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The Big Picture
No matter what the state of the economy or housing sector is, there
will always be movement in the real estate market as people’s housing
needs continuously adjust, according to what stage of life they’re at.
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Greetings! You’re receiving this
newsletter with hopes that you
find it informative and entertaining.
If you’re thinking of making a move,
or are just curious as to real estate
trends in your area, please feel free
to call at any time. It’s always good
to hear from you!
Oh, by the way... I'm never too busy
for your referrals.
Best wishes,

Nic Dominelli
The Dominelli Group is a proud
sponsor of the JDRF and
donates 1% of all net sales.

So who are the buyers in today’s
market and what are they looking for?
While the majority of today’s
homebuyers are married couples, the
next most significant share in the real
estate buying market is single women.
In fact, a recent Canadian study
reported that single women now make
up 30 percent of first-time buyers,
while other reports indicate single
women account for an estimated 20
percent of the overall Multiple Listing
Service® market, compared to 12
percent of single men.

you might take for granted. These
could range from energy-efficient
systems, to quality craftsmanship, to
cost-saving appliances.
Your path to selling success starts
with a walk around your home,
together with your real estate sales
representative, looking at your home
through the critical eyes of a buyer.
Doing this together allows you a fresh
perspective of how to best prepare
your home for sale.
Thinking of buying or selling? Let’s
look at your options from all angles!

While each group obviously has
different needs, most homebuyers
would agree that quality of the
neighborhood is paramount,
with convenience to jobs, overall
affordability of homes and
convenience to family and friends
also at the top of the wish list. Other
important considerations often include
neighborhood design, convenience
to shopping, quality of the school
district and convenience to schools,
entertainment and leisure activities.
If you’re planning on selling your
home, it’s imperative to highlight not
only the neighborhood, but also the
special features of your house that
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Got it Covered!

Wallpaper has had a resurgence in popularity of late, no doubt due, in part, to the fact that today’s offerings are
easier to put up and take down. But the selection is certainly no less overwhelming. To help you sort through
the seemingly endless options to find the right paper for your walls, here are a few points of consideration.

Color
In rooms that are already quite busy, between
ornate furniture and baroque moldings, for example,
monochromatic wallpaper is a good choice, as it won’t
compete with those features. Keep in mind that light hues
will help a small room appear larger and a dark one lighter,
lending such spaces a sense of airiness, while dark shades
do the opposite, making big rooms look smaller than they
are and lending them a cozy atmosphere. If you want to
use dark wallpaper in a small room, consider applying it to
only one “accent” wall.
Pattern
Patterned wallpaper is more challenging to hang, so it’s not
the best choice for first timers. The bigger the pattern, the
harder it is to match up. Small patterns are more forgiving
and work well in small rooms; large patterns suit large
rooms, but a large print on an accent wall in a small room
can have a dramatic impact. Vertical stripes make walls
look taller and ceilings higher; horizontal ones elongate
narrow walls, widen rooms, and lower ceilings. Striped
wallpaper can be hard to work with, as most rooms aren’t
perfectly square.
Texture
Whether it actually has a three-dimensional finish (as
embossed, natural fiber, or flocked papers do) or simply
mimics a textured material (like faux stone, marble,
or suede papers), textured wallpaper is a great way to
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add another dimension to any space. Larger rooms can
accommodate that added dimension more comfortably
than smaller ones. Textured wallpaper (with the exception
of foil products) is also great for camouflaging a multitude
of sins on the walls underneath, such as minor cracks,
rough plaster and paneling.
Durability
Your choice of wallpaper should also depend on where
it’s going. Due to their fragility, paper and fabric are best
suited for master bedrooms, dining rooms and formal
living rooms. In high-humidity or high-traffic areas –
kitchens, bathrooms, family rooms, children’s bedrooms,
and hallways – you’ll want vinyl-coated or solid vinyl
wallpaper. Non-breathable, vinyl paper is stain resistant
and easy to clean. It’s also the best choice for beginners,
and among the most affordable options. Look for the
terms “scrubbable” or “washable”.
Application
There are three main categories of wallpaper: pre-pasted,
non-pasted and self-adhesive (peel-and-stick). Pre-pasted
is the most common; its adhesive is activated with water
or a commercial activator. Non-pasted (dry back) wallpaper
requires a separate paste, applied to the paper’s back or the
wall; this is the most difficult type to put up and remove.
With self-adhesive wallpaper, you simply peel off the
backing, revealing the adhesive, and smooth it over walls;
you can usually lift up and reposition this type of wallpaper.

OFFEr UP

After the Inspection

You’ve received an offer on your home. But should

You’re buying a home and have had it professionally

you accept it? To help you figure that out, below are

inspected; the inspector’s report has revealed flaws.

some questions you should ask yourself and discuss

As the buyer, what options are available to you?

with your real estate representative.












Can you live with the price of the offer? Is it fair
(i.e. close to market value), or is it a lowball offer?
While your representative can’t answer the former
question for you, they can certainly address the latter
one: just ask them to present you with information
on comparable sales.
 re the terms agreeable? Price is important, but it
A
isn’t everything. For example, if you need to move
right away, but the buyer doesn’t want to close for
a few months or their offer is contingent on selling
their current home first, the offer may not work
for you.



 hat are market conditions like in your area? How
W
likely is it that you’ll get more offers on your home?
That depends largely on whether it’s a buyer’s market
or seller’s market where you live. Again, these are
questions your real estate representative can answer
for you.



 as the buyer been pre-approved for a mortgage?
H
An offer is one thing; an offer from a pre-approved
buyer is another, as such buyers have been qualified
to obtain the financing needed to close the deal,
meaning you won’t lose selling time to buyers who
can’t afford your property.
 ow quickly do you need to sell? Maybe you’ve
H
already bought your next home and are carrying two
mortgages, or you’ve accepted a job requiring you to
relocate by a certain date. Whatever the reason, it will
be a factor in your decision.
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 uying the property as-is. In fact, this may be
B
a condition of the sale, as stated in the purchase
contract. Regardless, providing the flaws are minor,
this might be your best option (especially if the
market favors sellers), as after you move in, you can
make minor repairs in whatever way you (not the
seller) see fit.
 sking the seller to make repairs. It would be great
A
to have all problems fixed before you move in, and at
the seller’s expense, but keep in mind that sellers aren’t
incentivized (particularly if it’s a seller’s market) to do
anything more than the quickest, cheapest repairs, and
you’ll have no say in how the work is done.
 enegotiating the terms. If the inspection reveals
R
flaws significant enough to affect the home’s value,
renegotiating the price or asking the seller to pay for
repairs via a closing credit, for example, may be the
way to go (especially in a buyer’s market). This way,
you can supervise repairs instead of the seller.
 alking away. If the problems are too numerous,
W
significant, complicated or expensive for you to feel
comfortable in proceeding with the purchase (e.g.
structural, plumbing, or electrical problems), you can
rescind your offer and void the contract, providing
your offer included an inspection contingency.

For help determining which option is best for you
given your circumstances, consult with your real estate
representative today!
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Ignorance is Remiss
Some home repairs can be deferred indefinitely without
consequence. Others, however, can result in a great deal of
damage and expense, even posing a safety threat, if ignored.
Watch for the following red flags:










S hingles that are curling, blistering, buckling, cracked, or
missing; large amounts of granules in your gutters. Your roof
directs water away from your house; when its shingles are
damaged, they can allow water to permeate the protective
layer underneath and rot the subroof, necessitating extensive
and pricey repairs.
 utters and downspouts that are clogged, have leaks (usually
G
found where sections join) or holes, are improperly fastened,
or sag. A compromised gutter system allows rainwater to
collect around your home’s foundation and seep into your
basement, instead of channeling it away from your house.
F oundation cracks. No crack should go ignored, no matter its
size. Even small ones can grow into large ones, providing an
entry point for groundwater, and even leading to buckling
walls and other problems. Likely caused by stresses on your
foundation, cracks should be professionally examined.
S tained walls and ceilings, soft and crumbly drywall,
peeling paint, spongy flooring around toilets, buckled
hardwood, rotting wood, and mold: these are all signs
of moisture or water damage, whether due to a leak or
inadequate ventilation. When in the wrong places, water
is a homeowner’s worst nightmare.
F lickering or dim lights; outlets that are hot to the touch,
spark, or are surrounded by discoloration on the wall; circuit
breakers that trip frequently: these are symptoms of a
problem with the electrical system. Ignore them and they
could cause bodily harm to you or a family member and/or
spark a house fire.

Terminology Tip
LOAN TO VALUE (LTV) — LTV is the ratio
between the mortgage amount and the
value of the property, usually expressed as
a percentage, used by lenders as one of
the key ratios to assess the risk of a loan.
An example of the calculation is as follows:
Purchase price = $300,000
Mortgage amount = $210,000
Loan to Value ratio = 70%

The information and opinions contained in this newsletter are obtained from sources believed to be reliable, but their accuracy cannot be guaranteed. The publishers assume no responsibility for errors and omissions or for any damages resulting from the use of the published
information. This newsletter is provided with the understanding that it does not render legal, accounting, or other professional advice. Not intended to solicit properties or businesses listed for sale and agency agreements in place with other real estate brokers. Whole or
partial reproduction of this newsletter is forbidden without the written permission of the publisher. © Market Connections Inc.® 2012, Phone: (800) 387-6058.
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Sold

Listed

Listed

Listed

2 Bdrm, 2 Bath Apt
North Vancouver

Ctrl Coquitlam
$929,000

West Coq near Van Golf Course
$945,900

Coq Ctr Top Floor Condo
$279,900

