Content Requirements:

1. Answer the four questions from the winner's writing process. (4
2. List the reader's roadblocks and the solutions/mechanisms to solve them. [4

3. Include your personal analysis of your copy's weaknesses and how you plan
to improve them. [4
The personal analysis is included at the end of the doc.

4. ldentify your copy's weaknesses and make an effort to fix them before
submission. [4

5. Explain how you attempted to fix your issues and ask for feedback on your
efforts.
a. |looked at the top player’s content. Since some of the contents were
technical, | used them after | asked Chat-GPT to improve it and then |
improved it myself.

b. | used the Mega Hooks Library to create most of the headlines.

c. Also | checked Professor Andrew’s old swipe file and looked at how top
players used their headlines.

d. | also asked the Agoge students to help me with the headlines.

6. Indicate if you test your copy and its performance results. >{
a. This is the first draft of the website.
b. The website itself is not ready to launch yet.

7. Explain how your product's strengths and weaknesses play into the value
equation.

a. Strength
i. My client has 20 years of experience in construction
management before becoming a real estate agent, so | can
leverage this to assure customers that he has a better
understanding of properties than other agents.

i. Being a good communicator and friendly in person. This could
show that the journey for buying the house for them is going to
be enjoyable.



b. Weakness
i.  Limited online presence: my client works for a real estate group
(I think since 1 year ago), but he himself doesn’t have a strong
online presence. This could lower the perceived likelihood of
success.

i.  Unfortunately, because my client did not have his own website,
there are no online testimonials for him.

iii.  The process of buying a house could be lengthy, and it might
take longer than expected. So | did not mention any guarantees
that he is gonna find your home in 1 week, 2 weeks, etc

8. Explain where the reader is in terms of awareness, sophistication, their
thought process, and where they are inside the funnel. [4
This has been explained inside the Winner’s Writing Process down below.

For a quick overview:
- Market awareness: level 3
- Sophistication: Stage 4.5

Thought Process

1. Research and Consideration: They start researching options and solutions.
o “What are the best areas to buy in Vancouver? Who are the top real
estate agents?”

Evaluation of Options: They compare different agents and services.

2. Decision-Making: They decide on the agent to work with.
o “Am | making the right choice? Will this agent meet my expectations?”

3. Post-Decision Assurance: They seek reassurance after making a choice.
o “What can | expect next? How will the process unfold?”

They are inside the website, where they could search for their desired property ( and
also consume information through blogs and other sections of the website)

9. Show and explain the full funnel.
My strategy is to generate leads for my client in any way | can and drive them
to the website, where they can search for their desired property ( if they are



homebuyers) and contact my client.

Generate leads throughout google search, google ads, facebook ads, social
media posts and engagement ( Facebook and Instagram) — drive them to the
website ( or a landing page inside the website) — fill out a form or contact my
client — my client closes the deal

9. Link to 100 squats:
https://rumble.com/v59qgt91-100-squats-for-advanced-copy-aikido.html?start=6

Business Objective:

Create the website content and get it ready to generate leads from ads and sm.

Funnel:

Website

Top Players:

- www.serhant.com ( | am going to use the fonts, colours and the design of this page
for my client)

- Greater Toronto Area Real Estate ( since this website was on the top search of real
estate agencies/agents in Google Business, | am gonna copy their outline and
content for my own)



https://rumble.com/v59qt91-100-squats-for-advanced-copy-aikido.html?start=6
http://www.serhant.com
https://www.greatertorontohomepros.com/

Market research: B Real Estate MARKET RESEARCH

1.Who am | talking to?

Basic Avatar

- Name: Philip Green

- Background Details

- Philip Green is a 35-year-old man who lives in Vancouver, BC. He is married and has
one little daughter.

- Philip is a mechanical engineer. He and his family are currently living in a rental place
and are looking to buy their first home. He has a good amount of money that he can
put towards a house mortgage.

- He is both excited and stressed, as he has a big decision to make and is looking for a
realtor who can help him find the right house. He wants a trustworthy realtor who
explains the process clearly and is not solely focused on earning their commission.

- Day in the Life

- Philip gets up at 7:15 AM, washes his face, and eats breakfast. He listens to the
news and looks at properties he likes, sharing them with his wife. He dresses and
gets ready for work, feeling the stress of choosing a house.

- He kisses his wife, hugs his child, and goes to work. He works in a manufacturing
company as a mechanical engineer. During his 30-minute break, he scrolls through
social media, talks to his co-workers about his situation, and asks for advice on home
buying, safe neighborhoods, and real estate agents.

- After work, he goes home, takes a shower, eats dinner, and discusses with his wife
their needs and the price range and location for their first house. Since they have


https://docs.google.com/document/d/1mPJfJgocZbzFo1Flf60N0nAhRjnhyxxg0FXNIBwIzOA/edit?usp=sharing

many questions about the market and don’t know what to expect, they are looking for
good realtors in Vancouver.

- Philip is tired of renting a unit in a condo and is eager to buy his first home.

2.Where are they at right now?

Current State

i.  They probably live in a rental apartment/condo somewhere if they are
the homebuyer / or they live in their current house where they want to
sell it

ii.  They are looking to buy their first home/ sell their property

ii.  They are probably looking for a good real estate agent in Vancouver.
iv.  Saved money for the mortgage
v.  They are feeling stressed and nervous about the whole process
vi.  Their idea of what to expect in the real estate market is limited or they
have absolutely no idea.
vii.  They are afraid to waste their time and money on wrong houses
viii.  They are tired of paying rents and want to have a place where it’s for
them, and it is safe for their family.
ix.  They don't know who exactly to trust and what to look out for.
X.  They have millions of questions about real estate

Dream State

xi.  They want to make the process easy and without stress
xii. ~ They want it to be enjoyable
xiii. ~ They want their money and time to be saved and the house they are
looking for would not cost more than their budget
xiv.  They want all of their questions about the property and the market to
be answered
xv.  They want to feel confident and important and proud when they buy
their first house/ sell it.
xvi.  They want to feel safe with all the big decisions they are making.
xvii.  They want their family to be safe and out of pressure.
xviii.  They want to feel supported throughout every aspect of their
buying/selling journey

Problems

xix.  It's an overwhelming process for them. There are so many options in
the market and they don’t know how to start and what to expect.



xx.  Untrustable real estate agents, and agents who are not transparent
and make the process absolutely horrifying for them.

xxi. It would take so much time for them if they search for the properties by
themselves
xxii.  Hidden costs and problems down the road. They have a budget for

the property that they are looking for, and want to have a transparent
pricing for the property.

xxiii.  They want to know about the locations and neighbourhoods they want
to buy their house. Is it safe? What are the nearby things? How close
is it to groceries and restaurant and other stuff?

xxiv.  They might not have the expert negotiation skills they need to close a
good deal with the seller/buyer.

Mechanism/Solution:
Having an agent who:

1. Stays Updated on the Real Estate Market:
o Regularly checks market trends, property values, and neighborhood
developments in Vancouver.

2. Understands the Home-Buying Process:
o Tells the buyer about the step-by-step process of buying a house, from initial
search to closing the deal.

3. Conducts Property Search
o The faster the agent find a property based on their needs, the better.

4. Have great Negotiation Skills:
o Knows how to communicate with the buyer/seller’s agent and also with his
own client.

5. Transparent about the process:
o The agent should be transparent with the client and tells them about what
could happen, be transparent about the prices, and shows that he is
trustworthy.

Product/Service:
1. Comprehensive Market Insights:
o Afshin provides up-to-date information on the Vancouver real estate market

and offers a clear overview of the buying process.

2. Personalized Property Searches:



g

s

o

o

o Afshin listens to your needs and finds properties that meet your criteria
without exceeding your budget.

Expert Knowledge in Construction:
o Leveraging his extensive experience, Afshin can identify both the strengths
and potential issues in properties.

Friendly and Professional Approach:
o Afshin treats clients like friends, ensuring a pleasant and respectful

experience.

Excellent Communication Skills:
o Afshin maintains clear and open communication, keeping you informed
throughout the process.

Support Throughout the Process:
o Afshin provides continuous support, making the home-buying journey easy

and enjoyable.

Post-Purchase Follow-Up:
o Afshin follows up with clients even after the purchase, keeping them updated
and maintaining a strong relationship.

Market awareness:

XXV. level 3 solution aware

1.

They know about the problems they are facing and they know
they need a real estate agent to help them throught the
process.

Can | trigger level 2 problem-aware to them by showing how
bad choosing a wrong real estate agent is? It is gonna be a
bad decision for them and they should be careful.

Market sophistication:

xxvi.  4.5: (They might lean towards stage 5 )

1.

The market is crowded with real estate agents and services, all
claiming to help clients find their dream homes, sell properties
quickly, or make smart investments.

The customers are cautious and experienced, often skeptical
of generic claims. They have likely heard similar promises from
many agents.

I can Highlight Afshin’s 20+ years in construction management.
This gives him an edge in providing informed advice, which
most real estate agents cannot offer.



Current feeling of pain/desire:

xxvii.  7/10
xxviii.  Since they are searching for properties, their current state is kinda

high.

Cost threshold:

xxix.  7/10

xxx.  They understand that the cost is big.
xxxi.  They need assurance that the house they are looking for is good and
the agent is trustable and transparent with them.

Current belief in the real estate agents:

xxxii. 710
xxxiii. ~ They believe in the idea that getting a real estate agent would help
them
Certainty threshold:
xxxiv.  8/10

xxxv.  They still need assurance that the real estate agent that they are
gonna get can actually deliver them the outcome they want.

Current Trust:

xxxvi. 010
xxxvii.  They need to be familiar with Afshin and have a positive interaction
with him
xxxviii. ~ They need to see his social proof and the results that he had from
before
Trust threshold:
xxxix.  8/10
xl.  They will trust a person who is like a friend with them ( not being rude)
xli.  They will trust a real estate agent who actually listens to what they are

saying and finding the “right” home for them

3.Where do | want them to go?

a. Go to the website
b. Read some parts of the homepage
c. Search for the property they are looking for



d.
e.

Find their properties that they are looking for
Send a message or call for more info

Perceived Costs:

Time Commitment:

o

Effort:

Concern: Visitors may feel that searching for properties and contacting an
agent will take a significant amount of time.

Solution: Ensure the website is user-friendly, with a fast and intuitive property
search function. Highlight that Afshin offers quick responses and efficient
services.

Concern: Users might think that browsing through listings and contacting an
agent requires too much effort.

Solution: Simplify the browsing experience with filters and categories. Offer
features like saved searches and property alerts. Emphasize how Afshin can
streamline the process and handle much of the legwork.

Privacy Concerns:

Trust:

Concern: Visitors may be worried about sharing personal information and
receiving unwanted calls or emails.

Solution: Clearly state the privacy policy and ensure that their information will
be handled securely and not shared without consent. Offer options for how
they prefer to be contacted.

Concern: Potential clients might be skeptical about the trustworthiness and
competence of Afshin.

Solution: Include testimonials, reviews, and success stories prominently.
Showcase Afshin’s credentials, experience, and market knowledge.

Financial Concerns:

o

Concern: Users might be unsure about the financial implications of
contacting an agent or feel pressured into making a financial commitment.

Solution: Offer a free initial consultation and be transparent about any fees or
commissions. Provide content that explains how Afshin can save them money
through effective negotiation and market knowledge.

Relevance:



o Concern: Visitors might doubt whether Afshin can find properties that match
their specific needs and preferences.

o Solution: Use testimonials and case studies showing successful matches
with past clients. Offer a wide range of property listings and customizable
search filters. Highlight Afshin’s local market expertise and personalized
service.

7. Overwhelm:

o Concern: The process of buying a home can be overwhelming, and visitors
might feel anxious about making a wrong decision.

o Solution: Provide educational content that guides users through the
home-buying process. Create a step-by-step guide that explains what to
expect when working with Afshin.

Addressing Perceived Costs on the Website:

1. Homepage Design:

o Clear Value Proposition: Communicate Afshin’s unique value and how he
can make the home-buying process easier and more successful.

o User-Friendly Layout: Ensure the homepage is clean, visually appealing,
and easy to navigate.

o Testimonials and Reviews: Display positive client feedback prominently on
the homepage. ( | need to tell Afshin about this)

2. Property Search Functionality:
o Intuitive Search Bar: Make it easy to start searching for properties directly
from the homepage.

3. Information About Afshin:
o Bio and Credentials: Include a section about Afshin’s background,
experience, and expertise..

o Client Success Stories: Share stories of how Afshin has successfully helped
clients find their dream homes.

4. Call to Action (CTA):

o Clear and Compelling CTAs: Use strong and clear CTAs like “Find Your
Dream Home,” “Get a Free Consultation,” or “Contact Afshin Today.”



o [Easy Contact Options: Provide multiple ways to contact Afshin, such as a
contact form, phone number, and live chat option.

o Immediate Response Assurance: Assure visitors that they will receive a
prompt response.

5. Educational Content:

o Guides and Articles: Offer blog posts, guides, and FAQs that help demystify
the home-buying process.

o Market Insights: Provide updates and insights on the local real estate market
to build Afshin’s credibility.

What are the steps | need to take them through to
get them from where they are to where | want
them to go?

How will | get their attention?

Using a beautiful pictures of houses ( slide show)
Or use a video for the background

Targeting their dream state/key pain points

Use big font for the headline

Creating blogs, social media posts to provide value

o O O O O

How will | increase specific levels?
o Their current feeling: amplifying their pain state of how overwhelming and
stressful the homebuying is.
m  Amplifying their dream state where they could imagine finding a safe
home where they will be proud

Belief in the idea?
o Showing results

e Trust:

Testimonials

Link to sm profiles

Showing a picture of Afshin

Targeting transparency with prices and no-pressure

o

o O O



Using blogs, videos

Showing the process map and guidance to them

Showing them that their needs and wants are our top priority
Making them feel important

Telling them about afshin’s background in construction management
Providing them with free value

Telling them something like these reviews:

o O O O O O O

m  “We never felt as though Pete was rushing a purchase decision, or
trying to do anything other than find us the right home for us.”
m  “Kept mein the loop on every step of the process.”

m ‘“a partner in your journey towards success.”
m  “he gave us his HONEST opinion”

Potential Objections and Strategies to Address Them

1. Lack of Trust

e Objection: "I'm not sure if this realtor is reliable or trustworthy."
e Strategy:

o Showcase Testimonials: Display client testimonials prominently on the
website. Include detailed success stories and positive feedback from past
clients.

o Professional Bio: Provide a detailed professional bio that outlines Afshin's
experience, qualifications, and commitment to client satisfaction.

2. Unclear Value Proposition

e Objection: "Why should | choose Afshin over other realtors?"
e Strategy:

o Unique Selling Points (USPs): Clearly articulate what sets Afshin apart.
Highlight his unique approach, success rate, and any special services he
offers.

o Comparative Advantage: Include a comparison chart that shows how
Afshin's services and success rates compare to other realtors in the area.

3. Fear of High Pressure Sales Tactics

o Obijection: "I'm afraid of being pressured into a decision I'm not ready to make."
e Strategy:

o Client-Centric Messaging: Use language that emphasizes a no-pressure
approach. Assure visitors that Afshin prioritizes client needs and satisfaction
over quick sales.

o Educational Content: Offer resources that help potential clients make



informed decisions, such as guides on the home buying process or market
trends reports.

4. Perceived Complexity or Hassle

Objection: "The process seems too complicated, and | don’t want to deal with the
hassle."
Strategy:

O

Simplify the Process: Provide a clear, step-by-step outline of what clients
can expect when working with Afshin.

Streamlined Contact Methods: Offer easy and multiple ways to get in touch,
such as a simple contact form, live chat, or direct phone number.

5. Lack of Immediate Response

Objection: "I'm not sure if | will get a timely response if | reach out."
Strategy:

o

o

Guaranteed Response Time: Mention a guaranteed response time, such as
“We respond to all inquiries within 24 hours.”

Availability Indicators: Show Afshin’s availability status or include a live
chat feature for immediate questions.

6. Uncertainty about the Market

Objection: "I'm not sure if now is the right time to buy or sell."
Strategy:

o

Market Insights: Provide up-to-date market analysis and insights to help
visitors understand the current market conditions.

Expert Advice: Offer free consultations or initial meetings to discuss
individual situations and provide tailored advice.

7. Concerns about Hidden Costs or Fees

Objection: "I'm worried about hidden costs or unexpected fees."
Strategy:

o

Transparent Pricing: Clearly outline any costs or fees associated with
Afshin’s services. Provide a breakdown of what clients can expect.

FAQ Section: Include a comprehensive FAQ section that addresses common
concerns about fees and other costs.

8. Not Ready to Commit

Objection: "I'm just browsing and not ready to commit yet."

Strategy:
o Newsletter Sign-Up: Encourage visitors to sign up for a newsletter to
receive regular updates on new listings and market trends.
o Content Marketing: Offer valuable content such as blog posts, eBooks, or

webinars that provide helpful information and keep potential clients



engaged.

Outline:

Homepage Outline

1. Headline

Purpose: Capture attention immediately.
Content: A powerful, concise statement that speaks directly to the visitors' desires
and needs.

e Design: Big fonts for attention; background video/pictures to enhance visual appeal.

2. Subheadline

Purpose: Reinforce the headline and build trust.
Content: A supportive statement that complements the headline, adding more
context or urgency.

e Design: Clear and readable.

3. MLS Search Bar

e Purpose: Allow visitors to start their property search immediately.
e Placement: Prominently below the subheadline.
e Design: User-friendly, with clear fields and options.

4. Brief Intro of Afshin

e Purpose: Introduce Afshin and build trust.
e Content: A short bio, highlighting Afshin's experience, expertise, and dedication.
e Design: Engaging with a professional photo and key achievements.

5. Neighborhoods Section

e Purpose: Highlight different communities Afshin serves.
e Content: Brief descriptions and images of various neighborhoods.
e Design: Visually appealing and easy to navigate.

6. Featured Properties

e Purpose: Showcase select properties.



e Content: High-quality images, key details, and quick links to full listings.
e Design: Attractive layout to draw interest.

7. Testimonials

e Purpose: Build credibility through social proof.
e Content: Quotes from satisfied clients, with names and photos if possible.
e Design: Highlight positive experiences and results.

8. Why Choose Afshin

e Purpose: Differentiate Afshin from competitors.
e Content: Unique selling points, such as personalized service, market knowledge,
and successful track record.

9. Handling Objections

e Purpose: Address potential concerns.
e Content: Common questions or doubts with reassuring answers.
e Design: FAQ style or a dedicated section.

10. Blogs

e Purpose: Provide valuable information and establish Afshin as an expert.
e Content: Recent blog posts or guides.
e Design: Teasers with links to full articles.

11. Send a Message

e Purpose: Encourage direct contact.
e Content: Simple contact form or direct chat option.
e Design: Prominent and easy to use.

12. Newsletter

e Purpose: Build a mailing list for ongoing engagement.
e Content: Invitation to subscribe with benefits outlined.
e Design: Clear call-to-action and minimal input fields.

Browse Listings Page Outline

Sub-pages:



1. MLS Search Bar
e Purpose: Allow users to start their property search immediately.
e Content: Search fields for location, price range, property type, etc.
e Design: Centrally located, clean and intuitive interface, responsive design.

2. Featured Properties Section

e Purpose: Highlight select properties to showcase quality and attract
attention.

e Content: High-quality images, key details (price, location, size), a brief
description, and a "View More" button.

e Design: Grid layout with high-quality images, each property card is
interactive with hover effects.

Buyers Page Outline

1. Buyers Overview

Purpose: Introduce the benefits of working with Afshin and provide a general overview of
the home-buying process.

Content:

e Brief introduction highlighting Afshin's unique qualifications and dedication to finding
the perfect home.

e Overview of the home-buying journey with Afshin’s guidance.

e Design: Engaging and welcoming text with a friendly, professional tone.
Accompanied by an image of Afshin with happy clients or a beautiful Vancouver
home.

2. Mortgage Calculator
Purpose: Provide a tool to help buyers estimate their mortgage payments. Content:

e Simple, easy-to-use mortgage calculator.

e Explanation of how mortgage calculations work and what factors influence them.
Design: Interactive tool with user-friendly interface. Positioned prominently on the
page for easy access.

3. Mortgage Pre-Approval

Purpose: Educate buyers on the importance of mortgage pre-approval and how to obtain it.
Content:

e Explanation of what mortgage pre-approval is and why it's beneficial.

e Step-by-step guide on how to get pre-approved.

e Design: Clear, step-by-step infographic. Include testimonials from clients who
benefited from getting pre-approved.



4. First-Time Home Buyers

Purpose: Provide a dedicated section for first-time home buyers, addressing their specific
concerns and questions.

Content:

e Detailed guide tailored to first-time buyers.

e FAQs about the home-buying process.

e Design: Warm, reassuring tone. Use of icons and images to break up text and make
it more digestible.

5. Making an Offer
Purpose: Explain the process of making an offer on a home.
Content:
e 6 questions to ask to make a better offer
e Design: Bullet points and numbered steps for clarity. Use of real-life examples to
illustrate points.
6. What Are Closing Costs?
Purpose: Educate buyers about the various closing costs they will encounter.
Content:
Comprehensive list of typical closing costs.
Explanation of each cost and why it’s necessary.
Tips for budgeting for closing costs.

Design: Table format to list and describe each cost. Highlight important points with
icons or bold text.

7. Financial Glossary
Purpose: Provide definitions for common real estate and financial terms. Content:

e Alphabetical list of terms with clear, concise definitions.
e Examples to illustrate each term. Design: Searchable glossary section. Use of
hover-over tooltips for definitions in context.

8. Personalized Home Search
Purpose: Offer a customized home search experience for buyers. Content:

e Description of Afshin’s personalized home search service.

e Form for buyers to fill out their preferences and needs.

e Testimonials from clients who found their homes through this service. Design: Clean,
easy-to-navigate form. Highlight the benefits of a personalized search with quotes
and images.



Sellers Page Outline

Sellers

1. Introduction

Purpose: Welcome sellers and provide an overview.

Content: Brief introduction emphasizing the importance of choosing the right agent
to sell their home.

Design: Clean, inviting layout with a professional image of Afshin.

2. Why Sell with Us

Purpose: Highlight Afshin's unique selling points and establish trust.
Content:

o Emphasize Afshin’s 20+ years of construction expertise.

o Mention his deep knowledge of property values and market trends.

o Stress his commitment to personalized and transparent service.
Design: Use bullet points or icons for easy readability.

Pricing Your Home

Purpose: Explain the importance of accurate pricing.
Content:
o Detailed overview of how Afshin determines the right price for a home.

Marketing Your Home

Purpose: Showcase the comprehensive marketing strategy.
Content:
o Online listings on major real estate platforms.

Showing Your Home

Purpose: Educate sellers on the showing process.
Content:
o Tips for preparing the home for showings.
o Schedule of open houses and benefits of private showings.

Adding Value to Your Home

Purpose: Provide tips on how to increase home value before selling.
Content:
o Advice on small repairs, decluttering, and home staging.

Free Market Analysis

Purpose: Offer a valuable free service to attract potential clients.
Content:



o Explanation of what a market analysis includes and how it benefits the seller.
o Clear call-to-action for sellers to request their free analysis.
e Design: Prominent placement with a simple form and a visually appealing button.

Presales Page Outline

1. Main Pre-Sale Page:
Introduction to Pre-Sales
o What are Pre-Sale Condos”?

o Benefits of Buying Pre-Sales
o Market Trends

2. subpages:
Available Pre-Sale Listings

o Featured Listings

How to Buy a Pre-Sale Condo
o Step-by-Step Guide
o Important Considerations
o Legal Protections (e.g., 7-day rescission period)

Presale vs resale

Presale condo assignment

About & Resources Page Outline

1. About Afshin

Purpose: Introduce Afshin, his background, and his mission.
e Headline: "Meet Afshin Loghmani"
e Content: Brief biography, professional background, and mission statement.
e Design: Professional photo, engaging and warm tone, key highlights.

2. FAQs

Purpose: Answer common questions to save time and build trust.

e Headline: "Frequently Asked Questions"
e Content: List of common questions with concise, clear answers.



e Design: Accordion or dropdown format for easy navigation.
3. Blog
Purpose: Provide valuable information and establish expertise.
e Headline: "Real Estate Insights"
e Content: Blog posts about market trends, buying/selling tips, and local news.
e Design: List of recent posts with featured images and short excerpts.
4. Contact
Purpose: Make it easy for potential clients to reach out.
e Headline: "Get in Touch"

e Content: Contact form, phone number, email address, office location.
e Design: Simple, clean form with clear call-to-action.

First Draft:

Home Page:

Headline:
Find, Buy, and Move Into Your Ideal Home With Ease

Subheadline:

Smooth Sailing to Your Perfect Home in Greater Vancouver

[MLS Search Bar]



Brief Intro:

How to Find Clarity in Your Home Buying Journey

Navigating the overwhelming process of buying a home, free from unqualified options,
untrustworthy agents, and hidden costs, requires a real estate agent who:

e Provides a clear roadmap of the entire home-buying process.

e Stays updated on the Vancouver real estate market and offers a detailed guide to
follow, eliminating guesswork and confusion.

e Has the essential negotiation skills, confidently securing the best deal for you.
e Can identify the pros and cons of a house.

This makes you move forward confidently with the knowledge to make informed decisions,
turning your home-buying journey into a clear, attainable goal

My name is Afshin Loghmani, and | provide personalized guidance based on your needs,
find the right properties, and negotiate the best deals to ensure a seamless and enjoyable
experience.

Ready to start your home-buying journey in Vancouver?

Call me today for a free, no-obligation consultation.

Share your budget, preferred neighborhoods, and timeline, and I'll provide you with a
personalized checklist and market insights to guide you every step of the way.

Let’'s make your home-buying experience smooth and enjoyable!

[CTA: Contact Afshin]

Communities Sections:
Explore homes in your favorite Vancouver communities

[ Name of the Communities]

Show More

Featured Properties:
Discover my exclusive Vancouver listing. Take a look and find your dream home today.

[Listings]



Show More

Testimonials:
Hear from my happy clients

[testimonial photos + writing]

USP:

Discover What Sets Me Apart in Vancouver's Real Estate Market

e With over 20 years of experience in construction management, | bring a
unique perspective to real estate.

e [I'll help you find the good and the bad in each property and inform you with tiny
details you might otherwise overlook.

Feature/Benefit Afshin Loghmani Average Realtor

Construction 20+ years in construction Limited or no construction
Expertise management knowledge

Personalized Tailored, no-pressure Standard service, often
Service approach high-pressure
Comprehensive End-to-end Basic support, limited

Support assistance scope



Neighborhood In-depth knowledge of Vancouver's General market

Expertise neighborhoods, amenities, and market trends knowledge
Communication Transparent and Often inconsistent

timely
Dedicated Personalised, dedicated Often handles multiple clients
Attention service simultaneously

What You Can Expect

1. Initial Consultation
o Understanding your needs and preferences.

2. Personalized Home Search
o Tailored listings that meet your criteria.

3. Home Tours
o Detailed walkthroughs with expert insights.

4. Offer and Negotiations
o Strategic advice to get the best deal.

5. Inspection and Due Diligence
o Thorough checks to avoid any surprises.



6. Closing the Deal
o Smooth and hassle-free finalization.

7. Move-in Support
o Assistance to ensure a seamless transition.

I’'m Buying My First Home, What Should | Do?

Get a clear understanding of your home-buying journey from start to finish. Download the “X
Steps to Buy Your Home in Vancouver” guide. [ | need to create the Guide First ]

Blog and Insights

Be one step ahead of the market.

[Blog Posts]

Get in Touch:

Reach out to me for any assistance

Newsletter:

Subscribe to my newsletter to stay updated with the latest news in Vancouver's real estate
market.

Browse Listing Page:

MLS SEARCH

Featured Listings:



Explore these handpicked Vancouver homes, situated in the city's most serene
neighborhoods.

These homes, priced between $500k and $700k, offer the perfect mix of modern amenities
and charming surroundings.

Don’t miss out on these high-demand listings.

Buyers

Buyers Overview

Headline: "Why Knowledge is Your Best Tool in Home Buying"
Introduction:
Buying a home is one of the most significant decisions you'll make.

A trusted expert by your side is what you need, to make sure every step is clear and every
decision informed.

6 Important Questions to Consider:

e Where do you want to live? Are there particular neighborhoods or communities that
you like?

e What kind of house would you like (need)? Are you looking for a particular style?
How many bedrooms and bathrooms do you want?

e |s a home office a necessity? Do you need a bonus room or flex-room?

e Do you entertain often? Is a home suitable for entertaining something you’re looking
for?



e Do you want a yard, pool, gated or guard gated community?

e Have you determined your price range or consulted a lender to determine the best
price range?

Personalized Guidance:

With over 20 years of experience in construction management, | bring a unique perspective
to the home-buying process.

My mission is to guide you in identifying both the strengths and potential considerations of
each property, ensuring you have the information you need to make a well-informed
decision.

While | do not perform official inspections, my background allows me to point out key
aspects and advise on what to look for when consulting with professional inspectors.

If you are ready for a home-buying experience that’s thorough, professional, and tailored to
you, call me or fill out the form below. Let's make your Vancouver home search a success.

Mortgage Calculator

This calculator will help you to determine how much house you can afford and/or qualify for.

Mortgage Pre-Approval
Why Pre-Approval Matters in your home-buying journey

Mortgage pre-approval is the golden ticket that says to sellers, "I'm serious and ready." It
shows you’re financially sound and ready to make an offer, putting you ahead of the pack.

Benefits:

e Clarity on Budget: No more guessing games. Know exactly what you can afford.

e Stronger Offers: Sellers love pre-approved buyers. It means you'’re ready to close the
deal.

e Focused Search: Save time by looking at homes within your budget.

3 Steps to Get Pre-Approved:



1. Consult a Mortgage Lender: This is your first move. Discuss your options and get the
ball rolling.

2. Submit Financial Documents: Gather your income proof, employment history, and
credit details. This paperwork is crucial.

3. Receive Your Pre-Approval Letter: This is your proof. It's a written commitment from
your lender, giving you serious buying power.

Start Your Journey Today:

Fill out the form below to start the pre-approval process and move one step closer to owning
your new home..

First-time Homebuyers
Warning: Avoid the Common Pitfalls First-Time Home Buyers Make!

If you are a first-time home buyer, you need to tread carefully. The process can be as
daunting as navigating a maze. You need a clear roadmap to avoid costly mistakes.

Buying your first home in Vancouver can feel overwhelming. To get a clear idea of what to
expect, here's what you need to know:

1. Pre-Qualification: Meet with a mortgage broker to determine how much you can afford.

2. Pre-Approval: Get pre-approved for a mortgage to show sellers you're a serious buyer
and to avoid disappointment.

3. List of Needs & Wants: Create two lists: one for must-haves (like the number of
bedrooms) and one for wishes (like a pool). Be realistic.

4. Representation by a Professional: Hire a real estate agent who works for you, not the
seller.

5. Focus & Organization: Keep your search organized. Use maps, take notes, and snap
photos of properties you visit.

6. Visualize the House Empty: Can you see your furniture in the space? Does it meet your
needs?

7. Be Objective: Think with your head, not your heart. Does the home really meet your
needs?

8. Be Thorough: Spend a little extra on inspections and contingencies to avoid big



expenses later.

Ready to start your home-buying journey?
Contact me today to get expert guidance and support every step of the way!

[Call to Action Button: Contact Afshin]

Making an offer

How to Make a Winning Offer Even if You’re a First-Time Buyer

Did you know that the best negotiating tool a buyer can have is to be at least pre-qualified or
better yet, pre-approved by a lender?

This is a sign to the seller that shows you are financially able to purchase a home.
After you find the right home, it is time to prepare the offer.

There are many problems that the seller is obligated to disclose. For example, in most

states, it is illegal to withhold information about major physical defects on the property, but
these disclosures don't always paint the entire picture of the home.

6 golden question you NEED to ask the seller to gain more insights about the home:

It's important to ask these questions before you make a final decision, these can give you a
better understanding of the house if you want to purchase it.

1) Why is the seller selling the house?

This may shine light on the “real value” of the property and uncover the potential problems,
so you may have to adjust the purchase offer accordingly.

2) How much did the seller pay for the home?

This question can, in some instances, help the buyer negotiate a better deal-maybe even get
the seller to carry part of the loan.

However, it is important to remember that the purchase price is influenced by several
factors, like the current market value and any improvements the seller may have made to the



home. The original purchase price might not have anything to do with the current value of
the house.

3) What does the seller like most and least about the property?

Want to know something interesting about this matter? In a few cases, what a seller likes the
most about a home might actually be something the buyer is looking to avoid.

For example, if the seller describes the neighborhood as a vibrant, active community with
many events, this could be a negative if you prefer a quieter, more serene environment.

4) Has the seller had any problems with the home in the past?

I's crucial to ask about any past issues. For example, if there was a leak in the upstairs
bathroom, even if it was repaired, it could have caused damage to the floor and surrounding
walls. Ensure that all past issues were thoroughly and properly addressed to avoid future
surprises.

5) Are there any nuisances or problem neighbors?

Think about this: You’ve just moved into your dream home. As you sit down to enjoy your
first quiet evening, the neighbor’s dog starts its nightly howl. Moments later, a plane roars
overhead, shaking the entire house. To top it off, your neighbors decide it’s the perfect time
for a backyard karaoke session!

To prevent this nightmare, ask the seller about any recurring disturbances or troublesome
neighbors. This can provide crucial insights, help you avoid unforeseen stressors, and save
you from future headaches in your new home.

6) how are the public schools in the area?

School quality is often a reflection of the community's health. Excellent schools usually mean
higher property values and a robust local environment.

Poor schools might signal less desirable living conditions. By asking about the local schools,
you gain insight into the community's true value and what to expect living there.



The more you know about a potential home, the better equipped you'll be to make the right
offer and secure your dream property. let an expert help you through the process and
answer your key questions.

If you're ready to dive deeper into the home-buying process, reach out now. I'm here to
answer your questions and provide the clarity you need. Reach out to me via call, email, or
fill out the form below to get all your questions answered and benefit from expert guidance.

What Are Closing Costs?

Understanding the Final Step Before Moving In

You've found your dream home, the seller has accepted your offer, and your loan is
approved. You're ready to move in, but there's one more crucial step — THE CLOSING.

This is where the property officially changes hands from the seller to you, the buyer.

Closing involves various costs that can be confusing and sometimes overwhelming. These
costs are essential to understand so you're not caught off guard.

Cost Description

Appraisal Fee Covers the professional appraisal of the
property to determine its market value.
Often paid early in the loan process.

Credit Report Fee Charged for the lender’s request to pull
your credit report. This fee might also be
paid at the start of your loan application.




Loan Origination Fee

Typically 1% of the total mortgage, this fee
covers the lender's costs to process your
loan.

Loan Discount Points

If you choose to lower your interest rate by
paying points, each point equals 1% of the
loan amount.

Title Insurance Fees

Includes costs for the title search,
examination, insurance, and document
preparation.

PMI Premium

If your down payment is low, this insurance
protects the lender against loss due to
foreclosure. It can be removed once you
have 20% equity in your home.

Prepaid Interest Fee

Covers the interest from the purchase date
to your first mortgage payment. Buying
early in the month results in a higher fee
compared to buying later.

Escrow Accounts

Funds held for future property taxes and
homeowner's insurance. Typically, at least
one year’s insurance premium and several
months’ taxes are collected at closing.

Recording Fees & Taxes

Most states charge fees to record the
purchase documents and transfer
ownership.




My 4 Tips for Budgeting for Closing Costs

1. Understand Your Costs Early: Familiarize yourself with typical closing costs in your
area.

2. Negotiate: Some closing costs can be negotiated with the seller during the offer
stage.

3. Save Ahead: Set aside funds specifically for closing costs to avoid last-minute
financial stress.

4. Consult Your Lender: They can provide a detailed estimate of your expected closing
costs.

Understanding these costs ensures you are prepared and can avoid any last-minute
surprises. Keep in mind that you can negotiate these costs with the seller during the offering
stage. In some instances, the seller might even agree to pay all of the settlement costs.

For personalized advice and a detailed explanation of each cost, reach out to me. I'm here to
guide you through every step of your home-buying journey. Fill out the form below to get
started.

Financial Glossary:
Struggling to Understand Real Estate Financial Terms? Bookmark This Page!

Real estate involves many financial terms that can be confusing. Whether you're new to the
market or an experienced buyer, it's important to know these terms. Go through each
definition at least once. If you have any questions regarding these terms or your personal
situation, feel free to contact me.

[ you can skip to the next part of the outline, since these are some real estate related
words with their meanings]

adjustable-rate mortgage (ARM)



A mortgage whose interest rate changes periodically based on the changes in a specified
index.

adjustment date

The date on which the interest rate changes for an adjustable-rate mortgage (ARM).

adjustment period

The period that elapses between the adjustment dates for an adjustable-rate mortgage
(ARM).

amortization

The repayment of a mortgage loan by installments with regular payments to cover the
principal and interest.

amortization term

The amount of time required to amortize the mortgage loan. The amortization term is
expressed as a number of months. For example, for a 30-year fixed-rate mortgage, the
amortization term is 360 months.

annual percentage rate (APR)

The cost of a mortgage stated as a yearly rate; includes such items as interest, mortgage
insurance, and loan origination fee (points).

appreciation



An increase in the value of a property due to changes in market conditions or other causes.
The opposite of depreciation.

asset

Anything of monetary value that is owned by a person. Assets include real property, personal
property, and enforceable claims against others (including bank accounts, stocks, mutual
funds, and so on).

assignment

The transfer of a mortgage from one person to another.

assumable mortgage

A mortgage that can be taken over ("assumed") by the buyer when a home is sold.

assumption

The transfer of the seller's existing mortgage to the buyer.

assumption clause

A provision in an assumable mortgage that allows a buyer to assume responsibility for the
mortgage from the seller. The loan does not need to be paid in full by the original borrower
upon sale or transfer of the property.

assumption fee



The fee paid to a lender (usually by the purchaser of real property) resulting from the
assumption of an existing mortgage.

balance sheet

A financial statement that shows assets, liabilities, and net worth as of a specific date.

balloon mortgage

A mortgage that has level monthly payments that will amortize it over a stated term but that
provides for a lump sum payment to be due at the end of an earlier specified term.

balloon payment

The final lump sum payment that is made at the maturity date of a balloon mortgage.

basis point

A basis point is 1/100th of a percentage point. For example, a fee calculated as 50 basis
points of a loan amount of $100,000 would be 0.50% or $500.

binder

A preliminary agreement, secured by the payment of an earnest money deposit, under which
a buyer offers to purchase real estate.

biweekly payment mortgage

A mortgage that requires payments to reduce the debt every two weeks (instead of the
standard monthly payment schedule). The 26 (or possibly 27) biweekly payments are each
equal to one-half of the monthly payment that would be required if the loan were a standard



30-year fixed-rate mortgage, and they are usually drafted from the borrower's bank account.
The result for the borrower is a substantial savings in interest.

blanket mortgage

The mortgage that is secured by a cooperative project, as opposed to the share loans on
individual units within the project.

breach

A violation of any legal obligation.

bridge loan

A form of second trust that is collateralized by the borrower's present home (which is usually
for sale) in a manner that allows the proceeds to be used for closing on a new house before
the present home is sold. Also known as "swing loan."

broker

A person who, for a commission or a fee, brings parties together and assists in negotiating
contracts between them.

buydown mortgage

A temporary buydown is a mortgage on which an initial lump sum payment is made by any
party to reduce a borrower's monthly payments during the first few years of a mortgage. A
permanent buydown reduces the interest rate over the entire life of a mortgage.



call option

A provision in the mortgage that gives the mortgagee the right to call the mortgage due and
payable at the end of a specified period for whatever reason.

cap

A provision of an adjustable-rate mortgage (ARM) that limits how much the interest rate or
mortgage payments may increase or decrease.

capital improvement

Any structure or component erected as a permanent improvement to real property that adds
to its value and useful life.

cash-out refinance

A refinance transaction in which the amount of money received from the new loan exceeds
the total of the money needed to repay the existing first mortgage, closing costs, points, and
the amount required to satisfy any outstanding subordinate mortgage liens. In other words, a
refinance transaction in which the borrower receives additional cash that can be used for any
purpose.

certificate of deposit

Commonly known as a "CD," certificates of deposit bear a maturity date and a specified rate
of interest. Penalties may apply for early withdrawal.



certificate of eligibility

A document issued by the federal government certifying a veteran's eligibility for a
Department of Veterans Affairs (VA) mortgage.

certificate of reasonable value (CRV)

A document issued by the Department of Veterans Affairs (VA) that establishes the
maximum value and loan amount for a VA mortgage.

certificate of title

A statement provided by an abstract company, title company, or attorney stating that the title
to real estate is legally held by the current owner.

chain of title

The history of all of the documents that transfer title to a parcel of real property, starting with
the earliest existing document and ending with the most recent.

change frequency

The frequency (in months) of payment and/or interest rate changes in an adjustable-rate
mortgage (ARM).

clear title

A title that is free of liens or legal questions as to ownership of the property.



closing

A meeting at which a sale of a property is finalized by the buyer signing the mortgage
documents and paying closing costs. Also called "settlement."

closing cost item

A fee or amount that a home buyer must pay at closing for a single service, tax, or product.
Closing costs are made up of individual closing cost items such as origination fees and
attorney's fees. Many closing cost items are included as numbered items on the HUD-1
statement. Expenses (over and above the price of the property) incurred by buyers and
sellers in transferring ownership of a property. Closing costs normally include an origination
fee, an attorney's fee, taxes, an amount placed in escrow, and charges for obtaining title
insurance and a survey. Closing costs percentage will vary according to the area of the
country.

closing statement

Also referred to as the HUD-1. The final statement of costs incurred to close on a loan or to
purchase a home.

cloud on title

Any conditions revealed by a title search that adversely affect the title to real estate. Usually
clouds on title cannot be removed except by a quitclaim deed, release, or court action.

collateral

An asset (such as a car or a home) that guarantees the repayment of a loan. The borrower
risks losing the asset if the loan is not repaid according to the terms of the loan contract.



collection

The efforts used to bring a delinquent mortgage current and to file the necessary notices to
proceed with foreclosure when necessary.

combination loan

With this type of loan, you receive a first mortgage for 80 percent of the loan amount, and a
second mortgage at the same time for the remainder of the balance. If avoiding PMI
(mortgage insurance) is important to you, consider combination loans--known as 80/10/10
loans or 80/20's.

combined loan-to-value (CLTV)

The unpaid principal balances of all the mortgages on a property (first and second usually)
divided by the property's appraised value.

co-maker

A person who signs a promissory note along with the borrower. A co-maker's signature
guarantees that the loan will be repaid, because the borrower and the co-maker are equally
responsible for the repayment. See endorser.

commission

The fee charged by a broker or agent for negotiating a real estate or loan transaction. A
commission is generally a percentage of the price of the property or loan.



commitment letter

A formal offer by a lender stating the terms under which it agrees to lend money to a home
buyer. Also known as a "loan commitment."

common areas

Those portions of a building, land, and amenities owned (or managed) by a planned unit
development (PUD) or condominium project's homeowners' association (or a cooperative
project's cooperative corporation) that are used by all of the unit owners, who share in the
common expenses of their operation and maintenance. Common areas include swimming
pools, tennis courts, and other recreational facilities, as well as common corridors of
buildings, parking areas, means of ingress and egress, etc.

Community Home Improvement Mortgage Loan

An alternative financing option that allows low- and moderate-income home buyers to obtain
95 percent financing for the purchase and improvement of a home in need of modest
repairs. The repair work can account for as much as 30 percent of the appraised value.

community property

In some western and southwestern states, a form of ownership under which property
acquired during a marriage is presumed to be owned jointly unless acquired as separate
property of either spouse.

comparables

An abbreviation for "comparable properties"; used for comparative purposes in the appraisal
process. Comparables are properties like the property under consideration; they have
reasonably the same size, location, and amenities and have recently been sold.
Comparables help the appraiser determine the approximate fair market value of the subject
property.



compound interest

E-LOAN CDs and Savings accounts compound interest daily. This refers to any interest
earned on an account holder's principal balance, as well as any prior interest.

condominium conversion

Changing the ownership of an existing building (usually a rental project) to the condominium
form of ownership.

conforming loan

The current conforming loan limit is $417,000 and below. Conforming loan limits change
annually.

construction loan

A short-term, interim loan for financing the cost of construction. The lender makes payments
to the builder at periodic intervals as the work progresses.

consumer reporting agency (or bureau)

An organization that prepares reports that are used by lenders to determine a potential
borrower's credit history. The agency obtains data for these reports from a credit repository
as well as from other sources.

contingency



A condition that must be met before a contract is legally binding. For example, home
purchasers often include a contingency that specifies that the contract is not binding until the
purchaser obtains a satisfactory home inspection report from a qualified home inspector.

conventional mortgage

A mortgage that is not insured or guaranteed by the federal government.

convertibility clause

A provision in some adjustable-rate mortgages (ARMs) that allows the borrower to change
the ARM to a fixed-rate mortgage at specified timeframes after loan origination.

convertible ARM

An adjustable-rate mortgage (ARM) that can be converted to a fixed-rate mortgage under
specified conditions.

cooperative (co-op)

A type of multiple ownership in which the residents of a multiunit housing complex own
shares in the cooperative corporation that owns the property, giving each resident the right to
occupy a specific apartment or unit.

corporate relocation

Arrangements under which an employer moves an employee to another area as part of the
employer's normal course of business or under which it transfers a substantial part or all of
its operations and employees to another area because it is relocating its headquarters or
expanding its office capacity.



cost of funds index (COFI)

An index that is used to determine interest rate changes for certain adjustable-rate mortgage
(ARM) plans. It represents the weighted-average cost of savings, borrowings, and advances
of the 11th District members of the Federal Home Loan Bank of San Francisco.

covenant

A clause in a mortgage that obligates or restricts the borrower and that, if violated, can result
in foreclosure.

credit repository

An organization that gathers, records, updates, and stores financial and public records
information about the payment records of individuals who are being considered for credit.

deed

The legal document conveying title to a property.

deed in lieu

A deed given by a mortgagor to the mortgagee to satisfy a debt and avoid foreclosure.

deed of trust

The document used in some states instead of a mortgage; title is conveyed to a trustee.

default



Failure to make mortgage payments on a timely basis or to comply with other requirements
of a mortgage.

delinquency

Failure to make mortgage payments when mortgage payments are due.

depreciation

A decline in the value of property; the opposite of appreciation.

due-on-sale provision

A provision in a mortgage that allows the lender to demand repayment in full if the borrower
sells the property that serves as security for the mortgage.

earnest money deposit

A deposit made by the potential home buyer to show that he or she is serious about buying
the house.

easement

A right of way giving persons other than the owner access to or over a property.

effective age

An appraiser's estimate of the physical condition of a building. The actual age of a building
may be shorter or longer than its effective age.



effective gross income

Normal annual income including overtime that is regular or guaranteed. The income may be
from more than one source. Salary is generally the principal source, but other income may
qualify if it is significant and stable.

electronic funds transfer (EFT)

EFT allows account holders to transfer funds from an account electronically. This method of
transfer is not only highly secure, but also extremely efficient and easy to transact.

encumbrance

Anything that affects or limits the fee simple title to a property, such as mortgages, leases,
easements, or restrictions.

endorser

A person who signs ownership interest over to another party. Contrast with co-maker.

Equal Credit Opportunity Act (ECOA)

A federal law that requires lenders and other creditors to make credit equally available
without discrimination based on race, color, religion, national origin, age, sex, marital status,
or receipt of income from public assistance programs.

equity



A homeowner's financial interest in a property. Equity is the difference between the fair
market value of the property and the amount still owed on its mortgage.

escrow

An item of value, money, or documents deposited with a third party to be delivered upon the
fulfillment of a condition. For example, the deposit by a borrower with the lender of funds to
pay taxes and insurance premiums when they become due, or the deposit of funds or
documents with an attorney or escrow agent to be disbursed upon the closing of a sale of
real estate.

escrow account

The account in which a mortgage servicer holds the borrower's escrow payments prior to
paying property expenses.

escrow analysis

The periodic examination of escrow accounts to determine if current monthly deposits will
provide sufficient funds to pay taxes, insurance, and other bills when due.

escrow collections

Funds collected by the servicer and set aside in an escrow account to pay the borrower's
property taxes, mortgage insurance, and hazard insurance.

escrow disbursements

The use of escrow funds to pay real estate taxes, hazard insurance, mortgage insurance,
and other property expenses as they become due.



escrow payment

The portion of a mortgagor's monthly payment that is held by the servicer to pay for taxes,
hazard insurance, mortgage insurance, lease payments, and other items as they become
due. Known as "impounds" or "reserves" in some states.

estate

The ownership interest of an individual in real property. The sum total of all the real property
and personal property owned by an individual at time of death.

eviction

The lawful expulsion of an occupant from real property.

examination of title

The report on the title of a property from the public records or an abstract of the title.

Fair Credit Reporting Act

A consumer protection law that regulates the disclosure of consumer credit reports by
consumer/credit reporting agencies and establishes procedures for correcting mistakes on
one's credit record.



Fair Market Value
The highest price a willing buyer would pay and the lowest price a willing seller would
accept.

Fannie Mae
A large government-sponsored enterprise that provides home mortgage funds.

Fannie Mae's Community Home Buyer's Program
A lending model offering flexible guidelines to help low- and moderate-income families buy
homes. It requires borrowers to attend pre-purchase education sessions.

Fee Simple
The most complete ownership interest one can have in real estate.

Federal Housing Administration (FHA)
A government agency under HUD that insures residential mortgage loans made by private
lenders.

FHA Mortgage
A mortgage insured by the Federal Housing Administration.

Finder's Fee
A commission paid to a mortgage broker for finding a loan for a borrower.

First Adjustment
The initial rate change date for an adjustable-rate mortgage (ARM).

First Mortgage
The primary loan against a property.

Float Down Option
An option to choose a lower interest rate within 30 days before closing.

Fixed-Rate Mortgage (FRM)
A mortgage with an interest rate that stays the same throughout the loan term.

Fixed Second Mortgage
Also known as a home equity loan.

Flood Insurance
Insurance covering property damage from flooding, required in federally designated flood
areas.

Foreclosure
The legal process where a borrower in default loses their interest in the mortgaged property,
usually involving a public auction sale.

Fully Amortized ARM
An adjustable-rate mortgage with payments that cover both interest and principal, fully
paying off the loan over the term.



Good Faith Estimate
An estimate of the charges a borrower is likely to incur at settlement.

Hazard Insurance
Insurance protecting against damage to real estate from fire, natural causes, vandalism, etc.

Home Equity Line of Credit
A credit line secured by a second deed of trust on a house, working like a credit card.

Home Equity Loan
A loan secured by a second deed of trust on a house, typically for home improvements.

Housing Ratio
The ratio of monthly housing payments (PITI) to gross monthly income.

HUD
The U.S. Department of Housing and Urban Development.

Index
A published interest rate to which the interest rate on an ARM is tied, like the 1-Year
Treasury Bill.

Impound Account
An account established by the lender to pay a borrower's tax and insurance costs, included
in the monthly mortgage payment.

Interest-Only Loan Option
A loan where payments only cover interest for a specified period, reducing monthly
payments.

Jumbo Mortgage
A mortgage amount above the conforming loan limit, usually subject to higher interest rates.

Lien
A legal claim against property for money owed.

Lender
The bank, mortgage company, or broker offering the loan.

LIBOR
The London Inter-Bank Offered Rate, an international index used to determine interest rates
for ARMs.

Lifetime Cap
A limit on how much the interest rate on an ARM can increase over the loan's life.

Loan to Value Ratio (LTV)
The ratio of the mortgage amount to the property's appraised value.



Lock Period
The time a lender guarantees a loan's interest rate, typically 30, 45, or 60 days.

Lock-In
A written agreement guaranteeing the borrower a specified interest rate within a set period.

Margin
The number of percentage points added to the index value to calculate the ARM interest rate
at each adjustment.

Maturity Date
The date when account owners can withdraw principal funds without a penalty.

Mortgage
A legal document pledging property to the lender as security for loan repayment.

Mortgage Disability Insurance
Insurance that pays the mortgage if the borrower is disabled for a specified period.

Mortgage Insurance (Ml)
Insurance protecting the lender against loss from mortgage default, typically required for
loans with an LTV over 80%.

Mortgagee
The lender receiving the mortgage as a pledge for loan repayment.

Mortgagor
The borrower pledging the mortgage to repay the loan.

Negative Amortization
When the mortgage payment is less than the interest accrued, causing the loan balance to
grow.

Non-Conforming Loan
A loan not eligible for sale to Fannie Mae or Freddie Mac due to loan amount or other
factors, often with higher rates and fees.

Origination Fee
A fee charged by the lender to process a real estate loan, usually a percentage of the loan
amount.

owner financing
A property purchase transaction in which the property seller provides all or part of the
financing.

periodic cap
The maximum rate increase for a specific period for a specific loan (ARM) only.



PITI
Principal, interest, taxes and insurance--the components of a monthly mortgage payment.

planned unit developments (PUD)
A subdivision of five or more individually owned lots with one or more other parcels owned in
common or with reciprocal rights in one or more other parcels.

points
Charges levied by the mortgage lender and usually payable at closing. One point represents
1% of the face value of the mortgage loan.

prepaids
Those expenses of property which are paid in advance of their due date and will usually be
prorated upon sale, such as taxes, insurance, rent, etc.

prepayment penalty
A charge imposed by a mortgage lender on a borrower who wants to pay off part or all of a
mortgage loan in advance of schedule.

principal

This term refers to the total amount of money originally deposited into a Savings or CD
account. When taking out a loan however, it refers to the amount of debt, not including
interest.

private mortgage insurance (PMI)

Insurance provided by nongovernment insurers that protects lenders against loss if a
borrower defaults. Fannie Mae generally requires private mortgage insurance for loans with
loan-to-value (LTV) percentages greater than 80%.

qualifying ratios

The ratio of your fixed monthly expenses to your gross monthly income, used to determine
how much you can afford to borrow. The fixed monthly expenses would include PITI along
with other obligations such as student loans, car loans, or credit card payments.

rate
The annual rate of interest on a loan, expressed as a percentage of 100.

rate cap
A limit on how much the interest rate can change, either at each adjustment period or over
the life of the loan.

rate lock-in
A written agreement in which the lender guarantees the borrower a specified interest rate,
provided the loan closes within a set period of time.

rebate

Compensation received from a wholesale lender which can be used to cover closing costs or
as a refund to the borrower. Loans with rebates often carry higher interest rates than loans
with "points" (see above).



refinancing
The process of paying off one loan with the proceeds from a new loan using the same
property as security.

residential mortgage credit report (RMCR)
A report requested by your lender that utilizes information from at least two of the three
national credit bureaus and information provided on your loan application.

seller carry back
An agreement in which the owner of a property provides financing, often in combination with
an assumed mortgage.

simple interest
An amount earned on an account holder's principal, according to a specified rate. This does
not include any compounding interest.

stated/documented income
Some loan products require only that applicants "state" the source of their income without
providing supporting documentation such as tax returns.

subordination

If you are refinancing your first mortgage and have an existing second or home equity line,
one option is to "subordinate" the second mortgage: request that your second mortgage
holder go back into the second lien position when you replace your existing first mortgage
with the new refinance loan.

survey
A print showing the measurements of the boundaries of a parcel of land, together with the
location of all improvements on the land and sometimes its area and topography.

tenants in common
An undivided interest in property taken by two or more persons. The interest need not be
equal. Upon death of one or more persons, there is no right of survivorship.

title insurance
Insurance against loss resulting from defects of title to a specifically described parcel of real
property.

title search
An investigation into the history of ownership of a property to check for liens, unpaid claims,
restrictions or problems, to prove that the seller can transfer free and clear ownership.

total debt ratio
Monthly debt and housing payments divided by gross monthly income. Also known as
Obligations-to-Income Ratio or Back-End Ratio.

variable rate
An interest rate that may change once an account opens.



Sellers

Sellers Page
We Know the Greater Vancouver Area Real Estate Market

The Greater Vancouver Area's real estate market is diverse and unique. Each community
has its own character that appeals to different buyers. To get the highest possible price for
your home, it's essential to reach the right buyers with the right message. With over 20 years
of construction experience and a deep understanding of the local market, | have the skills
and network to do just that.

Showcasing Your Home to Perfection

In today's fast-paced, visually-driven world, first impressions are everything. Every
detail—from stunning brochures and precise MLS listings to a robust online presence and
strategic advertisements—must highlight your home's best features. With my creative
expertise and attention to detail, | ensure your property stands out.

Dedicated Support Throughout the Process

From the initial paperwork and promotional strategies to the final steps of closing, |
personally oversee every aspect of your listing. This meticulous approach guarantees a
smooth transaction, leading to numerous referrals and repeat clients. Trust in my
commitment to make your home selling experience seamless and successful.

5 Tips to Increase the Value of Your Home
1. First Impressions are Everything!

A potential buyer steps out of their car, looks at your house, and their eyes light up. Your
yard is immaculate, the lawn perfectly mowed, hedges trimmed, and there's no oil spot on
the driveway. This “wow” moment sets the stage for their entire visit. First impressions can
significantly influence a buyer's perception and willingness to pay a higher price.

2. Freshen Up Indoors:

Have your rooms with freshly painted walls, clean baseboards, and an inviting atmosphere.
Fixing up holes and nails on the wall and applying a fresh coat of paint can transform your
home. This small investment makes your home feel newer and more appealing.

3. Engage a Listing Agent with a Marketing Plan:

Wondering how to get the most exposure for your home in the least amount of time? The
answer is a strategic partner who knows exactly how to get your home in front of the right



buyers quickly. A well-thought-out marketing plan ensures that your home reaches the ideal
audience in the shortest time possible.

4. Deep Clean Your Home:

Picture your kitchen with absolutely no spot or dirt, where every cabinet shines, and the floor
gleams. The primary bedroom and ensuite are pristine, making the entire house feel
meticulously cared for. A deep clean can significantly enhance your home's appeal, making it
more attractive to potential buyers. Take a picture of your house before and after a deep
clean, and you’ll see the huge difference.

5. Fix Up the Interior:

Fix anything that needs attention inside the home. If you have dim lighting, change it. If the
floors are worn, get new ones installed. If the exterior paint is chipped, give it a fresh coat.
These upgrades make your home stand out and appeal to buyers looking for a
move-in-ready property.

Ready to Sell Your Home?

Before you start, give me a call or fill out the form below. | can provide personalized tips and
tricks on what to do and what to avoid, ensuring you get the most money for your home. I'm
here to help you every step of the way.

[Insert Form Here]

Pricing Your Home

Pricing Your Home: The Art and Science



How to achieve the right price for your home

Pricing your home is both an art and a science. It requires objective research into
comparable properties and a keen understanding of the current market. The right price
should:

e Attract buyers
e Maximize your earnings
e Ensure a quick sale

Price is the primary factor buyers consider when choosing homes to view. Remember, while
you set the price, the buyer determines the value. Avoid the common mistake of overpricing,
which can ultimately cost you more.

The Importance of Proper Pricing
Properly pricing your home brings numerous benefits:

Faster Sale: A well-priced home sells faster, minimizing inconvenience.
Wider Exposure: Attracts more buyers and increases Realtor® responses.
Higher Offers: Generates more advertising calls and higher offers.

Better Value: Avoids the stigma of being "shopworn."

Most Common Reasons for Overpricing
Overpricing often stems from:

Over-improvement: Enhancements that exceed market expectations.
Personal Need: Financial needs driving a higher asking price.

High Original Purchase Price: Trying to recoup a high initial investment.
Lack of Data: Insufficient research on comparable properties.

Emotional Attachment: Sentimental value influencing price.

Opinions: Friends or family suggesting an inflated price.

Dangers of Overpricing
The initial weeks are crucial for generating interest. Pricing too high can lead to:

Reduced Interest: Buyers and agents avoid overpriced homes.

Appraisal Issues: Overpricing can result in loan rejections.

Stale Listings: Long exposure periods can deter potential buyers.

Wrong Buyers: Attracting buyers out of your home’s actual market value.
Increased Costs: Extra mortgage payments, taxes, insurance, and maintenance.

The Role of a Real Estate Agent in Pricing

A skilled real estate agent provides invaluable assistance:



e Comparative Market Analysis (CMA): Comparing prices of similar recently sold and
active homes to determine competition.

Market Insight: Understanding market trends and activity.

Strategic Pricing: Balancing market conditions and seller goals.

Marketing Plan: Effective exposure methods and financing alternatives.

Net Proceeds Estimate: Helping estimate potential earnings.

An agent has NO control over the market, only the marketing plan. Never select an agent
based on price.

Ready to Price Your Home Right?

Contact me today to discuss how we can strategically price your home for the best possible
outcome. Fill out the form below or call me directly, and let’s start your successful
home-selling journey.

Marketing Your Home:

Proven Strategies to Get Top Dollar

How to Reach Thousands of Buyers Instantly
Why settle for limited reach when you can tap into thousands of potential buyers?

Listing your home on the MLS means it's immediately visible to brokers and buyers,
ensuring your property gets the attention it deserves.

Our detailed photos and descriptions guarantee your home stands out in this daily-updated
catalogue.

Why 80% of Buyers Start Online — Are You Ready?

Did you know over 80% of buyers begin their home search online? Our listings feature
prominently on major real estate websites, giving your home unparalleled visibility. With



advanced tools like interactive maps and automatic email notifications, we keep potential
buyers engaged and informed.

First Impressions Matter — Make Yours Unforgettable

As soon as buyers drive by, our distinctive ‘For Sale’ sign grabs their attention. With a
brochure box filled with high-quality photo flyers, potential buyers can immediately take
home a lasting impression of your property’s best features, encouraging them to take the
next step.

How High-Impact Visuals Can Elevate Your Sale

First impressions are crucial. Once we receive your signed listing contract, we quickly
prepare professional color flyers that highlight your home’s unique qualities. Available at
open houses and distributed widely, these flyers ensure your home remains top-of-mind for
every potential buyer.

TAILORED MARKETING STRATEGY: Custom Plans for Unique Homes

Your home is unique, and so is our approach. We develop a personalized marketing plan
that combines traditional methods with cutting-edge technology, ensuring your home
reaches the right audience. From social media campaigns to virtual tours, every detail is
meticulously planned to maximize exposure and interest.

Are You Leveraging Social Media’s Full Potential?

Social media isn’t just a trend; it's a powerful tool for selling homes. We create targeted ads
and engaging content that capture the attention of potential buyers. Our digital strategies,
including SEO and PPC advertising, ensure your home is seen by those ready to make a
move.

CREATING MEMORABLE BUYER EXPERIENCES: Open Houses and Private Showings
Open houses and private showings are pivotal to selling your home. We organize and
manage these events to highlight your home’s best features, providing informative tours that
leave a lasting impression. From staging to creating a welcoming atmosphere, we make
buyers feel at home from the moment they walk in.



Why Regular Updates Are Essential for Your Peace of Mind

Transparency is key. You'll receive regular updates on your home’s marketing progress,
including feedback from showings and detailed reports on our activities. This ensures you
are always in the loop and can make informed decisions about your home sale.

Ready to Make Your Home the Star of the Market?

LET'S SHOWCASE YOUR HOME TO THE RIGHT BUYERS .Contact me today to discuss
how we can create a strategic, impactful marketing plan tailored to your home. Fill out the
form below or call me directly, and let's make your home selling journey a successful one.

[Contact Form Here]

Showing Your Home

First Impressions are Lasting Impressions
The exterior of your home often determines how buyers will view the interior, so:

Ensure your front entrance is clean and inviting.
Consider painting or replacing your front door if it's faded or worn.
Add some paint to shutters, trim, and any other exterior features showing signs of
wear.
e Add vibrant plants and put down some fresh mulch.

7 Proven Tips To Enhance Your Home’s Appeal and Capture Buyers’
Hearts

"How we live in a home and how we sell a home are often two different things." Try to see
your home with a fresh perspective and arrange each room to bring out its best attributes:



e Keep Windows and Floors Clean: Sparkling windows and floors create a positive
first impression.

e Replace Faded Wallpaper: Glue any areas that have come away from the wall to
refresh your space.

e Repair Worn Woodwork: Fix any damaged wood to maintain a polished look.

e Repaint Walls: Use neutral colors to appeal to a broader audience and make rooms
look fresh.

e Steam Clean Carpeting: Clean or replace carpets to ensure they look new and
inviting.

e Repair Minor Flaws: Fix loose knobs, sticking doors and windows, warped cabinet
drawers, broken light switches, and other minor issues.

e Check and Repair Caulking: Ensure bathtubs and showers are well-caulked to
prevent any signs of water damage.

Create a Welcoming Atmosphere

Open draperies and curtains to let the light in during the showing.
Remove all unnecessary clutter from your attic, basement, and closets to better
display spacious rooms.

e Arrange all your rooms neatly and remove excess furniture. Keep fresh, clean towels
in the bathroom. Use candles or air fresheners to make the room smell pleasant.

Lighting Tricks That Make a Big Difference in Showings

Strategically lighting your home, even during daytime showings, can create a cozy mood and
highlight positive attributes of each room:

Avoid overhead lighting that makes rooms look washed out and lifeless.
Arrange lamps to help smaller rooms seem larger and large rooms seem more
intimate.

e Use lighting to highlight the "living areas" of your home, such as a pair of chairs near
a fireplace or a table in a breakfast area.

9 Game-Changing Inside Tips

1. Clear all unnecessary objects from furniture throughout the house. Keep decorative
objects on the furniture restricted to groups of 1, 3, or 5 items.

2. Clear all unnecessary objects from the kitchen countertops. If it hasn't been used for
three months...put it away!



9.

Clear refrigerator fronts of messages, pictures, etc. A sparse kitchen helps buyers
mentally move their own things into your kitchen.

In the bathroom, remove any unnecessary items from countertops, tubs, shower
stalls, and commode tops. Keep only your most needed cosmetics, brushes,
perfumes, etc., in one small group on the counter. Coordinate towels to one or two
colors only.

Rearrange or remove some of the furniture if necessary. As owners, many times we
have too much furniture in a room. This is wonderful for our personal enjoyment, but
when it comes to selling, we need to thin out as much as possible to make rooms
appear larger.

Take down or rearrange certain pictures or objects on walls. Patch and paint if
necessary.

Review the house inside room by room. Paint any room needing paint, clean carpets
or drapes that need it, and clean windows.

Leave on certain lights during the day. During "showings" turn on all lights and lamps.

Have stereo FM on during the day for all viewings.

7 Essential Outdoor Strategies to Boost Curb Appeal

1.

Trim Landscaping: Reveal architectural details by trimming landscaping around
windows and other features. Visibility is key to attraction.

Clear Perimeter: Move all garbage cans, discarded wood scraps, and extra building
materials into the garage. A clean perimeter signals a well-maintained home.

Inspect Gutters and Roof: Check for dry rot and ensure gutters and the roof are
clean. This prevents potential issues and shows attention to detail.

Prune Bushes and Trees: Keep plants from blocking windows and maintain a tidy
appearance. Just like children, plants grow fast and need regular care!

Weed and Mulch: Keep all planting areas weeded and mulched. A freshly cut and
fertilized lawn, free of dead plants or shrubs, enhances appeal.

Clear Patios and Decks: Remove small items like planters, flower pots, charcoal,
barbecues, and toys. Store them in the garage to create an inviting space.

Paint and Trim: Check the paint condition of the house, especially the front door and
trim. Fresh paint significantly boosts curb appeal.

Use This Trick for Higher Home Sale Profits



Try to look at your house "through the buyer's eyes" as though you've never seen it or been
there before. Any time or money spent on these items will bring you back more money in
return, and hopefully a faster sale.

Nine-Minute Showing Drill

Occasionally you will receive a call to schedule a showing to take place within the next few
minutes. The following is a checklist for this type of situation:

Sound: Turn off the television and tune the radio (low volume) to a soft rock, middle
of the road, or classic rock station.

Sight: Turn on every light in the house (day or night) and open every drape and blind
(day time only).

Odors: Heat some frozen pastry slowly in the oven or heat a pan on the stove and
then drop in a few drops of vanilla.

Kitchen: Wipe kitchen counters, place dirty dishes in the dishwasher.

Bathrooms: Wipe counters, flush and close toilets.

Living/Family Rooms: Hide magazines, newspapers, and games; remove clutter.
Bedrooms: Straighten beds. Hide clutter under the bed (not in the closet).
Exterior: Put away toys and clutter. Keep the walk clear.

Children & Pets: They can be a distraction, so send them outside if possible.
Stepping Out for Success: Stepping out during a showing is incredibly important.
Even if the showing agent insists that it's okay to stay, it's best for you to leave.
Buyers need to feel emotionally connected to envision themselves living in your
home, and that’s difficult if the current owners are present. Please consider heading

into the backyard or taking a short trip to the store. Your effort makes a significant
difference in creating a welcoming atmosphere for potential buyers.

Boost Your Home's Value

Wondering what items will get you a higher chance of selling your house?

The answer is simple: “Only the ones that future buyers will also want and be willing to pay

for.

As a general rule, choosing functional over cosmetic and neutral over unusual or exotic will
pay off at resale. Taste and current trends also affect the value of an update. Unusual colors
have limited appeal.



Which updates will add the most value to your home?

Update Your Kitchen and Bathrooms: Whether a minor or major remodel, updating these
areas will yield a high return on investment. Stick to timeless updates while paying attention
to trends.

Increase Usable Space: Add an extra bathroom, upgrade or expand your kitchen and/or
master bedroom suite, add more closet space, or convert an unused space to a more
functional area, such as a spare bedroom to a home office or basement into the ultimate
hangout space.

Lighten and Brighten Your Rooms: Paint rooms white or a light color to neutralize your
space. Add skylights, windows, or French doors to bring in more light.

Revamp the Exterior: Updated landscaping will draw in buyers before they even walk
through the door. Keep your shrubs, trees, and grass trimmed and tidy. Add a splash of color
with vibrant plants or by painting the front door an eye-catching color. Consider adding a
focal point like a flagstone walkway or a water feature.

By following these tips, you can significantly enhance your home's appeal and value, making
it more attractive to potential buyers.

Free Home Evaluation

Discover Your Home's True Worth

Curious about your home's estimated value? Our FREE service provides an accurate and
up-to-date market value and suggested selling price for your property.

Simply fill out and submit the form below. We'll analyze comparables, local trends, and other
market data to provide a comprehensive estimate of your home or condo’s worth.

PRESALES

What Are Pre-Sale Condos?

A pre-sale condo is a property that is sold before it is completely built and often before
construction has even begun. When you purchase a pre-sale condo, you are essentially



buying the right to a future property. While you will eventually be responsible for paying the
full purchase price, you don't need to take out a mortgage immediately—only a deposit is
required.

Deposit Structure:

Initial Deposit: 5-10% of the purchase price at the time of purchase.

Additional Deposits: 10-15% paid in installments over the course of construction.
Deposit Security: Your deposits are held in a trust account until the project is
completed. If the developer does not follow through, your full deposit is returned.

Why Buy a Pre-Sale Condo?

Buying a pre-sale condo offers several key benefits:

Brand New Property

Take possession of a brand new property upon completion.
Customization Options

Customize your suite in ways often unavailable in the resale market.
Price Lock-In

Lock in a price at the time of purchase, potentially benefiting from a rising real estate market
without immediate costs of mortgage payments, property taxes, and maintenance fees.

Available Pre-Sale Listings

Featured Listings

e Showcase your top pre-sale listings here with brief descriptions and attractive
images.

View All Listings

e [Link to a sub-page where users can see all pre-sale listings]

Is It Safe to Buy a Pre-Sale Condo?



The pre-sale market in British Columbia is governed by the Real Estate Development
Marketing Act (REDMA), providing significant protection for buyers.

Key Protections:

1. 7-Day Rescission Period: Buyers can cancel the contract within 7 days after the
offer is accepted, for any reason.

2. Deposit Security: Deposits are held in a lawyer’s trust account until construction is
complete.

3. Disclosure Statement: Developers must provide a disclosure statement containing
crucial information about the property.

Investor Advantages

Pre-sale condos offer several attractive features for investors:

Leverage

Secure a property with a small deposit and benefit from potential property value increases.

Low Hassle Investing

Benefit from capital appreciation without dealing with tenants, property taxes, and
maintenance fees during construction.

Warranty Protection
All pre-sale properties come with BC’s 2-5-10 Year Home Warranty Insurance.

Popularity with Tenants

Newer buildings are attractive to tenants, offering modern amenities and requiring less
maintenance.

Higher Rent Potential

Tenants often pay a premium for newly constructed suites.

FAQs About Pre-Sale Condos

What is a pre-sale condo?



A unit sold before its construction is completed, allowing buyers to invest in property
development early.

How does the deposit structure work?

Typically ranges between 5-20% of the purchase price, paid in installments and held in a
trust account until completion.

What are the benefits of buying a pre-sale condo?

Newer properties with modern amenities, potential for customization, and possible property
value appreciation.

Can | sell my pre-sale contract before completion?

Yes, this is known as an assignment, but it's subject to developer approval and may involve
fees.

Are there any risks involved?

Risks include construction delays, market condition changes, or differences in the final
product from initial plans.

What legal protections do buyers have?
REDMA provides protections including a 7-day rescission period and secured deposits.

How can | finance a pre-sale purchase?

Typically involves securing a mortgage closer to the completion date, with initial deposits
required upfront.

What should | look for in a pre-sale contract?

Important details like completion dates, deposit structure, warranties, and assignment rights.

How do GST and property taxes apply?

GST applies to new properties, and buyers may be eligible for rebates. Property taxes are
applicable once you take possession.

Addressing Common Objections

Risks of Pre-Sales



Delays: Monitor construction progress and plan for potential delays.
Price Volatility: Be aware of market fluctuations and their impact on your investment.
Unknown Quality: Ensure the developer has a good reputation and review the
disclosure statement thoroughly.

e Financing Concerns: Get pre-approval for your mortgage and ensure you can
finance the final purchase.

e Legal and Contractual Worries: Work with a real estate lawyer to understand the
contract and your rights.

Ready to Invest in a Pre-Sale Condo in Vancouver?

If you're ready to explore pre-sale opportunities, let's get started. Contact me today to
discuss your goals and find the perfect pre-sale condo for you. Fill out the form below or call
me directly. | will be happy to assist you.

[Contact Form]

Presale Listings

[ Listings]

Guide to Buying a Pre-Sale Condo

investing in a pre-sale condo allows you to benefit from today’s market rates while your
property appreciates in value.

Imagine living in a brand-new home designed to your taste, featuring contemporary
amenities and minimal upkeep. This investment not only boosts your rental income but also
speeds up your journey to building a successful real estate portfolio.

but it requires careful planning and understanding of the process. Here's a comprehensive
guide to help you navigate through buying a pre-sale condo in Vancouver or across British
Columbia.

11 steps you need to take to buy a Pre-Sale Condo

Step 1: Understand What Pre-Sale Condos Are



Pre-sale condos are properties that are available for purchase before construction is
complete. By purchasing a pre-sale, you secure a future property at today's prices, often with
the ability to customize finishes and layouts.

Step 2: Research the Market

Gather information about the Vancouver and BC real estate markets. Investigate different
developments, locations, and the reputations of builders and developers. Look at
comparable properties and current market trends to make an informed decision.

Step 3: Financial Assessment

Assess your financial readiness. This includes setting a budget, getting mortgage
pre-approval, and understanding the long-term financial implications of buying a pre-sale
condo. Consulting with a mortgage broker and a financial planner can provide clarity on what
you can afford.

Step 4: Learn the Process

Familiarize yourself with the pre-sale buying process. This includes understanding the
payment of deposits, contract details, relevant legislation, and your obligations as a buyer.

Step 5: Location and Property Selection

Choose a location and specific project based on amenities, transportation links, and potential
for property value growth. Consider factors such as neighborhood development plans and
proximity to essential services.

Step 6: Choose and Purchase a Unit

Visit the developer's presentation center to review floor plans and price points. Once you
select a unit, review the presale contract, disclosure statement, and other related
documents. Seek assistance from your Realtor and lawyer to understand the terms and
conditions.

Step 7: Due Diligence — 7 Day Rescission Period

After your offer is accepted, you have a 7-day rescission period to cancel the contract for
any reason without penalty. Use this time to confirm financing, review the purchase contract
with your Realtor and lawyer, and conduct any other necessary due diligence.

Step 8: Monitor Construction Progress

Keep track of the construction progress and plan for potential delays. Stay in regular contact
with the developer for updates on timelines and completion dates.

Step 9: Prepare for Completion



As the completion date approaches, prepare for the final payment and mortgage
arrangements. Plan your move and make any necessary adjustments to your living situation
or financial plans.

Step 10: Final Inspection or Deficiency Walk-Through

Before taking possession, conduct a thorough inspection of the property to identify any
deficiencies or uncompleted work. Ensure all issues are addressed by the developer before
the completion date.

Step 11: Completion Date and Possession

Complete the financial transaction, take possession of your new condo, and enjoy your new
home.

3 Common Misconceptions About Buying Pre-Sales

1. Guaranteed Profitability: No investment is guaranteed to make money. Market
conditions can change.

2. Walking Away Without Penalty: Buyers are generally bound to complete the
purchase unless they exercise the rescission period within 7 days.

3. Guaranteed Quality: The final product may differ from the model suite. Always
review the disclosure statement and contract details.

Detailed Benefits of Buying a Pre-Sale Condo in Vancouver

Financial Flexibility: Manage finances better with staggered payment plans.
Warranty Protection: New condos come with a comprehensive warranty.
Energy Efficiency: Modern energy standards result in lower utility bills.
Choice Locations: Opportunity to live in emerging neighborhoods.

Facts and Myths About Presales

Fact: Deposits for presale condos are held in trust accounts.

Myth: All presale condos come fully furnished.

Fact: Presale contracts can often be assigned, but this requires developer consent.

Myth: The display suite perfectly represents your final unit.

3 Mistakes to Avoid When Buying Presale



o Not Reading the Fine Print: Always review the disclosure statement and
understand the terms.
Skipping Research: Investigate the developer’s track record.
Overextending Financially: Have a financial buffer and do not max out your budget.

Financial Insights: Making the Most of Your Presale Purchase

e Leverage the Presale Deposit: Use the time between deposit and final payment to
grow your funds.
Understand Taxes: Be aware of GST and property transfer taxes.
Mortgage Strategy: Lock in a mortgage rate closer to completion.

Financing Options for Presale Condos in Vancouver

Explore traditional mortgages, lines of credit, and special programs for first-time
homebuyers. Consult with a mortgage broker familiar with presales early in the process to
secure the best rates.

Developer Insights: Choosing the Right Partner for Your Investment

Past Projects: Review the developer’s previous projects for quality and reliability.
Financial Stability: Ensure the developer has a solid financial background.
Transparency: Choose developers who are open about their plans and potential
changes.

Legal Considerations and Protections for Vancouver Presale Condos

Understand the legal framework surrounding presale condos, including the 7-day rescission
period and the developer’s Disclosure Statement. Seek legal advice to interpret contracts
and protect your investment.

Vancouver Presale Condo FAQs

When buying a presale condo, does a buyer sign a contract prepared by
the developer or by their buyer's agent?

In most cases, the developer's contract is used. It's highly recommended to have a Realtor
represent you in purchasing a presale to ensure your interests are protected.



Can | put subjects in my presale condo purchase contract?

Yes, but it might be redundant as presale condos in BC have a 7-day rescission period,
allowing buyers to cancel the contract within seven days of acceptance.

What is the Typical Deposit Structure for Presale Properties?

Deposits typically range from 5% to 35% of the purchase price, paid in installments over 18
to 24 months.

Why do preconstruction deposit structures vary in British Columbia?

Deposit structures vary based on certainty, perceived risk by the developer, lender
requirements, location, and price.

Can you sell a presale condo?

Yes, this is called a presale assignment of contract. It depends on the developer's approval
and the terms in your purchase contract. contact the developer to see if they are currently
allowing assignments or not.

Interested in learning more about how presales can benefit your situation?
Contact me at 111-222-3333 or fill out the form below. I'm here to help!

Presale Condos VS Resale Properties

Presale vs. Resale: Which Is Better for You?

Purchasing a property is a significant decision, whether for your dream home or as an
investment.

Are you unsure whether to buy a presale or a resale property? Do you worry about finding
the best deal, managing financing, and ensuring long-term value?



Understanding the differences between presale and resale properties can help you make an
informed choice that aligns with your goals and circumstances.

Why Presale Properties Could Be the Right Choice for You

Flexibility

Presales offer a 2-3 year project completion timeframe, allowing you to prepare for a move
without rushing. Investors can manage their portfolios efficiently by planning ahead.

Warranty Protection

In British Columbia, all presale properties come with a comprehensive home warranty
program regulated by the provincial government. This includes:

1-year comprehensive protection from completion
2-year mechanical, electrical, and plumbing warranty
5-year building envelope warranty

10-year structural warranty

Customization

Presales allow you to customize your unit to your liking, from finishes to upgrades, which is
often not possible in the resale market.

Leverage

A presale property can offer significant returns if property values increase before completion.
Additionally, non-resident Canadian citizens can benefit from lower down payments
compared to built properties.

Hassle-Free Investment

New properties typically come with fewer maintenance issues, making them attractive to
tenants and ensuring higher rents.

Why Resale Properties Could Be the Right Choice for You
Price Advantage

Resale properties are generally priced 25-30% lower than presale properties. You can also
negotiate with sellers, potentially reducing costs further.

Immediate Availability



Resale properties are ready to move into immediately, with no risk of construction delays.

Established Value

You can view the property before buying and have a clear understanding of its market value,
locking in mortgage rates and knowing the exact costs involved.

Risk Management

Resale properties allow for better risk management. You can review strata documents,
understand the building's history, and avoid unforeseen issues.

Comparison Table

Factor

Price
Availability
Customizatio
n

Warranty

Risk

Investment

Negotiability

Maintenance

Financing

Tenant
Appeal

Presale

Typically higher; priced at future
market value

Available after construction (2-3
years)

High; options to choose finishes
and upgrades

Comprehensive (1-2-5-10 years)

Construction delays, market
changes

Potential for high ROI before
completion

Limited; prices set by developer
Low; new construction

Staggered deposit payments

High; new amenities and modern
designs

Resale

Generally 25-30% lower; based on
current market

Immediate

Limited to existing features

Varies; typically less comprehensive

Established market value, known
condition

Stable investment with immediate
rental income

High; prices can be negotiated with
sellers

Variable; depends on age and
condition of property

Full payment or mortgage required
at purchase

Varies; depends on property
condition and features

Common Misconceptions About Presale and Resale



Presales Are Always Profitable
While presales can offer high returns, they are not guaranteed to be profitable.

Buyers Can Walk Away if Values Drop
If the value of a presale condo drops, buyers are still obligated to complete the purchase.

Customization Means No Surprises
Even with customization options, the final product may still differ from the initial plans.

4 Bonus Tips for Resale Properties

Learn to Love No Photos: Properties without photos often have less competition.
Buy Newer: Properties built within the last 10 years come with warranties and
modern construction standards.

e Buy Into a Larger Strata: Lower unit entitlement in larger stratas means lower strata
fees.

e Follow the Hype: Invest in areas where large developers are planning new projects
for potential infrastructure benefits.

Financing Tips

e Resale Properties: You can get a pre-approval or rate hold for 120 days.
e Presale Properties: Pre-approvals with longer rate holds (up to 36 months) are
available for TD-approved sites.

Important Considerations

When deciding between presale and resale properties, consider your financial situation, risk
tolerance, and long-term goals. Both options offer unique benefits and potential drawbacks.
For personalized advice and detailed market insights, contact us today!

Call to Action

Are you interested in learning more about how presales can benefit you? Contact us at
111-222-3333 or fill out the form below. We're here to answer any questions you have and
help you make the best decision for your situation.

Presale Assignments

Maximize Your Investment Returns with Pre-Sale Condo Assignments



The Vancouver pre-sale condo market is a goldmine for savvy investors. One of the most
lucrative opportunities is in pre-sale condo assignments. Here’s what you need to know to
tap into this profitable venture:

What is a Pre Sale Condo Assignment?

A Pre Sale Condo Assignment is when the original buyer (Assignor) sells their rights to a

future condo to another buyer (Assignee) before the condo is completed. This means the

Assignor transfers their purchase contract to the Assignee, allowing them to take over the
rights and obligations of the original purchase.

Are Assignments Safe?
Absolutely, BUT there are crucial steps to follow:

e Expert Realtor Guidance: Pre-sale condo assignments are complex transactions.
Working with a Realtor who specializes in these assignments can help you navigate
the process smoothly and avoid potential pitfalls.

e Legal and Financial Review: It's essential to have a lawyer review your contract to
ensure all legal aspects are covered. Additionally, consult with an accountant to
understand the tax implications involved in buying a pre-sale condo assignment.

Why Consider Presale Condo Assignments?

e Leverage Market Appreciation: By buying an assignment, you can potentially
benefit from the property’s market appreciation without the initial waiting period of the
pre-sale phase.

e Flexible Investment Opportunities: Assignments offer flexibility, allowing you to
enter and exit the market based on your investment strategy.

Interested in Learning More About Presale Assignments?

If you’re considering purchasing or selling a pre-sale condo assignment in Vancouver, you
need expert advice tailored to your specific needs. Our team is here to guide you every step
of the way.

Please fill in the form below or Call us at 111-222-3333.

We are dedicated to helping you make informed decisions and maximize your investment
potential in the presale condo market.

About me

Is Buying or Selling in Vancouver’s Real Estate Stressing You Out?

Finding the perfect home or getting the best price for your property can feel overwhelming.
The real estate market is complex and ever-changing, making it easy to feel lost or anxious
about making the right decisions.



You deserve a transparent, trustworthy real estate agent who clearly explains everything
along the way and finds the right home based on your needs.

Why Choose Me as Your Real Estate Partner?

With over 20 years of construction experience and a passion for real estate, | have the
knowledge and skills to turn your real estate dreams into reality. My deep understanding of
property structures and market dynamics ensures you receive the best advice and support
every step of the way.

How | Make Real Estate Easy for You

e Expert Guidance: My construction background provides me with unique insights that
can help you identify the strengths and potential issues of a property.

e Personalized Service: | focus on your unique needs, providing tailored advice and
support to ensure you make informed decisions.

e Transparent Approach: Honesty and transparency are at the core of my service. |
keep you informed and confident throughout the process.

e No-Pressure Experience: My goal is to make your real estate journey as smooth
and stress-free as possible.

My Promise to You

Imagine the moment you open the door to your new home, the sunlight streaming in, and
you take a deep breath, knowing this is your space. The joy on your face, the relief in your
heart—that's the moment | strive to create for you.

| promise to be with you every step of the way, ensuring you feel supported, informed, and
confident. Whether you're navigating the purchase of your first home or selling a cherished
property, | am here to make the process seamless and rewarding.

Ready to Start Your Real Estate journey?

Are you ready to start your real estate journey with a trusted partner by your side? Contact
me today at [Your Contact Information] or fill out the form below to get started. I'm here to
answer any questions you have and provide the guidance you need to make your real estate
dreams come true.



FAQs

Buying Process
What is the timeline for purchasing a property?

1. Date of Acceptance: This is when the buyer and seller agree on a price and
conditions. Most offers are conditional, meaning buyers agree to buy if satisfied with
the home's condition and documentation. Typically, buyers have a week to satisfy
these conditions, but this can vary.

2. Subject Removal Date: The end of the conditional period when the buyer removes
the conditions from their offer. By removing the conditions, the buyer agrees to pay
the purchase price on the Completion Date unconditionally. If conditions are not met
or removed, the deal collapses.

3. Completion Date: This is when the buyer pays the purchase price and becomes the
registered owner. The seller receives the purchase price and gives up ownership, but
the buyer does not move in on this date.

4. Possession Date: Move-in day starts from 12 noon on the Possession Date. The
seller must have all possessions moved out by this time.

What is a credit score?

A credit score shows how a home buyer has paid their bills. Credit scores range from 300 to
900. If a home buyer has paid their bills on time and not missed any payments, their credit
score will be higher than a home buyer who is consistently late in making payments, missed
payments, or has had a bankruptcy. The higher a home buyer scores, the better it looks to
lenders concerned about not getting the money they lend back.

How does your credit score affect home buying in Vancouver?

A credit score will affect how much a home buyer can spend on buying a property in
Vancouver. The better the credit score, the lower the interest rate, and the lower the interest
rate, the more a home buyer can borrow. Conversely, the lower the credit score, the higher
the interest rate, and the less a home buyer can borrow. If the credit score is too low, a
prospective home buyer may be unable to borrow any money for a property.

What is a leaky condo and how can | avoid buying one?

Leaky condos are a significant concern in Vancouver, stemming from building code changes
in the 1980s that required airtight walls unsuitable for the region's rainy climate. To avoid
buying a leaky condo:

1. Use a qualified, experienced realtor: They should specialize in the area and know
which buildings have had issues.

2. Read strata documents and engineering reports: Look for references to leaks and
repairs.



3. Make your offer subject to inspection by a certified home inspector: This is the
cheapest insurance against buying a leaky condo.

4. Ask questions: Clarify any doubts with your realtor or home inspector. Always be
proactive in seeking information.

Why are there leaky condos in Vancouver?

In response to the energy crises of the 1970s and 1980s, Canada changed building codes to
increase energy efficiency by mandating airtight walls. While effective in colder, drier regions,
this approach failed in Vancouver's temperate rainforest climate, leading to water ingress,
mold, and rot. Buildings constructed between 1981 and 1999 are particularly at risk, and
fixing these issues often requires expensive repairs. When buying an older condo, be
mindful of the building envelope system and consider rain screen technology for protection.

Pet Restrictions
Can | buy a condo if | have a pet?

Always read strata bylaws before purchasing a condo to ensure your pet is welcome.
Overlooking pet restrictions can be costly. Strata bylaws can restrict pets based on size,
number, breed, or weight. It's essential to check these bylaws and strata minutes for any
impending changes. Always confirm pet policies to avoid unexpected and expensive
surprises.

Should I sell my Vancouver condo now?

The decision to sell is rarely solely based on the Vancouver real estate market. It often
depends on personal, taxation, or investment reasons. To determine the best time to sell, it's
essential to stay updated with current market trends and consult with a realtor.

When is the best season to sell a condo?

The best time to list a property for sale in Vancouver is during the Spring (April, May, June,
and July) when buyer activity peaks. The second-best time is in the Autumn (September to
late November). Summer and Winter are generally quieter due to vacations and holidays,
respectively. However, the overall economy can influence these patterns, making some
seasons more favorable than others.

Why is Spring the best selling season?

e Increased Buyer Activity: More buyers are actively looking, leading to higher
competition and better offers.
Ideal Weather: Brighter weather makes condos look more appealing.
Convenient Moving Time: Buyers prefer to move during summer breaks to avoid
disrupting their children's school year.

Is now the time to sell your Vancouver condo?



Consider your personal needs and consult with your realtor to make an informed decision.
The state of the economy can significantly alter typical seasonal patterns, so it's essential to
stay flexible and informed.

Mortgage Penalties
How to Avoid Mortgage Penalties

When a borrower gets a mortgage on a property, they sign a contract (the mortgage) that
commits them to pay the lender a series of payments over a specified period. If the borrower
wants to end this contract early, the lender has to be compensated through a mortgage
penalty. Here's how to avoid or minimize these penalties:

1. Talk to Your Mortgage Lender First: Understand the types of penalties involved.
Variable rate mortgages generally incur a penalty of three months' interest, which is
usually lower than the penalties for fixed-rate mortgages, which can involve an
Interest Rate Differential (IRD).

2. Understand Interest Rate Differential Mortgage Penalties: An IRD is a
compensation charge that applies if you pay off your mortgage principal before the
maturity date. It's calculated based on the difference between your existing mortgage
interest rate and the rate the lender can now charge for re-lending the funds.

3. Get Penalty Information in Writing: Always get written confirmation from your
lender about the penalties involved in ending your mortgage early. Verbal assurances
are not reliable.

4. Consult Your Accountant for Investment Properties: If you're selling a revenue
property, there may be tax implications. Always consult your accountant to
understand these implications.

Feel free to contact me if you have any questions about avoiding mortgage penalties.

Contact us

We'd Love to Hear from You!

We’re here to help with all your real estate needs. Whether you have questions, need
advice, or are ready to take the next step, reach out to us!

Contact Information

e Phone: [Insert Phone Number]
e Email: [Insert Email Address]



e Office Location: [Insert Office Address]
e Follow Us: [Facebook, Instagram, LinkedIn]

Contact Form
Fill out the form below, and we’ll get back to you as soon as possible:

Name: [Input Field]

Email: [Input Field]

Phone Number (Optional): [Input Field]
Message: [Text Area]

[Submit Button]

Personal Analysis:

I’'m struggling to find a good headline for the homepage of the website.
The problem with most of the other real estate websites are that their headlines are all
similar to each other, and vague — “find your dream home” or something like that.
So | decided to use a headline where they feel that the journey they are gonna be in is
gonna be smooth. | went through some of Eugene Schwartz copies, looked at the headlines
and stole my headline from one of his.
| also analyzed the old swipe file copies and found some other headlines:

e Enjoy a seamless journey to your vancouver home.

e Your ideal vancouver home, within reach

e The sheer joy of finding a place that fits you perfectly

e Every step of the journey, handled with care

e Experience the ease of finding a home

e Simplified Home Buying in Vancouver

e The Joy of a Home That Completes You



e Step Into the Comfort of Your Dream Home Journey
e Experience the Smooth Journey to Your Future Home

e Your Home Buying Journey is stressfe
ENJOYABLE

e Handling the Buying Process is ©verwhetming , Manageable

e Enjoy the Serenity of Finding Your Future Home

e Ready to Enjoy the Smooth Transition to Your New Vancouver Home?
e Ready to explore a transparent home-buying process?

e Ready to find your ideal home without the usual headaches?

e You Can Find, Buy, and Move Into Your Perfect Home And Never Regret a Single
Step

e Find, Buy, and Enjoy Your Perfect Home Without Any Second Thoughts

e Will Your Next Move Be to Your Ideal Home?

I’'m not sure if these are better than my headline or not.

For the different headlines of my copy, | had Professor Andrew’s Mega Hooks Library doc
always open and | used them to come up with good hooks for my headlines.

But for some of the parts | used chatgpt.

For the first homepage, | wrote the whole part on a piece of paper first, then gave it to chat
gpt to improve it, went back and forth with it and created the first draft, but for the other parts,
| used the content from the top player, improved the content by using chat-gpt and modified
some parts myself since chat gpt sometimes acts stupid.

For some parts of the copy, like this one “ The path to buying a property, especially if you are
a first-time home buyer, is like finding a treasure on a vast island at night! You need a torch
with a strong range of light and a detailed map for it!” , I'm not sure if this is a good idea to
mention an example like this in the copy or not, | could go simple, but | wanted to create a
picture in their mind to see the similarity between finding a home and a treasur
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