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PROPERTY INFORMATION BOOKLET: 24 PAGES

In today’s competitive world you need to be different and offer something unique to rise
above the crowd. Creating a multi-page Property Information Booklet will help Buyers
and Sellers decide that you clearly are their best choice as the REALTOR® to represent
them in what will be one of the largest transactions of their lifetime.

Most listing Agents will provide the MLS® printout for showings and others will create
stunning four page glossy property brochures as a listing handout. Impressive? Can be.
Can you do better? Absolutely....and you should as it will strengthen your business.

This project is ideal for those who have a level of computer skill and knowledge of ;

1. Microsoft Office Publisher or other publishing software
2. Knowledge of how to work with images (placing, resizing)
3. Know how to capture a snapshot of a pdf and paste/sresize into the booklet software

If this is not in your skill set your option is to hire a third party to create a template for
you and perhaps even find someone who can compile the booklet for your listings.

The Strategy:

1. Create a Property Information Booklet with a multiple of four pages so it can
be folded and stapled in booklet format (ie 8, 12, 16, 20 or 24 pages.) If your office
photocopier does not have the capability to fold and staple you can send the file
online to Staples for printing.

NOTE: Your office should be the more economical solution as some charge the
same for a single colour print of a 8.5 x 11 sheet of paper (one up) as a single
colour print for an 11 x 17 sheet of paper (two up resulting in a 50% savings of your
printing costs!)

2. You will create two versions of your Property Information Booklet;

i. One for REALTORS® with Buyers; and
ii. One for BUYERS unrepresented (includes REALTOR® version pages)
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Following we offer page suggestions as to what each version can include. We
recommend 12 pages for the REALTOR®) version (information on the property
only) and 24 pages for the unrepresented Buyer version (includes the 12 pages of
the REALTOR® ) version plus Buyer specific information in the last 12 pages.)

3. When in a showing with an unrepresented Buyer use the script provided on page
12. We suggest you give a copy of your Information Booklet to each and every
Buyer party for every showing. The reason being is that your Buyer version is jam
packed with information for them to know and consider when shopping for a
property and more importantly to educate them that they need a
professional REALTOR® like yourself to represent them.

Using the proven script provided you should result in you easily obtaining the
Buyers contact information to follow up with the gift of the full SnapStats® report
as promised, a Buyer drip email campaign and a phone call.

4. Real Estate Etiquette Alert: When sharing the REALTOR® version for their
interested clients (version does not solicit Buyers) be sure to offer and give
the booklet to the REALTOR® to share with their client. Do not offer or give it to
their client first. TIP! Give it to the REALTOR® when their client will see the
offering so that they will ask for it later.

The unit cost of a booklet can run up to a two to three dollars, therefore, you will
use discretion when sharing it with other REALTORS® and their
clients. We suggest you only share it if their Buyer sincerely seems to be
interested in your listing. The investment cost of the booklet is well worth it, as it
is an impressive listing tool to show how you will market the Seller’s property.
Remember you are striving to be different.

Following are suggested pages of content.
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REALTOR®) Version: Suggested Page Content (does not solicit Buyer)

Ensure at minimum every other page has your contact information in the footer or
elsewhere in the template.

© BN oG p P

Cover Page: Title Everything you want to know about this home and more!
MLS Sheet

Photos of Listing (two pages)

Maps (Google, Walkscore)

Strata Plan or Lot Plan

Floor Plan

Tax Assessment (only if it makes sense to do so)

Comparable sales (only if it makes sense to do so but powerful when it does)
SnapStats (current copy, single relevant page of listings location)

Buyer Version (unrepresented): Suggested Page Content (solicits Buyer)

Add the following to the above list of page contents. Give out this version to each and
every one of your non-represented Buyer showings. Samples of most pages follow.

PN AN

Mortgage Broker sheet (ask your Mortgage broker to provide you one)
General Buyer Articles/Items of Interest: See samples following

Glossary of Real Estate Terms

CMHC First time Buyer programs (IMPORTANT: keep the details current!
Your Bio

Your Personal Stats (Days on market, Sale Price/List Price)

Testimonials (fill up two pages if you can)

Flow Chart of Buying Process (Find in our Members Resource Library)

Sample pages to include in the Non-represented Buyer Version follow.
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SAMPLE PAGE FOR BUYERS UNREPRESENTED BOOKLET

What’s next? And then after that??

The First Steps
3 Find and book showings of properties of interest or select a REALTORE to do it for you,

0 Develop your Buyer's Strategy Plan or book a consultation with your REALTOR.® to customize
one for you

A Get Pre-Approval Finandng but be @reful not to sabotage your vulmerable Beacon score!
0 Go out and view properties,

At Time of Firm Deal (Subjects Remowed )
0 Celebrate!
O Corwveyance Lawyer mntact information (if you do not have one I am happy to make a referral)

O Give Motice to Vacate your Rental residence by midnight on the last day of the month (if applica-
ble)

O Book Movers & Packers {or truck for the Do It Yourself Move)
3 Motify Maregement of Move Date and Time to Book Elevator (both ends) as soon as possible

3 Arrange Insurance (don't forget "Betterments Insurance” if suite has been renovated since origin
nal construction), Best o use the same insurance comparty as the buildings insurance compary.

0 Utilities: Book the disconnection & connedtion services (telephone, hydro, cable, internet)
3 Arrange "Mail Forward” delivery with Canada Post to yvour rew address

A Obtain complimentary "Change of Address” postcards from Canada Post

0 Arrange arty spedal needs (je pet cre) for move day

d Mowve Date

a

a

a
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SAMPLE PAGE FOR BUYERS UNREPRESENTED BOOKLET

The Psychology of a Seller's Asking Price

The first thing most Buyers are interested to know about a home s the price. With that in mind, you want to
understand that some properties on the market are for a price that will attract Buyers, others not so mudh,
For you to understand howe seller’s think in the market, it's important for you o know how the majority of
sellers price ther homes. If they price it too high, they've just lost 3 potentizsl Buyer, Here are four common
strategies enlisted by seller's:

Clearly Overpriced
Every seller wants to realize the most amount of money they can for their home, and real estate Agents
knows this. If 2 property is clearky overpriced it can be for one of two reasons;

1. The price is the Seller's price and not in alignment with the agent's recommendation. Sometimes 2 seller
just nesds to leam first hand that the market (the buyers) do not agree with their personal assessment of
the value of their hame.

2. If more than one Agent s competing for the listing, an sasy way to win the battle & to over nflate the
wale of the home, This s done far oo often, with mamy homes that are priced 10- 20% over their frus
market value,

Meither of the two scenario’s, are in the Seller's best interest, because in most cases the market won't be
focled, &5 = result, the overpriced home coul languish on the market for months, leaving them with 2 couple
of important drasbadks, First, the home will likely be labeled 25 2 "troubled” house by other Agents, lead-
ing to a lower than fair marksiprce when an offer is finally made {good for the Beyer).

Somewhat Overpriced

About 3/4 of the homes on the market are & 10% overpriced, Thess homes will also sit on the market longer
than they should, Thers is ususlly one of twe faciors st play here: either the seller believes in their
heart that their home is really worth this much despite what the market (you the Buyer) has in-
dicated (zfter zll, there's 3 kot of emotion caught up n this Bsus), OR theyve left some room for nego-
tiating.

e L

llllllllll------

1 . . &
WEEKS OMN MARKET

Priced Correctly at Market Value

Some sellers understand that real estate is part of the capitalistic system of supply and demand and will care-
fulby and reslisticalby price their homes based on 2 thorough analysis of other homes on the markst, These
competitively priced homes usually sell within a reasonable time-frame and very close to the
asking price.

Priced Below Fair Market Value

Some sellers are motivated by 3 quidk sale, These homes attract multiple offers and sell fast (ususly n
a few days) at, or above, the asking price. When brying in 2 multiple offer scenario it is critical that you werk
with an Agent that has extensive experience and understanding of vour legal rights in such a circumstance,
Time is of the essence! Hancy has extensive experience with multiple offers and 99.9%0 of the time
presents the winning offer.
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SAMPLE PAGE FOR BUYERS UNREPRESENTED BOOKLET

The Eight Biggest Mistakes Condo Buyers Make
and How to Avoid Them!

Folfowing is an excerpt fFom our far Eight Part “Tlow You Tell Mar™" Saries covering must know
tips witen shopping for your horme or ride Buyer's Remorse! Send ws an email o receive the il in-
formative seres fo ensure you have thought of everything before you buy youw- next home!

"What do you mean your trudcwon't fit in your new parking stall?™ Sounds funmy but t's not, especialhy
if you just dropped $500,000 to buy your new condo and parking is 2 premium. The stories T aoul verite from my
former 14 years a5 3 strata managen; but instead I will share with you the Eight Biggest Mistakes Condo Buy-
ers Make & How to Avoid Them David Letterman style from cur popular Now You Tell Mel™ Series,

Humber 8: Don't Forget Fido

"1 saw someone with two dogs so 1 thought T oould have teo,” Pet Owiners! You must write a subject {condition)
within your Offer & Purchase to obtain written permission for wour petfs). The strata council has every right and
all authority to demand vou remove an illegal pet from the property permanently or you risk high fines,

Number 7: Size Does Matter! Parking & Lodkers
Make sure you are satisfied with the size of the parking stall and storage lodker. If in doubt with the parking, test
your car i make sure it fits in the stall. Whaterer you do, do not epeball it for fit.

Mumber 6: Nuisance i

Often in strata minutes there will be an anomymous mention of someone complzaining about ecessive noise from
2 neighbouring unit or ancther type of nuisance problem. That is your flag  ca2ll the property manager or 2 a@oun-
cil member and queny if the suite suffering from the noise is the suite that you are thinking of buying.

Number 5: Common Property Noise
Purchasing a suite kocated dbove or immediately near an entembons system, elevator line or a noisy underground
garage gate, When inside the unit viewing it, arange for the activation of all to ensure it will not disturb you.

Number 4: Feng Shwi Faux Pas

Bathrooms that are directly off of primany living aress such s livingrmons. dinngrmams or kichens will not be
comfortable or private foryou {:I"‘,'ELIFQIJEE This i is one of those on the list that at first don't seem that big of an
issue but you will scon learn and vow "never again” once you have guests and friends visit.

Mumber 3: Let There Bae Light!

Facing south is great, but only if you are 2 corner unit or have the opporiunity of aoss breeres to cool down the
home, Insde south facing units can be dangerous in high summer temiperatures to both people and especialhy
pets. If you ars opsderng nsids” unit ys 2 corner unit be sure that the unit can accommodate 2 portads air
conditioner with ease to protect ywou from those hesteyaves, or veny hot summer days.

Humber 2: Lodcer Remorse

My friend has mamy items scattered throughout the city being stored at friends homes, Why? Because she doss
not have a lodker, The lack of 2 storage lodoer will impact the resale ability of her home, This of course @n be
offset by amy other unique benefits the home may offer such as a grandiose dadk or ceiling soylights.

And theTop Biggest Mistake Condo Buyers Makee:

Trying o s2ll 3 condominium without = baloomy is like trying to sell a VOR medhine today. Do not buy 2 property
without a baloomd Sure it may be a better price but there is a reason for that, and fyou are ok at having a
harder time selling it when the time comes, and for less money than a comparable suite with 2 babmmy... go for it
Othenwise, do not buy 2 property without 3 balomy.
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SAMPLE PAGE FOR BUYERS UNREPRESENTED BOOKLET

Glossary of Common Real Estate Terms

Appraisal: & detemination of the market value of 2 pie= of property done by 2 quelifed professionzl t=ined in ap-
pratzzl Eechiniques and familier with the beal market, The ususl phrass ved . "The value at which 2 given property will
sell, betwean 2 willing =ller 2nd 2 willing purchaser, given 2 rezsonzble pericd of tme for exposes 1o the market

Agseased Value: The value placed on a property by the B.C. Assesament Authority for the purposes of detesmining
znnuz] property Taxes, Assassed Value mukiplied by the "Mil Rae" equels the tax kv for theyear,

CMHC - Canada Mortgage and Housing Corporation: & Crown Corporstion that insures High Ratio (over BP0 of
the appraised vahee) mortgeges agsinst default

Casing: The act of completing the registration of the Land Transfer to the Purchaser in the Land Tite Offie, dbtaining
Mortgage Funds, T any, and Paying out the Babnoe of Sale Procesds to the Vendor,

Hosing Costs: Expensas over and sbove the purchase price for buying and =lling 2 property,

Comeentional Mortgage: 4 morgaoe koan where the mortgege ban doss not excesd 800 of the appraised vahe of
the property 2nd & thesfore not equired to be insusd by 2 government zgency such 2s CMHT

Comemyanoe: The tem vsd © desoibe the proess of trangfeming the sller's tite to 2 property to 2 beyer and -
chudes zll the steps necessany to omplete that transker, A bwyer or notany vseslly exeouies this proces.,

Counter offer: Anofler made by the seller bad to the buyer shering ore or seversl terms and/or conditions of the
offer as originalkywritien, A ounter offer may in twrn be countered bhadk by the buyer, This proess ntinwes wntil both
seller and buyer agrees to all mems and @nditiors.

Deposit: A sum paid to =oure the right to purcheass 3 home or property & temns agreed wpon by the buyer and =ller,
The Depesit should be sufficent o satshy the Seller that the Purchaserwoull not willinghy forfeit the depost if he o she
fiound another home more to their liking after the Inerim Agreement was made but before Chsing,

Dowm payment: The net diferene betwesn the purchess price and the mortgage amount,

High Ratio Mortgage: & mortgege ban inwhich the amount bormoved eceeds B8 of the appraised vahe o the
property.

Markeet Walue: The price 2 property will =1 for, given rezonzbe time and market exposus, 1o 2 willing buyer from 2
willing =ller, Comparable recent szles and cwrent listings =n be usd to help deermine 2 property’s probable market
vzhe range.

Possession Date: The da. on which the purcheser & totske compsnoy of the pramises,

Property Disclosure Statemeant: This fom enebles selers to discloss known defects, If the seller decides not to com-
plete the form and does not dischss known defects, he or she @n =till be held leble The form zlso sarves 25 5 checklist

for buwyers enzbling them © address concerns about the property’s @mndition on the spot, The British Golmbiz Rezl Es-
tate Assocation developed this fomn., Submission of the s required before any listing i plaed on the Real Esate
Board's MISE systam,

Property Transfer Tax, also clled PPT, Property Purchase Tax: A Land Transer Tax levied on the transferof =
real property by the Provindisl Government, The rae is 1% on the first £200,000.00 and 226 on the babnoe, Cestain
exsmptons exist for transfer betwesn spouses or betwean carzin rebted parties and there are esemptions for people
wiho heve never owned mal estae before, Many restrictions apphy, Plesss consult the cumrent rules © enswre that you
qualify for an exemption before meking & commitment to purchase youwr propesty,

"Subj " Clawse: A statement of 2 conditon to be fulfilled before the contract will bemme fimn and binding; must
inchede a speciic deadline for removal
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SAMPLE PAGE FOR BUYERS UNREPRESENTED BOOKLET

IMPORTANT! This sample page program details are not up-to-date.

Home Buyers Purchase Programs (non-investor)

CMHC/GE Capital Home Loan Insurance (5-20%0 down payment peogram)

Whean vou need a morigage loan that i more than 80% of the purchase price of your home [high-ratio
morigage), morfgage loan insurance, is required, It protects the lender and, by lawi, most Canadian lending
institutions require it. Under this program CMHC or GE Capital insures morigages for 50-95% of the pur-
chase price. The mortgage insurance pramium can vary from 0.5% to 4.25% of the purchase price and is on
a ca=2 by case basis, The premium can be financed with vour mortgage, The home must be your
principal residence.

Property Transfer Tax Exemption for First-time Buyers { PTT)

First-time Buyers are sxemipt from the property transfer tzx, Normally PTT is 1% on the first $ 200,000
and 206 on the balbnce. To qualify, 2 Buyer must not have ocwned an interest in 2 principal residence
anywhere in the world. The purchzser must be a Canadian citizen or permanent resident and
have resided in B.C. for a minimum of 12 months prior to the purchass or fransfer, The semption s
subject to & madimum purchase price depending on location in the province. Merigage financing rust be
70% or greater of the purchase price and there are limits to the amount that the morgage can be paid
dowin in the first year. The property must be an owner-occupied principal residence. To cbtain full
exemption, the purchase price must not excead $425,000, A partizl exemption s availsble for homes be-
tweeen $425,000 and $450,000. The tax must be paid in cash attime of compeeyancing and you must
live in the property for a minimum 12 months or pay the pro-rated exemption amouwnt,

RRSP Home Buyers’ Plan ( HBP)

Particpants are eligible to withdraw a masdinum $25,000 ta-fres from his/her own RRSP for 2 down pay-
ment. Participants must not have owned 2 home that has been used 25 a principal residence within the st
five years and MUST intend o cocupy the home 25 3 principal residence. The minimum repaymant
schedule is 15 equal installments. The funds to be withdrawn must have been invested into the
RRSP for a minimum of 90 days prior to withdrawal. It is important to note that  you have an out-
standing RRSP Home Buyer's Plan balance from your last home purchase, and you are planning on selling
and buying ancther property, you must pay off in full the outstanding balance befors yvou can claim
this incentive again.

HST New Housing Rebate: Resale homes are exempt from the HST.
An HST partial rebate on new housing will be provided fo purchasers in an amount egual to 5% of the pur
chase price up to & maximuom rebate of $26,250 (2010),

Mew House Price | GST Portion — New| PST Portion — Mew

(not including HET) | Housing Rebate Housing Rebate Total Rebates
$250000 $6.200 $17,500 $23,800
$400,0:00 3450 $20,000 $23,150
$450.000 $0 $22.500 $22.500
500,000 $0 425,000 425,000
25000 $0 $25,250 $26,250

Mot For cumans Infoernation raganding e HET papanie gasss pater oo s Canae Sayanue Agaeny rasorne

Miscellaneous Note: Down Payment & Contract Deposit Amount

Your dowin payment should be in Canadian funds, accessible with 2 proven 3 month statement record, and
not from non-traditional sources (e bomowed or gift from friend.) At time of subject removal (se2 previous
page) you are required to provide, in the form of a bank draft, approximately 5% of the

total purchase price as the consideration of the offer payable to our office "In Trust”,
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SAMPLE PAGE FOR BUYERS UNREPRESENTED BOOKLET

Your Top Ten Wish List

Onece you make the decision i make 3 move you need o know what it & you want and nesd in your nest
hame. What you want are the chemies on top of the what you nead. Once vou identify your needs iz pas
must be allowed becauss you have a dog) consder these wour "deal breakers”, meaning, if the property doss
n't offer it you cannct consider it. If it truby is not 2 need then it is likely better categorized 2s 2 "would be
nice”, Identifying these deal breskers in advance will save you valuable time and disappointment down the
road.

Following are some common needs and wants to help you oeate your owm list:
3 Bakomy, Patio or Outdoor Space

3 Pets Allowed
9 Age of Construction: New or Od

3 Gas or electrc rangs
= 3 Condition of Home: Renovated, Ficer upper

O Insyite or shared lzundry
3 View [water, city and park)
3 Rentaks Aliwed

3 Mowe in condition: Minor cleaning and repairs
O Avsilability of Visitor parking
3 Entertzinmeant Space [dining room, famiby

3 Parking {underground, garage) room)
O Siorage Lodker 8 Amenities [pool, gym, sauna, Jacuzzi)
3 Locstion (guist, busy, remote, urban} = Ngis= Lavel

3 Construction Type (mnoete, frame, highrise: loorise) O Layel of Light (bright, dark)

10.
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SAMPLE PAGE FOR BUYERS UNREPRESENTED BOOKLET

How Much Morigage Payment can You Afford?

Based on your income a general guidelins is to alkow no more than 30% of your gross manthly income
{before deductions) to make yvour monthly housing payments. This test of vour ability © repay 2 mort
gage bban is generzlly refered o as the Gross Debt Service Ratic.

Complete the following calculation & determine the spprosdimate amount yvou may be able to afford
for the mortgage payment, the property taxes and where applicable, 50% of the strata maintenance fess,
Some lendars will require that this total maximum monthly peyment also oovers heating oosts,

Your Gross Monthly Income

Co-sgnors gross monthly inoome (if applicable)

Cher monthly income

Total Monthly Income

Multiph the Total line sbove by 30% to caloulste your Total Monthly maximum
housing payment

A - L

Based on your Other Financial Obligations
If ywou have other monthly financial obligations, sudh a5 car or credit car payments, the lending institution
will also apply the Total Dbt Service Ration {TOSR) test to determine the maxdimum morgage ban for

which you can qualify.

Complete the Following Calculation

Your Monthly Housing Payment as cakulsted previously
Your Monthly Deb Payments (car, credit card etc)
Total Monthly Payment

AL -

& general guidelne should be that the total of vour monthly housing peyment added o your other
monthly debt payments should not escesd 40% of your monthly gross income.

The Gross Debt Service Ratio (GOGR) and the Total Debt Sarvice Ratic (TDGR) tests protect both you and
the lender by enzuring that you do not tske on more debt than you can reasonably afford to repay.

Marry lending institutions will pregualify vou for 2 specific size and type of morgage ban before you be-
gin searching for vour new home, Taking the time to apply for 2 pre-approved morgage will give you the
security of knowing how much you can afford to spend.

Before ancluding the loan agreement, most lending institutions will require an appraisal of your selected
home, The appraised value i a professional opinion of the value of the home and may differ from the
purchase price you are wiling o pay. The appraised value may affct the approved value of the loan.
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SAMPLE PAGE FOR BUYERS UNREPRESENTED BOOKLET

A generic version of this Flow Chart is available to you in our Members Resource
Library under SMART Open Houses.

The Buying Steps

Find a REALTOR | . Analyze Your Needs Get Pre-approved

inalize,

Atange Ltllites

10 © 2002 Nancy Beaton
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SCRIPT FOR BUYERS UNREPRESENTED BOOKLET

I'm not here to sell you anything, but I do want to make sure you know
what is all involved in purchasing a property and would like to give you this
Information Booklet which includes statistics I provide my clients each
month. [Point to the SnapStats report page.] Anything 14% or below
[REBGV]* is officially a Buyer's Market as per the Real Estate Board. We
report the Buyer Markets by price and neighbourhoods.

[Wait for reaction of interest]
If you like, after our showing today, /pick up and start flipping through the

full Report stapled in booklet format and in colour] I can email you the full

report which shows you all the official Buyer Markets from [state first
area to last area of report ie Burnaby to Maple Ridge, or West Vancouver to

Tsawwassen].

IMPORTANT: Be sure to email your SnapStats® report within the time frame promised to instill trust

in the potential lead.

*If you are referring to the Fraser Valley report you would quote "11% or below” (as per the FVREB).

BONUS: Offer or provide any other available FREE gifts such as our ‘How to Use a Fire
Extinguisher’ poster that you can brand with your contact information. You will find it in our

Members Resource Library under SMART Open Houses.
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