CONDO
BUYER’S GUIDE

YOUR #1 RESOURCE
To help guide you through
the condo buying experience
from start to finish.

WHAT IS A CONDO?
When you Buy a Condominium you are
Actually Buying Two Things:

Y

our individual unit and a share in the condominium corporation that owns and maintains the land and all of the
common elements such as elevators, outside grounds, security, parking etc. It is just as important that your condominium
corporation is in good condition as your individual unit.
When looking at condominiums, you must also consider the
building itself. The choice of the building has a big impact on
your ‘lifestyle’. The ‘building lifestyle’ is determined by three
factors:
1. Amenities
2. Location
3. Mix of Owners

Condo Maintenance Fee

C

ondo fees can vary from building to building. What creates the difference is that some buildings include some or
all utilities in the maintenance fees while other buildings have
the individual owners pay utilities directly. Secondly, each
building pays for different amenities such as 24 hr. security guard or none; valet parking; free shuttle bus; swimming
pools, fitness centre, etc. Finally each corporation is required
to set aside a portion of the condo fees for a reserve fund to
pay for major repairs in the future. Some corporations may
not charge sufficiently for their reserve fund. To compare
expenses between buildings, you must add your condo maintenance fees plus utilities you pay directly to get an accurate
comparison.
Information on the status of the corporation including current
condo maintenance fees is contained in a ‘Status Certificate’
for that corporation/building. You should always request a
Status Certificate for a lawyer to review as a condition of
making an offer on a resale condominium property.

WHAT ARE THE ADVANTAGES
OF BUYING A CONDOMINIUM?

O

riginally condominiums were developed as a
cheaper form of housing. Instead of having to buy
the land and the building, people could own their building/unit and share the land cost.

Condo ownership also eliminates some of the problems
of upkeep and maintenance often associated with home
ownership, since the cost of maintenance is shared and
is usually the responsibility of the Condominium Corporation through its property management (Lifestyle).
It then made private ownership possible in areas where For older people, condominiums represent an attractive
land values would ordinarily make this too expensive ownership alternative when they spend extended perii.e. living downtown.
ods away from their property.
Today, people buy condominiums as much for the Lifestyle as they do for price. Downtown you can easily
buy a condo for over one million dollars.

Condominiums make private
“ownership
possible in areas where
land values would ordinarily make
this too expensive.

”

STATUS CERTIFICATE

W

hen purchasing a resale condominium
unit, you should ensure that your offer is
conditional on receiving and reviewing a Status
Certificate and the accompanying documents.
The certificate is the resale equivalent of a disclosure statement and you must review all the material
that comes with the certificate to ensure that you are
satisfied that both the condo unit and the condo corporation are suitable for you.
This certificate must be delivered within 10 days of
the request for it. It discloses whether the owner of
the unit you are buying is up to date in the payment
of common expenses as well as a picture of the condominium corporations’ financial affairs.

STEPS TO
PURCHASING
A CONDO

1

Know Your Budget

6

Make an Offer

2

Explore Mortage Options, Get
Pre-Approved.

7

Get a Home Inspection

3

Choose a Real Estate Agent that’s
right for you.

8

Close the Deal

4

Browse Homes Online

9

Update Utilities and
Transfer Services

5

Identify Homes You Like and
Schedule Home Tours

10

Move into Your New Home.

To Find the Right Agent,
Ask the Right Questions:

CHOOSING THE RIGHT AGENT

W

hether you are moving across town or across
the country, the real estate market is a big place.
An experienced Real Estate Sales Representative can
help you navigate it. Realtors have access to current
market information and can help you make informed
decisions about the areas and properties that interest
you. As you move through the process, your agent can
walk you through confusing paperwork, and of course,
assist you in house hunting.

Tips for Choosing a Real Estate Agent:

•

How much experience do you have and
can you provide references?

•

What services and resources do you offer?

•

How will the home-buying process work
and what’s expected of me?

•

How much time can you devote to my
needs and how often will you communi
cate with me?

•

Who will you represent, me or the seller?

•

What types of homes are your specialty
and are you familiar with the neighbour
hoods that interest me?

•

How many homes have you helped
customers buy in the last year?

Do your Due Diligence
Research real estate agents online, read reviews, and
solicit recommendations from family and friends.
Choose Someone You Trust
A home is a very intimate, very expensive purchase. It’s
critical that your real estate agent makes you feel comfortable, listens to you and respects your views.
Look for Experience
An experienced, full-time real estate professional will
likely have already experienced market ups and downs
and will know how to navigate current conditions.

Undivided Attention
While you want an agent with lots of experience, ask
how many other clients he or she is working with
currently. Generally speaking, if it’s a high number of
home buyers or sellers, question whether you’ll get the
attention required.

GET PRE APPROVED
Getting pre-approved for a mortgage tcan be a daunting experience. First, find a mortgage lender that
you’re comfortable with. If needed, your Agent will
be happy to provide a referral. Your lender will check
your financial standing to determine how much you
can borrow, how much you can afford, and which
loans might be right for you. Applying for a mortgage
requires a written application and supporting documentation. It can be a slightly intimidating process and
there are a few things you should be ready for when
meeting with your mortgage lender.

1

They will check your credit score:
Knowing your credit score will give lenders an
inside look at your credit habits and history and will
help them decide if you’re a good candidate for a loan.
Credit scores are ranked on a scale of 300-900 and the
higher the better.

2

They will check your
employment history:
Lenders ask for a list of your past employers, how long
you’ve been with your current employer, and what
your annual salary or take-home pay is. They want
to make sure you consistently earn money, with no
major gaps in income, and can make regular mortgage
payments.

3

They will check your assets
and debts:
Be prepared to show your past tax records, recent bank
statements, and current debt amounts, including credit
card debt, car loan or student loan. Lenders want to
know your debt-to-income ratio to know if you can
make each loan payment with the income you earn.

START YOUR
HOME SEARCH

A

s a home buyer, you can expect to see an array of different home styles and designs. You’ve got the
choice of a single-family, condo apartment, townhome, lakefront, luxury; you can also choose bungalow,
multi-storey, or split-level. In addition, you can choose a pre-existing home or new construction. In other
words – you’ve got options. But what’s most important is that you choose a home that complements your
lifestyle and your income. To narrow down your choices:

• Know your budget and stick to it
• Determine a desired location
• Consider how many bedrooms, bathrooms and square footage you need.
• Decide which amenities are must-haves vs like-to-haves
• Consider your needs for outdoor space, like a yard or balcony
Once you’ve identified your must-haves, browse listings online and ask your agent to send you listings that
meet your criteria via email, text message or social media. Your agent will coordinate showings for properties
you would like to see in person.

4 THINGS TO CONSIDER WHEN
VIEWING HOUSES ONLINE

W

hen it comes to house hunting online, there are lots of things a potential buyer can do to get a feel for a
property by simply utilizing the tools that are available online. Your Agent is a great resource to lean on, as
they often have lots of information on the property that may not be included in the MLS listing description.

ANALYLZE THE PHOTOS

CONSIDER THE OUTDOOR SPACE

Make sure you take a look at all of the photos and
spend time noting where windows are and what the
natural light is like in the space. Another good thing
to consider when looking through the photos is how
your own furniture will look in the space. If the photos
of the home are furniture-free, allow yourself to mentally place furniture where you think it may look best.
If the property is staged, take into consideration where
different furniture pieces are placed and how you could
change the furniture layout to work for you and your
style.

One thing that many people forget to take into consideration when viewing a home online is the outdoor space. Whether it is a small balcony or a large
backyard, outdoor space is definitely something to try
and get a feel for when viewing a home virtually. Take
account of what furniture you may need to fit into the
space or invest in, and what sort of maintenance will be
required. Consider how exterior maintenance may be
affected by different seasons.

TAKE NOTE OF POTENTIAL RENOS

3D VIRTUAL TOURS

If you’re looking at a property online that may not be
quite your style or that needs some upgrades, take note
of those. See what elements of the home work for you
and which areas you would consider renovating or giving some TLC in the future. Remember, paint colour is
an easy and relatively inexpensive change that makes a
huge difference in a home!

Many realtors now provide 3D tours or virtual walkthroughs of their listings, 3D tours allow you to view
a property from the comfort of your own home, while
also giving you the freedome to virtually navigatge
your way throught the property. This will give you a
chance to get a feel for the floor plan and layout of a
home without having to actually set foot in the
property.

BE
PREPARED
W

hen you’re ready to make an offer, your Realtor
will prepare the required paperwork and negotiate the purchase price and terms on your behalf, but
there are a few things you’ll need to do as well:

PURCHASE INSURANCE
You are required to purchase homeowners’ insurance if
you have a mortgage. Make sure you purchase enough
to fully cover your home, and your belongings, in case
of a total loss.

GET A HOME INSPECTION
Inspections generally cost a few hundred dollars but
will bring to light any major issues or concerns it the
home. Even with a condo, a home inspection can be
beneficial. The purchase agreement can be contingent
on the outcome of the inspection, so if you don’t’ like
what you find, you can withdraw the offer and keep
looking.

DETERMINE THE STATUS
OF UTILITIES
In a traditional home sale, with sellers as occupants,
you’ll want to check on the status of the utilities required by the home. Outstanding invoices for items
such as water, gas and electric should be paid in full by
the owners before closing. You will also want to have
the services transferred to your name for billing.

TAX
TIME
FIRST TIME BUYERS
First-Time Buyers also get a
bit of a tax break at the time
of closing. First-time buyers
are exempt from the Toronto
Land Transfer Tax on the first
$400,000 and qualify for a
$2000 tax credit on the Ontario Land Transfer Tax.

P

reparing your taxes as a first-time homeowner can
be, well, taxing. You will have a number of new tax
considerations, including new deductibles such as mortgage insurance and property tax to claim. If you’re not
sure what you’ll be eligible to claim, consider visiting a
tax consultant or visit canada.ca/revenue-agency.

HOME BUYERS
GLOSSARY
AMORTIZATION: The length of time allotted to paying off a loan – in home-buying terms,
the mortgage. Most maximum amortization periods in Canada are 25
years.

BALANCED MARKET: In a balanced market, there is an equal balance of buyers and sellers in the
market, which means reasonable offers are often accepted by sellers, and
homes sell within a reasonable amount of time and prices remain stable.

BRIDGE FINANCING: A Short-Term loan designed to “bridge” the gap for homebuyers who have
purchased their new home before selling their existing home. This type of
financing is common in a seller’s market, allowing homebuyers to purchase without having to sell first.

BUYER’S MARKET: In a buyer’s market, there are more homes on the market than there are

buyers, giving the limited number of buyers more choice and greater negotiating power. Homes may stay on the market longer, and prices can be
stable.

CLOSING: This is the last step of the real estate transaction, once all the offer condi-

tions outlined in the Agreement of Purchase and Sale have been met and
ownership of the property is transferred to the buyer. Once the closing
period has passed, the keys are exchanged on the closing date outlined in
the offer.

CLOSING COSTS: The costs associated with “closing”: the purchase deal. These costs can include legal and administrative fees related to the home purchase. Closing
costs are additional to the purchase price of the home

COMPARATIVE MARKET Comparative market analysis (CMA) is a report on comparable homes in
ANALYSIS: the area that is used to derive an accurate value for the home in question.
HOME INSPECTION:

The home inspection is performed to identify any existing or potential underlying problems in a home. This not only protects the buyer from risk,
but also give the buyer leverage when negotiation a reduced selling price.

A form of ownership whereby you own your unit and have an interest in
CONDOMINIUM common elements such as the lobby, elevators, halls, parking garage, and
OWNERSHIP: building exterior. The condominium corporation is responsible for maintenance of the building and common elements, and collects a monthly
condo fee from each owner, based on their proportionate share of the
building.

HOME BUYERS
GLOSSARY CONTINUED....
CONTINGENCIES: This term refers to conditions that have to be met in order for the pur-

chase of a home to be finalized. For example, there may be contingencies
that the mortgage loan must be approved or the appraised value must be
near the final sale price.

DEPOSIT: An up-front payment made by the buyer to the seller at the time the offer

is accepted. The deposit shows the seller that the buyer is serious about
the purchase. This amount will be held in trust by the brokerage or lawyer
until the deal closes, at which point it is applied against the purchase price.

DOWN PAYMENT: The down payment is the amount of money paid up-front for a home, in
order to secure a mortgage. In Canada, the minimum down payment is
5% of the home’s total purchase price. Down payments, less than 20% of
a home’s purchase price require mortgage loan insurance (CMHC). The
selling price, minus the deposit and down payment, is the amount of the
mortgage loan.

DUAL AGENCY: Dual agency is when one agent represents both sides, rather than having
both a buyer’s agent and a listing agent

EQUITY: Equity: The difference between a home’s market value and the amount

owing on the mortgage. This is the portion of the home that has been paid
for and is officially “owned”.

FIXED-RATE MORTGAGE: A fixed-rate mortgage guarantees your interest rate for a pre-determined

amount of time, typically 5 years. When the term expires, you have the option to stay with the same lender or switch to a different one.

LAND TRANSFER TAX: This is the tax payable by the buyer to the province and/or municipality in

which the transaction occurred upon transferring land. The amount varies
depending on the region, the size of the land, and other factors.

HIGH-RATIO MORTGAGE: A high-ratio mortgage is a mortgage where the borrower has less than

20% of the home’s purchase price as the down payment. A high-ratio
mortgage with a down payment between 5% and 19% of the purchase
price requires mortgage loan insurance. In Canada, 5% is the minimum
amount required for the down payment.

HOME APPRAISAL: A qualified professional provides a market value assessment of a home-

based on several factors such as property size, location, age of the home,
etc. This is used to satisfy mortgage requirements, giving mortgage financing companies confirmation of the mortgaged property’s value.

HOME BUYERS
GLOSSARY CONTINUED....
HOME BUYERS’ AMOUNT: This is a $5,000 non-refundable federal income tax credit on a qualifying
home, providing up to $750 in tax relief to assist first-time buyers with
purchase related costs.

HOME BUYERS’ PLAN: A federal program allowing first-time homebuyers to withdraw up to
$35,000 interest-free from their Registered Retirement Savings Plan
(RRSP) to help purchase or build a qualifying home. The borrowed
amount must be repaid within 15 years to avoid paying a penalty.

LAND SURVEY: A land survey will identify the property lines. This is not required to pur-

chase a home, but is recommended and may be required by the mortgage
lender to clarify where on the property the owner has jurisdiction. This
is important if issues arise between neighbors or the municipality, should
the owner wish to make changes in the future such as installing a pool,
fence or other renovations involving property lines.

FREEHOLD OWNERSHIP: A form of ownership whereby you won the property and assume responsibility for everything inside and outside the home.

PORTING: Transferring your mortgage (and the existing interest rate and terms)
from one property to another.

SELLERS’ MARKET In a sellers’ market, there are more buyers than there are homes for sale.

With fewer homes on the market and more buyers, homes sell quickly in
a seller’s market. Prices of homes are likely to increase, and there are more
likely to be multiple offers on a home. Multiple offers give the seller negotiating power, and conditional offers may be rejected.

VIRTUAL DEALS: The home-buying process completed by means of technology in place of

face-to-face contact. Some common digital tools include 360 home tours
and video showings, video conference calls, e-documents, e-signatures
and e-transfers.

MORTGAGE A mortgage pre-approval helps buyers understand how much they can
PRE-APROVAL: borrow before going through the mortgage application process. Allows

you to make an immediate offer when you find a home since you know
how much you’ll be approved for with this lender, and locks in the current
interest rate for a period of time insulating you against near-term rate
increases.

HOME BUYERS
GLOSSARY CONTINUED....
TITLE INSURANCE: Title insurance is not mandatory in Canada, but it is highly recommended
to protect both the buyer and the mortgage lender against losses related
to the property title or ownership, such as unknown title defects, existing
liens against the properties title, encroachment issues, title fraud, errors in
surveys and public records, and title-related issues that could prevent you
from selling, leasing or obtaining a mortgage. Your lawyer can advise you
on this.

MORTGAGE LOAN If your down payment is less than 20% of the purchase price of the home,
INSURANCE: mortgage loan insurance is required. It protects the lender in case of payment default. Premiums are calculated as a percentage of the down payment., changing at the 5%, 10%, and 15% thresholds.

OFFER: An offer is a legal agreement to purchase a home. An offer can be condi-

tional on a number of factors, commonly conditional on financing, status
certificate and a home inspection. If the conditions are not met, the buyer
can cancel their offer.

VARIABLE RATE A variable rate mortgage fluctuates with the prime rate. Your monthly
MORTGAGE: payments remain the same, but the proportion of your payment going
toward principal versus interest can change.

