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This guidebook, combined with your Property 
Evaluation, outlines your sale process from beginning to 
end. Throughout, you’ll receive an objective overview of 
market conditions, accurate data, plus information and 
insight on all related topics. 

Your Marketing Plan includes:

Preparing your property for sale, and what I help provide

How to understand a Comparable Market Analysis 
(a significant component of your property evaluation)

Information on different market conditions

Insights for an effective Asking Price

How Days on Market affect your market value 

Outline of Your Successful Sale

What to expect when offers are submitted 

How deposits are handled

Preparing for your Completion Day



MARKETING
YOUR 
PROPERTY

I provide expert advice to help maximize your 
property’s exposure —plus specific tools and services 
that greatly contribute to a successful sale.



Working Together: Your Marketing Plan
Once you’ve made the decision to sell your property, we’ll discuss how to 
best prepare it for market condition. Then, documents are signed, and your 
marketing plan is organized and prepared for your launch date.

If needed, my interior designer provides 
suggestions on staging, furniture placement, 
etc. to fully prep for market condition.

My professional photographer takes high 
quality photos to maximize your property’s 
first impression for online and offline material.  

From these photos, I create a valuable 
online tracking system to accurately report 
and measure the activity and interest from 
potential Buyers and Realtors®.

Then, an immersive 3D tour provides 
Buyers with your property’s full scope and 
in-depth details.
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I take accurate measurements (as per 
Residential Measurement Standards) and 
display them in a quality floor plan. 

Potential Buyers have easy access to important 
details about your community, nearby schools 
and amenities.

“For Sale” yard sign is ordered right away, 
to help catch the attention of Buyers driving 
through your community. 

My questionnaire helps you cover all the 
details and ensure accuracy for potential 
Buyer questions, to aid in the successful sale 
of your home.

5



“Heather’s professional level of service exceeded 
my expectations... I experienced top-notch realty 
expertise, from the professional photography, virtual 
tour photos and the weekly updates that showed key 
stats about my property and the surrounding area...”

- Dallas Young 

Ready to Launch 

Once you and your property are 
ready to go ‘live,’ I will:

Install a secure lockbox for  
Realtor® access. 

Post your property on Realtor.ca with
an effective description that highlights 
valuable features and benefits. 

Once uploaded, you’ll confirm that 
the details are accurate and to your 
satisfaction, then brochures are ordered. 

Your Ongoing Service 

Together, we’ve prepared your 
property for the market and 
positioned it effectively—now we see 
how the market responds. 

Continual market updates on overall 
activity so you’re always prepared for 
an offer. 

Weekly email reports show the online-
traction stats from your website.

After every showing, I personally email 
Realtors requesting feedback. 
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Comparable Market Analysis (CMA)

What is a CMA?

A CMA is a method Realtors® use to determine an estimated probable-sale price 
range or approximate market value of a property. The CMA is based on how 
your property’s location, features and considerations compare to other similar 
properties that have recently sold or are actively on the market. Other factors 
are also considered, such as the Absorption Rate, sales pace, Days on Market, 
number of properties expiring from the market, and price-point range on selling 
versus not selling. The CMA provides an objective reference point based on 
current data to help find the most effective positioning point for your property. 

Compared Adjustments 
The three key factors when comparing properties and adjusting the value for differences are: date 
of sale (ideally within 90 days), location and size. Other factors include floor plan, style, age, number of 
bedrooms and bathrooms, garage/parking, upgrades and replacements, land use and amenities. 

Adjustments Based on Actual
Sold properties and their sale price are compared to your property as ‘known’ facts of actual sales. 
Market-based adjustments are applied in consideration of differences in order to estimate the 
probable sale price of your property. The ‘knowns’ (sale prices of similar properties) are used as a 
benchmark towards the ‘unknowns’ (the future sale price of your property). 

Seller’s Market
The most reliable data to reference when assessing the market value of your property are the details 
from similar properties that have recently sold. Known facts of these sold properties are compared 
to your property offering. Market-based adjustments are then applied for differences in features/
considerations to estimate the probable sale price of your property. 

 
Buyer’s Market
Similar properties currently on the market are also taken into consideration— active Buyers and their 
Realtors will compare them in assessing the value and desirability of your property. Remember, the 
adjustment values each Buyer applies to features are subjective and related to their own personal 
needs, wants and motivation. Active properties that are not similar are also taken into consideration, 
as they may be competition for Buyers focused more on price-point range versus specific features (i.e. 
number of bedrooms, size, location, etc.). 
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Features that Help Market Your Home
The dollar value Buyers assign to a property is based on how well it fulfills their 
own needs, wants, wish list and personal style. Here are the common features, 
benefits and considerations in marketing your property: 

Location
A property’s proximity to key amenities, 
such as public transportation and schools, 
may attract more interest based on overall 
convenience and accessibility. Or, a property’s 
nearness to other features, such as main 
highways, trains, flight paths, parking lots, or 
surrounding businesses, may affect concern of 
noise, privacy, or health and safety.

Size of Structure
The size of your property affects its value: 
the larger the property, the higher the cost 
to build, and the greater the versatility and 
longevity for future living considerations. 

Lot Size
Some Buyers may perceive a property on a 
larger lot to have greater value if they would 
like to own more land, have more versatility 
on options, and/or more privacy from 
neighbours. After a certain point, however, 
the ‘value of more’ can drop off as being 
considered excessive.

Land Use and Zoning
Some Buyers may see greater value in a lot 
that has been zoned for more than one type of 
development, which increases the options and 
marketability of highest and best-use of the 
land. 

Number of Bedrooms 
and Bathrooms
These features are often considered towards a 
property’s convenience, desirability, longevity 
and potentially marketability. 

Cosmetic Upgrades and 
Functional Replacements
Cosmetic upgrades, such as flooring, 
countertops, cabinets, paint and floor-plan 
alterations, can offer an advantage as they 
are very visible, and if done in similar taste, 
can boost a Buyer’s emotional connection 
to a property. However, replacing functional 
components, such as furnaces, water tanks, 
windows and shingles, aren’t as visible, and 
Buyers expect these systems to be in good 
working order (not necessarily brand new).
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How Market Conditions Affect Your Sale

Information from Sold and Active markets are essential in determining the 
market conditions for similar properties in your area. Knowing how to analyze 
and apply this information, through assessment of benchmarks, timelines, etc., 
helps in the strategic positioning of your property. 

Absorption Rate 
Often, your pricing strategy is affected by supply and demand and the actual amount of time 
that similar properties spend on the market. The Absorption Rate is determined by calculating the 
approximate number of months it could take to sell properties based on recent market activity:

Seller’s Market Conditions   =  Absorption Rate is 1-4 months

Balanced Market Conditions   =  Absorption Rate is 5-6 months

Buyer’s Market Conditions   =  Absorption Rate is 7+ months

Effective Asking Price

An effective Asking Price does three very important things: 

 1 Motivates active Buyers who are shopping online to get from behind their   
  screens and to your front door for a showing. 

 2 Maximizes your exposure by strategically positioning your property in the   
  competitive market place and against other available properties.

 3 Activates the Decision for Buyers to submit an offer now, versus later or   
  never. If the Asking Price is not in range of what Buyers are willing to pay, they 
  will often ‘wait and see’ if the price will be reduced—and in the meantime, will   
  continue to search for other properties. 

9



Together, we will decide the best 
pricing strategy for your property.

When setting your Asking Price, consider the 
following factors: 

• What are the current market conditions?    
 
• Is it a Seller’s, Buyer’s or a Balanced market? 
 In this current market, are your odds greater in making your gains with a higher Asking Price   
 or with a firm negotiation strategy and forcing the buyer to come to you if they are motivated   
 enough to do so.
 
• Depending on the conditions, I will help you decide the right  
 strategy that will provide you with the most leverage:
 a) ‘Stretch’ the market with a significantly higher Asking Price than the ‘known’ data suggests.   
  However, this strategy may lead to extended days on the market, with the possibility of   
  having to issue price adjustments, which may lead to an even-lower final sale price. 
  There are only very specific conditions where this position may provide added leverage.
 
 b)  List marginally above the market, thereby maximizing your marketing exposure with a price 
   that makes greater financial sense to Buyers, leading to the possibility of a stronger  
  negotiating position. This strategy may work best, in consideration of current market conditions. 
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How Days on Market (DOM) Effects Market Value 

A property’s DOM can significantly impact the Buyer’s perceived value of the 
property, current price and the amount of time they have to act. 

If a property is new to the market (new listing) and a Buyer has enough interest, there is usually more 
motivation to place an offer right away for ‘fear of missing out’ and to act before another offer is 
placed. In contrast, if a property has been idling on the market for an extended time, Buyers may 
hesitate and wonder why the property has not sold or why others have rejected it, and may assume 
it is overpriced, etc., thereby reducing their motivation to make an offer.

If your first Asking Price is not 
successful, what’s the plan for 
price reductions?

800K
Initial
Asking
Price

785K
First
Price
Reduction

775K
Second 
Price
Reduction

760K
Third
Price
Reduction

Common Pricing Mistakes
Instead of ‘thinking like a Buyer,’ many Sellers will decide their Asking Price based only on their  
own perspective. 

Overshooting the market with your Asking Price can cost you money, time and effort. The longer  
the property stays on the market, the higher the amount Buyers will discount when making an offer 
on your property.
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Marketing Exposure

An easy way to double your marketing exposure is to choose an Asking 
Price that will be included in two price-point searches. Realtor.ca search 
parameters are by 25K increments up to 500K, and by 50K increments 
beyond that, so the price should target Buyers shopping above and below  
the price-point range.

For example, with an Asking Price of 450K, this property will be included in Buyer searches 
between 425K – 450K and 450K – 475K. Or, a property with an Asking Price of 850K will be 
included in 800K – 850K and 850K – 900K. By contrast, if a property is listed at $449,900, it will 
only be included in one price point search, 425K – 450K, and at $849,900 the property will only 
be included in searches for 850K – 900K. 



Every sale has its unique aspects—but there are common 
steps and procedures that apply to all. The following 
pages provide a basic outline of a successful sale.

OUTLINE 
OF YOUR 
SUCCESSFUL 
SALE



What to Expect When an Offer Comes In
The following is a general outline of what you can expect when offers  
are submitted. 

When Buyers Decide to Write an Offer 
A prudent Buyer will ask their own Realtor® to complete a Comparable Market Analysis (CMA) to 
help determine if your Asking Price is in line with current market conditions, and how your Asking 
Price compares to their Realtor’s opinion of the market value. It’s important to note that different 
Realtors may assess differing values, based on their own interpretation, experience and insight.

When an offer is submitted, you can choose to accept, reject or counter-offer. 

• If  you accept the offer, then you’ll sign the contracts and your property is now   
 Conditionally Sold. 

• If you reject the offer, then the Buyer is advised, and they will decide if they want to  
 submit a new, different offer.  

•  If you choose to negotiate to see if they are willing to come towards your numbers,  
 then instead of rejecting the offer outright, you can provide a counter-offer, which  
 then gives them the same three choices to accept, reject or counter-offer again. 

• The negotiation process can take hours, days or weeks—every transaction is different. 
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Accepted Offer
If and when both parties agree on the price, and Terms and Conditions, then the accepted details 
are revised on the contract, changes are initialed, and once final signings occur, the property is 
Conditionally Sold. The Buyer will arrange to have their deposit cheque delivered to my Brokerage 
(held in a Trust account) and organize the requirements to satisfy their Conditions (i.e. Financing, 
Home Inspection, etc.) on or before Condition Day. 

Most of the work on your end is almost complete. There may be requests for information from your 
Buyer, plus you’ll need to vacate the property during a property inspection and allow access to the 
bank appraiser when asked. During this phase, I continue to organize documents, coordinate events 
and follow up with all Buyer requests.

Condition Day or Decision Day
The Buyer has to satisfy their Conditions by the agreed-to deadline, and make the final decision to 
proceed with the purchase of your property. 

• If the Buyer proceeds to make the purchase firm and final, they will submit a Waiver  
 stating that their Conditions have been met. 

• If the Buyer decides not to proceed and therefore collapse the transaction, they will  
 submit a Non-Waiver or allow the deadline to pass and take no action.   

• If the Buyer requires more time to satisfy their Conditions, they will request that an  
 extension or amendment be made to the Condition Day—which can be agreed to  
 or declined.

Firm Sale

Once the Buyer’s Waiver is submitted and the purchase is finalized, I will 
organize all your documents and ensure your mortgage and legal counsel 
receive what they need in order to prepare for your Completion Day (when the 
Buyer’s funds are transferred to your lawyer). Your mortgage counselor will 
follow up directly with your legal counsel, and your lawyer will contact you 
when they have received all related documents (typically 5-10 business days 
after Condition Day). In the meantime, you can prepare for the next step. 
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The Deposit Cheque

When your property is Conditionally Sold, your Buyer is required to submit 
a deposit. It is held in the listing Brokerage's Trust account until the Buyer 
decides if they will move forward with a firm and final purchase. 

What Happens to My Deposit Cheque?

SCENARIO 1
If the Buyer waives their Conditions by Condition Day, the transaction becomes firm, the deposit 
goes towards the Brokerage service fees, and any remaining funds will be issued to your lawyer to be 
included in your final proceeds. 

SCENARIO 2
If the Buyer does not satisfy their Conditions by Condition Day and decides not to proceed, the 
listing Brokerage then returns the full deposit amount to them within seven to ten business days. 

SCENARIO 3
If the Buyer satisfies their Conditions and submits a Waiver by Condition Day, but decides before 
Completion Day (the day the Buyer’s money is transferred to you) not to proceed with the purchase 
of the property, the funds are then distributed to you/the Seller to help compensate for losses (i.e. 
time on the market, costs to relist, etc.) and the listing Brokerage service fees (as per Section 10.8 in 
the Seller Agreement).

If the Buyer does not complete a legally binding contract to buy the property and 
has no legal reason for not completing it, their deposit may be forfeited. If this 
event occurs, we receive payment for our fee, or 50% of the forfeited deposit, 
whichever is less. 

The Buyer pays a deposit amount upfront to cover this possible scenario—it demonstrates their 
commitment and provides compensation in the event the purchase does not proceed despite a 
Waiver submitted. Deposit amounts aren’t legally determined; however, there are common  
amounts for certain price-points. Some Buyers may not have access to large amounts at the  
time of offer, which can be a factor in determining a reasonable deposit amount at the beginning  
of the sale process.
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Preparing Your Property for Completion Day

Your Buyer is expecting your property to be in the same condition or better as 
when they viewed it. To increase the odds of a smooth transition and receive 
funds in full, I highly recommend taking the care to leave your property in as 
good condition as possible.  

All personal belongings not included in the purchase price/contract must be removed from the 
property and land. Items such as extra flooring, tile, garden tools, shelves, etc. are usually welcomed, 
though it is crucial to confirm this leave-behind with the Buyer. 

When leaving the property for the last time, place all manuals, warranties, garage door openers, 
keyless entry codes, mailbox number/directions, and relevant contact information, etc. on the kitchen 
counter. Lock up on your way out; key arrangements will be made for the new occupants. 

Buyer Walk-Through 24 Hours Prior to Completion Day 
Your Buyer may have requested to complete their walk-through 24 hours prior to Completion Day. 
However, you do not need to vacate the property at this time, as you have until noon on Completion 
Day to have all your belongings completely out of the property and off the lot. 

Completion Day 
On the morning of Completion Day, the Buyer’s legal counsel will transfer the funds/documentation to 
your lawyer. Once confirmed, they call me to advise that ’the keys are releasable.’ As of noon on that 
day, the property officially belongs to the new owners and they can proceed to move in. At move-in, 
the Buyers will inspect the property to ensure that it has been cleaned and that all of your personal 
belongings have been removed from inside and out. If a problem occurs, they will call their legal 
counsel to proceed from there. Again, to prevent any delays in receiving your funds, it is advisable 
to: leave your property in clean condition completely vacant of your belongings inside and out, and 
all items that are included in the sale price are present. I will call or text an update, and advise if 
something has come up. 

If everything goes smoothly, Congratulations on your successful Sale!
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Exceptional knowledge, 
experience, personalized 
care and your success—
that is my goal.

HIRING A 
REAL ESTATE
BROKERAGE 
& REALTOR‰

“



Real-life market experience, knowledge 
and insight are essential tools when 
pricing, marketing and negotiating.

Expert knowledge on properties, 
statistics, market trends and  
Buyer expectations. 

Direct access to accurate data along 
with insight and analysis.

Informed advice on how to prepare your 
property for market condition.

An experienced guide to help lead you 
through your entire transaction from 
preparation to Completion Day. 

Reasons to Hire a Real Estate Brokerage & Realtor‰

Save time, money and stress by hiring a full-service real estate Brokerage 
and full-time Realtor to sell your property. As a professional Realtor, I know 
the ins and outs that you may not, devote the time and resources needed, and 
have the connections and services at my fingertips to guide you through your 
sale, efficiently from beginning to end. Some important benefits of hiring a 
professional:

Consultation on legal contracts, 
procedures and common practices. 

Market-specific, problem-solving 
solutions and quality resources of trades, 
lawyers, and others for targeted help. 

Efficient procedures and practices that 
save you time and energy. 

The best access to Buyers and their 
Realtors for showing your property. 

A trust-worthy partner to work with you 
for your successful sale. 

Peace of mind that you’ve maximized 
your returns on the sale of your property. 
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Real Estate Brokerage Service Fees

The total service fee amount is 
paid out by the listing Brokerage 
(Seller’s Brokerage) and issued
to the Buyer’s Brokerage, 
and finally to Realtors® after 
brokerage, franchise fees, 
expenses, etc. are deducted.

Realtors are only paid if a service 
fee is offered, and are not paid on 
an hourly rate or salary basis.

Example 

Sale Price  $600,000

7% of the first $100,000  $7,000

3% Remaining Balance  $15,000

Subtotal  $22,000

GST  $1,100

Total Brokerage Service Fee $23,1000

Common real estate 
brokerage service fee 
amounts are 7% of the first 
$100,000 and 3% of the 
remaining balance of sale 
price (plus GST), paid out 
of Seller’s proceeds. 

SALE PRICE TOTAL SERVICE FEE*

$100, 000 $7,00.00

$150, 000 $8,500.00

$200,000 $10,000.00

$250, 000 $13,500.00

$300,000 $13,000.00

$350, 000 $14,500.00

$400, 000 $16,000.00

$450,000 $17,500.00

$500, 000 $19,000.00

$600,000 $22,000.00

$650,000 $23,500.00

$700,000 $25,000.00

$750,000 $26,500.00

$800,000 $28,000.00

$850,000 $29,500.00

$900,000 $31,000.00

$950,000 $32,500.00

$1,000,000 $34,000.00

*Based on 7% first $100,000, 3% Remaining Balance plus GST
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Professional Accreditations 
Royal LePage - Platinum Realtor® 
CNE - Certified Negotiation Specialist
SRS - Seller’s Representative Specialist 
PSA - Pricing Strategy Advisor
ABR® - Accredited Buyer’s Representative 
CCS - Certified Condo Specialist
GREEN - Green Designation 

About Me 

Calgary became my hometown 
in 2000. Since 2006, I’ve been a 
full-time Realtor® helping people 
make wise real-estate decisions 
when purchasing homes and 
investment properties, and maximize 
their returns when selling. My 
experience working in Calgary and 
surrounding communities, such as 
Cochrane, Airdrie, Chestermere and 
Okotoks, has given me an in-depth 
understanding of the benefits and 
unique characteristics of each to 
assist my clients both in buying and 
selling properties. I am passionate 
about all types, styles and price 
points of properties and with that, 
my goal is to bring you exceptional 
knowledge, experience, personalized 
care, and success. 

On the Clock 
I have been a full-time Realtor since 2006 
and in customer service for 27 years. In 
that time, I’ve learned that being a high-
performance Realtor means providing expert 
market and property knowledge along 
with being a personal guide to my clients. 
Through every successful sale, I offer high-
quality service, advice and strategies; yet 
operate in a low-pressure style allowing you 
to lead at your own pace. I believe the key 
to your success is to build a strong working 
relationship together. Being a Realtor® gives 
me the opportunity to be an invaluable 
resource for my clients. Helping them make 
wise real estate decisions allows me to be 
part of an industry I am passionate about. 

Off the Clock 
I believe that the foundation of creating
a successful career is the balance between 
work and personal time. When I’m off the 
clock, you’ll find me riding mountain bikes, on 
yoga mats, snowboarding and enjoying the 
culinary scene in Calgary. I also fuel the fire 
by travelling abroad. I’ve been fortunate to 
leave my footprints in Costa Rica, Guatemala, 
Nicaragua, Vietnam, Italy, Sicily, Chile, 
Argentina, Hong Kong, Macau, Cayman 
Islands, Nepal, Ecuador, and Peru. My 
passport is getting ready for Tibet, Mongolia 
and Laos/Cambodia. 

I am very grateful for these incredible 
opportunities, and they inspire me to 
contribute to two charities, Bikes without 
Borders and Kiva, with hopes to ‘pay it 
forward’ in aiding the fortune and success  
of others. 
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Testimonials

Below are reviews from clients I have had the privilege of working with. Please 
check out my website (click here). 

Heather did an amazing job and my family and I felt totally relaxed during the whole process. We 
knew what was going on at every stage of the process and it was all handled well in advance so it took 
all the stress out of one of the most stressful situations a family can go through. I would recommend 
Heather and her team to anyone who wants a professional approach to selling or buying a home.

- Adam Snelling 

All our needs were met above and beyond expectation. In our situation where we no longer live in 
Calgary, there is no way we could’ve accomplished Reno and sales goals without you. You always 
updated us with the latest market details and looked out for our best interest with honest and valuable 
opinions to contribute. You are very professional to work with and we hope to work with you again.

- Matt Schenn and Jenna Kuchik 

Heather’s professional level of service exceeded my expectations and was completely transparent 
throughout my selling and purchasing process. All correspondence was done in a timely and accurate 
fashion. I was highly impressed with her market analytics and rock solid advice. I experienced top-
notch realty expertise, from the professional photography, virtual tour photos, and the weekly updates 
that showed key statistics about my property around the surrounding area online. It was a pleasure 
to work with Heather as she is such a fun, cool, calm and collected person. Her expert negotiation 
skills helped me obtain the full value that I was looking for. I ended up selling my place in less than 
two weeks with multiple offers above asking price in these challenging real estate conditions. I highly 
recommend Heather to anyone that is looking to buy or sell. I will be using her services any real estate 
transactions in the future. 

- Dallas Young 

Heather was recently my Realtor for the second time. The first time was to sell, this time to sell and 
buy. She was just as great the second time around and I was glad I chose her again. She was very 
knowledgeable of selling and buying in the market I was in, which was different from my first sale with 
her. She is always available for questions and would get back to us very quickly if we left a message. I 
felt confident in the advice she gave us and would recommend her to anyone I know who is buying or 
selling. We will definitely call her the next time we are in need of a Realtor. 

- Cathy Stretch and Tom Day

“

“

“

“
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Royal LePage all started in 1913 with a man 
named Albert E. LePage. A Canadian, Albert 
LePage revolutionized the real estate industry 
in this country by being the first agent in 
Toronto to turn buying and selling homes into 
an accessible and professional enterprise. 
He actively sought clients through follow-up 
inquiries, took buyers from house to house by 
car and used descriptive ads in newspapers 
– all industry standards today. He was also 
instrumental in establishing the Toronto Real 
Estate Board which helped raise the standards 
of the industry. By the time he retired in 1953, 
Mr. LePage had moved the company beyond 
the residential market and into home building, 
the subdivisions and sale of estates. 

The Royal LePage Shelter Foundation is 
Canada’s largest public foundation dedicated 
exclusively to funding women’s shelters and 
violence prevention and education programs. 
Because we believe in the importance of 
giving back to the community, Royal LePage 
is the only Canadian real estate company to 
have our own charitable foundation. All the 
administrative costs of the Shelter Foundation 
are underwritten so that 100% of every dollar 
donated goes directly to helping our cause. 

Brokerage – Royal LePage Solutions

Royal LePage Solutions is a full-service Real Estate Brokerage serving the 
Calgary and Edmonton (and surrounding) areas. At Royal LePage Solutions, we 
specialize in commercial and residential real estate. Our highly skilled team of 
full-time professional REALTOR®s work with both home buyers and property 
sellers to provide exceptional real estate services while making the experience 
of buying and selling enjoyable and educational. After all, a company is only 
as good as its people. Our agents are backed by strong leadership under the 
guidance of Broker, Diane Scott. President of CREB® in 2010, Diane is a seasoned 
Real Estate Broker, trainer, and mentor with over 30 years of experience. 

INDEPENDENTLY OWNED AND OPERATED

Royal LePage 
Solutions North Office
#1850, 1632 - 14A NW
Calgary, AB  T2N 1M7
403-289-3322

Royal LePage real estate agents and their 
clients are working to create safer homes and 
safer communities by contributing more than 
$14 million since 1999 to help women and 
children across Canada. Through donating a 
portion of their commission to the purchase or 
sale of your property, our agents are helping 
bring hope and provide shelter for those 
who need it most. Our brokers, agents, and 
staff also provide volunteer time and in-kind 
goods and hold special community events to 
help raise funds and awareness to end family 
violence for more than 30,000 women and 
children who take refuge in a shelter each year.


