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 GUIDE TO HOME OWNERSHIP 
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FOREWORD  
 

This guide has been prepared to introduce the 
process  of home ownership.  

  
We have attempted to be as accurate as possible.   
Please note that different  programs and legisla-

tion affecting various aspects of real estate 
change frequently. 

 
The reader should always verify any information 

regarding any concerns that he or she may 
have with an appropriate source, be it a 
Realtor, Lawyer,  Financial Institution,    
Government Agency or other source. 
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ABOUT KELLER WILLIAMS REALTY 
 
Often, we judge the caliber of people by the company they keep – this is why We want 
to tell you a little bit about Keller Williams Realty and our office within the                     
Keller  Williams system. 

Keller Williams® Realty was founded in Austin, Texas in 1983 with the specific premise 
that buyers and sellers deserve the best service for their real estate needs. That found-
ing premise has been a major factor in the continued growth of Keller Williams® across 
North America.  Two visionaries lead Keller Williams® Realty – Gary Keller, founder 
and Chairman of the Board, and Mo Anderson, Chief Executive Officer. 

Because each Keller Williams® Market Centre has grown within its respective        
community, Keller Williams® real estate agents have intimate knowledge of each   
community's character, mood, and growth potential. Due to the fact that the majority of 
Keller Williams® Associates live in the communities and neighborhoods they serve, 
they are eager and capable of tackling unique challenges that families encounter when 
selecting new homes. 

At Keller Williams® Realty, we are Real Estate Consultants .  We are not agents.  We 
are not salespeople.  What this means is that we build fiduciary relationships with our 
clients.  A fiduciary is someone who represents your best interests. 

We are a profit-sharing company where Associates are in partnership relationships with 
the owners; this means that everyone at Keller Williams® Realty wants your home to 
sell because everyone benefits.   

The Keller Williams culture is based upon a belief system that is 
summed up by this  acronym: WI4C2TS: 

  Win-Win,   or no deal 
 

  Integrity,   do the right thing 
 

  Customers,   always come first                                  
  Commitment,   in all things 
 

Communication,  seek first to understand 
 

  Creativity,    ideas before results 
 

  Teamwork,   together, everyone achieves more 
 

  Success,   results through people 
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INTRODUCTION 
 
  Welcome to The Barrington Team comprehensive guide to buying your 
home.  At times, the process of purchasing a home may seem to be some-
what overwhelming.  Let The Barrington Team  help you understand the 
home-buying process every step of the way.  It is really just a number of 
small steps that lead to finally getting the keys to your own home.  Here is 
a brief overview of the home-buying  process. 

Where does one begin? 
  Right here!  Often, the best first-step is to select a real 
estate agent or  Realtor.  There are literally thousands of 
Realtors in the greater Toronto and surrounding area.  
Basically, there are sales representatives and              
consultants.   

The salesperson  just wants to sell you something 
(anything) and then move on to the next customer.   

  A Consultant  has a different view of real estate and a very different    
methodology.  The Consultant’s goal is to achieve the client’s goal, now 
and in the future.  Unlike the salesperson, who is already looking for the 
next “deal”, the Consultant’s vision is life-long.  While many salespeople 
use as much as 80% of their time and money constantly seeking new  
business from the general public, a Consultant relies on building lifetime                 
relationships with people and uses the majority of his or her time and      
resources to satisfy the needs of their valued clients.   

By doing the job right and by delivering  

“World Class Service”, the Consultant  

doesn’t need to spend time and money scrambling for 
new  business.   

The Consultant can rely on repeat business and 

 referrals from satisfied, life-long clients. 
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THE NEXT STEP 
  Talk to us, your Real Estate Specialists.  Although this guide will help you 
to learn the basics about purchasing a home, if, at any time, you have any 
questions or concerns, please feel free to give The Barrington Team a call 
at 416.445.8855,  

Our Team policy a member of the Team is always available to 
help answer your questions when you call.   
Your next step is to determine your financial situation.   

Know your  income, assets, liabilities and monthly payments etc.  

Financing 
  When it comes to financing your home ~ usually in the 
form of a mortgage ~ there are dozens of companies 
and resources available to you - each competing for 
your business.  As your Consultant, we have greater      
awareness and access to the marketplace and can oft en get financing 
for you with better terms or rates.  Frequently, we have been able to get 
superior terms for our clients through the very same institution that has       
already pre-approved them.   

Be aware!  Certain financial institutions are limited in what types of           
financing they can offer by law.  Depending on your circumstances, they 
may not be able to provide you with the mortgaging that would best suit 
your needs.  They will not point you in the right direction if they can provide 
financing on their terms. 

  During our initial meeting, feel free to let The Bar rington Team  
know your wishes and dreams (as it relates to your new home).   

Think about all that you want in your home and keep  a list.  Bring it 
along and together we will do everything in our pow er to make as 
much “dream come true” as we possibly can.  By anal yzing the    

market, we can scope the homes that are available i n the various 
neighbourhoods to match your needs as closely as po ssible, at a 

price we know you can comfortably afford.   
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THE SEARCH BEGINS! 
  Once we have established your requirements,  
The Barrington Team  will present only homes that we feel 
match your criteria. We will escort you on an orientation 
tour ~ virtual, electronic and/or physical ~ of different styles of homes in 
selected neighbourhoods within the price range that you have established.  
This orientation will help you determine exactly what type of home you are 
looking for and also the condition, location, lot size and other features that 
are important to you.  Don’t be afraid to open the closets or ask questions.  
Remember, when you are making home-buying decision, there is no such 
thing as a ‘dumb’ question.  The only dumb question is the one that isn’t 
asked!         
 

Making an offer 
  Once you are confident that you have found the 
home that suits your needs, we will draw up an 
Agreement of Purchase and Sale. If you have any 
questions or concerns at any time you should  
consult your lawyer.  This is a legal document and will become the contract 
once Purchaser and Seller agree on its contents. This document will list 
the price, closing date, extras and appliances that are included, and also 
have any conditions that must be met before you have a firm and binding 
agreement.  These conditions are things such as getting mortgage          
financing, home inspection, survey, etc.  
 
  Once all of the conditions have been satisfied and the contract is "firm" 
the buyer will meet with a lawyer who will then start working to prepare all 
the documents necessary for the property to be sold with "clear title" on the 
closing date. 
 
  While a salesperson may feel that his or her work is finished when the  
contract is firm, and be off looking for the next ‘deal’, a consultant’s work is 
life-long.  Throughout the transaction and beyond, The Barrington Team 
will be available and at your service to rectify any challenges or problems 
that may crop up.  When in doubt – call The Barrington Team!  
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LOOKING DOWN THE ROAD ….  

Taking Possession of Your Home  

(The Completion Day) 
  A day or two before you take possession of your 
home, you will meet with your lawyer to sign the final 

documents such as a deed, mortgage papers and also to pay the balance 
of your down payment and costs associated to completing the sale. 
On the ‘big’ day, the lawyer or their representatives will meet at the       
Registry Office to register the sale of the property, exchange money,       
paperwork and keys.  The keys will usually be back in the lawyer's office 
by 5:00 PM for you to pick up and move into you new home! 
 
  This is just a brief overview of the home buying pro cess.  The guide 
that follows will give you a more in-depth review o f the  information 
that you need to find the home of your dreams. 
 

   We hope that this guide is of assistance to you on you r home 
search.  We welcome the opportunity to be of servic e to you in 

achieving your real estate goals. 
 
 
 
 
Sincerely, 
 
The Barrington Team 
Your Consultants ... For Life! 
Sales Representatives for Keller Williams Referred Realty Inc., Brokerage     
 
 

    info@thebarringtonteam.com    416.445.8855  TheBarr ingtonTeam.com   



  

THE ROAD MAP TO YOUR HOME!  
 

   “If you don’t know where you’re going… you’ll probably end up 
somewhere else.”  Taken from a book title, this quote 
conveys a very simple message  – To achieve an 
objective – create a plan! 
   If you plan to buy a home soon, you will need to know 
“where you are going”.  For a most enjoyable home-
buying experience, first build a road map to your new 
home, a list of priorities that will lead you to your 
objective – a new home!  
 

   The first priority is time frame.  Write down the date by 
which you would like to  move in to your new home:   
  Keep in mind that it may take 30-90 days (or more) to locate 
the right home, secure financing, and complete the home-
buying process.  
   The next priority is to develop a detailed description of the 
home you hope to find.  The following page contains a Home 
Search Criteria form to help you distinguish between “Need 

to Have” features and “Nice to have” features.  Be Specific.  Include 
architectural style, number of bedrooms and baths, location, lot size, and 
other special requirements.  Number your preferences in order of greatest 
importance to you.   
  This form, along with the information you share during our initial 
consultation, will enable us to narrow the home search.  We will take this 
information and enter your requirements into the Multiple Listing Service 
(MLS) system. We will use The Barrington Team’s personal market 
knowledge to come up with a list of those homes that best meet your 
needs and wants.   
During the home search, we will…  
· Discuss the benefits and drawbacks of each home in relation to your 

specific needs. 
· Keep you informed on a regular basis. 
· Check the MLS database and with other brokers regularly for new 

listings. 
· Prepare a list of all homes that best meet your needs and wants. 
· Keep you up to date on changing financial conditions that may affect 

the housing marketing. 
· Be available to answer your questions or offer assistance regarding 

your home purchase. 
· Discuss market trends and values relative to properties that may be of 

interest to you. 
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  THE NEIGHBORHOOD 
   There are many factors to consider when selecting a neighborhood that 
is right for you.  Below are just a few of the many factors -- You may think 
of others that are important to you.  Please write them on your Home 
Search Criteria form so they do not get forgotten. 
 
   Neighborhoods have characteristic personalities designed to best suit 
single people, growing families, two-career couples, or retirees.  
Investigate to determine if the neighborhood matches your lifestyle and 
personality. 
 
Scout out the Neighborhood! 
   It is important that you scout the neighborhood in person.  You live in 
more than your house.    
 
· Talk to people who live there.   
· Drive through the entire area at different times of the day, during the 

week and on weekends.   
· Look carefully at how well other homes in the area are being 

maintained; are they painted, are the yards well cared for; are parked 
cars in good condition, etc. 

 
Neighborhood Factors to Consider  
 
· Look for things like access to major thoroughfares, highways, and 

shopping.   
· Listen for noise created by commerce, roads, railways, public areas, 

schools, etc.   
· Smell the air for adjacent commerce or agriculture.   
· Check with local civic, police, fire, and school officials to find 

information about the area.   
· Research things like soil and water.   
· Look at traffic patterns around the area during different times of the 

day and drive from the area to work.   
· Is the neighborhood near parks, churches, recreation centers, 

shopping, theaters, restaurants, public transportation, schools, etc.?   
· Does the neighborhood belong to a Homeowner’s Association? 
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BUYER HOME SELECTION CHART 
 

1.  Describe the IDEAL home - # bedrooms?  baths?  fireplace?  eat-in 
 kitchen?  Recreation room?  etc.? 

 

 

 

 

 

2.  What type of home is OK - detached?  link?  semi?  freehold?  condo?  
 bungalow?  2 stories?  split? 

 

 

 

 

 

3.  Are schools a concern?  Now?  In a few years?  Separate?  Public?  
 French Immersion? 

 

 

 

 

 

4.  Other than your down payment and closing costs, do you have        
 additional funds for improvements? 
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5.  How much work would you be willing to do to the home?  Do you have 
 ‘handy’ friends or relatives? 

 

 

 

 

 

6.  What features of a home seem most important to you?  Location?  
 Size?  Appearance?  

 

 

 

 

 

 

7.  Is the outside of the home more important, or the inside?  Lot size vs. 
 Layout?  Decor vs. Landscaping? 

 

 

 

 

 

 

8.  What NEIGHBOURHOODS will you consider for your new home? 
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9.  Other concerns?  Special needs?  Proximity to transportation? 

 

 

 

 

 

 

 

10.  When would you like to move into your new home?        
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 REASONS TO BUY A HOME 
 
 
 
 
 

1. Quality of Life 
 
2. Appreciation Potential 
 
3. Tax Free Capital Gain 
 
4. Principal Accumulation 
 
5. Pride in Your Home 
 
6. No Landlord 
 
7. Leverage (where else can you buy this size of an 

investment with 5-10% down) 
 
8. The Real Cost of Renting (At $700 per month, with a 

6% rental increase per year, you will pay $110,719 
over a 10 year period.) 
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 THE HOME-BUYING PROCESS 
 

 
 

Money Up Front: 

· Deposit Money  

· Inspection Fees  

· Mortgage Application & 
Appraisal Fees 

 

*If not already pre-approved 

Find a Realtor You 
Can Trust 

Initial Consultation 
Analyze Your Needs  

Obtain Financial  
Pre-Qualification and  

Pre-Approval 

Select Properties 

View Properties 

Write an offer to  
Purchase Earnest deposit money 

Negotiate and  
Counteroffer 

Accept the Contract Inspections Remove Conditions 

Complete the Mortgage 
Application* 

Secure Underwriting 

Credit Report Appraisal Verifications 

Rejection Conditions 

Obtain Loan Approval* 

Select Lawyer to  
Represent you 

Contact Lawyer  Title Search 

Close on the Property 

Take possession of your 
New Home 
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CELEBRATE! 

Complete Closing Costs worksheet available upon request. 



 

WHAT EVERY BUYER SHOULD  
KNOW BEFORE PURCHASING 

 
 

1. There is no taxable capital gain on any personal home sale in 
Canada. 

 
2. Often, a home is the largest asset an individual has and is considered 

one of the most valuable investments available.  
 
3. A portion of each amortized mortgage payment goes to principal 

which is an investment. 
 
4. A home is one of the few investments that you can enjoy by living in it.  
 
5. A REALTOR�  can usually show you any home whether it is listed with 

a company, a builder, or even a For Sale By Owner home. 
 
6. Working through a REALTOR�  to purchase a For Sale By Owner 
 home can be very  advantageous because someone is looking out for 
 your best interest. 
 
7. Your Real Estate professional can provide you with a list of items 

you’ll need to complete your loan application so you’ll be prepared.  
 
8. Ask the Real Estate professional if they are familiar with the 

neighborhoods where you want to live.   
 
9. Ask the Real Estate professional whom he/she is representing in the 

transaction. 
 
10. Ask the Real Estate professional what he/she will do to keep you 

informed. 
 
11. Your Real Estate professional should provide you with the highest 

level of service and advice.  
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THE COST OF LIVING...  

HOW MUCH CAN YOU AFFORD? 
 

  Without question the most important consideration when thinking about 
making a change in where you live is considering how much it will cost and 
how much you can realistically afford. 

You can start by drawing up a budget specific to your needs and assets.  
No two families live the same way and no two people budget the same 
way.  Two families with identical incomes will not necessarily spend the 
same amount of money or choose the same accommodations.  Priorities, 
as well as individual needs, differ and you need to examine how much you 
are  currently paying for housing and decide how much more you would be 
willing and able to pay for something new. 

It's important that you are honest with yourself.  If you want something  
better, it may put a strain on your budget and you may have to change 
your lifestyle to adapt.  An average family should not spend more than 30% 
to 40% of its gross income on housing. Typical bank/trust company     
guidelines are: 

Gross Debt Service (GDS) = 30% - 35%  (comprised of annual  

mortgage principal, interest & taxes as a ratio of your annual gross 
income) and 

Total Debt Service (TDS) = 40% - 42%  (which includes all of the 
above plus any bank ~ loan payments, credit card payments, etc   
annualized and expressed as a ratio of your annual gross income). 
 

  There are other expenses such as water, heating, cable/internet, electric-
ity and insurance costs.  These expenses will usually total between $200-
300 per month on average. 
 

  By completing a standard Statement of Assets & Liabi lities on the 
back of a mortgage application form, we can help yo u calculate the 
maximum amount of mortgage that you will   qualify for and what the 
total monthly payment would be.  Once you have calc ulated how 
much you can afford to pay each month, you can star t looking for the 
home that suits both your needs and your budget. 
          

 info@thebarringtonteam.com    416.445.8855  TheBarr ingtonTeam.com     



PRE-QUALIFICATION / PRE-APPROVALS 
 

   Having the right documents in place will speed up the pre-qualification 
and pre-approval process. The following information will be required for a    
pre-approved mortgage: 
· A letter from your employer on company letterhead outlining your 

name, position, gross annual income and number of years employed 
with the company. 

· If self-employed, you need three years financial statements (NOA), 
and tax returns (together with official assessment from Revenue 
Canada) 

· Social Insurance Number(s) 
· At least 3 years history of residences and employers 
· Your banking information (institution name, address, type of accounts, 

account  
· Your assets and their value (e.g. cash amounts, stocks, bonds, 

RRSP's, car, etc)          
 

When meeting with your lender, be sure to determine  
the answers to the following…  

 
Terms and interest rates? 
___________________________________________________________ 
 
Monthly, bi-weekly or weekly payments? 
___________________________________________________________ 
 
Prepayment privileges? 
___________________________________________________________ 
 
Prepayment penalties? 
___________________________________________________________ 
 
 

For further information, please refer to the sectio ns “Mortgage 
Options” and “Mortgage Types” that follow in this g uide. 
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DOWN PAYMENT 
 

   If there is "one" thing that causes problems ~ which may delay the clos-
ing of your house ~ is the verification of the down payment .  This is           
particularly true if your financing is ‘high-ratio’. 

On or before the issuance of a lending commitment you will be asked to 
provide "Confirmation of Down Payment" from non-borrowed funds in one 
or more of the following forms. 

 

Down Payment from the Sale of an Existing Property 
You will be required to provide a copy of the unconditional "Purchase and 
Sale Agreement" on your existing property.  This needs to be accompanied 
by a copy of the statement of "Mortgage Balance" on any mortgages   
presently held against the property.  The difference between the sale price 
and the mortgages owing will substantiate the funds available for your 
down payment. 

or 

Down Payment from a Gift 
In the event that the down payment is in the form of a gift from an 
immediate relative, you will need to supply a letter from the giver of the gift 
indicating that the "down payment is not a loan and there are no terms of 
repayment required by the recipient". 
 

or 
 

Down Payment from your own Resources 
You must supply verification satisfactory to CMHC (Canada Housing and 
Mortgage Corporation) and the lender of accumulated savings from non-
borrowed funds.  This may be in the form of a copy of your bank book 
confirming a balance equivalent to your down payment including the 
amount of deposit confirming the savings of said amount for a period of not 
less than three (3) months. 
 
Should a substantial deposit have been made recently, the source of such 
funds, eg. Bonds, stocks, G.I.C's or RRSP's, receipts will also be required. 
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  To avoid any delay in funding your transaction, y ou should provide 
a form of the previously noted confirmation of down  payment at least 

14 days prior to your closing date.  It is preferab le to have the 
documentation required at the time of mortgage appl ication so that 
the approval is not conditional upon verification o f down payment; 

otherwise, the lender may refuse to finance the pur chase and the deal 
could fall through, resulting in legal action. 
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THE TEN COMMANDMENTS 

When applying for a Real Estate Loan 
 
 

1. Thou shalt not change jobs, become self-employed or quit your job. 
 
2. Thou shalt not buy a car, truck or van (or you may be living in it)! 
 
3. Thou shalt not use charge cards excessively or let your accounts fall                
 behind. 
 
4. Thou shalt not spend money you have set aside for closing. 
 
5. Thou shalt not omit debts or liabilities from your loan application. 
 
6. Thou shalt not buy furniture. 
 
7. Thou shalt not originate any inquiries into your credit. 
 
8. Thou shalt not make large deposits without first checking with your 

loan officer. 
 
9. Thou shalt not change bank accounts. 
 
10. Thou shalt not co-sign a loan for anyone. 
 



MORTGAGE OPTIONS 
 

The mortgage you choose will form the foundation for your financial       
stability.  The following is some useful information about mortgages. 

 

Conventional Mortgage                                                                       
Regulations under the Bank Act prohibit certain lenders from lending in   
excess of 75% of the purchase price or the appraised value of a property 
without obtaining High-ratio insurance.  A loan for up to 75% of the        
purchase price of a property is a conventional mortgage. 

High Ratio Mortgage 
A single loan in excess of 75% of the purchase price, or determined     
lending value of a property, up to a maximum of 95%.  This maximum is 
subject to certain conditions and may vary. 
          

Note: Depending on the percentage of your down  pay ment, your credit and your 
job history, a second mortgage or a line-of-credit may be in your best interests.  

Ask me for details! 

CMHC Insurance 
High ratio mortgages must be insured through CMHC (Canada Mortgage 
and Housing Corporation) or GENCOR (G.E. Capital Corporation).  These 
Insurers guarantee the risk of lending to home buyers who need a high   
ratio mortgage.  An insurance premium is paid by the borrower on behalf  
of the lender.  The insurance premium that is paid to CMHC is to protect 
the lender in the event that the mortgage is not paid.  This is not life,      
disability, or job loss insurance. The insurance premium is calculated as a 
percentage of the mortgage amount, depending on the loan to value, and 
may be added to the mortgage amount.  The premiums are as follows: 
 

            Loan to Value            Premium  
   75-79%                      1.25% 
   80-84%                      2.00% 
   85-94%                      2.50% 
   95% +                        3.75% 
          
Other high ratio financing costs include an appraisal of $235.00 plus 8% 
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Mortgage Money Sources 
  There are a wide range of financial institutions that are involved in the 
mortgage industry in Canada. Some of these include: 
       
· Chartered Banks  
· Loan Corporations 
· Trust Companies 
· Credit Unions 
· Finance Companies 
· Pension Funds 
· Life Insurance Companies 
· Private Individuals 
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MORTGAGE TERMS 

Term of a Mortgage 
The term is the actual length of time money is loaned at the contractual 
rate of interest.  Terms range from three months to twenty-five years.   
Generally, the longer the term of the mortgage, the higher the interest rate. 

Open Mortgage 
Allows borrowers to repay the total amount of their mortgage at any time 
without penalty.  This is ideal for those who plan to sell their home in the 
near future, or for those who feel rates will not rise and can afford to    
gamble that they are right. 

Closed Mortgage 
Usually has the lowest interest rate available.  A closed mortgage is a good 
choice for those that want security in knowing their monthly payments are 
fixed for a certain term.  A closed mortgage lacks the option of repaying the 
entire amount of the mortgage upon request. 

Convertible Mortgage 
A short term mortgage usually six to twelve months, allowing the borrower 
to switch into a longer term at any time without penalty. 

Variable Rate Mortgage 
A mortgage where payments can be fixed from one to five years, but the 
interest rate could change from month to month depending on market   
conditions.  Payments and balance outstanding are adjusted accordingly. 
 

First Mortgage 
Mortgage given the first priority at the registry office.  Can be conventional 
or high ratio.  They usually give borrowers the best rate of interest. 

Second Mortgage 
A higher interest rate loan that provides borrowers with additional financing 
if the first mortgage does not meet their total financing requirements.      
Often used instead of  high-ratio financing, where the buyer has a larger 
down payment (usually 15% or more) or when the buyer does not qualify 
under CMHC guidelines. 
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REPAYMENT OPTIONS 

 
How you pay your mortgage has a dramatic effect on the amount of         

interest you pay. 
 

Amortization 
The gradual repayment of a debt by means of partial payments on the  
principal at  regular intervals. The amortization period is the time required 
to repay the debt completely. 
 
The amortization period has a dramatic effect on the amount of interest 
paid over the length of the mortgage. Consider the following example*: 
 

$150,000 mortgage with an interest rate of 8.00% 
With a 25 year amortization the monthly payments are $1144.82 
With a 20 year amortization the monthly payments are $1242.54  

(an increase of $97.72). The savings in interest would be $45,236.40. 
With a 15 year amortization the monthly payments are $1,422.23  

(an increase of $277.41). The savings in interest would be $87,444.60. 
          
 
The example assumes the interest rate will remain c onstant through 

the whole amortization period. 

 

Time Frame Payment 
 
        Remaining balance at the end of term  
 
   Weekly  $   286.21  $130,987.21 
   Bi-weekly $   572.41  $131,057.47 
   Monthly  $1,144.82  $138,203.66 
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5% DOWN PAYMENT PROGRAM 
 
  Canada Mortgage and Housing Corporation (CMHC) ha s 
made it    easier than ever to own the home of your  dreams.  High-
lights of the CMHC 5% Down Payment Program as of Ju ly 31,1998 are 
as follows: 
 
Minimum down payment of 5% of appraised value 
Maximum purchase price in  the Greater Toronto and suburbs is $250,000  
Check with your Realtor or CMHC office. 
Maximum loan to value 95% of purchase price or of the appraised value, 
whichever is less. 
Maximum GDS Ratio = 32%, maximum TDS Ratio = 40% 
CMHC insurance premium is 3.75% of the mortgage amount  
(premium can be added to mortgage or paid separately) 
Down payment must be from client's own resources or an outright gift - not 
borrowed.  
Maximum amortization is 25 years. Borrower must take minimum three 
year term on mortgage and must qualify at the 5 year rate. 
First time buyers must demonstrate their ability to cover closing costs 
equal to 1.5% of the purchase price. 
Credit history must be in good standing 
 
  This program was previously available only to ‘first-time’ buyers or those 
who had not owned a home in the preceding five (5) years.  It was opened 
up to all purchasers in the spring of 1998.  At that time, the fee was raised 
from 2.5% to 3.75%. 

It is advisable, if at all possible, to work with a down-payment of at least 
10% as the fee is considerably lower.  If you are working with a down-

payment of 15% or higher, you should inquire about other financing options 
that are available.  

 
  Be aware that not all lenders can offer these alternatives and most will 
not inform you of options that may lead you to take your business else-

where!  The difference to you can be thousands of dollars! As your Realtor, 
my concern is making certain that you are informed of all of the alterna-
tives so that you can make the best choice to suit your particular needs.        

  info@thebarringtonteam.com    416.445.8855  TheBarr ingtonTeam.com  



RRSP PROGRAM 
RRSP Home Buyer Program Highlights 
· Each purchaser may borrow up to $20,000 from RRSP's to 

use as a down payment. 
· This program is available to first time home buyers only. 
· The program has been extended indefinitely. 
· Repayment of the funds back to your RRSP must be made over a 15 

year period.  Fifteen annual installments would be the normal practice. 
· Repayments to your RRSP begin in the second taxation year following 

the year in which you withdrew the money from your RRSP.  (If you 
withdraw in 1998, you will start making payments back to your RRSP 
by the RRSP deadline for the year 2000) 

· If the amount is not repaid in a certain taxation year, that year's        
repayment amount will be added to your income and taxed*. 

· In order for the home to qualify, it must be located in Canada and     
intended to be used as your principal residence. 

This program may be used in connection with the  
CMHC 5% Down Program. 

 
Example: 
* $15,000 is borrowed as a down payment for your home of which you 
took possession in 1998.  If you are unable to make at least a $1,000 
contribution to your RRSP before the RRSP deadline for the taxation year 
2005, then $1,000 is added to your taxable income for that year.   
At the time of this publication, the RRSP deadline for a specific year is 60 
days following the end of that same year.  (The RRSP deadline for 1999 
was February 29, 2000.) 
 

ONTARIO HOME OWNERSHIP SAVINGS PLAN 
(OHOSP)                

  Under the plan, persons who have not owned a home are able to          
contribute up to $2,000 per year to the plan and receive a tax credit based 
on their total family income. Credits are available for single annual incomes 
below $40,000 and family incomes below $80,000. 
This plan was changed prior to 1994.  The benefits of the plan were greatly 
reduced unless the purchaser was enrolled in the plan before December 
31, 1993.  Since that time, the RRSP Program, as described above has 
been the major savings vehicle for first time buyers. 
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PURCHASE PLUS PLAN 
                          
Does your new home require some upgrades?  You can add 
the cost of improvements to your mortgage before yo u move in.  
This special program is designed for people who wish to purchase a home 
that may require some immediate upgrades... a new electrical service, a 
new roof, central air conditioning, a new furnace, new siding, eaves, soffits, 
facia, doors, windows, a new kitchen, carpeting... or any other renovation 
that would increase the value of the home. 
 
This is the way it works:  
Let's assume that you are a first time buyer and have a 5% down payment. 
Before the mortgage financing is arranged, written quotes are obtained 
from licensed contractors for the repairs and/or the improvements to be 
done to the home. When the application for mortgage financing is made, 
the request is made for 95% of the purchase price P LUS 95% of the cost 
to complete the improvements. Note:The lender will "hold-back" on closing 
the "improvement" portion of the mortgage until the work has been       
completed, normally within 30 to 60 days of closing. Once the work has 
been completed, the lender will advance the balance of the funds and the 
contractor can be paid. 
 
What does this mean?  Here's an example: 
                      
The purchase price is:                     $150,000 X 95% = $142,500 
The improvement quote is:             $  11,000 X  95% =  $10,450 
Total Mortgage is:                         $161,000 X 95% = $152,950 
 

Therefore, an application is made for a mortgage in the amount of 
$152,950 which is 95% of the purchase price plus 95% of the cost of      

improvements. On closing, this is what happens... the mortgage advanced 
to complete the purchase is $142,500 plus the original 5% from the       
purchasers down payment ($7,500) sufficient funds to complete the      
purchase of $150,000.   After closing the contractor completes the          
improvements and the lender advances the hold-back of $10,450.  

The purchaser pays the additional 5% of the cost of the improvements 
($550.00) and the $11,000 owed to the contractor can be paid as per the 

original quote for the work. 
 
The purchasers are happy because they got $11,000 of improvements 
done to the home with a cash outlay of only $550 (the balance was          
financed with their mortgage). 
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UNDERSTANDING Representation…  

Who’s Working for You? 
Please refer to the Working With a REALTOR ������  

 SELLER  REPRESENTATION   

�� Agent will represent the best interests of the seller 
�� Agent will owe the seller fiduciary duties 
�� Agent must give the buyer all material facts so that the buyer can 
make an educated decision 

 
 

 BUYER REPRESENTATION   

�� Agent will represent the best interests of the buyer 
�� Agent will owe the buyer fiduciary duties 
�� Agent must give the seller all material facts so that the seller can 
make an educated decision 

 

 
 

 MULTIPLE  REPESENTATION  

�� Agent represents both the buyer and the seller equally 
�� Agent’s objective is to get a mutually satisfactory agreement 
among all parties 
�� Agent gives all options to the buyer and the seller 
�� Depending on the local market, all parties may be present at con-
tract presentation to negotiate on their own behalf 
�� All parties have confidentiality.  Agent may do nothing to the 
detriment of either the buyer or the seller 
�� Both the buyer and the seller have a right to counsel.  Before 
making any decisions, both parties have the right to seek family, reli-
gious, legal, or financial counsel.  
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THE AGENCY RELATIONSHIP 
          

An agency relationship is created where one person known as the 
‘principal’ asks another person known as the ‘agent’ to act for and on      

behalf of the principal. 
 
As a matter of law an agent who acts for the principal must: 
1)    owe the principal the highest duty of "utmost good faith" 
2)    represent the principal’s best interests at all times 
3) owe the principal a duty of confidentiality regarding information about     

the principal 
 
Agency relationship between the Seller and the List ing Broker 

The sellers will engage a Realtor to act on their behalf in the sale of the 
property.  This Realtor is known as the Listing Broker.  They sign an  
agreement to confirm this agency and the seller agrees to compensate the 
broker for his efforts.  This fee is called a commission and usually takes the 
form of a payment from the seller upon successful completion of the real 
estate transaction.  By placing the property on the MLS system, the listing 
Broker offers to share the commission he/she is being paid to all other    
co-operating brokers. 
 

Agency relationship for Buyers 
Just as with the seller, the purchaser of real estate will engage a Realtor in 
connection with a real estate transaction.  However, by contacting a    
Realtor it does not necessarily mean that the purchaser has established an 
agency relationship with that Realtor.  There are three types of                 
relationships which may exist between a purchaser and a Realtor          
(the co-operating broker) in a real estate transaction: 
          
1)   Sub-agent of Seller 
2)   Buyer Broker, to be compensated by purchaser 
3)   Buyer Broker, to be compensated through the Listing Broker (Seller) 
 

These are the usual forms of agency relationships;  
However, this is not to say there may not be others. 
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Sub-agent of the Seller 
When a Realtor is acting as a sub-agent of the seller you must be aware 
that the Realtor is technically an agent of the seller and so the fiduciary  
duties owed are to the seller not  to the purchaser.  However, the Realtor 
still must: 
· disclose all pertinent facts about the property 
· not misrepresent any facts 
· honestly answer all questions about the property 

This was considered to be the usual practice in the real estate  
prior to 1995. 

 
Buyer Broker, to be compensated by Purchaser or Listing Broker 
The purchaser can expect the Realtor to act in their interest alone and to: 
· disclose all pertinent facts about the property 
· not misrepresent any facts 
· honestly answer all questions about the property 
· keep information confidential to the buyer from the seller 
· disclose anything that they find out about the seller's situation that 

may be beneficial to the purchaser 
This relationship has become almost standard since 1995.  In the case of 
buyer brokerage, the relationship is typically established by a Purchasers 
Agency Agreement and the Realtor is clearly the agent of only the 
purchaser. 
 

Dual Agency Representation 
Occurs when the Realtor represents both the purchaser and the seller  on 
a particular transaction. In this case duties to the principals can be          
conflicting given that one agent is acting for more than one principal.  This 
will sometimes give rise to conflicts of duty and confidentiality. It is            
important to discuss this situation with your Realtor. 
 

Disclosure 
At the earliest practical time Realtors are required to disclose to the buyer 
and the seller, and to other Realtors, the nature of their agency                 
relationship. 
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Commissions 
  When a co-operating Broker acts as a sub-agent to the Seller, the Realtor 

will be paid through the Listing Broker.  However, when the purchaser    
enters into a Purchasers Agency Agreement, the purchaser will either   

compensate the Realtor directly or direct that the Realtor will be           
compensated through the Listing Broker. 
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HOW BUYER AGENTS HAVE SAVED HOME           
PURCHASERS THOUSANDS SINCE JANUARY, 1995 

          
  Home Buyers have embraced the concept of buyer agency wholeheart-
edly since its inception January 1, 1995.  There are many instances of  
Purchasers being advised by their agent during the negotiations to 
counter-offer several thousand less than the buyer was willing to pay and 
being successful in purchasing the home.   
 
  For those of you unfamiliar with the concept, buyer agency first came into 
force several years ago in several US states when Realtors were obligated 
to confirm in writing to buyers that they were working on behalf of the   
Sellers... NOT the buyers.  Naturally purchasers asked the question 
"Who is representing us?" and the answer was "no on e"!   

 Within a short period of time, buyer agency was born. 
 

So what is the difference?  
Realtors work within a legal concept called agency.  An agent is legally   
obligated to look after the best interests of the person he/she is working 
for.  That person becomes the "client" and the agent must be loyal to that 
client. 
 
Up until January 1, 1995, it was perceived that all agents had a legal      
obligation to the Vendor, or seller, through the signed listing agreement.  
That obligated the listing agent and sub-agent (most often bringing in the 
Purchaser's offer) to work on the Vendor's behalf!  Now, with buyer agency 
available, a Purchaser has the option of leaving the traditional relationship 
in place between themselves and the agent showing them homes (where 
that agent works for the Seller) OR they can sign a Buyer Listing or       
Purchaser Agency Agreement to "hire" that Realtor as their agent. 
 
It is the Purchaser who can now expect the Realtor to represent his/her 
best interests.  The Purchaser become the Agent's Client!  Realtors have 
always had an obligation to fully disclose to buyers all the pertinent facts 
about a given property.  Now the buyer agent working for the Purchaser 
will also keep information about the buyer confidential from the seller.  In 
addition, your Realtor (truly yours now) must disclose to you anything that 
he/she finds out about the Seller's situation that may be beneficial to you! 
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How does the Buyer's agent get paid? 
There are several different ways, such as the Purchaser paying their agent 
directly; however, the most common is having the buyer agent's           
commission paid by the Seller through the listing agent, just the way it has 
always been! 

You, the Purchaser, now get this great representation,  

BUT you don't have to pay extra for it. 

How do we sign up?  
It’s easy!  Buyer agency is established through a written contract between 
the Purchaser and a Realtor.  That agreement will explain exactly what 
service the Realtor will provide the buyer, who will pay for those services 
and what obligations the buyer will have.  For instance, you will sign an  
exclusive Buyer Representation Agreement with the agent whereby you 
agree to work with him/her exclusively for a designated period of 
time...usually 4-6 months.  In return, the agent agrees to represent you to 
the fullest, making sure your interests are protected when you go out to 
buy your new home.  He or she will work exclusively for you to negotiate 
the best price for you!! 
 
 
Q: Why would we ever want to buy a house without ha ving 

our own agent acting on our behalf? 
 
 
A: You never would! 
 
 
Until now the Seller had the advantage.  If you're currently shopping for a 

home, the key points in this handbook could save you hundreds, if not 
thousands, of dollars.  Remember, in this changing economy, home buyers 

need all the education and helpful tools that are currently available. 
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HOME INSPECTION - IS IT WORTH THE                     
INVESTMENT? 

 
In a perfect world, we wouldn't need a home inspection.  We could take 
everyone's word that their home was in fact in perfect condition -- and it 
would be.  Even so, a perfectly honest and trustworthy vendor can not  
possibly know everything about the current condition of his or her property.  
Home buyers need to take precautions when buying a home. 
 

Reasons for having a home inspection                                                 
(by an experienced professional): 
A home inspection gives prospective home buyers the opportunity to have 
their future home examined by a qualified professional who can locate  
possible trouble spots in the building's structure and tell you what to expect 
in the way of future maintenance costs, whether that may be roof            
replacement or rewiring, etc. 
 
A thorough home inspection may save the buyer from making a serious 
purchasing mistake. 
 
Some lending institutions may require a home inspection before approving 
a mortgage. 
          

How and when does one arrange to have a home                 
inspection? 
A conditional clause is inserted into the Agreement of Purchase & Sale 
which indicates that the purchase of the property is conditional upon the 
satisfactory completion of a building inspection within typically 2-4 banking 
days from the date of acceptance of the offer by all parties. Once the       
inspection is satisfactorily completed, the buyer then signs a “ Notice of 
Fulfillment” notice that the condition has been met and making the offer 
"firm and binding". 
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Where do you find a home inspector? 
Shopping for an inspector is not a difficult process, but be aware that the 
home inspection industry is, at the present time, an unregulated industry.  
An inspector should have completed the available college courses and will 
usually have extensive experience in the home construction industry.       
Important things to know are the firm's qualifications and length of time in 
business.  Most home inspectors belong to an national or provincial          
association that abides by a code of certain standards and business  
practices.  Ask for references and a written guarantee. 
 

How long does a home inspection take and what do th ey look at? 
An inspection may last anywhere from 2 to 3 hours a nd should        

include all aspects of the house: wiring, plumbing,  foundation and 
overall structure, roof, heating system, windows, a nd doors.  

Can I be present at the home inspection? 
Yes!  Not only can you be present, you should be present (if at all          
possible).  The home inspector is working for you.  Most home inspectors 
provide a written report at the  conclusion of the inspection, but it will be 
much easier to understand if the inspector can visually show you exactly 
what each point refers to. 

Most inspectors will also provide you with “value-added” service by offering 
tips on   ongoing or future maintenance.  They are often able to give     
opinions to you about various changes that you may be considering for the 
future.  Even if you can’t spare the 2 to 3 hours to be present for the entire 
inspection, make sure you can attend the last hour or so. 
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HOME, FIRE AND MORTGAGE INSURANCE 
 
Consumer attention focused on fire insurance recently as hundreds of 
Oakland, California homeowners sifted through the rubble of a 5 billion  
dollar fire that ranked as one of the costliest disasters for insurance     
companies in California's history. 
 
The following is advice from an insurance agent on how homeowners,   
condominium dwellers and tenants can insure their property against loss 
from fire. 
 

How is fire protection purchased? 
About 90% of all fire insurance on residential property is written through 
homeowner, tenant or condominium policies. They provide sweeping    
coverage that can include everything from cracks in a swimming pool to 
the replacement cost of toothpaste if disaster displaces the policyholder. 
Homeowners insurance policies are just like automobiles - they come with 
lots of options. But fire coverage is a central part of the whole package, so 
you should really concentrate on it. 
 

How do I know I have full protection against loss f rom fire? 
Be sure your homeowners’ policy provides for full replacement cost of your 
dwelling. The policy amount should reflect the current rebuilding cost of the 
house itself, not including the value of the land. 
 
You should be looking for the particular form which designates that you are 
buying  coverage for full replacement cost. 
 
What is the most common mistake made when buying fire protection? 
Often, people don't compensate for changes in the replacement cost of a 
house. We find people who still have their house insured for $100,000 
when it would cost $200,000 to have a contractor rebuild it today. 
 
Is there an easier way to guarantee full replacement coverage? 
Yes. It's called a guaranteed replacement cost endorsement. This is a    
provision that automatically adjusts a policy each year to account for       
inflation and is typically available on Metro homes built since 1955. It is 
best to ask your insurance agent for this type of coverage. 
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What about belongings inside the house? 
Homeowners policies generally cover the contents of the house, but      
coverage often is capped at 50% to 75% of the value of the home.           
Insurers recommend upgrading the coverage to guarantee full replacement 
of belongings, especially if you have special-value items such as            
expensive jewelry, cameras, computer equipment, furs, etc. 
 

How much does the fire & contents coverage cost? 
As an example, a $150,000 home in the Metropolitan Toronto area might 
carry a yearly premium of $450.  A $200,000 home carrying a premium of 
approximately $590.  Remember do NOT insure your lot, only the            
replacement of the structure!  A condominium owner's contents insurance 
package (the building is insured by the condo association's policy) is in the 
range of $215 for coverage of approximately $40,000 plus $10,000 for any 
apartment upgrades.  This would include $1,000,000 liability with a $500 
deductible.  Remember, these are approximate and you must get your own 
quote to fit your specific situation. 
 

Mortgage Life Insurance 
In the event of the death of the owner or owners of a home, the balance 
owing on the mortgage is covered by the mortgage life insurance which is 
a form of term life insurance. 
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  Mortgage life insurance is available from your lender when you arrange 
your mortgage.  You should also ask your insurance agent about alterna-
tives to the insurance offered by the lender for several reasons: 
· A joint term life insurance policy could be less expensive. 
· The policy offered from the lender often does not take into account the 

declining principal owing on your mortgage. 
· Should you, unfortunately, collect on the insurance due to the death of 

one of the insured, the survivor may not want the mortgage to be paid 
out at that time. (Eg. If the interest rate of your mortgage is 
significantly lower than investment rates at that time or the interest 
rate on other debt that may be owing.) 

· If a health problem develops, you may be trapped into not being able 
to ever again move or alter your mortgage as it would nullify the 
insurance policy.  Any new policy would not cover pre-existing 
conditions.  

· If you change mortgages, you must reapply at your then current age 
and health condition. 

You may wish to continue insurance coverage  
after your mortgage has been paid off. 

 
  Mortgage insurance through a lender only offers you one type of policy 

from one insurance company that only pays off the mortgage if you or your 
spouse pass away.  It is paid by adding your premium to your mortgage 
payment.  There is no choice or flexibility. Particularly for families with 

young children who could run the risk of losing their home if a breadwinner 
should unexpectedly die, mortgage life insurance or a joint term life policy 

to cover the principal amount of the mortgage is highly recommended.  It is 
the safest way to protect the survivors from losing their home because they 

cannot make the mortgage payments. 
 

Please note: The thoughts above are opinion of The Barrington Te am 
and are provided only as a general guide to the mat ter of insurance 

as it relates to real estate.  While every effort h as been made to       
ensure that it is reasonably accurate, We are not i nsurance agents or 

brokers.  The information is supplied with no guara ntee as to           
accuracy of costs or coverage available.  Please di scuss your     

situation with a trusted and knowledgeable insuranc e professional. 
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MAKING SURE IT'S ALL LEGAL 
 
When buying a new home it is wise to seek the help of experts.  There are 
several legal procedures that are involved in the purchase of a home, and 
any error or oversight could cost you money or even result in the loss of 

your home. 

Why should I engage a lawyer? 
It's not a legal requirement to hire a solicitor; however, registering your  
purchase and protecting your interests requires knowledge of the law.  The 
fees involved are a small part of the total cost of home purchase, and a 
lawyer can take care of a lot of important matters for you at a time when 
you have many other things to think about.  The cost of these services will 
vary from home to home.  Ask your lawyer for an estimate of the cost.  
There is a lot of paperwork involved in the purchase of a house and it can 
be quite complex.  There are at least three documents required for the  
purchase of a property. 
 
· First , there is the Offer to Purchase, a written contract stating that the    

vendor agrees to sell his property with the purchaser agreeing to buy 
it at a set price.  This binds both parties to the terms of the document.             
Traditionally, your Realtor will draw up this document.  You may want 
your solicitor to  examine it before offer presentation. 

· Second, there is the transfer of the title of the property on closing - 
the deed.  Make certain you check with your legal advisor. You must     
ensure that you have clear title to the property you buy.  If the deed is 
taken in the name of more than one purchaser in a joint tenancy and 
one of the owners dies, the survivor automatically holds the title. 

· And third , the mortgage document records the mortgage loan in the 
case where a new mortgage has been arranged. 

 
Note: If you are having a mortgage placed on the property the lender will 
insist on the involvement of a lawyer.  The lender will generally allow the 
documentation to be done by your lawyer.  If you do not use a lawyer, they 
will use their own and you will be charged for his or her services.  Guess 
which one will charge you more? 
 
The Barrington Team is able to provide insight as to when a lawyer should 

be consulted and what you should look for in choosing a lawyer.  You 
should never be advised not to seek legal counsel.         
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The Survey 
Mortgage companies usually require an up-to-date survey of the property.  
If the Seller can't provide a survey, you may have to have a new one 
made, or take out title insurance (which you may or may not want to do 
anyway - see below).   To be acceptable, a survey must be legible and 
signed and dated by a  registered land surveyor.  It must clearly show the 
current placement of the major structure(s), although some lenders and 
lawyers will use discretion as to placement of secondary structures such 
as sheds, decks and fences. 

Title Insurance 
Title insurance is a relatively recent concept that is gaining popularity.  It 
has been projected that in the near future, all transactions will carry title   
insurance.  It benefits both the Purchaser and the lender.  Title insurance 
generally costs between $200 and $300 for most transactions.  Some of 
this cost, can be saved due to reductions in some of the other costs when 
you obtain title insurance.  Certainly, title insurance would be less           
expensive then having a new survey done at a cost of $500 to $700.  You 
should check with the lender and your lawyer to ensure that they accept  
title insurance and note that, unlike a survey, title insurance is not         
transferable to a subsequent purchaser.  Title insurance and surveys are 
often arranged by your lawyer. 

Closing day 
When you made your offer to purchase, you agreed on a date for taking 
possession of the property. In selecting the date, it is important to give your 
lawyer time to carry out the necessary title search. You can, of course, set 
the closing date as far ahead as you like, provided the seller agrees.  If you 
are selling your previous home at the same time as you are buying your 
new home, your lawyer can handle both transactions simultaneously. 
By closing day the Agreement of Purchase and Sale has been transformed 
into a number of legal documents to be signed by the buyers, sellers and 
witnesses.  On closing day (or usually the day before) the buyer pays the 
balance of the purchase price to the lawyer who holds it in trust.  The   
mortgage company pays the sum of money that they have agreed to      
advance into the same trust account.  The legal representative then pays 
the seller the balance of the price agreed for the home together with the 
land transfer tax and adjustments for property taxes and condominium 
fees, if any.  Normally the legal fees, which consist of professional fees 
plus out-of-pocket expenses, become due on closing.     
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Be prepared to pay all expenses with certified cheq ues/ bank draft  
because of the time required for a normal cheque to clear the lawyer's trust 
account.  
 
Often your lawyer will have you bring in one certified cheque/ Bank Draft 
for the total of everything and he or she will split it into specific cheques for 
each item    required.  
 

Taking Possession 
Your lawyer or representative will meet the other parties’ lawyer or          
representative at the appropriate land titles office.  When they meet the   
exchange of paperwork, funds and keys takes place.  This normally takes 
place any time between 12:00 noon and 4:30 PM.  It will depend on the 
readiness and schedule of both lawyers.  Unless you know differently or 
something else has been arranged, you should not expect to obtain your 
keys until about 5:00 in the afternoon. 
According to the standard Agreement of Purchase and Sale, vacant      
possession of the property must be given to the pur chaser by       
6:00 PM on the day of closing.  Arguably, once the seller has been given 
the money and the purchaser has the deed, the house belongs to the   
purchaser.  If this is a concern, talk to your lawyer and Realtor.  One little 
thought - a happy seller, who is not rushed out of the property, will tend to 
leave it in much cleaner condition.   
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COSTS AND FEES 
 

Here is a list of what to expect in the way of cost s prior to and at  
closing.  As your agents, we  would detail these co sts for you prior to 

preparing an offer.  
 
The deposit:  Part of your down payment, a deposit is due upon            
acceptance of your offer.  The amount of the deposit will vary from area to 
area and from one property to another, it is a negotiable part of the offer 
and is usually based on the price range of the property and length of time 
before closing. Generally, a deposit will be approximately 3 to 6% of the  
offered price.  
 
Home Inspection:  Prepared by a qualified inspector to assess the     
property for defects and poor maintenance.  Expect a cost of between 
$200 and $400 with most charging $300 to $375. 
 
Appraisal: Prepared by an appraiser chosen by the lender, or by CMHC 
if the mortgage is CMHC insured.   For conventional (not high-ratio in-
sured) financing cost is approximately $185.  CMHC charges $235.  These 
fees are usually due when you apply for your mortgage.  
 
Cost of Survey: If a survey is unavailable or not acceptable, a new   
survey may have to be created.  The cost for a survey can range anywhere 
from $500 on up.  A less expensive alternative, that may be acceptable to 
all parties, is Title Insurance (see below). 
 
Title Insurance:  Title insurance can protect the purchaser and the 
lender for later claims against an error occurring with the title to the     
property.  It is becoming very common, particularly when a survey is not 
available or    acceptable.  Title insurance costs about $200 to $300.  
 
Legal Fees/Disbursements:  Your lawyer will quote his/her fee for 
closing the purchase and mortgage(s), plus an approximation for his/her 
disbursements, which include registration fees, courier costs, photocopies, 
etc.    Do not be afraid to ask for an estimate up front. 
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Land Transfer Tax:  See the chart enclosed in this package to           
calculate the Land Transfer Tax which is due on closing and reflected in 
the “Statement of Adjustments” which your lawyer prepares prior to closing 
day. 

 

Interest Adjustment:  Monthly mortgage payments are due on the first 
of the month. Unless the closing date is the first of the month, you must    
prepay the amount of the interest accruing up to the first day of the         
following month, the Interest Adjustment Date.  Your lender can calculate 
this for you. 

 

CMHC & HST:  If your mortgage is insured by CMHC the insurance       
premium will usually be added to the mortgage so it is not a cash            
requirement on closing. However, the premium is subject to 13% HST, and 
the tax must be paid on closing. 

 

Prepaid Expenses:  If the Seller has prepaid any other expenses such 
as utilities, water and sewage taxes, oil in tank or taxes, he/she must be 
compensated. This will be reflected in the Statement of Adjustments. 

 

Property Tax Hold-back:  If the lender is collecting and paying prop-
erty taxes you may be required to pay to the lender an amount to ensure      
sufficient funds are available to pay the next installment of property taxes 
when due.  Ask your lender, or mortgage person about this. 

 

Other Fees:  Occasionally, a lender or the broker will charge a fee for   
providing the mortgage. If so, these costs must be disclosed to you at the 
time the Statement of Mortgage is issued to you. 
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 AMORTIZED PAYMENT TABLE  

         
 

For monthly mortgage payment (P&I) multiply factor  
by each $1,000 of mortgage.  

 
(Example: $150,000 mortgage at 8% for a 20 year amortization = 150 X 

8.28 = $1,242.) 
 

 

 

Annual        AMORTIZED FACTORS       Annual                 AMORTIZED FACTORS 

Interest      15 yrs   20 yrs    25 yrs    Interest      15 yrs    20 yrs    25 yrs  

Rate %                                  Rate % 

 

5.00       7.88     6.57      5.82       9.00        10.05      8.86      8.28 

5.25       8.01     6.74      5.96       9.25        10.19      9.05      8.45 

5.50       8.14     6.85      6.10       9.50       10.33      9.20      8.62 

5.75       8.21     6.98      6.25       9.75        10.48      9.36      8.78 

6.00       8.40     7.12      6.40      10.00        10.63      9.52      8.95 

6.25       8.53     7.26      6.55      10.25        10.77      9.68      9.12 

6.50       8.66     7.41      6.70      10.50        10.92      9.84      9.29 

6.75       8.80     7.55      6.85      10.75        11.06     10.00      9.46 

7.00       8.93     7.69      7.00      11.00        11.22     10.16      9.63 

7.25       9.07     7.84      7.16      11.25        11.36     10.32      9.80 

7.50      9.21     7.99      7.32      11.50        11.52     10.49      9.97 

7.75       9.34     8.14      7.47      11.75        11.66     10.65     10.15 

8.00       9.48     8.28      7.63      12.00        11.82     10.91     10.32 

8.25       9.62     8.44      7.79      12.25        11.97     10.98     10.49 

8.50       9.76     8.59      7.95      12.50        12.13     11.15     10.61 

8.75       9.90     8.74      8.12      12.75        12.28     11.31     10.85 
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LAND TRANSFER TAX (LTT) PAYABLE 
 

Purchase    Tax     Purchase    Tax            Purc hase     Tax 

Price        Payable         Price        Payable        Price         Payable      

 

$100,000   $725.00          $185,000   $1575.00        $265,000    $2450.00 

 105,000    775.00           190,000     1625.00         270,000     2525.00 

 110,000    825.00           195,000     1675.00         275,000     2600.00 

 115,000    875.00           200,000     1725.00         280,000     2675.00 

 120,000    925.00           205,000     1775.00         285,000     2750.00 

 125,000    975.00           210,000     1825.00         290,000     2825.00 

 130,000    1025.00          215,000     1875.00         295,000     2900.00 

 135,000    1075.00          220,000     1925.00         300,000     2975.00 

 140,000    1125.00          225,000     1975.00         305,000     3050.00 

 145,000    1115.00          230,000     2025.00         310,000     3125.00 

 150,000    1225.00         235,000     2075.00         315,000     3200.00 

 155,000    1275.00          240,000     2125.00         320,000     275.00 

 160,000    1325.00          245,000     2175.00         325,000     3350.00 

 165,000    1375.00          250,000     2225.00         330,000     3425.00 

 170,000    1425.00          255,000     2300.00         335,000     3500.00 

 175,000    1475.00          260,000     2375.00         340,000     3575.00 

         

The easiest way to calculate LTT for a purchase und er $250,000 is  

1% of the price, less $275.  

 

The actual formula for calculating LTT is:  

 

1/2% of the first $55,000 of the sale price 

1% from $55,001 to $250,000 

1 1/2% from $250,001 to $400,000 

2% on any amount above $400,000 
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GLOSSARY OF TERMS 
          

Agreement of Purchase and Sale: A contract by which one party 
agrees to sell and another agrees to purchase. 

Amortization: Period of time required to reduce debt to zero when       
payments are made regularly. 

 

Appraisal: Process by which the mortgage lending value of a property is 
determined. 

 

Bridge Financing : Interim financing to bridge between the closing date 
on the purchase of the new home and the closing date on the sale of the    
current home. 

 

Broker: An intermediary between the buyer and seller who is licensed to 
carry out such activities. 

Building Permit: A certificate that must be obtained from the municipal-
ity by the property owner or contractor before a building can be erected or 
renovated. 

 

Closing Date: The date of which the sale of the property becomes final 
and the new owner takes possession. 

 

Commitment: A notice from a mortgage lender to a prospective bor-
rower that the lender will advance mortgage funds of a specified amount 
under certain conditions. 

 

Conditional Offer: An offer to purchase subject to specified conditions.  
These conditions could be the arranging of a mortgage, or the selling of a 
present home.  A time limit in which the specified conditions must be met is 
stipulated. 
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Condominium: Shared ownership in a property whereby each owner 
may own specific portion of the property, but mutual or common areas are 
owned jointly by all of the owners by means of  a Condominium             
Corporation.  Property may be apartment, townhouses or even fully        
detached units. 

Conventional Mortgage: A mortgage loan of up to a maximum of 75% 
of the lending value of the property for which a lender does not require 
loan insurance. 

 

Debt Service Ratio: The percentage of the borrower's income that will 
be used for monthly payments. 

 

Default: Non-payment of installments due under the terms of the        
mortgage. 

 

Deposit: Payment of money or other valuables in consideration as a 
pledge for fulfillment of the contract. 

 

Discharge: The removal of all mortgages and financial encumbrances 
on the property. 

 

Easement: The right acquired for access to or over another person’s 
land for a specific purpose, such as for a driveway or public utilities. 

 

High Ratio Mortgage: Loan that exceeds 75% of the property’s lend-
ing value, and which is insured through a mortgage insurance plan.   

       

Interest: The additional cost charged by a lender for borrowing money. 

 

Land Transfer Tax: A charge issued by the provincial  

government to transfer property from vendor to purchaser. 
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Listing Agreement: A contract by which a seller of a property hires a 
real estate company and its representatives to sell or lease the property. 

 

Market Value: The highest price in terms of money, which the property 
will bring to a willing seller if exposed for sale on the open market allowing 
a reasonable time to find a willing purchaser, buying with the knowledge of 
all the uses to which it is adapted and for which it is legally capable of    
being used, and with neither party acting under necessity, compulsion or 
peculiar and special circumstances. 

 

Mortgage: A conveyance of property to a creditor as security for pay-
ment of a debt with a right of redemption upon payment of the debt. 

 

Mortgage Insurance Premium: A premium which is added to the        
mortgage and paid by the borrower over the life of the mortgage. The   
mortgage insurance insures the lender against loss in case of default on 
the part of the borrower.  

Mortgage Life Insurance: A form of reducing term insurance available 
for all mortgagors. In the event of a death of the owner or one of the own-
ers, the insurance pays the balance owing on the mortgage. The intent is 
to protect survivors from losing their home. 

 

Mortgagee: The company or person who lends the money. 

 

Mortgagor: The person who borrows the money. 

 

Multiple Listing Service (MLS): A co-operative system through a lo-
cal real estate board whereby information about properties that are for sale 
or that have been sold is shared by all members. 
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Offer to Purchase: A written contract setting forth the terms under 
which a buyer agrees to purchase a property. Upon acceptance by the 
seller, it forms a contract, which will form the basis for the final document to 
be  prepared by a lawyer or notary. It includes the legal and/or municipal      
description (this may consist of lot numbers as well as street address),  
purchase price, closing date, mortgage and terms of repayment, and list 
specific items included as part of the sale. 

 

Open Mortgage: A mortgage that can be paid out in whole or in part    
without a penalty for repayment prior to the expiration of the term. 

 

Portable Mortgage: A mortgage that can be transferred from a prop-
erty that has been sold to buy another one without penalty.  The lender       
generally retains the right to approve the  transaction.  

 

Prepayment Privilege: A clause in a mortgage allowing partial repay-
ment of the principal amount prior to the expiration of the term without pen-
alty, usually with very specific limitations.  

 

PI&T: Principal, interest and taxes due on a mortgage. 

 

P&I: Principal and interest due on a mortgage. 

 

Penalty: A sum of money paid to a lender for the privilege of prepaying a 
mortgage in part or in full. 

 

Power of Sale: The right of a mortgagee to force the sale of the prop-
erty without judicial proceedings should default occur. 

 

Prepayment: Full or partial payment of all or part of the principal, sepa-
rate from the regular payments called for under a mortgage agreement. 
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Prepayment Option: The right to prepay a specified amount of the       
principal balance. Penalty interest may be incurred on prepayment options. 

 

Principal: The amount owing to the lender at any time. 

 

Rate (interest): The return the lender receives for loaning you the 
money for the mortgage. 

 

Real Estate: Includes real property, leasehold and business whether 
with or without premises, fixtures, stock in trade, good of chattels in con-
nection with the operation of the business. 

 

Realtor: Licensed real estate professionals who are members of a local 
real estate board and the Canadian Real Estate Association. 

 

Sales Representative: A licensed employee of a Real Estate Broker     
authorized to trade in real estate. 

 

Survey: A diagram showing the accurate mathematical measurement of 
land and building there on.  It should be legible, signed and dated by a 
Registered Land Surveyor. 

 

Term: The length of time which you pay a specific interest rate on your 
mortgage loan. At the end of the term you may repay the balance of the 
loan or re-negotiate at current rates and conditions. 

 

Title: Evidence of ownership in a property through such means as a deed 
and through registration at the Land Registry or Land Titles office. 
 

 
Title Insurance: An insurance policy that can protect the purchaser and 
lender from loss By guaranteeing clear title.  Often used where a survey is 
not available or insufficient. 
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Vendor/Seller: The owner or seller of a property. 

 

Vendor Take Back (VTB): A mortgage held, or  taken back by a seller 
for part or all of the mortgage amount to facilitate the sale of the property.  

 

Zoning Bylaws: Municipal laws restricting the use of land for special    
purposes. 
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WHY WOULD YOU WANT A                           
“PERSONAL REALTOR �  CONSULTANT”? 

          

WE HAVE ADOPTED A PARTICULAR PHILOSOPHY  

OF DOING BUSINESS! 

  Most Realtors do business as if they will never see or hear from their      
clients again!  Because they have that mind set, often customer service 
slips or discrepancies appear.  They just want to get that deal done and 
move on to the next one.  They never build trust with that client and they 
are typically afraid of "losing them" to another realtor so they "have to get 
the deal done fast, regardless of the consequences". 

  The Barrington Team way of doing business is to think of the relationship 
with our clients as a long-term association...not for just one transaction.  
We work hard to prove to our clientele that we have their best interest in 
mind... and they in turn give The Barrington Team  their loyalty.  Because 
of this different mind set on both sides, the pressure is off!  

   We are willing to work with our sellers and purchasers as long as        
necessary to ensure they feel comfortable with the home buying or selling 
process.  We tell the truth and live with the consequences.   Again and 
again we have found that people prefer to work this way.  Our concern is 
with our clients' well-being, their goals and what is best for them - always!  
We will never  pressure someone to sell now or buy now or do anything 
that is NOT according to their schedule.  It MUST be what's best for our  
client!!  

  That's why we earn so much referral business!  A very high percentage 
of business comes to The Barrington Team by way of referral ... 
friends, past clients, friends of past clients and other Realtors from 
across North America.  These people have dealt with The Barrington 
Team in the past, and have seen first-hand the high level of service and 
commitment we provide to our clients.  There is a very high level of trust.  
That means trust in our integrity, in our level of skill and market knowledge 
to do the best job possible and in our commitment to put the needs and  
requirements of The Barrington Team clients first!!      

    The Barrington Team is ...  

COMMITTED TO EARNING THE RIGHT TO BE YOUR 

 PERSONAL REALTOR �   
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YOU NEED A COACH! 
          

The home buying process is a series of  
compromises...price vs. location vs. size vs. interior finish 

vs. monthly mortgage payment.  
 
It is easy to get confused, get discouraged or get off track and lose focus 
of what your  house hunting goal is. 
 
Every buyer needs a coach...someone who: 
· has your best interests at heart 
· will take the time to listen to your needs 
· is experienced in negotiation 
· is knowledgeable about the current market 
· understands financing 
· can take care of emergencies or problems which may occur as closing 

day  approaches 
· has experience and access to other professional services required 
· has earned the trust of the Purchasers and Sellers, Realtors in the 

real estate field. 
 

That’s the ... Barrington Team. 
 

 

Please let us know how we can help.   
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       Let The Barrington Team Help …  
By Getting To Know You Better: 

 
 
(Name) ____________________________________________Birth date:______________ 
 

(Spouse Name ) _____________________________________Birth date:______________ 
 
(Home) __________________________________________________________________ 
 
(Work)  ___________________________________________________________________ 
  

(Cell)  ____________________________________________________________________ 
 
(Work Spouse)  ____________________________________________________________ 
 

(Cell Spouse)  _____________________________________________________________ 
 
(Fax)_____________________________________________________________________ 
 
(Email) ___________________________________________________________________ 
 

(Email Spouse) ____________________________________________________________ 
 
 
Home Address :  
 

Street:____________________________________________________________________ 
 
City: _____________________________________________________________________ 
  
Province: _____________________________   Postal Code: _______________________ 
 
 
Children: 
 
Name:________________________________    Birth date:___________________________ 
 

Name:________________________________    Birth date:___________________________ 
 

Name:________________________________    Birth date:___________________________ 
 

Name:________________________________    Birth date:___________________________ 
 

Name:________________________________    Birth date:___________________________ 
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Thank you for completing this brief form for us. 
Your information will be kept confidential and it will help us serve you better. 

The Barrington Team 



Let Us Help … By Getting To Know You Better: 
 
 

 
 
 
1. First Home : Yes / No 
 
2. # of Family Members :__________        
 
3. Pets?  Yes / No  
                  
4. How Soon Do You Plan on Buying?      0 – 3 months          3 – 6 months        6 months plus 
 
5. What areas are you looking in?  
 
6. Minimum Bedrooms   1 2 3 4 5 (Circle One) 
 
7. Minimum Bathrooms   1 2 3 4 5 (Circle One) 
 
8. Square Footage required         Minimum____________ Maximum ____________ 
 
9.   Type Detached,     Semi,     Townhouse,     Condo,     Loft,     Duplex,     Triplex 
 
10. Garage   Yes / No    
 
11. Pool             Yes / No 
 
12. Fireplace            Yes / No 
 
13. Yard            Yes / No 
 
14. Parking     Yes / No 
 
15. Transportation    Yes / No 
 
16. Price Range   Minimum ________________ Maximum ________________ 
 
17. Have you been pre – approved for a mortgage?  Yes / No 
 

Notes: 
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