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A quick search on the Internet about
buying or selling a home yields a wealth
of information. But finding facts and advice
that are both local and credible is more
important, especially for first-time buyers
or sellers.
That’s why the Real Estate Council of
Ontario (RECO) has a number of helpful
resources, including a website called
www.recofactfiction.ca, developed to
educate Ontarians about the buying and
selling process and what resources are
available to help them when making such
an important decision.
Certainly, working with a registered real
estate professional is one step RECO
recommends when contemplating such a
complex financial transaction. But there
are other steps you can take too – like
taking the time to do your homework
before you enter the marketplace.
This holds true for any big-ticket
purchase. Smart consumers do their
research on cars, furnaces, appliances –
any big-ticket item – before they engage
with a knowledgeable salesperson. This
helps them ask the right questions, and
even find the right salesperson, before
settling on their purchase. It is simply
common sense.
This is why RECO offers two-pronged
advice to home buyers and sellers: hire a
registered real estate professional and be an
informed consumer. The two go hand in
hand and are the best way for consumers
to have the knowledge and the advice they
need for what is likely the largest financial
transaction they may ever make.

There are other RECO resources too:
our website, www.reco.on.ca, contains a
section dedicated to consumer education;
our Facebook page (www.facebook.com/
RECOhelps) and our Twitter account
(www.twitter.com/RECOhelps) provide
regular tips; and, our videos on YouTube
(www.youtube.com/RECOhelps) give
more in-depth advice from objective
experts.
RECO also provides consumers with
information in a variety of places and
formats about buying, selling and owning
a home. For example, this newsletter,
published twice a year, can help you learn
how the real estate process works and
what you can expect of your real estate
professional.
And finally, check out RECO’s Ask Joe
column that appears weekly in the
Saturday Toronto Star’s homes section, on
RECO’s website and is shared on RECO’s
social media channels.
Remember, an informed consumer is an
empowered consumer. Knowing what you
need to ask and what your registered real
estate professional can do for you should
lead to a positive experience when buying
or selling your home.

Do you have any comments or inquiries about the reconnect newsletter?
Please send them to: communications@reco.on.ca
Real Estate Council Of Ontario
3300 Bloor Street West
Suite 1200, West Tower
Toronto, Ontario M8X 2X2

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

@RECOhelps
/RECOhelps

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.
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OPE N
HOUSE
SAFETY:

3 tips for
protecting
yourself
and your
home

When it comes to open house security, you won’t find a more passionate advocate than
Brenda Phelan. After losing thousands of dollars in valuables, she’s determined to prevent
other people from going through what she went through.
“The thief took valuables and personal documents, but the worst part was the feeling of
being victimized,” says Phelan. “I hope nobody else has to go through what we went
through.”
RECO Registrar Joseph Richer says: “Holding an open house can be a great way to
attract potential buyers, but it’s important to remember that you’re allowing strangers into
your home. A lot of effort goes into making a property look good, but security is just as
important.”

Before the open house, have a conversation
with your real estate representative
about the potential risks. Here are some
precautions to consider:
Protect your valuables

•
•
•
•
•

Portable electronics
Jewelry and other valuables
Passport and travel documents
Remove personal photos from walls
Receipts, bills
and personal information

Thieves know to look in closets and sock
drawers, so the items should be placed
somewhere secure, like a safe, or offsite at a
friend’s home.
Keep track of who enters
the property by having your real

estate professional ask each visitor to show
identification and complete a registration
form.
Ask your representative to
limit the number of visitors
at one time, or to bring an
assistant to ensure that all visitors are

escorted as they tour the property.

Fortunately, a few simple steps can go a
long way. Most importantly, communicate
early and openly with your registered
broker or salesperson about how the open
house will work.
“It’s important to remember that it’s your
home, and you set the rules for visitors,”
says Richer.
Discuss these and other precautions you
might want to take with your registered
broker or salesperson, who may also have
additional ideas on how to protect yourself.
“People focus so much on staging their
home, but safety and security is much
more important,” says Phelan. “It’s a lesson
I had to learn the hard way.”
Spring Edition 2015 · reconnect
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questions
to ask when hiring a
real estate professional

So you’re ready to buy or sell a home. And you want the guidance of a knowledgeable real
estate professional to help you with the process. But with nearly 66,000 real estate professionals in
Ontario, how do you pick the one that is right for you?
“It’s always a good idea to meet with at least a few different real estate professionals before selecting
the one you’d like to work with,” says RECO Registrar Joseph Richer. “Consider asking friends or
family to recommend a broker or salesperson they have recently worked with.”
When you have your shortlist of representatives ready, consider asking these questions to help
determine who will be the right representative for you.

What is your experience and
education? Experience is about more than how
many years they’ve been in business. Take the time to
learn about the types of properties they typically work
with, which cities or areas they work in, how many homes
they helped buy or sell in the past year and whether they
have any additional expertise or skills. For example, if
you’re looking to purchase a brand new home, someone
with experience navigating the new home market might
be helpful. Or, if you’re looking to sell, someone with an
eye for home staging may be of help. While all real estate
professionals must meet educational requirements to enter
the profession and take mandatory continuing education
to remain registered, they may have additional skills that
could be beneficial in helping you buy or sell a home.
What is your approach to the buying
or selling process? Ask what you can expect
during the buying or selling process. If you’re buying,
consider asking how the representative will search for
suitable properties for you and their approach with
negotiations. If you’re selling, you’ll want to find out how
the representative will market your home to help attract
prospective buyers. By understanding their approach,
you’ll be able to determine which representative’s
philosophy and methods align with your own preferences.
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What services will be included?
It’s important to discuss your particular needs and
expectations with the prospective representatives to
ensure they are able to provide the services you expect.
For example, when selling, will the representative have
professional photos taken of your home? Will they host
open houses? What about advertising? Understanding
exactly what services will be provided, and later
documenting it in your written contract, will help avoid
misunderstandings later on.
Which neighbourhoods do you primarily
work in? Does the representative typically work in the
area where you’re looking to buy or sell? A representative
who has extensive knowledge of the area may be able to
suggest neighbourhoods that will suit your preferences
while also pointing out potential drawbacks. And, do they
have experience with the type of home you’re looking
to buy or sell? A representative who works mostly with
condos in the downtown core may not be your best bet for
buying or selling a rural property, and vice versa.

Can you provide a comparative market
assessment (CMA)? When selling, you’ll want
to understand where your home fits in the marketplace.
Through a CMA, prospective representatives will explain
how your home measures up to other homes that are
currently for sale or recently sold in the area. You’ll get
a sense of how long homes typically take to sell and an
expected price range. Having this information is an
important part of setting realistic expectations for the
sale of your home. As a buyer, you’ll want to get an
understanding of market conditions in the area where
you’re looking to buy. Having realistic expectations of
what it will take to buy the type of home you want, in the
area you want, is essential.
Do you work on your own or as part
of a team? Some representatives work as part of
a team, so it’s possible that the person you are meeting
with is not the person that will serve as your day-to-day
contact. To avoid disappointment about your chosen
representative’s involvement, it’s important to have clear
lines of communication and share your expectations. If
possible, before committing to a representation agreement,
set out in writing who your primary contact will be at the
brokerage and what their involvement will be throughout

the process.
How many other clients are you
working with at this time? While there is
no right or wrong answer to this, it’s a good gauge
of how much time the representative will be able to
dedicate to you.

How will you keep me informed?
Communication is key in most relationships, and this one
is no different. Will the representative provide updates
regularly or will it be on an as-needed basis? Will they
contact you via phone, email, text message or otherwise?
What hours do they keep? Are they accessible early in
the morning, in the evening or on weekends? You may
have your own expectations about how communications
will flow between you and your representative, so it’s
important to be upfront about whether those expectations
match the services provided by the representatives you’re
meeting.
What are the commissions or fees that
I will need to pay? Commissions and fees can
vary between brokerages and services provided, so be sure
to understand what services you will be provided, and
what it will cost. For example, what type of advertising
or marketing will be included? Will services such as
home staging or photography be included? In Ontario,
commissions can be a flat fee, a percentage of the sale price
or a combination of both, all subject to agreement between
you and the brokerage. Keep in mind that, as with most
things, the cheapest deal is not necessarily the best deal.
Do you have references? As with most job
interviews, getting in touch with references is an important
step before hiring someone. So, speaking with past clients
is a great way to learn more about the representative.
Were past clients pleased with their experience? Was the
representative responsive and easy to get in touch with?
Would they recommend the representative to others?

“Buying or selling a home is a major decision, so it’s important to take the time to find the right representative for
you,” says Richer.
As the final step before hiring a representative, be sure to confirm that they are registered with RECO. It’s easy to
do by using the ‘real estate professional search’ feature available on RECO’s website at www.reco.on.ca.
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Tips for buying your home away from home
Picture yourself sitting on the cottage
dock, dipping your toes into the water
while watching the sun go down. Or,
stepping outside your chalet in the crisp
morning air and climbing aboard your
snowmobile for an exhilarating day on
the trails.
For many Ontarians, these idyllic
moments are reason alone to own a
recreation property. But what happens
when a tree falls on your roof or your
septic tank fails? Who cuts your grass
when you aren’t there? Or plows the
driveway so that you can get into your
property on a late Friday night?
Recreation properties can be your
playground and therapeutic oasis. But
before you decide to purchase one, you
need to know what you are committing
to. Recreation properties, by virtue
of their location, often have costs and
characteristics you wouldn’t normally
worry about with your home in the city.

Local knowledge goes a long way
“Since vacation properties
have unique characteristics,
it is best to hire a real
estate professional
with experience in this
sector, and ideally in the
area you want to buy,”
says RECO Registrar
Joseph Richer. “A sales
professional with local
knowledge will be able to help you ask
the right questions about a property
and determine what this investment
means to your lifestyle and budget.”
A professional home inspection to look
at heating, cooling, plumbing and
electrical is always a smart idea.
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Remember water and septic

Cost considerations

Two additional considerations for a
vacation property are water and septic
systems. If your water source is a well,
ask for a water quality test to be done
and consider hiring a well inspector
to make sure you will have sufficient
water.

Finally, it is important to know
your carrying costs for the property.
Whether you occupy it year-round or
seasonally, there are certain expenses
that are constants, such as mortgage
payments, property insurance and taxes.

The health of a septic system can
sometimes be difficult to determine,
but you can ask for service records
or find that information at the local
health unit. A qualified environmental
inspector can also be hired to conduct
an inspection.
Access and easements are other matters
to investigate. If you do not have
year-round access by a municipal road,
how do you get to your property in
the winter? Is it through a neighbour’s
property? If so, is there a formal
agreement in place? And if the property
is zoned seasonal, does the
municipality provide emergency
services in the winter? These
questions and more need to be
answered before you purchase.

Utility charges can vary widely
depending on the property and how
it is used, so consider how it is
heated – the price of electric,
gas, propane and wood
can differ dramatically
– and what you can
expect to pay for
hydro.
Even travel time and fuel costs should
be taken into account. If traffic jams
are a constant problem in getting to
your property, it would be good to
know there are alternative routes to
take. And what does it cost in gas to
get there and back?
All of these questions – and more –
are important considerations when
contemplating the purchase of a
vacation property. A registered real
estate professional with knowledge
of the recreation property market can
help you get the answers you need
so that you can determine whether
owning a cottage is right for you.

Consumer Q&A

Do I have to sign a
buyer representation
agreement?
The short answer is no. You don’t
have to sign a buyer representation
agreement (BRA) with a brokerage,
but you should consider the benefits it
offers you as a home buyer.
A BRA defines the relationship
between the buyer (you) and the real
estate brokerage that is working on
your behalf. It sets out the property
type and geographic location for your
potential new home, lists the services
to be provided, addresses the issue of
commission that may be payable to
the brokerage, and it also specifies the
duration of the agreement.
Signing a BRA confirms in writing
that you are a client of the brokerage
and documents the terms and
obligations of the brokerageclient relationship. As a client, the
brokerage has a special responsibility
to follow your instructions, protect
your confidential information and
promote and protect your best
interests.

To make the most of this relationship,
it’s important to identify your needs
and expectations. Discuss what
services you are looking for and
determine whether the brokerage
and the salesperson or broker are
the right match for you. To avoid
misunderstandings later on, don’t
make any assumptions and be sure
to list all details in writing. You
should also ask what the broker or
salesperson expects from you and
what your obligations are.
If you’re not comfortable with the
terms of the BRA, you can enter
into a Customer Service Agreement
(CSA) with the brokerage instead. In
this scenario, the obligations of the
brokerage will be different. While
they will still help you buy or sell
a home, they won’t have the same
level of responsibility to you as
they would if you were a client. For
example, the representative would
still show you properties and help
you fill out paperwork, but they
wouldn’t necessarily provide advice.

While the brokerage will have less of
a commitment to you, you will also
have less of a commitment to the
brokerage. Typically, CSAs are not
legally-binding contracts.
Think of it as though a BRA is
a wedding band, while a CSA
is a promise ring. The level of
commitment from both parties will
be less with a CSA. Regardless of
whether you sign a BRA or CSA,
the brokerage will still have to act
fairly, honestly and with integrity and
provide conscientious and competent
service. Keep in mind, a brokerage
can choose to decline your business if
you choose not to enter into a BRA.
As with any contract, take the time
to read and understand each clause
of the BRA or CSA. If you’re unsure
about something, ask questions or
consider seeking legal advice before
signing. And remember that while
there are rights that come with any
agreement, there are also obligations.

Did you know?
On RECO’s website, you can confirm the registration
status of a broker or salesperson. Before you choose your
representative, use the “real estate professional search”
feature to check their registration status and see if they
have been the subject of any disciplinary decisions. All
real estate brokers and salespersons in Ontario must be
registered with RECO.
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Four tips for a
hassle-free move
After months of house hunting, you’ve purchased a great home that you’re excited to
move into. But, there’s still the big to-do of planning the actual move.
If hiring a moving company is part of your plan, consider these tips from Consumer
Protection Ontario, a consumer awareness program from the government of Ontario
and partners like RECO.
Ask the right questions.
Here are a few questions to ask when determining if
they’re the right company for the job:
● Do they have liability insurance? While many
companies have insurance, their plans often do not
cover things that you have packed yourself.
● Will they do an in-person assessment before providing
an estimate? You may want to steer clear of a
company that says they don’t need to look at your
belongings before coming up with a quote.
● Who is responsible for damage or loss? Be sure that
the information provided is included in your written
contract, if you decide to go with that company.
● Will the moving company store your belongings at a
facility for any amount of time? If so, be sure to visit
the facility. Be wary if the company refuses to show
you its storage space.
● Ask for references and check them!
Shop around.
Before selecting a mover, get at least three written estimates
from different companies. Once you select a mover, make
sure the estimate is part of your contract. This way, the
mover cannot charge you more than 10 per cent above the
estimated cost unless you agree to a new service or price
or sign a change to your contract. This is the law under
Ontario’s Consumer Protection Act (CPA).

Get it in writing.
All moving contracts worth more than $50 must be in
writing. Under the CPA, your contract must include:
● The mover’s name, address and contact information
● A description of the service(s) and their prices
● The total cost that you will have to pay, additional
charges that may apply and taxes
● Start and end dates for the service
● The terms of payment (e.g., will you pay by credit,
cash or cheque)
Prepare for moving day.
Once the big day rolls around, consider being on-site to
supervise the pick-up and delivery of your belongings.
Also, you may want to move valuable items (e.g., jewelry)
and personal documents yourself. Once your belongings
arrive at your new home, consider making a note of any
missing or damaged items on your contract or inventory
list before the movers leave. Finally, keep in mind that a
mover cannot hold your items or furnishings to demand
extra payment. That’s an unfair practice under the CPA
and it’s an offense to do so.
For more tips on hiring a moving company,
visit the Consumer Protection Ontario website:
Ontario.ca/ConsumerProtection

RECO is part of Consumer Protection Ontario, an awareness program from Ontario’s Ministry of Government
and Consumer Services. Search for “Consumer Protection Ontario” to learn about the right questions to ask
before you make an important decision like rent a water heater, hire a moving company and more.
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