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This communication is not intended to solicit properties already listed. 

Q3 2015

Faith Wilson Group Presents

SOUTH SURREY
            WHITE ROCK

 Family Home in Sought-after Carriage Green 

3306 157A Street, Morgan Creek South Surrey
Active Faith Wilson Group listing*

Overlooks the 11th fairway of the Morgan Creek Golf Course
3,665 s.f. House

4 Bedrooms

“ ”

*Listing information accurate as of October 7th, 2015



I I have seen a wide variety 
of real estate markets in the 
Lower Mainland over the 
past twenty years, but what 
we are seeing in 2015 is 
something exceptional. The 
market is very fast-moving, 
and some home buyers are 

being caught off-guard by the speed of home 
sales. They are simply not prepared for homes 
selling in less than a week, or ready to compete 
in a multiple offer scenario.

In a more traditional market, a buyer would have 
20 days or more to shop for a home, compare 
listings, visit open houses and showings and 
finally make a purchase decision, followed by 
their offer. The number of days that a desirable 
listing remains on the market has approached 
historic lows during 2015. In the third quarter, 
the median Days on Market for certain types of 
homes has been ten days or less, and as low as 
seven or eight days for houses in certain areas. 
And this is becoming more and more common 
in popular neighbourhoods, including parts of 
Vancouver, North Vancouver, Richmond and 
South Surrey-White Rock.

In today’s market, the entire home buying 
process has been condensed with less time to 
view homes and fewer listings to choose from. 
The path to success in this market is proper 
preparation, and from what we are seeing it is 
almost always supported by the assistance of an 
experienced agent. 

When you start home shopping your first step 
should be to secure a pre-approved mortgage. 
This will help you define your realistic real estate 
goals and will establish your credibility when 
interviewing Realtors®.

Next, you need to establish a solid set of criteria 
that make up your real estate goals:

• The neighbourhood you want to live in

• Type of property you want to purchase 
(detached, townhouse/duplex or 
condominium)

• Schools, services and amenities you require

• Access to work & transit.

You will also want select a Realtor® to be 
your Buyer’s Agent, to ensure that you have 
an advocate who understands your goals and 
dreams, knows the market and will work for 
you and with you through the buying process. 
Interview a few agents and ask them how they 
will work for you, and what they bring to your 
home search. A professional Realtor® has access 
to the newest listings, even some that aren’t listed 
yet, and with certain types of home selling so 
quickly we have seen how every advantage can 
make a big difference in achieving your goals. 

Faith Wilson Group understands what buyers 
today are facing, as our team navigates through 
the action every day. We have helped over sixty 
home buyers realize their real estate goals so far 

in 2015, including success in cross-cultural and 
multiple offer negotiations. We believe that you 
deserve to have all of the relevant information, 
knowledge and preparation required to complete 
your transaction and can help you align your 
needs and wants down to the exact homes and 
neighbourhoods you desire, at the price that 
fits your personal goals and your budget.  Visit 
our web site to download my Complete 10-Step 
Guide to Buying a Home, and give us a call to 
learn more about how you can prepare yourself 
to buy in today’s market.

Warmest Regards,
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 BUYER TIPS FOR A FAST-MOVING MARKET

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 October 7th, 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, Surrey and Richmond neighbourhoods. With more coming soon.



If you are looking for a 
home with an income 
suite, CMHC has made a 
policy revision may help 
you achieve that goal. 

CHMC is helping Canadians meet their 
housing needs by facilitating affordable 
housing in Canada. One of the primary ways 
that CMHC contributes to this objective is 
through the provision of mortgage loan 
insurance. CMHC has made a policy 
revision relating to rental income for 
borrower qualification purposes. Starting 
Starting September 28, 2015, CMHC will 
consider up to 100% of gross rental income 
on certain properties, and within a specific 
set of guidelines outlined here:

• The property must be owner-occupied.

• The property being insured can have 
only two units (i.e., a duplex or a single 
home with a legal secondary suite).

• Rental income cannot be used if the 
suite is “illegal/non-conforming”. 
However “legal non-conforming” is 
okay. (Non-conforming means that 
the suite was grandfathered in before 
zoning/regulations restricted such 
units. You can check with the city to 
confirm if a suite is legal.)

• The suite must be self-contained with 
its own entrance.

• For existing units, there must be two-
year history of rental income from the 
suite. The maximum rental income 
allowed for qualification is a two-year 
average of the unit’s rent.

• For new units, a market rent appraisal 
can be accepted if an appropriate 
vacancy rate has been applied to the 
estimated rental income.

• Mor tgage appl icants  must 
“demonstrate a strong history of 
managing credit” with a minimum 
credit score of 680.

Details of these CMHC revisions can be 
found on their web site at cmhc-schl.gc.ca. 
Use the web site’s search for “Flexibilities 
for Affordable Housing — Homeowner 
Mortgage Loan Insurance”. 
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CMHC Mortgage Insurance and Secondary Suite 

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 MLS® 

neighbourhood, for each of the three 
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 MLS® 
neighbourhood, for each of the three 
property types. 

This provides a more accurate indication 
of pricing trends across the city 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: Q3 2015

SINGLE FAMILY DETACHED HOMES

Price Segment ($)                   New Listings Added        Unit Sales

0 – 600,000 4 1 25%

600,001 - 700,000 9 10 111%

700,001 - 800,000 16 15 94%

800,001 - 900,000 34 21 62%

900,001 - 1,000,000 23 14 61%

1,000,001 - 1,200,000 13 16 123%

1,200,001 - 1,400,000 27 15 56%

1,400,001 - 1,600,000 18 6 33%

1,600,001 - 1,800,000 21 5 24%

1,800,001 - 2,000,000 10 4 40%

2,000,001 - 2,200,000 17 4 24%

2,200,001 - 2,400,000 9 1 11%

2,400,001 - 2,600,000 3 2 67%

2,600,001 - 2,800,000 12 1 8%

2,800,001 - 3,000,000 5 1 20%

3,000,001 + 19 0 0%

Totals 240 116 48%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL NEIGHBOURHOOD RESULTS: Q3 2015

SALES PRICE QUARTERLY TREND

FAITH’S KEY INSIGHTS:

n  There is a shift happening in Metro Vancouver’s detached housing market 
and the third quarter of this year provided further evidence. The change is a 
movement of buyers of detached houses from north to south of the Fraser 
River. Sales of detached houses in Vancouver were down 10% over 2014, 
but the reverse is true in the Fraser Valley, notably in South Surrey-White 
Rock, where detached sales advanced 9.4% in the quarter. 

n  It took a median of 21 days for a detached house in South Surrey-White 
Rock to sell in the third quarter. This slightly higher than the 17 days in the 
second quarter, but remains indicative of a robust market. The overall sales-
to-listing ratio in the region was 56%, but this increased to 90% in the price 
range of from $1 million to $1.2 million, which accounted for 64 sales in the 
quarter, the most active price zone. The greatest activity for new listings, 84 
of the 688 total, were priced in the $800,000 to $900,000 range, where 
the sales-to-new-listing ratio was 70%. Setting the correct price for your 
listing is very important and you should only work with an experienced real 
estate agent who understands how zoning, local changes and location can 
affect a house value.

n  We are seeing multiple offers on some types of detached listings in both White 
Rock and South Surrey. We expect such action to increase, particularly in 
White Rock where the city is preparing its new Official Community Plan that 
could be released by December. Faith Wilson Group has deep experience 
in Vancouver and other markets where land assemblies and multiple offers 
have been common for some time. Our team can provide strategic advice 
to both buyers and sellers in these situations.

Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2014
335

432

352

1119

2015
430

604

385

1,419

Change (%)

28.4%

38.4%

9.4%

26.8%

– 
Me

dia
n S

ale
s P

ric
e

– 
Av

era
ge

 Sa
les

 Pr
ice

$1,300,000
$1,200,000
$1,100,000
$1,000,000

$900,000
$800,000
$700,000

$1,145,868

$917,500

$1,129,602

$910,000

$1,266,600

$1,058,571

$1,180,807

$985,000

$1,293,585

$1,097,500
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Q3 2014      Q4 2014 Q1 2015 Q2 2015 Q3 2015

Sales-to-New-
Listings Ratio

SALES & BENCHMARK

The MLS® HPI takes into consideration what averages and medians 
do not – items such as lot size, age, number of rooms, etc. The most 
commonly traded set of these attributes describes the composite of 
the typical or ‘benchmark’ property type in a given area. Prices paid 
for homes with these attributes determine benchmark home prices.

Benchmarks and indices for “Detached single family homes” are 
generated as a composite of One- and Two-storey detached single 
family homes. These homes are independent structures that are 
typically built on land that exceeds the footprint of the building on each 
of its sides. Ownership of the surrounding land (typically less than 
40,000 square foot lot), entrance and associated lesser structures 
is an integral and inseparable part of the home. The generation of 
indices for this particular composite category of homes is generated 
for FVREB.

The MLS® HPI Benchmark Price shown above represents the current 
expected sales price for a typical or “Benchmark” Detached in South 
Surrey White Rock.

MLS® Neighbourhood     Units Sold        September 2015          1 Month      1 Year

S Surrey White Rock 385 $1,053,300 2.9 16.60



Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2014
108

186

151

445

2015
153

227

180

382

Change (%)

41.7%

22.0%

19.2%

25.8%
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THE REAL NEIGHBOUHOOD RESULTS: Q3 2015 THE REAL NEIGHBOURHOOD RESULTS: Q3 2015

TOWNHOUSES

Sales-To-New

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

Price Segment ($)                  New Listings Added          Unit Sales 

0 – 200,000 0 0 -

200,001 - 250,000 0 0 -

250,001 - 300,000 2 1 50%

300,001 - 350,000 26 25 96%

350,001 - 400,000 53 30 57%

400,001 - 450,000 33 27 82%

450,001 - 500,000 25 17 68%

500,001 - 550,000 33 30 91%

550,001 - 600,000 18 11 61%

601,000 - 700,000 34 24 71%

700,001 - 800,000 16 6 38%

800,001 - 900,000 15 7 47%

900,001 - 1,000,000 4 2 50%

1,000,001 - 1,250,000 0 0 -

1,250,000 - 1,500,000 0 0 -

1,500,001+ 3 0 0%

Totals 262 180 69%

FAITH’S KEY INSIGHTS:

n  There is a shortage of townhouses on the South Surrey-White Rock 
market. Just 79 new listings came to the market in September, and 
for the entire third quarter, there were only 262 new listings. At the 
same time, townhouse sales increased 19.2%. No relief for the lack 
of inventory is coming soon: only 182 new townhouses have started 
construction in South Surrey this year, down 19% from a year earlier. 
In White Rock, no townhouses have started construction in 2015. 
The message to sellers: now could be an excellent time to list your 
townhouse for sale. 

n  The prime price point for townhouse buyers in South Surrey-White 
Rock is from $400,000 to $550,000. A total of 74 townhouses 
sold in this range in the third quarter. Still, 26 buyers purchased 
a townhouse for less than $350,000. This shows that with some 
research, buyers can still find affordable townhouses. Both buyers 
and sellers should note that the overall benchmark price for a 
townhouse is down 4.8% from a year ago, at $433,600. We suspect 
this is a lull in the market and buyers may want to move quickly to 
take advantage of it.

n  Owners of older townhouses in small low-density complexes should 
be aware of a proposed amendment to the BC Strata Property Act. 
The change, if enacted (and it looks like it will), will make it easier 
for owners to terminate the Strata Corporation and sell the entire 
complex for re-development. The change will require just an 80% 
vote for termination, compared to 100% currently. Faith Wilson 
Group is fully up to speed on this pending legislation and would 
be glad to advise townhouse owners and Strata Corporations as it 
moves forward.

SALES PRICE QUARTERLY TREND

Q3 2014      Q4 2014 Q1 2015 Q2 2015 Q3 2015
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Q3 2014      Q4 2014 Q1 2015 Q2 2015 Q3 2015

Sales-to-New-
Listings Ratio

SALES & BENCHMARK

The MLS® HPI takes into consideration what averages and 
medians do not – items such as lot size, age, number of rooms, 
etc. The most commonly traded set of these attributes describes 
the composite of the typical or ‘benchmark’ property type in a 
given area. Prices paid for homes with these attributes determine 
benchmark home prices.

Townhouses have configurations which lay between apartment 
units and freehold non strata buildings, such as bungalows and 
two-storey houses. Owners typically pay co-ownership fees for 
maintenance and enjoy exclusive access to a part of the lot.

The MLS® HPI Benchmark Price shown above represents 
the current expected sales price for a typical or “Benchmark” 
Townhouses in South Surrey White Rock.

MLS® Neighbourhood     Units Sold        September 2015          1 Month      1 Year

S Surrey White Rock 180 $433,600 0.40 -4.80
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THE REAL NEIGHBOURHOOD RESULTS: Q3 2015

APARTMENTS /CONDOS

Price Segment ($)                 New Listings Added           Unit Sales               

0 – 200,000 35 29 83%

200,001 - 250,000 49 31 63%

250,001 - 300,000 52 37 71%

300,001 - 350,000 65 22 34%

350,001 - 400,000 31 13 42%

400,001 - 450,000 19 10 53%

450,001 - 500,000 13 7 54%

500,001 - 550,000 0 3 -

550,001 - 600,000 4 4 100%

601,000 - 700,000 11 7 64%

700,001 - 800,000 2 1 50%

800,001 - 900,000 2 1 50%

900,001 - 1,000,000 4 2 50%

1,000,001 - 1,250,000 1 2 200%

1,250,000 - 1,500,000 1 0 0%

1,500,001+ 2 1 50%

Totals 291 170 58%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL NEIGHBOURHOOD RESULTS: Q3 2015

FAITH’S KEY INSIGHTS:
n  Sales of condominiums surged 11.8% in South Surrey-White Rock in 

the third quarter compared to a year earlier. What is truly notable is that 
sales were also higher than in the first quarter, which is traditionally 
stronger. As we have seen right across the Fraser Valley recently, listings 
for condominiums in South Surrey White Rock are lower – down 20% in 
September, for example, from the same month in 2014. For buyers, this 
means a longer look for the right condominium. For sellers it means less 
competition.

n  Condominium buyers, while active, are not rushing into purchases, 
which we applaud. At a benchmark price of $254,000, a condominium 
represents a very important decision. A sold condominium was on the 
market for a median of 37 days in the third quarter. This is quicker than a 
year ago, when it was 57 days, but still allows time for buyers to get their 
pre-approvals in place, study strata documents and check out a building 
and its neighbourhood. Faith Wilson Group can offer a checklist of items 
that any condominium buyer can use when deciding on a purchase.

n  Condominium investors take note. It could be an anomaly, but immigration 
to B.C. has fallen sharply this year, down 66% in the first half of 2015 
compared to a year earlier and at the lowest level in more than a decade. 
Less immigrants means less tenants for rental condos. The immigration 
drop is balanced somewhat by more people moving from other provinces 
into B.C., so the net effect may not be that pronounced. But this is the type 
of information that Faith Wilson Group keeps an eye on as we continually 
take the pulse of the overall housing market. 

SALES PRICE QUARTERLY TREND
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Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2014
146

198

152

496

2015
156

225

170

551

Change (%)

6.8%

13.6%

11.8%

11.1%

SALES & BENCHMARK 

The MLS® HPI takes into consideration what averages and medians 
do not – items such as lot size, age, number of rooms, etc. The most 
commonly traded set of these attributes describes the composite of 
the typical or ‘benchmark’ property type in a given area. Prices paid 
for homes with these attributes determine benchmark home prices.

Apartment units are characterized by being part of a multi-unit 
building. Occupants of apartment units may or may not have direct 
access to the lot from their units. There are also no parts of the 
lot whereby access is reserved for only one of the co-owners or 
apartment occupants.

The MLS® HPI Benchmark Price shown above represents the 
current expected sales price for a typical or “Benchmark” Apartment 
in South Surrey White Rock.

MLS® Neighbourhood     Units Sold        September 2015          1 Month      1 Year

S Surrey White Rock 170   $254,000 2.2 3.8



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.


