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If you are looking for a detailed and personalized Listing package including our key 

proprietary information regarding:

-buyer profiles 

-market statistics 

-the market value of your home

-a sales strategy  and

-a communication strategy 

Then please contact the Red Door Homes Group at 604-999-4587 or via email at 

info@RedDoorHomes.Group as we would be happy to help. 

mailto:info@RedDoorHomes.Group
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Definition of Market Value

Market Value is the highest price estimated in terms of money which a 
property will bring if exposed for sale on the open market. 

While allowing a reasonable time to find a purchaser who buys with 
the knowledge of all the uses to which it is adapted and for which it is 
capable of being used.  
Frequently it is referred to as the price at which a willing seller would 
sell and a willing buyer would buy, neither being under abnormal 
pressure.

Pricing & Sales 
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In general, licensees (Realtors®) work on a commission basis and 
receive payment only after the successful completion of a sale. 

As the seller, you will be asked to agree to pay this commission as a 
fee for the licensee’s services. 

The commission is usually stated as a percentage of the total sale 
price or as a fixed dollar amount. Note that GST is applicable to 
commissions. 

When most people buy or sell a house they know they pay a 
commission and it always appears to be a large amount.  

What most people don't  know is how that commission is distributed. 
Most people either don't know or assume that it all goes to one real 
estate sales representative.  

Commission Structure



Anyone who's had a passing brush with the real estate market has seen 
or heard the term MLS® but few consumers know exactly what the MLS® 
is, or understand the important role it plays in the real estate industry. 

The MLS® or Multiple Listing Service is a complex information-sharing 
network created by REALTORS® to help the public buy and sell homes.

When a REALTOR® lists a property for sale, he or she completes a 
detailed data sheet describing the home and submits the information to 
Real Estate Boards which manage the MLS®. 

MLS® makes the real estate industry unique by allowing and encouraging 

a high degree of cooperation among salespeople much more so than in 
any other industry. 

For example, if you're shopping for a car and you visit a local dealership, 
the salesperson's goal is to sell you a car from his lot. 
He won't provide you with information on cars available at other 
competing dealerships; you would have to visit those on your own.

In the real estate industry, the opposite is true. MLS® allows for 
cooperation between all Realtors®, no matter which real estate 
company they work for. 

Any Brokerage involved in the MLS® reciprocity agreement allows for 
their listings to be listed on all participating Brokerages websites. 
So when you list your property is seen on ALL agent and Broker websites 
which is like having your property visible in hundreds of thousands of 
places on line! 

What is MLS? 



What is Dual Agency?

Dual agency occurs when a brokerage is representing both buyer and seller in the same 

transaction. Since the brokerage has promised a duty of confidentiality, loyalty and full 

disclosure to both parties simultaneously, it is necessary to 

limit these duties in this situation, if both parties consent.

This relationship involves the following limitations:

•The brokerage will deal with the buyer and the seller impartially;

•The brokerage will have a duty of disclosure to both the buyer

and the seller except that:

•the brokerage will not disclose that the buyer is willing to pay a

price or agree to terms other than those contained in the offer,

or that the seller is willing to accept a price or terms other than those contained in the 

listing;

•the brokerage will not disclose the motivation of the buyer to buy or lease or the seller to 

sell or lease unless authorized by the buyer or the seller;

•the brokerage will not disclose personal information, not otherwise necessarily disclosed in 

the transaction documentation, about the buyer or seller unless authorized in writing.

•The brokerage will disclose to the buyer defects about the physical condition of the 

property known to the brokerage.

What is the Agency Relationship?

REALTORS® work within a legal relationship called agency. The agency relationship 

exists between you, the principal, and your brokerage, the company under which the 

individual representing you is licensed. The essence of the agency relationship is that 

the brokerage has the authority to represent the principal in dealings with others.

Brokerages and their licensees are legally obligated to protect

the interests of their principals as they would their own. 

Specifically, the brokerage has the following duties:

•Undivided loyalty. The brokerage must protect the principal's 

negotiating position at all times, and disclose all known facts 

which may affect or influence the principal's decision.

•To obey all lawful instructions of the principal.

•An obligation to keep the confidences of the principal.

•To exercise reasonable care and skill in performing all assigned duties.

•To account for all money and property placed in a brokerage's hands while acting for 

the principal.

What is Agency? 



It is important to be aware of some of closing costs that are generally associated with the 

sale of a home. Here are some reoccurring costs. 

Cost of a New Home
This might not be one of the costs you forget to consider when selling your home but it is 

important to consider and make arrangements for.

You will want to look at porting your mortgage, transferring it, or discharging the 

mortgage with a new one in its place. These are all good options but you will need to look 

at your penalties, if any, to decide your best course of action with your financial planner.

Don't forget about the property transfer tax that will be paid on this transaction; 1% on the 

first $200,000 and 2% up to and including $2,000,000 and 3% on the balance greater than 

$2,000,000.

Legal Fees, Disbursements and Commission 
When you're involved in a financial transaction like the sale of your home, you will want to 

be sure you are protected. Your real estate lawyer or notary will ensure that the buyer has 

made good on all terms outlined in the offer to purchase, and that you have met your 

legal obligations so that the deal may close. 

Legal fees vary, and the total cost depends on the extent of services provided. 

You will also be responsible for disbursements (any costs related to handling your file, such 

as long distance calls and travel). 

Tax Adjustments and Utilities
Depending on how your tax and utilities are scheduled for payment these may not be a 

cost to you. 

If you prepay these expenses then you can expect that the buyer will refund you the 

difference on the closing day. 

However, if you don't pay these expenses in advance, you will be paying the buyer for the 

amount accrued to the closing date.

Exact amounts will be calculated by your Real Estate Lawyer.

Repairs and Renovations 

When it comes time to show your home to prospective buyers you want your house 

looking its best. Some renovations can actually return your investment in the value they 

add to your selling price. 

Other fix-ups are expenses that you’ll just have to absorb in order to make your house 

attractive to buyers. 

Too many serious issues left unfixed may make a home unsellable.

Closing Costs



There are 3 main Lifestyle groups that make up the potential buyer market 
for your home.

Each lifestyle group has a very 

specific set of characteristics 
including the way in which 
they look for properties, what 
features are important to 
them and how we market to 
them based on preferences 
and in some cases income. 

To ensure that we are 
marketing in the most 
effective way we access a 
database of criteria about 
each group and use that to 
build a profile that will be 
utilized for the marketing 
materials, social media ads 
right down to which photos of 
the property appear in which 
order on line. 

Analytics help monitor 
potential buyer engagement 
with all online materials which 
gives us greater flexibility to 
adjust the marketing if need 
be. 

In the end this gives us the 
best opportunity to engage 
potential buyers in a way that 
is built to attract them. 

Identifying the Buyer



YOUR 
HOME 
SOLD

Print 
advertising

Historical 
Marketing 

Internet 
Social 
Media

Value 
added 
extras

-Local publications
-Georgia Straight
-Real Estate Book

-Lawn signs
-Building/neighbourhood 
mail out

-MLS
-Craigslist (all of Canada)
-Kijiji

-RedDoorHomes.Group
-Proxi 

-Facebook
-Twitter
-LinkedIn 
-Real Estate Chat sites
-YouTube
-Instagram
-Snapchat

-My Realtor Network
-Century21.ca
-Virtual 360 Tours
-Video Blogs
-Web Commercials
-Canadian, International
and Corporate Referral 
network

Target Marketing



1- We will provide you with a comprehensive personal market analysis to establish the 

most effective asking price. 

2- Make recommendations on your home to make it more appealing and to help stage it 

for maximum appeal.

3- Hold agents open house, depending on list date, to help promote your property in the 

real estate community.

4- Email, text & call information about your home to agents that are active in your area. 

5- Produce a thorough, detailed, descriptive, thoughtful and complete MLS listing.

6- Prepare, quality feature sheets of your home, pointing out all the special features and 

benefits.

7- Promote your home to every qualified client, buyer and investor we know of and have 

in our Century 21 client database.

8- Distribute just listed notices throughout your neighbourhood or a target area.

9- Promote your home on our international website, www.century21.ca as well as 

www.RedDoorHomes.Group

10- Produce a quality write-up with colour photos of the inside and outside of your home, 

a virtual tour in pictures - very effective in pre-qualifying showings and tacking marketing.

11- Market your property using Social Media, Print Advertising, Historical Marketing, 

Internet Marketing, and Value Added Marketing tools based on potential buyer segments.

12- Your home will be featured on the main MLS public web site known as realtor.ca .

13- Follow up with the salespeople and potential buyers to obtain buyer feedback. 

14- Inform you of properties that list or sell that may impact the sale of your home. 

15- We will present you with all offers and personally represent you at the offer table and 

do our utmost to obtain the best possible price and terms for you. 

16- We promise to make communication a top priority; from our first meeting to closing 

and beyond to ensure your needs are met and that you are extremely satisfied. 

17- Produce both a Sales Strategy and a Communication Strategy to ensure that 

everyone is on the same page receiving the same information all the time. 

Our Services

http://www.century21.ca/
http://www.reddoorhomes.group/


1- All printing related to the property, including signage, flyers, postcard, 
mailings, property information guides etc.

2- All 360° video tours and internet commercials will be covered.

3- All cost associated with the distribution of mailings, flyers, handouts and 
the dissemination of property information on all applicable platforms.

4- Professional photographs of the property, inside, outside, and other 
relevant features including the community.

5- Professional measurements and floor plan if they do not exist.

6- Any and all Social Media advertising of the property.

7- Open House refreshments, candies and snacks.

8- If the listing requires an exclusive preview evening with refreshments 
and appetizers then all associated costs will be covered.

9- Anything relating to the time, gas, disbursements accumulated my 
myself or my team.

Covered Costs



What a property finally sells for is not determined on price alone there are 
other factors that will help or hinder a property in a sale.

The Red Door Homes Group recommend a property review before listings at 
which time the determination can be made around suggestions that will 
help sell the property such as; repairs, any possible areas for cleaning, 
rubbish removal, organization and finally staging.

All of these factors affect the perceived value of the property which 
translates into the actual value so attention must be paid to get the highest 
return out of the sale. 

91% of buyers find their properties online first, given this photography, staging 
and cleaning of a property are very important when it comes to not only 
attracting the buyer but showcasing the property. 

Your Home Value
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