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Westside Oasis on a Grand Scale

6630 Marine Crescent, Shaughnessy
Active Faith Wilson Group listing* 

Filled with Character and Warmth
5,897  s.f. House
7 Bedrooms

“ ”



Recently, as our team 
walked with a client on a 
sun-dappled street in 
Kerrisdale, we all stopped 
to marvel a moment at 
the summer-like profusion 
of leaves, blossoms and 
warmth in this amazing 

spring in the city. It was a gentle reminder of 
why Vancouver is consistently named among the 
world’s most livable cities.

Yet, as we all know, Vancouver’s lovely 
environment can also be challenging for both 
homebuyers and sellers.

At Faith Wilson Group, our team has always 
pledged that you receive the best service, advice 
and professionalism. Now, we are proud to be 
taking that promise to the next level to announce 
the most comprehensive written service guarantee 
in local real estate: the Faith Wilson Group Peace 
of Mind Buyer’s and Seller’s Guarantee. 

Our Buyer's guarantee is straightforward. If you 
find that, within 18 months, the home you bought 
through Faith Wilson Group does not meet your 
needs, we will sell it for you for free. It is our 
guarantee to you – in writing – whether buying 
or selling, that your peace of mind is covered. 

We can offer this guarantee with confidence. 
We know that our veteran team and the systems 
we have put in place to do an amazing job 
for both buyers and sellers. In fact, we were 
named the Best Real Estate Agency in Canada 
for 2014-2015 in the International Property 
Awards, for “professionalism, team structure and 
commitment to clients.”

So, how does the Peace of Mind Guarantee work 
for you as a buyer? 

First, we help you focus on your specific 
requirements: the lifestyle you want, the 
neighbourhoods that match your needs, and the 
price range. Our Sales Associates take great pride 
in their intimate knowledge of Vancouver’s diverse 
neighbourhoods and will provide buyer’s tools that 
keep you up-to-date on any pertinent happenings. 
When a listing surfaces that matches your needs, 
you are alerted immediately, even before other 
buyers know about it. We take extreme care 
to match you with the best home possible and 

guarantee you the Peace of Mind you deserve 
when making such an important purchase.

Selling a home could be the most significant 
financial decision of your life and should be made 
with complete confidence and Peace of Mind.

Therefore, when you choose to sell your home 
with the Faith Wilson Group, you receive a unique 
advantage in the market: our three-part Faith 
Wilson Group Peace of Mind Seller’s Guarantee.

1 – We guarantee to keep you up-to-date at every 
stage of the home selling process to ensure you 
can make the most informed decision. 

2 – Our Authenticity Guarantee assures you that 
all statements we make are authentic and not 

inflated in any way.

3 – We provide an exclusive 68-point 
professional services guarantee and back it with 
a financial incentive to you should we ever fail 
to live up to any of them. 

Complete details of our Guarantees can be 
read online at FaithWilsonGroup.com, with 
the complete terms and conditions. At Faith 
Wilson Group we sincerely believe that, whether 
buying or selling, you deserve Peace of Mind in 
achieving your real estate goals.

Warmest Regards,
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BUYERS AND SELLERS DESERVE GUARANTEED PEACE OF MIND 

The information included in this report is based on residential sales data and statistical information sourced and compiled from the Real Estate Board of Greater Vancouver’s MLXchange database and the REALTOR Link® website. The information is 
current as of April 14th, 2015 and is subject to change by the REBGV. Faith Wilson Realty Group Inc., makes no guarantees as to the accuracy of the information provided and is not responsible for changes, errors or omissions to this information.

1A Photo’s Worth a Thousand Words: 
The saying is old, but the meaning holds true. 

If you are considering selling your most valuable 
asset, then why skimp on the first impression? 
Remember that more than 90% of home buyers 
are searching online* & the first thing they will 
see are the photos. Your home’s images should be 
taken by a professional, not your iPhone. 

2 The Digital Open House: Open Houses 
are an incredible way to engage with interested 

buyers, but buyers can’t always make the time to 
visit on a busy weekend. A professionally filmed HD 
Video Tour is the next best thing! It allows interested 
buyers to do a digital walk-through of your home, 
all from the comfort of their desk, the couch, or 
even on their smartphone. As a side benefit, a great 
video tour will weed out the tire-kickers, and ensure 
higher-quality buyers at Private Showings. 

3 Today’s Home Buyer is a Mobile Buyer:  
According to a survey by Insights West, two-thirds 

(64%) of BC adults own a smartphone & are using their 
device for an average of nearly 2 hours every day. In 2013, 
45% of all home buyers used a mobile website & 42% 
used a search engine on their mobile device as part of 
their home search*. If you are thinking of listing your home, 
be sure to ask your REALTOR® about their mobile marketing 
strategy–and don’t forget to try it out for yourself!

4 If It Ain’t Broke … In the world of advertising, 
we often hear the statement that “Print is Dead”. 

While it’s certainly had some problems, the death of print 
is an exaggeration. In 2013, 23% of all home buyers 
still used newspaper advertisements as part of their 
home search, while 15% looked through home-related 
magazines*. A truly effective marketing mix should still 
contain elements of newspaper & magazine advertising. 

5 Don’t Forget the Sign: In 2013, the For Sale Sign 
was the third-most used information source, with 

51% of all buyers using it as part of their home search*. 
An effective sign should be eye-catching, featuring strong 
branding and clear contact information. If your REALTOR® is on 
the leading-edge, the sign will also be interactive, allowing for 
instant access to more listing information. In our case, we use 
QR Codes to drive buyers to the mobile-friendly listing profile!
*2013 Profile of Home Buyers and Sellers, NAR

OUR TOP 5  HOME MARKETING TIPS



Young Canadians, aged 25 to 34, feel that 
housing remains a very good investment, 
according to the 21st Annual RBC Home 
Ownership Poll. Nearly nine in ten (86%) of 
this age group believes that owning a house or 
condo is a very good investment, up from less 
than eight in ten (78%) in 2013.

"Nearly every region 
in Canada has shown 
an increase in their 
likelihood to purchase 
over the last year" 

This confidence in the housing market is 
reflected in Canadians’ buying intentions. Nearly 
every region in Canada has shown an increase 
in their likelihood to purchase over the last year. 
In particular, interest in purchasing from the 25 
to 34 age group has increased significantly from 
one in four (25%) in 2013 to nearly half (41%) of 
respondents in 2014.

In B.C., the percentage of those who are likely 
to buy a home has increased from 20% in 2013 
to 22% in 2014.  And with 41% believing that 
housing prices will continue to rise next year, 
it signals that British Columbians want to get 
in while they feel they can, and reinforces the 
positive investment sentiment. Among those 
likely to buy a home within the next two years, 
four in ten will be first-time home buyers.

Also notable in the same poll results, are 
Canadians’ willingness to go it alone when it 
comes to home buying.  Granted, the majority 
of Canadians (62%) still intend to buy a home 
with their spouse or partner, but now more 
than one in four (28%) Canadians intend to 
buy a home on their own.

"...there is renewed 
confidence in the market"

The increase in buying intentions across the 
country not only gives the strong signal that 

there is renewed confidence in the market, 
but also that Canadians are more prepared 
this year to take that step into homeownership.  

Owning a home is a big decision and getting 
off to a good start can make all the difference in 
the world. The amount of your down payment, 
which represents your financial stake, (or the 
equity in your new home) should be your 
first priority and determined well before you 
start house hunting.  Setting a timeframe for 
yourself and building up your savings will put 
you in the best position to afford the home 
of your dreams.  Speak to a trusted mortgage 
professional about ways that you can start 
saving.
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First-time Home Buyers Put their Money Where their House is

Measuring Home Values - Good, Better and Best
Average Sales Price  
(Rating: Good)

The most frequently referenced, but least 
accurate Home Value Measurement is the 
Average Sales Price.

The Average Sales Price is simply the total 
value (in dollars) of all homes sold in a 
period, divided the total by the number of 
homes sold (individual units sold).

The Average Sales Price is one of the least 
effective Home Value Measurement due to 
how easily it can be skewed by extremely 
high or extremely low sales prices.

The Average Sales Price is generated from 
the combined unit sales of each of the 17 
Westside neighbourhoods, for each of the 
3 property types. 

This provides a basic indication of pricing 
trends, but is more importantly used as a 
comparison to the Median Sales Price and 
the MLS® HPI Benchmark Price.

Median Sales Price   
(Rating: Better)

A less frequently referenced, but more 
accurate Home Value Measurement is the 
Median Sales Price.

The Median Sales Price is determined by 
listing all of the prices in a given area in a 
given period of time from lowest to highest 
and identifying the exact middle point.

This measure excludes the extremely high 
and low sales prices that can occur and 
focuses on the core of the market. 

Because of this, it provides a better gauge 
of pricing trends than the Average Sales 
Price does.

We generate the Median Sales Price 
from the combined unit sales of the 17 
Westside neighbourhoods, for each of the 
3 property types. 

This provides a more accurate indication 
of pricing trends across the Westside and 
serves as an excellent comparison to the 
MLS® HPI Benchmark Price.

MLS® HPI Benchmark Price         
(Rating: Best)

One of the most accurate, but least 
common Home Value Measurements 
is the MLS® HPI Benchmark Price that 
is generated by the Real Estate Board of 
Greater Vancouver.

The HPI Benchmark Price employs 
advanced statistical modeling to estimate 
a sales price for a ‘typical’ property type 
in a given neighbourhood, as opposed 
to the average and median sales prices, 
which are based on actual sales results. It 
considers the characteristics and attributes 
of a property, such as lot size, age, 
number of bedrooms, etc. and keeps these 
attributes constant to measure true price 
inflation or deflation.

The HPI Benchmark Price is the only 
Home Value Measurement that is 
generated for specific property types in 
each unique MLS® neighbourhood. It is 
therefore the most accurate Home Value 
Measurement available. We recommend 
referencing the HPI Benchmark Price in 
the neighbourhoods that matter most.

Lorraine Gingras

Mortgage Specialist
RBC Royal Bank
604.315.6216
lorraine.gingras@rbc.com
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THE REAL NEIGHBOURHOOD RESULTS: Q1 2015

SINGLE FAMILY DETACHED HOMES

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

MLS® Neighbourhood       Unit Sales     HPI Benchmark Price       3 Months        1 Year

Arbutus 34 $2,593,600 4.09 6.12

Cambie 29 $1,809,000 4.33 5.77

Dunbar 91 $2,209,400 4.01 13.12

Fairview    

Kerrisdale 33 $2,340,000 1.74 15.28

Kitsilano 37 $1,876,000 11.96 11.43

MacKenzie Heights 21 $2,466,000 0.27 18.08

Marpole 28 $1,566,600 7.73 18.30

Mount Pleasant (W) 0 $1,516,000 6.11 15.63

Oakridge 9 $2,102,500 2.14 13.83

Point Grey 64 $2,582,800 7.93 17.96

Quilchena 24 $2,742,300 4.47 5.46

S.W. Marine 20 $2,238,700 5.61 13.41

Shaughnessy 28 $4,206,700 5.37 7.02

South Cambie 11 $2,435,700 4.20 20.57

South Granville 40 $2,991,100 2.62 11.05

Southlands 15 $2,462,200 7.80 13.35

University 12 $4,692,700 7.97 24.13

Westside Combined 499 $2,447,700 5.19 12.34

Price Segment ($)                   New Listings Added        Unit Sales

0 – 500,000 0 0 -

500,001 – 750,000 3 1 33%

750,001 – 1,000,000 5 1 20%

1,000,001 – 1,250,000 3 5 167%

1,250,001 – 1,500,000 32 17 53%

1,500,001 – 1,750,000 53 35 66%

1,750,001 – 2,000,000 89 63 71%

2,000,001 – 2,250,000 55 49 89%

2,250,001 – 2,500,000 98 47 48%

2,500,001 – 2,750,000 65 60 92%

2,750,001 – 3,000,000 120 50 42%

3,000,001 – 3,250,000 35 30 86%

3,250,001 – 3,500,000 60 23 38%

3,500,001 – 3,750,000 48 25 52%

3,750,001 – 4,000,000 56 15 27%

4,000,001 + 259 78 30%

Totals 981 499 51%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL WESTSIDE RESULTS: Q1 2015

SALES PRICE QUARTERLY TREND

FAITH’S KEY INSIGHTS:

n  The overall West Side market posted a sharp recovery in 1Q, 
with sales of 521 homes, compared to 335 in the 4Q 2014. The 
improvement continues and we expect the first half of the year to 
also be strong. There is a corresponding increase in listings, with 
981 in 1Q compared to 437 in the previous quarter, which indicates 
a wider choice of properties to choose from. 

n  We have been closely watching Marpole, as should homeowners 
in that neighbourhood.  The city’s new Marpole Community Plan 
increases potential density along West 70 Avenue, Oak Street and 
SW Marine Drive, and in pockets, such as near Ebisu park. This 
will result in opportunities for land assemblies, of which detached 
house owners should be aware.  The Marpole benchmark price has 
increased 14.2% over the past 3 months, the steepest rise on the 
West Side.

n  Dunbar has led the west side in speculative housing purchases, 
where homes are bought and sold in less than a year. In the past 
year, 30 houses in the area have been “flipped”, returning an 
average of 23% on the initial investment.  As always, our team of 
professionals is available for any advice you may need on how this 
action may affect your personal buying or selling strategy. 

Unit Sales (by Quarter)
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BENCHMARK PRICE 
CHANGE (%)

THE REAL WESTSIDE RESULTS: Q1 2015 THE REAL NEIGHBOURHOOD RESULTS: Q1 2015

TOWNHOUSES

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

Sales-To-New
Price Segment ($)                  New Listings Added          Unit Sales 

0 – 300,000 0 0 -

300,001 – 400,000 11 4 36%

400,001 – 500,000 21 16 76%

500,001 – 600,000 28 17 61%

600,001 – 700,000 31 18 58%

700,001 – 800,000 20 21 105%

800,001 – 900,000 32 19 59%

900,001 – 1,000,000 27 18 67%

1,000,001 – 1,100,000 22 16 73%

1,100,001 – 1,200,000 15 9 60%

1,200,001 – 1,300,000 21 10 48%

1,300,001 – 1,400,000 20 9 45%

1,400,001 – 1,500,000 11 1 9%

1,500,001 – 1,750,000 16 9 56%

1,750,001 – 2,000,000 9 3 33%

2,000,001 + 14 6 43%

Totals 298 176 59%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

Unit Sales (by Quarter)

Q1
Q2
Q3
Q4

Year-to-Date Totals

2014
130

130

2015
176

176

Change (%)

35.4%

35.4%

FAITH’S KEY INSIGHTS:

n  The townhouse market gained early traction in 1Q, with sales up 
65.6% in January from the same month in 2014. In the entire 1Q, 
sales had reached 250 units, up from 160 in the 1Q 2014 and 
much higher than the 93 sales registered in the 4Q 2014.

n  In fact, 1Q townhouse sales were the highest for any quarter in the 
past three years.

n  Townhouse sellers should note that days on the market are 
trending down, dropping from an average of 76 in January to 28 
in March. With benchmark prices up 4.12% in the past 3 months 
and demand increasing, this spring may be a good time if you have 
considered listing a townhome property.

n  Fairview and Kitsilano have retained the status as the top West 
Side townhouse market, at least in sales. The two neighbourhoods 
combined for 32 sales in 1Q, half of all the sales on the West Side.  
Buyers will find that benchmark prices have not been rising rapidly 
in Kitsilano, up about 2% in the past three months. Fairview, 
though, has experienced the most rapid price increase across the 
West Side, up 13% in the past three months. We expect this may 
encourage more listings in Fairview during the 2Q. 

MLS® Neighbourhood    Unit Sales     HPI Benchmark Price      3 Months       1 Year

Cambie 2 $835,200 2.00 10.57

Coal Harbour 3 $1,080,300 0.75 7.39

Downtown (West) 11 $580,900 -2.30 4.73

Fairview 42 $638,200 7.63 23.03

False Creek 11 $624,700 4.15 5.93

Kerrisdale 1 $972,200 2.25 22.39

Kitsilano 47 $730,300 1.18 7.01

Marpole 7 $601,700 3.15 16.16

Mount Pleasant (W) 8 $734,400 -3.14 1.65

Oakridge 7 $1,091,800 1.31 8.53

Point Grey 1 $771,500 6.35 16.80

Quilchena 3 $1,092,600 1.58 11.07

Shaughnessy 1 $1,278,100 1.47 11.72

South Cambie 3 $1,233,100 2.05 11.31

University 11 $999,300 2.53 7.94

West End 1 $708,000 -1.45 3.37

Yaletown 13 $951,400 -0.72 4.96

Westside Combined 176 $771,400 2.05 10.16

SALES PRICE QUARTERLY TREND
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THE REAL NEIGHBOURHOOD RESULTS: Q1 2015

APARTMENTS /CONDOS

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

MLS® Neighbourhood     Unit Sales     HPI Benchmark Price     3 Months        1 Year

Cambie 12 $381,100 2.60 -2.23

Coal Harbour 79 $658,000 -1.65 1.90

Downtown (West) 280 $446,900 2.43 5.40

Dunbar 3 $430,600 1.38 -1.67

Fairview 91 $451,100 6.02 3.80

False Creek 56 $600,200 -0.61 5.40

Kerrisdale 31 $588,200 6.64 2.41

Kitsilano 96 $414,700 1.35 2.34

Marpole 15 $326,400 8.71 8.94

Mount Pleasant (W) 9 $403,800 -1.17 1.43

Oakridge 8 $685,600 7.79 8.44

Point Grey 12 $398,800 1.20 -1.91

Quilchena 8 $744,000 3.37 -0.31

S.W. Marine 8 $259,400 3.38 -0.91

Shaughnessy 5 $405,200 6.65 4.93

South Cambie 2 $535,800 4.31 3.37

Southlands 1 $510,200 5.14 -0.88

University 59 $621,200 1.75 -2.20

West End 145 $415,800 1.63 7.20

Yaletown 160 $620,000 6.33 8.99

Westside Combined 1081 $514,400 2.90 4.85

Price Segment ($)                 New Listings Added           Unit Sales               

0 – 300,000 82 55 67%

300,001 – 400,000 360 217 60%

400,001 – 500,000 487 278 57%

500,001 – 600,000 299 164 55%

600,001 – 700,000 205 96 47%

700,001 – 800,000 146 72 49%

800,001 – 900,000 117 46 39%

900,001 – 1,000,000 71 25 35%

1,000,001 – 1,100,000 35 22 63%

1,100,001 – 1,200,000 42 12 29%

1,200,001 – 1,300,000 36 19 53%

1,300,001 – 1,400,000 35 13 37%

1,400,001 – 1,500,000 21 4 19%

1,500,001 – 1,750,000 27 13 48%

1,750,001 – 2,000,000 24 15 63%

2,000,001 + 77 30 39%

Totals 2,064 1,081 52%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL WESTSIDE RESULTS: Q1 2015

FAITH’S KEY INSIGHTS:
n  Sales of condominium apartments rose sharply in the 1Q, with 1,248 

units selling compared to 900 in the 4Q 2014. Many buyers are 
shopping in the downtown areas, with 85 sales in downtown (west) and 
sales in Coal Harbour, at 26 units, which is nearly half the condo sales 
in that neighbourhood in all of 2014 (56 units). 

n  Condominium sales are likely reflecting a recent trend in persons 
buying apartments as a rental income strategy for retirement. A recent 
Ipsos survey found that 42% of Vancouverites polled said they were 
considering this strategy.  About 21% of all Vancouver condos are in 
some form of rental pool. If you are considering a condo apartment as a 
rental investment, our professional team can provide expert advice. 

n  Condominium sales right across the West Side are moving much 
quicker this year. As of March, the average days on the market was 
down to 33, compared to 58 in December and 48 days in January. If 
you are planning to list, our team can help get your apartment ready 
quickly for what could be a brief listing period. If you are buying, we can 
help pull together the strata information and comparison sales to help 
you make the best decision. 

SALES PRICE QUARTERLY TREND
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Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2014
1019

1019

2015
1081

1081

Change (%)

6.1%

6.1%
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Imagine,
the Westside’s

working for you.

 Top Agent* 

Faith moves houses®

For 2 years running (2012 & 2013), Faith Wilson has been the Top 
Agent by units of combined ends (Listing & Selling) in the district of 
VVW (Vancouver West). Certified by IMS Incorporated.

*

604-224-5277

three years running



Selling
your Home?

Call us at
604-224-5277

 or visit


