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When are you moving?

Where are you moving? 

What are your “must haves”? 

Have you been pre-approved? 

What’s going on in your market today? 

LET’S CHAT
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DECIDE TO BUY A HOME

Make sure you are ready both emotionally and 
financially. Consider down payment, job security and 
credit rating.

PICK YOUR AGENT WISELY

The key to a successful home purchase is having a 
calm, experienced agent to negotiate on your behalf 
and guide you along the way.

BUYER CONSULTATION

The goal of the consult is all about communicating to 
your agent exactly what you’re looking for. It’s important 
to know your budget early. Where do you want to live. 
Condo or house? You and your agent assemble the “ 
dream team “. You’ll need a mortgage broker/banker, 
a home inspector, a lawyer and an insurance broker.

GET PRE-APPROVED

Your broker/banker assembles credit reports, salary 
letters, T4’s and all necessary documents to get your 
approval. Discuss mortgage options to determine 
what’s the best fit.

TOUR POTENTIAL HOMES

Let the fun begin. You and your agent will select 
homes to tour. Learn the market, is it a buyers/sellers 
market. What are homes selling for?

YOU’VE FOUND IT!

Let the scary part begin. Offer time. Your agent will 
structure the offer around price, deposit, conditions 
and closing date.

NEGOTIATE ACCEPTED OFFER

Deposits need to be dropped off. Time to mobilize the 
team. The mortgage broker/banker, home inspector, 
lawyer and insurance broker are all notified and start 
working on your behalf.

PREPARE FOR CLOSING

Make necessary moving arrangements. Notify 
friends and family, all utilities and Canada Post of the 
impending move. Day before closing meet lawyer, 
bring in your money and sign sign sign.

MOVE IN! 

Go to the lawyers and pick up your keys. Woot woot 
you did it, you’re a homeowner.

P R O C E S S
THE

“  You must have total confidence that your agent that 
will have your back in negotiations and will always 
put your needs first. ”
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RESPONSIVENESS

Given the fast paced nature of the current market responsiveness is key as properties can 
sell within less than 24 hours of listing. Checking e-mail regularly so that you can schedule 
appointments quickly and ensure you’re in constant communication with your agent.

ADAPT TO MARKET

Market conditions are constantly changing with properties being affordable one day and 
then out of budget the next. The ability to consider different (equally amazing!) locations will 
put you in the best possible position when looking for a property.

CONDITION FLEXIBILITY

Submitting an offer that is firm (i.e. no conditions) can be scary. In order to provide the 
most competitive offer possible it’s sometimes recommended that buyers have a home 
inspection completed prior to submitting an offer. Having the mortgage pre-approval in 
place or having the lawyer review the status certificate (when available) beforehand are 
other examples of condition flexibility.

BE PREPARED FOR MULTIPLE OFFERS

Multiple offers arise in the majority of transactions today, where properties are priced below 
market value to attract anyone and everyone to come to the table to try to “win”. This is a 
strategic move by the listing agent/sellers, but one to be prepared for as buyers will likely 
be competing with other offers on the purchase of a property.

DEPOSIT CHEQUES

Have a healthy deposit amount easily accessible. Buyers often have their deposit monies 
in their RRSP or tied up in stocks which takes time to withdraw putting them in the position 
of not being able to fulfill the requirement of “delivering the deposit within 24 hours of an 
accepted Agreement of Purchase and Sale”.
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What is a Buyer’s Representation Agreement (BRA)?

A BRA outlines the property types and geographic areas 
for your potential new home, lists the services that will be 
provided by the brokerage and sets a time commitment.

Signing a BRA is a commitment that comes with rights and 
responsibilities, so think carefully about your needs.

It’s important that before you sign a BRA, you’re confident 
that your agent will negotiate strongly on your behalf and 
have your best interests in mind.
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Months of Inventory

Active Listings Recent Sales

÷
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YOUR MARKET
KNOW
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As an agent, my role is to educate you and guide you through 
the offer process, so you get the best possible deal on your 
future home.

You’ve found the one! 

Here’s how you can get the ball rolling on your offer:

•  ●The first thing you want to determine is whether there is an 
offer date or if the seller is accepting offers anytime;

●•  After that, I will prepare a CMA (Comprehensive Market 
Analysis) complete with comparable active and expired 
listings and recent solds to help you know what’s sold 
recently and how those homes compare feature wise to the 
home you’re offering on.

● •  I’ll uncover why are the sellers have decided to sell. What is 
their motivation? Job transfer, downsizing, upsizing, won the 
lottery, financial hardship? Closing date long or short? Have 
they had any offers before? If they’ve had previous offers 
what happened, why didn’t it sell? All of this information is 
critical when submitting an offer.

● •  I will present and negotiate the offer on your behalf to get 
the home you want at the prices and terms you want.

Type of Offer

There are usually two different types of offer situations for 
home buyers:

1. Offers Anytime, and;

2. Offers with an Offer Date.

Differences (and similarities!) between the two:

ANYTIME OFFER DATE

PRICE
Asking price is 

negotiable.

Typically listed lower 

than they expect to 

sell to create more 

competition.

MARKET

Usually found in a 

market with more than 

2+ months of inventory.

Usually found in a 

market with less than 2 

months of inventory.

 CONDITIONS

Typically has conditions 

(Financing or Inspection 

Status Certificate).

Typically expecting 

a FIRM offer (with no 

conditions). 

NEGOTIATIONS 

Agent presents and 

negotiates offer with 

seller.

Specific date when 

they call the review of 

offers.

MONEY

Deposit cheque 

(certified cheque or bank 

draft) is needed in 24hrs 

after acceptance.

Deposit cheque 

(certified cheque or 

bank draft) should be 

ready on offer date.

A N  E D U C AT E D
O F F E R

MAKING
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Conditional Offers

Your conditional offer has been accepted! Now it’s time to 
satisfy the conditions.

It’s time to mobilize the team that you and your agent have 
put together. 

Financing

Because you were so thorough in your pre-approval process 
your broker/banker has (almost) everything that he needs. 
There’s no running around or frantic searching for documents. 
You’ll just send a copy of the accepted offer and the MLS 
listing to your broker/banker. This frees you up to focus on 
the house inspection.

Home Inspection

Home inspection allows you to examine the details of the 
home, and save you from some unpleasant surprises. Ensure 
that the home inspector is a qualified professional. Always 
attend the home inspection in person. It’s best to hear any 
and all news first hand. Not only will your inspector tell you 
the good and the bad about the house, but also do’s and 
don’ts and seasonal maintenance tips. 

It’s not a bad idea to bring a voice of reason with you to 
the inspection, such as a friend or family member who has 
been through it before. At the inspection ask lots and lots of 
questions, inspectors are trained professionals so leverage 
that experience, now isn’t the time to be shy.

Status Certificate

A Status Certificate is a full report on the current state of a 
condominium property, prepared by the Board of Directors, 
which offers a financial snapshot of the well-being of the 
building. By law, it can take up to 10 days to receive a Status 
Certificate. Once received, it could take 2 days for your lawyer 
to review the Status Certificate on your behalf.

The Status Certificate will detail the following:

• How much is in the Reserve Fund;

• If the current owner is up to date on maintenance payments;

• The overall financial health of the condo corporation;

• The rules of the building.

Waivers

Once all of the conditions have been satisfied, you will sign 
waivers to remove the conditions.

What I love most about this stage is how the team you and 
your agent have put together comes out to support you. 

Everyone empathizes for you and knows exactly what you’re 
going through emotionally. You’re scared, you’re excited, and 
they all have your best interests at heart. 

Your banker wants to get you a mortgage with the best 
interest rate and terms, your home inspector wants to give 
you an honest and thorough report so there are no surprises 
when you move in, and your lawyer not only wants to make 
sure you clearly understand the status certificate but they’re 
also there to guide you through the closing process.

I N S P E C T I O N S
A N D  W A I V E R S

CONDITIONS,

“  Relax and don’t forget to breathe.     
The fear will eventually turn to excitement! ”
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It’s closing time! You are now officially a “file” sitting on the desk of 
your lawyer.

Your team is communicating. The lawyer knows who your mortgage 
broker is and your broker knows they have to get the mortgage 
instructions to your lawyer in a timely manner. Your insurance broker 
knows they have to notify the lawyer to show proof you have house 
insurance in place. It’s not your job to micromanage them and know 
their jobs in detail. They know their roles. Get out of their way and 
just make sure the beer is cold on move in day.

It’s important to stay in contact with your agent. You most likely 
have asked for a couple other visits to the property in the offer.  

If you’re buying a condo you’ll need to book an elevator well in 
advance and damage deposits are usually required. Knowing 
moving day protocol will make sure you get off on the right foot 
with the concierge.

Who’s moving you in? If you’re hiring a company, do your research. 
Ask for recommendations from friends and family. If it’s friends and 
family moving you in… Again, do your research. Move in day, don’t 
leave it to chance, we all know a guy who knows a guy who has a 
friend who has a truck.

Remember to change your address. You will need to contact the 
local utilities, gas, hydro, water to let them know you are moving in. 
Need help?  

Two days before closing the lawyer will call you in to sign and sign 
and sign and of course to bring in a bank draft which will be for the 
balance of your down payment (remember you’ve already given a 
deposit) lawyers fees and closing expenses.

The actual day of closing happens. Once money has transferred 
between lawyers and everything has been registered the lawyers 
office will call you to come and pick up the keys.

Pick up the keys, take a deep breathe and welcome to your new 
home. Congratulations you did it!

CLOSING TIME
IT’S
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CLOSING COSTS
Expenses Related to the Purchase of a Home

DEPOSIT
This becomes part of the purchase price.

LEGAL FEES
These include disbursements. 

CLOSING ADJUSTMENTS
Items vary by deal. Examples include – but aren’t limited to municipal property taxes, 
utilities and condo maintenance fees.

CMHC, GENWORTH OR CANADA GUARANTY MORTGAGE 
LOAN INSURANCE (IF APPLICABLE)

Mortgage loan insurance is typically required by lenders when homebuyers make a down 
payment of less than 20% of the purchase price. The premium is rolled into the mortgage, 
but not the PST.

LAND TRANSFER TAX – PROVINCIAL
For single family or two family homes outside the City of Toronto.
•  Up to $55,000: 0.5% 
•  $55,000.01 to $250,000: 1% minus $275
•  $250,000.01 to $400,000: 1.5% minus $1,525
•  $400,000.01 to $2,000,000: 2% minus $3,525
•  Amounts exceeding $2,000,000: 2.5% minus $13,525
The first time buyer rebate will reduce the Land Transfer Tax by up to $4,000  
for principle residence.

LAND TRANSFER TAX FOR THE CITY OF TORONTO
For single family or two family homes in the City of Toronto you pay both city and 
provincial tax.
•  Up to $55,000: 0.5% 
•  $55,000.01 to $250,000: 1% minus $275
•  $250,000.01 to $400,000: 1.5% minus $1,525
•  $400,000.01 to $2,000,000: 2% minus $3,525
•  Amounts exceeding $2,000,000: 2.5% minus $13,525
First time buyers of principle residences in Toronto receive rebate of up to $4,475 along 
with their provincial rebate of up to $4,000.

HST FOR NEW CONSTRUCTION
13% of the sale price minus any applicable rebates.

STATUS CERTIFICATE
This applies to condominiums only.
It is a legal document with all the financial information about the condominium 
corporation, information on special assessments and outstanding legal actions.

TITLE INSURANCE
This is not a legal requirement in Ontario, but you may want to confer with your lawyer 
on its advisability.
It simply protects property owners and their lenders against losses due to the property’s 
title.

UTILITY HOOKUPS
These include Toronto Hydro, Enbridge, Rogers, Bell etc. Rogers and Bell  
charges are highly negotiable and often waived.

TAX ADVANCE
This may be required by lenders.

MORTGAGE ADJUSTMENT PERIOD
These are fees owing on the portion of the month following the closing to the end of the 
month. The bank is entitled mortgage interest on closing at the point. 
Actual mortgage payments don’t start until one calendar month after closing.

PROPERTY INSURANCE
These are fees owing on the portion of the month following the closing to the end of the 
month. The bank is entitled mortgage interest on closing at the point. 
Actual mortgage payments don’t start until one calendar month after closing.

APPRAISAL INSURANCE
Typically required for conventional mortgages by the ban

HOME INSPECTION
Costs vary with the type (e.g. cottage), size and age of the property.

Expenses Due On Acceptance

Expenses Due On Closing

$250 - $400

5%

$300 - $900+

$100

Approximately
$300 - $500

Approximately
$200

Up to 50% of one 
year’s annual tax due

~$2,000

Up to 4.5% of the  
mortgage loan 

amount

To find an online 
land transfer tax 

calculator, visit the 
finance centre at 

mytorontohome.com
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I have over 30 years experience helping buyers and sellers 
achieve their dreams. 

Having thrived in every type of market, I’ve learned that 
success is the result of being flexible, creative, resourceful 
and enthusiastic.  

Having my client’s best interest in mind and being a strong 
negotiator has allowed me to build my business while offering 
an exceptional service experience that fosters loyalty.  

Also, I like to think that I’m an alright guy.

But don’t take my word for it. Take a look at what my clients 
have to say.
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S T O R I E S
MOVING

Mike has been our realtor for both of 
our houses...
... we have owned. He is quick to respond on email, is 
patient with you and helps you get the best deal. I highly 
recommend him!

~ Sandy Penn 

Throughout the whole journey from 
selling to buying... 
... Mike consistently listened and considered all of our 
needs. Mike provided us with realistic expectations 
based on thorough market analysis. Humour, caring and 
professionalism has made  Mike a real estate agent that we 
trust, highly recommend and will definitely use again.

~ W.S. 

Mike has helped us buy two houses 
and sell one. 
Always good advice and personal service. He does not 
dump you off to another agent.

~ C.S. 

I would 100% recommend Mike Mooney.
Mike is one of the most patient, kind and understanding 
real estate agent and was always eager to accommodate 
us. Mike found us our perfect dream home and we save 
thousands as well as we receive the best service any agent 
can provide. If you are looking for an absolute perfect 
realtor, Mike Mooney would be the great and smart choice!

~ Lourdes Laureta 

Loved working with Mike. 
He was awesome for us when we bought our first home. 
We were nervous and he was patient and resourceful.  
I highly recommend him.

~ M.H., Teacher 

We have nothing but nice things to say 
about Mike. 
He’s knowledgeable, resourceful and fun to be around. 
When we were first time home buyers, Mike was patient 
and attentive. He took the time to show us homes until we 
were ready to make an offer. Twelve years later, Mike is now 
helping us manage our Real Estate portfolio.

~ Olivia Gamache, Director of Environmental Management 

Mike makes what can be a stressful 
process, stress free. 
He is very knowledgeable in all regards to Real Estate 
transacting. I have used Mike multiple times over many years 
and my experiences have resulted in several referrals to 
Mike, this alone is a measure of great customer satisfaction! 
Highly recommend Mike!

~ K.T. 
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N O T E SMike has been our trusted Realtor 
since moving from England... 
... to Canada 15 years ago. He has worked with us to buy 
and sell several properties, getting the job done faultlessly 
everytime. Beyond his professionalism, Mike is also 
incredibly personable and easy to get along with. We have 
recommended Mike to both family and friends and they 
have all had the same great experience. Mike is outstanding 
in his field - I encourage you to give him a call.

~ Christopher Ruch 

Mike is a great Realtor. 
He listens to what your needs are and goes out of his way  
to help you find your dream.

~ Chad & Ann Bickram 

XXXXX. 
XXXXX.

~ X.X. 
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M I K E  M O O N E Y
sales representative

416.707.0073
mikemooney@royallepage.ca

416.443.0300 (office)


