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8 STEPS

1

TO BECOMING AN INFORMED SELLER

Murray MacFarlane, Broker
Century 21 Leading Edge Realty Inc., Brokerage
905-471-2121
murray@murraymacfarlane.com

So you’re thinking of selling your home. Chances 
are you’re in a transitional stage of your life. You 
may be looking for a larger home for a growing 
family, downsizing for retirement, moving to a 
new city, looking to capitalize on an investment 
property or simply want a change. Regardless 
of the reasons why you are selling, I know your 
ultimate goal remains constant: To achieve 
the best possible price for your home in 
the shortest amount of time, and with terms 
favourable to you. 

This Informed Seller’s Guide is designed to 
educate you on exactly how to achieve this goal. 

If you have any questions or would like a little 
clarification on any of these steps, please do not 
hesitate to give me a call any time.

Murray MacFarlane | 905-471-2121 | murraymacfarlane.com
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STEP 1

CHOOSING THE BEST AGENT FOR THE JOB 
There are several compelling reasons for choosing 
professional representation when it comes to the sale of 
one of your most valuable assets.  We know information is 
available everywhere for buyers and sellers today 24/7, but 
knowing what this information means to your bottom line 
requires an experienced, knowledgeable professional to 
help you achieve the highest possible price and terms for 
your home.  

Local real estate market expertise, in-depth knowledge of 
current and historical market activity, a comprehensive and 
strategic marketing plan, access to a database of buyers 
ready to buy right now, a proven track record of success 
and the ability to negotiate fearlessly on your behalf are just 
a few of the reasons why you would choose an agent. 

Murray MacFarlane’s qualifications: 
• Full time local market specialist 
• Over 25 years in real estate
• Over 1,000 families served so far
• Strategic pricing system 
• Comprehensive marketing strategy for  

each home
• Strong negotiator 
• Loves what he does!  
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10 Questions to Ask When 
Interviewing a REALTOR ® 

1. Are you a full time real estate sales professional?

2. How many homes do you sell annually?

3. What percentage of your listings sell?

4. What is the percentage of list price achieved on your 
listings?

5. How long does it take to sell your listings?

6. What percentage of your business is repeat/referral 
from past clients?

7. What percentage of your business is representing:

  a. Sellers

  b. Buyers

  c. Both (on listings sold)

8. Do you have a strategic multimedia promotion program?

9. Do you have extensive internet exposure?

10. Do you provide a Service Guarantee?
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SOLD IN 9 DAYS FOR 99% OF LIST PRICE!
“We would like you to know how pleased we are with the expertise and professionalism that you 
provided throughout the listing and selling of our home.  We had not done this before and your care 
and understanding made everything so smooth and worry-free.  As you know, we had discussions 
with another agent, and the best decision we could have made was to solicit another opinion and 
select you to manage this process for us.  If we have friends or relatives in need of your services, we 
would certainly not hesitate to refer them to you.” 
- Ann and Barrie

KEPT ME INFORMED EVERY STEP OF THE WAY! 
“Thank you for all your help through our recent sale.  We know that it was a protracted affair, and are 
certain you did everything within your sales efforts to make this a positive experience for us.  Through 
the process you provided us with weekly updates, monthly statistics on reviews of our home, and 
copies of newspaper ads as well.  Suggestions we made which we thought might assist in making 
the sale were followed up, and we overall are pleased with your service.  We certainly would have no 
reservations in recommending Century 21 Leading Edge Realty Inc. to anyone needing buy/sell real 
estate services.” 
- Lorraine and Bob

A STRESS-FREE REAL ESTATE EXPERIENCE
“We wanted to let you know how much we appreciated your professionalism and consideration during 
the selling of our home.  We had not sold a home in 20 years so we wanted the best with the intent of 
making the whole process as least stressful as possible and we certainly were not disappointed.  We 
know who to recommend to our friends and family.” 
- Doug and Sue

YOU EXCEEDED ALL EXPECTATIONS
“Your assessment of the state of the current market was spot on.  The strategy you suggested 
and then flawlessly implemented resulted in multiple offers exactly at the top of the range you had 
estimated.  Of our six past experiences this was by far the most professional and painless real estate 
transaction that we have been through.  You exceeded all expectations that were set out and you 
did it in an approachable comfortable manner.  You made us feel that we were your only client and 
your highest priority.  We will be certain to recommend your services without hesitation to any of our 
friends or relatives.” 
- Anne and Ron

A Few Words from our Sellers
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YOUR SLOGAN SHOULD BE INTEGRITY, INTEGRITY, INTEGRITY
“Thank you for your efforts in selling and buying my home(s).  Your attention to my needs was 
wonderful.  I appreciate the individual/specific attention you gave to my particular home and never felt 
it was categorized by area, age, etc., but rather unique.  Thanks for the experienced advice (when 
asked) and overall sensitivity.  I have (and will continue) to recommend your services.  Your slogan 
could be Integrity! Integrity! Integrity!  Moving after 36 years was a big undertaking both physically 
and emotionally.  It really helped to know that the selling details were in good hands.” 
- Pauline

COMMON SENSE, EXPERIENCE AND KEEPING MY INTERESTS  
IN MIND
“I interviewed 7 different realtors in June 2014 in order to select a Real Estate Agent to assist me 
in selling my aunt’s property in Markham, Ontario.  As a result of these interviews I selected Murray 
MacFarlane from Century 21, Markham, Ontario for the following reasons:

• Preparation for the interview was comprehensive and thorough.
• Interest in my concerns and response to these concerns was genuine; observations and 

advice to me showed a willingness to work with me, not for me.
• Throughout the process of listing, showing and finally selling the property, Murray was quick to 

respond to my questions.  There were several bids on the property that came in within hours 
and/or a day of each other.  Murray discussed in detail the process of “getting to goal” so to 
speak.  Murray also listened intently to my concerns and together we discussed the pros and 
cons of each offer.  I was very impressed with his common sense, experience and willingness 
to go back and forth to the other agents, always keeping my interest in mind.

• The sale from beginning to end went off without a hitch.
In summary, his personable skill as well as experience and knowledge in the real estate industry are 
a great asset to the person who is selling and/or buying property.”

- Renee
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A Little Background on…

HONESTY. INTEGRITY. EXPERTISE.
I have over 25 years of real estate experience and I’m 
proud of the reputation I have for providing the highest 
level of service to my clients.  I have a demonstrated 
track record of success as one of the top ranked 
individuals in the CENTURY 21 ® system and rank 
in the top 1% of REALTORS® on the Toronto Real 
Estate Board.  I’m proud that my clients come back 
again and again and happily refer their friends and 
relatives.  They know that I listen to their needs and 
that I care about them.  I become their “realtor for life”.

I have been recognized by CENTURY 21 ® Canada 
for my top selling performance since 1995.  I am a 
recipient of the Centurion, Double Centurion and 
Grand Centurion awards.  The Centurion awards are 
earned through outstanding real estate knowledge, 
excellent marketing skills and dedication to client 
service.  It is reserved for those who prominently rank 
as leaders within the top 2% of the CENTURY 21 ® 
sales force.  I have also been inducted into the 
CENTURY 21 ® Centurion Honor Society.

6



MURRAY MACFARLANE
PROFESSIONAL REALTOR ®
Murray’s passion for becoming a professional REALTOR ® surfaced in 1985 
when he was the Manager of Domestic and International Relocation for IBM 
Canada.  This experience exposed him to the workings of the real estate 
industry and more importantly how the industry served the needs 
of their clients.  Selling/Buying a house and moving your family 
can be very stressful.  Helping families maneuver through 
this process successfully was very rewarding and something 
he felt a growing passion to do as a real estate agent on 
a full time basis.  After 25 years he feels the same way 
today.  He’s had the opportunity to work with hundreds of 
clients from different walks of life, with a variety of housing 
objectives and he still gets a great deal of satisfaction from 
doing the “right” deal and creating a “referable experience”.  
He is proud to say most of his business is repeat and referral 
from past clients.  Clients appreciate his attention to detail 
and how he manages the process. As important, they know he 
cares about the outcome of their transaction.  Most of his 
clients think of him as their “realtor for life”. 

To his clients, Murray is a trusted real estate advisor 
before, during and after every transaction.  To his 
peers, Murray is highly regarded as an integrity-
powered professional and a formidable negotiator.

Murray prides himself on educating his clients 
about the real estate market, negotiating the 
best possible price and terms for their sale or 
purchase of a home, and creating a positive and 
memorable real estate experience for each and 
every client.
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Community Involvement

I have always believed it is important as a parent and 
business person to participate in helping to make our 
community an even better place to live.

Over the years, I have participated or contributed to many 
organizations or community sponsored activities including:

• The Annual Homes for the Holidays Tour of Homes 
in Support of the Varley-McKay Art Foundation 

• York Region Breast Cancer Friends and Breast 
Cancer Luncheon and The Markham-Stouffville 
Hospital Foundation

• Rouge Valley Health System Foundation

• Easter Seals

• Markham Baseball, Basketball and Hockey 
Associations

• The Salvation Army “Gateway”

• Markham Arts Council
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A Few Reasons Why…

As a trusted professional REALTOR ® with over 25 
years experience, Murray’s clients are attracted by his 
unwavering commitment to serving their real estate 
needs first and foremost. In fact, over 80% of Murray’s 
business comes from client referrals who rave about their 
extraordinary real estate experience with him.  

Murray is a local market area expert with a pulse on 
your local market at all times. Murray ensures his sellers 
have the most up-to-date and relevant real estate data 
necessary to make informed decisions. 

His negotiating skills are second to none. Murray’s 
expertise and competency in negotiations have resulted in 
his sellers achieving an average of 98.8%* of their list price. 

Murray will tell you what you need to hear not just what you 
want to hear to ensure you become an informed seller and 
make educated decisions.  

In addition to Murray’s expert knowledge and experience, 
his sellers have the full backing of one of the industry’s 
most trusted and recognized real estate brands, 
CENTURY 21 ®. With thousands of associates around the 
world, he draws on a network of highly skilled, professional 
agents working together toward a common goal. 

Above all, Murray has an uncompromising commitment to 
the highest principles of professionalism and integrity.

SO MANY HOMEOWNERS CHOOSE MURRAY MACFARLANE  
TO SELL THEIR MOST VALUABLE ASSET:

* Average Sale Price 2009-2014
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A Few Reasons Why…

MURRAY’S STATS * 
Did you know Murray works exclusively with residential properties?  This means that when selling 
your home with Murray, you receive the specialized knowledge of a top agent who is experienced 
in this field!

# HOMES SOLD % LISTINGS SOLD

% OF LIST PRICE ACHIEVED # DAYS ON MARKET

TORONTO REAL ESTATE BOARD

MURRAY * 2009 - 2014 Average
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Mission, Values and 
Guiding Principles

MY MISSION
To assist the families I serve achieve the best possible 
sale or purchase price for their home, in the least amount 
of time, with the best possible terms; all while creating a 
memorable and stress-free real estate experience. 

MY CORE VALUES
• Integrity Powered
• Fun Loving
• Humble
• Grateful
• Easy to Do Business With
• Passionate About Helping The People I Serve 

WHAT I DO
• I listen to your unique needs and desires. 
• I strive to create an inspiring, stress-free real estate 

experience.
• I build lifetime relationships.
• I have a passion for excellence and an 

extraordinary attention for detail. 

WHAT I KNOW
• Education is the highest form of communication.
• Anyone can be great because anyone can serve.
• Challenges are the greatest opportunity for learning, 

growth and strength.
• The work I do and my actions in life are a reflection 

of who I am.
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STEP 2

PRICING YOUR HOME RIGHT FROM 
THE START TO ACHIEVE THE 
HIGHEST PRICE

First, it is important to understand that only the market 
can determine the ultimate value of your home.  That said, 
choosing the optimal list price is essential to maximizing 
your home’s value. If you price too low, you risk not getting 
as much as you can for your property but price too high 
and you risk losing potential buyers who may think your 
property is out of their price range and you help your 
competition sell faster.  

Determining the OPTIMAL list price is in part simple math, 
but for the most part it is a strategic process that requires 
extensive market knowledge and research.  An in-depth 
Comparative Market Analysis (CMA) will tell you what 
similar properties have sold for recently but to effectively 
price your property, it’s equally important to consider every 
similar home on the market to understand exactly what 
your competition is. In addition, expertise in both the local 
and national market conditions is paramount to arriving at 
the optimal list price.   

Pricing your home right the first time will result in more 
exposure, more showings, more offers and ultimately the 
highest price for your home.   

For your no cost, no obligation CMA (Comparative Market 
Analysis) and opinion of value using a comprehensive 
pricing strategy, please contact me today! 
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COMMON SELLING MISTAKES 

• Pricing incorrectly (too high or too low)
• Failing to “Showcase” your home
• Mistaking a Bank’s appraisal or a new Tax 

Assessment as your home’s actual market value
• Choosing the wrong REALTOR ® or choosing a real 

estate agent for the wrong reasons
• Failing to take current market conditions/trends into 

account
• Not taking advantage of market fluctuations:  The 

Big Picture…
• Using “Hard Sell” during showings
• Mistaking “Lookers” for “Buyers”
• Relying too heavily on advice from the Buyer’s real 

estate agent
• Limiting the marketing and exposure of your property
• Not making necessary repairs
• Over improving your home
• Not making your home accessible

Don’t make costly mistakes when selling your home.  There 
are lots of things you can do to help with the sale, most 
are common sense.  Some may be new to you but all will 
contribute to a fast sale at a fair price.
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STEP 3

PREPARING YOUR HOME 
FOR SALE

• First and foremost, clean. It sounds simple, but 
a clean house always shows better. Keep lawns, 
and hedges neatly trimmed, weed flowerbeds and 
maximize your curb appeal.

• Clean out your garage or car port to show its full 
size.

• Next, remove the clutter. You might like that ‘lived 
in’ feel, but the more potential buyers focus on your 
possessions, the less they notice the property. So 
put your stuff away or consider a storage unit. 

• Make minor repairs. Replace cracked tiles, touch up 
places that need painting, fix door knobs, squeaky 
doors and cupboards and leaky faucets.  

• Consider a professional home stager. If your place 
is empty, or lacks a bit in the decorating department, 
home stagers can make your place look like a 
spread from House & Home in no time. Statistics tell 
us that the homes that show the best sell faster and 
for more money.    

• Photographs. Good pictures get people interested 
and professional photos are the way to ensure 
your place looks its best. It’s also important to have 
accurate measurements and floor plans because 
for most buyers it’s never too early to start thinking 
about which way the couch is going to face. 

• Clean again. Really. Keep doing it. It’s that 
important.
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CHECK…
FOR SALE-ABILITY

This checklist should help you examine your home with a critical eye.  Make whatever improvements 
are necessary, remembering that little things make a big difference.  Every check mark brings you 
closer to a serious offer.

IS YOUR HOME ATTRACTIVE 
FROM THE STREET?

□  cut lawns or shovel pathways
□  trim hedges and shrubs
□  weed and edge gardens
□  pick up any litter
□  clear driveway of leaves, snow, toys
□  repair rain gutters
□  touch up painting, if required

DOES YOUR HOME GIVE THE 
IMPRESSION OF SPACE?

□  clear kitchen counters
□  clear halls and stairs of clutter
□  organize and clean closets
□  store unnecessary furniture
□  clear out basement, attic, garage

WHAT IS THE FIRST 
IMPRESSION AT THE DOOR? 

□  touch up front door finish
□  clean and tidy porch and foyer
□  make sure doorbell works
□  replace door hardware if needed
□  make sure air is fresh

DOES YOUR HOME APPEAR 
WELL MAINTAINED? 

□  replace burned-out light bulbs
□  clean or replace wall switch plates
□  tighten door knobs, cupboard latches
□  correct loose tiles, sticking doors
□  repair cracked plaster, chipped paint
□  check caulking around tub and basin
□  fix broken windows

DOES YOUR HOME SPARKLE?
□  clean bathrooms
□  clean walls and floors
□  polish windows
□  clean refrigerator, stove, oven
□  clean laundry equipment
□  clean exterior of furnace

HAVE YOU CREATED A BUYING 
MOOD?

□  arrange to be absent during showing
□  take children and pets with you
□  open drapes and blinds
□  turn on air conditioning or light fire
□  appeal subtly with soft mood music, 

fresh flowers or sweet baking aromas
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YOUR TOP 10 LIST

DESCRIBE 10 THINGS YOU LOVE MOST  
ABOUT YOUR HOME OR NEIGHBOURHOOD

1

2

3

4

5

6

7

8

9

10
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STEP 4

MAXIMIZING EXPOSURE OF YOUR 
HOME TO POTENTIAL BUYERS

Many properties are listed on the MLS ® online database, 
but in this new era of real estate, your real estate 
professional must go well beyond the sea of thumbnail 
shots in MLS ® in order to sell your home quickly and for 
the highest price.   

Market exposure demands more than placing the property 
on MLS ®. Studies tell us that over 80% of buyers today 
begin their search online. As such, I invest heavily in 
marketing websites that attract an abundance of buyers.  
I strategically time the release of new listings using key 
phrases that I know are proven to generate the most 
interest, and then market each property on up to 41 
different websites, including our nationally ranked company 
website. 

Gone are the days of just putting up a ‘For Sale’ sign, 
although we do that too. The following pages outline a 
proven Multi-Media Marketing System that has sold 
countless homes for top dollar. 

If you have 20 minutes, I would be happy to take you 
through a multi-media strategy that will maximize exposure 
of your home and help you achieve a price higher than you 
thought possible. 
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A Proven Multi-Media 
Marketing System

MLS ® (MULTIPLE LISTING 
SERVICE)
The standard practice is to advertise your 
property on the Toronto Real Estate Board 
MLS ®, the largest online database of available 
real estate. This website is accessible by every 
real estate agent in the area, each with (on 
average) four clients potentially looking for a 
place just like yours. MLS ® listings contain 
complete and detailed information about the 
property such as list price, room sizes, inclusions 
and exclusions, full colour photographs, and 
more. This listing data is also made available to 
the general public through sites like realtor.ca. 

YOURVIDEOTOUR.INFO | 
123AnyStreet.Info 
Your property will be featured prominently on its 
own personal website, as well as several real 
estate sites to give your listing the best possible 
exposure, worldwide, to the most potential 
buyers.  

PROACTIVE PROSPECTING 
There are only two ways to find a buyer. 
One, you can wait for them to find you, or two 
-- you can proactively go out and find them. 
Murray maximizes both reactive and proactive 
approaches to finding that perfect buyer. His 
extraordinary communication skills result in a 
higher contact and lead conversion rate which 
means more potential buyers for you and your 
home. 

VIEWING FEEDBACK  
Murray will attempt to collect feedback on each 
showing so you know where you stand every 
step of the way. 

VIDEO TOURS  
Giving potential buyers a genuine feel for the 
neighbourhood and your home is important in 
the sea of listings. Video tours give potential 
buyers a behind-the-scenes look at the 
neighbourhood and your home without having to 
leave their couch. Your custom video tour will be 
uploaded to its own website as well as YouTube 
where hundreds of potential buyers have viewing 
access 24/7. This is an invaluable tool for today’s 
tech savvy, educated consumer. 

24/7 MOBILE MARKETING
As buyers drive through your neighbourhood to 
check out potential homes for sale, your For Sale 
sign will have a unique QR Code prominently 
displayed that will give them instant access 
to your listing details. This subtle marketing 
feature makes buyers more comfortable with the 
process.  
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COMPLIMENTARY HOME 
STAGING CONSULTATION 
Studies suggest staged homes seller faster 
and attract more money than their un-staged 
neighbours. In a changing marketplace, a staged 
home can be the difference between selling 
your home or not. Staging can be as simple 
as removing some clutter to as detailed as 
redesigning or refurnishing rooms. If you want 
it, a Home Staging Professional will provide 
you with a complimentary recommendation list 
that will create maximum buyer appeal for your 
home. We will discuss the ideas together.  

SOCIAL MEDIA CAMPAIGNING
Your home will appear on Facebook, Twitter, 
LinkedIn and You Tube. Check it out. 

FEATURE SHEETS AND 
MEMORY STICKS (USB)
Stunning Feature Sheets with eloquently written 
property remarks and memory sticks (USB) with 
all your photography will be delivered to your 
home as a takeaway for any potential buyer or 
viewing agent.  Feature Sheets bring your listing 
to life on paper and capture the absolute best 
features of your home in words and images.  
It also gives visitors something to help them 
remember your home and its features after a 
showing.

24-HOUR ONLINE ADS  
Your property details and images are 
immediately uploaded to all the major internet 
portals.  Rest assured, your home is visible 
wherever buyers are looking. 

PRINT MARKETING  
In most cases “Just Listed” cards will be 
distributed in your area to let your neighbours 
know that your property is for sale. Just another 
way to widen the net and get your property the 
best possible exposure. 
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Preparing to List Your Home 
CHECKLIST

IN PREPARATION FOR LISTING YOUR 
HOME, YOU WILL NEED TO GATHER 
THE FOLLOWING ITEMS:  

 A copy of your survey
 A copy of your front door key
 Your most recent annual property tax assessment
 The average cost of utilities (electricity, hydro, water)
 The age of your home
 A list of items you would like to include and exclude 

from the sale
 Pictures of seasonal features (i.e. gardens in bloom)
 A list of any easements or right-of-ways
 Receipts and warranties for recent home 

improvements
 “10 Best Features of Your Home” sheet 
 Other relevant information (a list of upgrades, copy 

of floor plans, builder plans and/or model name)

FOR CONDOMINIUM OWNERS:
  
 Maintenance fees and a list of what is included in the 

monthly fee
 Parking and locker numbers
 Pass key to the building
 Status Certificate (if available)
 A list of Bylaws and restrictions
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STEP 5

SHOWING YOUR HOME
Access to your home for showings is a critical component of the sales process, however, I understand 
how difficult and inconvenient it can be to have people come through your home. As such, I take great 
steps to ensure this process is as streamlined as possible. 

I will schedule showings when you’re most comfortable with them, always check and confirm with you 
first, and I ensure all showings are conducted with a reputable, licensed REALTOR ® present.  I take 
an extreme amount of care in ensuring that the key to your home is kept safely.  In most cases, I place 
a combination lock box on your door that is only accessible by a professional REALTOR ®.  I will also 
attempt to collect feedback on each showing so you know where you stand every step of the way.  

Communication is key!
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STEP 6

OFFER NEGOTIATIONS

Now this is where things get exciting. You’ve got an offer or 
maybe two or three at once! 

All offers of course have a purchase price but they also 
include such things as the closing date (or the possession 
date for the buyers), other terms and in most cases, 
conditions.  

Conditions could include such things as time allocated for 
the buyer to secure financing or an acceptable inspection 
of your home. In an ideal situation, the buyer has made 
an offer without any conditions, in an attempt to make the 
offer more attractive to you, the Seller. There can be a lot of 
variables, but Murray will walk you through every step.  

Naturally, the most important part of the offer is the price. 
Murray will ensure you understand every aspect of the offer 
including current market conditions, recent sales or listings 
in your area and provide you with as much information 
as possible about the prospective buyer and their 
representation. You will have a thorough understanding of 
the terms, your options and the potential outcomes of your 
decision. You can accept the offer as is, or make a counter 
offer at which point, Murray would negotiate the best 
possible price and terms on your behalf. Remember, even 
1% more for your home can mean thousands to your 
bottom line.
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THE DEPOSIT 
At this stage, the buyer must provide a deposit cheque to 
be held in trust until all the conditions have been met. Of 
course, if the buyers are unable to fulfill all the conditions 
for whatever reason, the offer becomes null and void and 
they get their deposit back. Once conditions are met, the 
deal becomes ‘firm’ and we hold the deposit until closing 
when it is applied to the sale proceeds. 

FULFILLING THE CONDITIONS 
Conditions usually have a set period of time for removal. 
If an offer is conditional on financing, the buyers may be 
preapproved so they simply need to have the approval 
applied to your property and the removal of this condition is 
fairly swift and easy.  

If the offer is conditional on a home inspection, the buyers 
would request permission for a professional home inspector 
to spend 2 to 3 hours thoroughly checking out your home.  
The buyers usually accompany the inspector as well. The 
inspector will produce a summary of their findings, and if 
the buyer is happy with them, they’ll waive the inspection 
condition. 

If it turns out that the buyer can’t, for whatever reason, fulfill 
the conditions, the offer is null and void. Not ideal, but not 
the end of the world. I will get right back out there and find 
you some new potential buyers. 

Once the conditions are met, the buyer signs a waiver or 
notice of fulfillment and the deal is firm. If you’ve completed 
all these steps, then you are a successful home seller.  

Congratulations! 
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STEP 7

CALCULATING THE NET PROCEEDS 
Although your lawyer will provide you with a detailed outline of expenses incurred at the time of 
closing, it’s best to understand what expenses you may incur when your home closes. I work with you 
to create an estimate of what costs will be associated with selling your home to avoid any surprises. 
Some of these costs may include, but are not limited to, the following:

Estimated Selling Price $

LESS:

Mortgage Balance $

Mortgage Penalty (If applicable) $

Interest Per Diem (Interest from last 
payment to date of closing)

$

Property Tax / Utilities Adjustments $

Real Estate Commission with HST $

Moving Costs $

Other: $

Estimated Net Proceeds of Sale $
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Closing Costs Explained

LEGAL FEES
Lawyer’s fees vary, but often have structured fees for the 
purchase and sale of homes posted on their websites. 
Sellers pay in the area of $1,000 for a lawyer to look after 
the legal details necessary to close their home. 

MORTGAGE FEES
Check with your mortgage lender to determine if any costs 
will occur when transferring or releasing your mortgage. 
There is sometimes what is referred to as a discharge fee 
to remove the mortgage from title that can range from $100 
to $250. 

DISBURSEMENTS
These fees cover additional legal expenses such as travel, 
copies, couriers, registration fees and preparing document 
transfers.  Disbursements can range up to $500 but can 
sometimes be built into your legal fees. 

ADJUSTMENTS
It’s difficult for a home seller to calculate exactly how much 
money is owed to which utilities on closing day. Your lawyer 
will ensure that any overpayments or deficiencies on rents, 
mortgage interest, property tax, and utility charges will 
be corrected, and the buyer and seller will be credited or 
charged accordingly.

MOVING COSTS
Moving costs vary based on location and the amount of 
possessions being moved. If you’re moving yourself, you 
should factor gas, rental vehicles, and moving supplies.
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Preferred Professionals

Marvin Bongard
10 Washington Street
Markham, ON  L3P 2R2
(E)  marvin@mbongard.com

Shayle Rothman
Parnes Rothman
4460 Highway 7 East
Markham, ON  L3R 1M2
(E)  rothman@
realestatelawyers.ca

These professionals have delivered amazing service to my past clients and friends.

Mike Loleski
Homefund Corporation
(E)  mloleski@homefund.com 
John Heath
BMO Bank of Montreal
(E)  john.heath@bmo.com

Todd Newhook
Global Property Inspections
(E)  todd.newhook@
gpimarkham.com
Bill Lumsden
HouseMaster Home 
Inspections
(E)  william.lumsden@
housemaster.com
Carson Dunlop & Associates
120 Carlton Street, Suite 407
Toronto, ON  M5A 4K2

Albert  VanVeldhuizen
Cattanach Hindson Sutton 
VanVeldhuizen
52 Main Street North
Markham, ON  L3P 1X5
(E)  albert@cattanach.ca

George Hugh
Taurus Mortgage Capital Inc.
(E) george@taurusmortgages.
com

Steven Love
McKenzie-Taylor & Associates 
Ltd.
14845-6 Yonge Street, Suite 205
Aurora, ON  L4G 6H8
(E)  steve@mtarhi.com
James Wyatt Buren
The Home Inspector
56 Quaker Village Drive
Uxbridge, ON  L9P 1A2
(E)  james@thehomeinspector.ca

Brian Daley
Associated Group of Home 
Inspectors
(E) info@
bookahomeinspection.com

Elisseos Iriotakis
Safebridge Financial Group
(E)  elisseos@
safebridgefinancial.com 

Mingay & Vereshchak
81 Main Street North
Markham, ON  L3P 1X7
(E)  mmingay@mvlaw.net

LAWYERS

MORTGAGE BROKERS

HOME INSPECTION SERVICES
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Agency Relationships

When real estate professionals work with sellers and 
buyers, “agency” relationships are established.  As you 
start working with me, please ask for a clear explanation 
of the current agency laws, so that you understand 
these important issues.  There are three kinds of agency 
relationships:

SELLER’S AGENT
A “seller’s agent” represents the interest of the seller and 
has certain fiduciary duties to them during and after the 
sale is complete.  This includes reasonable care and skill, 
loyalty, confidentiality, full accounting and disclosure to the 
seller only.

BUYER’S AGENT
A “buyer’s agent” represents you (the purchaser) only.  All 
information is kept confidential and offer details are simply 
exchanged between agents.  Like a “seller’s agent” I must 
provide reasonable care and skill, loyalty, confidentiality, full 
accounting and disclosure to the buyer only.

MULTIPLE REPRESENTATION  
/ DUAL AGENCY
The term “multiple representation” or “dual agency” occurs 
when the brokerage represents both the buyer and you (the 
seller) during the home buying process.  The agent has 
fiduciary duties to both sides but must remain neutral when 
representing both parties.  No motivation can be disclosed 
without permission from either side.  This commonly 
happens when buyers find properties online or call on a 
lawn sign.
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STEP 8
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MEET WITH MURRAY

Schedule your complimentary market 
evaluation and learn more about 
Murray’s results from his proven multi-
media marketing system today!  

Murray MacFarlane
Broker
Century 21 Leading Edge Realty Inc., 
Brokerage
165 Main Street North
Markham, ON  L3P 1Y2

Tel 905-471-2121
murray@murraymacfarlane.com

www.murraymacfarlane.com

AHEEEHAPEFMJBGKNNFAGBPAHEEEHA
BNFFFNBPIKECALNGFCBKEPBNFFFNB
KELHMDFGAKFFGPGFHPONJFAFNHAMD
LABBBEFEIEHNICMJLCIDIKEIOLPJN
KMKONCFPALMNAPNBJGOHHBLLPIJJB
MFNFFNEHIBDNGBDHDNKPAHFHANEFL
APBBBPAPKOHANOEKCCNICFCEBFNOB
HHHHHHHPPPPHPPHHHHPPHPPPHHPHP
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