
 

RICHMOND’S QUARTERLY RESIDENTIAL REAL ESTATE ANALYSIS
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My family’s deep roots 
in Vancouver provide 
me with a profound 
respect and a personal 
nostalgia for the heritage 
architecture reflected 
in the city’s many older 
houses, particularly on the 
West Side where heritage 

preservation has become such a divisive real 
estate topic.

I am a third-generation Vancouverite and proud 
of my working-class background and of how, 
while employed at the post office, my grandfather 
was able to buy a house on English Bay around 
the turn of 20th century. My Aunt Carrie, a 
dressmaker, bought a house on West 22nd 
Avenue shortly after World War II. My dad (who 
was also a workingman) and our family lived on 
West 2nd Avenue near Balsalm in Kitsilano.

My grandparent’s English Bay house is 
long gone, purchased by the City when it 
established the public beach many decades 
ago. Aunt Carrie’s house, now painted a 
bright blue, is still standing and in fact recently 
sold. My dad’s Kitsilano neighbourhood now 
sprouts condominium buildings. 

At lot has changed in Vancouver since my 
grandparents’ time, but if they were alive today, 
I think they would share my pragmatic views on 
preserving older architecture. I believe heritage 
preservation must be balanced with the rights of 
owners to do what they chose with their property, 
following municipal zoning and provincial laws. 
It was a shame, for example, that Grandpa’s 
English Bay house was lost, but how many 
thousands of Vancouverites have enjoyed the 
public beach since?

I remember my dad telling us how polluted 
False Creek was years ago, how the Vancouver 
sky would be grey with smoke from coal and 
wood burning fires. Today, after virtually all the 
old industrial buildings have disappeared, high-

density False Creek supports sea life, even the rare 
whale, and the city’s air and water is cleaner now 
than when my dad was a kid.

Change can be wrenching, but it is also inevitable 
and, oftentimes, for the good of the city and all its 
citizens. I am still a working-class woman and I 
aspire to live in a hometown that embraces the 
future while respecting the vision and traditions 
of those who built it.

I applaud the City of Vancouver’s heritage 
preservation actions, including the First 
Shaughnessy heritage district and its heritage 
registry, which celebrate and protect the 
architecture of the past.

It is only at the local political level, where 
future steps can be taken to preserve the past. 
Participation in local politics produces the 
greatest impact on our daily lives, and is the 
right place to be active to actually affect change 
in heritage preservation.

Warmest Regards,
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 PRESERVING VANCOUVER’S HERITAGE REQUIRES A BALANCE 

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 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, North Vancouver, South Surrey and Richmond neighbourhoods. 
With more coming soon.



CMHC has published their 2015 Condominium 
Owners Survey. This is a great report, and I 
have the highlights below:

Condominium investors in Vancouver and 
Toronto display stable characteristics over 
time. Most are small-scale investors that 
own only one secondary unit, nearly one-
half purchased their last secondary unit for 
rental income and most expect to own their 
investment property for more than five years, 
according to Canada Mortgage and Housing 
Corporation (CMHC) 2015 Condominium 
Owners Survey (COS) released today.

The annual report, focused on the Vancouver 
and Toronto Census Metropolitan Areas (CMAs), 
includes survey insights on what motivates 
condo purchases, how long owners hold onto 
their units, and the mortgage-financing profile of 
condominium owners whose primary dwelling 
is a freehold or condominium unit but who also 
own at least one secondary condominium unit. 
These households are referred to in the report 
as COS investors.

REPORT HIGHLIGHTS:

• Nearly one-half of COS investors 
purchased their last secondary unit for 
rental income.

• About 60% plan to hold onto their last 
purchases unit for more than 5 years 
versus 8% planning to sell their unit in 
less than 2 years.

• Nearly three quarters have only one unit 
and roughly 90% do not plan on buying 
new units in year following the survey.

• 56% expect their units to appreciate, 35% 
do not expect a significant change and 5% 
anticipate a decrease in value.

• The share of COS investors with a 
mortgage on their last purchased unit 
(at the time of the survey) stood at 53 
per cent. This is slightly below the share 
reported for all home owners (59 per 
cent) in Statistics Canada’s 2011 National 
Household Survey.

• The surveys of Toronto and Vancouver 
produced similar results. However, a 
larger share of respondents in Toronto 
expects the value of their units to increase 
than in Vancouver, but the gap is closing.

• COS investors, as defined by CMHC, 
exclude households that own only one 
condominium unit in which they reside, as 
well as households that own a secondary 
unit but rent their primary residence.

The complete COS report is available at:

http://www.cmhc-schl.gc.ca/en/corp/nero/
nere/2016/2016-04-05-1100.cfm
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WHO IS INVESTING IN CONDOS, AND WHY?

Lorraine Gingras

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

Our Award-Winning Team Benefits You.
On March 15, I was humbled to be inducted 
as a Lifetime Member of the Medallion Club 
by the Real Estate Board of Greater Vancouver. 
Aside from providing the realization of how 
long I have been working as a professional 
Realtor®, this is a recognition of Realtors 
who have performed in the top 10 per cent 
of all Board Realtors for at least twenty years 
and, to quote the Board, “reflects a Realtor’s 
professionalism, ethics, commitment to the 
industry and dedication to clients.” And the 
years have flown by!

"You will receive the 
benefits of the years 
of experience and 

untold negotiations 
to help you achieve 

your goals..."

At the same event, I am proud to say our 
Faith Wilson Group team was awarded their 
Team Medallion President Club for the eighth 
consecutive year, for performing in the top 
1% of all Medallion Club teams.

As I accepted the awards I felt blessed to be 
surrounded not only by what I consider to 
be the best real estate team in Canada, but 
also to have had the opportunity to have been 
allowed to work with so many wonderful 
clients in my professional career. These 
buyers and sellers have trusted in us, and I 
am forever grateful for each opportunity.

Other recent awards of note for the Faith 
Wilson Group team include: being presented 
with Best Real Estate Agency Canada award 
2014/2015 by the International Property 
Awards and also Best Real Estate Web Site 
Canada award, three years running and Top 
Westside Agent by units of combined ends 
(IMS Inc.) four years running.

While this recognition is nice, what it really tells 
you is that when you work with Faith Wilson 
Group you are working with a proven team of 
seasoned and experienced professionals, all 
of whom are dedicated to the one philosophy 

that I have had since I started the company: 
total commitment to client satisfaction.

Faith Wilson Group is a collaborative team 
where our Realtors work together in our 
clients’ best interests, at all times. Specialists 
in each step of the buying and selling process 
contribute their expertise to ensure that each 
and every transaction that we are part of is 
done correctly, ethically and with minimal 
hassle for you, the client.

When selling, we assess and recommend an 
accurate market value for your home, assist 
in preparing the property for sale, deliver 
marketing to the widest possible audience, 
hold professional showings and ensure all 
offers and contracts are in your best interests; 
when buying we listen to you, to what your 
dreams are, what is important in your next 
move then start the search, providing you 
with all of the tools that you requires to see 
what is available, and help with preparation 
to move quickly when it comes up. In both 
cases you will receive the benefits of the years 
of experience and untold negotiations to help 
you achieve your goals, because that is what 
really matters most.
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THE REAL NEIGHBOURHOOD RESULTS: MAR 2016 

MARCH - SINGLE FAMILY DETACHED HOMES

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

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

Boyd Park 13 $1,387,000 3.46 11.46

Bridgeport Ri 1 $1,115,800 0.84 10.56

Broadmoor 8 $1,933,800 2.88 7.68

East Cambie 8 $1,161,700 3.27 10.69

East Richmond 1 $1,485,500 3.82 6.54

Garden City 7 $1,323,400 2.28 6.20

Granville 9 $1,768,200 2.87 9.29

Hamilton Ri 0 $914,700 3.12 8.38

Ironwood 9 $1,096,300 4.52 8.80

Lackner 10 $1,521,500 3.18 13.09

McLennan 2 $1,425,300 5.67 8.63

McLennan North 1 $1,414,400 1.74 9.90

McNair 6 $1,185,600 4.04 8.56

Quilchena Ri 12 $1,558,000 3.28 8.85

Riverdale Ri 11 $1,617,600 4.42 9.55

Saunders 12 $1,346,300 2.67 7.71

Sea Island 0 $767,700 3.13 5.39

Seafair 16 $1,420,900 3.61 12.94

South Arm 3 $1,159,400 2.89 8.00

Steveston North 20 $1,117,500 2.71 6.10

Steveston South 9 $1,342,600 2.68 7.24

Steveston Village 5 $1,194,900 1.24 4.13

Terra Nova 5 $1,984,000 4.21 11.18

West Cambie 7 $1,185,400 2.82 10.15

Westwind 13 $1,364,400 1.35 7.84

Woodwards 10 $1,387,900 3.13 7.64

Combined Total 200 $1,413,500 3.17 9.00

Price Segment ($)                   New Listings Added        Unit Sales

0 – 800,000 0 0 -

800,001 - 900,000 3 0 0%

900,001 - 1,000,000 8 0 0%

1,000,001 - 1,100,000 12 5 42%

1,100,001 - 1,200,000 30 13 43%

1,200,001 - 1,300,000 25 21 84%

1,300,001 - 1,400,000 35 23 66%

1,400,001 - 1,600,000 54 34 63%

1,600,001 - 1,800,000 46 30 65%

1,800,001 - 2,000,000 52 19 37%

2,000,001 - 2,250,000 20 15 75%

2,250,001 - 2,500,000 28 15 54%

2,500,001 - 2,750,000 13 13 100%

2,750,001 - 3,000,000 23 4 17%

3,000,001 - 5,000,000 43 8 19%

5,000,001 + 4 0 0%

Totals 396 200 51%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL RICHMOND RESULTS: MAR 2016 

SALES PRICE MONTHLY TREND

FAITH’S KEY INSIGHTS:

n  The South Arm area of Richmond is currently under scrutiny for a zoning 
change that could result in higher density and potentially higher land values. 
The city is considering zoning to encourage new compact lot duplex and 
duplex/triplex projects. This may not have a direct affect on detached house 
values, but the possibility of higher density in the area could be of interest 
to some detached owners or investors. We are monitoring this as we do all 
civic residential zoning issues. The city is currently holding a series of public 
meetings on the South Arm arterial road study. In March, the benchmark 
detached house price in the South Arm neighbourhood was $1.15 million.

n  The sweet spot for Richmond detached housing prices in March was from 
$1.4 million to $1.6 million, with 34 sales, representing 63% of new listings. 
However, the highest sales-to-new-listing ratio was seen in the $2.50 million to 
$2.75 million range, at 100%, and the $1.2 million to $1.3 million range, with 
an 84% sales success ratio. This shows how important it is to price a house 
accurately in this market, with the help of an experienced real estate agency.

Unit Sales (by Month)
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THE REAL NEIGHBOURHOOD RESULTS: Q1 2016

Q1 - SINGLE FAMILY DETACHED HOMES

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

Price Segment ($)                   New Listings Added        Unit Sales

0 – 800,000 4 5 125%

800,001 - 900,000 14 5 36%

900,001 - 1,000,000 24 10 42%

1,000,001 - 1,100,000 38 22 58%

1,100,001 - 1,200,000 74 33 45%

1,200,001 - 1,300,000 94 63 67%

1,300,001 - 1,400,000 85 54 64%

1,400,001 - 1,600,000 135 95 70%

1,600,001 - 1,800,000 111 89 80%

1,800,001 - 2,000,000 116 59 51%

2,000,001 - 2,250,000 59 36 61%

2,250,001 - 2,500,000 69 47 68%

2,500,001 - 2,750,000 37 33 89%

2,750,001 - 3,000,000 58 16 28%

3,000,001 - 5,000,000 97 26 27%

5,000,001 + 15 1 7%

Totals 1,030 594 58%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL RICHMOND RESULTS: Q1 2016

SALES PRICE QUARTERLY TREND

FAITH’S KEY INSIGHTS:

n  The detached housing market is still amazingly strong in Richmond. Total 
detached sales in the first quarter were up 7.4% from the same period 
a year ago. In Q1 2016 594 detached houses sold. The MLS® HPI® 
Benchmark Price reached $1.4 million and the median Days on Market 
was just 9 days. That it is the fastest sales pace in at least a year and 
perhaps the fastest ever. Sellers are advised to be certain that their real 
estate agent is totally committed to getting them the full value of their 
home, and has a solid pricing and marketing strategy in place.

n  The benchmark price appreciation in Richmond’s McLennan 
neighbourhood was 40% over 12 months, the highest in Richmond, 
where overall detached benchmark prices are up an equally startling 
31.3% from a year ago and 9% from the fourth quarter of 2015. To put 
this in perspective, the dollar value increase was $127,170 since New 
Years Day. What is your house really worth today? Faith Wilson Group 
has been third-party recognized as achieving higher prices for sellers 
than the industry average, and we also provide the Sellers Peace of 
Mind Guarantee, which is unique in the industry. 
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Q1 2015 Q2 2015      Q3 2015 Q4 2015 Q1 2016

Sales-to-New-
Listings Ratio

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

Boyd Park 31 $1,387,000 11.46 32.87

Bridgeport Ri 8 $1,115,800 10.56 25.55

Broadmoor 44 $1,933,800 7.68 30.00

East Cambie 20 $1,161,700 10.69 27.26

East Richmond 4 $1,485,500 6.54 38.62

Garden City 24 $1,323,400 6.20 23.06

Granville 41 $1,768,200 9.29 33.75

Hamilton Ri 7 $914,700 8.38 35.14

Ironwood 20 $1,096,300 8.80 36.43

Lackner 25 $1,521,500 13.09 34.32

McLennan 4 $1,425,300 8.63 40.75

McLennan North 4 $1,414,400 9.90 27.64

McNair 19 $1,185,600 8.56 37.99

Quilchena Ri 26 $1,558,000 8.85 33.05

Riverdale Ri 30 $1,617,600 9.55 35.48

Saunders 24 $1,346,300 7.71 30.53

Sea Island 3 $767,700 5.39 17.03

Seafair 47 $1,420,900 12.94 34.07

South Arm 23 $1,159,400 8.00 28.10

Steveston North 50 $1,117,500 6.10 29.42

Steveston South 22 $1,342,600 7.24 29.36

Steveston Village 11 $1,194,900 4.13 25.41

Terra Nova 16 $1,984,000 11.18 28.15

West Cambie 20 $1,185,400 10.15 28.75

Westwind 29 $1,364,400 7.84 24.22

Woodwards 37 $1,387,900 7.64 28.41

Combined Total 594 $1,413,500 9.00 31.37



SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

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

Boyd Park 2 $401,800 2.81 8.60

Bridgeport Ri 2 $427,500 5.40 8.57

Brighouse 5 $545,600 0.10 5.18

Brighouse South 6 $580,200 1.64 4.27

Broadmoor 2 $724,800 1.75 4.84

East Cambie 1 $573,800 6.90 9.78

Garden City 2 $695,500 1.72 4.38

Granville 2 $505,900 -0.06 0.34

Hamilton Ri 5 $510,800 6.20 8.69

Ironwood 3 $611,600 6.93 6.35

Lackner 2 $765,000 3.77 9.60

McLennan North 15 $708,000 4.23 9.00

Quilchena Ri 3 $543,200 4.27 9.91

Riverdale Ri 2 $694,000 4.70 11.87

Saunders 5 $483,400 1.54 3.92

Seafair 1 $804,300 3.21 9.94

South Arm 0 $503,800 1.50 5.09

Steveston North 3 $546,300 4.54 11.54

Steveston South 5 $761,800 4.14 10.28

Steveston Village 0 $717,800 3.80 11.23

Terra Nova 4 $789,200 3.16 10.27

West Cambie 32 $583,800 -1.76 3.04

Westwind 1 $664,000 3.48 9.70

Woodwards 3 $600,500 1.92 5.86

Combined Total 107 $631,600 2.87 7.19

Price Segment ($)                   New Listings Added        Unit Sales

0 – 200,000 0 0 -

200,001 – 250,000 0 0 -

250,001 – 300,000 3 2 67%

300,001 – 350,000 5 2 40%

350,001 – 400,000 3 2 67%

400,001 – 450,000 4 3 75%

450,001 – 500,000 11 5 45%

500,001 – 550,000 8 7 88%

550,001 – 600,000 17 7 41%

601,000 – 650,000 11 12 109%

650,001 – 700,000 18 8 44%

700,001 – 750,000 41 37 90%

750,001 – 800,000 16 9 56%

800,001 – 900,000 16 4 25%

900,001 – 1,000,000 11 6 55%

1,000,001+ 3 3 100%

Totals 167 107 64%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT
Sales-to-New-
Listings Ratio

PAGE 6Faith’s Exclusive Richmond Analysis

THE REAL RICHMOND RESULTS: MAR 2016 THE REAL NEIGHBOURHOOD RESULTS: MAR 2016

MARCH - TOWNHOUSES

FAITH’S KEY INSIGHTS:

n  Non-strata row houses – where the owner owns both the townhouse-
style home and the land beneath it – are rare in Metro Vancouver, but 
the City of Richmond approved row housing four years ago and, since 
none have been built, is now looking at encouraging them under a 
South Arm rezoning proposal. Something to keep an eye on, certainly. 
There are strata townhouses in the South Arm neighbourhood, 
most built in the past five years. The benchmark price of a South 
Arm townhouse in March was $507,000, which is well below the 
Richmond townhouse benchmark of $631,000. 

n  Looking for the most affordable townhouses in Richmond? Based on 
March sales they were found in the Boyd Park neighourhood, with 
a benchmark price of $$401,800; and in the Saunders area, at a 
benchmark of $483,400. This price level can be important because 
it still qualifies for 5% down payments for those buyers who require 
mortgage insurance. Our agents know   every neighbourhood and every 
asking price in Richmond and would be delighted to help buyers in any 
price range.
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SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

Unit Sales (by Quarter)

Q1

Q2

Q3

Q4
Year-to-Date Totals

2015
300

300

2016
286

289

Change (%)

-4.7%

-4.7%
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THE REAL RICHMOND RESULTS: Q1 2016 THE REAL NEIGHBOURHOOD RESULTS: Q1 2016

Q1 - 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 8 9 113%

300,001 – 350,000 7 2 29%

350,001 – 400,000 3 3 100%

400,001 – 450,000 14 12 86%

450,001 – 500,000 27 11 41%

500,001 – 550,000 24 25 104%

550,001 – 600,000 46 25 54%

601,000 – 650,000 32 36 113%

650,001 – 700,000 46 38 83%

700,001 – 750,000 54 53 98%

750,001 – 800,000 32 19 59%

800,001 – 900,000 33 29 88%

900,001 – 1,000,000 17 15 88%

1,000,001+ 8 9 113%

Totals 351 286 81%

FAITH’S KEY INSIGHTS:

n  Is your townhouse a 3 bedroom with a total of 1,330 square feet and built 
in 1998? If not, its value may not be reflected in the official benchmark 
prices. This is the description of the standard Richmond townhouse the 
real estate board uses in setting benchmark prices. If your townhouse is 
bigger, smaller or has more or fewer bedrooms, its actual value could be 
quite different than the benchmark. That is why sellers need to work with 
a Realtor® who knows Richmond and its townhouse market intimately 
and can set an accurate listing price.

n  IEvery Richmond neighbourhood reported townhouse sales during 
the first quarter, but two were the most active. These are McLennan 
North, where 59 townhouses sold and the benchmark price reached 
$708,000, and West Cambie, with 37 sales and a benchmark price 
of $538,800. If you are looking for Richmond’s most affordable 
neighbourhoods look to Boyd Park – with a benchmark price of 
$401,800 – and Bridgeport where 4 townhouses sold in the first 
quarter and the benchmark price is $427,500.

SALES PRICE QUARTERLY TREND
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MLS® Neighbourhood       Unit Sales     HPI Benchmark Price       3 Months        1 Year

Boyd Park 7 $401,800 2.81 8.60

Bridgeport Ri 4 $427,500 5.40 8.57

Brighouse 14 $545,600 0.10 5.18

Brighouse South 29 $580,200 1.64 4.27

Broadmoor 11 $724,800 1.75 4.84

East Cambie 5 $573,800 6.90 9.78

Garden City 7 $695,500 1.72 4.38

Granville 9 $505,900 -0.06 0.34

Hamilton Ri 12 $510,800 6.20 8.69

Ironwood 4 $611,600 6.93 6.35

Lackner 7 $765,000 3.77 9.60

McLennan North 59 $708,000 4.23 9.00

Quilchena Ri 5 $543,200 4.27 9.91

Riverdale Ri 4 $694,000 4.70 11.87

Saunders 12 $483,400 1.54 3.92

Seafair 5 $804,300 3.21 9.94

South Arm 2 $503,800 1.50 5.09

Steveston North 8 $546,300 4.54 11.54

Steveston South 14 $761,800 4.14 10.28

Steveston Village 1 $717,800 3.80 11.23

Terra Nova 11 $789,200 3.16 10.27

West Cambie 37 $583,800 -1.76 3.04

Westwind 4 $664,000 3.48 9.70

Woodwards 13 $600,500 1.92 5.86

Combined Total 286 $631,600 2.87 7.19
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PAGE 8Faith’s Exclusive Richmond Analysis

THE REAL NEIGHBOURHOOD RESULTS: MAR 2016

MARCH - APARTMENTS /CONDOS

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

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

Boyd Park 5 $234,300 -0.50 1.61

Bridgeport RI 1 $376,900 6.42 1.18

Brighouse 73 $458,400 0.53 3.54

Brighouse South 32 $363,000 2.08 8.72

Broadmoor 1 $235,200 3.75 -0.15

East Cambie 0 $309,900 12.23 7.76

East Richmond 1 $406,400 -1.05 -6.77

Granville 0 $103,700 4.00 -0.86

Ironwood 1 $279,400 4.57 -5.79

McLennan North 14 $503,500 3.66 5.59

Riverdale Ri 7 $343,500 -1.47 1.70

South Arm 2 $116,300 7.70 2.64

Steveston North 2 $248,700 -0.55 4.59

Steveston South 20 $423,100 5.24 11.00

West Cambie 27 $330,800 11.51 10.98

Combined Total 188 $404,700 2.27 5.36

THE REAL RICHMOND RESULTS: MAR 2016

FAITH’S KEY INSIGHTS:
n  In March, 188 condominiums were sold in Richmond, which is a 

lot, but was lower than in February and nearly even with the condo 
sales in March of 2015. This reflects a more balanced market, with 
the sales-to-new-listing ratio at 57%. We advise first-time buyers to 
really start scouting this market right now. In March, for instance, 80 
condominiums were listed at $300,000 or less, which is well below 
the Richmond benchmark of $420,000 and less than the benchmark 
across most of Metro Vancouver. 

n  Not a surprise that Brighouse and Brighouse South continue to 
dominate sales of condominium apartments in Richmond’s 15 MLS® 
areas. This is an urban centre where a lot of condos have been built 
in the past few years, and where fresh retail and social amenities and 
transit attract both owners and investors. The two neighbourhoods 
accounted for 105 of Richmond’s 188 condo sales in March.

n  Investors should take note of the historic Steveston neighbourhood, 
which includes a popular beach-and-boardwalk village, dyke cycling 
trails – and the fastest price appreciation for condos in all of 
Richmond. The benchmark price in South Steveston, for instance, is 
up 11% from three months ago and increased 5.2% from February 
to March, to $423,100. The team at Faith Wilson Group has worked 
with many condominium investors and can advise on strategies and 
potential markets.

$460,000
$440,000
$420,000
$400,000
$380,000
$360,000
$340,000

Price Segment ($)                 New Listings Added           Unit Sales               

0 – 200,000 11 10 91%

200,001 – 250,000 29 14 48%

250,001 – 300,000 40 15 38%

300,001 – 350,000 30 25 83%

350,001 – 400,000 38 28 74%

400,001 – 450,000 39 18 46%

450,001 – 500,000 38 17 45%

500,001 – 550,000 21 17 81%

550,001 – 600,000 26 15 58%

601,000 – 700,000 28 20 71%

700,001 – 800,000 7 5 71%

800,001 – 900,000 6 0 0%

900,001 – 1,000,000 5 0 0%

1,000,001 – 1,250,000 3 1 33%

1,250,000 – 1,500,000 2 1 50%

1,500,001+ 4 2 50%

Totals 327 188 57%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT
Sales-to-New- 
Listings Ratio

Unit Sales (by Month)

2015
126
163
190

479

2016
181
230
188

599

CHANGE%
43.7%
41.1%
-1.1%

25.1%
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PAGE 9Faith’s Exclusive RICHMOND Analysis

THE REAL NEIGHBOURHOOD RESULTS: Q1 2016

Q1 - APARTMENTS /CONDOS

SALES AND BENCHMARK 
PRICES BY NEIGHBOURHOOD

BENCHMARK PRICE 
CHANGE (%)

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

Boyd Park 19 $234,300 1.61 6.36

Bridgeport RI 13 $376,900 1.18 11.18

Brighouse 258 $458,400 3.54 21.91

Brighouse South 81 $363,000 8.72 14.75

Broadmoor 2 $235,200 -0.15 -2.02

East Cambie 3 $309,900 7.76 10.35

East Richmond 6 $406,400 -6.77 -3.46

Granville 0 $103,700 -0.86 -10.12

Ironwood 3 $279,400 -5.79 -3.37

McLennan North 59 $503,500 5.59 14.83

Riverdale Ri 23 $343,500 1.70 8.08

South Arm 9 $116,300 2.64 -11.10

Steveston North 4 $248,700 4.59 13.49

Steveston South 49 $423,100 11.00 15.72

West Cambie 79 $330,800 10.98 11.51

Combined Totals 613 $404,700 5.36 15.40

Price Segment ($)                 New Listings Added           Unit Sales               

0 – 200,000 46 36 78%

200,001 – 250,000 76 53 70%

250,001 – 300,000 83 45 54%

300,001 – 350,000 93 71 76%

350,001 – 400,000 120 92 77%

400,001 – 450,000 102 78 76%

450,001 – 500,000 99 65 66%

500,001 – 550,000 62 52 84%

550,001 – 600,000 71 43 61%

601,000 – 700,000 78 52 67%

700,001 – 800,000 17 17 100%

800,001 – 900,000 10 2 20%

900,001 – 1,000,000 10 2 20%

1,000,001 – 1,250,000 8 1 13%

1,250,000 – 1,500,000 6 1 17%

1,500,001+ 9 3 33%

Totals 890 613 69%

LISTING AND SALES ACTIVITY BY PRICE SEGMENT

THE REAL RICHMOND RESULTS: Q1 2016

FAITH’S KEY INSIGHTS:
n  Last year 2,209 “multi-family” homes received Richmond building 

permits and 1,419 such permits were issued in 2014. Most of these 
are condominium apartments, which means many are in the market 
now as pre-sales. New condo projects are nice and often packed 
with great finishing and amenities, but the pre-sales agreements are 
heavily weighted towards the developer. If you are looking at pre-
sales, have a trusted Realtor® with you. He or she can explain how 
the sale contract can affect everything from delivery dates to even 
the size of the apartment.

n  Different types of buyers are now looking at Richmond’s condominiums. 
There are the usual first-time buyers and investors, but we are 
increasingly seeing downsizers and other older buyers who in the past 
would have been buying a townhouse or a detached house.

n  Many retirees are also buying condos because of the “lock-and-
leave” convenience. As a seller, be certain your agent has cross-
cultural marketing and online marketing (including social media) 
within its multi-tiered strategy to reach the widest possible audience. 

n  Sales of Richmond condos soared 28% in the first quarter and the 
benchmark price had increased 15.4% from the same period a year 
earlier. By far the most active market was downtown in Brighouse, 
with 258 sales out of the total of 613 sales during the quarter, with 
the benchmark price up 21.9% from a year ago, to $458,400. Across 
all of Richmond, the benchmark condo price is now $404,700.

SALES PRICE QUARTERLY TREND
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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 benefit 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 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? 

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?

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 financial 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.



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.


