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Thank you for the opportunity to discuss the marketing of your property.
We understand that selling your house is an important decision for you. Our goal is to help you
sell your property for the highest price possible, within the time frame that fits your plans, and to

make the home selling process as efficient, stress-free and successful as possible.

The purpose of this Home Seller’s Resource Guide is to help you understand the marketing
process, to inform you of the current market activity in this area, and to explain how

The Love Team - Coldwell Banker Love Realty can assist you in achieving the sale of your
property.

We trust the following information will help you make this decision with ease.

Sincerely,

The Love Team
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MEET THE LOVE TEAM

gary@loverealty.net
604.649-1467

derek@loverealty.net
604.728.3575

carsten@Ioverealty.net
604.728.1470
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maylingloverealty.net
604.617.6765

Gary Love - Team Leader & Real Estate Professional

Gary's career in real estate started in 1971 with Block Bros, a prominent Real Estate company in North
Burnaby. Within a few years, he was established as a Top Realtor® in the Lower Mainland and Western
Canada. Year after year, he achieved being in the top 10% of Realtors®. After 25 consecutive years of such
top sales, Gary earned the Lifetime Medallion Club Award Designation from the Real Estate Board of
Greater Vancouver. He was also involved for over 7 years with the Professional Conduct Committee at the
Vancouver Real Estate Board and the MLS Committee. In 1978, he incorporated his own Real Estate
company, Love Realty, in partnership this past year with Coldwell Banker.

Today he is proud to work with his two sons, Derek and Carsten, who have joined him in this challenging yet
rewarding career in helping people buy and sell Real Estate. His solid reputation and success is built on
serving his clients as best he can, with integrity, personal service and a friendly, outgoing attitude! His life
has been dedicated to Real Estate, helping people buy and sell homes.

Derek Love - Real Estate Professional
Derek has been selling Real Estate since the age of 19 in all areas of the Lower Mainland since 1992. He is
in the Top 5% of Real Estate industry in sales and a Medallion Club Member.

In 2007, he was elected for a 2 year term from the Burnaby/Tri-Cities/New Westminster Realtors® as
Director - Vice President of the Division at the Real Estate Board of Greater Vancouver organizing many
charities, golf tournaments, industry seminars and talks, and activities for Realtors®. His life is dedicated to
the profession of Real Estate and the integrity of the business.

His business is not just real estate but focusing on building life-long relationships with his clients. He is
100% committed to providing them with the honesty, integrity and personal service they deserve in a Real
Estate transaction.

Carsten Love - Real Estate Professional

Carsten’s advantage of growing-up in a family of Realtors® and being taught from a young age to be
outgoing and hard working, his inevitable career was destined for Real Estate. His most recent job was as a
Sales Consultant at Southside Nissan where he spent 5 incredible years with them and ended up as one of
the top 15 Sales Consultant in Western Canada! He began his exciting career in Real Estate in 2003 and is
a Medallion Club Member.

His passions include outdoor activities, travelling and building a strong future in Real Estate by keeping
current with on going education and a “can do” attitude. His absolute fundamental aim is to satisfy his clients
and build life long relationships.

May-Ling Yuen - Licensed Assistant

May-Ling started her career in Real Estate as a licensed assistant since 2004 and became The Love
Team’s newest member in 2008 as our Licensed Assistant. She brings to the team experience as a
licensed realtor and an extensive background in sales, marketing, computers and administration.

Prior to Real Estate, she graduated from BCIT - Tourism Marketing Management Diploma Program, which
lead her to obtain a diverse background working in the hospitality, sales and marketing industry.
Throughout her experience, she has also kept up with the latest technology and computer systems.

Her strengths are providing quality client care and detailed professional service while maintaining strong
client relationships. She also believes in going the extra mile with a positive attitude exceeding
all expectations.

CLL
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HOW WE CAN HELP YOU

apply our knowledge and expertise to achieve the successfu

sale of your property. Here is what you can expect from us:

Your needs, interests and objectives will be our top priority. We want to learn what is important to
you, so that we can help you attain your real estate goals.

We will give you reliable information and solid advice so that you can make informed decisions.
Please do not hesitate to ask questions.

We will work for your best interest at every stage of the home selling process, from the
development and implementation of a Marketing Plan, through the negotiation of purchase offers,
to the final settlement of the transaction.

Communication is important. We will want to agree to a system of regular contacts (whether in
person, on the phone, by mail, fax or email) so that we can keep you up-to-date on the progress of
the transaction.

It is our hope that you will be so pleased with our service that you will turn to our team for advice
on all your future real estate needs.
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MISSION STATEMENT

"Our Mission is to lead the revolution in the way Real Estate is bought and sold, by making
information and expertise available directly to the seller and buyer through top professional,
personalized service combined with leading edge technology. This exchange of service and
information empowers our clients to make sound Real Estate decisions which protects their
interests and adds value to their investment."

Experience... Gary, Derek, Carsten, and May-Ling are effective and dynamic Realtors® who know
the market and their profession. Gary's many years as a top professional Realtor® in the Lower
Mainland with many hundreds of homes sold since 1971 combined with Derek's, Carsten's, and
May-Ling’s talent and honed skills of selling and marketing Real Estate lets you feel confident and
comfortable during the sale or purchase of your home."Love for your Real Estate!"

Service... Gary, Derek, Carsten, and May-Ling's easy confidence, mastered negotiation skills, plus
the ability to listen and understand your needs, makes the selling and buying experience a
pleasurable one! Your satisfaction is guaranteed with our services or you can cancel your contract
with us immediately. "We have hundreds of satisfied clients and references available!"

Integrity... With uncompromising standards of integrity, honesty, trust, and service, (Gary, Derek,
Carsten, and May-Ling) give their clients the confidence of knowing their transactions will go
right. Their work ethics are based on solid principles. Gary had been serving on the Professional
Conduct Committee at the Vancouver Real Estate Board for 7 years, and was involved with the
Education Committee and the MLS Committee. Derek recently was Vice President & Director of
the Division for the Real Estate board of Vancouver. Our reputation and success is built on serving
our clients for life! "You can count on us to do the job right!"

Knowledge... Our many years of top quality service, expertise and success has given us a greater
advantage over the competition. Our knowledge and expertise is #1. With Gary's years of
experience and his education (B.A. Economics, R.l. (B.C.) Appraisal U.B.C.) along with Derek,
Carsten and May-Ling’s enthusiastic approach with innovative marketing ideas and exceptional
service make this a top-notch Real Estate team you can count on. The Love Team!
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THE BENEFITS OF USING A REALTOR®

You'll experience a variety of benefits when
you hire a professional. Successfully selling a
property is a complicated exercise, and
Realtors® have the experience, resources and
contacts to complete your sale quickly and
smoothly.

Pricing

A Realtor® will set the selling price of your
property at a level that accurately reflects its
value in current market conditions and will not
cost you missed opportunities.

Marketing

A Realtor® will have many useful suggestions
on ways to improve the marketability of your
property, including cosmetic repairs and other
items that will create a favourable

impression among buyers.

Your property will enjoy a wider exposure
among buyers when you use a Realtor®. In
addition to using flyers and organizing open
house days, a Realtor’s extensive contact list of
former clients, newly qualified buyers and
other industry professionals can significantly
reduce the time your property is on the
market.

A Realtor® will also allow you to tap into a
highly productive and extensive industry
network, such as Multiple Listing Service or
other industry marketing system.

Advertising your property efficiently is another
area where a Realtor® can play an important
role. A Realtor’s experience in deciding on the
most appropriate type and frequency of
advertising for your property can be
invaluable. For example, placing too many ads
can create the impressions that there may be
something wrong with the property or that
the seller is desperate.

Security

Security is a major consideration when
showing your home. By using a Realtor®, you
can rest assured that all showings will be
pre-screened and supervised.

Negotiating

When negotiating a purchase, most buyers
prefer to deal with a middleperson who is
objective, unemotional and professional.
Buyers will often feel more comfortable with a
Realtor® than with the owner when they want
to raise issues that need resolving before
making an offer.

Monitoring, Renegotiating, Closing or Settling
A Realtor® will guide you through the mine-
field of potential problems associated with the
appraisal, inspection and financing process,
including the often complicated escrow
instruction. In addition, your agent can meet
and instruct any specialists or trades people
who may be required for repairs or other
issues that need to be completed before
closing.
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10 GOOD REASONS TO USE THE LOVE TEAM

In today’s market, you get what you pay for and if you want the job done right, you use a
professional. Today’s complex market demands expertise and market resources are not available
to the average citizen. Consider the following compelling reasons why you should enlist the
professional services of The Love Team.

1. We will obtain you more net dollars for your property than if you tried to sell it yourself.
2. You will likely sell your home a lot faster.

3. Listing your home through The Love Team on the Vancouver Real Estate Board’s Multiple
Listing Service (MLS) and our popular website www.loverealty.net means you get the widest
possible exposure for your home.

4. We have the skills, talents and resources to market your home effectively.

5. With over 65 years of combined experience, we know your neighbourhood: we assess market
conditions and property values daily.

6. We have been educated on the complex laws and regulations in real estate and are trained to
create a legally binding contract.

7. Negotiating price is an art. We will negotiate objectively in order to get the best possible price
for your home.

8. We are on call and available seven days a week to show your home.

9. We are aware of many options available for financing the sale and have the latest information
on mortgages.

10. Moving up or down? We can open the doors to thousands of properties through MLS and
provide you with an up-to-date computerized list of homes suited to your needs, wants and
budget.
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COMPARATIVE MARKET ANALYSIS

Market Analysis Explanation

An impartial evaluation of market activity is the most effective way to estimate a property’s
potential selling price. A Comparative Market Analysis is divided into three categories:

1. Comparable homes that are currently for sale.
2. Comparable homes that were recently sold.
3. Comparable homes that failed to sell.

Are currently on the market

Looking at similar homes that are currently offered for sale, we can assess the alternatives that
a serious buyer has from which to choose. We can also be sure that we are not under pricing
your home.

Have sold in the recent past

Looking at similar homes that were sold in the past few months, we can see a clear picture of
how the market has valued homes that are comparable to yours. Banks and other lending
institutions also analyze these sales to determine how much they can lend to qualified buyers.

Failed to sell
Looking at similar homes that failed to sell, we can avoid pricing at a level that would not attract
buyers.
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COMMON SELLING MISTAKES

The selling and buying of a house can be a stressful and confusing
process. Not only is it very expensive to 'learn from your mistakes', but
very few people move often enough to gain the needed experience.

Although there is no substitute for doing your homework (start by asking your family and friends
who have recently moved for their experiences) the following list of common pitfalls may be
helpful.

Pricing Incorrectly (too high or too low):

Make sure you determine the market value of your home correctly: if your asking price is
significantly higher than what the market is currently bearing, many potential buyers looking for
your style of home will view similar but lower priced homes first. Not only does this limit the pool
of potential buyers but it also increases the chances that your home will sell for less than its actual
value. This is due to the "discount" often associated with properties that have been on the market
for a longer than average time. Buyers are often overheard asking their Agent..."What's wrong
with that home? It's been for sale forever". Alternatively, if your asking price is too low, you are
literally giving away your hard-earned equity just because you did not know what the market
would bear.

Failing to "Showcase" your home:
A little work can improve the first impression of your home a thousand-fold. First impressions are
lasting impressions and can dramatically affect a property's perceived value.

Mistaking a Bank's appraisal or a new Tax Assessment as your home's actual market value:
These processes are based on general guidelines such as lot size and square footage, not the
specific qualities and improvements of your home. Using either of these as a baseline could cause
you to over- or under-price your property. It requires detailed background knowledge of all recent
neighbourhood sales as well as homes currently for sale in order to estimate value accurately. Ask
your REALTOR® for a detailed market evaluation.

Failing to take current market conditions/trends into account:
Is it a Buyer's market, a Seller's market, a balanced market? What do future trends look like? Ask
your REALTOR® for a full analysis.

Using "Hard Sell" during showings:
No one likes being pressured. As well, buyers might wonder why you are so anxious to sell. Let
your home speak for itself.
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COMMON SELLING MISTAKES (Con'’t)

Choosing the wrong REALTOR® or choosing a REALTOR for the wrong reasons:

It is critical that you have full confidence in your REALTOR's experience and abilities. You want a
REALTOR who can explain the whole selling process to you, has a good feel for the market, has
access to potential buyers and offers sound advice on how to improve your chances of selling. Try
to avoid choosing a REALTOR on the basis of which one gives the highest estimate of your home's
value. In order to achieve the best sale price within a reasonable period of time, you need an
accurate indication of the true market value of your property. Knowing this information allows
you to properly price your home, thus maximizing your chances of selling and allowing you to
make your future plans with the sure knowledge that your goals can be attained.

Not taking advantage of market fluctuations: The Big Picture...

Moving up in a market downturn? If your $150,000 home has dropped 10% in value, so has your
$300,000 dream home. Yes, you lose $15,000 on your current home, but you save $30,000 on
your next purchase! Always keep in mind the big picture.

Mistaking "Lookers" for "Buyers":

Many people who look at homes for sale may just be getting a feel for the market, seeing how
others 'showcase' their homes, or even just looking for decorating ideas. Your REALTOR® deals
with these situations on a full-time basis and has the experience needed to separate the
"Lookers" from the actual "Buyers".

Relying too heavily on advice from the Buyer's REALTOR:

The interests of buyers and sellers are often opposing. In an agency relationship it is very difficult
for one REALTOR to look out for the interests of both the buyer and the seller. You want to make
sure you are familiar with Real Estate relationships and the difference between being a client or a
customer before accepting advice from an agent or entering into any formal relationship with an
agent.

Limiting the marketing and exposure of your property:

Part of what a good REALTOR does is to ensure that your property is showcased and marketed in
the best and most productive manner possible. Not allowing a "For Sale" sign on the front yard or
limiting viewing times can dramatically reduce the number of prospective purchasers seeing your
home and have a serious impact on your bottom line.

coLDWeLL
CLL LS S Tel: 604.437-1123 4 Fax: 604.437-9077 4 Web: www.loverealty.net 4 Email: info@Iloverealty.net
LOVE REALTY



HOME SELLING PROCESS

Selling a house typically includes many of the following elements.
We will be your resource and guide every step of the way.

Initial Consultation
* Determine your needs and priorities. Review “agency” choices and select appropriate working relationship
¢ Discuss Marketing Plan
e Establish Pricing Strategy

Design and Implement Marketing Plan
¢ Complete home enhancement recommendations
¢ Consult with our home stager
e Carry out scheduled marketing activities
¢ Order condo documents or real property report on your behalf
¢ Show the property to agents and prospective buyers
e Communicate with you on a regular basis

* Monitor results of marketing activities
o Modify Marketing Plan and Pricing Strategy as necessary

Review Offer and Reach Agreement with Buyer
* Buyer’s real estate professional presents offer
e Discuss and clarify proposed terms and conditions
¢ Negotiation; possible counter offers
e Reach final agreement

Complete Settlement Process (per purchase contract)
* Deposit of buyer’s earnest money
¢ Sign documents
¢ Title search, preliminary title report to buyer
¢ Inspections
¢ Removal of remaining contingencies
* Prepare conveyancing paperwork for your lawyer
* Buyer’s final walk-through of property
¢ Meet with your lawyer to sign off on final documents including paying out any remaining adjustments, condo
fees, and mortgage
* Mortgage Funding/balance of funds from buyer
¢ Transfer of title
¢ Keys released
e Walk through inspection upon closing
o Relocation of seller; possession of property by buyer

After—sale Service
¢ Help you find your next home, as needed
¢ Assist you with relocations, as needed
¢ Provide resources for other after-sale homeowner needs
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HOW BUYERS FIND THE HOME THEY PURCHASE

Homebuyers may use several information sources in their search process, but they are
most likely to find the home they actually purchase through a real estate professional.

Home Book or Real Estate Agent,
Magazine, 1% 34%

Knew the Seller, 3%
Mewspaper Ad, 3%

Home Builder, 8%

Friend / Relative /
Meighbor, 8%

Internet, 29%
Yard Sign, 14%

The real estate agent is, by far the most important source of buyers for anyone selling
a home. Without an agent, and after calling friends and neighbours, the only viable
sources of buyers for an individual are a “For Sale” sign in the yard and a classified ad
in the newspaper— not enough.
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THE IMPACT OF TIMING AND OVERPRICING

Market-sensitive pricing can be the key to maximum market exposure and ultimately, a
satisfactory sale.

TIMING

The prime marketing time ¢
occurs during the first few
weeks.

A new listing is exciting, is Make sure your property is priced right from

shown more, and generally the beginning.

sells for a higher price.
Later, fair or not, prospec-  Properties priced too high have a difficult

tive buyers begin to wonder time selling.
why it hasn’t sold.

Percent of Buyers Who Will View Property

Asking Price in Relationship % of Prospective Buyers Who
To Fair to Market Value Will Look at Property

+10%

2%
+5%
Fair 30%
Market
Value 60%

-5%

Properties priced within market range generate more showings, offers and sell in a
shorter time period.
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THE DANGERS OF OVER PRICING

An asking price that is beyond market range can adversely affect the
marketing of a property.

= Fewer buyers are attracted and fewer offers received.

= The property attracts “lookers” and helps competing houses to look better by
comparison.

= If it does sell above the true market value, it may not appraise and the buyers
may not be able to secure a loan.

= Marketing time is prolonged and initial marketing momentum is lost.

Month 1 Month 2 Month 4-6 Month 6+

Difference between Asking Price
and Selling Price over time:

Source: National Association of Realtors®
Homebuying and Selling Process

Don’t miss your prime marketing period by setting a price
higher than justified by the Comparative Market Evaluation.....
you risk
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HOW LONG DOES IT TAKE TO MARKET A PROPERTY

The length of time it takes to market a house will vary. Some properties will sell in just
a few days, others may require several months. Following are some of the key factors
that influence the length of time it takes to sell a property.

COMPETITION

Every buyer makes his decision about which home to buy and how much it is worth
by his other choices at the time he buys. The supply of other choices the buyers will
compare with your home is constantly changing each week and month. The current
competition always affects the buyer’s opinion of your property and what he thinks it
is worth. So the question is: What will be the buyer’s choices at the time they are
shown your property?

PRICE

If the property has not sold after a reasonable length of time, but other similar
properties have sold, then the price may need to be reduced. If this is true and the
price is not reduced, a sale may be delayed or prevented.

PROPERTY

If the property should show poorly or have major defects which cannot be, or are not
corrected, a sale may not occur until the defects are corrected or the price is adjusted
to compensate for them.

FINANCING

The current cost of mortgage financing plays an important role in affordability to most
prospective buyers. If these costs are too high, then the financing may cause a delay
or prevent the sale.

TIMING

Timing is the condition of real estate market at the time of the sale. Supply and
demand are the factors influencing whether it is a Seller’'s or Buyer’'s market. Neither
the seller nor the listing agent can change the market condition at the time the
property is for sale. It must be accepted for what it is.

MARKETING

Marketing techniques are being constantly tested and updated for the best results.
Even expert marketing has limitations because marketing cannot overcome any of
the first five factors if they are out of balance and remain uncorrected. We will supply
you with a constant flow of updated information to help you determine the
marketability of your property.
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“FOR SALE BY OWNER"” PITFALLS

Some owners think they can save money by selling their home on their own. However, their limited
knowledge of the complexities involved in real estate transactions puts themselves at a severe
disadvantage and typically ends up costing them several thousands of net dollars.

Most Difficult Tasks for “By Owner” Sellers

Understanding paperwork 30%
Preparing home for sale 26%
Getting the right price 19%
Having enough time to devote 14%

to all aspects of the sale

Attracting potential buyers 7%
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SELLER’S CHECKLIST

If available, please provide the following items and information as soon as possible

a

a

Property Survey

Mortgage lenders name, address, phone,
contact person, mortgage account number. |
will be wanting to know your present balance,
interest rate, term, amortization period and
payout penalty.

If you are aware of any other loans, mortgages
or charges against the property, please provide
details.

If there are any easements or right-of-ways on
the property, please provide copies of the
charges.

Your lawyer or notary public’s name, address
and phone number.

House keys.

You and your spouse’s work, cellular and fax
numbers.

Average cost of utility bill.

Names and addresses of nearest elementary
and high schools

Attractive exterior photos of your home in other
seasons.

Receipts/warranties on roof, furnace, hot water
tank, appliances and permits for any major
improvement(s) done on your home.

Fixtures or chattels (i.e. appliances, drapes,
lighting fixtures etc.) that are not included in the
sale. This list should be minimal.

Your thoughts on special features of your
home or community.

Oil tank verification

o

o

g o o a

Approximately measurements

If your property is strata titled-(condominium/
townhouse) you will require the following
before a firm sale is made:

Information Certificate (Form “B”)
Current Bylaws, Rules & Regulations.
Current Financial Statements.

A copy of the last Annual General Meeting and
any extraordinary or special meetings.

A copy of any special levies.
Parking stall and locker number(s)

1-2 year's supply of the strata council's
minutes of the monthly meetings.

Name, address and phone number of strata
council president and strata management
company (if there is one)

If you are selling a property that is rented,
whether whole or in part, the following will be
required:

o

Full names and phone number of existing
tenants.

When each rental period began and copy of
the rental contract.

What the damage deposit is.

What the current rent(s) are. When are they
due? Does the rent include utilities?

Date of last rental increase.
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PREPARING FOR SHOWINGS

Just a few suggestions for creating a favorable first time impression:

“Love at First Sight” Cleanliness is a Virture

+ Plant flowers, weed, and edge gardens

¢ Mow lawn and trim hedges and shrubs

Clean driveways and sidewalks of dirt, leaves,
snow

Water lawn extensively, well in advance of selling
Remove old lawn ornaments, toys and play sets
Clean and repair rain gutters and siding

Touch up exterior paint

Clean out garage, pick up any litter

Make mirrors glitter and appliances sparkle
Wash and polish all floors

Clean and freshen bathrooms
Clean/shampoo all carpets

Clean all windows, walls, doors and trim

<>
* & O o o

* & 6 o o

This Place Looks Neat and Tidy It Certainly is Well-Maintained

¢ Clear all countertops ¢ Touch up interior paint and paper

¢ De-clutter all heavy traffic areas ¢ Repair cracked plaster

+ Store surplus furniture to reduce feeling crowded ¢ Tighten door knobs and cupboards latches

¢ Put seasonal clothing into storage ¢ Oil any squeaky doors

¢ Clear halls and stairs of clutter ¢ Repair leaky plumbing (taps, shower heads,

+ Make all closets neat and tidy toilets)
(and only half-full, even if this means moving ¢ Repair seals/caulking around bathtub and sinks
items to another storage area) ¢ Replace burnt-out light bulbs/install brighter

bulbs

¢ Clean furnace and humidifier
+ Repair any other minor flaws

The Presentation

Turn on all lights and open all drapes in the daytime

Play quite background music

Turn on air-conditioning or light fireplace

Keep pets outside during showings (or better yet, at a friend'’s)

Have as few people in the house as possible. If you can, be absent during any showings as potential
buyers often feel awkward and rush through if they think they are inconveniencing the owner.

* & 6 o o
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TOP DOLLAR MARKETING PROGRAM

Submit your home listing for exposure to over 8000 ¢

active agents in Greater Vancouver via Multiple Listing
Service databases.

Present copies of your home listing to our company’s
active agents who each day work with bona fide
buyers.

Utilize PROVEN Professional advice on dressing your
home to show it exceptionally well and to sell for the
highest possible price.

Create publicity flyers about your home for personal
distribution to active agents in the community.

Promote your home to our company-exclusive “Top
Selling Agents” PERSONALIZED mailing list.

Maximize showing exposure through professional
sighage — ALSO specifically designed with proven
strategies to motivate buyer calls.

Enhance convenience of buyer viewing yet maintain
security for you and your family by placing your home
on a key safe.

Promote your home through public Open Houses.

Promote your home by distributing flyers, brochures
and newsletters (both hard copy and on-line).

Educate you and your buyers on the numerous
financing plans to make buying your home EASY!

Suggest constructive changes to your home to make it
more appealing. A higher-priced sale more likely to
interested buyers. Many of my suggestions can
capture up to $10 for every $10 invested!

Keep you educated and up to date on listing and
selling market conditions in your area.

Update you on all activity regarding your home: agent
showings, open house attendance, agent tours, sign
inquiries, etc.

Ensure your home security by tracking all home
showing agents and the public using special sign-in
sheets and key safes.

Follow-up on all agent showings to answer questions
and motivate interested buyers to pursue your home.

Ensure that any offers from buyers are prequalified
and capable of closing on the purchase — thus saving
you time and money from unqualified buyers.

Actively represent YOU in contract negotiations with
buyers to help get the highest selling price for your
home and minimize any stress incurred selling your
home.

Coordinate financing and closing activities on your
behalf to ensure a smooth, hassle-free closing.

coLDWeLL
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TESTIMONIALS - Gary Love

Just a wee note to express our thanks to you, Derek & Carsten for the most professional and
"thought-full-of-caring” job in the sale of our house. Your kindness is so appreciated - our good
neighbour and dear friend - the lads too.

Sheena S., Burnaby

For years we thought of possibility of selling our house and that you would an excellent job.
We are very fortunate to have you as our realtor. You did not let us down. You came through
100%. You're a tremendous sales person with a "warm personality”. Thanks. Best Wishes.

Len S., Burnaby

I would like to thank you for being so generous and kind to our family. The microwave oven is
perfect in size and colour for our new kitchen. With almost every 'ding’, we are reminded how
pleasant it was to do business with you. Gary, we are pleased that the sale of our old house went
so smoothly and quickly; it was difficult to move from such a well loved home and neighborhood.
Thank you also for the wonderful print. It is a perfect souvenir and will always remind us, with
nostalgia, of our happy times living in Burnaby. We wish you and your family much health and
happiness and hope we will be lucky enough to be seeing more of you all in the future.

Steve and Phylis Siu, Coquitlam

Just wanted to thank you so much for all your hard work in selling our West Vancouver home. We
appreciated your support through it all. I'm sorry that it was such a messy situation with the
tenants. You are a wonderful Team and we felt very confident in working with all three of
you. Best wishes.

Jan & Laura, Burnaby

Just want to drop you this note to let you know how much we love this home and how grateful we
are for your assistance. We appreciate your part very much. As you know, we are first time buyers.

| believe that God has used you in a way to help us work through many hurdles. As His servant, |
always find Him leading us all the time. Every morning when | wake up, | open my blinds and the
sun just shines right in. | praise Him for this wonderful place. | drive by your house and | thank
God for you!

Keep up your good work. See you around!

Edwin & Daisy Kong / Francis & Emily, Port Coquitlam
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TESTIMONIALS - Derek Love

It was awesome working with you this year in helping us sell our condo on Edmonds in Burnaby.
We had it for sale for 2 months with another Realtor who let us down and then you were referred
to us by a friend, and you sold our condo in less than 2 weeks. | would recommend you in a heart
beat! Thank you for all you did for us, putting confidence in us and putting up with all our stress!
Thanks again.

Jackie, Burnaby

We are so happy that we bought the house on Schoolhouse in Nov. 2005, and especially happy
that you helped make it happen. Ruth is renovating her apartment and we hope to call you in
about a month to sell it for us. We have started to move things including plants and trees. The
garage is being gutted and the whole top floor will be re-done as well, including the kitchen. Thank
you so much for all that you have done for us.

Ruth and Dirk, Coquitlam

Recently, we had the privilege of enjoying the services of Derek Love in the sale of our home as
well as in the purchase of a new home. Derek was unfailingly punctual and courteous. He selected
many properties for our viewing based on our wishes and desires. The result was an excellent
selection from which we chose a new 2 bedroom and den condominium development.

His recommendation made our choice an easy one. He was also invaluable in the sale of our
home in Burnaby. His participation in a number of open houses and showings played a large part
in the eventual successful sale of our home. We liked Derek, his approach and manner made our
sale and subsequent purchase a very pleasant experience. We wish him the very best in all his
future endeavors.

Perry & Enid Knight, Port Moody

We couldn't be more grateful for the services we received from Derek. We really appreciated his
ability to listen and his thoughtfulness in choosing properties for us to view. When it came time to
negotiate on our behalf, he did so with professional skill and determination. | so appreciate the
advice he was able to give us. It was the kind of advice a realtor only gets from experience, from
knowledge about the area and of the real estate business. | really felt like he was "in our corner”.

Judi and Lew McQueen, New Westminster

Thanks for everything you've done for me recently. This is the 3rd transaction my family and |
have done with you in 2005 and fall 2006. Although | know it is part of your job, to me you went
above and beyond. Your honesty, diligence, thoughtfulness, and friendship makes me all the
more proud | have you for a Realtor and most of all a friend.

Albert A., Vancouver
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TESTIMONIALS - Carsten Love

Thank you very much for selling our house. We were very impressed with how you worked with us
in developing a game plan and then followed it through to make it happen just as planned. That
was incredible! We have never had that happen with our 3 previous houses we sold. We credit
this success to the fact that hiring you was like hiring 3 different Realtors® and because of the way
the three of you worked together, it provided the best strategy and opportunity for selling our
house. If we were to sell our house again, we would definitely ask you!

Warren and Pat, Burnaby

Thank-you so much for all you've done. Ash and | couldn't be happier with our new home! We
have great respect for the job you've done for us. We truly feel that there are two things you need
to have with your realtor and that is: trust and confidence. We felt so confident in your abilities and
we completely trusted you with such a financial commitment and the proof is in the pudding.

You got us almost our asking price (the highest so far in the complex) in a record time and for
more than assessed value and you got us our new home for less than we thought we would have
to spend, for less than assessed value and for a house that was more than we hoped for.
Thank you again, we are incredibly grateful!

Jen and Ash Engele, Port Coquitlam

Thank-you for all your hard work! You truly made "house hunting" fun!! We have both enjoyed
working with you and look forward to buying more houses with you!

Robin Noble and Rajesh Kumar, New Westminster

Thank you so much for a great first experience in real estate!! You've been a wonderful help from
the beginning to (first) end, and | look forward to setting up home in my new place.

Tam Sze Yeow, Burnaby

| can't thank you enough for helping me find my first apartment. Everyday | fall more and more in
love with the location and my home. Even as the economy continues to drop, | am trilled with the
price that | paid and thus your incredible negotiating skills! | look forward to working with you
again.

Laura, Vancouver
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TESTIMONIALS - May-Ling Yuen

Buying your first home is not exactly rocket science but it's close. If you are looking for a real
estate agent that is up to this challenge, look no further, May-Ling makes for an excellent choice.
Right from the beginning when | started to survey the market to the final steps of closing the deal
and beyond. May-Ling has provided me with exceptional service. Instead of trying to close a deal
quickly, she never tired showing another home. Yet, when | found the perfect place, May-Ling was
there to make that offer and negotiate the best possible price. | have been very satisfied with
May-Ling services as my real estate agent. It has been a pleasure to work with her. | always carry
a couple of her business cards in my wallet, so that | may pass on her contact information to any-
one looking to purchase a home. Thank you, May-Ling.

J. Wendland, PhD, Burnaby

| would like to formally thank you for your outstanding performance as my agent for the purchase
of my first condo. | am thankful to have found you, as | am sure that most agents would not be
willing or able to provide the level of service | received from you. There is seldom any traffic on the
extra mile! The level of service and dedication you provided made this process as simple as it
possibly could have been, and the property that we found met all of my needs, and fit into my
budget, no easy task. You certainly went above and beyond what | had expected from a realtor, |
consider your contributions invaluable and your manner to be at the highest level of
professionalism. Please expect referral business from my colleagues in the near future.

Zac W., Port Coquitlam

After voicing aloud the idea that it might be time for me to upgrade to a larger condo, | had the
good fortune to be introduced to May-Ling. In spite of the fact that | had yet to firm up the decision
in my mind, May-Ling took the trouble to explain the process to me. Carefully detailing what |
should expect and all of the things that | should be looking out for. She then waited patiently while |
made the decision to move forward. Throughout the whole process, | never felt pressured or
rushed, but always found May-Ling to be available and ready to see yet another condominium.
When | finally found the place that | felt was right for me, May-Ling stepped up the pace with more
Open Houses and call backs to other Realtors® that had qualified buyers, having expressed some
interest in my place. Do to May-Ling’s persistence we finally complete the sale late one evening
and just in time for me to withdraw the conditions on my offer to purchase my new place. With the
paper work done and May-Lings commission well earned, she might have been forgiven for
moving on to her next sale. However, | found May-Ling to be consistently available to help with
questions and concerns, well past my moving in date. Even helping to quickly and effectively clear
up my deficiency list, in my new condo.

Colin M., New Westminster
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Gary, Derek & Carsten Love

A dedicated family of Realtors since 1971

News Release | #2009

Property sales strengthen in current
market cycle

VANCOUVER, B.C. — April 2, 2009 — The Metro Vancouver
housing market experienced a movement away from volatility
and toward stability to start the spring season.

Home sales in March 2009 returned to levels witnessed at the
beginning of the decade, with 2,265 sales recorded across
Metro Vancouver for the month, a 53 per cent increase over
February but a 24.4 per cent decrease over March 2008, when
2,997 sales were recorded.

Since 1999, March sales have increased 31 per cent, on aver-
age, over the month of February. March 2009 marks the second
consecutive month that sales have outperformed the ten-year
average for this month-over-month comparison.

“There’s more confidence in the housing market today than we
were seeing late last year. Sales activity is rising to more typical
levels given the season, and the number of homes being listed
for sale is levelling off,” said Scott Russell, president of the Real
Estate Board of Greater Vancouver (REBGV).

New residential listings on the MLS® declined 22 per cent in
March 2009 to 4,385 compared to March 2008. This is the fifth
month in a row that new listings have decreased year-over-year
and the third consecutive month where those declines
exceeded 20 per cent.

Despite these trends, total active listings at the end of March
2009 had still reached14,579, a 19 per cent increase compared
to the end of March 2008.

“REALTORS® are seeing an increasing level of interest from

first-time buyers who are attracted to low interest rates, good
supply of housing, greater affordability, and a considerably
lower overall cost of servicing a mortgage compared to recent
years,” Russell said.

Sales of detached properties in March 2009 declined 19.6 per
cent to 897 from the 1,116 units sold during the same period in
2008. The benchmark price, as calculated by the MLSLink
Housing Price Index®, for detached properties declined 15.1
per cent from March 2008 to $649,342.

coLbwelL
BANKERO
LOVE REALTY

Sales of apartment properties declined 28.8 per cent last month to
976, compared to the 1,370 sales in March 2008. The benchmark
price of an apartment property declined 13.5 per cent from March
2008 to $337,099.

Attached property sales in March 2009 decreased 23.3 per cent to
392, compared with the 511 sales during the same month in 2008.
The benchmark price of an attached unit declined 11.2 per cent
between March 2008 and 2009 to $420,563.

Peanut Butter Eggs Recipe

1 jar (28 0z.) peanut butter

2 sticks butter

2 Ibs. powdered sugar

12 oz. pkg. semi-sweet chocolate chips

Soften butter, allow to cool. Mix peanut butter, butter and pow-
dered sugar together, shape into eggs or round balls. Allow to
harden slightly on a cookie sheet. Melt the chocolate chips and
dip the candy to cover completely, place on wax paper to cool
and harden. Refrigerate if you plan on keeping them a long time.

Recipe makes about 6 dozen eggs.

S 5 @Happy Easter! S B 6

Magic Wronski

Tel: (604) 961-0068

CENTRES

_ Bank Rates | Our Rates

6 Months 5.20% 4.45%

1 Year 5.00% 3.25%

2 Years 5.00% 3.80%

3 Years 5.20% 3.90%

4 Years 5.44% 4.14%

5 Years 5.79% 3.99%

7 Years 7.00% 5.15%
10 Years 7.35% 5.25%

—>

Tel: 604.437.1123 | Web: www.loverealty.net | Email info@loverealty.net
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Gary, Derek & Carsten Love
A dedicated family of Realtors since 1971.

Do you know a buyer for this home?

Bumaby North, Simon Fraser University

e 4 bedroom, 3 bath family home in quiet cul-de-sac

e Spotless & move in condition w/ newer roof,
furnace, paint, blinds, floors & updated bathrooms.

e Rare 4 large bedrooms on top floor w/ updated 3
pce ensuite bathroom & walk-in closet. Jetted tub
in updated main bathroom.

« Formal livingroom w/ wood f/p & huge diningroom.

e Family room off open kitchen with French doors

1530 Hatton Avenue out to aggregate patio & covered awning.
$698,800

We are always working with buyers interested in your neighborhood.
Call The Love Team for a free, no obligation consultation and market value
update on your home or discuss your plans on buying or selling!

Visit our website
. _ coLbDwelLL
for more photos and information: BANKCRO

www.loverealty.net

LOVE REALTY
604.437.1123

This communication is not intended to cause or induce breach of an existing agreement.



THE LOVE TEAM

Gary, Derek & Carsten Love
A dedicated family of Realtors since 1971.

Gary Love - Your Burnaby Speclallst for Over 37 Years

PRICE: $740,000

MLS: V717816

S8 #BDRM:5

| 3550 Piper Avenue

N

3428 Dalebright Drive

B #BATH: 2

H SQFT: 2,600

LOT: 164 x 73

YEAR BUILT: OT

PRICE: $795,000

MLS: V729875

# BDRM: 4

# BATH: 3

SQ FT: 3,130

LOT: 152 X 90

YEAR BUILT: 1984

3530 Colter Court

PRICE: $780,000

g - MLS: V706647

#BDRM: 4

&= # BATH: 3

SQ FT: 2,225

' LOT: 8,825
8248 Lakeland Drive

YEAR BUILT: 1975

PRICE: $959,000

MLS: V731601

# BDRM: 5

#BATH: 4

| sqFT: 2,800

LOT: 124 X 75

YEAR BUILT: 1972

We are always working with buyers interested in your neighborhood.
Call The Love Team for a free, no obligation consultation and

market value update on your home.

Visit our website
for more photos and information:

www.loverealty.net

CoOLDWELL

BANKER QO

LOVE REALTY
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Federal budget a boost tor new buyers

$30,000 buys more than $40,000, especially when a residence falls in price

PETER SIM F‘SB

FECIAL TO WIATE

CONSTRUCTIVE THOUGHTS

“The best things in life are free. Bur you
can Reap ‘em for bfr.is ad beas. N
give me money, that's what [ wane, that's
it I want.

Berry Gordy, Janie Bradford and
Barrent Strong, Money (Thar's Whae I
Wanth, 1959

anada's Economic
WS S0Mlle CIHTOL MOnEY
«rs and first time bayers,
Faced with rapidly rising home prices
charing: the Last few years, first-time home
buyers had a devil of a time climbing
antothe first mng of the property ladder.
The financial barriers were worrisome
to those who wanted to put down roots,
perhaps start a family — my eldest

daughter inchuded.

1 the federal government s recent bud
h entitled €

hat step towards homeownership has
become a little easier. Prices and mon
gage rates have dropped and invent ory

has expanded. So young folks can take
care choosing a bome that maches their
meedy, taking into account key consider-
ations such as location, vahse and builder
et ion.

First-time baryers who have squirrelied
away cash in their registered retirement
avings plan: navw withdraw, tax free,
up ta 25,000 10 purchase their first
bome,

Couples jointly purchasing a home
may loxdllﬂ withdraw 850,000, This
5,000 increase for individuals and
50,000 for conples is the first adjustment
in the withdrawal limit since the plan
relled out in 1992 Nice, and about time.

Also, mare relief for firu-timers is
offered in the form of a I5-per-cent tax
eredit to help defray closing costs such
f transfer tax

. This eredin
applied on clcmu[c costs up to &

nd  Every year, the Greater Vancouwver Home Builders' and a hall, in the fedaral government’s first-time-buyar
Association sponsors o seminaf for first-time home buyers  incentive mean new buyers need to be better informed
{Ml) And every year attendance grows. This year, both  than ever To register for the free seminat, visit gvhba.org

which equates toa v ings and the first increase, in a decade  on the Intemet or call the association at 604-588.5036.

of 750, Again, a winner.

Both those tax-adjustment -vm['m
pents are Lawdaory and helpful, andthey  would [0\].1} be from $540,000 1o through the pc.lks and valleys of housing
follow on the heels of the feds o Su'\k.h\oo 1ot from S350,000 1o $450,000 ?
the GET to five per cent Lt year, e |g 1 have commented o
the load for bayers of new bomes.

But the one budget With so nm.. h attentbon on real estate
me is the governme these days, there are mamy questions 1o
.:.!'; 1 the GST rebwte threshold on new  an inte: gral link : be answered, A panel of industry expests
s, 4 farness proposition the home  now have more financial tooks 1o assia  will helppmqwm-r first lhucl-uy:-n o
hnlnlmgmduun has advanced for years.  them in the purchase of a home. And  complete their homework by invs

The threshold a which the GST new  thereare some extraordinary dealstobe  ingal I available options and fssues b
housing rebate beging to be phased oot had on both new and resale homes a the  they take that important first step into
s 350,000, then disappears at $B0,000,  moment. homeownership,
the level where buyers of new homes Corporate spomsors include
st remit a hefty 221500 ST i i

id

annisal seminar for fiest

g 55 per ceot, Had  ens, presented by the Gi Real Estate Board of Greater Vancouver,

peen adjusted, as - Home Builders' Assaciation an t h:‘ T Canada Trust, The Province and The
romised, totake into account this  evening of March 24 Vamcorver Sun,

mcrease in vakue, the rebate thresholds  The free seminar has been popular  And here's another nugget that can be

THE LOVE TEAM

Gary, Derek & Carsten Love
A dedicated fumily of Realtors since 1971

mined from the federal budget by firs
time buyers — all an homeown

E

The 15-per-cem tax credit will .Tlpb to
eligible home renovation expenditures
for work performed, or goods acquired,
before Feb. 1, 2010, The i
laimed on the portion of improvements.
excerding 81,000, bit not more than
S04, meaning the nuxlmmm 1x cred
it for a married coup! _\."l‘ Howey-

ters who share
can each claim

ng, finish-
adeck or
fence, replacing kite
st ..Ihnql.: ate flooring, and a host of
other materials and contractor labour,
Net rldgnhle are such items as the pur
chase oftools, homeowner labour {with
ot a bussiness tax pumber), and mainte
nanoe contracts such a Lawn care, fur
nace cleaning or snow removal

Skilled tradespeople displaced by the
slovedown in new home comtraction are
exploring Dppﬁnunlln in home renova

(=) v 604 437.1123

#102 - 893 Prenter 51, Bumaby

TGS W Sorde o Spacut sei 1 e freses
b

s e am 2 9148 2 et it
o oo

tiom, a8 BLC. dio
spend 57 billkon renovating and im prov
ing their homes this year Home renova
tors. can now hire the best ofthe available
tradespeople, then take on projects they
rrrvloluh turned down due to the tight
abour supphy.

With so

advantage as homeowners, ea
in onthe tax credin, stan discussing their
home- improvemsent plam with contrac-
tors,

he underground economy s Moar
g, particularly when folks are look
ing 1o save a few bocks these days It in
important that homeowners resist the
temptation to participae 3
ecomomry. They exposet wig-
nificant cmotional and financial distress
ings go wrong,

Becase homeowners will not be elisi-
Tole for a tax credit without receipts for
materials purchased or serv per

formed, I am hopelul the rencvation tax
credit will discourage participation in the
umderground economy. That was a def

N

1530 Hatton Ave, B«'nlby
ordy hona g s 4 M3 |
s barg raon

istic contractors should v ul
baong fo check out RenoMark, a pro-
.mm that helps homeowners differenti-
ate the renovation pros from the
schmoes. To remain in the program,
RenoMark members must abide by a 10
condition code of conduct
From time to time, problems between
renovators and cliems do cceur, and
although we do not offer 2 mediation ser
vice, we urge resolution of these issues
through and compro

Call The Love Team for a free, no obligation consultation &
market value update on your home.
Visit our website for more information & photos.

=t Tel: 604.437.1123 | Web: wwwioverealtynet | Emall: info@loversalty.net

mise.

When it comes to homes, there is nev
er a dull moment out heve in Lotusland
by-the-Sea.

Lessons
learned from
tough times

Opportunities can
disappear quickly

WB I'M SFORD

AT HOMSS

IH].ESM E MATTERS

t s often said that the best
lessons are leamed during the
roughest times. Well, during
this, the fourth cyclical down-
town in housing prices and sales
im the last quarter century, let me
share with you some lessons
have learned about Tiving through
the housing market doldmims.

First, some of the best oppori
nitfes seem 1o become los appor
tunities when we let the fog o
doam and gloom cloud rational
decision-making. If you want 1o
buy a home becaise &' that tme
in your life 1o put your stakes
down and iovest in a roof over
vour bead, then wasting for the
market to boftom-out may mean
missing the perfect oppartunity
roday,

If you are searching for your
peerfect new home, you should
understand that the further away
the market is from is last peak
the less product there is available
in the mar!

The besson? You may aot be
ableto find your perfect home at
the best price if you wait too long
for the market 10 hit rock bottom.

The second lesson Ive learned
during housing market down
ourns bs that you will end up find
ing the best customer service and
the most attentive sales. "y
developers, service staff, mon
e brokers and all of the other

ofessionals connocted with the

pusing business when times are
rough bt's rhe old adage tha
tough times never Lat bar good
people do. Hungry sales people
provide the best service.

The third lesson learned during
tough times is that a contract is a
contract. You better think rwice if
you belbeve tha the only risk you
are exposing yoursell toby walk-
ing avwary from a contract of pur
chase and sabe is your initial
deposit onthe home you agresd
to purchase.

In most pre-sale contracts, you
are agreel g to buy a bome 4 a
future date regardless of where
the price of that home is at when
the purchase fs 1o be completed.
1f you decide tha you are not
#0ing to complete the transadt ion
vou contracted to complee then
vour should know that you are seill
generally obligated 1o the seller
for the full contracted vahse of
that home. Wigh most contracts,
sellers have the right to puruse
buyers and colleat the difference

ween the actual value genera
ed by disposing of that home and
the original contracted price,

The same caution about a con-
tract being a comtract holds true
for developers. Developers
generally obligated o deli
new home a the contracted price
o @ specific dae unless a con
fract has specific provisions with
in i about construction cost esca
lations or completion delays. A
developer walking away from a
project before it is completed k&
o more acceptable al-mn
failing 1o complete on a pure
when the new home is ready ror
e

1

ancy.
e add one disclaimer to
this Last lesson. [ am not a lawyer
and there are exceptions to every
mlz- just as there are exceptional

pes i every comract of pur-
chase and sabe.

There coubd be specilic draim
stance and specilic contraa
visions that provide for dev
s last Jesson. T
me to another lesson—
read the fine print in any contract
you sign

One final lesson Jearned during
tough thmes in the housdng mar-
et A house is a home. ¥
home to live in it. A home is :Iu-d
ter

b m.e, lw r|l1"|\ i-u vingle

hfmmn-lw it :huuLll.
biggest roll of the dice. Specula
ing or gambling with e
especially the home you plan to
live in — is a4 dangerous game.
The housing market shouldn't
e a gea
Oh, onie more lesson, Theough
four downturns over the lat 25
years, I've learned that the market
always comes back. Hold on for
the next boom
Bob Ranafond iv a public affuir
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CITY HOUSE GOES F

BURNABYNOV

Realtor sells bungalow five times

FBracke Larsen
staff reportar

It's a tidy bungalow with a
gleaming front lavyn and some-
thing Gary Love calls “street
appeal.”

" He should lmow ~ he's sold
it five times.

Since he started as a realtor
in 1971, Love has weathered the
highis aned lows (or, as he calls
them, “dipsy-dna”) of Burnaby’s
‘housing market.

He'e geen the Covernment
Koad farms cut. up inlo neat
suburban lote and beamed when
his sons’ faces joined his own on
local bus benches,

.. Dut he feels a special con-
nection 1o 3393 Dalebright Dr.,
whoge path he first crossed 36

years ago.

“Oine of the nicest homes in
Lakedale,” the original listing
raved. “Many deluxe features,”
including a roomy corner lot
and a self-cleaning oven.

Love, then new on the job,
was ﬁai]j.rlg the For Sale sign lo
a lelephone pole when a young
couple pulled up for a look.

They bought the house for
$40,000,

- *Tthought, 'Oh boy, this busi-
s is easy,”” Love recalls.

He didn't know il Lhen,
but Love and the housc on
Dalebright would meet again.
And again. And again.

Growing families, job trans-
fers and divorce kept bringing
it back, offering a new snapshot
of Bumaby's changing market

LCoM

ROM $40,000 TO $750,000 IN 36 YEARS

v, OCTOBER 3, 2007

Sign
of the
mmes:
Realtor
. f:'.-ll'}"
Love at.
e o Dale-
B Liriglil
‘I:!ri%.rle
home
that he

$750,000.
] I arry Wnght!

RITRMARY NUW

each time

In 1975, the yuvung couple
who snatched it up so quickly
sold it and moved tu Prince
George, getting double what
they paid.

Almost a decade later — the
low point in B.C.'s real estate
crush — Love managed to sell it
for $175,000 .

He wasn't involved in
the next sale in 1994, and for
a decade, the house suffered
under absentee landlords. The
yard grew mangy and the once-
gleaming house seemed to
droop frum neglecl.

S0 when  the phonc rang
in 2004, the bungalow on
Dalebright was the farthest
thing from Love's mind.

“And then, by gogly, one of

the ... owners listed it with me,”
Lowve recalls,

" Although it was in rough
slupe, D.C.'s now-hot market
ensured it sold in just two days
— for $467,000 = to a young fam-
ily with four children.

These owners set to work
adding granite counturs and a
swanky new kitchen, records
shiow.

Earlier this year, Love got the
call. He sold the house a fifth
time - for a whopping $750,000.

“It's pretty typical of how the
market has moved and prop-
erty has sold and resold,” Love
added. '

“I've done very well by i,
that's for sure — [ owe it a lot.”

blarsen@burnabynow.com
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AWARDS - For 2008
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AWARDS - For 2008 (Con’t)

col.mueu. Westburn Realty
nnnxen S| ®
604-437-1123 = 604-298-8777
Arthur Ng, Managing Broker, is proud to present the
Medallion & Office Award Winners for 2008

www.westburn.com
“inchackn, Cobdwel] Buaker atfilacrs opensting i the offiors of Westam Rieakrr Num John
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SERVICE PROVIDERS

Following is a list of recommended SERVICE PROVIDERS. These are vendors we have worked with in the
past and that have been recommended to me by satisfied customers. These are only recommendations.
These recommendations are made on an informational basis only and are offered as a convenience to

you.

1) MORTGAGE BROKERS:

Maciek (Magic) Wronski
Dominion Lending

Cell: 604.961.0068

Fax: 604.909.5150

Email: www.magicmortgages.ca

1) MOVING COMPANIES:

Purely Canadian Movers
16 - 91 Golden Drive
Coquitlam, BC V3K 6R2
Tel: 604.522.7222

Fax: 604.552.7241

III) NOTARIES/LAWYERS:

Rose Miller

Notary Public

104—2849 North Road
Burnaby, BC V3J 1R6
Tel: 604.420.6671

Fax: 604.420.6691

Email: rose@rosemiller.ca
Web: www.rosemiller.ca

Cobbett & Cotton Barristers & Solicitors
300 - 410 Carleton Avenue

Burnaby, BC V5C 6P6

Tel: 604.299.6251 Fax: 604.299.6627
Email: mail@cobbett-cotton.com

Web: www.cobbett-cotton.com

IV) HOME INSPECTORS:

Steve Beliveau

Inspect International

C: 604.258.8852

Email: s-beliveau@shaw.ca

Web: www.inspectinternational.com

Gary Brisebois

AmeriSpec Inspection Services
Tel: 604.430.0343

Email: amerispec@telus.net

Web: www.amerispc.net/canaspec

Barrett Eng

Royal Bank

Cell: 604.813.3200

Fax: 604.648.9035

Email: barrett.eng@rbc.com

Williams Moving & Storage
2401 United Blvd.

Coquitlam, BC V3K 5Y3

Tel: 604.941.9411

Web: www.williamsmoving.com

Bell Spagnuolo (Head Office/Mailing Address)
300 - 906 Roderick Avenue

Coquitlam, BC V3k 1R1

Tel: 604.572.4242

Fax: 604.527.8976

Email: info@bcrealestatelawyers.com

Web: www.bcrealestatelawyers.com

*refer to website to find an office nearest you.

John Schiffer

Quality Home Inspections

Tel: 604.271.7177 Fax: 604.271.7192
Email: quality!ghi.ca

Web: ww.ghi.ca

Cliff Neyedli

Can-Am Home Inspection Services Inc.
Cell: 604.290.7296 Tel: 604.522.6833
Email: cliffn@direct.ca

Web: www.can-amhome.com
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