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The Internet is the way of the future, what Internet Marketing and Networking do 
you do?

What is your approach to the selling process?

What services are included in the sale of my home?

Do you work on your own or as part of a team?

How will you keep me informed throughout the process?

Will you personally answer all the calls on my listing?

Technology is changing all the time. What is your commitment to new technology?

What type of information do you hand out to Sellers when they list?

How will you protect me in this sale?

What is your experience and education?

Will you keep me informed and up to date on showings and give your honest ad-
vice?

Will I have access to all the paperwork I sign?

Will you provide me a connection to a great Mortgage Broker who can qualify me 
before purchasing my next home?

Do you have a list of trusted Lawyers, Home Inspectors, Mortgage Brokers, etc., 
that I can utilize when selling my home?

What are the commissions or fees I will have to pay?

Do you have references or testimonials?
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Erin Corcoran
Realtor® | Entrepreneur | Stylist

Founder of Simcoe County Shop Local

You could say that Real Estate is in Erin Corcoran’s genes. She’s a third-generation
Realtor® from a family of very successful and well-known Real Estate professionals 
in Canada. 

When she’s not selling houses for RE/MAX Chay Realty she is extremely busy with 
her passion project, Simcoe County Shop Local. Simcoe County Shop Local is a buzz-
worthy professional networking group, Facebook group, and on-line community she 
founded. The group promotes local businesses and brands, and engages in fundrais-
ing and charitable work such as the 
annual Holiday Soiree. 

Erin’s real estate focus is in the 
Greater Barrie and Essa areas. She’s 
a member of the Barrie Chamber of 
Commerce and the Ontario Real 
Estate Association. Erin also has a 
background as a Stylist. Erin loves 
people and loves helping them find 
their new home, find an audience 
and market for their local brand, or 
find the funds to help their non-prof-
it’s mission.
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#1 in Brand Recognition
#1 in Productivity
#1 in Desktop Websites
#1 in Mobile Websites
#1 in Google Search Results
#1 in Global Research
#1 in SOLD Properties
#1 in Market Share for 28 years 
 (Barrie & District Association of Realtors)

RE/MAX has locations in 95+  
Countries giving us the Largest  
Global Referral Network
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giving back is part of 
what we do!

Over $370,000 has been donated by Re/Max Chay Agents to LOCAL  
and Canadian charities!

•	 Children’s Miracle Network
•	 Heart and Stroke Foundation
•	 Salvation Army
•	 Royal Victoria Hospital
•	 Sold on a Cure
•	 Youth Haven Barrie

•	 Elizabeth Fry Society of Simcoe County
•	 Hospice Simcoe
•	 David Busby Street Centre
•	 Big Brothers Big Sisters
•	 Local Food Bank
•	 GAP (Grocery Assistance Program)

2017 Market Share
Barrie

Note:  This bar graph contains the total units sold for all office locations and independent offices of each multi-office or franchise organization identified, which listings 
were sold by such organization itself, or with the aid of a cooperating broker, according to data maintained by the Local Board or Multiple Listing Service for the geographic 
area indicated.  The bar graph compares all those listings that were closed by each organization during the period mentioned above.  This representation is based in whole 
or in part on data supplied by a third party real estate statistics provider.  Neither the Association nor its MLS guarantees or is in any way responsible for its accuracy.  Data 
maintained by the Association may not reflect all real estate activity in a market.  Each RE/MAX office is independently owned and operated.

Century 21 Royal LePage Sutton GroupKeller Williams
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NATIONAL, FULL-SERVICE BROKERAGE BRANDS

 RE/MAX VS. THE INDUSTRY

CANADA2017

©2017 RE/MAX, LLC. Each office independently owned and operated. Data is year-end 2016, except as noted. Coldwell Banker, Century 21 and Sotheby’s data is 
either as reported by Realogy Corporation on SEC 10-K, Annual Report for 2016 or from company websites or industry sources; Keller Williams, Royal LePage, 
Sutton, EXIT Realty, Realty Executives and HomeLife data is from company websites and industry reports. 1MMR Strategy Group study of unaided brand awareness 
of real estate organizations among buyers, sellers, and those planning to buy or sell (first mention recorded). 17_156493

RE/MAX is the most recognized real estate brand in Canada1. The country’s 20,000 RE/MAX 
agents, part of an unrivaled worldwide network, contribute to that awareness every day.

FIRST BRAND 
THOUGHT OF BY 

BUYERS, SELLERS1

AGENTS
CANADA

AGENTS
WORLDWIDE

OFFICES
WORLDWIDE

COUNTRIES & 
TERRITORIES

46.5% 20,672 111,915 7,343 100+

8.4% 17,000+ 17,000+ 600+ 1

5.7% 9,084 110,800 7,300 77

1.9% 7,787 7,787 200+ 1

1.4% 677 23,000 590 2

0.7% 2,531 88,400 3,000 49

0.4% 9,060 10,000+ 175+ 2

0.2% 520 20,300 850 66

0.2% 1,200 6,500 500 11

0.1% 2,769 154,000 800 16
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Angus Community - Essa Township Holly Community - Barrie

Ardagh Community - Barrie Letitia Heights Community - Barrie

Edgehill Drive Community - Barrie Painswick Community - Barrie
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CITY OF BARRIE

Reflecting the city’s status as one of the 
fastest growing in Canada, Barrie’s real 
estate market is thriving. With single-fam-
ily homes, townhouses and condos all for 
sale at a range of price points, there is 
something for everyone.

ANGUS COMMUNITY - TOWNSHIP OF 
ESSA

Located a short distance southwest of 
Barrie, the Township of Essa contains the 
communities of Angus, Baxter and Thorn-
ton, as well as smaller hamlets including 
Cedargrove, Colwell, Egbert, Elmgrove, 
Hoe Doe Valley, Ivy, Utopia and West Essa.
Angus is the largest community in the 
township of Essa. 

INNISFIL

The Town of Innisfil lies directly south 
of the City of Barrie, but includes part of 
Kempenfelt Bay to the northeast. It is 
bounded roughly by County Road 27 to 
the west, past Highway 89 to the south 
and Lake Simcoe to the east. At one time 
well-known communities like Holly, Pains-
wick and Allandale in Barrie were part of 
Innisfil.

NEW TECUMSETH

New Tecumseth lies a bit west of County 
Road 27 between Highway 89 and High-
way 9 to the south. It is mostly rural farm-
land along with the larger communities of 
Alliston, Beeton and Tottenham and some 
smaller ones such as Allimil, Green Bri-
ar, Nicolston, Penville, Randall, Rich Hill, 
Schomberg Heights and Thompsonville.

https://www.facebook.com/Holly-Community-Barrie-977238748963366/
https://www.facebook.com/Ardagh-Community-Barrie-790271307750438/
https://www.facebook.com/Letitiaheightscommunity.barrie/
https://www.facebook.com/Edgehill-Drive-Community-Barrie-1645957272348634/
https://www.facebook.com/Painswick-Community-Barrie-194152921167876/
https://erincorcoran.ca/barrie-real-estate/?center=44.386861306885265_-79.65540023906246&city=Barrie&zoom=12
https://erincorcoran.ca/essa-real-estate/?center=44.28801971069231_-79.82689999999998&city=Essa&zoom=11

https://erincorcoran.ca/innisfil/
https://erincorcoran.ca/new-tecumseth/
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I feature companies on Facebook, across Simcoe County, that I think you should know 
about.

Helping you, to know your community. Local businesses in Simcoe County.

https://m.facebook.com/SimcoeCountyShopLocal/

https://m.facebook.com/SimcoeCountyShopLocal/
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Why Use  A REALTOR®

Maybe you’re buying a home for the first time. Or maybe you’re selling your old home to 
move to something new. Whether buying or selling, you’re involved in an intricate pro-
cess requiring many specialists. One of these specialists might be a REALTOR®, who’s 
responsible for making the transaction as easy as possible for you.

The REALTOR® Difference

However, not every licensed or registered broker or salesperson is a REALTOR®. To be 
a REALTOR®, the agent must be a member of The Canadian Real Estate Association 
(CREA). And to be a member of CREA, an agent is expected to be:

Committed to REALTOR® Code: The code is the accepted standard of conduct for all 
real estate practitioners who are REALTORS®. It’s your guarantee of professional con-
duct and quality service. Read more about the REALTOR® Code.

Knowledgeable about developments in real estate: A REALTOR® can get you the in-
formation needed to make an informed decision: comparable prices, neighborhood 
trends, housing market conditions and more.

Actively updating education: Through courses, workshops and other professional de-
velopment, a REALTOR® maintains a high level of current knowledge about real estate.
Access: REALTORS® have access to Board MLS® Systems, which facilitate the coop-
erate sale of properties to benefit consumers.

Benefits of a REALTOR®

Whether buying or selling a home, you can trust that your REALTOR® will ensure the 
transaction is completed competently and professionally. You don’t have to worry 
about the details – your REALTOR® can take care of them for you. You can get advice 
from someone with an intimate knowledge of the local housing market. And you can 
count on the help of a professional who has committed to serve with integrity and 
competence.

Source: www.crea.ca
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Act As Your Marketing Manager

Guiding you in setting a competitive mar-
ket price.

Advising you on how to showcase your 
home and highlight its best features.

Discussing which renovations, if any, will 
offer you the highest payback.

Develop a professional marketing strategy 
to expose your property to the widest pos-
sible audience.

Reporting to you regularly on Buyer Feed-
back and new listings and sales that may 
impact the market value of your home.

Introduce Qualified Buyers

Working with the industry’s most produc-
tive Buyers Agents through the MLS and 
my referral network.

Confirming each Buyer has been pre-qual-
ified prior to viewing your home.

Serve as Your Experienced  
Negotiator 

Advising you on the merits of the offers 
submitted.

Representing your best interests always 
and keeping your goals in full view.

Act As Your Closing Coordinator

Having our company staff send docu-
ments out on time.

Delivering the keys to the Buyers only after 
title has been transferred and funds are 
ready to be issued by your lawyer; my of-
fice staff will keep me informed.

Following up on any loose ends prior to 
and after moving day.

Providing you with helpful tips on moving 
that can make the day go smoother.

Deciding who to represent you is the most important decision you will make in your 
home selling process. As your Real Estate Representative, I will help you in the following 
areas, critical to a successful and satisfying real estate experience.
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When working with a REALTOR®, it is im-
portant to understand whom the REALTOR® 
works for, and to whom is the REALTOR® 
legally obligated. The Canadian Real Estate 
Association (CREA) requires REALTORS® 
to disclose Agency Relationship to a poten-
tial client at the earliest time possible. 

Buyer’s Relationship to Realtors®

A real estate company acting as a “Buyer’s 
Agent” must do what is best for the buyer. 
A written contract, called a Buyer Agency 
Agreement, establishes buyer agency. It 
also explains services the company will pro-
vide, establishes a fee arrangement for the 
REALTOR’S® services and specifies what 
obligations a buyer may have. Under such 
agency, a buyer will be obliged to work with 
that company for a period. In return, con-
fidence a buyer shares with that company 
will be kept confidential. The REALTOR® is 
also required to offer professional advice, 
negotiate the best price for the buyer and 
provide the buyer with as much informa-
tion required to make the right decision. 

Seller’s Relationship to REALTORS®

A real estate company must do what is 
best for the seller of a property. A written 
contract, called a Listing Agreement, estab-
lishes seller’s agency. It also explains ser-
vices the company will provide, establish-
es a fee arrangement for the REALTOR’S® 
services and specifies what obligations a 
seller must have.   

Confidence a seller shares with their REAL-
TOR® must be kept confidential from po-
tential buyers and others. That REALTOR® 
must tell the seller anything known about 
the buyer. For instance, if the REALTOR® 
knows that a buyer is willing to offer more 
for a property, that information must be 
shared with the seller. 

A seller must understand that a REALTOR® 
working with a buyer as a sub-agent is ul-
timately working with the seller’s best in-
terest in mind. A REALTOR® working with a 
buyer, as a Buyer Agent, is working for the 
buyer’s best interest in mind, but may still 
be compensated by the seller through pro-
visions made to the Listing Agent.

Dual Agent/Multiple Representation 

Occasionally a real estate company will be 
the agent for both the buyer and the sell-
er. The buyer and seller must consent to 
this arrangement in their listing and buyer 
agency agreements. Under this “dual agen-
cy” arrangement, the company must do 
what is best for both the buyer and seller. 

Since the company’s loyalty is divided be-
tween the buyer and seller who have con-
flicting interest, it is essential that a dual 
agency relationship be established in a 
written agency agreement. This agreement 
specifically describes the rights and duties 
of everyone involved and any limitations to 
those rights and duties.
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In order to provide the best service to my clients and exceed your expectations, I in-
vest heavily in the business of selling your home. Some of these expenses include:

•	 Signage Expenses
•	 Fees for Listing your Property
•	 Lock Boxes
•	 Website Fees and Internet Presence
•	 Photographs, Virtual Tours and Floor Plans
•	 Design Fees and Printing Costs for my Marketing Materials  

(my various Feature Sheets for Buyers, Direct Mail, etc.)
•	 Ordering the Status Certificate Documents for Condos
•	 Cell phone and other electronic equipment so that I am always available to you and 

your Buyers
•	 Regular education so that I am well-prepared to serve you
•	 Advertising costs
•	 Professional Fees for Consultants
•	 Business Insurance, Errors and Omissions Insurance, and Health Insurance
•	 Car maintenance

When I work for you, I invest both my time and my own money, into selling your home. 
As a Realtor®, I am not paid a salary, and only get paid when your transaction is closed, 
and the title on your home is transferred. When a brokerage fee is earned, it is shared 
between the real estate companies involved in the transaction.
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•	 I will provide a list of recommended professional services that can help you, if neces-
sary, to get your home ready for Agent and Public viewings.

•	 I will review prudent safety precautions to be taken to ensure valuables and family 
members, including pets, are taken into consideration when the home is being sched-
uled for and open house or Buyer showing.

•	 Follow up emails or call to all Realtors® who have shown your property to receive timely 
feedback from them and their Buyers. This feedback will be summarized and provided 
to you during our weekly updates.

•	 I will verify with Realtors® showing your home that all potential Buyers viewing your 
property are pre-approved for a home in that price range.

•	 I will ensure that the features of your home are brought to the attention of potential 
Buyers, and that any questions or concerns are quickly addressed. I will provide the po-
tential Buyer a detailed feature sheet of your home that highlights its unique features.

•	 All offers will be presented to you promptly and negotiated with your best interests in 
mind. Negotiations will be kept moving in a timely manner to facilitate decision making 
that meets your objectives for selling.

•	 The conditions or subjects of your offer will be logged into my daily schedule to ensure 
that they are services in accordance with the time lines of the contract, and to deal with 
any objections in a timely manner.

•	 All deposits will be accepted only as bank drafts to avoid any chance of a non-sufficient 
funds cheque.

ge
t y

ou
r h

om
e 

so
ld



13

Attracting buyers is the name of the game, As a seller, you have two goals:

1.	 To get the most money possible
2.	 To sell as quickly as you can.

Be realistic. Price is the number one factor that most home buyers use in determining 
which homes to view. Although the price is set by you, the seller, the value of the home 
is determined by the buyer. Don’t allow your enthusiasm to warp your judgment and lead 
to overpricing - a mistake you can’t afford to make. Here are some factors to consider - 
recommended by experienced residential specialists - to help you sell your home.
 
What Affects Your Asking Price?

•	 Urgency. How quickly must you sell?
•	 Priced to Sell? Competition. Are there just a few or many homes available in your 

price category and area?
•	 Available Financing. Does your home come with an assumable loan that is below 

today’s rate? What are the current home loan interest rates? What financing alterna-
tives are available for your home and area?

•	 Competitive Market Analysis. Do you know what similar homes in the area sold for 
within the last six months?

•	 Expenses. What are your selling costs?

 What Doesn’t Affect Your Asking Price?

•	 Original Cost. Your price is determined by today’s market.
•	 Investment in Improvements. Potential buyers will evaluate your home (i.e. wallpaper 

and carpet) and may include the costs to remove or replace in their offer.
•	 The Cost to Build Your Home Today. A replacement value is determined for insurance 

purposes only.
•	 Personal Attachment. Prudent buyers purchase based on their emotions, not yours.
•	 Neighbor’s Claims. Don’t listen to what your neighbors tell you is the fair market value 

for your home. Other homes in your neighborhood may not be as similar as you think. 
Also the terms accepted by both the buyer and seller greatly affect the sale price. 
 

                                                                                                                                                           Source: remaxchay.com
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http://www.remaxchay.com/being-priced-to-sell
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SOLD

JUST 
LISTED

1.	Market Value Assessment to Determine Price
2.	Listing Contract
3.	Time line and Marketing Strategy
4.	Housing Wants and Needs
5.	Home Improvements
6.	Marketing Team - Virtual Tour, Videos, Photos
7.	Open Houses - Agent and Public
8.	Offer Presentation
9.	Negotiation
10.	 Home Inspection
11.	 Buyer Loan Application
12.	 Conditions Are Met
13.	 Lawyer
14.	 Title Transferred
15.	 Moving Day
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INSIDE
�� Floors - clean, excessive wear or damage, stain free, damaged tiles?
�� Walls and Ceilings - Stains, fingerprints, chips, stains, cracks, wallpaper, inviting neu-

tral colours, holes, popped nails.
�� Doors - Scratches, dents, old hardware, creaky or stiff, scuffed.
�� Windows - Clean on the inside and out, torn or damaged screens fixed or replaced, 

window sills repaired and painted, no cracks, storm windows in good repair.
�� Coverings - Window and door coverings cleaned and pressed, no holes, rips or 

scratches, faded blinds or curtains replaced, pulls, cranks and other hardware work-
ing properly.

�� Lighting and Plugs - All proper wattage bulbs, any burnt out bulbs replaced, any worn 
or old fixtures replaced, light plates and plug plates clean and unbroken, no exposed 
wiring, all switches and plugs working, GFCI plugs in bathroom, kitchen and any-
where water is present.

�� Pet Areas - Clean and free of odour, toys and other pet related items away or tidy, 
backyard clean and free of any animal waste.

�� Entryways and Hallways - Clean and free of debris, coats and shoes hung in clos-
et (pack away mitts, hats, boots etc. if summer, keep only seasonally appropriate 
items), mats and or rugs clean, mirrors, shelving and storage clean.

�� Closets and Storage Areas - Clean, organized, de-cluttered, not over crowded, shoes 
and boots organized, no excess junk (Put things into storage outside the home if you 
have too much). 

�� Kitchen - Scrub tiles, floors, cupboards and all surfaces, replace old or broken hard-
ware, replace any old caulking, daily use appliances on the counters, fridge and other 
appliances clean inside and out, no leaks, all appliances and fixtures working proper-
ly, cupboards and pantry clean and organized.

�� Bathrooms - Spotless, clean and organized, fresh towels, shower curtain clean, fresh 
soap, all plumbing working properly and leak free, no stains in the tub, sink or toilet, 
remove personal items from medicine cabinet, cabinets, shelves and storage neat 
and tidy, clutter free, caulking replaced where needed, toilet lids closed.

�� Living Areas - Floors clean and stain, damage and excessive wear free, excess or 
large unnecessary furniture removed, furniture in good repair, shelves organized and 
cleaned, fragile and valuables removed or locked away, fireplace clean, personal pho-
tos taken down, plants watered and in good shape, fireplace in working condition
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OUTSIDE
�� Siding clean and in good shape
�� Windows clean, screens repaired or replaced, storm windows in good shape
�� Eavestroughs and downspouts clean and in good repair
�� Driveway clean, cracks and or surface fixed if required
�� Driveway and pathways clean and clear of debris and dirt
�� Gates working properly, no creaks, hardware working
�� Fences, decks, docks all in good condition
�� Lawn mowed, raked, trimmed, free of weeds
�� Gardens neat and tidy, leaves and weed removed
�� Trees, shrubs, hedges trimmed and in good condition
�� No junk or scraps, old furniture etc laying around
�� Toys, garden tools and equipment all put away and tidy
�� No animal waste
�� Firewood organized and stacked neatly
�� Pools, hot tubs and pond clean and in good working condition 
�� Shutters and doors stained or painted
�� Garage and or out buildings neat and tidy, free of junk and debris
�� Inspect roof and make any repairs
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�� Copies of the house keys and instruc-
tions for the alarm or garage opener etc.

�� Any and all contact information of all 
parties involved or on title.

�� Compile a preferred showing schedule.
�� The average cost of your utility bills (hy-

dro, gas, water).
�� Any attractive exterior photos of your 

home such as the view or garden in full 
bloom etc.

�� A copy of the Property Survey and Floor 
Plans, if available.

�� Supply copies of any easements or right-
of-ways on your property.

�� Mortgage information - up to date infor-
mation on your current mortgage.

�� Please provide your lawyer’s name, ad-
dress and contact information (if you do 
not have one I would be happy to recom-
mend several for you to contact).

�� All receipts and warranties on all recent 
home improvements (roof, furnace, hot 
water tank, appliances, permits, etc).
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In order to make the process run smoothly as possible, please provide me 
with the following items as soon as possible after the Listing Agreement 
is signed.

For Condo Properties (Condo Apartment/Townhouse)

�� Your parking stall and locker numbers 
and how they are associated.

�� A letter from your Property management 
company indicating which stall and stor-
age locker (if applicable) will be allocated 
to the Buyer on closing (it is not always 
the same number and this letter will pro-
vide the Buyer with the information they 
will be asking for in an offer).

�� A copy of any Special Levies or Assess-
ments.

�� The name(s), address and contact infor-
mation of your condominium corpora-
tion management company. 

�� Please inform me of any restrictions re-
garding signage, open houses, etc.

If you are selling a property that is rented (in full or in part), the following 
will be required:

�� Full names and telephone numbers of 
existing tenants, date of the last rental 
increase and the amount of damage de-
posit.

�� Please detail when the rental period be-
gan and provide a copy of rental con-
tract if applicable.

�� What the current rent is, when it is due 
and what does it include (i.e. utilities, ca-
ble, etc.)
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Melissa Gervais
December 10

Thank you Erin so much for all the help and support you gave us this summer when buying 
our house.

Coming from out of province, it was great to work with someone we could trust and you helped 
make this stressful time more fun.

Judy Simpson
December 6

This fall my husband and I had the pleasure of working with our Re/Max Realtor, Erin Corcoran. 
We were so pleased with this recommendation as she helped us find our new home in Barrie. 
As we were moving from Bracebridge, we were only working with Erin as buyers. From the 
outset, Erin’s guidance looking at homes was very helpful as she was able to quickly assess 
our wants and needs and show us homes which led to our ultimate choice. We always felt like 
Erin responded to our emails and text messages immediately which is very reassuring. When 
we inquired about a lawyer and also a home inspector in the area, Erin had names and con-
tact information right away. Both of these individuals were excellent. After we moved in, Erin 
maintained contact checking to see how we settled in. We would definitely use Erin again, both 
buying and selling and would highly recommend her to others.

Craig Genys
March 28

Buying and selling in this market can be very stressful. Erin’s incredible professionalism, com-
munication and customer service skills are well above what I have previously experienced in 
this market and helped to mitigate the stress. I will definitely use Erin’s services again and 
recommend her to anyone who asks.

Shawn and Kirsty Martinez
November 25

Erin made the process of selling our first home and buying a piece of property to build our sec-
ond on, a pleasurable experience . She uncomplicated what seemed to be an overwhelmingly 
complicated process. When selling our home we were unsure of a lot of the technicalities of 
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the process- Erin made sure to explain to us from start to finish what everything meant and 
even brought her real estate dictionary for us ( we clearly were rookies to the selling process). 
She made every meeting enjoyable. She always greeted us with a warm smile even when the 
driveway wasn’t shoveled on those cold winter evenings. Erin worked around the clock to sell 
our home and find the perfect spot for our next home. The process of finding land that we 
were able to build on was quite complicated. Erin helped us so much throughout the entire 
process, she went above and beyond to research properties to see their history and never 
got discouraged when the property was “just not quite right for us”. She really helped us from 
start to finish and were not sure we could have done it without her. We loved working with Erin 
and would definitely recommend her for anyone looking in the area. She knows the market 
very well and is willing to help you with any and everything real estate! 

Amy Markle
January 28

Erin is a very personable and lovely Realtor. She will go above and beyond to help ease the 
stress of buying or selling your home. She is always sure to answer your questions and con-
cerns. If she doesn’t know the answer she will take all measures to find them out for you. I 
highly recommend Erin as a Realtor.

Scott McEachern 
January 27

When shopping for our first home, Erin gave us lots of tips to navigate this new venture of 
ours. She always looks for ways to add value for those she works with. I highly recommend 
Erin.

Alex Borondy
January 27

Erin is an excellent agent that other Realtors can trust with their clients! I sent her a referral 
of a good friend of mine for an investment property and he was very pleased with his experi-
ence. Thank you Erin for taking care of him and helping him make a great investment! Looking 
forward to sending more business your way!
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... Denise Sindle
June 10

Erin Corcoran is full of energy and enthusiasm and knowledge. She is also passionate about 
her community, her city and all people. I highly recommend Erin as a real estate agent and ad-
visor about all things Barrie. She’s on a mission to make her world a better place, one person at 
a time. I would work with her in an instant and recommend her without hesitation!

Ryan Gilmour
January 15

Erin is a pay-it-forward, giving Realtor with a heart of gold and a bundle of creativity. Recently 
she spoke at one of our events and shared her passion for her work and unique marketing vi-
sion with 300+ colleagues. I would trust her with my business any day! Thank-you Erin

Sara Collins
January 27

Sweet, caring, attentive and reliable! Thank you for helping us with our search and finding us 
exactly what we wanted!

Natalie Bradbury
January 27

Erin’s a gem! Agent with an amazing work ethic and heart of gold!

Wylie Ford
July 29

Erin is by far one of the most personable Real Estate Agents I have ever met and I enjoy work-
ing with her any chance I get.

Mike Caterer
January 29

She has a world of knowledge and is so devoted to the profession! Outstanding
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Adjustments
The financial calculations made regarding 
the costs for the respective parties associ-
ated with a mortgage or real estate trans-
action at the time of closing (e.g. property 
taxes). 

Affordability
The ability of an individual to carry the cost 
of ownership of a property in relation to his 
or her available income.

Agency
A consensual relationship created by con-
tract or by law where one party, the princi-
pal, grants authority for another party, the 
agent, to act on behalf of and under the 
control of the principal to deal with a third 
party and where the agent accepts respon-
sibility for representing the principal.

Agency Law
The body of law applicable to consensual 
relationships in which one person (i.e. the 
agent) consents to act on behalf of an-
other person (i.e. the principal), and there-
by legally binds the principal in his or her 
connection with a third person.  Also see 
Agent and Principal (Agency).

Agent
An industry professional who is expressly 
or implicitly authorized to act or represent 
another party.

Agreement of Purchase and Sale
A financial arrangement between a seller 
and buyer in which the seller carries the 
financing for the buyer’s purchase of the 
property. However, the title remains in the 
name of the seller and the seller registers 
a caveat on title protecting his or her finan-
cial interests until such time as the funds 
are repaid by the buyer.

Amendment
A document that records a correction, ad-
dition, deletion or other changes to any 
previously agreed-to terms in the original 
contract.

Appraisal
A formal, impartial estimate or opinion of 
value, usually written, of a specific and ad-
equately described property, as of a specif-
ic date and supported by the presentation 
and analysis of relevant data pertinent to 
a property. 

Canada Mortgage and Housing 
Corporation (CMHC)
A federal crown corporation mandated to 
promote the construction of new houses, 
the repair and modernization of existing 
houses, and the improvement of housing 
and living conditions, including the estab-
lishment of mortgage default insurance 
for lenders.

Chattels
The movable items not securely affixed to 
the land or buildings, as furnishings and 
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appliances that are not considered part of 
the real property. They may be referred to 
as personal property. 

Closing
Finalizing a real estate transaction, which 
includes signing of the title documents, 
calculations of adjustments and disburse-
ments of funds.

Closing Costs
The total costs for the respective parties 
associated with a real estate or mortgage 
transaction. Closing costs are typical-
ly due on the closing date, which is the 
date at which the real estate or mortgage 
transaction is finalized. 

Closing Date
The date when the financial adjustments 
are made for each party in a real estate 
or mortgage transaction. In real estate, it 
is the date when the title to the property 
transfers to the new owner, after which, 
the new owner assumes financial respon-
sibility for the property.

Commission 
The remuneration paid for services as an 
agreed fee or percentage of sale price or 
property lease.

Comparative Market Analysis
A method of property valuation used by 
real estate professionals for estimating 
the value of residential properties.

Condition
An aspect of a contract that serves as an 
impediment to an enforceable contract, 
until such time as it has been satisfied or 
waived. Conditions are typically placed in 
a contract by a party to that contract in 
order to protect its interest(s) and include 
a specific period of time after which the 
condition(s) will expire. Each condition 
may have the same or a different expiry. 
Real estate purchase contracts may in-
clude conditions added for the benefit of 
the seller, buyer or lender. 

Conditional Offer
A conditional offer sets out the terms of 
the sale such as the purchase price, the 
date of closing, the names of the parties, 
and the amount of any required deposit, 
but it also includes conditions that must 
be met within a specified period of time in 
order for the contract to be binding on the 
parties. These conditions could include a 
satisfactory home inspection or financing 
acceptable to the buyer.

Conditional Sale
Is a real estate transaction where the sell-
er has accepted the buyer’s Conditional 
Offer. Also see Conditional Offer.

Effective Date
The date upon which an agreement such 
as a contract is considered to take effect.gl
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Estoppel Certificate
A signed statement from the condomini-
um corporation that confirms the financial 
information it provides regarding a unit is 
correct as of the date on the statement 
and can be relied on by a third party. Upon 
issuing the Estoppel Certificate, the condo-
minium corporation is barred from chang-
ing any of the statements it has certified 
as correct.

Home Inspection
A visual examination of readily accessible 
interior and exterior aspects of a prop-
erty in order to provide an opinion on the 
property’s condition as of the date of the 
inspection. The purpose of a property in-
spection is to look for signs that there may 
be problems with the property and to sug-
gest any areas that should be looked at 
further by an expert. Home inspections are 
performed by property (home) inspectors.

Lender
An individual or institution responsible for 
underwriting, funding and administering a 
mortgage loan and to whom real estate is 
pledged as security for the loan. This may 
include institutional lenders, non-institu-
tional lenders, government lenders and pri-
vate lenders.

Listing Price
The amount of money that a property that 
is under contract with a brokerage may 
be advertised to the public and marketed 
through various listing databases by the 
brokerage.

Mortgage
A legal agreement specifying the pledging 
of real property to a lender as security for 
a debt.

Mortgage Insurance
A credit risk management tool protecting 
the lender from losses due to default on 
the mortgage by the borrower. It is typical-
ly required when the loan to value ratio for 
the property is 80% or greater.

Mortgage Pre-Approval
An approval for a mortgage based on a 
borrower’s qualifications made in advance 
of a real estate purchase. A written pre-ap-
proval protects the borrower by specify-
ing the mortgage term, interest rate and 
maximum amount of the loan. If mort-
gage rates rise, the borrower receives the 
pre-approved rate. If rates drop, the bor-
rower receives the lower rate. However, 
the borrower must take possession of a 
property before the pre-approval expires. 
They typically are 60 or 90 days, but may 
be as long as 120 days for new construc-
tion. Once a property has been purchased, 
the pre-approval is subject to the borrower 
submitting any final supporting documen-
tation, providing his or her financial posi-
tion has not changed. It is also subject to 
the property meeting the lender’s under-
writing requirements.

Mortgage Pre-Qualification
The tentative approval for a mortgage 
based on the borrower’s qualifications 
made in advance of a real estate purchase. 
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It is for a specified period of time and sub-
ject to the borrower submitting his or her 
supporting documentation to the lender, 
providing his or her financial position has 
not changed. Once a property has been 
purchased, the property must also meet 
the lender’s underwriting requirements.

Mortgage Term
The period of time for which the lender 
loans funds to the borrower, as specified 
in the mortgage agreement. At the end of 
the mortgage term, the principal and un-
paid interest becomes due and payable 
by the borrower to the lender. At that time 
the borrower may renew or refinance the 
mortgage. Also see Mortgage Refinance 
and Mortgage Renewal.

Multiple Offers
A situation when multiple buyers submit 
an Offer to Purchase on the same proper-
ty, at the same time.

Offer to Purchase
An Offer to Purchase (also known as Real 
Estate Purchase Contract) is the contract 
a property buyer will write for submission 
to a property seller. It contains the date 
of the offer, the description of the prop-
erty being offered on, the amount of the 
deposit, the purchase price being offered, 
down payment and financing details, as 
well as the buyer’s name and address, and 
the name and address of the seller, sub-
ject-to clauses, conditions, closing dates, 
and any special requirements you want to 
impose on sellers.

Property Assessment
The process of determining the property 
value for taxation purposes. Assessment 
is used to determine the property owner’s 
proportionate share of municipal taxes on 
an annual basis.

Property Inspection
A visual examination of readily accessible 
interior and exterior aspects of a proper-
ty in order to provide an opinion on the 
property’s condition as of the date of the 
inspection. The purpose of a property in-
spection is to look for signs that there may 
be problems with the property and to sug-
gest any areas that should be looked at 
further by an expert. Property inspections 
are performed by property inspectors.

Property Taxes
The annual amount charged each prop-
erty owner by the municipality where the 
property is located. The amount is based 
on the assessed value of the property in 
relation to the municipal tax rate for that 
classification of property, as determined 
annually by the municipality. Property tax-
es fund the operations and services of the 
municipality. In addition, portions of the 
property tax may also relate to the provi-
sion of education and the payment for a 
local improvement levy.

REALTOR®

A registered trademark of the Canadian 
Real Estate Association (CREA). Real es-
tate professionals are not required to 
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be members of their local board, howev-
er only real estate professionals who are 
members of their local real estate board 
are authorized to use the REALTOR® term.

Showing 
A scheduled appointment for a real estate 
professional to view a property that is for 
sale to a prospective buyer.

Tax Credit 
An amount of money that a taxpayer is 
able to subtract from the amount of tax 
that they owe to the government. The value 
of a tax credit depends on what the cred-
it is being provided for, and certain types 
of tax credits are granted to individuals or 
businesses in specific locations, classifi-
cations or industries.

Term
A contractual detail that represents points 
of agreement between the contracting par-
ties (e.g. inclusions, exclusions, date con-
tract takes effect, length of the contract).

Title Search
A review if all registered encumbrances re-
lating to a specific parcel of land to deter-
mine the present condition of title.

Zoning
General rules applicable to all land use 
classifications in a municipality (e.g. Resi-
dential, Commercial, Industrial and Special 
district classifications).
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Sellers:

Address:

Projected Sale Price: Annual Taxes:

First Mortgage Balance: Interest Rate:

Second Mortgage Balance: Interest Rate:

Approximate Gross Equity: Projected Close Date:

ESTIMATE OF COSTS:

Listing Brokerage Commission Fees $

Selling Brokerage Commission Fees $

Tax on Commission $

Legal Fees $

Condominium Transfer Fees $

Interest on First Mortgage Balance $

Discharge Fee on First Mortgage $

Interest on Second Mortgage Balance $

Discharge Fee on Second Mortgage $

Property Taxes Owing $

Land Transfer Taxes $

Home Inspection Fees $

Appraisal Fees $

Discount and Buy-Down Fees $

Home Warranty Fees $

Repairs $

Other $

ESTIMATED CLOSING COSTS: $

Projected Sale Price $

ESTIMATE OF NET EQUITY: $

This estimate is based on the above protected sale price, type of financing, and projected close date. It has been prepared 
to help the Sellers determine their costs and proceeds. The Lender and Lawyer may vary in their charges. Expenses will 
also vary depending upon required repairs, differences in unpaid loan balances, liens, if any, and other items. Therefore, 
these figures cannot be guaranteed by the Brokerage or his/her Representatives. All estimates and information are from 
sources believed reliable, but not guaranteed.
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Facebook Instagram

LinkedIn Twitter

RE/MAX Chay Realty Inc. Brokerage
152 Bayfield Street Barrie, Ontario L4M 3B5 

705-722-7100

erincorcoran.remax@gmail.com
erincorcoran.ca




