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What I will do for you as your Realtor 

Buying a home can seem a little overwhelming.  Allow me to make the whole process easier 
every step of the way by listening carefully to what you need and want in a home. I will 
become familiar with all your housing and financial needs, saving you time and taking the 
hassle out of house hunting!   

 

⌂ Fully inform you about the home buying process and traditional real estate practices 

⌂ Explain the costs incurred in your home purchase and all necessary documents 

⌂ Work with you as a Client to represent your best interests 

⌂ Familiarize you with the various forms of financing, refer you to good Financial Advisors 

⌂ Locate the widest possible range of properties for sale 

⌂ Kitchener/Waterloo/Cambridge/Guelph MLS with access to about 3500 property listings 

⌂ Other Realtors' listings including their exclusive listings and properties not yet listed 

⌂ Builders – ask about my money saving clauses when buying a new home 

⌂ For sale by owners, Knock on doors, Call possible home sellers, Direct target mail 

⌂ Advertise for special requirements in the K-W Record and the Real Estate Book, etc... 

⌂ E-mail you daily or immediately any new listings on our “auto notifier” 

⌂ Supply you with property addresses for drive-by previews (No need to go through a property 

you don’t like from the street) 

⌂ Notify you of price changes on listings already listed 

⌂ If necessary, pre-qualify all homes for you prior to showing at suitable times to you 

⌂ Provide counsel on opinion of value of properties of interest, and ability to resell when needed 

⌂ Advise on positive and negative property influences  

⌂ Point out material facts on the property including my personal assessment of the home 

⌂ Before the presentation of your offer show you a list of all relevant comparable sales before 

you make your Offer 

⌂ Counsel you on what to Offer, and draft the best possible agreement for your needs 

⌂ Represent you and present your offer in person, sell you as the best Buyer for the property! 

⌂ Steer you through conditions necessary to firm up on your offer 

⌂ Co-ordinate home inspections, status certificates, etc... 

⌂ Handle follow-up and keep you informed after-the-purchase 

⌂ Recommend other successful professionals to aid in your transition 

⌂ Coordinate a successful closing 
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The entire concept of agency is much misunderstood particularly when it comes to real estate. So, 
let’s have a look at REALTOR® and Buyer/Seller Relationships.  Real estate agents are required 
to have this document signed and placed in their clients’ file folders for subsequent review and 
inspection upon an audit by RECO, the Real Estate Council of Ontario.   
 
Code of Ethics 
REALTORS® believe it is important that the people they work with understand their agency 
relationship. That’s why requirements and obligations for representation and customer service are 
included in a Code of Ethics which is administered by the Real Estate Council of Ontario. 
The Code requires REALTORS® to disclose in writing the nature of the services they are 
providing, and encourages REALTORS® to obtain written acknowledgement of that disclosure. 
The Code also requires REALTORS® to submit written representation and customer service 
agreements to buyers and sellers. 
 
Buyer representation 
A real estate brokerage representing a buyer must do what is best for the buyer. A written 
contract, called a buyer representation agreement, creates an agency relationship between the 
buyer and the brokerage, and establishes buyer representation. It also explains services the 
brokerage will provide, establishes a fee arrangement for the REALTOR®’s services and specifies 
what obligations a buyer may have. Typically, buyers will be obliged to work exclusively with that 
brokerage for a period of time. Confidences a buyer shares with the buyer’s agent must be kept 
confidential.  Although confidential information about the buyer cannot be disclosed, a seller 
working with a buyer’s agent can expect to be treated fairly and honestly. 
 
Multiple representation 
Occasionally a real estate brokerage will represent both the buyer and the seller. The buyer and 
seller must consent to this arrangement in writing. Under this multiple representation 
arrangement, the brokerage must do what is best for both the buyer and the seller. Since the 
brokerage’s loyalty is divided between the buyer and the seller who have conflicting interests, it is 
absolutely essential that a multiple representation relationship be properly documented. 
Representation agreements specifically describe the rights and duties of everyone involved and 
any limitations to those rights and duties. 
 
Customer service 
A real estate brokerage may provide services to buyers and sellers without creating buyer or 
seller representation. This is called “customer service.” Under this arrangement, the brokerage 
can provide many valuable services in a fair and honest manner. This relationship can be set out 
in a buyer or seller customer service agreement. Real estate negotiations are often complex and a 
brokerage may be providing representation and/or customer service to more than one seller or 
buyer. The brokerage will disclose these relationships to each buyer and seller.  
 

Client or Customer? 
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This publication has taken years to put together to help my 
clients and potential clients.  You will be asked for your 
name and email address only to validate your request. 
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