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Introduction

The Keys Are the Last Step

The photograph usually shows the keys. It does not show the
months of saving, the uncomfortable budget conversations, the
documents sent to the lender, the evenings spent comparing
neighbourhoods, the inspection report, or the anxious hours
between submitting an offer and hearing the answer.

That hidden work determines whether the day you receive the
keys feels like a beginning or the start of financial pressure.

Buying a first home is not one decision. It is a chain of
decisions, and each link affects the next. The size of your down
payment affects mortgage insurance and cash available for
closing. Your financing affects the price range. The property
type affects monthly costs and future repairs. The wording of
an offer affects your legal risk. A beautiful kitchen cannot
repair a weak budget, and a low purchase price cannot
compensate for a property that does not fit your life.

This book gives you a practical system for making those
decisions in the right order. It is written for Ontario buyers,
including newcomers, young families, single purchasers, and
long-time renters who are ready to understand the process
before they enter it.

The central idea is simple: do not begin with listings. Begin
with your life, your numbers, and your protections. A
successful purchase is not the home that impresses everyone
on possession day. It is the home you can comfortably carry,
maintain, and enjoy after the excitement fades.
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You will learn how to establish a realistic budget, prepare for a
mortgage, use first-time buyer programs responsibly, select a
professional team, compare homes, investigate freehold and
condominium properties, structure an offer, manage the
period before closing, and protect yourself during the first
year.

Use the workbook at the end as you proceed. Write down your
limits before emotion has a chance to change them. The best
buyers are not the ones who know every answer. They are the
ones who know what must be verified, who should verify it,
and when they are prepared to walk away.



How to Use This Book

Read Chapters 1 through 5 before serious shopping. They
establish your purpose, numbers, mortgage preparation,
funds, and professional team. Chapters 6 through 10 help you
compare areas and investigate resale homes, condominiums,
and new construction. Chapters 11 through 15 guide the offer,
closing, first year, and long-term plan.

Complete the worksheets in pencil or in a separate copy.
Revisit the three numbers whenever financing, income,
interest rates, property taxes, condominium fees, or repair
estimates change. Use the thirty-day plan when you are
approaching the market, and use the fifty questions before
every serious offer.

Three symbols are not necessary to use this system. Instead,
label each open item with one of three words:

¢ Verified means the answer came from the appropriate
document, authority, or professional.

e Estimated means the number is reasonable but can still
change.

e Unresolved means the answer could affect the decision and
needs an owner and deadline.

Do not allow an unresolved material question to become
“probably fine” because an offer deadline is approaching.
Name it, investigate it, protect it through the agreement where
appropriate, price the risk knowingly, or walk away.



Keep this book beside the property file. Its value is not in
reading every page once. Its value is in returning to the correct
page before the decision becomes urgent.



A Note for Newcomers to Canada

Homebuying language and practices can differ sharply across
countries. In Ontario, the agreement of purchase and sale can
become a binding contract quickly. The real estate agent,
mortgage professional, lawyer, inspector, appraiser, insurer,
and municipality have different roles. One professional’s
involvement does not guarantee another professional’s
approval.

Ask for plain-language explanations and written copies. Never
sign information you know is inaccurate, even if someone says
“everyone does it.” Your income, occupancy, debts, down
payment, gifts, and intended property use must be described
truthfully to lenders, insurers, lawyers, tax authorities, and
other decision-makers.

Immigration status can affect mortgage programs, taxes,
rebates, and whether a non-Canadian may purchase certain
residential property. The rules have changed more than once
and may include exemptions. Obtain current legal, mortgage,
and tax advice for your exact status before making an offer.

Canadian credit history may be limited even when you have
strong income or credit elsewhere. Ask lenders what
alternative records they accept and how much history is
required. Begin early rather than assuming the first answer
applies to every lender.

Finally, do not let unfamiliarity create embarrassment. A
careful buyer asks basic questions until the answer is clear.



The costliest sentence in a transaction can be, “I did not
understand, but I signed anyway.”



Chapter 1 Begin With the Life You
Want

Homeownership Is a Tool

A home is a place to live before it is an investment. It can
provide stability, privacy, control over your space, and a
foundation for family life. It can also reduce flexibility,
concentrate a large amount of money in one asset, and create
expenses that do not exist for a renter.

Start by asking what problem you want the home to solve. Are
you looking for stability near a school? More space for a
growing family? A shorter commute? Permission to renovate?
A predictable place to retire? Your answer should guide the
search more strongly than online photographs or other
people’s opinions.

Write a two-sentence definition of success. For example: “We
want a three-bedroom home within a manageable commute
and a monthly housing cost that leaves room for childcare and
retirement saving. We are willing to accept an older Kkitchen,
but not major structural work.” This statement becomes your
filter.

Separate Needs From Preferences

Create three lists: must have, strongly prefer, and optional. A
must have should be tied to safety, affordability, access, or a
genuine household requirement. A finished basement may feel
essential, but if it is only wanted for occasional guests, it
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belongs in a different category than an accessible entrance for
a family member with mobility needs.

Keep the must-have list short. Every additional non-negotiable
reduces the number of suitable homes and can force you to
pay more. A useful list usually contains no more than five
items.

Consider the next five years, not every possible future. Buying
for an imagined life twenty years away may cause you to
overpay for space you will not use. Buying only for today may
force an expensive move too soon. A five-year horizon is long
enough to consider likely changes without pretending you can
predict everything.

Calculate the Cost of Staying Flexible

Ownership has transaction costs. You may pay land transfer
tax, legal fees, title insurance, inspection costs, moving
expenses, adjustments, and selling costs when you leave. If
there is a reasonable chance you will move soon for work,
family, or immigration reasons, compare ownership with
continuing to rent.

There is no shame in waiting. Renting can be the financially
sound choice when income is unstable, savings are thin, or
location needs are uncertain. The purpose of preparation is not
to pressure you into buying. It is to help you recognize when
buying supports your life.

Decide How You Will Make Decisions

If you are purchasing with a spouse, partner, relative, or
friend, discuss authority before viewing homes. Who can
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approve a higher price? What happens if one person loves a
property and the other is unsure? How will ownership,
expenses, repairs, and a future sale be handled?

Co-buyers should obtain independent legal and tax advice
about how title will be held and what happens after
separation, death, disagreement, or financial hardship. A
private co-ownership agreement can be as important as the
agreement used to buy the property.

The First Commitment

Before opening a listing app, make this promise to yourself:
you will not use a home to prove success. You will use a home
to support a life that is already meaningful. That promise will
protect you when a staged property, a bidding deadline, or a
well-meaning relative tries to replace your plan with urgency.

Chapter Action

e Write your two-sentence definition of a successful
purchase.

e List no more than five true must-haves.

¢ Identify the earliest year in which a move would be
reasonably acceptable.

e Record any major life change that could affect location or
income.
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Chapter 2 Know Your Three
Numbers

Qualification Is Not Affordability

Buyers often ask, “How much can I get approved for?” A better
question is, “How much can I own without becoming
financially fragile?” A lender’s maximum is based on
underwriting rules and the information in your application.
Your personal maximum must also include the expenses and
priorities that do not appear fully in lending ratios.

You need three numbers before you shop.

1. Your lender-approved maximum purchase price.
2. Your personal maximum purchase price.
3. Your walk-away ceiling for a specific property.

The first comes from a qualified lender or mortgage
professional. The second comes from your household budget.
The third is set after reviewing the property’s value, condition,
monthly costs, and risk. These numbers may be different. That
is healthy.

Build a Full Housing Budget

Mortgage principal and interest are only part of ownership.
Include property tax, heating, electricity, water, insurance,
condominium fees where applicable, routine maintenance,
parking, commuting changes, and a reserve for irregular
repairs.
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A practical starting reserve for routine maintenance is a
percentage of the home’s value each year, but no single
percentage fits every property. A newer condominium may
need less direct maintenance while carrying monthly fees and
the risk of special assessments. An older detached house may
require a larger repair reserve. Estimate from the actual
property, not a slogan.

Also include childcare, groceries, transportation, debt
payments, medical costs, family support, travel, retirement
contributions, and a reasonable amount for enjoyment. If a
mortgage leaves no room for ordinary life, the price is too high
even if a lender approves it.

Stress Your Own Budget

Run at least four scenarios before setting your personal
maximum:

e The mortgage payment rises at renewal.

e One income is reduced for three months.

e A major appliance and an urgent repair occur in the same
year.

e Condominium fees or property taxes increase.

Ask what you would cut first. If the answer is food quality,
medication, minimum debt payments, or all retirement saving,
reduce the purchase target.

Example of the Three Numbers

Assume a household receives a pre-approval supporting a

purchase up to $850,000. After adding property taxes, utilities,

commuting, childcare, and a repair reserve, the household

decides it can comfortably carry a home up to $775,000. It then
14



considers a particular property and concludes that recent
comparable sales and required repairs support no more than
$760,000.

The three numbers are therefore $850,000, $775,000, and
$760,000. The buyer is not “leaving buying power unused.” The
buyer is protecting future choices.

Create a Closing Fund Separate From the Down
Payment

Do not describe all available cash as the down payment. Keep a
separate closing fund for land transfer tax, legal work, title
insurance, inspection, moving, utility adjustments, immediate
repairs, and other transaction costs. Keep another emergency
fund for life after closing.

Using every dollar at closing can turn a minor repair into
credit-card debt. The ability to close is not the same as the
ability to settle safely into ownership.

Chapter Action

e Obtain the lender-approved maximum from a qualified
mortgage source.

e Calculate a personal maximum using a complete monthly
budget.

e Keep the closing fund and emergency fund separate from
the down payment.

¢ Decide the minimum cash balance you must have the day
after closing.
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Chapter 3 Build a Mortgage That
Can Survive Real Life

Preapproval Is a Starting Point

A mortgage pre-approval can estimate how much you may
borrow and may hold an interest rate for a period, but it is not
a promise to fund every property. Final approval normally
depends on updated borrower documents, the property, an
appraisal where required, and the lender’s policies at the time
of review.

Do not make major financial changes after pre-approval
without speaking to your mortgage professional. New vehicle
financing, credit-card balances, job changes, missed payments,
or moving money without a clear paper trail can affect
approval.

Prepare a Clean Document File

Lenders commonly request government identification,
employment letters, recent pay records, tax documents, bank
statements, proof of down payment, details of debts, and
explanations for large deposits. Self-employed applicants may
need additional business and tax records. Newcomers may be
asked for immigration and credit documentation.

Collect documents early. Make sure names and addresses are
consistent. Keep gift documentation and transfer records. Do
not deposit unexplained cash into the down-payment account
shortly before closing.
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Understand the Mortgage Choices

A fixed rate provides payment and rate certainty during the
term, subject to the mortgage contract. A variable rate changes
with the lender’s prime rate or another benchmark. Some
variable mortgages have payments that change; others keep
payments fixed until contractual limits are reached. Read the
exact product terms.

The mortgage term is the length of the current contract. The
amortization is the estimated total repayment period. A longer
amortization can reduce required payments but usually
increases total interest and may slow equity growth.

For insured mortgages with less than 20 per cent down, federal
rules available in September 2026 generally permit up to a 30-
year amortization for first-time buyers and buyers of new
builds, and up to 25 years for other eligible buyers. Homes
priced at $1.5 million or more generally require at least 20 per
cent down and are not eligible for default-insured financing.
Confirm current eligibility with the lender and insurer.

Look Beyond the Advertised Rate

Compare the annual percentage rate where applicable,
prepayment privileges, portability, conversion rights, payment
frequency, restrictions, fees, and the penalty for breaking the
mortgage. A slightly lower rate can be expensive if the
mortgage has restrictive terms or a harsh penalty.

Ask the mortgage professional to explain why the
recommended product fits your income stability, likely holding
period, and risk tolerance. Ontario mortgage brokers and
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agents are regulated by the Financial Services Regulatory
Authority of Ontario. You can verify licensing through FSRA.

The Stress Test and Your Personal Stress Test

Federally regulated lenders generally qualify borrowers at a
rate higher than the contract rate under the mortgage stress
test. The exact qualifying rate and application can change.
Passing that test does not prove the payment will feel
comfortable.

Run your own test. Calculate payments at the offered rate, at
two percentage points higher, and at a rate you consider
plausible at renewal. Then add the full ownership budget. The
goal is not to predict rates. It is to see whether your plan has
room to absorb change.

Mortgage Insurance Is Not Home Insurance

Mortgage default insurance protects the lender when a
borrower has a smaller down payment. The premium is
usually added to the mortgage, though provincial sales tax on
the premium may need to be paid at closing. Home insurance
protects against covered property losses and liability. Title
insurance addresses certain title-related risks. Mortgage life or
creditor insurance is another separate product. Ask what each
policy covers, who receives the benefit, the exclusions, and
whether coverage is optional.

Questions to Ask Before You Commit

e Is this a pre-qualification, pre-approval, or final approval?
e What conditions remain before funding?
¢ Is the rate fixed or variable, and can the payment change?
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How is the penalty calculated if I sell or refinance early?
Can I increase payments or make lump-sum payments?

Is the mortgage portable to another home?

What property types or conditions will the lender not
accept?

What documents must remain unchanged before closing?

Chapter Action

Compare at least two suitable mortgage options on total
terms, not rate alone.

Keep all application information accurate and current.
Avoid new debt and unexplained transactions before
closing.

Obtain written confirmation of outstanding financing
conditions.

19



Chapter 4 Build the Down
Payment and Protect the Closing
Fund

Minimum Does Not Mean Recommended

For eligible insured purchases under $1.5 million, the general
minimum down payment in September 2026 is 5 per cent of
the first $500,000 and 10 per cent of the portion above
$500,000. At $1.5 million or more, the general minimum is 20
per cent. Lender, insurer, property, residency, and program
requirements may add conditions.

If you put down less than 20 per cent, mortgage default
insurance will generally be required. A larger down payment
may reduce borrowing and insurance costs, but using all your
savings can create a dangerous shortage of cash. Balance
payment reduction with liquidity.

Use the FHSA Carefully

The First Home Savings Account allows eligible first-time
homebuyers to make deductible contributions and qualifying
tax-free withdrawals. As of September 2026, annual
participation room begins at $8,000 after the first FHSA is
opened, with a $40,000 lifetime contribution limit, subject to
detailed rules. Unused participation room is subject to limits,
and the account has a maximum participation period.

Opening the account starts important timelines and creates
participation room; simply planning to open one does not
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create room. Confirm eligibility and withdrawal timing with
the Canada Revenue Agency and your tax adviser.

Understand the Home Buyers Plan

The federal Home Buyers’ Plan can allow an eligible person to
withdraw from an RRSP for a qualifying home. The limit
available in September 2026 is $60,000 per eligible participant,
and amounts generally must be repaid to the RRSP over a 15-
year period under the applicable schedule. Missed required
repayments can become taxable income.

Eligible buyers may use an FHSA qualifying withdrawal and
an HBP withdrawal for the same home if all conditions are
met. Do not transfer money or sign an agreement based on a
summary. Verify deadlines, residency, first-time buyer
definitions, occupancy intention, and required forms.

Know the Main Tax Relief

Ontario’s first-time homebuyer land transfer tax refund can
provide up to $4,000 for eligible purchasers. Toronto imposes a
separate municipal land transfer tax and offers an eligible
first-time purchaser rebate of up to $4,475 under rules
available in September 2026.

The federal home buyers’ amount is a non-refundable income
tax credit for eligible purchasers. A non-refundable credit can
reduce tax payable but does not necessarily produce a cash
refund.

For qualifying new homes, federal and Ontario GST or HST
rebates changed materially in 2026. Eligible first-time buyers
may have access to significant relief, with federal relief
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generally reaching up to $50,000 for qualifying homes at or
below $1 million and phasing out to $1.5 million. Ontario relief
may also apply. New-home tax treatment depends on the
agreement, construction, occupancy, assignment, price, timing,
and whether the builder credits a rebate. Obtain legal and tax
advice before relying on an advertised “rebate included” price.

Calculate Ontario Land Transfer Tax

Ontario land transfer tax uses graduated rates. The general
provincial calculation for many residential purchases is:

e 0.5 per cent on the first $55,000.

* 1.0 per cent above $55,000 up to $250,000.

e 1.5 per cent above $250,000 up to $400,000.

e 2.0 per cent above $400,000.

e An additional higher rate applies to the portion above $2
million for certain one- and two-family residences.

Toronto buyers may also pay municipal land transfer tax. Non-
resident buyers can face additional provincial or municipal
taxes and federal purchase restrictions. These are high-stakes
issues requiring professional advice.

Protect the Money Trail

Lenders and lawyers need to verify the source of funds. Keep
statements showing accumulation of savings, withdrawals
from registered plans, sale proceeds, and gifts. A genuine gift
may require a lender’s gift letter and evidence of transfer.
Borrowed down payments may affect debt ratios and
eligibility.

Move funds early enough to meet banking holds and wire or
bank-draft requirements. Confirm payment instructions
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directly with the law office using a trusted telephone number.
Real estate transactions are targets for wire fraud.

Chapter Action

Calculate minimum down payment and compare it with
your preferred down payment.

List each source of funds and the supporting document.
Estimate land transfer tax and all closing costs.

Confirm every program directly before signing or
withdrawing funds.
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Chapter 5 Choose Your
Professional Team

Your Team Should Reduce Blind Spots

A home purchase can involve a real estate agent, mortgage
professional, lawyer, home inspector, insurer, accountant or
tax adviser, and specialized contractors. Each sees a different
part of the risk. Choose them before urgency makes the
decision for you.

The Real Estate Agent

Ontario agents and brokerages are regulated by the Real Estate
Council of Ontario. Before services or assistance are provided,
consumers should receive the RECO Information Guide.
Representation agreements define the relationship, services,
scope, term, remuneration, and other obligations.

Read a buyer representation agreement before signing.
Confirm the geographic and property scope, start and end
dates, holdover clause, services, cancellation terms, and how
the brokerage will be paid. Remuneration is not fixed by RECO,
government, or a real estate board.

Ask an agent how they analyze comparable sales, identify
property risks, handle multiple offers, communicate during
deadlines, and support due diligence. An effective buyer’s
agent should be willing to say that a property is wrong for you.
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The Mortgage Professional

Choose a lender representative or licensed mortgage broker or
agent who explains product risks in plain language, gives a
document checklist, and confirms conditions in writing. Verify
an Ontario mortgage broker or agent through FSRA. Be
cautious if anyone encourages inaccurate income, occupancy,
down-payment, or debt information.

The Real Estate Lawyer

Contact a lawyer before making an offer, not two days before
closing. Ask whether the lawyer can review unusual clauses,
condominium status certificates, title issues, new-construction
agreements, co-ownership arrangements, and tax questions.
Confirm fees and disbursements.

A new-construction agreement is usually builder-drafted and
can contain adjustments, extension rights, assignment
restrictions, and complex tax language. Legal review within
any permitted review period is essential.

The Home Inspector

Choose an inspector based on qualifications, scope, reporting
quality, insurance, and independence. Attend the inspection if
possible. Ask what is excluded and whether specialists may be
needed for septic systems, wells, pools, chimneys, mould,
structure, electrical systems, HVAC equipment, or
environmental concerns.

An inspection is visual and limited. It reduces uncertainty but
cannot guarantee that concealed defects do not exist.
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The Insurance Adviser

Obtain an insurance quote before waiving a condition if
insurability is uncertain. Older wiring, oil tanks, previous
claims, vacant properties, unusual construction, short-term
rental use, flood exposure, or major renovations can affect
coverage. A lender may require proof of insurance before
advancing funds.

Independence Matters

Referrals can be useful, but you remain free to choose
qualified professionals. Ask how the person is compensated
and whether a referral fee exists. Your team works best when
each professional is permitted to challenge assumptions.

Chapter Action

e Interview and select your agent, mortgage source, and
lawyer before serious shopping.

¢ Identify an inspector and insurer who can respond quickly.

e Verify licences where applicable.

¢ Keep all important advice and approvals in writing.
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Chapter 6 Choose the Right Area
and Property Type

Buy the Daily Routine

People often compare neighbourhoods through reputation. A
better method is to test the daily routine. Travel the commute
during the hours you will actually use it. Walk from the home
to transit, groceries, school, parks, or places of worship. Listen
with the windows open. Visit after dark and on a weekend.

Do not rely on an agent to decide whether a neighbourhood is
“safe,” a school is “good,” or an area has the “right kind” of
people. These questions can be subjective and may invite
discriminatory steering. Review objective public information
and decide based on your own needs.

Compare Total Cost by Property Type

A freehold detached, semi-detached, or townhome usually
gives the owner direct responsibility for the building and land.
A condominium includes ownership of a unit or interest plus
shared obligations governed by the corporation’s documents.
Some townhomes have common-element fees even when the
home appears freehold. Co-operatives and leasehold interests
have different financing and legal considerations.

Do not compare purchase prices alone. A lower-priced
property with high fees, major commuting costs, or immediate
repairs may cost more each month than a higher-priced
alternative.
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Look at the Land and Services

Check zoning, legal use, parking, easements, rights of way,
shared driveways, encroachments, drainage, flood exposure,
grading, municipal services, septic systems, wells, conservation
restrictions, heritage status, and planned development. Your
lawyer, municipality, insurer, inspector, and other specialists
may each need to verify different items.

If rental income is part of the affordability plan, do not assume
that a basement kitchen or separate entrance makes an
apartment legal. Verify zoning, building permits, fire and
electrical compliance, parking rules, and lender and insurer
requirements. Also test whether you can carry the home
during vacancy or non-payment.

Evaluate Resale Value Without Pretending to Predict

No one can guarantee appreciation. You can, however, avoid
unnecessary resale obstacles. Consider functional layout,
natural light, parking, excessive road noise, difficult access,
unusual ownership, recurring water problems, major deferred
maintenance, and features that appeal to only a narrow group
of buyers.

Buy the home that serves you, but understand what a future
buyer may question.
Create a Neighbourhood Scorecard

Score each area on the factors that actually affect your
household: total commute, school or -childcare logistics,
support network, recurring costs, property options, noise,
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recreation, health care, and five-year suitability. Weight the
important factors more heavily.

The scorecard does not make the decision. It prevents a
beautiful property from erasing location problems you noticed
earlier.

Chapter Action

e Visit target areas at three different times.

e Calculate commuting costs in money and hours.

e Verify planned land use through municipal sources.
e Compare property types using total monthly cost.
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Chapter 7 Search With Discipline

Listings Are Invitations to Investigate

A listing is marketing. Measurements may be approximate,
descriptions may reflect the seller’s perspective, and
photographs are selected to present the property favourably.
Treat every statement as a lead to verify, not a warranty.

Ask your agent for the documents and history reasonably
available for the property. These may include prior listings,
comparable sales, tax information, surveys, permits, rental
equipment details, condominium documents, and disclosures.
Availability and reliability vary.

Use a Repeatable Viewing System
At each viewing, evaluate the same categories:

e Location and exterior influences.

e Lot, drainage, driveway, and access.

¢ Roof, foundation, exterior walls, windows, and doors.

e Electrical, plumbing, heating, cooling, and water systems.
e Layout, storage, ceiling height, light, and privacy.

e Visible repair needs and renovation quality.

¢ Odours, stains, cracks, fresh patches, and unusual noise.
e Included fixtures, excluded items, and rental equipment.

Photographs and notes are useful if permitted, but do not
record occupants’ private information. Avoid opening personal
drawers, cabinets containing private items, or devices.
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Do Not Negotiate Against Yourself

Before discussing price, determine whether the property meets
your needs. Then review comparable sales, current
competition, condition, and seller strategy. Asking price is not
proof of value. A low list price may be designed to generate
competition; a high list price may reflect an optimistic seller.

Your agent should explain which comparables are most
relevant and how differences in time, location, lot, size,
condition, parking, basement, and ownership affect the
analysis.

Watch for Urgency Language

“Offers tonight,” “won’t last,” and “rare opportunity” may be
factually accurate or simply part of the sales process. A
deadline changes the time available; it does not change your
financial capacity or the building’s condition.

If proper investigation cannot be completed, reduce risk
through conditions, price, specialized advice, or walking away.
Missing one home is disappointing. Owning the wrong one can
shape years.

Keep a Decision Record

After every serious viewing, write three reasons to buy, three
reasons not to buy, the estimated immediate work, and the
price supported by your analysis. Do this before discussing
how to “win.”

The record helps couples communicate, reduces memory
distortion, and prevents features such as staging or appliances
from dominating the decision.
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Chapter Action

e Use the same viewing checklist for every home.

e Review sold comparables before setting an offer range.

e Estimate immediate repairs separately from optional
upgrades.

e Record your decision before the offer deadline.
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Chapter 8 Read the Property
Before You Fall in Love

Condition Is More Than Appearance

New paint can make a home feel cared for, but the expensive
systems may be hidden. Focus on water, structure, roof,
electrical, plumbing, heating and cooling, insulation,
ventilation, and site drainage. Cosmetic work is usually easier
to price and schedule.

Ask about the age and service history of major components.
Request permits and warranties where relevant. A receipt
proves work was billed; it does not necessarily prove permits,
code compliance, or quality.

Water Is the First Detective Story

Look for staining, efflorescence, musty odours, swollen trim,
patched drywall, grading toward the foundation, short
downspouts, sump equipment, and stored items raised off a
basement floor. None proves an active problem by itself.
Together they may justify deeper inspection.

Review municipal flood mapping and insurer concerns where
relevant. Ask whether the property has experienced water
entry, sewer backup, or insurance claims, and have your
lawyer advise on appropriate representations or searches.

Renovations Need a Paper Trail

For additions, structural changes, basement apartments,
removed walls, decks, major plumbing, or electrical work, ask
33



what approvals were required and obtained. Contact the
municipality or relevant authority when necessary. Closed
permits can be helpful, but a permit is not a broad guarantee
of workmanship or every aspect of the property.

When future rental income matters, verify legal use and
construction compliance before counting the income.
Marketing words such as “in-law suite,” “income potential,” or
“separate entrance” do not establish legal status.

Review Title and Boundaries

Your lawyer investigates title and can advise on easements,
restrictions, executions, title insurance, and other legal
matters. A survey, if available and current enough to be useful,
may help identify boundaries and structures. Fences do not
always mark legal lot lines.

Title insurance can protect against specified risks, but it is not
a substitute for an inspection, survey, or legal advice. Read the
policy and exclusions.

Plan Specialist Follow Up

A general inspector may recommend a roofer, electrician,
structural engineer, HVAC contractor, plumber, septic
specialist, well technician, arborist, environmental consultant,
or other expert. A recommendation for specialist review is not
a minor footnote. It is an unresolved question.

If the offer timeline will not allow specialist review, decide
whether to extend the condition, renegotiate, accept the risk
knowingly, or terminate where the agreement permits. Do not
convert uncertainty into optimism.
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Chapter Action

e Trace water from roof to grading to drainage.

e Ask for permits and documentation for material
renovations.

e Review specialist recommendations before waiving
conditions.

e Have the lawyer advise on title, survey, and insurance
issues.
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Chapter 9 Buy a Condominium
With Your Eyes Open

You Are Buying Into a Corporation

A condominium purchase includes more than the unit. You
share the corporation’s assets, obligations, rules, and financial
health. Monthly fees pay for common expenses, but low fees
are not automatically good. Fees that are inadequate for the
building’s needs can lead to sharp increases or special
assessments.

Make the Status Certificate Review Meaningful

Under Ontario’s Condominium Act, a condominium
corporation generally must provide a requested status
certificate within 10 days after receiving the request and
permitted fee. The certificate and accompanying documents
can contain important information about common expenses,
arrears related to the unit, insurance, reserve funds, legal
proceedings, agreements, rules, and planned increases or
assessments.

Have an Ontario real estate lawyer review the current package
within the condition period. Do not rely on a certificate from
an earlier transaction without legal advice about freshness and
completeness.

Read the Budget and Reserve Fund Story

Ask how fees have changed, what major projects are planned,
what the reserve fund study recommends, and whether the
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budget appears to fund those obligations. A healthy reserve
does not eliminate the possibility of a special assessment. A
large project may be affordable if properly planned; a
neglected small project can grow.

Review the corporation’s insurance and understand the
owner’s responsibility for unit insurance, improvements,
deductibles, loss assessment, contents, and liability. Discuss
adequate coverage with an insurance adviser.

Confirm the Rules Fit Your Life

Review restrictions on pets, smoking, leasing, short-term
rentals, renovations, flooring, balcony use, barbecues, vehicle
types, parking, lockers, and move-in procedures. Rules can
change through proper processes, so consider whether the
condominium’s general culture and governance fit your plans.

Verify the legal ownership or exclusive-use rights for parking
and lockers. A number painted on a wall or shown in a listing
is not enough.

Preconstruction Condominiums Carry Additional
Risks

Preconstruction purchases can involve long timelines, interim
occupancy, adjustments, assignment restrictions, changing
views, construction disruption, and uncertainty about final
fees. Ontario law provides a cooling-off period for many new
condominium purchases, but deadlines are strict and legal
review should happen immediately.

During interim occupancy, a buyer may pay occupancy fees
before title transfers and the mortgage begins. These fees do
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not necessarily build equity. Obtain a lawyer’s estimate of
adjustments and review the disclosure statement, budget, floor
plan tolerances, and termination conditions.

Questions That Reveal More Than the Lobby

e Are major repairs or litigation anticipated?

e How have fees changed over five years?

e What utilities are included?

e Are there shared facilities with another corporation?

e Are parking and locker interests owned, exclusive-use, or
assigned?

e What insurance must the owner carry?

e Are there restrictions that conflict with my plans?

Chapter Action

e Make the offer conditional on satisfactory legal review
where appropriate.

¢ Read rules and financial documents, not only the certificate
summary.

e Price future fee increases into the affordability test.

e Confirm parking, locker, utilities, and insurance in writing.
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Chapter 10 Understand New
Construction

The Sales Centre Represents the Builder

A new home offers modern systems, design choices, and
warranty protection, but the agreement is usually written for
the builder and can be substantially different from a standard
resale agreement. The salesperson at the sales centre
represents the builder’s interests. Bring your own agent where
permitted and obtain independent legal advice.

Read the Agreement Before the Clock Expires

Review deposits, closing or occupancy dates, extension rights,
adjustments, development charges, utility installation charges,
levies, assignment, financing, HST rebates, changes to plans,
cancellation rights, and what happens if the project does not
proceed.

Condominium buyers commonly have a statutory cooling-off
period. Ontario has announced regulatory changes effective
January 1, 2027 for new freehold home information sheets and
a 10-day cooling-off period for certain new freehold purchases.
A buyer signing before that date must not assume the future
rule applies. Ask the lawyer what rights apply to the specific
agreement date and property.

Budget for the Price Behind the Price

Builder advertisements may emphasize a base price. Upgrades,
premiums, taxes, adjustments, occupancy fees, legal costs,
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landscaping, appliances, window coverings, air conditioning,
driveways, and utility setup can change the total. Ask for an
itemized estimate and have the lawyer review capped and
uncapped adjustments.

Do not use the deposit schedule as proof that you can afford
closing. The mortgage will be based on lender approval and
the property’s appraised value. If an appraisal is below the
purchase price, the buyer may need additional cash.

Understand Tarion Protection

Ontario’s new home warranty program, administered by
Tarion, includes statutory warranty and deposit protections for
eligible new homes. Coverage, limits, exclusions, and claims
procedures depend on the home and agreement. Review the
required warranty information sheet and register the
purchase as directed by Tarion.

Attend the pre-delivery inspection carefully. Record
incomplete, damaged, or missing items clearly and follow
Tarion deadlines after possession. The pre-delivery inspection
is not the only claims opportunity, and it is not a substitute for
understanding the warranty process.

Expect Change and Delay

Renderings, views, materials, dimensions, and community
features may change within contractual and legal limits.
Construction schedules can move. Build flexibility into
housing, rate, school, and moving plans. Do not give
irrevocable notice to a landlord or sell an existing home too
early without professional advice and a contingency plan.
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Assignments Are Not Guaranteed Exits

An assignment transfers contractual rights rather than selling
a completed home. Builder consent, fees, taxes, marketing
restrictions, lender requirements, and market conditions may
apply. Never purchase on the assumption that you can assign
for profit. Obtain legal and tax advice before signing and again
before any assignment.

Chapter Action

e Arrange immediate lawyer review of the builder
agreement.

e Calculate total cost including upgrades and adjustments.

e Confirm the applicable cooling-off and warranty rules.

e Maintain a delay and appraisal contingency fund.
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Chapter 11 Price the Property and
Plan the Offer

Value Is a Range

No two homes are identical, and even a strong appraisal or
comparative market analysis is an informed opinion. Build a
value range from recent comparable sales, current
competition, condition, location, lot, parking, layout,
ownership, and market direction.

Separate market value from personal value. A home beside
family may be worth more to you because it reduces childcare
and travel. That personal benefit can justify a higher ceiling,
but it does not guarantee another buyer will pay the same
later.

Read the Seller’s Strategy

A seller may list near expected value, above it, or deliberately
below it to attract multiple offers. Ask whether offers are being
reviewed at any time or on a set date, whether pre-emptive
offers may be considered, and whether there are registered
competing offers.

Ontario rules permit certain forms of disclosure in multiple-
offer situations, subject to the seller’s lawful direction and the
agent’s obligations. Do not assume you will learn competing
prices or terms. Decide your offer without relying on a chance
to improve it later.
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Strength Is More Than Price

Sellers may consider deposit size and timing, closing date,
conditions, inclusions, exclusions, and certainty. A clean, well-
prepared offer can be attractive, but removing protections
creates risk. The goal is not the fewest conditions. It is the
strongest offer that remains responsible for your situation.

Set the Ceiling Before the Deadline

Your walk-away ceiling should reflect value, repairs, monthly
cost, financing, and the emotional cost of losing. Write it down
before the final call. If another buyer pays more, that does not
prove you made a mistake. It proves the other buyer had a
different ceiling.

Avoid “just another $5,000” thinking. Convert every increase
into required cash, mortgage amount, monthly payment,
interest, and impact on your reserve. Small increments become
meaningful when repeated.

Read Every Line

The agreement of purchase and sale is a binding legal contract
when accepted. Confirm names, title instructions, price,
deposit, completion date, included fixtures and chattels,
excluded items, rental equipment, conditions, representations,
schedules, and irrevocable time. Do not sign blank spaces or
rely on verbal promises.

If a feature matters, address it in writing with professional
advice. Words such as “legal basement,” “new roof,” “no water
problems,” or “vacant possession” can carry significant
meaning and should not be handled casually.
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Chapter Action

e Build a value range using relevant comparable sales.

e Set a written walk-away ceiling.

e Translate price increases into cash and monthly cost.

e Read the full agreement and every schedule before signing.
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Chapter 12 Use Conditions and
Deposits Wisely

Conditions Allocate Risk

A condition gives a party a contractual right or obligation
under specific wording and deadlines. Common buyer
conditions address financing, inspection, insurance, lawyer
review, sale of an existing property, or condominium
documents. The exact clause matters more than its label.

Do not assume a financing condition is a general escape route.
The buyer may have duties to act honestly and reasonably
under the agreement and law. Your lawyer should advise on
any attempt to terminate.

Financing Condition

A financing condition creates time to obtain approval for the
borrower and property. Ask the lender to review the signed
agreement, listing, taxes, fees, property details, and appraisal
requirements immediately. “Pre-approved” does not mean the
specific property is approved.

If you consider an offer without a financing condition, obtain
clear advice about the risk of appraisal shortfalls, insurer
decline, property restrictions, income verification, and changes
before closing. Failure to obtain financing usually does not
release a buyer from an unconditional contract.
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Inspection Condition

An inspection condition should provide enough time to
arrange the inspection, receive the report, obtain specialist
input if needed, and make a decision under the clause. Clarify
access and whether the seller permits invasive testing.

If a pre-list inspection is available, review its date, scope,
limitations, author, and independence. You may still want your
own inspection. A report prepared for another party may not
create duties to you.

Deposit

The deposit demonstrates commitment and forms part of the
purchase price on closing. The agreement controls the amount,
deadline, form, and holder. In many resale transactions, the
deposit is held in trust by a registered real estate brokerage,
but arrangements vary.

A deposit is not automatically returned because a buyer
changes their mind or cannot obtain financing. Release may
require a mutual agreement, court order, or other legal
process. A failed transaction can expose a buyer to loss beyond
the deposit. Obtain legal advice immediately if a problem
arises.

Verify deposit instructions independently. Do not send funds
solely because an email requests a changed account. Call the
brokerage or law office at a known number.

Waivers and Notices

Calendar every condition deadline with time to spare.
Understand whether the clause requires a notice of fulfillment,
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waiver, or another document. If the required notice is not
delivered correctly and on time, the agreement may become
null and void or another consequence may follow, depending
on the wording.

Never sign a waiver because someone says it is “just
paperwork.” A waiver may remove a protection permanently.

Chapter Action

e Match every condition to a risk and a professional
responsible for review.

e Start financing and inspection work immediately after
acceptance.

e Verify deposit instructions by a trusted channel.

e Track deadlines in more than one calendar.
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Chapter 13 Move From
Acceptance to Closing

Acceptance Starts the Operational Phase

Celebrate briefly, then activate the checklist. Send the complete
agreement to the lender, lawyer, and insurer. Deliver the
deposit exactly as required. Book the inspection and status-
certificate review if applicable. Satisfy conditions only after
receiving the necessary advice.

Keep the Mortgage Stable

Continue paying every bill on time. Do not finance furniture,
lease a vehicle, co-sign a loan, change employment, or move
large sums without consulting the mortgage professional. The
lender may re-verify credit, employment, income, assets, or the
property before funding.

Provide documents promptly and truthfully. Confirm when the
mortgage is fully approved and what conditions remain for the
lawyer or borrower.

Work With the Lawyer Early

Provide identification, marital status, title instructions, lender
details, insurance information, and source-of-funds
documents. Ask the lawyer to explain title, closing
adjustments, land transfer tax, title insurance, and the final
amount required.

Funds may be required before closing by wire or bank draft.
Confirm deadlines and allow for bank limits or holds. Never
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trust last-minute changes to payment instructions without
direct verification.

Use the Final Visit Properly

The final visit is not a new inspection condition unless the
agreement says so. Use it to confirm the property’s general
condition, agreed inclusions, vacancy where required, and
whether material damage has occurred. Test items only as
permitted and record concerns.

If something is wrong, contact your agent and lawyer
immediately. Do not negotiate directly at the property or
withhold closing funds without legal advice.

Understand Adjustments

The statement of adjustments allocates certain prepaid or
unpaid expenses between buyer and seller, such as property
taxes, condominium fees, rents, or fuel, depending on the
transaction. Adjustments can increase or reduce the cash
required.

New-construction adjustments can be extensive. Ask for an
estimate early, while understanding that final figures may
arrive close to closing.

Plan Possession Realistically

Closing is a legal and banking process, not an appointment
guaranteed for the morning. Keys or access are released after
the transaction closes. Do not schedule movers too tightly or
promise access before confirmation.
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Change locks or access codes after possession where
appropriate. Locate water shutoffs, electrical panels, smoke
and carbon monoxide alarms, warranty documents, and
emergency contacts. Photograph meter readings and the
property’s condition.

Chapter Action

¢ Send the agreement to every required professional
immediately.

e Freeze unnecessary credit and employment changes.

e Confirm the lawyer’s funds and document deadlines.

e Prepare a possession-day essentials kit and backup plan.
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Chapter 14 Protect the First Year
of Ownership

The First Year Reveals the Home

Every season teaches you something. Spring reveals drainage.
Summer tests cooling. Autumn shows how the lot handles
leaves and rain. Winter tests heating, insulation, ice, and snow
management. Keep notes and address small problems before
they become large ones.

Build a Maintenance Calendar

Your calendar may include furnace filter changes, heating and
cooling service, smoke and carbon monoxide alarm testing,
gutter and downspout cleaning, exterior caulking review, roof
observation, sump-pump testing, dryer vent cleaning, shutoff-
valve checks, and winterization.

Follow manufacturer instructions and hire qualified
professionals where required. Do not perform electrical, gas,
structural, roofing, or other hazardous work beyond your
competence.

Protect the Emergency Fund

The first year is not the time to renovate every room. Live in
the home long enough to understand light, traffic flow, storage,
and actual maintenance needs. Prioritize safety, water,
structure, mechanical systems, and energy loss before finishes.

Rebuild any cash used at closing. Keep a separate home
reserve and avoid treating available home equity as income.
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Review Insurance and Records

Keep the agreement, statement of adjustments, title
documents, survey, inspection, invoices, permits, warranties,
manuals, photographs, and insurance information in one
secure file. Record improvements with dates and costs. These
records can support maintenance, insurance claims, taxes, and
a future sale.

Tell the insurer about material changes in occupancy, rentals,
renovations, vacancy, home business use, or other relevant
risks. Coverage can be affected when use changes.

New Home Deadlines

If the home is covered by Tarion, learn the warranty
submission periods and reporting process. Document
deficiencies with clear photographs and descriptions. Submit
forms on time even when the builder says work will be
completed informally.

Keep communication professional and in writing. Provide
reasonable access for repairs and record what was done.

Review the Household Plan

After six months, compare actual housing costs with the
original budget. Adjust savings, payment frequency,
maintenance reserves, and discretionary spending. If
payments are comfortable, ask the lender about permitted
prepayments and decide whether they fit your broader goals.

Chapter Action

¢ (Create a seasonal maintenance calendar.
e Rebuild the emergency and repair funds.

52



e Organize permanent property records.
e Review actual costs after six months.
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Chapter 15 Make the Home a
Foundation for the Future

Equity Is Not the Same as Available Wealth

Mortgage payments can build equity, and the property may
rise or fall in value. Equity is useful, but it is not cash until you
sell or borrow against it. Borrowing creates a new obligation.
Avoid using optimistic value estimates to justify overspending.

Pay Attention at Renewal

Your lender will usually contact you before the mortgage term
ends. Do not simply sign the first renewal offer. Review
income, goals, remaining amortization, prepayment options,
rate type, lender restrictions, penalties, and the cost of
switching.

Start early enough to compare options and complete any
qualification process. A lower payment achieved by extending
amortization may increase total interest. Make the choice
consciously.

Renovate for Function First

Renovations should solve a real problem, protect the building,
improve efficiency, or meaningfully improve daily use. Obtain
permits where required, verify contractor credentials and
insurance, use written contracts, and keep a contingency.

Do not assume every dollar spent will be recovered at resale.
Highly personal finishes and overbuilding for the area may
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deliver enjoyment without financial return. That can be
acceptable when it is intentional.

Know When to Sell

Life changes. A successful first home does not have to be a
forever home. When the property no longer fits, compare the
costs of staying, renovating, renting it out, or selling. Consider
taxes, financing, insurance, landlord obligations, transaction
costs, and opportunity cost.

The discipline used to buy should also guide the decision to
move: begin with life, then numbers, then property.

The Quiet Definition of Success

Homeownership success is rarely dramatic. It is the ability to
make the payment without panic, repair a problem without
financial collapse, enjoy the neighbourhood, and continue
saving for other goals. It is having choices.

The keys in the photograph matter. What matters more is the
plan behind them.

Chapter Action

e Review the mortgage six months before renewal.

e Evaluate renovations by function, cost, and expected
holding period.

e Track equity conservatively.

e Revisit your definition of a successful home every year.
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Chapter 16 The Thirty Day Buyer
Readiness Plan

A Month to Become Ready Not Rushed

This plan is for a buyer who expects to begin serious shopping
soon. It does not guarantee mortgage approval or require you
to buy on day thirty. Its purpose is to organize the work that
should happen before an offer deadline compresses your
choices.

Complete the days in order when possible. If a professional
needs more time, continue the plan while the answer is
pending. Do not force a thirty-day timeline when credit repair,
employment history, savings, legal advice, or family decisions
require longer.

Day 1 Write the Reason

Write why you want to buy and what the home must change
about daily life. Avoid price, square footage, and status. Begin
with function: stability, location, space, accessibility, control, or
another real need.

Day 2 Set the Five Year Horizon

List likely changes in work, family, immigration status, health,
education, and location over five years. Mark each as likely,
possible, or remote. Use the likely changes in your property
criteria.
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Day 3 Review Cash

Record every savings account, investment, registered plan, gift
possibility, and expected sale proceed. Separate money that is
available from money that is uncertain or inaccessible.

Day 4 Review Debt

List balances, limits, monthly payments, rates, and maturity
dates for credit cards, lines of credit, vehicle financing, student
loans, support obligations, and other debts. Do not omit a debt
because someone else helps pay it.

Day 5 Check Credit Information

Obtain your credit information from the recognized Canadian
credit-reporting agencies. Review names, addresses, accounts,
limits, late payments, and errors. Follow the agency’s dispute
process for inaccuracies and avoid companies promising
instant score repair.

Day 6 Build the Household Budget

Use actual statements to calculate average spending. Include
annual and irregular costs by dividing them into monthly
amounts. A budget built from memory usually understates
spending.

Day 7 Protect the Emergency Fund

Decide how much must remain after closing. Consider
employment stability, number of incomes, dependants,
property type, vehicle needs, health costs, and available family
support. Label this money “not down payment.”
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Day 8 Open or Review the FHSA

If you may be eligible, review the official FHSA rules and speak
with a tax or financial professional. Confirm participation
room before contributing. If you have not opened an account,
understand that room generally begins only after opening.

Day 9 Review RRSP and HBP Options

Check whether the Home Buyers’ Plan fits your situation.
Consider both the down-payment benefit and future
repayment requirement. Do not withdraw funds until timing
and eligibility are confirmed.

Day 10 Prepare the Mortgage Folder

Collect identification, employment and income records, tax
documents, account statements, debt statements, gift
information, and immigration documents where applicable.
Name files clearly and keep secure copies.

Day 11 Interview Mortgage Sources

Speak with suitable lenders or a licensed mortgage
professional. Ask about qualification, product choices, rate
holds, insured or uninsured options, property restrictions,
appraisal, penalties, prepayments, and required documents.

Day 12 Receive the Preliminary Range

Obtain the lender-supported range and list every assumption
behind it. Confirm whether property taxes, condominium fees,
heating costs, rental income, or other items were estimated.
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Day 13 Calculate the Personal Maximum

Add the full ownership budget to ordinary life expenses. Run
higher-payment and reduced-income scenarios. Choose a
personal maximum that protects savings and required
priorities.

Day 14 Estimate Closing Costs

Estimate provincial land transfer tax, Toronto municipal land
transfer tax if applicable, legal fees and disbursements, title
insurance, inspection, appraisal if charged, mortgage-
insurance tax, adjustments, moving, and setup. Ask the lawyer
and mortgage professional to refine the estimate.

Day 15 Interview Real Estate Agents

Discuss local experience, communication, comparable-sale
analysis, property investigation, offer strategy, availability, and
how the agent responds when a buyer should walk away.
Verify registration with RECO.

Day 16 Review Representation

Read the RECO Information Guide and proposed
representation agreement. Confirm scope, term, services,
remuneration, holdover, and cancellation. Ask questions
before signing.

Day 17 Select the Lawyer

Contact an Ontario real estate lawyer. Confirm availability,
expected fees, document requirements, status-certificate
review, new-construction review if relevant, and how urgent
questions will be handled.
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Day 18 Select Inspector and Insurer

Identify an inspector and insurance adviser who can respond
during common condition periods. Ask the inspector about
scope and specialists. Ask the insurer which property features
can create coverage concerns.

Day 19 Define Must Haves

Limit must-haves to five. Connect each to a real need. Move
preferences such as finishes, appliance colour, and decorative
style to a separate list.

Day 20 Choose Target Areas

Select no more than three primary areas using commute,
services, support network, property types, total cost, and five-
year suitability. Broad searches can produce activity without
clarity.

Day 21 Test the Commute

Travel from each area at realistic times. Include parking,
walking, transfers, traffic, fuel, and weather. Record time and
monthly cost.

Day 22 Review Municipal Information

Check official zoning and development sources for the target
areas. Learn how to request permit or property information
when a specific home becomes serious. Do not rely on a map
screenshot without understanding its limits.
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Day 23 Compare Property Types

Estimate full monthly and irregular costs for freehold homes,
condominiums, and any common-element alternatives in your
range. Include maintenance responsibility, fees, insurance,
parking, and likely repairs.

Day 24 Practise With Sold Listings

Review several recent sales with your agent. Compare asking
price, sale price, days on market, property differences, and
condition. Build the habit of explaining value rather than
reacting to price.

Day 25 Practise a Viewing

Tour one or two homes without planning to offer. Use the
viewing worksheet. Observe systems, water clues, renovation
quality, noise, light, layout, and questions to verify. Discuss
what the listing did not show.

Day 26 Define Offer Protections

Discuss financing, inspection, insurance, legal review, status-
certificate review, sale-of-property, and other conditions with
the appropriate professionals. Learn the risk of removing each
one.

Day 27 Prepare Deposit Access

Confirm where the deposit funds are held, how quickly they
can be delivered, banking hours, transfer limits, and
acceptable payment methods. Do not move money
unnecessarily; prepare the process.
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Day 28 Set the Communication Plan

Decide who receives listings, who attends viewings, who has
authority to approve an offer, and how urgent decisions will be
made. Ensure every co-buyer sees the complete agreement
before signing.

Day 29 Write the Walk Away Rules

List the events that will stop a purchase: price above the
personal maximum, unresolved financing, unacceptable
inspection findings, legal-use wuncertainty, condominium
concerns, insurance problems, or another material risk. Make
the rules specific.

Day 30 Hold the Readiness Meeting

Meet with every co-buyer. Review the three numbers, funds,
professional team, areas, property types, conditions, deposit
process, and walk-away rules. List open questions. You are
ready to shop seriously only when the important questions
have an owner and a next action.

Chapter Action

e Put the thirty days on a calendar.

¢ Keep one folder for documents and one page for open
questions.

e Extend the plan whenever an unresolved issue affects
safety or affordability.
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Chapter 17 Eight Ontario Buyer
Stories

How to Use These Stories

The buyers in this chapter are fictional composites. Their
situations are realistic, but they do not describe identifiable
clients or promise a particular outcome. Each story shows how
an ordinary decision can change risk, cost, or flexibility.

Story 1 The Approved Maximum

Maya and Daniel received a pre-approval that supported a
purchase near $900,000. They had stable employment and no
major consumer debt. The number felt like permission to start
viewing homes at $899,000.

Their first budget included the mortgage, property tax, and
utilities. It did not include daycare for their second child, two
daily commuter trips, annual travel to visit family, or an older
parent who sometimes needed support. When those costs were
added, the approved maximum would leave less than $300
each month after normal spending.

They reset the search at $790,000. The homes were smaller and
one municipality farther from their original target, but the
revised budget left room for childcare, a repair reserve, and
continued retirement contributions. Six months after closing,
an unexpected furnace repair was unpleasant rather than
destabilizing.
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The lesson is not that every buyer should spend less than the
approved amount. It is that the lender and household answer
different questions. The lender evaluates credit risk under its
rules. The household must protect a full life.

Questions to ask:

e Which costs in our life are not fully visible to the lender?
e What must remain affordable if one important cost rises?
e How much cash should remain after closing?

Story 2 The Gift With No Paper Trail

Arjun planned to use a family gift for part of his down
payment. His parents had saved cash over several years and
deposited a large amount into his account shortly before he
made an offer. Everyone involved knew the money was a
genuine gift.

The lender still needed evidence. The sudden deposit raised
source-of-funds questions, and the family did not have a clean
record showing where the cash had come from. Approval was
delayed while additional documents and explanations were
requested.

Arjun had included a financing condition and contacted his
mortgage professional immediately after acceptance. That time
allowed the issue to be addressed. If he had made an
unconditional offer with a short closing, the same paperwork
problem could have threatened the transaction.

The lesson is that honest money can still be difficult to verify.
Down-payment planning includes documentation, timing, and
lender acceptance, not only the amount.
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Questions to ask:

e Can every down-payment dollar be traced through account
records?

e Does the lender require a gift letter or minimum time in the
account?

e Are there banking holds or transfer limits that could delay
the deposit or closing funds?

Story 3 The Beautiful Basement

Sofia and Mark viewed a bungalow with a renovated
basement, separate entrance, kitchen, bathroom, and two
bedrooms. The listing described “excellent income potential.”
The projected rent made the home appear comfortably
affordable.

They asked for permit records and legal-use information. The
seller could provide invoices for finishes but no confirmation
that the basement was authorized as a second dwelling. A
municipal inquiry suggested that further review and work
might be required. Their lender also wanted to know whether
the proposed rental income could be used for qualification,
and their insurer asked about occupancy and construction.

The buyers recalculated the purchase without basement
income. It no longer met their affordability limit, so they did
not proceed.

Another buyer might have accepted the risk or planned to
legalize the unit. The important point is that a separate
entrance and kitchen did not answer the legal, building, fire,
lending, or insurance questions.

Questions to ask:
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e Is the use permitted by zoning?

e Were required building, electrical, and other approvals
obtained?

e Will the lender recognize the income?

e Will the insurer cover the intended use?

e Can the home be carried during vacancy or repairs?

Story 4 The Low Condo Fee

Elena compared two similar condominiums. Building A
charged $510 per month. Building B charged $690. Building A
appeared to be the obvious bargain.

The status-certificate review changed the comparison. Building
A had postponed important exterior work and was considering
a special assessment. Its fee included fewer utilities, and
owners were responsible for a higher insurance deductible in
some circumstances. Building B had recently completed major
work, maintained a stronger reserve plan, and included heat
and water.

After estimating total monthly costs and potential near-term
obligations, the difference was much smaller than it appeared.
Elena chose Building B because its documents, rules, location,
and budget suited her. She did not choose it merely because
higher fees are better; they are not. She chose it because the
fee made sense in the full financial story.

Questions to ask:

e What is included in the fee?

e What work has been deferred or planned?

e How have fees and special assessments changed?
e What does the reserve fund study recommend?
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Story 5 The Lowest Mortgage Rate

Noah received two mortgage options. The first had a slightly
lower advertised rate. The second was marginally higher but
offered better prepayment rights, broader portability, and a
more favourable method for calculating a break penalty.

Noah expected to stay for five years, so he initially focused on
the lower payment. Then his employer announced a possible
relocation. He asked both mortgage sources to demonstrate the
cost of selling after two years under several rate scenarios.

The restricted product could create a much larger penalty or
limit his options. He selected the mortgage that fit his
uncertain timeline, even though the starting rate was not the
lowest.

The lesson is not to avoid restricted mortgages. It is to
understand the trade. A rate is one feature of a contract, and
the cheapest feature can be attached to an expensive exit.

Questions to ask:

e How is the penalty calculated?

e Can the mortgage be ported, and under what conditions?

e What happens if the property is sold before the term ends?
e Which privileges matter for our likely life changes?

Story 6 The Preconstruction Upgrade Budget

Hannah and Yusuf purchased a preconstruction townhouse
after comparing the advertised base price with nearby resale
homes. The deposit schedule was manageable, and the future
monthly mortgage estimate fit their budget.

67



At the design appointment, upgrades added $38,000. Later,
they learned that several closing adjustments had not been
part of their original estimate. They also needed window
coverings, appliances, air conditioning, and temporary
accommodation after a schedule change.

The couple had legal advice, but they had treated some
disclosed adjustments as distant rather than building them
into a cash-flow plan. They reduced optional upgrades,
increased monthly saving, and kept a larger contingency. The
purchase remained possible, but their travel and furniture
plans changed.

The lesson is that a new home’s total cost develops over time.
Base price, deposits, upgrades, adjustments, appraisal, tax
treatment, occupancy costs, and move-in essentials must be
considered together.

Questions to ask:

e Which adjustments are capped and which are not?

e What is excluded from the base home?

e Could an appraisal shortfall require more cash?

e What happens to our plan if occupancy or closing is
delayed?

Story 7 The Winning Offer

Priya had lost two homes in competition. On the third, she was
tempted to remove every condition and bid above her written
ceiling. The property had an offer date, and the listing agent
reported several registered offers.

Before the deadline, her agent reviewed comparable sales,
visible repair needs, deposit requirements, and financing risks.
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Priya asked her lender to assess the property information
available, but final approval and appraisal could not be
guaranteed. She kept a short financing condition and offered
within her ceiling.

The seller accepted another offer.

Two weeks later, Priya purchased a different home with a
layout that suited her better. She did not “win” the first
competition, but she protected the down payment and avoided
a contract that exceeded her risk tolerance.

The lesson is difficult because it does not deliver instant
celebration. A responsible loss can be part of a successful
purchase.

Questions to ask:

e Which risks would we carry if conditions were removed?
e Can we cover an appraisal shortfall?

¢ Is the ceiling based on value and budget or frustration?

e Will we still respect this decision tomorrow if we lose?

Story 8 The Final Visit Surprise

Omar and Leanne arrived for their final visit and discovered
that a wall-mounted television bracket, two expensive light
fixtures, and a garage storage system had been removed. The
agreement listed the light fixtures as included but did not
clearly address the bracket or storage system.

They photographed the condition and contacted their agent
and lawyer immediately. They did not argue with the seller or
decide on their own to deduct money from closing funds. Their
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lawyer reviewed the agreement and advised on the available
response.

The experience reinforced two points. First, inclusions and
exclusions should be specific when the offer is written. Second,
the final visit is a checkpoint, but remedies depend on the
contract and law.

Questions to ask:

e Are valuable or unusual items identified precisely in the
agreement?

e Arerental items and contracts disclosed?

e Who will be contacted if the final visit reveals a problem?

¢ Is the moving plan flexible enough for a late closing?

Chapter Action

¢ Identify the story most similar to your situation.
e Write the protection that mattered most in that story.
e Add one new question to your professional team checklist.
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Chapter 18 Twenty Five Expensive
Mistakes

Mistake 1 Shopping Before Financing Preparation

Looking at homes before understanding credit, income
documentation, down-payment sources, and lender limits
creates emotional attachment to properties that may not be
financeable. Prepare first, then shop within a confirmed range.

Mistake 2 Treating Preapproval as a Guarantee

Final approval can depend on the property, appraisal, insurer,
updated documents, and unchanged borrower circumstances.
Keep appropriate conditions and maintain communication
with the lender.

Mistake 3 Spending the Full Approved Amount

Qualification ratios do not fully measure childcare, family
support, commuting, food, lifestyle, or personal savings goals.
Calculate a household maximum separately.

Mistake 4 Using Every Dollar at Closing

An empty bank account turns ordinary ownership problems
into expensive debt. Protect a closing fund and a post-closing
emergency reserve.

Mistake 5 Forgetting Land Transfer Tax

Ontario land transfer tax can be substantial, and Toronto
imposes a separate municipal tax. First-time buyer rebates
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may reduce but not always eliminate the amount. Estimate it
early with the lawyer.

Mistake 6 Counting a Rebate Before Confirming
Eligibility

First-time buyer definitions differ across programs. Marriage,
prior ownership, residency, occupancy intention, property

type, timing, and price may matter. Verify the exact program
before relying on the money.

Mistake 7 Moving Down Payment Funds Without
Records

Large transfers, cash deposits, gifts, and borrowed funds can
trigger documentation requirements. Preserve a clear trail and
follow lender instructions.

Mistake 8 Choosing a Mortgage by Rate Alone

Penalty calculations, restrictions, portability, prepayment
rights, and service can outweigh a small rate difference.
Compare the full contract.

Mistake 9 Taking on New Debt Before Closing

A vehicle, furniture financing, credit balance, or co-signed loan
can change qualification. Consult the mortgage professional
before making any material financial commitment.

Mistake 10 Hiring the Team After the Offer

Short deadlines leave little time to interview a lawyer,
inspector, lender, or insurer. Choose the core team before
serious shopping.
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Mistake 11 Signing a Representation Agreement
Without Reading It

Scope, term, remuneration, services, holdover, and
cancellation matter. Ask questions and retain a copy before
proceeding.

Mistake 12 Believing the Listing Description

Terms such as renovated, legal, luxury, new, and income
potential require verification. Marketing is the beginning of
due diligence, not the end.

Mistake 13 Confusing Cosmetic Quality With Building
Condition

Fresh finishes can coexist with water, electrical, roofing,
structural, or mechanical problems. Investigate systems and
documentation.

Mistake 14 Skipping the Inspection to Make an Offer
Attractive

Removing a condition can strengthen an offer but transfers
risk to the buyer. Understand what cannot be inspected, the
cost of uncertainty, and whether another strategy is available.

Mistake 15 Ignoring Specialist Recommendations

When an inspector recommends further review, the question
remains open. Obtain the review, extend the condition if
possible, renegotiate, accept the risk knowingly, or walk away
under the contract.

73



Mistake 16 Assuming a Basement Apartment Is Legal

A kitchen and separate entrance do not prove zoning, building,
fire, electrical, parking, lending, or insurance compliance.
Verify each relevant requirement.

Mistake 17 Comparing Condos by Fee Alone

Fees must be read with included services, reserve planning,
repair history, insurance, special assessments, and financial
statements. Low can be inadequate; high can be inefficient.
Investigate the reason.

Mistake 18 Skipping Legal Review of Condominium
Documents

The status certificate package can reveal obligations and
restrictions that are not visible during a showing. Use a
properly drafted condition and qualified legal review where
appropriate.

Mistake 19 Underestimating New Construction
Adjustments

Base price and deposit schedule do not show the final cash
requirement. Review adjustments, upgrades, taxes, occupancy
costs, appraisal risk, and move-in essentials.

Mistake 20 Assuming an Assighment Will Provide an
Exit

Assignments can require consent and fees and may create tax,
financing, marketing, and market risks. Do not rely on one
without legal and tax advice.
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Mistake 21 Chasing a Bidding War

Competition can turn a reasoned offer into a test of pride. Set
the walk-away ceiling before the deadline and measure every
increase against cash, payment, value, and reserves.

Mistake 22 Relying on a Verbal Promise

If a repair, inclusion, vacant possession, legal use, or other
representation matters, address it properly in the written
agreement with professional advice.

Mistake 23 Missing a Condition Deadline

The consequence can be severe. Record every date, assign
responsibility, and act early enough to obtain advice and
deliver the correct notice.

Mistake 24 Sending Money From Email Instructions
Alone

Fraudsters imitate brokerages, lawyers, lenders, and clients.
Verify payment instructions using a trusted number and
known contact before sending funds.

Mistake 25 Renovating Immediately

New owners often spend their remaining cash on finishes
before understanding the home. Live through the systems and
seasons, protect the reserve, and repair safety and water issues
first.

The Pattern Behind the Mistakes

Most expensive errors come from one of four pressures: speed,
emotion, incomplete information, or borrowed confidence. The
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protection is a repeatable process. Put the decision in writing,
verify the fact with the right professional, keep enough time to
respond, and preserve the ability to walk away when the
contract allows it.

Chapter Action

e Circle the five mistakes you are most vulnerable to making.
e Add a prevention step for each one to your checklist.
e Share the list with every co-buyer before viewing homes.
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Chapter 19 Fifty Questions Before
You Buy

Ten Questions About Your Readiness

1. Why do we want to own now rather than continue renting?
2. How long are we reasonably likely to stay in the area?

3. What major income or family changes could occur within
five years?

4. What is our lender-approved maximum?

(O3

. What lower personal maximum protects our full household
budget?

. How much cash must remain after closing?
. Can we carry the payment if the renewal rate is higher?

. Can we manage three months of reduced income?

© o0 3 o

. Have all co-buyers agreed on must-haves and walk-away
rules?

10. Are we prepared to lose a property rather than abandon
those rules?

If any answer is unclear, pause the search and assign a next
step. Readiness is not a feeling; it is a set of answered
questions.

Ten Questions About the Money
1. Can every down-payment dollar be documented?
2. Have FHSA and HBP eligibility and timing been confirmed?
3. Have we estimated provincial land transfer tax?

77



4. Does Toronto municipal land transfer tax apply?

5. Which rebates are included in the plan, and who confirmed
them?

6. Have legal fees, inspection, appraisal, insurance, and
moving been included?

7. Is mortgage default insurance required, and how will its tax
be paid?

8. What closing adjustments could increase the required cash?
9. Are deposit funds available within the offer deadline?

10. What is the plan if the appraisal is below the purchase
price?

Put a name beside each answer: lender, lawyer, accountant,
government source, insurer, or buyer. The source matters as
much as the number.

Ten Questions About the Property

1. What do the most relevant recent comparable sales
indicate?

2. What material repairs are visible or reasonably suspected?
3. How does water drain around and away from the building?

4. What are the ages of the roof and major mechanical
systems?

5. Were material renovations properly approved where
required?
6. Is any basement unit or rental use legally permitted and

insurable?

7. Are there easements, shared driveways, encroachments, or
access issues?
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8. What fixtures, chattels, exclusions, and rental items affect
the purchase?

9. Can the property be insured on acceptable terms?

10. Which questions require an inspector, specialist,
municipality, or lawyer?

Do not let ten partial answers create the impression of one
complete investigation. Uncertainty must be identified and
priced or resolved.

Ten Questions About a Condominium or New Home

1. Has a lawyer reviewed the current status-certificate
package or builder agreement?

2. What do the budget and reserve-fund materials show?

3. Are special assessments, major repairs, or legal proceedings
anticipated?

4. What utilities and services are included in monthly fees?

5. Do pet, leasing, renovation, parking, and move rules fit the
plan?

6. Are parking and locker rights legally confirmed?

7. For a new home, which closing adjustments are capped or
uncapped?

8. What changes, delays, or termination rights does the
agreement permit?

9. Which Tarion protections and reporting deadlines apply?

10. How would occupancy fees, appraisal shortfall, or delay
affect cash flow?
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These questions should be answered from documents and
professional review, not lobby appearance, renderings, or

sales-centre assurances.

Ten Questions About the Offer and Closing

1.

2

7.
8.
9.

What is the property-specific walk-away ceiling?

. Which conditions protect financing, inspection, insurance,

and legal review?

. What risk is created by changing or removing each

condition?

. Is the deposit amount, method, holder, and deadline clear?

. Does the closing date work for lender, lawyer, housing, and

moving plans?

. Is every important promise written clearly in the

agreement?
Who is monitoring each condition and notice deadline?
What lender conditions remain after the offer is accepted?

How will payment instructions be independently verified?

10. What will be checked during the final visit, and who will

be called if something is wrong?

Print these fifty questions and bring them to the readiness

meeting. You do not need certainty about the future. You need

clarity about the present decision, the unresolved risks, and
the professional responsible for each answer.

Chapter Action

Mark every question answered, pending, or not applicable.
Resolve every pending question that could materially affect
the decision.
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Ontario Homebuyer Workbook

One Page Purchase Plan

My reason for buying:

My successful purchase in two sentences:

My likely holding period:

My five must-haves:

1.
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My three deal-breakers:
1.
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The Three Numbers Worksheet

Lender-approved maximum purchase price:
$

Personal maximum purchase price:
$

Property-specific walk-away ceiling:
$

Estimated monthly mortgage:
$

Property tax:
$

Condominium or common-element fee:
$

Utilities:

$

Home insurance:
$

Maintenance reserve:
$

Parking and commuting change:
$

Total monthly housing cost:
$

Cash remaining after closing:
$
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If the payment rises by 15 per cent, I would:
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Down Payment and Closing Fund

Down payment source 1: Amount:
$
Supporting record:
Down payment source 2: Amount:
$
Supporting record:
FHSA planned withdrawal:
$
HBP planned withdrawal:
$
Gift: $ Borrowed funds:
$
Estimated provincial land transfer tax:
$
Estimated  Toronto  municipal tax if  applicable:
$
Legal fees and disbursements:
$
Inspection and specialist reviews:
$
Moving and setup:
$
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Immediate repairs:
$

Emergency fund after closing:

$
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Professional Team

Real estate agent and brokerage:
Representation scope and expiry:
Mortgage  professional and licence or institution:
Lawyer:

Home inspector:
Insurance adviser:
Specialists available if needed:

Questions still unanswered:
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Neighbourhood Comparison

Area 3:

Area 1: Area 2:
Door-to-door

Monthly transportation
School or childcare
Groceries and essential
Support

Noise and traffic
Property types within
Five-year

Municipal plans
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commute:

cost:

logistics:

services:

network:

observations:

budget:

suitability:

reviewed:



Property Viewing Record

Address:

Asking price: $ Estimated value range:
$

Total estimated monthly cost:
$

Three reasons to buy:

1.

Three reasons not to buy:

1.
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Immediate repairs and estimated cost:

Documents or facts to verify:
My walk-away ceiling:
$

90



Offer Planning Sheet

Offer price:
$

Deposit and deadline:
Preferred closing date:
Financing condition deadline:
Inspection condition deadline:
Status certificate or lawyer review deadline:
Insurance or other condition:
Included items:
Excluded or rental items:
Unusual clauses reviewed by lawyer:
Irrevocable deadline:
Who is monitoring each deadline:
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Accepted Offer Checklist

e Deposit delivered exactly as required.

e Complete agreement sent to lender.

e Complete agreement sent to lawyer.

e Insurance quote and coverage confirmed.

e Inspection and specialists booked.

e Condominium documents ordered and sent for legal
review.

e Financing documents supplied.

e Conditions and notice deadlines calendared.

¢ Closing funds and source records organized.

e Movers booked with timing flexibility.

e Final visit scheduled.

e Utilities and services arranged.

¢ No new debt or material financial change without lender
advice.
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Final Visit Checklist

Date and time:

Property appears in substantially the expected condition.
Agreed inclusions remain.

Seller’s belongings and garbage removed where required.
No new visible material damage.

Fixtures and systems observed or tested as permitted.
Parking, locker, keys, remotes, and access arrangements
confirmed.

Concerns photographed and reported immediately.

Notes:
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First Year Maintenance Plan

Monthly tasks:
Spring tasks:
Summer tasks:
Autumn tasks:
Winter tasks:
Tarion or builder deadlines if applicable:
Home reserve target:
$

Six-month budget review date:
Mortgage renewal preparation date:
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Glossary

Amortization

The estimated period required to repay a mortgage in full,
based on its terms and payments. It is different from the
mortgage term.

Appraisal

An opinion of value prepared for a particular purpose. A
lender may require one and may lend based on its accepted
value rather than the purchase price.

Chattel

Movable personal property, such as some appliances or
furniture. Whether an item is included should be clear in the
agreement.

Closing or Completion

The date on which the legal transfer and funds are completed,
subject to the agreement.

Common Expenses

Amounts collected by a condominium corporation from
owners to fund operations, services, and reserve contributions.
Condition

Contract wording that makes an obligation or completion
dependent on stated requirements and deadlines.
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Deposit

Money delivered under the agreement as security for
performance and credited toward the purchase price on
closing.

Easement

A legal right allowing specified use of land, such as access or
utilities.

Fixture

An item attached to the property in a way that may make it
part of the real estate. Disputes are reduced when inclusions
and exclusions are explicit.

Holdover Clause

A representation-agreement term that may create payment
obligations for certain transactions completed after the
agreement expires.

Irrevocable

The time until which an offer cannot be withdrawn by the
offering party under its terms.

Land Transfer Tax

A tax generally payable by a purchaser when an interest in
Ontario land is transferred. Toronto also imposes a municipal
land transfer tax.
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Mortgage Default Insurance

Insurance that protects the lender against borrower default
and is generally required for eligible mortgages with less than
20 per cent down.

Preapproval

A lender’s preliminary assessment subject to conditions. It is
not final approval of the borrower and property.

Reserve Fund

A condominium corporation fund used for major repair and
replacement of common elements and assets, subject to
Ontario condominium law.

Status Certificate

A condominium document package providing prescribed
information about the unit and corporation.

Title Insurance

Insurance against specified title and transaction risks, subject
to the policy’s terms, limits, and exclusions.

Waiver

A document by which a party gives up a contractual right or
condition, depending on the agreement.
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Official Resources

The rules and figures in this edition were checked on
September 11, 2026. Use these official resources to confirm
current information.

Real Estate Representation and Consumer Protection
Real Estate Council of Ontario

WWW.reco.on.ca

RECO Information Guide

infoguide.reco.on.ca

Mortgages and Consumer Finance

Financial Consumer Agency of Canada mortgage guidance and
calculators

www.canada.ca/en/financial-consumer-agency/services/
mortgages.html

Financial Services Regulatory Authority of Ontario mortgage
brokering information and licence verification

www.fsrao.ca/consumers/mortgage-brokering

Canada Mortgage and Housing Corporation mortgage loan
insurance information

www.cmhe-schl.gc.ca/consumers/home-buying

First Time Buyer Programs and Taxes

Canada Revenue Agency First Home Savings Account
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www.canada.ca/en/revenue-agency/services/tax/individuals/
topics/first-home-savings-account.html

Canada Revenue Agency Home Buyers Plan

www.canada.ca/en/revenue-agency/services/tax/individuals/
topics/rrsps-related-plans/what-home-buyers-plan.html

Canada Revenue Agency Home Buyers Amount

www.canada.ca/en/revenue-agency/services/tax/individuals/
topics/about-your-tax-return/deductions-credits-expenses/
line-31270-home-buyers-amount.html

Canada Revenue Agency First Time Home Buyers GST HST
Rebate

www.canada.ca/en/revenue-agency/services/tax/businesses/
topics/gst-hst-businesses/gst-hst-rebates/first-time-home-
buyers-gst-hst-rebate.html

Ontario Land Transfer Tax and First Time Homebuyer Refund
www.ontario.ca/document/land-transfer-tax

City of Toronto Municipal Land Transfer Tax
www.toronto.ca/services-payments/property-taxes-utilities/
municipal-land-transfer-tax-mltt

Condominiums and New Homes

Condominium Authority of Ontario
www.condoauthorityontario.ca

Ontario Condominium Act

www.ontario.ca/laws/statute/98¢19
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Tarion new home warranty information

www.tarion.com

Municipal Information

Use the official website of the municipality where the property
is located for zoning, permits, taxes, utilities, development
applications, heritage information, and local programs.
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Asif Shahzad is an Ontario Realtor with Century 21 Green
Realty Inc Brokerage. Based in Milton, he works with buyers,
sellers, landlords, and tenants across Milton, Mississauga, and
surrounding Greater Toronto and Hamilton Area communities.

His approach is built around clear communication, practical
preparation, and helping clients understand the decisions
behind a transaction. This book reflects a simple belief: buyers
make stronger decisions when they understand their budget,
investigate the property, and use qualified professional advice
at the right time.

To discuss buying or selling real estate in Ontario:
Asif Shahzad

Direct 416 986 7862

Email Asif.Shahzad@c21.ca

Website www.MoreListings.ca

Century 21 Green Realty Inc Brokerage
Brokerage office 905 565 9565

Each office is independently owned and operated.

A Final Note to the Reader

If this book helped you make a calmer, better-informed
decision, please consider leaving an honest review on Amazon.
Your review helps other first-time buyers find practical
guidance when they need it.
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