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HOME SALES SPRING FORWARD
Although March 2014 home sales in the Greater Vancouver area
weren’t up to the region’s historical average for the month, they
did outpace last year’s total with 2,641 homes sold – a 12.5 percent
increase over March 2013 sales.
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Hello again valued clients!
Please check out our new website,
www.CallRealEstate.ca
Do you want your home sold faster?
Use the power of our new and improved
website!
We put you in front of more buyers online
than any other site in Metro Vancouver.
Want to Find Out what your home or new
property is worth quickly?
Try our new Home Valuation tool.
I have recently teamed up with top
REALTORS® in West and North Vancouver.
Plus we have buyers actively looking for
luxury penthouses in Downtown Vancouver
and luxury homes in Shaughnessy and West
Vancouver.
Call us to learn more.
In gratitude,

Les Twarog
www.CallRealEstate.ca

Ray Harris, President of the Real
Estate Board of Greater Vancouver
noted, “We continue to see steady
and stable market conditions across
the Greater Vancouver housing
market. There has been a consistent
balance between home seller supply
and home buyer demand in our
marketplace over the last year.”
New listings for detached, attached
and apartment properties in Greater
Vancouver increased 9.1 percent from
March 2013 to a total of 5,281 in
March 2014, while the total number
of properties currently listed for sale
on the Greater Vancouver MLS® is
14,472, 6.4 percent less than last
March’s total.

the last 12 months,” Harris said. “It’s
important to remember that this is
a diverse marketplace and trends
will vary depending on area and
property type.”
Has your home increased in value
since you bought it? Please call to get
the latest area updates and a good
idea of what your property is worth
in the market today.

The benchmark price rose for all
types of properties: detached
properties increased 4.2 percent
to $945,400 from March 2013 to
March 2014, apartment properties
increased 3.8 percent to $375,800
and the benchmark price of attached
properties increased 1.3 percent
to $460,100.
“Home prices in the region have
experienced incremental gains in
most areas and property types over
VREB
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ON THE STRAIGHT AND NARROW
While rooms themselves are paid plenty of attention when it comes to decorating a home’s interior, the
spaces that connect them often go overlooked. But with the following tips, your hallways can look just as
well appointed as the rest of your home, and be more functional, too.






 allways tend to be dark, which can make for a dismal
H
and possibly even unsafe space. Brighten things up! Make
sure your halls are well lit – wall sconces, recessed ceiling
lights, and, if there’s enough room overhead, pendant
lights are great choices for this part of your home. Opt for
light shades of paint, and maximize any natural light your
hallway gets via minimalist window treatments (or none at
all) and strategically placed mirrors.
 ost hallways are long and narrow. Brightening them
M
up will help make them look bigger, but there are a few
other tricks you can try: keeping things like furniture and
rugs off the floor; painting hallway trim and doors in the
same light color as the walls; and incorporating horizontal
stripes on the narrow end walls, or using a darker shade of
paint on narrow walls than on the long side walls, which
will make the space seem more wide and less deep.
If they are big enough to accommodate some furniture,
your hallways, which aren’t terribly functional otherwise,
can provide an excellent opportunity to incorporate
more storage and display space into your home – and
who couldn’t use more of that? Benches, console or
sofa tables, bookcases (whether tall or table height), and
floating shelves provide surfaces for showing off knickknacks, and drawers and cubbies for hiding things out
of sight.
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 eep traffic patterns in mind as you decorate your
K
hallways, which can have some awkward intersections
where they meet adjacent rooms. No matter their size,
you don’t want to crowd these spaces with furniture
and accessories such that you and your guests bump
into them when coming and going; in narrower halls,
focus on vertical space, keeping the decorations on the
walls instead of the floors, making sure they have a
shallow profile.
F ront and back halls transition us to and from the outside
world, rather than just between rooms; as they serve a
unique function, they require some extra consideration
where design is concerned. Ideally, front and/or back
halls should feature a place to set down things like keys
and mail when you come home; storage for coats, shoes,
umbrellas, etc.; a place to sit when putting on and taking
off footwear; and, of course, bright lighting.
 reate visual interest. Hallways may be largely utilitarian,
C
but they don’t have to look that way. Liven them up with
artwork and other kinds of wall hangings – this is the
perfect place for the sort of detailed pieces that benefit
from up-close viewing. Incorporate pattern and texture
via flooring (e.g. tiles, patterned carpet, wood grain),
wallpaper, or even trim; being relatively small, hallways
are a great place to splurge on these finishes.

ESCAPE CLAUSE
Contingencies may allow you to cancel your purchase
contract in the event certain conditions aren’t met.
Let’s look at some of the contingencies included in
some purchase offers.












I nspection. Allows the buyer a certain period of time
in which to have the home inspected, and to cancel the
offer should they be dissatisfied with the results (i.e.
should the inspection reveal significant defects).
F inancing. Allows the buyer to cancel the offer in the
event they’re unable to secure, by a specific date, the
financing they need to complete the transaction, despite
a good faith effort to do so.
S ale of current home. Makes the buyer’s purchase
conditional upon their ability to successfully sell their
current home by a certain date. If the buyer fails to sell
in time, the contract may be cancelled.
I nsurance. As some insurance companies are now
hesitant to insure properties in certain areas, this
clause could allow the buyer to cancel the contract if
they’re unable to secure sufficient home insurance prior
to closing.
 ppraisal. If the property appraises for less than the
A
purchase price, the buyer may back out immediately, or
ask the seller to lower their price – if the seller refuses,
the contract may be cancelled.
T itle. If it cannot be proven that the seller holds clear
title to the property (i.e. owns it outright and no other
ownership claims against it exist), this contingency
allows the buyer to cancel their purchase.

Keep in mind: the more contingencies on it, the less
appealing the offer, especially in hot markets. Ask your
real estate rep which contingencies your offer should
include, given your circumstances, the property in
question, and market conditions.

PRIVATE MATTER
Now more than ever, privacy is a top-of-mind
concern for many – protect yours when selling
your property by following these tips before
opening your door for showings and open houses.

Assume buyers will be opening drawers. While they
shouldn’t be peeking into dressers or nightstands, for
example, the kind of drawers that stay with the home
when it sells – those in counters or built-ins – are fair
game. Buyers will of course be inspecting countertops,
cupboards, and closets, too.
Making sure not to overlook the aforementioned
areas, gather paperwork like bank and credit card
statements, receipts, bills, mail, checkbooks, pay stubs,
etc. In addition to risking identity theft, by making
such documents easily accessible, you risk revealing
information that could be used against you at the
negotiating table – should a buyer spy a collection
notice, divorce papers, or your Comparative Market
Analysis, for example, you can bet the insight gleaned
will be used as a bargaining tool.
Your electronic devices can reveal a lot of information
about you too. Turn off, password protect, and/
or lock up your desktop computer, laptop, tablets,
smartphones, external hard drives, SD cards, and USB
drives as applicable.
Examine your walls, fridge, and shelves, as well. A
calendar or sticky note could indicate when you’ll be
away on vacation or out for an appointment; and a
framed degree could tell buyers what you do for a
living, giving them an idea of how much you make –
all of which is information buyers don’t need to know
about you, and some of which is information that
could be used as leverage during negotiations.
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Les’ Lessons

Appraisers
GARDEN
VARIETY

Most people misunderstand the role of the Appraiser when they are buying a property. Here are some facts:

Just
as Appraiser
your home’s
interiorhired
can by
have
style that
reflects
your The Borrower may pay for the appraisal, but the appraisal gives the
1. The
is actually
theaLender
not the
Borrower.
tastes
andan
personality,
your
Which
stylethe decision to lend money.
Lender
analysis ofso
thecan
value
oflandscaping.
the property to
support
suits you best?
2. Appraisers don’t confirm the sale price of a home – and they don’t set the value of a home. They give a credible opinion of value
Japanese.
of Japanese
based on Think
the current
market.gardens as small-scale



recreations of larger landscapes. They contain four essential

rocks, representing
hills
andofmountains;
3.elements:
Not all renovations
increase the
value
a property. water
The value of any improvements is based on what the market is willing to pay
(e.g.
ponds),
symbolizing serenity;
for fountains,
them. It is not
a dollar-for-dollar
addition plantings
to the value.
(e.g. bamboo, evergreens, maples, azaleas) representing

4.nature;
Appraisers
Home Inspectors
perform
different
functions. Appraisers provide an unbiased assessment of the value of a property
andand
ornaments
(e.g. pagodas,
lanterns)
representing
for the Lender.
Home Inspectors
hired by
architecture.
Harmony,
simplicity,are
andusually
asymmetry
arethe Borrower and provide an objective visual inspection of the property to
ensure the
structural
integrity and to report on defects.
guiding
design
principals.




F ormal. Associated
withhave
wealth
status, about
formalappraisers
gardens and appraisals, give me a call at 778.888.8888
If you
anyand
questions
are high maintenance. Consisting of geometric shapes, with
an emphasis on straight lines and right angles, order and
West are
Vancouver
symmetry
fundamental principles. Think manicured
hedges
and
topiaries,
straight paths; rectangular flowerbeds;
Awesome View Home
decorative
urns
and
fountains;
and marble or stone benches.
Ambleside Craftsman
sq ft
 ottage. 3,000+
C
Suitable
for small spaces, cottage gardens are
5
Bed
/
4
dense by design.Bath
Hardy plantings of all kinds – trees, shrubs,
Includes
a 2 Bedroom
Suite
vines,
flowers,
fruits, vegetables,
herbs – are informally
grouped together, making for a garden teeming with plant
and
animal life.West
Ornamental
Vancouver
Side elements – arbors, birdhouses,
benches – are rustic and eclectic in style.
Cool New Home



 editerranean.
M
Recreate
Kitsilano Custom
Built the warm earthiness of
Mediterranean
gardens
by including hardscape elements
2,800 sq ft
like patios,
trellises,
pergolas,
and fountains; materials like
5 Bed / 5.5 Bath
terracotta,
stone,
travertine,
and
wood; plantings like vines,
Great Neighbourhood
edibles, brightly colored flowers, and large-leaved trees; and
boldly colored (e.g. turquoise, red) accents.

Vancouver Downtown



 aturalistic.
N
Stunning Also
Open called
Views woodland, this style of shade
garden
recreates
layers
of plantings as they occur in nature,
th
Shangri-La - 46 Floor
from ground
cover
to
canopy.
Consisting of native plantings,
2,400+ sq ft
in naturally
occurring
groupings,
these gardens are toxin5 Star Amenities
free,
sustainable,
and
relatively
low-maintenance.
Designed for Entertainment

Terminology Tip
BREAKING A MORTGAGE — “Breaking” a
mortgage means paying off a mortgage contract
completely before the end of its term. Before
making this decision, the mortgagor needs to
calculate what they would have to pay in penalties.
As an example, the Financial Consumer Agency
of Canada states that if you have a closed
mortgage, the prepayment charge is equivalent
to the greater of three months’ interest on the
outstanding balance of your mortgage or the
interest rate differential – an amount based on
the difference between two interest rates.
Your mortgage broker can confirm all costs
involved and calculate if it makes sense for
the borrower to break their mortgage, even
for a new loan with a lower interest rate.

The information and opinions contained in this newsletter are obtained from sources believed to be reliable, but their accuracy cannot be guaranteed. The publishers assume no responsibility for errors and omissions or for any damages resulting from the use of the published
information. This newsletter is provided with the understanding that it does not render legal, accounting, or other professional advice. Not intended to solicit properties or businesses listed for sale and agency agreements in place with other real estate brokers. Whole or partial
reproduction of this newsletter is forbidden without the written permission of the publisher. © Market Connections Inc.® 2014, Phone: (800) 387-6058.
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