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“In all human affairs there are efforts and there are results, and the strength 
of the efforts is the measure of the results.” James Lane Allen

STATS
		  # of homes	 # of homes	A verage 	D ays 	S ale to
	D EC.	 listed during	 sold during	S ales	 on	 list
 		  month	 month	P rice	 market	 ratio

	1988	 207	 150	 $189,764	 44	 97%
	1990	 340	 90	 $203,808	 72	 90%
	1992	 251	 84	 $171,330	 65	 94%
	1994	 321	 94	 $170,621	 79	 95%
	1996	 196	 185	 $176,050	 56	 96%
	1998	 173	 127	 $186,589	 50	 96%
	2000	 182	 169	 $210,272	 54	 96%
	2002	 112	 110	 $231,122	 47	 96%
	2004	 122	 154	 $281,812	 48	 97%
2005	 121	 164	 $292,894	 49	 97%
	2006	 103	 152	 $314,797	 54	 96%
	2007	 105	 150	 $307,981	 55	 96%
	2008	 108	 100	 $296,308	 62	 92%
	2009	 139	 165	 $384,760	 39	 98%
2010	 470	 358	 $376,546	 31	 99%

Seller Property Information Statements
Sometimes I wonder if anyone reads these articles. But, every now and then, I get commentary. Good, bad, or indifferent, it always 
is nice to know someone’s out there. A few months back, I wrote about the, sometimes controversial, SPIS forms. I neglected to 
advise that these forms are not mandatory. No, they are not, but, I still believe they serve a purpose. In this day and age of suing 
people for anything and everything, many sellers are concerned that answering some questions about their home will eventually 
land them in court. When I sit with a seller to review this form we go through it line by line to ensure they fully understand what 
they are signing. The form helps to provide some knowledge of the home they have lived in. I’ve not lived in the home, so, I really 
do not know when they replaced the roof. I will ask if they can dig up receipts to ensure we can provide accuracy. Most buyers ask; 
how old is the roof? How old are the windows? Furnace? Air conditioner? The list goes on and on. While a Realtor can glean some 
information, we really do not know �rst hand what improvements you’ve made and when. The form, at best, should be used as a 

guideline and never be used to replace a home inspection. But, it is not at all mandatory.... and, if you do not know, 
initial ‘unknown’ in the box beside the item. Realtors have been sued in the past for providing false information 

to prospective buyers, so, we’re gun shy to comment on the age of any major mechanicals in a home, 
even now no longer providing an estimate on square footage without �rst hand knowledge from the 
home owner. Yes, Realtors have been sued over providing the wrong square footage as well and yet 
most insurance companies will tell a buyer to call their Realtor to provide them with that information 

(your insurance company can add up the room sizes for this information). Folks, this is a matter of 
co-operating in the sale of your home to provide some information to prospective buyers so that 
they can make an educated decision on your home. Many buyers also feel you are attempting to 
hide something by refusing to �ll out the form. It goes both ways. If you feel strongly about not �lling 

out a form, then, don’t �ll it out. But, be prepared for your Realtor to still ask you these questions as 
we are expected to have some knowledge on the homes we have listed and that information has to come 

from a home owner.  

Are you Ready to Buy?
Buying a home is an enormous 
responsibility and most people 
go back and forth before they 
make the f inal decision to 

purchase. Even once the �nal decision 
is made, it’s perfectly normal to feel 
unsure of the decision. Questions like 
“Am I making the right choice?”, “Am I 
really ready to buy my �rst home? Sell 

and purchase a larger home? Downsize?” To help put your mind 
at ease, there are certain details people who are ready to buy 
will recognize. They usually have been following the market 
and know what type of home they want and approximately 
how much they will have to pay for it. They also have a good 
indication of what they can expect to get for their current home 
if they have one to sell. People who are ready to purchase also 
are generally aware of their �nancial situation and what they 
can spend. Of course, the best indicator is enough money for 
a down payment and closing costs and the always important 
preapproval from the bank. In that case, it’s time to go home 
shopping.

Maximizing your Home’s Equity
If I were to tell you of an investment you could make to ensure 
your home achieved its maximum potential on the market, in 
any market, would you listen? Once introduced to the open 
market, a home becomes an asset, a saleable commodity of great 
potential. How much potential, is in your hands. Many sellers 
believe it is a Realtor’s job to ‘paint’ that picture of potential. 
Let me ask you this. When you go in search of a ‘new’ used car, 
what catches your eye? I’ll bet you look for ‘low mileage, clean 
and affordable’. You know the black book? There’s an unwritten 
black book for houses too. Funny, we Realtors have been known 
to make a bed or two, clean a front hallway and generally run 
around to de-clutter your home to prepare a home for a 
viewing or open house. We often get, “but, they can see past 
my stuff”! Remember, buyers are stacking h o m e 
against home. Pretty homes sell. A survey 
by Maritz Research reported that 63% 
of buyers prefer to pay more for a house 
that is in turn key, move in condition. So, 
here you have it. 37% of the buyers will 
look past your ‘stuff ’. Our all- time favourite 
line? “My house will sell itself”. The cost 
of home staging is actually less than 
your �rst price reduction. 


