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Welcoming new 
members to RECO’s 
Board of Directors

I don’t have to tell you just how busy the summer’s end can be in 
this industry. During the last few weeks of August, registrants are 
often gearing up for the fall market, getting marketing pieces ready, 
calling clients and setting sales targets. 

It’s also a good time to catch up on RECO’s summer activities. RECO has 
a number of initiatives underway that, ultimately, will benefit Ontario’s 
real estate industry. I’d like to use this opportunity to bring you up to 
date on a few of those items, as well as some of the events that RECO 
has been involved with over the past few months.

It’s probably best to start with RECO’s Annual General Meeting, held 
June 16 in Toronto. The meeting marked the installation of two new 
directors to the board. Wasaga Beach broker George Watson from 
Region 3, and Burlington broker Rebecca Ryder from Region 2, were 
both installed at the meeting.  

If you didn’t have a chance to attend the event, a video recording of the 
meeting – including the question and answer session – can be viewed 
online. This was also the first year RECO offered a live webcast of the 
AGM.

At the Board of Directors’ meeting immediately following the AGM, I 
was sworn in as Chair. Previous Chair George Lavallee has been gracious 
in assisting me through the transition.  

Jody Lavoie was also elected by the board as Vice-Chair for the current 
year. Jody is a broker from the Ottawa area and has represented Region 
3 on RECO’s Board of Directors since 2010. With plenty of work ahead, 
we are fortunate to have such a strong board in place.

An area that continues to be of importance to the board and the 
industry as a whole is a review of advertising requirements and practices 
for registrants. For several months now, RECO has been conducting 
an analysis of current advertising requirements. A summary of the 
results of the advertising review was included in previous editions 
of this newsletter and presented by RECO staff at recent speaking 
engagements. As part of this advertising initiative, RECO will be 
publishing a new version of its Advertising Guidelines. Expected to 
be released later this year, it will include updated visual examples 
of advertising ‘do’s’ and ‘don’ts’ designed to help registrants better 
understand the requirements. 

The Board has also worked to increase communication efforts by RECO, 
particularly those that are consumer-related. 

Earlier this summer, RECO 
launched a new consumer 
newsletter – RECOnnect – to 
inform consumers of how they 
can benefit from a regulated 
real estate industry.
 
The first edition provides general information about RECO and the value 
of a well-regulated industry, as well as articles on how to recognize signs 
that a property has been used as a grow op, and how best to prepare for 
an open house. RECOnnect was published online, is print-ready, and can 
be viewed by accessing this link. If you haven’t seen it yet, I urge you to 
take a look and let your clients know where to find it, or you can send it 
to them by taking advantage of the new “send to a friend” feature on 
RECO’s website.

RECO has long believed that a better public understanding of its role 
and the value of a regulated industry can only boost confidence in 
Ontario’s real estate industry. It is with that belief in mind that I look 
forward to another successful year with RECO’s Board of Directors.

Yours Truly,

Keith Tarswell
Chair, RECO Board of Directors

A message from Keith Tarswell, 
Chair, RECO Board of Directors

http://www.reco.on.ca/publicdocs/ElectronicNewsletters/Summer2011/Uniflip/index.html
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Are your lock  
boxes secure?

Having quick and convenient access to a client’s home 
is important to the success of listing, showing and 
ultimately selling a property. Lock boxes have for 
many years been the standard means by which real 

estate professionals are able to gain entry to a property, while 
maintaining the security of keys. But lock boxes are only as 
secure as the measures taken to protect the codes that open 
them.

“A combination that is never changed or widely known by 
others puts the property and a client’s security at risk. A 
registrant has a responsibility to protect the security of a home 
and any keys to the home when they are entrusted with access 
to a property,” says Registrar Allan Johnston.

Some of the sections of the Code of Ethics that require this due 
diligence include Sections 3, 4, 5, and 39. These sections deal with 
fairness, honesty and integrity; the best interests of a client; providing 
conscientious and competent service; and unprofessional conduct. 

It is essential that all registrants practise careful security measures when 
installing lock boxes. Below are some tips that will help you ensure the 
safety of your client’s properties.

• Confirm the person asking for access is indeed a registrant – you 
can use the search feature on reco.on.ca

• Change your entry code on a regular basis

• Ensure your codes are not a predictable sequence such as 1, 2, 3, 
4 or a birthdate or phone number

• Ensure entry codes for lock boxes are given to the brokerage itself, 
via the brokerage’s main phone line, not a mobile phone that can 
be picked up by anyone

• Have a regular schedule for changing entry codes on lock boxes

• Never write an entry code on a listing sheet or business card that 
could get left behind

• Establish a procedure for collecting keys not returned in a  
timely manner

• Verify photo ID when someone is picking up keys

CONSIDER GOING DIGITAL
Digitally programmable electronic lock boxes with unique programmable entry codes 
are gaining in popularity due to the increased security measures that can be taken. 
These types of lock boxes allow for secure online programming of codes, so that 
codes can be changed as frequently as required. It also allows a time period to be 
specified for each unique code, allowing someone access to a property for only a 
short window of time. Since the codes are unique, brokerages are able to track who 
is accessing the home using the code. Additionally, they offer lock out features that 
allow home owners to specify times of the day when no one, even with a valid code, 
can access the lock box.

“Whether you have an in-person key pick up policy, traditional lockboxes, or digitally 
programmable ones, ensuring proper security procedures are followed is part of your 
responsibility as a registrant,” Johnston adds.

http://reco.on.ca


4 Summer 2011

NEW RECO Real 
Estate Update Course 
launched this month

How do I change my name or  
apply to use a trade name?

Education Corner

Ask the Registrar

August 2nd marked the launch of a new 
Commercial and Residential Real 
Estate Update Course.

As Ontario’s real estate industry  continues 
to evolve, RECO is constantly working to 
review and update the courses, ensuring that 
content is timely and relevant, reflects trends 
in the industry and changes to legislation.  

The new course content focuses on current 
industry issues like social media and 
electronic communication within real estate 
transactions.  It highlights recent legislative 
changes and case studies of important 
discipline and court decisions, which 

demonstrate key concepts through real life 
scenarios.

Registrants who are interested in both the 
commercial and residential version may 
complete both and claim one course as part 
of the 18 self-selected CE credits required for 
renewal.

Remember, the Update Course can be taken 
at any time within your 2 year registration 
cycle – sign-up for it today!

For information on how to register for a 
RECO Real Estate Update Course, contact 
your local real estate board/association or 
OREA at www.orea.com or 1-866-411-6732. 

When considering an application to change a registrant’s name, RECO must receive a completed Notice of Address/Name Change form.  

While the Act requires that you can only be registered in your legal name as it appears on your birth certificate, you may apply to have a trade name 
on record in the following circumstances.

•	 Changing your trade name to an initial or commonly recognized short form of your given name. (ex:  Samantha to 
Sam, Robert to Bob, Elizabeth to Liz);

•	 Changing your trade name by removing a middle name or initial from your registered name.  When submitting the 
form, provide an accompanying explanation.   (ex:  Lisa Maria Salesperson to Lisa Salesperson);

•	 Changing your trade name to a name by which you are commonly known.  This request must be accompanied by a 
notarized affidavit stating that you are commonly known by this name.   (ex:  Gianpiero to Peter, Kong to Chris);

•	 Changing your registered and trade surname following a marriage or divorce.  This request must be accompanied by a 
copy of a marriage certificate or divorce order.

•	 Changing your legal given name.  If you wish to change your trade name and registered legal name with RECO, you must 
provide a copy of a Change of Name Certificate from the Office of the Registrar General Ontario.

 
If you have recently moved, this form also provides a change of address section.  When requesting a change of address, please remember that RECO 
must have a physical address on file as your address for service.  A P.O. box cannot be accepted as an address for service.    You can also update your 
residential or mailing address on MyWeb. 

http://www.orea.com
https://myweb.reco.on.ca/members/
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Buyers should be made 
aware of defects

Seller’s representative
• explain to sellers the importance 

of completing the SPIS accurately, 
honestly and completely and the risk 
of not doing so

• make further inquiries regarding any 
information in the SPIS form of which 
they are in doubt 

Buyer’s representative
• remind buyers of their obligation to 

make inquiries about the property they 
intend to purchase 

• strongly recommend the property be 
professionally inspected and explain 
the risks to the buyer of not having the 
home professionally inspected 

• document all advice to buyers in writing 

Registrants should consider a 
number of steps, including these, 
when an SPIS form is part of a 
real estate transaction:

Legal Corner

A 
recent court decision has highlighted the obligations of a registrant 
to verify the accuracy of what is being provided in a Seller Property 
Information Statement (SPIS) form during a real estate transaction.

The Ontario Court of Appeal found a Sudbury registrant and her 
brokerage equally liable with a home seller for failing to verify the accuracy 
of information supplied on an SPIS form. In addressing the issue of what is 
required of a registrant, the court found that when a registrant is aware of 
defects in a property, they are obligated to ensure that their clients are also 
fully aware of those defects or should insist that their client retain a certified 
professional to assist them in their assessment of the property. 

The issue began in June 2004 when the registrant represented both the buyer 
and the seller in the purchase of a home. During the transaction, the registrant 
encouraged the sellers to include an SPIS form – an optional document used 
to provide information related to defects, renovations and other pertinent 
property information, based on the seller’s knowledge and experience. The 
SPIS form, however, contained incorrect or inadequate information regarding 
the integrity of the property’s foundation and the reliability of its plumbing. 
The registrant was aware there were problems with the home’s foundation, 
but ultimately she deferred to their assessment of the property rather than 
seeking more information on the quality of the home. In recommending the 
listing price, the registrant was aware that the price, arguably below market 
value, reflected the condition of the home. 

In representing the buyer, the registrant initially drafted an ‘offer to purchase’ 
that was conditional upon the property passing a home inspection. However, 
due to the level of interest in the property, she suggested the buyer could  
submit a “clean” offer to make it more competitive, which  
the buyer did.

When issues arose with the home’s plumbing and foundation, the buyer filed 
suit against the sellers and the registrant, as well as the registrant’s brokerage. 

Ultimately, the Court of Appeal held that the sellers knew the foundation of 
the house was seriously compromised and that there were ongoing plumbing 
problems. The sellers made incomplete disclosure about these problems on the 
SPIS form. The decision by the Court of Appeal concluded that the registrant 
should have taken steps to verify the accuracy of the information supplied by 
the sellers or to otherwise protect the buyer from the adverse consequences 
of the inaccurate information.

In each edition of For the RECOrd, RECO revisits a legal decision involving a registrant or a real estate 
transaction. In this edition, we examine the case Krawchuk v. Scherbak.

For more information about seller property 
information statements, turn to page 8.
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How much due 
diligence is 
enough?

WHEN LISTING PROPERTY FOR SALE, HOW FAR 
DO YOU NEED TO GO TO ENSURE THAT LISTING 
INFORMATION IS ACCURATELY DESCRIBED?

T
here is no right or wrong answer to this question as sometimes no 
amount of due diligence is going to be enough to escape a finding 
of liability. What we recommend is to use your common sense, 
develop a consistent approach in how you communicate with 

your client and third parties, and take precautionary steps to document 
important discussions and instructions. Don’t rely on your memory or think 
that your client or a third party will have the same recollection as you do.

Case study:
The following scenario has been developed from real life cases to reflect 
this common problem faced by real estate brokers and salespersons every 
day.

Many years after purchasing a home the buyer discovered that his home 
was connected to a septic system and not to the municipal sewage 
system as he believed. This discovery occurred when the septic tank at the 
property was inadvertently punctured resulting in a flood of his basement. 
Not only had the buyer been paying sewer charges to the municipality for 
many years, but he was then compelled to hire contractors to connect to 
the municipality’s sewer system.

When listing the home for sale, Mr. A, who was the listing salesperson at 
the time, obtained and relied upon a prior MLS listing that indicated the 
home was on a sewer system. The seller also supplied him with current 
water bills that included sewer charges from the local municipality – which 
provided further comfort.

The buyer commenced legal proceedings claiming compensation from Mr. 
A, the seller and the municipality. The seller could no longer be found. The 
municipality was found to be responsible for a return of the improperly 
collected sewage charges.

Mr. A was found to be free from liability.

Discussion:
Mr. A in this case had no independent means of verifying whether the 
property was on a septic or sewage system. The prior MLS materials were 
clearly wrong; however, there was no way Mr. A could have known that.

In this case – fortunately – Mr. A did not simply rely on the prior MLS 
listing; he undertook a reasonable further independent inquiry. He inquired 
about, and obtained, a bill from the local municipality that confirmed the 
sellers were paying sewer charges.

In situations like this the question always becomes – what would a 
“reasonable and competent” real estate broker or salesperson do to 
confirm representations? Often, this is a matter of common sense. 
It is important to be able to demonstrate that you have undertaken 
your own due diligence and that you have not blindly relied upon the 
representations of a seller who can no longer be held to account.

The outcome of any lawsuit can be unpredictable. However, if you can 
demonstrate that you undertook reasonable steps to verify facts or made 
appropriate inquiries - especially if the representations are unclear or if 
you have any suspicions about what you have been told by the seller – the 
likelihood that your actions will be viewed as “reasonable and competent” 
is greatly increased.

A loss prevention bulletin prepared by Dion, Durrell + Associates 
Inc,. Program Manager for RECO’s Insurance Program

Loss prevention tips:
•	 Never rely on the accuracy of documentation created 

by others in past transactions. Renovations may have 
occurred. Past representations may have been inaccurate 
or incorrect. Do not fall into the trap of perpetuating 
someone else’s mistake as it might become your own.

•	 Ask the client to verify the information that you will be 
using to list the property for sale.

•	 Obtain independent verification (in writing if at all 
possible) in the form of bills, tax assessments etc.

•	 If the verification is from a verbal source, ensure that you 
fully document it in writing.

•	 Create, and follow, a standard verification check list for 
issues you cannot confirm through visual inspection.

RECO’s insurance program is underwritten by certain underwriters at Lloyd’s, distributed by Alternative 
Risk Services, a division of 3303128 Canada Inc. and managed by Dion, Durrell + Associates Inc.
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The use of  
electronic 
signatures
RECO is often asked for its position on the use of 
electronic signatures in the course of a trade. The 
Electronic Commerce Act, 2000 (ECA) specifically 
outlines the requirements for conducting business 
electronically. The ECA breaks the requirements down 
into four types of documents that are used in the 
course of trading in real estate. 

ELECTRONIC SIGNATURES CAN BE USED TO SIGN:
Electronic documents that are not agreements 
These include documents that one party delivers to another - electronic 
correspondence would be the most common. In the course of fulfilling 
an agreement, one party may choose to send correspondence by e-mail. 
This is not an agreement, but use of an electronic document to support 
fulfillment of an agreement.

Agreements that are reduced to writing, but do not require 
signatures
These include many types of on-line purchases, like business supplies, 
where an agreement is clearly entered into by a party, through electronic 
documentation, where the transaction is completed without a signature.

Agreements that typically have signatures 
These include such items from real estate transactions as listing 
agreements, buyer representation agreements, etc. In accordance with 
Sec. 13 and 14 of the Code of Ethics, registrants are required to reduce 
agreements to writing and present them to their client/customer for 
signature. The client/customer, however, is not required to sign. The other 
critical aspect of this type of contract is that it does not create or transfer 
an interest in land. 

The ECA is clear that electronic signatures on such agreements would be 
as binding as if they were signatures on written agreements. However, 
it is worth emphasizing that this only applies for agreements that do 
not involve a conveyance of an interest in land, such as those listed 
above. As such, as long as the two contracting parties agree, electronic 
documents with electronic signatures are permissible for listing 
agreements, buyer representation agreements, and all other agreements 
that do not involve a conveyance of an interest in land. 

 

ELECTRONIC SIGNATURES CANNOT BE USED TO 
SIGN:
Agreements that create or transfer an interest in land 
These agreements, such as an agreement of purchase and sale or leases 
must be reduced to writing and must have signatures of the parties to 
the contract. These agreements are excluded from the provisions of the 
ECA, and are covered by requirements of the Statute of Frauds. 

Section 31 (1) 4 of the ECA reads: This Act does not apply to 
the following documents:

4. Documents, including agreements of purchase and sale, 
that create or transfer interest in land and require registration 
to be effective against third parties.

The ECA specifically excludes of Agreements of Purchase and Sale 
(APS), or other agreements (i.e., leases) where there is conveyance of an 
interest in land. 

OTHER TIPS ON CONDUCTING BUSINESS ELECTRONICALLY:
For information about storing documents electronically, read the Registrar’s Bulletin on Electronic Document Storage.

The Registrar’s Bulletin on the Use of Electronic Funds Transfers in real estate transactions details how to ensure compliance with REBBA 2002 record 
keeping requirements while making electronic funds transfers.

For more information, please see the NEW Registrar’s Bulletin on electronic signatures
available on MyWeb and www.reco.on.ca

http://www.reco.on.ca/UserFiles/Registrars_bulletins/Electronic%20document%20storage.pdf
http://www.reco.on.ca/UserFiles/Registrars_bulletins/Electronic%20funds%20transfer.pdf
http://www.reco.on.ca/UserFiles/Registrars_bulletins/Electronic%20funds%20transfer.pdf
http://www.reco.on.ca/UserFiles/Registrars_bulletins/Use%20of%20electronic%20signatures.pdf
http://www.reco.on.ca/UserFiles/Registrars_bulletins/Use%20of%20electronic%20signatures.pdf
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SPIS: 
your obligations

The Code of Ethics contains several provisions that are subject to 
interpretation. This is the third in a series of articles that will provide 
some insight and guidance in the interpretation of some of those 
provisions. In this issue, we’ll look at Section 20 – “Seller Property 

Information Statement” (SPIS).

Section 20 says that if a registrant has a seller as a client and knows that 
the client has completed some type of a written statement intended to 
provide buyers with information about the property that is for sale, then, 
unless the client directs otherwise, the registrant must: 

a) disclose the existence of the statement to every buyer who expresses an 
interest in the property, and 

b) make the statement available as soon as practicable to a buyer who 
requests it.

While this section of the Code is entitled, “Seller Property Information 
Statement”, it is important to understand that the provisions apply to 
more than just the standard SPIS form. The Code of Ethics is generic in that 
it broadly applies to any “written statement that is intended to provide 
information to buyers” that has been completed by the seller. 

A brokerage may have its own information form for use by a seller, or 
a seller may have independently created an information document for 
potential buyers. In any case, if a registrant is aware that such a statement 
has been prepared, there are two obligations that need to be met.

The first is to ensure that every buyer who expresses an interest in the 
property is made aware of the existence of the statement. While an MLS® 
listing will typically include a field showing whether or not an SPIS is 
available, this alone is not sufficient to meet the obligations contained 
in the Code of Ethics. A buyer looking at listings on realtor.ca® will not 
see information about the existence of an SPIS and often, the listing 
representative may be contacted directly by potential buyers. 

As a general practice, registrants representing sellers should make reference 
to a written information statement (where one exists) during the initial 

Tips
PRACTICE TIPS

• Ensure that the listing brokerage has a copy of the 
completed SPIS on file

• Keep a written record of any instructions received from 
the seller regarding disclosure or distribution of SPIS

• Ensure the brokerage is aware of / has a copy of any such 
instructions

• Obtain written confirmation from a potential buyer 
acknowledging the existence/receipt of an SPIS

• Have the SPIS readily available in multiple formats (e.g., 
paper, electronic) for quick distribution on request

• Make reference to a written information statement 
during the initial contact with any potential buyer or their 
representative

contact with any potential buyer or their representative. Meeting this 
obligation early can avoid potential problems down the road.

The second obligation is to make the information statement available 
to potential buyers who request it. This must be done promptly, but 
not necessarily immediately.

These obligations are, however, subject to the seller’s discretion. 
Sometimes a seller may complete an SPIS or an information statement 
and then decide that they do not want to make it available to 
potential buyers. In this case, a registrant cannot make reference to or 
disclose the existence of an SPIS or any type of information statement 
about the property.

It’s important to remember that in this type of situation, a registrant is 
still obligated to disclose material facts about a property, as detailed in 
Section 21 of the Code of Ethics, but without disclosing the existence 
of an SPIS. 

Understanding the Code of Ethics

http://www.realtor.ca
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Group coupons are an increasingly popular trend 
in Ontario. More and more, people are taking 
advantage of opportunities to purchase coupons 
for a small price, usually leading to sizable 

discounts on everything from movie tickets to spa visits. 
So it should come as no surprise that some real estate 
professionals have jumped on board. 

Typically, the coupon offers that a brokerage pay clients a 
rebate at the closing of a home, but only if they purchase 
the coupon during a specific week. 

Registrants using a group coupon service to advertise should 
be mindful of how they reimburse the coupon company 
they use. RECO has become aware of instances where the 
coupon company has been paid on the basis of how many 
coupons are sold. This could be construed as being paid 
for a lead or referral and therefore could fall under RECO’s 
definition of “Bird Dog Fees”, which are not allowed under 
REBBA 2002.

Group coupons 
are an example 
of how using new 
technology may not 
be in keeping with 
our legislation 

“Having a discount program for buyers and/or sellers and 
advertising that discount program is fine. Doing it on a 
group basis via coupons is also fine, but registrants need 
to be sensitive to how the money flows. If a registrant pays 
the coupon company a fixed price for (up to) a predefined 
quantity of coupons, that is acceptable. Any situation 
where the coupon company is paid per coupon sold or 
redeemed may be considered a bird dog fee,” says says 
Bruce Matthews, Deputy Registrar, Regulatory Compliance 
for RECO.

A “bird dog fee” is a form of compensation paid to a third 
party to a real estate transaction in recognition of that 
person’s referral of a lead resulting in a customer, be it buyer 
or seller dealing with either the brokerage firm and/or a 
specific broker or salesperson.

For more information about bird dog fees, read the complete 
Registrar’s Bulletin.

Registrants should also be aware that a group coupon 
is considered a form of advertising and falls under the 
requirements of REBBA 2002 just as any other form of 
advertising. To review RECO’s advertising guidelines, 
checklists and samples, log in to or create a MyWeb 
account.

Growing popularity  
of group coupons 
leads to questions  
of compensation

Advertising Matters

✃

http://www.reco.on.ca/UserFiles/Registrars_bulletins/Bird%20Dog%20Fees.pdf
http://www.reco.on.ca/UserFiles/Registrars_bulletins/Bird%20Dog%20Fees.pdf
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Do you have any comments or inquiries about the For the RECOrd newsletter? Please send them to: communications@reco.on.ca.

Real Estate Council Of Ontario 
3250 Bloor Street West, Suite 600, East Tower,
Toronto, Ontario M8X 2X9 

Tel: 416-207-4800 
Toll-Free: 1-800-245-6910 
Fax: 416-207-4820

Disclaimer: While RECO makes every effort to ensure that the information in this publication is current and accurate, RECO does not warrant or guarantee that it will be free of errors. The information contained in 
this publication is not intended to cover all situations. It is general information only and users/readers are encouraged to seek their own independent advice for particular fact situations. 

Earlier this year, RECO introduced a standardized form for all 
complaints. It allows the complainant - whether a consumer 
or registrant - to provide RECO with information in a complete 
and concise manner. 

Writing a formal complaint can be a stressful and unfamiliar experience. 
A standardized form assures the complainant that all the necessary 
information that RECO needs to proceed with looking into the 
complaint is there. It also includes an acknowledgment that the form 
and any attachments will be shared with the subject of the complaint. 
This is an important part of the form, as each year about 20 per cent of 
complaints made are dismissed because the complainant doesn’t return 
a form agreeing to share the information or appear as a witness. 

We expect that it will facilitate faster processing of complaints and it 
has been adopted very quickly by registrants and consumers. The form 
is available as an easy-to-use, fillable PDF document in the complaints 
& enforcement section of RECO’s website and can be submitted by 
mail, fax or e-mail. 

REMINDER: If you are submitting a complaint, you can do so by e-mail, 
fax or standard mail. Please do not submit multiple complaint forms 
through several delivery methods. Doing so can result in complaint 
processing delays.

REGULATORY ACTIVITIES ON RECO’S WEBSITE
Summaries of proposals to refuse or revoke registration and convictions 
under the Provincial Offenses Act are now posted on RECOs website 
and can be found here. 

INSURANCE UPDATE
As of August 12, 2011 89 per cent of registrants had paid the required 
insurance renewal premium. 

If you have not yet paid your insurance renewal, pay now though 
MyWeb. After August 12, 2001 registrants are required to pay an 
additional $35 for expenses related to administration of the suspension 
process. The total insurance payment after the due date  
is $380.

On September 1, 2011, RECO will begin the suspension process for 
registrants whose insurance renewal fee remains unpaid. 

If you are planning on retiring or leaving the business before Sept. 
1, 2011, please ensure you complete Notice of Employee Change: 
Termination form and return it to the registration department as soon 
as possible to avoid having your registration suspended for non-
payment of insurance fees. 

RECO introduces a  
standard complaint form

RECO News Briefs

mailto:communications%40reco.on.ca?subject=
http://www.reco.on.ca/section-professional/tc-231/sc-340.html

