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Vancouver City heritage 
designations introduced 
last year and expanding 
this year can affect the use 
of and changes to older 
detached properties in 
Hastings-Sunrise and other 
long-established Vancouver 

neighbourhoods. Density zoning changes can make 
a huge difference in the land value of detached 
houses, which are sometimes just blocks away from 
each other. Vancouver's Building Bylaw, enacted 
this January, affects how major house renovations 
can be done and how new homes can be built to 
meet the city's sustainable goals. 

Our professional Real Estate Team understands 
the importance of Vancouver zoning and building 
regulations and how they can affect residential values. 

The following are some of the key civic issues 
that we are continually monitoring.

Heritage designations refer to City of Vancouver 
bylaws that affect pre-1940 character houses in 
certain neighbourhoods. Under city bylaws, such 
houses can be demolished but at least 75% of 
the material must be recycled. In some cases, 
however, there are civic incentives to provide 
rental suites or laneway houses to preserve the 
retention of the character houses.

Higher-density zoning potential has had perhaps 
the most dramatic effect on Vancouver housing 
values. The City of Vancouver provides a colour-
coded zoning map online that can be checked 
to see how a neighbourhood or, in some cases, 
a single street is affected. Examples include 
the Main Street, area, Fraser-East Broadway 
neighbourhoods and along the Hastings Street 
corridor. The highest density zoning is RM-3 
and RM-3A multiple dwelling districts, which 
allows development of high-rise apartment 
buildings. Other areas may have RM-2 multiple-
dwelling zoning that allows medium-density, 
low-rise apartment buildings, sometimes in 
areas that are currently zoned for single-family 

detached houses. The potential for higher-density 
development has spurred land assemblies and 
can drive the land value of detached houses 
dramatically higher.

Vancouver has its own building bylaw separate 
from the B.C. Building Code and it requires higher 
and different standards than those under the 
provincial code. While primarily aimed at new 
construction, the Vancouver bylaw also affects 
substantial renovations. Some regulations that 
owners may find surprising include the banning 
of doorknobs in favour of levered handles, and 
requirements for full bathrooms, not powder 
rooms, on the main level of a two-storey house.

Also, the bylaw mandates electrical vehicle plug-
ins and wider doorways and hallways, the latter 
meant to accommodate those with disabilities, 
the former a recognition of Vancouver’s goal of 
becoming the World’s Greenest City by 2020. 

If you are selling or buying a house in Vancouver 
our Real Estate Team has the tools and experience 
to guide you through the changing maze of civic 
rules and regulations that can affect your decision 
– and perhaps the value of your property. 

Warmest Regards,
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VANCOUVER REGULATIONS CAN AFFECT RESIDENTIAL VALUES 

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.

Discover YOUR neighbourhood's 
real estate market activity, 

trends & benchmark pricing.

Finding the right home in the right 
neighbourhood can be a challenge. 
That is why we have our exclusive 
Neighbourhood Profiles available for you 
on our web site. Each profile features:  

• Information on the neighbourhood's 
schools, housing, recreation, shopping, 
restaurants, transportation and more.

• A summary of CURRENT active listings, 
arranged by property type and showing the 
number of units available and the median 
asking price.

• Up-to-date MLS® HPI Benchmark prices AND 
price changes from one month to five years 
- a rich resource to instantly see the price 
trend of the type of home you are interested 
in, within your specific neighbourhood. 

To do so, visit FaithWilsonGroup.com and find out about Vancouver Westside, 
Eastside, Downtown and Richmond neighbourhoods. With more coming soon.



If you are renting, you may 
dream about owning a home 
of your own – a place to furnish and 
decorate as you like…to set down roots…
to enjoy a great neighborhood...to entertain 
friends and family. You may have many 
reasons for wanting to own your own 
home such as getting married, leaving your 
parent’s home, moving to a new job, having 
children. You may want to establish yourself 
in a neighborhood that feels like home.

Whatever your reason, owning your own 
home is a good investment with long-term 
value. There are sound financial reasons to 
buy a home. Your home may be the single 
biggest investment you’ll ever make, one 
that could pay off significantly in the long 
term.  Consider this: the value of the average 
Canadian home has been steadily increasing 
so the earlier you can redirect the money 
you currently pay in rent, into paying down 
a mortgage, the faster you’ll start building 
equity. Does the increase in value represent 

a good investment? Yes, because housing is 
typically a stable investment, offering a good 
rate of return.  

Get a tax break! There is a tax advantage 
to purchasing a home.  When you sell your 
principal residence for more than you paid 
for it, the increase in value, or capital gains, 
is yours tax-free. So, if your home sells for 
25% more than you paid for it, it’s money in 
your pocket, rather than in the government’s.

What about timing?  Low inflation and 
low interest rates, demographics and 
immigration are all factors supporting 
the belief that a home will continue to be 
a good long term investment.  Consider 
how low mortgage rates are today.  Just 6 
years ago, prime rate was at 5.75% (3% 
today) and posted 5 year fixed rates were 
at 7.49%, (5.24% today).  Fortunately, 
with today’s low mortgage rates and 
flexible down payment requirements, 
your first home may already be within 
your reach.

What about location?  In a strong housing 
market, homes in particularly desirable 
areas are more likely to see above-average 
price increases. In weak housing markets, 
these homes tend to retain their value better. 
Although no one can predict where prices 
will be 25 years from now, the average price 
of a home in Canada has risen substantially 
in the past 25 years, making home ownership 
one of the best investments available today.

At the end of the day, one of the biggest 
considerations isn’t the market, mortgage 
rates or investment value, but rather your 
desire to enjoy the comfort and privacy of 
owning your own home. In other words, the 
best time to stop renting and start owning is 
when you are ready.
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Is Your Timing Right to Make the Move from Renting to Owning?

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: Q2 2015

SINGLE FAMILY DETACHED HOMES

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

Price Segment ($)                   New Listings Added        Unit Sales

0 – 500,000 2 0 0%

500,001 – 750,000 1 0 0%

750,001 – 1,000,000 0 0 -

1,000,001 – 1,250,000 1 1 100%

1,250,001 – 1,500,000 33 19 58%

1,500,001 – 1,750,000 43 31 72%

1,750,001 – 2,000,000 71 48 68%

2,000,001 – 2,250,000 33 59 179%

2,250,001 – 2,500,000 79 61 77%

2,500,001 – 2,750,000 61 61 100%

2,750,001 – 3,000,000 124 58 47%

3,000,001 – 3,250,000 30 46 153%

3,250,001 – 3,500,000 50 35 70%

3,500,001 – 3,750,000 40 36 90%

3,750,001 – 4,000,000 69 29 42%

4,000,001 + 247 121 49%

Totals 884 605 68%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL WESTSIDE RESULTS: Q2 2015

SALES PRICE QUARTERLY TREND

FAITH’S KEY INSIGHTS:

n  Take a deep breath. This is no time to be rushed or pressured 
into a real estate transaction. Whether buying or selling, you will 
be hearing conflicting advice on what is your best strategy in this 
amazing market. Faith Wilson Group has learned through our years 
of service to this market that the only right decision is the one that 
you are comfortable with. We have all the tools you need, including 
professional, local realtors who know the West Side intimately. We are 
here to guide you through this nearly unprecedented housing market. 

n  The second quarter of this year was one for the record books. West 
Side detached sales are up 15.2% from the same quarter last year, 
and, with 605 sales, nearly 14% higher than in first quarter, which 
itself was a near record-breaking pace. In June, sales of detached 
houses on the West Side were averaging more than seven a day. 
This is the time when it is imperative that you have a seasoned, 
professional Real Estate Team on your side, from the first day of a 
listing to the final price negotiations.

n  The three most active West Side neighbourhoods in the second 
quarter were Dunbar, with 90 detached sales, Point Grey with 
67 sales and Kitsilano, where 48 detached houses sold. The HPI 
benchmark price across the West Side for detached houses was 
$2.59 million, up 1.7% from the first quarter and an amazing 15% 
higher than a year earlier. 

Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals
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Change (%)

12.3%
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Q2 2014  Q3 2014 Q4 2014 Q1 2015 Q2 2015

Sales-to-New-
Listings Ratio

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

Arbutus 37  $2,813,000  1.76 12.33

Cambie 39  $1,929,300  2.21 10.64

Dunbar 90  $2,339,300  2.84 3.97

Kerrisdale 40  $2,474,600  3.84 14.5

Kitsilano 48  $1,975,400  1.11 14.82

MacKenzie Heights 33  $2,609,000  4.85 13.57

Marpole 32  $1,645,900  0.27 18.8

Mount Pleasant (W) 3  $1,621,800  1.53 19.32

Oakridge 15  $2,261,500  2.48 18

Point Grey 67  $2,792,000  0.25 25.17

Quilchena 28  $2,991,700  1.52 11.64

S.W. Marine 20  $2,387,100  0.99 18.07

Shaughnessy 43  $4,482,800  2.24 10.85

South Cambie 12  $2,575,600  -0.33 18.44

South Granville 60  $3,081,200  1.01 9.97

Southlands 26  $2,580,200  -0.59 18.39

University 12  $4,848,400  0.36 19.56

Combined Total 605  $2,599,700  1.75 15.04



Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2014
130

150

280

2015
176

205

381

Change (%)

35.4%

36.7

36.1%

PAGE 5Faith’s Exclusive Westside Analysis

BENCHMARK PRICE 
CHANGE (%)

THE REAL WESTSIDE RESULTS: Q2 2015 THE REAL NEIGHBOURHOOD RESULTS: Q2 2015

TOWNHOUSES

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

Sales-To-New

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

Price Segment ($)                  New Listings Added          Unit Sales 

0 – 300,000 0 1 -

300,001 – 400,000 10 6 60%

400,001 – 500,000 11 8 73%

500,001 – 600,000 28 26 93%

600,001 – 700,000 21 13 62%

700,001 – 800,000 25 19 76%

800,001 – 900,000 46 33 72%

900,001 – 1,000,000 31 21 68%

1,000,001 – 1,100,000 21 12 57%

1,100,001 – 1,200,000 14 10 71%

1,200,001 – 1,300,000 22 13 59%

1,300,001 – 1,400,000 13 12 92%

1,400,001 – 1,500,000 13 11 85%

1,500,001 – 1,750,000 17 9 53%

1,750,001 – 2,000,000 9 2 22%

2,000,001 + 9 9 100%

Totals 290 205 71%

FAITH’S KEY INSIGHTS:

n  Fifteen. That is the median number of days that a listed West Side 
townhouse remained on the market before it was sold in both the 
second and first quarter of this year. With 205 townhouses sold in 
the first quarter on the West Side, sales are up 36.7% from a year 
earlier and were also up about 25% from the first quarter. This is a 
very, very active market. 

n  We have noted that listings of West Side townhouse are declining, 
which may put further upward pressure on prices. In June, for 
example, there were only 106 new listings for townhouses, down 
9.4% from both a month earlier and a year earlier, while sales are 
increasing. If you are considering listing a townhouse for sale, this 
could be a prime opportunity.

n  Kitsilano is currently the most popular market for townhouses, 
with 54 sales in the second quarter. Benchmark townhouse prices 
in Kitsilano were up 1.7% from the first quarter, to $742,800. 
Fairview had the second-highest sales in the second quarter, 
with 46 sales and a benchmark price of $690,500, while both 
the West Side downtown and False Creek neighbourhoods had 
15 sales in the second quarter, the third highest across the West 
Side. As of the end of the June, the benchmark price for a West 
Side townhouse was $805,500, up 1.6% from a month earlier and 
7.6% higher than in the same period in 2014.

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

Cambie 8 $886,200  6.11 9.32

Coal Harbour 4 $1,099,700  1.8 3.22

Downtown (West) 15 $596,400  2.67 0.19

Fairview 46 $680,500  6.62 18.73

False Creek 15 $662,500  6.05 12.95

Kerrisdale 4 $978,600  0.66 17.72

Kitsilano 54 $742,800  1.71 5.39

Marpole 1 $618,600  2.81 11.35

Mount Pleasant (W) 2 $766,700  4.39 -1.9

Oakridge 6 $1,144,200  4.79 6.07

Point Grey 2 $796,000  3.18 10.59

Quilchena 7 $1,164,700  6.59 9.09

Shaughnessy 7 $1,396,400  9.26 17.42

South Cambie 2 $1,262,300  2.37 4.97

University 11 $1,055,500  5.62 4.69

West End 7 $730,200  3.13 -0.36

Yaletown 12 $987,800  3.84 0.92

Combined Total 205 $805,500  4.41 7.68

SALES PRICE QUARTERLY TREND

Q2 2014      Q3 2014 Q4 2014 Q1 2015 Q2 2015
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THE REAL NEIGHBOURHOOD RESULTS: Q2 2015

APARTMENTS /CONDOS

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

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

Cambie 18 393,600 3.27 5.03

Coal Harbour 82 677,900 3.03 6.74

Downtown (West) 338 466,300 4.35 12.06

Dunbar 4 458,400 6.46 5.67

Fairview 150 465,900 3.28 9.8

False Creek 98 641,600 6.89 9.97

Kerrisdale 22 624,000 6.1 7.95

Kitsilano 153 424,500 2.35 5.16

Marpole 32 347,500 6.46 18.06

Mount Pleasant (W) 10 430,500 6.6 5.58

Oakridge 13 697,500 1.73 11.93

Point Grey 12 421,300 5.64 3.44

Quilchena 23 786,900 5.76 5.63

S.W. Marine 5 286,300 10.39 9.11

Shaughnessy 6 439,100 8.38 14.29

South Cambie 4 557,300 4.01 12.74

Southlands 2 531,000 4.08 2

University 92 632,300 1.78 2.6

West End 158 418,800 0.71 1.13

Yaletown 192 607,600 -2 5.59

Combined Total 1418 528,000 2.64 7.48

Price Segment ($)                 New Listings Added           Unit Sales               

0 – 300,000 69 46 67%

300,001 – 400,000 353 235 67%

400,001 – 500,000 485 365 75%

500,001 – 600,000 345 230 67%

600,001 – 700,000 229 142 62%

700,001 – 800,000 193 112 58%

800,001 – 900,000 126 76 60%

900,001 – 1,000,000 95 46 48%

1,000,001 – 1,100,000 44 25 57%

1,100,001 – 1,200,000 45 31 69%

1,200,001 – 1,300,000 43 21 49%

1,300,001 – 1,400,000 37 13 35%

1,400,001 – 1,500,000 18 8 44%

1,500,001 – 1,750,000 34 16 47%

1,750,001 – 2,000,000 31 11 35%

2,000,001 + 81 41 51%

Totals 2,228 1,418 64%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL WESTSIDE RESULTS: Q2 2015

FAITH’S KEY INSIGHTS:
n  Condominium apartment listings now dominate the West Side market. 

With 734 units listed for sale in June, there are twice as many condo 
apartments on the market than detached and townhouse listings 
combined. If you are listing a condo apartment for sale, our Real 
Estate Team can provide advice on de-cluttering, staging and design 
treatments to show your apartment to the best advantage in this 
competitive market. One tip: don’t block windows and use simple 
window shades to maximize the natural light.

n  There are two types of condominium buyers in the Vancouver West Side 
market: those buying to live in the home and an estimated 22% who are 
buying as a rental investment. Our Real Estate Team is familiar with both 
strategies and can offer timely and valuable advice. When buying as a rental 
investment, for example, you must be aware of the larger downpayment 
required – at least 20% – and the best rental markets to invest in. 

n  Marpole is emerging as a prime neighbourhood for condominium 
buyers. With the second-lowest benchmark price on the West Side, 
at $347,500, Marpole has also seen the highest price increase in the 
past year, at 18%, across the entire West Side. Close proximity to 
Canada Line transit is a key reason for the price surge in Marpole. Our 
Real Estate Team knows this neighbourhood and can guide you to a 
condominium that is right for you.

SALES PRICE QUARTERLY TREND
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Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2014
1019

1267

2286

2015
1251

1418

2669

Change (%)

22.8%

11.9%

16.8%



15 QUESTIONS TO ASK

BEFORE YOU HIRE A REAL ESTATE AGENT!

Literally hundreds of thousands of dollars can be 
riding on the agent you hire to market, present and 
negotiate the sale of your Vancouver home. You need 
to ask very specific questions when hiring an agent 
in this fast-paced environment. And let’s face it - in 
real estate, as in life - not all things are created equal.  
Some agents won’t be comfortable answering these 
questions, but their honest answers will help decide 
whom to entrust to market and sell your home on your 
schedule for top dollar with the least amount of hassle. 

1. What makes you different? Why should I list with you?  What 
unique strategies do you use? Today, it is a much tougher and more 
dynamic real estate market than it was just 5 years ago.  A successful agent 
stays up-to-speed on the complex, multi-dimensional marketing needed 
to reach all buyers, including mobile and internet-savvy consumers and 
international prospects. Ask what unique strategies the agent will employ to 
get you the top dollar on your timing schedule with the least amount of hassle.  

2. How many homes have you marketed and sold in the last 
12 months? Did you know that only 10% of Vancouver agents sold more 
than ten homes in the last 12 months? Working with top producers ensures 
you are receiving the benefit of their resources and their proven plan to deliver a 
successful home sale. 

3. How many contracts have you negotiated in the last 10 years? 
An agent’s experience and skill with negotiations is crucial to achieving top 
dollar within your time frame with minimal hassles. Vancouver is a multi-
cultural city and the housing market is where cultures often converge; 
negotiations can quickly become complicated with offers and counter offers, 
different languages and expectations. Breadth of negotiation experience and 
quality of advice are critical to your ultimate success.

4. Do you work solo or with a team? There are simply too many steps in 
the full process for a solo agent to do a great job of everything, especially keeping 
you in the loop throughout the process. Top agents work with a professional team 
of specialists. A team approach is the only way to ensure you receive the attention 
to details and the full service and consistent coverage that you deserve.

5. How do you manage all showings across all of your listings? 
Consider that taking off the basic two weeks of holidays, stats and 1 day per week 
means your solo agent misses 74 days (20%) of the year to meet face to face 
with prospective buyers and highlight the best of your home. Does the agent have 
licensed property showing specialists as part of his/her team? Or, does he/she 
rely on a lockbox to do this job?  What about the security of your possessions?

6. What is your pricing strategy for my home? As the owner, you are 
interested in top dollar - not a sale price that looks good versus an artificially 
low listing price. As the owner you are interested in casting the widest net for 
potential qualified buyers so as to not leave any of your money on the table. 
A realistic, market-based price point will attract the full scope of buyers and 
not just those looking to  “steal the deal”. Setting the right price requires skill, 
experience plus local market trends knowledge. If the agent recommends a 

low-ball price strategy to encourage multiple bids, move on. This is just a 
high-stakes gamble with your home.

7. How close have your selling prices been to listing prices? The 
Real Estate Board provides information on the ratio of all agents’ selling price 
to listing price. The agent’s sale/list ratio should be higher than the average 
if he or she has a successful marketing program for your home. 

8. How long, on average, does it take your listings to sell? Days 
on Market information is also available from the Real Estate Board. Ask if the 
agent tends to sell a home faster or slower than average and compare that 
answer to your goals; this is an indicator of their expertise.

9. Do you provide references from past clients? A trustworthy agent 
will be delighted to provide references from satisfied clients, for you to review. 

10. What homes have you sold in my area? The agent should provide 
you with a complete list of both their own and comparable home sales in your 
unique neighbourhood. A professional and informed agent will know exactly 
what is selling and for how much, near your home.

11. Do you provide a written schedule of the services you 
deliver? This document will give you a full understanding of what will 
happen and when from the listing date to the completion date and beyond. A 
set of performance promises will clearly detail what you can expect from the 
agent, including recourse if they don’t deliver. 

12. Do you provide regular, updated market evaluations on 
my home? Your agent should regularly evaluate and update your pricing in 
relation to the current market conditions and your ideal timing.

13. What is your marketing budget for my home so as to stand 
out versus comparable listings? What percentage of the agent’s 
commission will be dedicated to the marketing budget, and how does this 
compare with other agents? 

14. What are your plans to present my home online? Today, 92% 
of homebuyers use the internet during their home buying process and nearly 
half of buyers look online as their first step. Does he/she have a website 
dedicated exclusively to showcasing their clients’ homes? Does the agent’s 
Internet marketing plan assure accessibility in Chinese and optimization for 
mobile devices? Ask “Beyond posting my home on MLS and its related pickup 
sites, where will my home be marketed online?”

15. What marketing mediums do you use?  And, why would 
you use that blend of media for my home? Successful agents use 
a mix of search advertising, social media sites like Facebook and Twitter plus 
web sites for China, the U.S. and other international market and print media. 
The agent must understand exactly which marketing mix will deliver the best 

results for you.

In closing, the sale of your home is a large financial 
decision. The right agent with skills, plans and commitment 
can deliver results distinctly better than an “almost” or 
“maybe” right salesperson. Please use these questions as 
a foundation for making the right choice for your needs.
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Selling
your Home?

Call us at
604-224-5277

 or visit

When you choose to sell
your home with Faith Wilson Group,
YOU get something that is unique in the market, 
Our three part FWG Peace of Mind Seller's guarantee:

1. Communications Guarantee
2. Accolades and Achievements Authenticity Guarantee 
3. 68 Point Professional Services Guarantee.


