

Know when to fold them
Sometimes, no matter how hard you try, the buyer and seller have such completely 
different objectives that you won’t be able to come to agreeable terms, no matter how long 
the negotiations take. Sometimes you just have to move on…
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Unless you’ve received a firm, no subject offer for your home, there is still important work 
to be done. Any subject conditions and legal concerns must be dealt with promptly and 
professionally to ensure that the offer does not collapse.

Subject Conditions
If an offer has subject conditions, such as “Buyer subject to inspection”, part of the Buyer’s 
due diligence will encompass working through the subject conditions on the offer and 
then to either waive the subject clauses or not waive them. Generally, a deposit or increase 
of deposit is placed into a trust account upon subject removal. If the subjects are not 
removed the offer may collapse.

The best case scenario for you – the Seller – is a firm, no subject offer. Generally speaking 
though, you should expect a conditional offer, unless you are in a hot-selling market.

Your Legal Team
You will require a Lawyer or Notary Public to assist you in the selling of a property. If 
you have bought or sold before you may already have a legal advisor you rely on and if 
not, you may want to do some checking before making your decision on whom to align 
yourself with. Ask your REALTOR® if they have a list of accredited professionals that 
they recommend. Ask your friends, family members or business associates for their 
recommendations as well.

What will your legal consult do for you? 
• Review the contract of purchase and sale
• Answer your legal questions
• Search the property title
• Calculate the total amount owed to you from the Buyer (including tax and utility 

adjustment) statement of adjustments
• Ensure all requirements for the closing date are met (money transferred to you 

from the buyer, and the property title put in their name)
• Closing the sale with the Buyer’s lawyer.
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Congratulations, you’ve successfully negotiated the sale of your home!
The only remaining items are the final steps to closing out the sale. This is where your 
lawyer and your REALTOR® will take care of all the time  – consuming details and legal 
issues on your behalf. Assuming you have chosen your team of professionals wisely, you 
can now relax.

Here’s a final checklist to review before you close the sale:
• Confirm the services to be provided by your lawyer
• Immediately begin satisfying any conditions of the agreement that require action 

on your
• part before the set date of completion creeps up on you
• Notify your lawyer and lending institution if the buyer is assuming your mortgage
• Contact the utilities, telephone and cable companies about transferring or 

removing their services
• Call your insurance agent and arrange cancellation or transfer of your 

homeowner’s insurance
• Contact your security provider to arrange the cancellation or transfer of service
• Contact a moving company to arrange your move on, or prior to, closing date
• Send out your change of address notices and advise the post office
• Change the address on your driver’s license, amd other identifications
• Notify your REALTOR® immediately if anything changes about your property 

or your situation.

Canada’s Money Laundering Requirements
As part of the listing process, you would have completed an identification form called 
FINTRAC and your REALTOR® would have asked for verifiable identification back in 
Step 6: Deciding When to Sell & Signing a Listing Agreement. This is a requirement of 
the federal government.

For more information, you can visit the FINTRAC web site at fintrac-canafe.gc.ca

Connect With Your Lawyer
If you plan to “discharge” or pay off your mortgage with proceeds of the sale, your 
lawyer will obtain a statement from your lender showing your outstanding balance on the 
mortgage, and any penalties you’ll have to pay to discharge the mortgage.

A few days before closing, your lawyer will ask you to sign the paperwork that enables the 
title to be transferred to the buyer.
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On closing day, your lawyer will receive and distribute the proceeds from the sale, pay off 
your mortgage and other costs, and give you a cheque for the net proceeds.

Seller’s Closing Costs
We outlined many of the associated expenses in Step 5: Preparing Your Expenses. Your 
closing costs, as the Seller, are the fees owed on or by closing day that must be paid by 
you in order for the sale of your home to be complete.

Here are some of the most common expenses you can expect to incur upon closing 
your sale (approximate only):

• REALTOR® Service Fee 
This is the fee paid by you to the Real Estate Agency that was responsible for the 
marketing and sale of your home. In British Columbia, it is customary that the 
Listing Agent pays a cooperating brokerage a portion of the fee paid to them. Fees 
for service vary depending on which Agency you choose, and will correspond 
with the level of service and marketing that you receive. Ask your REALTOR® 
to clarify their service fees.

• Taxes on Services 
In British Columbia, GST and PST is applicable to legal and REALTOR® 
services.

• Legal Fees and Disbursements 
Your legal professional will ensure that you are protected. They will review your 
contract and ensure that the Buyer has complied with all the terms and conditions, 
and that you have met your legal obligations in order for the deal to close. Legal 
fees vary, and the total cost depends on the extent of services provided. You will 
also be responsible for disbursements (costs related to handling your file, such as 
long distance calls and travel).

• Utility and Property Tax Adjustments 
Your lawyer will prepare a “statement of adjustments”, which will adjust for 
things like taxes and utilities. As an example, a statement of adjustments is 
required if you have already paid your taxes through to the end of the year. On 
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the statement of adjustments you will be credited for the period from possession 
date through to the end of the year on your side of the adjustment statement, and 
the buyer will be debited. If you didn’t pay this expense in advance, it will be you 
paying the buyer for the amount accrued prior to the possession date. The exact 
amount will be calculated by your lawyer.

• Mortgage Prepayment or Discharge Fees  
If you pay off your mortgage with the proceeds of your sale, you may be charged 
a fee from your bank. As outlined in Step 5: Preparing Your Expenses, it is 
prudent to check on any prepayment penalties or discharge fees early on as part 
of initial steps in preparing to sell your home. This will ensure that that you are 
completely apprised of what the final costs of closing out the sale of your home 
will be.

• Moving Costs 
Remember, if you are moving to a new home, there will be associated costs for 
transportation, furniture delivery, as well as utility hookup fees.

Congratulations!!! That’s it – you’ve sold your home!
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