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I was born and raised in Hamilton, Ontario. This is the city
I live in and love! | have an MBA from the Ivey School

of Business at the University of Western Ontario and
spent many years in the tech industry. | am a real estate
investment specialist and have been investing in the
southern ontario real estate market for over 20 years.
People ask me why | decided to get into real estate. The
answer is simple: | love working with people to find

their dream home, break into the market or find a great
investment. | am competitive and take pride in getting
them the very best price for their home. | do this through an
intimate knowledge of the area, attention to detail and an
understanding that the purchase of a home is an emotional
experience above all else. Most of all | love making my
clients happy! 1 am happy to be at your service.

www.teamgrande.com

“Our realtor Albert made our selling journey “Albert is an extremely professional & skilled
fantastic. He professionally answered all of realtor. Before we contacted him we were
our questions, gently guided us through our really struggling in the market. Albert took
anxious moments and was literally available the time to listen to our needs/preferences
at any hour. We will never forget his kind and found the perfect home in record time. |
words and support for the next chapter in our would highly recommend him as an agent for
lives. | would highly recommend Albert and anyone looking for a home in the Hamilton/
the entire team.” Oakville area!”

- Eric & Laurie - William Heakes

In such a difficult market, Albert @ Team Grande was 100% the reason we were able
to be successful with both the buying and selling of our house. We got a record
breaking selling price and we even were lucky enough to secure an exclusive
property before hitting the market. The knowledge, expertise & support he provided
really made this a truly enjoyable experience. | have and will continue to recommend
his services. These are the people you want to be helping you.

- Gusy & Andres
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Why Choose Team Grande
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TOP
1@MAX Canada

Ranked
SRtk TEAM GRANDE

#25 #46

Top 50 Teams Top 50 Teams
RE/MAX Network RE/MAX Network
in Canada** Worldwide**

**Based on closed transactions January - Oct 2022, large team, residential. Source: RE/MAX LLC.
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Closing & Upfront Costs

How much can you expect to spend ahead of closing?

Make sure you plan ahead to cover the costs of buying a home.

Deposit

The deposit cheque must be submitted within 24 hours of
an accepted offer. This means the funds should be in your
bank account readily available for withdrawl. Keep in mind
investments accounts, RRSP etc take upwards of a week
to withdrawl from. The deposit will become part of your
downpayment at closing time.

Down Payment

With mortgage loan insurance from CMHC (Canada Mortgage
and Housing Corporation) you can own your home with as
little as 5% down payment.

Home Inspection Fee

We always recommend that you make a home inspection
a condition of your offer to purchase. A home inspection is a
report on the condition of your home and generally costs $400-
$600 depending on the complexities of the inspection.

Prepaid Property Taxes and/or Utility Bills
To reimburse the vendor for prepaid costs such as property taxes.

Land Transfer Tax

This is a one time fee that is a percentage of the property’s
purchase price. The government will now refund up to $4000
for first time home buyers.

Property Insurance

The mortgage lender requires this because the home is
security for the mortgage - it covers the cost of replacing your
home and it's contents. Property insurance must be in place on
closing day.

Legal Fees and Disbursements
Must be paid upon closing and at a cost determined by your
lawyer. Your lawyer will also bill you direct costs to check on
the legal status of your property.

Title Insurance

Your lender or lawyer may suggest title insurance to cover loss
caused by defects of title to the property. Your lawyer may also
suggest title insurance when there is no up-to-date survey for
the property.

«if you feel you cannot cover all the upfront costs, you can ask your lender for a loan. Remember that the payment for this loan will be put into the calculation of your total debt.

Land Transfer Tax

Thisis aone time fee that is a percentage of the property’s purchase price. The government will now refund up to $4000 for first time home buyers.

$55,000 - $275
$65,000 - $375
$75,000 - $475
$85,000 - $575
$95,000 - $675
$100,000 - $725
$110,000 - $825
$120,000 - $925
$130,000 - $1,025
$140,000-$1,125
$150,000 - $1,225
$160,000- $1,325

$170,000- $1,425
$180,000 - $1,525
$190,000- $1,625
$200,000- $1,725
$210,000- $1,825
$220,000 - $1,925
$230,000 - $2,025
$240,000 - $2,125
$250,000 - $2,225
$260,000 - $2,375
$270,000 - $2,525
$280,000 - $2,675

$290,000 - $2,825
$300,000 - $2,975
$325,000 - $3,350
$350,000 - $3,725
$400,000 - $4,475
$425,000 - $4,975
$450,000 - $5,475
$500,000 - $6,475
$525,000 - $6,975
$550,000 - $7,475
$600,000 - $8,475
$650,000 - $9,475

$700,000- $10,475
$725,000-$10,975
$750,000-$11,475
$800,000 - $12,475
$825,000- $12,975
$850,000 - $13,475
$900,000 - $14,475
$925,000 - $14,975
$950,000 - $15,475
$975,000 - $15,975
$1,000,000 - $16,475

Calculation for Residential
Transaction in Ontario -
Examples (Price - Tax)
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Offer Process

STEP - Making an Offer to Purchase - Offer Process

Decide on:

* Price

* Closing Day (day you
get the keys) Form100

This Agreement of Prchasa and Sala dated his 23, dayof February 201X

* Deposit e -

., agreas o purchase from

STEP STEP

OREA iz Schedule 2

s Agreement of Purchase and Sale Agreement of Purchase and Sale

Form 105

This Schedule is aached o and forms partof the Ag Purchase ard Sale bswoon

ol gl names o allBuyers

seLuEm:

¢ Wh at’ S In C | u d ed seug, M &M Home Seler e i o lowing torie ey bronn

REAL PROPERTY:

o vol
(Chattels) I — [iomens couaes | (e mirage | | crage | [ ineert ovatnat Gauses |
This Offer is conditional upen the Purchaser aranging, et his own expense, & new Mostgage. Usless
foning on tho EaSE o of Girande the Prachaser give: otics in wriing 1o the Vendar that this conditicn is ulélled oa or befas __pam om
day of 20__, this offer shall be mill end void and the Purchaser's deposit reurned to him
e City of Hamilion ] writhour deduerion. This condition is inchuded for the benefit of the Prrcheser and mey be waived at his option
v notics i vriting ta the Vendor virkin the time period susted hersin
and having a fontage of 43.ft more or less by a depth of 1 more or less R
This Offer is conditions] upen the ispection of the property by & home fnspector s the Buyers o expense and the
STE P 2 and legally described as PCL 24-1 SEC M253 LT 24 PL M253 S/T LT75348 obtaining of & yeport satisfactary to the Buyer in the Buyers sole and absclute discretion. Unless the Buyer gives

notice in writing deliversd to the Seller personally or in accordance with any other provisions for the delivery of
notice in this Agreement of Purchase and Sele or any Schedule thereto notIster then ___pm emthe ___ day of

. 2013, thar this condiion is fulfilled, this OFfer shall be il and veid end the depasit shall be revomed 10
e Bayer m full vickon deduction., The Seller sess 10 co-sperars in providing sccess fo the tmit for the prposs of
this mepection. This condition i included for the benefit of the Buyer and may be watved st the Buyers sole option by
notice I writing to the Seller s &foresaid vithin the time period stated herein

This Offer is conditional upan the sale of the Buyer's property known es Usless the Buyer gives
aotice n vntiag delvered 1ot Sl parscmally o o accasdance i sy s pravisiens fo the dliveey of
gresment of Purchase and Sale or any Schiedule thereto notlsterthan___pm onthe day of
0 , that this condition is fulfilled, this Offer shall be mull and void and the deposit shall be recumed to
the Buyer in full without deduction. This condition is inchuded for the benefit of the Buyer and may be weived at the
Buyar's sale aption by notice in writing to the Seller as aforesaid within the time period stated heretn.

e prop

s o daicrbod diswhore]

Decide on:
 Conditions e
Typical conditions

by negofable choque payable 1o RE/MAX Escarpment Realty Inc,, Brokerage

in st pending compleion or other fermination of !

Finance, Home

PURCHASE PRICE: Rollrs (CDNs) 443:000.00

Four Hundred Forty-Five Thousand Dollars

Dollars (CDNS) 10:000,00

spost Fokder” 1o be held
grer 1o be credited toward the Purchase Price-on complaion. For the purposes of this
it e Buyer et 1o et he dopent 1 he Dapost Holdr i 24 hurs of h aceptancs of

by adovlodgshl, s ol provided o n s Agosmen, o Dopos Hldor sl e Providad further the the Selley may conime to offes the property for sale and, in the evens the Seller receives another
joret bacring Real Etae Trust Account and o nlrestshll be eome, ecaived or paid on tha deposis Ot serifactory 1o the Seller. the Seller may o0 noREy the Bunyey i vaiting by Geliveny g0 the Buyer personelly or i
accordance with sy other provisions for the delivery of notice in this Agreement of Prochase and Sale or ey

i n S eCti 0 n Sale Of Buyer agrees to pay the balance as more particularly set out in Schedule A attached. Schedule thereto. The Buyer shall have ‘hours from the giving of such notics 1o weive this condition by notice
y A e A oy in vriting delivered 1o the Seller personzlly or in sccordance with any other provizions for the delivery of notice i

this Agreement of Purchase end Sale or any Schedule thereto, failmg which this Offer shall be null and veoid, and the
1. IRREVOCABILITY: This offer shall be irevocable by .BUYCT il 1139 pm. onthe 23, Bryer's deposit shall be remrmed in full withour deducion.

Property, Status ' ' o o o o e e o s i

day of February ater which time, if not accepted, this offer shal ad the deposit -
I I «cerwhichtme fnct accopte, i ot depost Starus Certficars mnd Amachmem sarlfacary in the Buver's Lavryers scle end sbeclune discreton. The Buyer agrees
: - S B w lequeranhs Buyers expense, the Stams Cemificate and Antackments, within Two (2) Days after acceptance of this
that this

Certificate (for condos) . =

201X Upon complefion, vacant possession of the property shall be given o the

* Septic/Sewer -
inspection (for rural), : ] Rt _ _
Lawyer approval e

STEP STEP
STEP 3 omwisesi s Notice of Fulfillment of Condition(s)

Aasocintian
Agreement of Purchase and Sale

K D-O : : @ RE/MAX e RECEIPT —
° Bnng depOSIt 9 | -

o i Agro
the daposit in frust in the Deposit Holder's non

INITIALS OF SELLER(S) INITIALS OF SELLER(S ) | g

REAL PROPERTY:
RS 83543649
° Send paperwork to The Toronto-Dominion Bank o
ooy covr e owe
ESRACeA O\ 38 2 oo In oo i o s cdbors e Asementf chore o Sl o he dovet

mortgage broker (we e oyt ot o ot 0

Paytothe RE/ueX Escarpnent Realty T S teeeemse ooaton G ] "Tadamnkrage. | | Aemoveiostpage,] [ inset righad Gasaas. |

) This Offer is conditional upon the Purchaser arranging, &t his own expense,  new Martgage. Unless
can do that for ou ##¥TEN THOUSAND 0/100 . dian olm he Purchase gives notics i 1astng o the Vendor hat s condknion s ulélled o or before _pm onthe
i 7’ day of )__ i offer shell be mall and void end the Puzchaser's depost retumed to bim
[ — oo cofmio Th Fanieios s ochuded o e e of e Pcses s oy e atved s s o
The Toronto-Dominion Bank

et by novice in seriting 9 the Vendor vwithin the tme period swred Berein

Toronto, —
* Arrange Home Insp. L4 e o e o g gy 7 e g - e e

obtaining of a report satisfactary to the Buyer in the Bryers sole and sbzolure discretion. Unless the Buyer gives

. - . . ‘notice in writing delivered 1o the Seller personally or in accordance with any other provisions for the delivery of
(We Can help) MB83I5L3ELG B0GE b 2e00LE «380aH notics i this Agresment of Pruchase and Sale or any Schedule therewo not Ister than __ pan. anthe ___day of
S . o -

=
DATE: M‘E‘i‘“‘lﬂl—m TIME: Tom noice  wriring to the Seller a3 aforesaid vikin the time pericd stared Bersin

OCASH @CHEQUE ([ DEPOSIT FORPURCHASE CIRENT (O BANKDRAFT 0 OTHER

s T E P 4 L M%LMJ&M%(&M

BUYER'S NAME(S):

SELLING AGENT & BROKERAGE._ P

Tlme tO. re: PROPERTY: 4 Whidyuocth Ter ace ).’Hn:\; Coeels 4
. iy LISTING AGENT & BRoKeRAGE_Jocoh (Gpus .| { Ke T
o FUlf'" COﬂdItlonS nEcslvsnstMi&—__—

edl Agrasmars of Purchose cnel Scke ' remain uncharged

DAJED ot

PER: RE/MAX ESCARPMENT REALTY INC, Brokerage. SIGNED, SEALED AND DEUVERED in e preses

1N

° R e n e g Oti at e O Ancaster 0 Burlington . Burington 5,0 . o e avatary . .-,,‘
T A R e et e e
full deposit returned

F505:5741450

Ampmw, hy

F:905.6671710 Print Home rolure

cooooooa ,

Stoney Crock 850 Gueenston Road, Stoney Crask O, LEG 448 TOSS4SIB  F:905.6642300
- TOSSTSNES  Fi90SSTINED

Form 124 fevsed 2016 Poga | of
WEEFoms ® De0 17
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Questions to Ask When Home Searching

Understanding the cost of repairs and upgrades will help you choose the right home to fit your needs!

: 2

Windows & Doors

¢ Howoldis it?
¢ |s there a warranty?
¢ What type of insulation is in the attic?

e How old are they?
¢ Should any of them be replaced?

¢ Will they need updating? e How old are they?
¢ Is there a gas or electric stove? ¢ Are they owned or rented?

Home Decor

¢ What type of wiring is it? (knob & tube, copper)
¢ |Is the panel fuses or breakers?
¢ Has any plumbing been updated?

* Does the house need more than fresh paint?
¢ |Is there hardwood flooring under the carpet?

[}
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5 Tips for

Buyers in a Highly Competitive Market

Depending on where you're looking, you may be
shopping for a home or property in an area where
the market is highly competitive. The good news is,
there is plenty you can do to increase your chances of
getting the home you love - and can afford.

1. Know what you want.

Get crystal clear on the type of home
you're looking for including size,
location, old, new, # of bedrooms,
garage, parking, etc. This well help
narrow your focus on listings that are
a good fit.

2. Get your financing pre-approved.
In a competitive market, getting your
financing pre-approved will give you
an advantage at offer time. Don't
leave this to the last minute! Do this
NOW.

3. Be prepared to act fast.

When the market is busy, good
listings don't last long. You don’t
want to miss out! When you see a
listing you like, review everything
available online first, then schedule a
viewing right away if you feel it could
be the one.

[

GRANDE

4. Know your “no-regrets” price.
Great homes in a seller’'s market will
often get multiple offers and sell
over asking price. Ask yourself this, -
“what is the highest amount you are
willing to pay for this property with
no regrets?” Losing out on a home
for an amount you would have been
comfortable with is disappointing.
Be sure to run any numbers by your
bank/lender.

5. Consider writing a letter or doing
avideo telling the sellers how much
you love their house.

Homeowners are emotionally
attached to their homes. They take
great pride in every room, every
upgrade and feature and want their
home to go to someone who will love
it just as much as they do.

Albert lavarone, 905-518-7538



