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$22,000,000
for a waterfront home in Kitsilano.

13.7%
higher in 2015 compared 

to the previous year.

33%
for townhomes on the 

Westside, compared to 2014.

Detached homes sales were Median Days on Market in
2015 was down

$288,000 
 for a fl oat home in Coal Harbour.

 Median Days on Market 
for a Westside Townhouse.76%

Sale-to-New Listing 
ratio for townhomes 

in 2015.

+35%
H.P.I. Price change for
S.W. Marine condos.

Average number of Westside 
condominiums listed in 2015.

Median condo sale price 
change 2015 vs. 2014: 
Q1: 0.7%
Q2: 9.3%
Q3: 10.1%
Q4: 17.1%
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I Setting an accurate price 
for the sale of your home 

is a careful balance of your 
real estate goals. The return 
you desire, timeframe 
to sell and amount of 
preparation to bring it to 
market is considered with 

the need to reach as many relevant buyers as 
possible to achieve your best results.

Recent market activity has been making a 
correct pricing decision even more diffi cult. 
January’s B.C. Assessment notices across Metro 
Vancouver are showing that typical home values 
have risen 20% or more from a year earlier. 
Yet the assessed prices are already out of date 
in Canada’s fastest-moving housing market: 
assessments were pegged as of July 1, 2015 
while some Metro Vancouver neighbourhoods 
have seen home prices rise 12% or more since. 
In certain trending neighbourhoods detached 
house prices have been rising by $50,000 to 
$60,000 per month over the past year. Yet other 
neighbourhoods, some just blocks away, have 
seen much more modest price increases. The 
strata market is equally volatile, with sale prices 
in some areas suddenly accelerating during the 
second half of 2015. 

So what is the right price to ask for your home 
in the face of this activity? Too high and it may 
languish on the market. Too low and you take 
the risk leaving a lot on the table. Just right and 
you will get top results.

Our team is able to put more than just 
“comparables” into the mix when we establish 
your home’s value, as we are in touch with the 
market every day. With over 550 successful 
transactions in the last four years and 178 
in 2015 alone, Faith Wilson Group is a 
professional team and a proven market leader. 
We have our fi ngers on the pulse of the market 
in each neighbourhood, right down to street 
level and price range. Your home will be listed 
at the exact price point that will ensure the 

widest exposure, achieve your timing goals 
and the get best possible price.

Yet, this fast-moving market demands that we 
do more for our clients. That is why we have 
introduced Managed Market Pricing (M.M.P.), 
a benefi t to you available exclusively from Faith 
Wilson Group. With M.M.P. our team determines 
a correct listing price with our client. Once their 
property is listed, our team then closely monitors 
and manages the showings and all feedback from 
potential buyers. We examine each offer presented, 
compare the listing’s activity with others and make 
any price adjustments that we believe are required 
for the best results in the changing market.

Accurate pricing in Metro Vancouver is 
important for our clients, and we believe 
that our clients deserve to avoid unnecessary 
risk with their most important asset. With 
Managed Market Pricing and our award-
winning experience, Faith Wilson Group 
is dedicated to ensuring our clients receive 
the best results for the home that they have 
worked so hard to obtain.

Warmest Regards,
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THE DELICATE ART OF PRICING FOR OPTIMAL RESULTS.

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 January 15 2016 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 Profi les available for you 
on our web site. Each profi le 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 fi ve years - a 
rich resource to instantly see the price trend of 
the type of home you are interested in, within 
your specifi c neighbourhood.

To do so, visit FaithWilsonGroup.com and fi nd out about Vancouver Westside, 
Eastside, Downtown, North Vancouver, South Surrey and Richmond neighbourhoods. 
With more coming soon.



Canada’s Finance Ministry is changing the 
down payment requirement for government-
insured mortgages. Affected mortgages are 
those with a down payment under 20% 
on homes valued less than $1,000,000. 
The government is implementing a tiered 
approach that increases the down payment 
requirement based on the cost of a home.

On new mortgage loan insurance 
applications, the required down payment 
for homes valued over $500,000 will 
increase to 10%. This change takes effect 
On February 15, 2016. Homes valued up to 
$500,000 will still require a minimum 5% 
down payment.

The minimum down payment amount for a 
home over $500,000 is calculated by taking 
5% of the first $500,000, then 10% of the 
remaining value up to one million dollars. 
So so the required minimum down payment 
for a $600,000 home would be 5% of 
$500,000 plus 10% of $100,000, ($25,000 
+ $10,000) totalling $35,000.

“The Government’s role in housing is 
to set and maintain a framework that 
is equitable, stable and sustainable. 
The actions taken today prudently 
address emerging vulnerabilities in 
certain housing markets, while not 
overburdening other regions. They 
also rebalance government support for 
the housing sector to promote long-
term stability and balanced economic 
growth.”

“This  measure wil l  increase 
homeowner equity, which plays 
a key role in maintaining a stable 
and secure housing market and 
economy over the long term. It also 
protects all homeowners, including 
many middle class Canadians whose 
greatest investment is in their homes.”  
- Bill Morneau, Minister of Finance

Homes priced $1,000,000 and higher 
require a minimum 20% down payment 
and are not included in Canada Mortgage 
and Housing Corporation (CMHC) Mortgage 
Loan Insurance coverage.
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Mortgage Down Payment Changes from the Finance Ministry

Lorraine Gingras

Mortgage Specialist
RBC Royal Bank
604.315.6216
lorraine.gingras@rbc.com

Assessments soar but tax hike more modest  

"the tax increase 
will be rather 

modest for many 
homeowners."

We have had a lot of calls and emails over 
the past week after the BC Assessments were 
announced and we would like to clear up 
some of the misinformation that is flying about.

While the assessments on Metro Vancouver 
houses did increase by 20% or more in 
some neighbourhoods, this does not mean a 
corresponding increase in property taxes.

And, with the near immediate raising of the 
maximum price eligible for the B.C. homeowner 
grant to $1.2 million, the tax increase will be 
rather modest for many homeowners.

Property tax that home owners pay is basically 
the collective revenue that is required to 

support the budget that the city has compiled 
for the infrastrucutre and services that keep 
the city operating.

Property taxes are calculated based on the 
assessed value of the property on July 1 of 
the previous year. BC Assessment Authority is 
the provincial agency that assesses the value 
of all properties in the province and these 
assessments are meant to reflect estimated 
fair market value.

Once the assessment values are provided and 
the city sets its budgeted expenditures, the city’s 
tax department sets the tax rate required from 
each class of property: residential, commercial, 
industrial etc. This is called the “mil rate” and 
it is a value per $1,000 of property value. 
Let’s look at Vancouver, Richmond and North 
Vancouver District as examples, because this 
is where some of highest increases in assessed 
values were seen.

In Vancouver, the property tax mil rate is 3.53 
per $1,000 of property value. Therefore a 
$1.2 million house owner would pay $4,236 
in property taxes, but the homeowner would 
receive the $570 homeowner grant, so the 

total property tax would be $3,726.

On a $2 million house, which is close to 
the benchmark price on the West Side of 
Vancouver when the assessments were 
calculated on July 1 of 2015, the property tax 
would be around $7,060,      

In Richmond, the residential mil rate is 4.18 
per $1,000 in value so a $1.2 million house 
eligible for the homeowner grant would face 
a total property tax of $4,446.

In North Vancouver District, with a mil rate 
of 4.28 and the homeowner grant, the total 
property tax would be $4,556.

Deferring taxes may be a smart option for 
some. Principal homeowners aged 55 or 
better can defer property taxes until the home 
is sold. The province charges less than 1% per 
annum on the outstanding taxes. 

So sure, taxes are increasing, but not nearly as 
quickly as house values.

$500,000
at
5%
=

$25,000

$100,000
at

10%
=

$10,000Plus

$600,000 Home Value

Total = $35,000
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THE REAL NEIGHBOURHOOD RESULTS: Q4 2015

SINGLE FAMILY DETACHED HOMES

SALES AND BENCHMARK
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

Price Segment ($)                   New Listings Added        Unit Sales

0 – 500,000 1 1 100%

500,001 – 750,000 0 0 -

750,001 – 1,000,000 0 0 -

1,000,001 – 1,250,000 1 1 100%

1,250,001 – 1,500,000 3 3 100%

1,500,001 – 1,750,000 11 11 100%

1,750,001 – 2,000,000 32 28 88%

2,000,001 – 2,250,000 19 34 179%

2,250,001 – 2,500,000 45 32 71%

2,500,001 – 2,750,000 18 41 228%

2,750,001 – 3,000,000 57 40 70%

3,000,001 – 3,250,000 27 29 107%

3,250,001 – 3,500,000 30 39 130%

3,500,001 – 3,750,000 20 27 135%

3,750,001 – 4,000,000 46 25 54%

4,000,001 + 153 88 58%

Totals 463 399 86%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL WESTSIDE RESULTS: Q4 2015

SALES PRICE QUARTERLY TREND

FAITH’S KEY INSIGHTS:

■  The amazing issue with the controversy about higher assessments on Vancouver 
detached houses is that the record-high numbers are already out-of-date. BC 
Assessments sent warnings out late in 2015 that assessments for West Side 
houses would be up about 28%. But the assessments are dated as of July 1, 
2015. Since then, benchmark prices on the West Side have risen a further 
5%. Deferring taxes may be a smart option for some. Those aged 55 or better 
can defer property taxes until the home is sold. The annual interest rate on the 
outstanding tax amount is 1%. With the Westside detached HPI Benchmark price 
increasing an average of over $46,500 per month in value in the last 12 months, 
deferring about $10,000 in annual property taxes (the mill rate is 3.33 per $1,000 
of value) should not prove a big burden for most, especially since the home owner 
grant ceiling has been raised to $1.2 million.

■  2015 ended with the West Side detached house market continuing the strong 
pace that started the year. Fourth quarter sales were up 19.1% from the same 
period a year earlier and the year ended with total sales 13.7% above 2014. It 
took longer to sell during the last three months, not surprising when considers 
the holiday, with the median days on market at 22 days. We expect this period 
to shorten, however, because of low supply. Just 97 detached listings came to 
the Westside market in December. As a detached house seller, be certain that 
both you and your agent are ready for the spring surge that we believe will come 
right after the Lunar New Year.

■  Is your real estate agent capable of marketing in different languages and into 
foreign countries? It will make a difference in 2016 because of the lower Canadian 
dollar, which makes Vancouver houses somewhat of a global bargain. Ask your 
agent how she or he will provide a global reach and how they will interact with 
offshore buyers, either from the U.S., Europe, the Middle East or Asia.

Unit Sales (by Quarter)
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Q4 2014 Q1 2015 Q2 2015 Q3 2015 Q4 2015

Sales-to-New-
Listings Ratio

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

Arbutus 23 $3,149,000 6.43 26.38

Cambie 16 $2,176,000 6.68 25.49

Dunbar 76 $2,562,400 3.77 20.62

Kerrisdale 31 $2,816,600 5.83 22.47

Kitsilano 40 $2,231,200 9.7 33.16

MacKenzie Heights 21 $2,965,500 6.24 20.58

Marpole 24 $1,860,100 6.47 27.92

Oakridge 9 $2,625,700 8.38 27.55

Point Grey 39 $2,993,300 0.31 25.08

Quilchena 12 $3,318,600 7.22 26.42

S.W. Marine 15 $2,676,900 5.94 26.28

Shaughnessy 26 $4,973,200 5.16 24.57

South Cambie 7 $2,891,300 7.79 23.69

South Granville 32 $3,346,900 5.65 14.83

Southlands 21 $2,838,600 3.76 24.28

University 4 $5,075,400 -2.41 16.77

Combined Total 399 $2,885,000 5.15 23.98



Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2014
130

150

152

97

432

2015
207

229

170

133

739

Change (%)

59.2%

52.7%

11.8%

37.1%

71.1%
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BENCHMARK PRICE 
CHANGE (%)

THE REAL WESTSIDE RESULTS: Q4 2015 THE REAL NEIGHBOURHOOD RESULTS: Q4 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 0 -

300,001 – 400,000 5 1 20%

400,001 – 500,000 4 5 125%

500,001 – 600,000 7 5 71%

600,001 – 700,000 13 12 92%

700,001 – 800,000 23 18 78%

800,001 – 900,000 18 14 78%

900,001 – 1,000,000 14 13 93%

1,000,001 – 1,100,000 7 10 143%

1,100,001 – 1,200,000 15 13 87%

1,200,001 – 1,300,000 8 10 125%

1,300,001 – 1,400,000 13 14 108%

1,400,001 – 1,500,000 9 6 67%

1,500,001 – 1,750,000 5 7 140%

1,750,001 – 2,000,000 10 3 30%

2,000,001 + 4 2 50%

Totals 155 133 86%

FAITH’S KEY INSIGHTS:

■  The appeal of Westside townhouses is so powerful that the typical new 
listing was on the market for a median of a mere 12 days during the entire 
second half of 2015. This makes it challenging for buyers who must not 
only fi nd the right townhouse, but must close on it almost immediately. 
This is where the help of your professional real estate team is vital. At 
Faith Wilson Group we know the Westside townhouse market intimately: 
we know all the developments, all the prices and which neighbourhoods 
townhouses are available in. This can have you properly prepared, and 
save a lot of valuable time when you start looking for your ideal townhouse.

■  If you are planning on selling a Westside townhouse I suggest that this 
may be an ideal time. Q4 sales are up 37.1% from a year ago, the 
benchmark price is 18.7% higher and there is a scarcity of listings. Also, 
we are coming into the traditionally strong spring season with mortgage 
rates at very low levels. It is very important that you set exactly the right 
price when you are listing, because prices do vary a lot across West Side 
neighbourhoods. Hire only a real estate agent who has deep experience 
in this market and can provide you with the whole picture to ensure you 
sell within your schedule, giving you the best results. 

■  While lifestyle is a leading factor in neighbourhood choice, cost-conscious 
townhouse buyers may want to take a close look at Marpole. The benchmark 
price in the fourth quarter was $701,900, among the lowest on the Westside, 
and prices have risen 12.3% in the past three months, fi fth highest. Some 
recent townhouse listings are well below the benchmark price. Served by 
Canada Line and close to both Richmond and top Vancouver shopping and 
school districts, Marpole is emerging as a very popular area. 

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

Cambie 6 $1,004,900 11.06 22.73

Coal Harbour 5 $1,272,900 7.43 18.71

Downtown (West) 5 $693,200 13.56 16.59

Fairview 26 $710,700 3.7 19.84

False Creek 5 $734,800 14.6 22.51

Kerrisdale 3 $1,057,900 5.73 11.27

Kitsilano 32 $847,400 15.41 17.41

Marpole 7 $701,900 12.31 20.33

Mount Pleasant (W) 4 $888,900 12.94 17.25

Oakridge 6 $1,246,800 10.95 15.69

Point Grey 1 $836,800 7.88 15.35

Quilchena 1 $1,314,500 11.23 22.2

Shaughnessy 2 $1,560,500 9.19 23.89

South Cambie 3 $1,364,700 9.49 12.95

University 4 $1,136,300 9.18 16.59

West End 10 $849,800 12.76 18.29

Yaletown 5 $1,144,900 10.18 19.48

Combined Total 133 $897,400 10.27 18.71

SALES PRICE QUARTERLY TREND
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THE REAL NEIGHBOURHOOD RESULTS: Q4 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 $408,200 1.29 9.89

Coal Harbour 60 $798,400 9.29 19.33

Downtown (West) 247 $523,900 9.07 20.08

Dunbar 8 $513,700 8.6 20.95

Fairview 110 $537,600 6.13 26.37

False Creek 60 $707,500 4.32 17.15

Kerrisdale 24 $674,500 6.55 22.29

Kitsilano 74 $464,000 3.35 13.4

Marpole 38 $386,600 2.23 28.74

Mount Pleasant (W) 2 $467,600 3.17 14.44

Oakridge 6 $798,700 1.51 25.56

Point Grey 9 $478,300 9.31 21.37

Quilchena 13 $868,000 8.57 20.6

S.W. Marine 7 $338,700 13.59 35

Shaughnessy 2 $499,800 4.95 31.56

South Cambie 1 $594,300 1.44 15.72

Southlands 2 $604,900 10.51 24.64

University 75 $678,700 7.19 11.16

West End 147 $478,600 9.07 16.97

Yaletown 153 $661,700 1.63 13.47

Combined Total 1,055 $590,400 6.28 18.11

Price Segment ($)                 New Listings Added           Unit Sales               

0 – 300,000 23 32 139%

300,001 – 400,000 144 130 90%

400,001 – 500,000 240 223 93%

500,001 – 600,000 177 187 106%

600,001 – 700,000 127 148 117%

700,001 – 800,000 84 83 99%

800,001 – 900,000 59 58 98%

900,001 – 1,000,000 61 48 79%

1,000,001 – 1,100,000 44 31 70%

1,100,001 – 1,200,000 20 22 110%

1,200,001 – 1,300,000 29 16 55%

1,300,001 – 1,400,000 14 8 57%

1,400,001 – 1,500,000 20 9 45%

1,500,001 – 1,750,000 26 15 58%

1,750,001 – 2,000,000 17 9 53%

2,000,001 + 68 36 53%

Totals 1,153 1,055 92%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL WESTSIDE RESULTS: Q4 2015

FAITH’S KEY INSIGHTS:
■  Those planning to buy a condominium and require mortgage insurance 

are advised to act quickly. While federal government changes will require 
a 10% deposit on values above $500,000 as of February 15, lenders will 
be considering the higher deposits for sales closing at least two weeks 
earlier. The benchmark price of a Westside condo is now $590,400 and 
there are twelve neighbourhoods with values over $500,000. If you are 
selling a higher-priced condominium, be prepared for a rush of interest 
during January. We are following this change closely and can advise both 
buyers and sellers on strategies.

■  Downtown, Fairview, Yaletown and the West End: these were the most active 
condo markets in the fourth quarter, accounting for 62% of all condo sales 
on the Westside. Of these top four markets, Fairview experienced the highest 
benchmark appreciation during 2015, with the benchmark condominium price 
increasing 26.4% in the year to $537,600. Across all of the West Side, the 
benchmark price as of year-end was up 18.1% from a year earlier. 

■  West Side condominiums are selling at an incredibly fast pace. In the fourth 
quarter, sales were up 17.2% from a year earlier and averaging 11 per day 
for three months straight. Amazing. The typical new condo listing was on the 
market for a median of just 13 days, the fastest pace all year. The sales-to-
new-listing ratio is a stunning 92% in Q4. As a buyer, you must be working 
with a nimble agent who is totally tuned into this fast-moving market and 
knows where and how to fi nd the right condominium at the right price for you.

SALES PRICE QUARTERLY TREND
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Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2014
1,019

1,267

1,158

900

4,344

2015
1,250

1,577

1,500

1,055

5,382

Change (%)

22.7%

24.5%

29.5%

17.2%

23.9%
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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.

Real Estate Stats 101: Understanding Market Types
Buyer’s Market, Seller’s Market, or Balanced Market? 
How to tell.
We use a statistical measure that compares the number of unit sales 
with the number of new listings added within the same period. This 
measure is called the Sales-to-New-Listings Ratio. This ratio allows 
us to gauge whether the market is shifting in favour of Buyers or 
Sellers, or if it is in a more balanced state.

What is the Sales-to-New-Listings Ratio? 
How is it calculated?
This ratio is simply the total unit sales within a given time period 
divided by the total number of new listings added to the market 
within the same time period. The calculation is as follows:

While these indicators provide valuable insight on listing and sales activity, no statistical measure can predict or guarantee specific results for 
your home buying or selling needs. We encourage you to read through our analysis to learn more about what’s happening with the property 
type(s), price point(s) and neighbourhood(s) that interest you most. 

When you’re ready to discuss a buying or selling strategy, please feel free to connect with our team. We’re here to help you achieve your goals!

This calculation will provide a percentage output that is used to identify the type of real estate market. 
The Canadian Real Estate Association (CREA) has identified three key market types. They are as follows:

BUYER’S MARKET
Ratio of 0% - 40%

The CREA defines a sales-to-new-
listings ratio of less than forty percent 
as a Buyer’s Market. 

A Buyer’s Market is characterized by the supply 
of new listings outpacing the demand from 
buyers in the market and can result in more 
situations with offers below the asking price 
and more days on market for new listings. 

BALANCED MARKET
Ratio of 40% - 60%

The CREA defines a sales-to-new-
listings ratio of between forty and sixty 
percent as a Balanced Market.

In a Balanced Market, for each listing that is 
sold, approximately 2 new listings are added to 
the market. This is considered to be a comfortable 
range which should lead to steadier price trends 
and more stable levels of sales activity.

 

SELLER’S MARKET
Ratio of 60% - 100% 

The CREA defines a sales-to-new-
listings ratio of more than sixty percent 
as a Seller’s Market.

This type of market occurs when buyer demand 
is outpacing the addition of new listings. A 
Seller’s Market is typically characterized by 
multiple buyer offers, fewer days on market and 
sold prices that are above the asking price. 

Unit Sales
New Listings Added

x 100 = Sales - to - New - Listings Ratio (%)



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 
even 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. 

2 How many properties have 
you marketed and sold in the 

last 12 months? 

Did you know that only 10% of 
Vancouver agents sold more than 
10 homes in the last 12 months? 
Working with top producers ensures 
you are receiving the benefi t of their 
experience, resources and their 
proven plan to deliver a successful 
sale. 

3 How many contracts have 
you negotiated in the last 10 

years?

The more contracts negotiated and 
the more exposure to cross cultural 
scenarios translate into better advice 
which delivers better results for you.  

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. A team 
approach is the only way to ensure you 
receive the attention to detail 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 their team 
or do they miss opportunities to show 
and sell?

6 What is your pricing strategy 
for my home?

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. 

7 How long, on average, does it 
take your listings to sell? 

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.

8 Beyond posting my home on 
MLS and its related pickup 

sites, where will my home be 
marketed online?

Today, 92% of home buyers use the 
internet during their home buying 
process and nearly half of buyers look 
online as their fi rst 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? 

9 Do you provide references 
from past clients?

A trustworthy agent will be delighted 
to provide references from satisfi ed 
clients for you to review. 

10  What homes have you 
sold in my area?

An informed agent will provide 
you with their performance in your 
neighbourhood and area.

11 Do you provide a written 
schedule of the services 

you deliver?

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?

Once your home is listed, how often 
do you update me on relevant market 
activity and overview?

13 What is your marketing 
budget for my home so as to 

stand out versus comparable listings? 

What percent of the agent’s 
commission will be dedicated to the 
marketing budget and how does this 
compare? 

14 What marketing media 
mix will you use to display 

my home to the widest array of 
potential buyers? 

Successful agents use a mix of search 
advertising, social media plus web sites 
for Vancouver, China, the U.S. and other 
international markets, and print media. 

14 IMPORTANT QUESTIONS
SELLERS need answered before hiring a real estate agent

to market & sell your home!

Literally tens of thousands of dollars are riding on the agent you hire to market, present and negotiate 
the sale of your Vancouver home. And let’s face it - in real estate, as in life - not all things are created 
equal. Honest answers to these questions  from the agents you are interviewing will help you to decide 
whom to entrust to market and sell your home for top dollar with the least amount of hassle. 

In closing, the sale of your 
home is likely one of the 
largest fi nancial decisions 
you will make. The right 
agent with the skills, the 
plans and the commitment 
will deliver distinctly better 
results. 

We present these questions 
for your consideration in 
order that you make the 
right decision for you and 
your family. Please use these 
questions as a foundation for 
making the right choice for 
your needs.




