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espiteatrickyeconomyandconcern

D about climbing household debt, a

surveysaysthe portionof Canadians

who are“vely likely'to purchasea homeinthe
next two years has increasedfrom 7 to 10

percentsince the same questionwas posed
twoyearsago.

The mediahas been full of speculationabout
house prices being unsustainablein Canada,
but the lureof homeownershigremainsstrong
among those surveyed by Ipsos-Reid on
behalfof RBC.Anoverwhelmin®1 percentof
Canadianhomeownersbelievea home is a
good investment.That's the highestlevel of
confidencein homeownershiphatthe survey
hasseeninl12 years.Thiswasthe17thannual
RBC Homeownershipstudy. Peopleaged 18
to 24 are most likelyto buy in the next two
years,saysthesurvey,

Marcia Moffat, RBC head of home equity
financing,saysthat “the expectationof higher
mortgage rates on the horizon could be
motivatingouyingintentionghisyeatr”

Low mortgagerates continueto fuel the real
estate market, but the survey found that 64
percent of respondentsbelievethat rates will
be higher in one year's time. They are
expectedto startrisinggraduallyat the end of
2010 andinto 2011, but will probablystillbe
nearhistoriclows.

RBC saysfirst-timebuyersshouldlockin their
interestratewhentheyapplyfora mortgageto

avoid expected increases. It says buyers
should“stresstest”theirmortgage,by figuring
out whatpaymentswould be requiredif rates
rise, and then determiningif the home they
wantis affordableat thatlevel.Buyersshould
leavesome “wiggleroom”to ensuretheycan
comfortably afford their mortgage while
enjoyingthelifestyleheywant.

-

For homeowners who are renewing their
mortgages,RBC suggeststakingadvantage
of earlyrenewaloptionsthat lock in the new
mortgage rate. Sixty-threepercent of those
surveyed said they are taking advantage of
low interestratesto pay down more principal
on theirmortgages.Eighteenpercentused a
lump sum payment to pay down their
mortgageand 16 percentwereableto double
up amortgagepayment.

Not intended to solicit properties currently listed for sale.

Active Spring
Market
Continues

Durham Region
Association of
REALTORS® reports
1,110 sales of single
familyhomes in Durham
Region in the month of
March. Witha 2010 first
quarter sales total of
2,461, this is the top
March resultsince 2004
and the best firstquarter
result on record for the
DurhamRegion.

“Itisworthnoting”Deirdre
Mullen, President of
Durham Region

Association of
READTORS® remarked,
“that althoughthe annual
rate of growthis currently
guite substantial, the

marketwill likelylevelout
to smalleysingledigitrate
increasessoon. As new
activelistingscontinueto

grow and provide vaster
options for buyers,

eventuallyavailabilitywill
outweigh demand and

themarketwilllevelout.”
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The Pur chase Price representsa significantcontributorto
value, but there are otherimportantfactors which can reduce
the amountthat the sellerreceivesor which can compromise
the transaction. It is not the purchase price, but the net
proceedsofthesalethatsellersshouldconcentrateon.

The Closing Date can representcost or value to both
parties. Savvy buyers usually attempt to meet the seller's
preferred moving date, especially when the seller has
committed to purchasing another property or needs the
proceedsof the saleon a specificdate. Forinstance,a closing
beforethatdate maybe expensivebecausesellerswouldhave
to move out and store

Theseclausesdetailwhatthe buyerasksthe sellerto do forthe
purchaseprice. Sellerscan createconditionsin an offerto sell,
but usually conditions are of greater concern to the buyer
particularlyif approval of a third partly like a lender or city
planningdepartment,is involvedin determiningthe property's
suitabilityConditionsto arrangefinancingor a homeinspection
areamongthe“ifs"thatdefinethe offerto purchase.Thedegree
of uncertaintyattachedto the conditionsandthe buyer'srelated
abilityto close effectthe valueof an offer Forinstance,a buyer
whois pre-approvedfora mortgageof sufficientsizeoffersless
riskto a seller However if the purchase price is significantly
abovemarketvalue,the lendermaynotapprovethe mortgage,
so a condition for financing is

everything until they could
moveintotheirnewhome. That
double move and the
inconvenience represent out-
of-pocket costs and time lost
that make the actual purchase
price lower than stated. A
closing date later than the
seller's preferred date may
leave the seller owning two
homes at once. Sellers may
incur extra costs in arranging
bridge financingto meet legal
obligations to close on their
new home beforethey receive
proceedsfromthe saleoftheircurrenthome. Choiceof closing
date may represent costs or value to the buyer as well.
Balancinghisrealityforboth partiesis keyinnegotiation.

Inclusions and exclusions tothesalealsorepresentcosts
and value for both parties. Appliances, heating systems and
draperies are common seller inclusions designed to boost
valuefor buyers.Ifwarrantiesfor everythingfroma new roof or
solar panels to new appliances cannot be transferredto a
buyer these items become “second-hand”and will probably

essentialto protect all parties. A
full-price offer with conditions
that will be difficultto meet may
holdlessvaluethananunderlist-
price offer with no conditions.
Alternativelyif the conditionsare
merelyformalitiesthe conditional
offer could represent greater
value. Would you recognizethe
differenceif you were the seller?
That's wher e the expertise
of the real estate
professionals involved
becomes valuable.

Intent and Sincerity are vitalaspects of an offeralthough
difficultto quantify How determinedis the buyerto buy, and
why?Howdeterminedsthe sellerto sell?Ifpartieschangetheir
mindsafterthe contractexistsand beforethe closingdate, the
injuredparty has remediesin court. Theselegalsteps may not
make up for lost time and, perhaps, a missed market. An

investor or flipper may decide to cut losses and bail out of the

dealifthe marketdrops significanthpeforeclosing.Sellersmay
have second thoughts if their plans to move fall through. For
both parties,valueshouldliein the certaintythatthe otherparty

represent less value to buyers. Buyers are also free to inCIUd\?/iIIcIoseinspiteofmarketshifts

excludedselleritems, likean antiquelightfixture,in the offerto
purchase. Deals have been lost to disagreementsover light
fixtures, fireplace accessories and vintage furnishings, so
prudentsellersremovecontentiousitemsbeforelisting.Abuyer
may offerlessthanlistprice and ask for nothing;a sellercould
sign back for more money and include items to sweetenthe
pot. Valueis very subjectiveforthesenon-real-estatétemsand
thatiswherenegotiationsangetheated.

Terms and Conditions areclausesinthe offerwhichcover
“whatif”’ risksfor one partyand the obligationsof both parties.

Yes, price matters, but ther e's alot mor e involved in
creating an offer that demands to be accepted.
That's why an experienced real estate professional
is a valuable contributor to success. Professionals
can calculate, or at least estimate, the seller's net
proceeds after costs related to the offer and
deduction of commission.
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