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The latest real estate activity 
released by the Ottawa Real Estate 
Board at the beginning of December 
shows continued demand for homes, 
despite the season.

In December, past Board President 
Joanne Tibbles noted, “Last month 
was the best November on record 
for resale home sales in Ottawa. 
The last time we saw sales numbers 
anywhere close to that number 
was in 2001. It speaks well for the 
stability of our market that even 
in the quieter months of the year, 
our market is still thriving.” Tibbles 
added, “The number of properties 
available for sale is higher than at 
this time last year, indicating that 
homeowners are confident that 
it’s a good time to put their home 
on the market, and based on these 
great sales numbers, buyers are also 
confident, especially as interest rates 
remain stable.”

Of the 1,020 sales in November 
2011, 244 were in the condominium 
property class, while 776 were 
in the residential property class. 
The average sale price for a 
condominium-class property was 
$265,800, nearly unchanged from 

November 2010, compared to the 
average sale price of $373,577 for 
a residential-class property, where 
there was a price increase of 9.2 
percent from November 2010.

Of course, figures vary throughout 
the Ottawa area, which is why 
talking to a real estate sales 
representative about activity in your 
particular area of interest should be 
your first step when considering a 
move in 2012.

Please call today for the  
latest updates on local real  
estate conditions.

Happy New Home!
Welcome to 2012 and to a whole new year of real estate opportunities!
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As winter progresses  - if you are
thinking about selling or buying a
home, please feel free to contact
us directly or email us with your
questions and inquiries:
info@johndonovanproperties.com.

It would be our pleasure to help
you, your family and/or friends
with their next real estate
transaction.

 John Donovan Properties

Royal LePage
Performance Realty, Brokerage
1500 Bank Street, Suite 201
Ottawa, ON  K1H 7Z2

Office: 613-733-9100
Toll Free: 877-837-8885
Cell: 613-292-2176
Fax: 613-733-1450
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Smoke detectors. Contrary to popular belief, they 
shouldn’t go in the kitchen, where they’re likely to go off 
when they shouldn’t. Rather, they should be placed outside 
of every bedroom, to wake the sleeping, and on every floor 
of homes with more than one. Mount them at the ceiling’s 
highest point, as smoke rises, and test them regularly  
(once a month). 

Carbon monoxide detectors. These, too, should be 
placed outside of sleeping quarters and on every floor 
in multilevel homes. Where they shouldn’t go is next to 
fuel-burning appliances and in areas prone to temperature 
fluctuations: in bathrooms and kitchens, or near fans, 
vents or windows. Carbon monoxide detectors do expire, so 
be sure to read the instructions. 

In kitchens and bathrooms – anywhere there’s potential 
for contact between you and a plugged-in device near 
water – standard electrical outlets should be replaced with 
ground-fault circuit interrupters (GFCIs). GFCIs monitor 
current flow and cause the circuit to shut off if there’s an 
imbalance, protecting you from electrocution. GFCIs should 
be professionally installed.

Bathrooms are a hot spot for home injuries. Having 
GFCIs will help with the issue of electrocutions, but falls 
are a big problem here too. To help prevent them, you 
should outfit your bathtubs and shower stalls with grab 
bars and non-slip mats, strips or decals. Also, put a bath 
mat (with a non-slip backing) on the floor outside of tubs 
and shower stalls where floors tend to get wet. 

Trips and falls, a leading cause of household injuries, don’t 
just happen in bathrooms. Make sure your home is well 
lit, particularly around entranceways and any stairs you 
have. Pick up some nightlights and put them where they’ll 
illuminate paths you often tread at night. Additionally, 
take a survey of your home: are there any rugs or loose 
cords that could cause an accident? 

Fire extinguishers – one per floor. Definitely have one in 
your kitchen, where home fires are most likely to occur  – 
just don’t keep it by the stove, where you may not be  
able to grab it in case of flames. Familiarize yourself with 
the different types (A, B, C, and D) and make sure you 
know how to use them; for example, B is ideal for  
kitchens, as it’s intended for use on flammable liquid  
(e.g. grease fires). 

Speaking of fires, consider replacing your regular candles 
with flameless ones; they flicker and are made of wax, 
but are battery operated. At the very least, exercise 
candle safety: always use a heat-resistant candleholder 
big enough to catch drips, place them on sturdy surfaces 
away from combustible materials, and never leave them 
unattended or let them burn all the way down. 

A very happy New Year to you, and a healthy one, too! You’ve no doubt heard it said that most 

accidents occur inside the home. With that in mind, here are some helpful tips on how to make  

your home a safer place to live in, in 2012 and beyond.  

To Your Health!
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Have a home inspection done before your property goes 
on the market. A documented, impartial report verifying 
that your home is in good condition helps substantiate 
a higher listing price. If the report reveals any defects, 
disclosing them up front via a seller’s inspection helps 
justify your price given your home’s current condition, 
minimizing opportunities for prospective buyers to 
negotiate you down. 

Many buyers, however, want – and are willing to pay for 
– homes that are move-in ready. So if you do ensure that 
any defects revealed by the report get addressed prior to 
listing, and if you take care of all those little fixes you’ve 
been putting off – the light switches that don’t work, 
the missing cabinetry hardware, the toilet whose handle 
you have to jiggle – you can justify a higher asking price. 

Making your home move-in ready, so as to substantiate 
your asking price, also means giving it a fresh coat of paint 
in a neutral shade, replacing your flooring as needed, again 
in a neutral tone, and cleaning it until it shines.

If you want to go the extra mile, have your home 
professionally staged. Staging can help justify your 
asking price by distinguishing your property from 
others on the market, and positioning your home 
more favorably in the minds of prospective buyers 
by appealing to their emotions and creating an 
environment in which they can picture themselves living. 

 �If possible, don’t bring the kids – at least not in the 
initial home-hunting stages. They can divert your 
attention from where it needs to be: on the homes. 
Also, children tend to either love or hate each property, 
so it’s best not to bring them along until you’ve 
objectively narrowed your search down to the serious 
candidates, at which time you’ll want their input. 

 �Don’t bite off more than you can chew. Filter your 
search to a defined area; if you run all over town 
without focus, you’re bound to tire sooner. And don’t 
schedule too many showings for the same day – 
you might find yourself suffering from information 
overload and unable to distinguish between the 
homes you saw. 

 �Don’t forget to bring along copies of your “needs vs. 
wants” checklist so you can measure how each property 
stacks up. At the very least, bring a notepad, so you 
can jot down your thoughts and questions about each 
property, so you have some point of reference to help 
you remember which home was which.  

 �Don’t focus solely on the home itself – be sure to 
take note of its surroundings, too. For example, do 
neighboring properties look well maintained? Might 
the property be difficult to get in and out of due 
to traffic? What’s within walking distance? Is there 
anything nearby that might be a source of excessive 
noise or unpleasant odors? 

Remember that an experienced real estate sales 
representative can help you negotiate through today’s 
housing market, and provide valuable tips on successful 
home-hunting.

Whether you’re looking for your next home now or 

you’re planning to pound the pavement this spring, 

be sure to avoid these home-hunting “don’ts”. 

Home-Hunting Don’ts

Ideally, you’d never have to haggle over your 
selling price. While there’s not much you can do 
to prevent buyers from offering less than you’re 
asking, there are some things you can do to help 
justify your asking price. 

Justifying Your Price



Missing paperwork can hold back or even stop a real estate 
transaction. For a smoother sale, gather the following 
documents so they’ll be available to your real estate 
representative and to buyers as needed.

 �Your deed or transfer of title document, which conveyed 
evidence of ownership to you when you bought your 
current house. 

 �Property survey(s). Be sure to inform your sales 
representative of any changes to your property that could 
impact the survey’s accuracy. 

 �Property tax records, useful to the prospective buyer(s) so 
that they know what they can expect to pay per year as 
the owner(s) of the property.

 �Mortgage documents, outlining your mortgage 
type, lender, and other financing details. Your sales 
representative will need some of this information to 
complete the paperwork for your listing.

 �The reports from any pre-inspections that have been done 
on your house for the purpose of the sale. 

 �Your utility bills from the past year or two. These are 
helpful in giving buyers an idea of what it will cost them 
to run your house, depending, of course, on if the seller’s 
situation is similar to the potential buyer’s. 

 �Documents relating to your home’s maintenance history, 
such as repair receipts, and building permits for any 
renovations. 

 �Warranties on any appliances that will be included in the 
sale as well as on materials and workmanship for any work 
you’ve had done on your house. 

 �If applicable, the homeowner’s association documents, 
such as association rules and fee schedules. Buyers will 
appreciate having such information.  

Well Documented

Amortization Schedule — A table that 
details the payment amount, interest, 
principal and unpaid balance of a  
mortgage loan, allowing you to see 
exactly when your mortgage will be 
paid off. At the start of the schedule, 
the majority of each periodic payment 
is applied to interest; toward the end 
of the table, the majority of each 
payment is applied to the principal, 
gradually decreasing the balance 
of the loan until it reaches zero.

Terminology Tip
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609 Rosehill Avenue
Residential - $499,900

29 Fardon Way
Residential – $539,900

5884 Earlscourt Crescent
Residential – $1,649,900

2105 - 1285 Cahill Drive
Condominium – $449,900

       Visit www.johndonovanproperties.com to view more Hot New Listings       Visit www.johndonovanproperties.com to view more Hot New Listings

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

609 Rosehill Avenue
Residential - $499,900

29 Fardon Way
Residential – $539,900

5884 Earlscourt Crescent
Residential – $1,649,900

2105 - 1285 Cahill Drive
Condominium – $449,900

       Visit www.johndonovanproperties.com to view more Hot New Listings       Visit www.johndonovanproperties.com to view more Hot New Listings


	vPDF Record 5
	vPDF Page 1
	vPDF Page 2
	vPDF Page 3
	vPDF Page 4


