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Overview
Disclaimer
The materials in this course and the class discussions are for educational purposes and are general
in nature. The content and the discussions do not constitute legal or other professional advice.
Licensees are responsible for exercising their own professional judgement in applying information
to particular situations. Be mindful of confidentiality requirements and keep any discussions generic.
Contact British Columbia Financial Services Authority (BCFSA) Practice Standards Advisors for
further guidance.
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Education and Licensing, British Columbia Financial Services Authority.
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Component One Intro
OVERVIEW OF THE RESIDENTIAL TRADING SERVICES APPLIED PRACTICE COURSE
(“RTSAPC”)
This course has four components that will take you approximately six months to complete.
This blended learning course offers both online and face-to-face (“virtual”) instruction. As you
progress through the modules, you will see each component builds upon the previous and provides
you opportunities to enhance your knowledge, skills and abilities to achieve competence as a new
licensee.
Component One of this course is offered online and is made up of five modules each with a distinct
focus. Module One focuses on agency, Module Two on conflicts of interest, Module Three on
disclosure, Module Four on contracts and Module Five on Anti-Money Laundering. You have 14 days to
complete Component One of the APC course. Please see your course registration documentation and
course emails from your instructors for more information on your progression through the course.
Component Two of this course is a two-day face-to-face class which focuses on practical application
and developing skills through scenarios. These two days are designed to be highly interactive.
Moving from Component Two to Component Three requires you to have a temporary
licence from BCFSA.
You are encouraged to apply for licensing now, so that you are prepared to start Component Three as
soon as you complete Component Two. Do not delay! Please visit Real Estate Sales | BCFSA to find out
more about trading services licensing.
Component Three requires you be licensed in a brokerage. With the guidance of your managing
broker and/or appointed individual, you will complete a series of practical field assignments related
to a BC licensee’s daily activities. The practical field assignments provide specific completion criteria
and are supported by online resources. You will submit your self-assessments for the practical field
assignments online.
The final course component (Component Four) is a one-day face-to-face to class focused on the
review of core concepts presented, practiced, and applied in the previous components. This final day
serves to review your learning and includes a various scenarios that will allow you to apply what you
have learned in the course.
You must complete ALL activities – both online and in the classroom – within the timeframes set out in
the course calendar to proceed from one component to the next. If you do not complete all activities,
you may have to re-do the component(s).

Course Policies
We would like to remind you about the overall policies related to attendance, course completion and
academic conduct. You agreed to the Applied Practice, Academic Non-Academic Misconduct and
Classroom Participation policies when you registered for the course.

BC FI NANCIAL S ERVI CES AUTHOR IT Y

5 / 161

If you have any questions or difficulties related to the course, please contact:
For course content questions, please refer to the General Discussions area and/or email education@
bcfsa.ca.
For course scheduling or other administrative questions, contact BCFSA at 604-660-3555/Toll free:
866-206-3030.
For technical support issues, please contact the Real Estate Division help desk at support@realestate.
ubc.ca

Monitoring Your Progress
My Grades Legend
Please check in “My Grades” and refer to this legend:

A mark (such as 1/1) = activity has been completed.
Blue circle = activity is in progress (you still need to press the save and submit button).
Yellow exclamation = you have submitted something and it is waiting to be assessed.
– – Dashed line = activity has not been attempted.
Please note: Discussions will always appear as waiting to be assessed. Your instructors
will email you by the 2nd Wednesday to update you on your progress.

Note: Discussions will always appear as waiting to be assessed. Your instructors will email you by the
second Wednesday to update you on your progress.
You can track your progress in the “My Grades” tab on the left-hand side of the page.

Contacting Your Instructors
You are encouraged to post any general content questions in the “General Discussions” section as
other learners will also benefit from the questions and responses. Alternatively, you are able to contact
your instructors by emailing education@bcfsa.ca.

Technology
The following software is required for access to the course materials and completion of the course
assignments. Most technical issues students encounter in the course can be resolved by ensuring that
all the following are installed on your computer:
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• A web browser capable of running Blackboard Learn, the virtual learning environment for
the course. Blackboard Learn supports the following web browsers: Safari (version 6+),
Firefox (version 31+), Chrome (version 36+), Edge (version 20+), and Internet Explorer (11+).
Firefox and Chrome are highly recommended for this course.
• Adobe Reader (PDF reader). Most web browsers include a native PDF reader; however, the
assignment forms in the course MUST be completed outside of your web browser using
the full Adobe Reader program (http:// get.adobe.com/reader).
• An office application suite capable of opening and editing Microsoft Word and Excel
documents. For example: Microsoft Office, Apple Productivity Apps, Google Docs.

Throughout the RTSAPC, you will be receiving emails from BCFSA through a platform called
“Wavelength” and from your instructors and markers from this platform, called “Blackboard”. Watch
your junk mail to ensure these important emails do not end up there. Please add Blackboard and
Wavelength to your safe list so that you do not miss important emails.

Introduction to Real Estate
In the welcome video Pamela Skinner, Vice-President of Regulatory Services, BCFSA introduced you
to the course and the important skills and knowledge you will develop for a successful real estate
practice. The following provides you with a brief overview of various members of the real estate
industry.

Different Roles in the Real Estate Industry
Levels

Roles and responsibilities

Representative

• A licensee providing real estate services under the supervision
of a managing broker;
• Must be licensed with and engaged by a brokerage, and;
• Must not provide real estate services except on behalf of that
brokerage.

Associate Broker

• A licensee who meets the educational and experience requirements
of a managing broker, but who provides real estate services under
the supervision of a managing broker;
• Must be licensed with and engaged by a brokerage; and
• Must not provide real estate services except on behalf of that
brokerage.
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Levels

Roles and responsibilities

Managing Broker

• A licensee who meets the educational and experience required by
the Real Estate Services Rules;
• Is in active charge of a brokerage;
• Responsible for exercising the rights conferred on the brokerage and
for performing the duties imposed on the brokerage by its licence;
and
• Also responsible for the control and conduct of the brokerage’s real
estate business including supervision of the associate brokers and
representatives who are licensed in relation to that brokerage.

Brokerage

• The brokerage is a licensed business on behalf of which its related
licensees provide real estate services.

The Real Estate Services Regulation contains various exemptions from the requirement to obtain a
licence before providing real estate services. For example, staff selling properties on behalf of the
developer they are employed by, exemptions for caretakers employed by a strata corporation to
provide some strata management services, working as an appraiser for an appraisal company. These
exemptions do not apply and cannot be claimed by to those who are already licensed.
Any real estate services you provide as a licensee must be done through the brokerage you are
licensed with, even if an exemption exists in the Regulation for that activity.

Organized Real Estate
The real estate industry is comprised of several organizations, each of which play an important role
, looking out for the interests of licensees, and also several organizations who provide continuing
education and technological tools that licensees can use during the course of a trade in real estate.
These organizations include federal trade associations such as CREA, provincial trade associations
such as BCREA and local boards. And, of course, BCFSA, your regulator, charged with protection of
the public interest.
Below is a breakdown of some of the key players in the industry and how each influence you and your
work.
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BCFSA
Powers and Duties
BCFSA is crown corporation established by the provincial government. Its mandate is to protect the
public interest by enforcing the licensing and licensee conduct requirements of RESA.
BCFSA is responsible for issuing and renewing all licences under RESA. You cannot trade in real
estate without being licensed through BCFSA.
BCFSA is responsible for ensuring compliance with the requirements of RESA, the Regulations, and
the Real Estate Services Rules ensuring that the interests of consumers who use the services of real
estate licensees are adequately protected against wrongful actions by licensees. A wrongful action
can be deliberate or may be the consequence of inadequate exercise of reasonable judgement by a
licensee in carrying out the normal duties and responsibilities as a licensee while acting for the parties
involved in the transaction. BCFSA can carry out investigations into complaints regarding the conduct
of licensees and may hold a hearing to consider the complaint against the licensee.
BCFSA is responsible for licensing real estate representatives, associate brokers, managing brokers,
and brokerages engaged in real estate sales, rental property management, and strata management.
BCFSA also enforces entry qualifications, investigates complaints against licensees, and imposes
disciplinary sanctions under RESA. BCFSA administers the educational and experience requirements
as set out in the Rules, assesses all applications, and may conduct an investigation or hold a hearing
before a licence is issued. BCFSA may refuse to issue a licence or may issue a licence with conditions.

BCREA and the Local Real Estate Boards
Unlike BCFSA, membership with CREA, BCREA, and a local board is completely voluntary and is
not tied to licensing. BCREA is a provincial trade association which represents local real estate
boards in the province and their approximately 23,000 REALTORS® on all provincial issues, providing
an extensive communications network, government relations and advocacy, standard forms and
economic research and analysis. BCREA’s website (www.bcrea.bc.ca) contains current information and
resources you will use in this course, and as a licensee in your ongoing practice.
You must be a member of BCREA and a local board to use the term REALTOR®, and to have access
to the MLS® System which is a property database that many licensees utilize to market properties for
clients and create market analyses to determine approximate property values for their clients.
Boards and the provincial association also provide many continuing education opportunities.
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Day One: Character Information
and Background
SCENARIO ONE: SALLY AND SANJAY SELLER
What the World Sees of Sally and Sanjay:
Sally and Sanjay have been married for over 40 years and have three sons. They purchased their first
and only home in 1980 and have lived there ever since. They rely heavily on their eldest son, Gio, who
is a lawyer, for his expertise and judgment.

Sally
Sally is in her mid-60s and is an avid gardener. She is attached to her home. Sally and Sanjay raised
their children here, and her widowed sister lived in their basement suite until she passed away in 2017.
Sally enjoys visits from their two grandchildren (ages 7 and 9) who love playing in the backyard with
her 12-year-old dog, Marconi—the kids’ pet name for him is ‘Macaroni’.
Sally’s Hidden Characteristics:
• She does not actually want to sell their home. She would prefer to have a caregiver live in
the basement suite to take care of her and Sanjay as they age.
• She has some health concerns and does not cope well with stress.
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Sally’s Character Summary:
• Outwardly kind, polite, and trusts her husband’s judgment.
• Can be very inquisitive and overly cautious.

Sanjay
Sanjay has done most of the home’s maintenance and repair work himself over the years and is a bit
of a know-it-all. He is retired, in his late 60s and awaiting hip replacement surgery. As a result, he is
tired of the ongoing maintenance involved in caring for a house and wants to sell. In his spare time,
he enjoys tinkering with his classic Alfa Romeo in the garage.
Sanjay’s Hidden Characteristics:
• He is defensive about the lack of permitting obtained for the suite renovations.
• He is skeptical of employing the services of other people.
• He is finding the stairs in the house difficult but does not like to let anyone know.
Sanjay’s Character Summary:
A bit of a know-it-all, but reasonable.

Larry Lister
What the World Sees of Larry:
He is an experienced licensee and considered the neighbourhood specialist. He has sold many
properties and comes with recommendations. He often does “drive-by” estimates of house values
and always backs them up with a fully researched Competitive Market Analysis (CMA).
Larry’s Hidden Characteristics:
• Larry relies on his own experience over that of others but knows when to ask for help
from his attentive and available managing broker.
• He anticipates a quick sale.
Larry’s Character Summary:
Knowledgeable, confident, and successful.

Ojal Öpenhaus
What the World Sees of Ojal:
Ojal is an experienced licensee specializing in the downtown condo market. His primary business
is representing sellers in the sale of their condos.
BC FI NANCIAL S ERVI CES AUTHOR IT Y
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Ojal’s Hidden Characteristics:
Prior to embarking on a real estate career nearly a decade ago, he worked extensively on different
condo development projects in the downtown area. Therefore, he has extensive strata knowledge and
experience. He knows that his knowledge is incredibly important to consumers who are looking to buy
or sell, but he is careful in creating agency relationships, and considers carefully who he works with.
Ojal’s Character Summary:
Articulate, well organized and exudes confidence with the ability to put his client’s mind at ease.

Linda Lista
What the World Sees of Linda:
Linda has been licensed for five years and has established herself in the downtown condo market.
Her reputation is that she works hard to find her clients the best home, at the best price and in the
shortest period of time. She has worked with many clients who are downsizing and looking at getting
into the condo market. Her business is built on referrals from previous clients, and she finds this to be
the best way to meet interested buyers who are downsizing.
Linda’s Hidden Characteristics:
She believes that the key to success is the volume of sales. She has worked in this strata building
before and is familiar with the bylaws and many of the condo owners.
Linda’s Character Summary
Knowledgeable, confident, and successful.

DAY ONE: WORKING WITH SELLERS
The characters that you will work with today are:
• Sally
• Sanjay
• Larry – Sally and Sanjay’s licensee
• Observer

Information you will need for the listing:
• Seller’s Licensee:
— Larry Lister
— Ph: 604-555-1234
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Listing Brokerage information:
• Sell Realty
— 200 Main Street, Uptown B.C. V9S 3T9
— Ph: 788-555-1234
Sellers:
• Sally Seller and Sanjay Seller
• Ph: 788-777-9888
• Both Sally and Sanjay are Canadian Citizens
• 21 Garden Avenue, Hometown, B.C. V2V 1C3
• List Price: $719,000
• List Term: Listing to commence on May 2, 2020 for a 6-month period
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Scene One: Disclosure of Representation
in Trading Services to Sellers
Sally and Sanjay are interested in listing and selling their property—their house was built in the
1970s—but they are emotionally attached to it.
While attending an Open House in a strata condominium on the weekend, Sally and Sanjay come
across a strata unit they are interested in. This property is listed by Ojal Öpenhaus.
On May 2nd they welcome Larry into their home. He is a neighborhood expert and a very active
licensee who sells a lot of properties in their market area. Upon arrival, Larry is impressed to see a
well-kept home on a nice street that is built out—with the exception of a vacant lot a few doors down,
which looks to have multiple foundations on it.
In their kitchen, Sally and Sanjay sit with Larry and discuss how he can best represent them. Larry
asks if Sally and Sanjay are working with any other licensees to which they reply that they are not.
They are looking to make the move into the downtown area.

In this scene the characters will:
• Introduce themselves;
• Review the Disclosure of Representation in Trading Services form;
• Discuss the Privacy Notice and Consent form;
• Acknowledge a designated agency relationship in writing; and
• Discuss the goals of, or motivations behind, the sale of the property.

Scene One resources
These are the supporting resources in this scene:
• Disclosure of Representation in Trading Services: A Guide for Real Estate Professionals
• Disclosure of Representation in Trading Services form
• Privacy Notice and Consent form
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Disclosure of Representation in Trading
Services: A Guide for Real Estate
Professionals
OVERVIEW
This guide is intended to help licensees use the Disclosure of Representation in Trading Services form
with consumers.
The Disclosure of Representation in Trading Services form is a mandatory BCFSA approved form and
may not be modified or altered.
The form allows licensees to disclose the type of representation they will be offering a consumer and
whether they are able to treat them as a client or as an unrepresented party.
Client: In this type of agency relationship, the consumer has engaged a licensee to provide services
on their behalf. The licensee will owe the client fiduciary duties including:
• Undivided loyalty;
• Avoiding conflicts of interest;
• Disclosing material information; and
• And protecting confidentiality.
Unrepresented party: In this case, the consumer will be in a no agency relationship with the licensee,
meaning the licensee is not working on their behalf in a transaction. A licensee may still provide some
limited trading services to the consumer including:
• Providing general market information, standard form contracts and other relevant
documents, without providing any advice;
• Helping fill out a standard real estate contract (without providing advice on terms or
conditions); and
• Presenting offers or counteroffers.
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Who Must Make this Disclosure?

If you are licensed for…

When the form must be provided

Trading services

Make this disclosure to a consumer before providing any trading
services, including:
• Advising on the appropriate price for the real estate;
• Making representations about the real estate (see
exception below);
• Finding the real estate for a party to acquire;
• Finding a party to acquire the real estate;
• Showing the real estate (see exception below);
• Negotiating the price of the real estate or the terms of the
trade in real estate;
• Presenting offers to dispose of or acquire the real estate;
and
• Receiving deposit money paid in respect of the real estate.

Exception: you do not need to make this disclosure if you are only:
• Hosting an open house; or
• Answering general questions provided you don’t exchange
information with a consumer about the motivation,
financial qualifications or real estate needs.
Rental property
management services
(applies to trading
services in relation to
rental property only)

Make this disclosure to a consumer before providing any trading
services (see items above).

Strata management
services

You do not need to make this disclosure.
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Understanding the Form
The Disclosure of Representation in Trading Services form contains two key sections:
• Part One: Consumer Page ‘Your Relationship with a Real Estate Professional’: this
page explains the differences between being represented as a client and working with a
licensee as a non-client in a real estate transaction. It describes the benefits to consumers
of being represented as a client by a licensee.
• Part Two: Information fields to be completed by you: This page is used to document that
the disclosure form has been provided to the consumer.

PURPOSE
The form helps consumers to be well informed about the services they can expect of a licensee and
introduces key information that is important for consumers to know, such as the difference between
being a client of a licensee and a non-client.
Before providing any trading services to a consumer, as a licensee you must disclose whether or not
you will represent them as a client.
You must make the disclosure in writing, using BCFSA’s Disclosure of Representation in Trading
Services form.
BC FI NANCIAL S ERVI CES AUTHOR IT Y
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When Must You Make this Disclosure?
Make this disclosure to a consumer before providing any trading services, including:
• Advising on the appropriate price for the real estate;
• Making representations about the real estate (see exception below);
• Finding the real estate for a party to acquire;
• Finding a party to acquire the real estate;
• Showing the real estate (see exception below);
• Negotiating the price of the real estate or the terms of the trade in real estate;
• Presenting offers to dispose of or acquire the real estate; and
• Receiving deposit money paid in respect of the real estate.

Exception: You do NOT need to make this disclosure if you are only:
• Hosting an open house; or
• Giving factual responses to general questions provided you don’t exchange information
with a consumer about their motivation, financial qualifications or real estate needs.

DEFINITIONS OF TERMS IN THE DISCLOSURE FORM
Agency: a type of relationship where the agent has the authority to represent and act for the
consumer in dealing with others.
Client: the principal who has engaged the licensee to provide real estate services to or on behalf of
the principal.
Non-client/unrepresented party: a party to the trade in real estate who is not a client of a licensee
for the trade in real estate.
Conflict of interest: a situation where there is a substantial risk that the agent’s representation of a
client would be negatively affected by the agent’s own interests or by the agent’s duties to another
current client, a former client, or a third party.
Confidential information: any information about a client that is not available to the public. That can
include the client’s finances, personal situation, motivations or needs.
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USING THE FORM
Before providing any trading services to a consumer, as a licensee you must disclose whether or not
you will represent them as a client.

Step One: Discuss the Form with the Consumer
Take time to review the first page of the form with the consumer and discuss any questions or
concerns the consumer may have. Explain any unfamiliar terms using the definitions included above.

Step Two: Complete the Mandatory Licensee Confirmation
The form contains mandatory fields that licensees must complete.
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Step Three: Invite the Consumer to Complete the Optional Consumer Confirmation
Consumers can initial the form to acknowledge that they have received the disclosure.
While it is always best evidence that this disclosure was made to the consumer at the appropriate time
if it is dated and initialed, there is no legislation that compels a consumer to complete the consumer
portion of it. If a consumer chooses not to initial the disclosure, you can use the Notes section to
document that you presented the consumer with the form.
It is also prudent to follow up your discussion with an email to the consumer confirming the
relationship information, and that they chose not to complete or sign the form.
You may also use the Notes section to indicate the date and time the disclosure form was provided,
the circumstances (e.g. “consumer started to discuss their budget”), or any other details that may be
relevant.

Step Four: Give the form to the consumer and submit a copy to your brokerage
You should give the completed form to the consumer for their information. Be sure to retain a copy of
the signed and dated form to submit to your brokerage.
If the consumer is willing to provide an e-mail address, you can:
• Send them copies of the disclosure forms;
• Review the forms and answer any questions; and
• Continue the conversation after completing the forms.

You do not need to send BCFSA a copy of this form unless it is specifically requested.
For more information, please visit: Guide to Disclosure of Representation in Trading Services Form |
BCFSA
20 / 161
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Obtaining Informed Consent
THE IMPORTANCE OF EARLY DISCLOSURE
The disclosure requirements are designed to ensure that consumers have the relevant information
they need to make informed decisions in a real estate transaction.
It is essential to have a consumer’s informed consent before a brokerage or any of its related licensees
acts on their behalf.
You must make a disclosure of representation in trading services to the consumer before providing
them with any type of trading services to a consumer.
This means providing the disclosure before:
• Advising on the appropriate price for the real estate;
• Making representations about the real estate;
• Finding the real estate for a party to acquire;
• Finding a party to acquire the real estate;
• Showing the real estate;
• Negotiating the price of the real estate or the terms of the trade in real estate;
• Presenting offers to dispose of or acquire the real estate; and
• Receiving deposit money paid in respect of the real estate.

You should also provide the disclosure before learning any of the consumer’s confidential information,
such as their maximum/minimum price or preferred terms. If not, you run the risk of creating an implied
agency relationship with the consumer. An agency relationship may be created by conduct, when a
licensee’s actions lead the consumer to believe that the licensee is acting on their behalf.
Giving a consumer advice can create an agency relationship that you did not intend (implied agency)
— so be sure that you are clear with yourself and with consumers about whether they are your client.
Ensuring that consumers are well informed and well protected requires you to do more than just make
sure that the right forms are signed.
Make sure you:
• Engage in clear and open communication with clients, potential clients and
unrepresented parties;
• Engage in active listening to understand consumers’ expectations and questions;
• Use your professional judgement;
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• Take time to ensure there is mutual understanding between you and the consumer
and that the consumer is making fully informed choices; and
• Make sure you carefully document conversations and agreements, to prevent
misunderstandings later.

Licensees who fulfill their disclosure obligations by obtaining informed consent can reduce their risk of
consumer complaints and help ensure the integrity of the real estate industry.
While BCFSA requires to you to complete the Disclosure of Representation in Trading Services form
and retain it in the brokerage file, if you are a member of BCREA, you will also be required to complete
a Privacy Notice and Consent form which provides additional information to consumers regarding how
their personal information may be used.
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SCENE ONE: DEBRIEF QUESTIONS
1 . What worked well in this scene? What did not work well? What questions arose when you were
acting out the scene?

2. Why is it important for a licensee to make the disclosure to consumers about the type of
representation before providing any trading services?

3 . What are things you have noticed in the neighbourhood that impacts how a consumer may view
this property? (Around the house? In the neighbourhood?)

4. What did you learn in presenting the Disclosure of Representation in Trading Services form to the
consumer (agency relationship vs. unrepresented party)?

BC FI NANCIAL S ERVI CES AUTHOR IT Y
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Scene Two: General Disclosure
of Services
With the agency conversation now concluded in Scene One, Sally and Sanjay Seller sign the
Disclosure of Representation in Trading Services form acknowledging an agency relationship and the
Privacy Notice and Consent form.
Next, Sally and Sanjay take Larry on a tour of their home, after which Larry continues reviewing the
paperwork pertaining to the sale of their home, the Title, and Multiple Listing Contract. Because Sally
and Sanjay wish to purchase a condo in the downtown area, which is out of Larry’s practice area
and area of expertise, he refers them to a colleague. A licensee with related experience who will
assist them with that purchase. Accordingly, Larry reviews with Sally and Sanjay the Disclosure of
Remuneration form pertaining to the referral he will receive from that licensee, so that they are aware
he will anticipate receiving a remuneration from the referral.

In this scene, the characters will:
• Review what is found on the title search;
• Review what is found on a land owner transparency registry (LOTR) search;
• Review a multiple listing contract;
• Go through a referral process in which Larry refers Sally and Sanjay to a colleague who
specializes in the area where they are hoping to purchase; and
• Document the referral and anticipated remuneration by having Sally and Sanjay sign and
fill out the disclosure of remuneration form, which Larry has prepared, acknowledging their
informed consent.

Scene Two resources
These are the supporting resources that you will use in this scene:
• Title Search;
• Multiple Listing Contract (MLS®) with Schedule “A”;
• BCFSA Resource: Referral Fees; and
• Disclosure of Remuneration form.
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RESOURCE: REFERRAL FEES
Under the agency and disclosure rules, you may receive a fee for referring consumers to other
licensees, as long as it is:
• Paid through your brokerage; and
• Properly disclosed to your client.

Here is BCFSA’s advice on best practices as found on the Knowledge Base:
At the outset of your relationship with the seller, discuss how you will deal with potential
unrepresented buyers. Explain that if you refer unrepresented buyers to another licensee, you may
receive a referral fee from that licensee.
That way, if the situation arises, you can say “remember when we talked about unrepresented buyers
and referrals? I have been approached by an unrepresented buyer and I am going to refer the buyer
to a licensee who has offered to pay me a referral fee.” By discussing the situation in advance, you will
help to prevent misunderstandings later on.
When you receive, or anticipate receiving, a referral fee you must promptly disclose the referral fee in
writing. You can use BCFSA’s Disclosure of Remuneration form. Make sure you include:
• The source (who is paying the referral fee);
• The amount, or if the amount is unknown, the likely amount or method of calculation
of the amount; and
• Any other relevant facts related to the referral fee.

Each time you present an offer or counter-offer to your seller client you must disclose the referral fee,
using the Disclosure to Sellers of Expected Remuneration form. This ensures transparency, so your
seller client is fully informed about the remuneration your brokerage will receive based on each offer.
It would also be good practice to provide the Disclosure of Sellers of Expected Remuneration form to
your seller client, if your seller client makes a counter-offer to the buyer.

BC FI NANCIAL S ERVI CES AUTHOR IT Y
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FAQS: REFERRAL FEES
Do referral fees that are made within the same brokerage need to be disclosed to the client?
You have a duty to disclose remuneration and material information to your client. If you are the
designated agent for a buyer who was referred to you for a fee payable to another licensee in your
brokerage, you would need to disclose to that buyer that you are paying a referral to the licensee who
made the referral. There is no mandatory form for this disclosure, however, it is a good practice to
make this disclosure to your client in writing.
If you are a listing agent and the designated agent for the seller, and you anticipate receiving a referral
fee from the designated agent for the buyer, who is also in your brokerage, you must disclose that to
your seller client using the Disclosure of Remuneration form.

If I need to refer a client to someone else, can I refer them to another licensee in my brokerage?
Or do I have to refer them to another brokerage altogether?
If your brokerage is practicing designated agency, you could refer them to any licensee, as long as
you have proper policies and procedures in place to protect your client’s information. You must not
disclose a client’s confidential information to another licensee in the same brokerage (or another
brokerage) who does not represent that same client.
Brokerages should adopt policies, procedures, and enforcement mechanisms to protect the
confidential information of their clients.
When you refer an unrepresented party to another licensee, that licensee has the same duties to that
person they take on as a client as you do to your client. That includes:
• Undivided loyalty;
• Acting in their best interest;
• Avoiding conflicts of interest;
• Maintaining confidentiality; and
• Disclosing material information.
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WHEN A REAL ES
STATE LICENS
SEE ANTICIPA
ATES RECEIV
VING REMUNE
ERATION* AS A RESULT O
OF PROVIDING
G REAL ESTA
ATE
SERV
VICES TO YOU
U OR ON YOU
UR BEHALF (O
OTHER THAN ANY REMUN ERATION PAIID DIRECTLY BY YOU, THE
E CLIENT), TH
HEY
ARE REQUIRED TO
O ADVISE YOU OF THIS IN WRITING.
*Remu
uneration includes
s any form of rem
muneration, inclu
uding any commiission, fee, gain o
or reward, wheth
her the remunerattion is received, or is to be received,
directly
ly or indirectly.

PAR
RT A: CLIENT INFORMATIO
ON
Noticce to (name of cllient)
Stree
et address of sub
bject real estate

PAR
RT B: DISCLOSURE OF COM
MMISSION (co
omplete only one
o of the folllowing in Partt B)
DISC
CLOSURE OF COMMISSION
C
WHEN ACTING FO
OR ONE PARTY
Y
I ___
______________
______________
_____________ am licensed und
der the Real Esta
ate Services Act and I disclose to
o you that my related brokerage
(n
name of licensee)

____
______________
______________
__________ antiicipates receiving
g a commission o
______________
______________
_____________
of ___________
(name
(
of brokerage
e)

(indica
ate amount or meth
hod of calculation)

from _____________
______________
________ with re
espect to real es
state services pro
ovided to you or o
on your behalf in
n relation to the ssubject real estatte.
(name of indiv
vidual or organizatio
on)

DISC
CLOSURE OF COMMISSION
C
WHEN ACTING AS
A DUAL AGENT
I ___
______________
______________
_____________ am licensed under the Real Esttate Services Actt and I disclose tto you that my re
elated brokerage
(name of
o licensee)

____
______________
______________
__________ antticipates receivin
ng a commission of ___________
______________
______________
______________
_
(nam
me of brokerage)

(indica
ate amount or meth
hod of calculation)

from _____________
______________
______________
___ with respectt to real estate se
ervices provided to you, and to th
he other party to the transaction,
(name of individual or organization)

in relation to the subjject real estate.

PAR
RT C: DISCLOSURE OF REF
FERRAL FEES
S AND OTHER
R REMUNERAT
TION NOT DIS
SCLOSED IN P
PART B
I ___
______________
______________
_____________ am licensed und
der the Real Esta
ate Services Act and I disclose to
o you that my related brokerage
(name of
o licensee)

____
______________
______________
______________
_________ will receive or anticip
pates receiving rremuneration in tthe form of or am
mount of
(name
(n
of brokerage
e)

____
______________
______________
_____ from ____
_____________
______________
___________ ass a result of my recommendation or referral of:
(ind
dicate form or amou
unt of remuneration
n)

(name of individ
dual or organization)
n)

(a)

you to
o the following in
ndividual or organ
nization _______
______________
______________
______________
________; or

(b)

the fo
ollowing individua
al or organization
n ____________
______________
______________
_____________
________ to you.

(name of individuall or organization)

(name
(
of individuall or organization)

(c) the following individual or organization (who is a party to your real estate transaction) ______________________________________ to
(name of individual or organization)
another real estate licensee.

PAR
RT D: ACKNOW
WLEDGEMEN
NT
This disclosure is made to you in compliance with section 56 of the Real Estate Services Rules, at
____
_____________
______________
_________ on ______________
_
______________
____.
(plac
ce)

(date)

Nam
______________
____
me of Licensee __
______________
______________

Signatu
ure of Licensee _____________
______________
______________
__

The undersigned ack
eipt of this Disclos
______________
knowledges rece
sure of Remunerration Form at __
_____________
_ on __________
______________
__.
(place)

(date)

Signature of person/p
m disclosure has been made: ___
______________
______________
_____________
persons to whom
______________
______________
__
A COPY OF THIS DISCLOSURE IS NOT REQUIRED BY BCFSA UNLESS SPECIFICALLY REQUESTED.

Disclo
osure of Remuneration – Trading Services / Rev 06/2021
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SCENE TWO: DEBRIEF QUESTIONS
1 . What questions arose when you were acting out the scene?

2 . How did you describe to Sally and Sanjay your obligations as a licensee?

3 . Why is it important that Larry document the referral with his clients?

4 . What if Sally and Sanjay do not want to sign the Disclosure of Representation? What steps would
you take?
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Scene Three: Reviewing and Signing
a Listing Contract
In the last scene, Sally and Sanjay Seller reviewed the Listing Contract. They also signed the
Disclosure of Remuneration form, which disclosed material information to them about the expected
remuneration that Larry’s brokerage anticipates receiving from Larry’s referral of Sally and Sanjay to
his colleague Linda.
The following day, Sally and Sanjay meet with Larry so he can take room measurements of the house,
discuss the comparable listings and sales and best pricing strategy, take photos and execute the
Multiple Listing Contract. They also discuss terms of the Listing Contract and the services Larry’s
brokerage will provide. In addition, they discuss and develop a process for handling offers and
conflicts that might occur and a process for addressing them.
Larry also completes the FINTRAC form with the required information from his client’s IDs and then
returns them to Sally and Sanjay. He also reviews the results of the LOTR search he performed on the
clients and discusses his Anti-Money Laundering (AML) obligations with them.

In this scene the characters will:
• Discuss the comparable listings and sales provided by Larry;
• Agree to a listing price based on the listings and sales;
• Review the listing contract and agree to a commission structure;
• Review the services that Larry’s brokerage will provide;
• Sign the listing contract (the Multiple Listing Contract will be used for the purposes of the
exercise);
• Discuss the options for dealing with offers and how the sellers wish to handle them;
• Identify the conflicts that can occur and develop a process with the sellers for addressing
them; and
• Complete two FINTRAC Individual Identification Information record forms and review the
LOTR search results.

Scene 3 resources:
These are the supporting resources in this scene:
• Comparable Listings and Sales;
• Multiple Listing Contract (MLS®) with Schedule “A”; and
• Two FINTRAC: Individual Identification Information Record forms (one for each seller)
BC FI NANCIAL S ERVI CES AUTHOR IT Y
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GUIDING PRINCIPLES — OFFERS
Communicate early and often
When you take a listing or begin working with a buyer, explain to the client how offers and counteroffers are handled. If competing offers are a possibility, discuss strategies.

The licensee advises — the client decides
The clients are the ultimate decision makers.
A seller makes the decisions about how and when offers will be negotiated and if they will be
accepted, rejected, ignored, or countered.
A potential buyer makes decisions about when his or her offer will be written. Based on the licensee’s
advice and the buyer’s decision, the duration of the time the offer will be open for acceptance must be
considered.
A potential buyer can accept, reject, ignore or counter any counter-offers received from a seller.
All offers and counter-offers must be presented to the seller and the potential buyer, as the case may
be. Licensees cannot choose to present an offer or counter-offer based on a belief that the offer will
not or should not be accepted by the client.

Offers and counter-offers must be in writing
Offers and counter-offers must be in writing to ensure that the terms, time frames and legal
obligations of the parties are understood.
Written counter-offers should include a specific time period for acceptance.
Withdrawal of a written offer or counter-offer should be made in writing. It is critically important to
have written evidence of the revocation.

Disclosure of terms of offers and counter-offers
A listing licensee may not disclose the terms of an offer or counter-offer from one potential buyer to
another potential buyer without the prior consent, preferably in writing, of the seller.
If the seller has agreed with a buyer to maintain the confidentiality of the price and terms of an offer,
no information may be disclosed. A seller who is not bound by a confidentiality agreement with a
buyer may decide that a better offer could be obtained by disclosing the terms. Should this occur, the
listing licensee is obliged to follow the lawful instructions of the seller.
40 / 161

BC FI NANCIAL S ERVI CES AUTHOR IT Y

Full-price offer does not obligate the seller to accept the offer
Listing property for sale is an invitation from the seller for buyers to make offers. The seller is not
obligated to sell the property even if a buyer makes a full price, unconditional offer. However, the seller
may be liable to pay the brokerage a commission if the full price unconditional offer is received.

No priority to offers
The first or highest offer made does not bind or otherwise limit the seller to act upon any offer before
considering any other offers.

Licensee communication
Licensees should make reasonable efforts to keep cooperating salespersons informed, consistent with
client’s instructions.

Licensees are not lawyers
Licensees should advise clients to seek legal advice regarding any questions about the legal status of
an offer or contract.

BEST PRACTICES FOR AVOIDING AND ADDRESSING CONFLICTS OF INTEREST
Communicate clearly, early, and often
Before you begin working for a client, clearly describe your duties, obligations, and the scope
of the services you will be providing. Clearly discuss the types of conflicts that may arise,
and options on how you and your client may resolve them. Let the client know what your
obligations are under the Act, Real Estate Services Rules and Regulation.

Standardize your processes and procedures
Run your business like a business. Mistakes and poor or untimely communications occur when
things get busy and crucial steps are missed. Standardized processes and checklists can help
ensure that this does not happen to you.
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Remember your role
You are a trusted advisor with special expertise. You must always act in your client’s best
interest, taking reasonable steps to avoid any conflicts of interest. If a conflict does arise, you
must promptly and fully disclose it to the client.

Avoid conflicts when possible
You have a duty to avoid all conflicts of interest whenever possible. If it is not possible to
completely avoid the conflict, you must disclose it immediately to your client. Remember that
this includes potential perceived conflicts of interest.

Deal appropriately with conflicts of interests as they arise
Unanticipated conflicts of interest can arise. What should you do in situations where your
clients suddenly and unexpectedly develop competing interests?

MANAGING CONFLICTS OF INTEREST BETWEEN MULTIPLE CLIENTS
Avoiding conflicts of interest and working in the best interests of your clients are two of the most
important duties of a licensee.
Conflicts of interest can happen between your clients when, for example:
• Two or more of your buyers are interested in making an offer on the same property;
• The client wishes to make an offer on another client’s property; and
• A prospective tenant wants to offer to lease your landlord-client’s property.

Licensees have two options to manage situations where to continue acting for both clients would
amount to dual agency:
• Refer each client to other licensees to represent their interests in the transaction; or
• If both clients agree, continue acting for one client and refer the other client to another
licensee. Before this can happen, both clients must read and sign a mandatory agreement
required under the Real Estate Services Rules, called the Agreement Regarding Conflict of
Interest Between Clients.

Addressing conflicts of interest between multiple clients can be complex. For more information review
BCFSA’s guidelines on addressing conflicts of interest between multiple clients.
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Francesca Buono

MLS# V1084921

Vancouver East, Hastings

633 E CORDOVA ST, V6A 1M1

Residential Detached

Active

MLS# V1112613

Vancouver East, Fraserview VE

8441 DUFF ST, V5P 4V9

$738,000

List Price:
Complex/Subdiv:

Frontage:
Depth/Size:
Lot Area SqFt:
Rear Yard Exp:
Meas Type:
Flood Plain:

Style of Home:
Construction:
Foundation:
Exterior:
Rainscreen:
Type of Roof:
Renovations:
Flooring:
Water Supply:
Heat/Fuel:
No. of Fireplaces:
Fireplace Fuel:
Outdoor Area:
Pad Rental:
Fixtures Leased:
Fixt Removed:

2 Storey, 2 Storey w/Bsmt.
Frame - Wood
Concrete Perimeter
Glass, Mixed, Other
R/I Plumbing:
Asphalt
Partly
Reno Year:
Laminate, Mixed, Tile
City/Municipal
Electric, Natural Gas
0
R/I Fireplaces:

Legal:
Amenities:
Site Influences:
Features Incl:

P L V A P 1 9 6 L T 2 6 B L K 5 2 D L 1 9 6 L D 3 6 G R O U P 1 . * * T R 0 1 -2 1 -15**
Storage
Private Yard, Recreation Nearby, Shopping Nearby
Dishwasher, Refrigerator, Stove

F.
F.
F.
F.
F.
F.
F.
F.
F.
F.

Total Parking:
Parking Access:
Parking Facilities:

3
Covered Parking:
Rear
Visitor Parking, Other

Dist to Public Trans:
Possession:
Title to Land:
Seller's Interest:
Mortgage Info:

1

Property Disclosure:
Out Buildings:

Y

Dist to School Bus:

3

2

Freehold NonStrata
Registered Owner
$0

Fenced Yard, Patio(s) & Deck(s)
N

Type
Living Room
Dining
Bedroom
Bedroom
Kitchen
Living Room
Dining
Bedroom
Bedroom
Kitchen

Dimensions
10' X 10'
8' X
8'
10' X 10'
10' X 12'
8' X
6'
10' X 10'
8' X
8'
10' X 12'
10' X 10'
8' X
6'

Floor
Below
Below

Type
Games Room
Workshop

Dimensions
14' X 16'
14' X 16'
X
X
X
X
X
X
X
X

Floor Area (SqFt):
Main Floor Area SqFt:
Finished Floor Up SqFt:
Finished Floor Down:
Finished Floor Bsmt SqFt:
Total Finished Floor SqFt:

1,600
0
0
0
1,600

Total # Rooms:
12
2
# Kitchens:
Finished Levels:
2
Crawl/Bsmt Height:
Basement Area:
Partly Finished

Unfinished Floor:
Grand Total Floor Area:

1,500
3,100

Suite:

Floor

Type

Dimensions
X
X
X
X
X
X
X
X

Bathrooms:
1 4 Piece; Ensuite: N; Level: Main F.
2 4 Piece; Ensuite: N; Level: Main F.
3
4
5
6
7
8

Bedrooms:
3
Bathrooms:
3
Full Baths:
2
Half Baths:
1
If New GST/HST Incl:
Zoning:
RS1B

33.00 ft
146.7
4840.00
W
Feet
No

PID:
007-956-002
Type:
House/Single Family
Approx Yr Blt:
1989
Age at List Date: 29
Taxes:
$4,699 (2017)

View:
N
Serv. Connected: Electricity, Natural Gas, Sanitary Sewer, Storm Sewer, Water

View:
Serv. Connected: Community, Electricity, Natural Gas, Sanitary Sewer, Storm Sewer, Water

Floor
Main
Main
Main
Main
Main
Main
Main
Main
Main
Main

Active

Complex/Subdiv:
PID:
006-624-758
Bedrooms:
4
Type:
House/Single Family
Bathrooms:
2
Approx Yr Blt:
1972
Full Baths:
2
Age at List Date:46
Half Baths:
0
Taxes:
$4,892 (2017)
If New GST/HST Incl:
Zoning:
DEAOD

25.00 ft
122
0.00
N
Feet

Frontage:
Depth/Size:
Lot Area SqFt:
Rear Yard Exp:
Meas Type:
Flood Plain:

Residential Detached

$748,000

List Price:

Style of Home:
Construction:
Foundation:
Exterior:
Rainscreen:
Type of Roof:
Renovations:
Flooring:
Water Supply:
Heat/Fuel:
No. of Fireplaces:
Fireplace Fuel:
Outdoor Area:
Pad Rental:
Fixtures Leased:
Fixt Removed:

2 Storey
Frame - Wood
Concrete Perimeter
Wood
No
Wood

Legal:
Amenities:
Site Influences:
Features Incl:

PL VAS1921 LT 1 DL 328 LD 36 UNDIV 54/100 SHARE IN COM PROP THEREIN TOGETHERWITH AN INTEREST IN THE
None
Lane Access, Golf Course Nearby
Dishwasher, Refrigerator, Stove

Floor
Main F.
Main F.
Main F.
Main F.
Main F.
Above
Above
Above

Total Parking:
Parking Access:
Parking Facilities:
R/I Plumbing:
Reno Year:

Laminate, Mixed
City/Municipal
Natural Gas, Forced Air
1
Wood
Patio(s) & Deck(s)

R/I Fireplaces:

Covered Parking:

1

Rear
Garage; Single
Dist to School Bus:

Dist to Public Trans:
Possession:
Title to Land:
Seller's Interest:
Mortgage Info:

1

Property Disclosure:
Out Buildings:

Y
/Door Ht: 7"

Freehold Strata
Registered Owner
$0

N
N

Type
Dimensions
Living Room
14'5 X 1 2 '
Dining
1 1 ' X 10'5
Kitchen
14' X 10'
Family Room
12' X
8'
Laundry
1 0 ' X 7'5
Master Bedroom
1 3 ' X 12'5
Bedroom
11'5 X 1 2 '
Bedroom
12' X
9'
X
X

Floor

Type

Dimensions
X
X
X
X
X
X
X
X
X
X

Floor Area (SqFt):
Main Floor Area SqFt:
Finished Floor Up SqFt:
Finished Floor Down:
Finished Floor Bsmt SqFt:
Total Finished Floor SqFt:

730
710
0
0
1,440

Total # Rooms:
8
1
# Kitchens:
Finished Levels:
2
Crawl/Bsmt Height:
Basement Area:
None

Unfinished Floor:
Grand Total Floor Area:

0
1,440

Suite:

Floor

Type

Dimensions
X
X
X
X
X
X
X
X

Bathrooms:
1 2 Piece; Ensuite: N; Level: Main F.
2 4 Piece; Ensuite: N; Level: Above
3 3 Piece; Ensuite: N; Level: Above
4
5
6
7
8

None

Listing Broker(s): Sutton Grp-West Coast (Brdwy)

Listing Broker(s): Capital Pacific Realty Ltd.

Rare opportunity to own a lot with a duplex-zoned house! Next to Strathcona and East Village with Chinatown to the south. Commercial
Drive to the east, and Yaletown to the west. 633 Cordova is within easy walking distance to many of Vancouver's most vibrant new
condo development - Cordova. In Gastown, Strathcona Village, and the list goes on. Walk to Gastown, local vegetable shops &
groceries. Theatre and Starbucks. Conveniently located near Powell Street Overpass, and transportation to UBC. Great future
investment, or home to renovated and live. Be a part of the future of trendy Vancouver! A house for the price of a condo!

Immac & bright roomy 3 bdrm, 2 full bath, powder room on main, 2 level detached house. Full size laundry & storage room. West
facing cedar patio, great for summer BBQ's & family gatherings. 10' high living room with wood burning fireplace. Closer to Fraserview
golf course and Riverfront Park & walkways. 25 minutes to downtown and 15 minutes to airport.
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RED Full Public

01-May 2018 9:44 AM

The enclosed information while deemed to be correct, is not guaranteed.

Francesca Buono

Presented by:

RED Full Public

Francesca Buono

PREC* indicates Personal Real Estate Corporation.

Real Estate Board of Greater Vancouver

Real Estate Board of Greater Vancouver

Email: fbuono@rebgv.org

Email: fbuono@rebgv.org

MLS# V1104610

Vancouver East, Knight

5545 KNIGHT ST, V5P 2V1
List Price:

$788,000

Residential Detached

Sold
$745,000
21-Feb-18

Sold Price
Sold Date:

MLS# V1099202

Vancouver East, Renfrew Heights

4210 PENTICTON ST, V5R 1Y1

Days on Market: 10

List Price:

33.00 ft
115
0.00
Feet

Bedrooms:
5
Bathrooms:
2
Full Baths:
2
Half Baths:
0
If New GST/HST Incl:
Zoning:
RS-1

PID:
014-799-171
Type:
House/Single Family
Approx Yr Blt:
1978
Age at List Date: 40
Taxes:
$5,402 (2017)

Frontage:
Depth/Size:
Lot Area SqFt:
Rear Yard Exp:
Meas Type:
Flood Plain:

Legal:
Amenities:
Site Influences:
Features Incl:
Floor
Main F.
Main F.
Main F.
Main F.
Main F.
Main F.
Below
Below
Below
Below

2 Storey
Frame - Wood
Concrete Perimeter
Vinyl

Total Parking:
Parking Access:
Parking Facilities:
R/I Plumbing:

Dist to Public Trans:
Possession:
Title to Land:
Seller's Interest:
Mortgage Info:

Asphalt
Reno Year:
Laminate, Tile
City/Municipal
Forced Air, Natural Gas
1
Wood
Sundeck(s)

R/I Fireplaces:

Property Disclosure:
Out Buildings:

2
Rear
Garage; Single

Covered Parking:

1

Dist to School Bus:
Freehold NonStrata
Registered Owner
$0
Y

N
PL VAP1383 LT 20 BLK 4 DL 711 LD 36 THE E 7' NOW ROAD & PT IN EXP PL15235 & PL LMP311
None

Type
Dimensions
Living Room
10' X 12'
Kitchen
13' X 10'
Dining
5' X 12'
Bedroom
11' X
7'
Bedroom
10' X 11'
Master Bedroom
11' X 11'
Kitchen
7' X 11'
Bedroom
11' X 11'
Bedroom
8' X 11'
Living Room
10' X
6'

Floor Area (SqFt):
Main Floor Area SqFt:
Finished Floor Up SqFt:
Finished Floor Down:
Finished Floor Bsmt SqFt:
Total Finished Floor SqFt:

900
0
700
0
1,600

Unfinished Floor:
Grand Total Floor Area:

0
1,600

Floor

Residential Detached

Sold
$750,000
13-Feb-18

Sold Price
Sold Date:

Days on Market: 31

Type

Bedrooms:
5
Bathrooms:
2
Full Baths:
2
Half Baths:
0
If New GST/HST Incl:
Zoning:
RS-1

33.00 ft
100
0.00
E
Feet

PID:
014-787-784
Type:
House/Single Family
Approx Yr Blt:
1915
Age at List Date: 103
Taxes:
$4,322 (2018)

View:
N
Serv. Connected: Electricity, Natural Gas, Sanitary Sewer, Storm Sewer, Water

View:
Serv. Connected: Electricity, Water
Style of Home:
Construction:
Foundation:
Exterior:
Rainscreen:
Type of Roof:
Renovations:
Flooring:
Water Supply:
Heat/Fuel:
No. of Fireplaces:
Fireplace Fuel:
Outdoor Area:
Pad Rental:
Fixtures Leased:
Fixt Removed:

$779,000

Complex/Subdiv: RENFREW HEIGHTS

Complex/Subdiv:
Frontage:
Depth/Size:
Lot Area SqFt:
Rear Yard Exp:
Meas Type:
Flood Plain:

01-May-2018 9:44 AM

The enclosed information while deemed to be correct, is not guaranteed.

PREC* indicates Personal Real Estate Corporation.

Dimensions
X
X
X
X
X
X
X
X
X
X

Total # Rooms:
10
2
# Kitchens:
Finished Levels:
2
Crawl/Bsmt Height:
Basement Area:
Full, Fully Finished, Separate
Entry
Suite:
Unauthorized Suite

Floor

Type

Dimensions
X
X
X
X
X
X
X
X

Bathrooms:
1 4 Piece; Ensuite: N; Level: Main F.
2 3 Piece; Ensuite: N; Level: Below
3
4
5
6
7
8

2 Storey
Frame - Wood
Concrete Perimeter
Wood

Total Parking:
Parking Access:
Parking Facilities:

2
Lane, Rear
Open

Covered Parking:

0

Dist to Public Trans:
Possession:
Title to Land:
Seller's Interest:
Mortgage Info:

2

Dist to School Bus:

2

Property Disclosure:
Out Buildings:

Y

Style of Home:
Construction:
Foundation:
Exterior:
Rainscreen:
Type of Roof:
Renovations:
Flooring:
Water Supply:
Heat/Fuel:
No. of Fireplaces:
Fireplace Fuel:
Outdoor Area:
Pad Rental:
Fixtures Leased:
Fixt Removed:

Asphalt
Partly
Wall/Wall/Mixed
City/Municipal
Forced Air, Natural Gas
0

Legal:
Amenities:
Site Influences:
Features Incl:

PL VAP1380 LT 7 BLK A DL THSL LD 36 SEC 46 1/2.
Garden
Central Location, Cul-de-Sac, Private Setting
Clothes Washer/Dryer/Fridge/Stove/DW

Floor
Main F.
Main F.
Main F.
Main F.
Main F.
Main F.
Bsmt
Bsmt
Bsmt
Bsmt

R/I Plumbing:
Reno Year:

R/I Fireplaces:

Freehold NonStrata
Registered Owner
$0

Sundeck(s)
N

Type
Dimensions
Master Bedroom
10' X
9'
Bedroom
10'6 X 7'6
Bedroom
10'6 X 7'6
Kitchen
12' X 12'
Living Room
12' X 10'
Dining
10' X
8'
Living Room
14'6 X 1 0 '
Master Bedroom
11' X 11'
Bedroom
11' X 10'
Kitchen
16' X
6'

Floor
Bsmt
Bsmt

Type
Den
Laundry

Floor Area (SqFt):
Main Floor Area SqFt:
Finished Floor Up SqFt:
Finished Floor Down:
Finished Floor Bsmt SqFt:
Total Finished Floor SqFt:

872
0
972
0
1,844

Total # Rooms:
12
2
# Kitchens:
Finished Levels:
2
Crawl/Bsmt Height:
Basement Area:
Fully Finished

Unfinished Floor:
Grand Total Floor Area:

0
1,844

Suite:

Dimensions
9' X
8'
10' X
9'
X
X
X
X
X
X
X
X

Unauthorized Suite

Floor

Type

Dimensions
X
X
X
X
X
X
X
X

Bathrooms:
1 4 Piece; Ensuite: N; Level: Main F.
2 4 Piece; Ensuite: N; Level: Below
3
4
5
6
7
8

Listing Broker(s): Team 3000 Realty Ltd. (Van)

Listing Broker(s): RE/MAX Select Realty, RE/MAX Select Realty

Nicely updated 5 bedroom home! 3 bedrooms up and 2 down. Conveniently located along Knight & 41st St. It is quiet inside. Updates on main
floor include newer kitchen, granite counters, S/S appliances. Original oak floors in the living room and newer laminate floors in 3 bedrooms.
Good size sundeck for morning coffee or summer bbq's. Nice open layout feels bigger than square footage. Down is also updated and has a
separate entrance. One single garage at the back and one open parking. This home shows well and is in move-in
condition. Open House Feb. 17, Saturday 2-4 pm.

This cute, solid house on a private cul-de-sac would make a greater starter home and even has a very nice two bedroom mortgage
helper downstairs. Super efficient layout offers the chance to have three bedrooms upstairs, or two bedrooms witha bright, high
ceilinged office. Large, glass covered deck is great for entertaining in the summer. Downstairs is a cute 2 bedroom suite that will rent
in an instant. Backyard is fenced and shrubbed for privacy and security, and there is a small,quiet park just next door. Great access to
the Skytrain station, but with none of the traffic that goes with it. Great place for street hockey! Lord Beaconsfield/Gladstone school
catchments.

RED Full Public

The enclosed information while deemed to be correct, is not guaranteed.

01-May 2018 9:44 AM

PREC* indicates Personal Real Estate Corporation.

The Real Estate Council of British Columbia
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RED Full Public

The enclosed information while deemed to be correct, is not guaranteed.

01-May 2018 9:44 AM

PREC* indicates Personal Real Estate Corporation.
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SCENE THREE DEBRIEF QUESTIONS:
1 . How did Larry work with Sally and Sanjay to establish a list price for their home?

2. What services might Larry include in the Schedule “A” of the Multiple Listing Contract?

3 . What are the options available to sellers in handling offers?

4 . How did you address the different conflicts of interests that can occur and how they might be
handled?
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4 . What identification did Sally and Sanjay present for the required FINTRAC forms? What are other
types of identification that can also be used to meet the FINTRAC requirements for identification?

BC FI NANCIAL S ERVI CES AUTHOR IT Y
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Scene Four: Property Disclosure
Statement
Now that the Listing Contract and FINTRAC Identification Record is complete, Larry moves on to
discuss the importance and relevance of the Property Disclosure Statement. After Larry completes
another tour of their home, he has additional questions and uses this opportunity to discuss them with
Sally and Sanjay.
During this discussion, Larry asks if the suite downstairs is authorized. Sally and Sanjay also disclose
to Larry that there used to be an oil tank on the property, which had been removed from the property.

In this scene the characters will:
• Review and complete the Property Disclosure Statement;
• Discuss material latent defects;
• Determine if the suite is authorized; and
• Discuss the oil tank and its implications.

Scene four resources
These are the supporting resources in this scene:
• Property Disclosure Statement; and
• Sample: Certificate of Tank Removal.
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Scene Four Debrief Questions:
1 . What are the important things you need to know about the PDS?
...............................................................................
.
...............................................................................

SCENE FOUR DEBRIEF
QUESTIONS:
.

...............................................................................

1 . What are the important
things you need to know about the PDS?
.

...............................................................................
.
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2. What is a material latent defect as defined in the Real Estate Services Rules? Can you provide
examples?

3. What is a patent defect and how does it differ in disclosure requirements from a material latent
defect?
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Scene Five: An Enforceable Contract
Larry promptly submits the listing and disclosure paperwork to his office.
With Larry’s referral to his colleague Linda on May 3rd, Sally and Sanjay Seller return to the condo
(Ojal’s listing) they first liked, and view the property with Linda. She assists them in gathering more
details. After considering the purchase of the condo, on May 5th they write an offer to purchase
subject to the sale of their home, among other considerations which include a completion date of
September 14 and possession on September 15.
While Sally and Sanjay work with Linda, Larry is busy marketing their home. He holds five showings
and the Agent’s Open House.
When Sally and Sanjay return home after their offer is written, presented, and accepted, they learn
that there is an offer on their home. The buyer is Brian Buyer, who is a licensee. Larry asks to meet
with them tonight to present it to them, so they invite him to come by with the offer.

In this scene the characters will:
• Complete a Disclosure to Sellers of Expected Remuneration form;
• Complete the CPS page two, Section Three Terms and Conditions, with the conditions
a buyer may wish to consider in this scenario;
• Complete the Disclosure of Interest in Trade form;
• Present the offer;
• Review with sellers the options for dealing with the offer and the pros and cons
of each; and
• Discuss and complete a counter-offer.

Scene five resources
These are the supporting resources in this scene:
• Disclosure to Sellers of Expected Remuneration: A Guide for Real Estate professionals;
• Disclosure to Sellers of Expected Remuneration form;
• The Disclosure of Interest in Trade form;
• The Contract of Purchase and Sale (CPS) on Sally and Sanjay’s House; and
• Scenario Information to Prepare the Counter-Offer.
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DISCLOSURE TO SELLERS OF EXPECTED REMUNERATION: A GUIDE FOR LICENSEES:
Who Must Make this Disclosure?

If you are licensed for…

When the form must be provided

Trading services

Make this disclosure to a consumer each time you present an offer
to your seller client. This includes all counter-offers coming from a
potential buyer to your seller client.

Rental property
management services

You do not need to make this disclosure.

Strata management
services

You do not need to make this disclosure.

Understanding the Form
The Disclosure to Sellers of Expected Remuneration form has two main parts.
• Part One: An information piece for consumers called “Paying for Real Estate Services:
What Sellers Need to Know”. The section informs the consumers that licensees are
required to disclose to their clients how they will be paid for their services. It also explains
that commissions are paid by the sellers to the licensee’s brokerage, and that licensees
receive payment from the brokerage.
• Part Two: Information Fields to be Completed by You: The second part of the form on
the second page includes your information, the details of the offer to the seller and a
breakdown of remuneration. Remuneration is listed in the tables and expressed in dollars,
not percentages.
This page is used to document that the disclosure form has been provided to the consumer.
What if the buyer’s agent is another licensee at your brokerage?
In this scenario your brokerage, the listing brokerage, is also the cooperating brokerage.
We still need to ensure that seller(s) are fully informed about:
— the amount of remuneration to be paid by the seller to the listing brokerage;
— the remuneration to be paid by the listing brokerage to a cooperating brokerage,
if applicable; (Note: In this instance, the licensees are at the same brokerage;
therefore, the listing brokerage providing payment to the cooperating brokerage
would not be applicable.); and
BC FI NANCIAL S ERVI CES AUTHOR IT Y
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— the remuneration to be retained by the listing brokerage.

The remuneration that is being disclosed to the consumer must be expressed as
a dollar amount and may not be made as a percentage.

Purpose
The intention of the Disclosure to Sellers of Expected Remuneration form is to ensure that sellers
clearly understand how their licensee would be compensated and how remuneration could vary on
different offers.
The form also explains that commissions are paid by the sellers to the licensee’s brokerage, and that
licensees receive payment from the brokerage.
The Disclosure to Sellers of Expected Remuneration is a form that you must provide your seller clients
each time you present them with an offer to purchase their property.
The Disclosure to Sellers of Expected Remuneration form is a mandatory BCFSA approved form and
may not be modified or altered.
Each time a trading services licensee presents an offer to their seller client, they must include a completed
disclosure form that informs the client about the remuneration the licensee’s brokerage will receive.
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The form explains to the seller:
1. The total payment that the listing brokerage would receive if the offer is accepted;
2. How the payment would be shared with any cooperating brokerage;
3. The payment that would kept by the listing brokerage; and
4. Any other payment the licensee will receive, or expects to receive, as a result of the trade.
This information helps ensure that sellers are fully informed of the expected remuneration that the
brokerage(s) will receive if they accept an offer.
The Disclosure to Sellers of Expected Remuneration form is in addition to the existing obligation to
present a Disclosure of Remuneration form. As a reminder, a disclosure of remuneration is required
when you are receiving remuneration from someone other than your client. For example, you are
representing a buyer but being paid by the seller. Learn more about those existing obligations in the
BCFSA Knowledge Base.

DEFINITIONS OF TERMS IN THE DISCLOSURE FORM
Client: the principal who has engaged the licensee to provide real estate services to or on behalf of
the principal.
Cooperating brokerage: a brokerage that provides trading services to or on behalf of a buyer in
respect of a trade in real estate. Note: under designated agency, this could be the same brokerage as
the listing brokerage.
Remuneration: any form of remuneration, including any commission, fee, gain or reward, whether the
remuneration is received, or is to be received, directly or indirectly.

USING THE FORM
While consumers are under no obligation to accept any offer, licensees are required by law to bring all
written offers to their clients for consideration, unless otherwise instructed by their clients.
You can find the rule requiring you to disclose remuneration to sellers in the Real Estate Services Rules.
Follow these steps to complete the Disclosure to Sellers of Expected Remuneration form.

Step One: Fill out the Details of the Offer
Complete the fields detailing the offer in the chart on page two for presentation to your seller client.
You may use the columns in the chart to detail amounts for any counter-offers.
If there are multiple offers from different buyers, you must use a separate disclosure form for each
offer.
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Step Two: Discuss the Form with the Consumer
Take time to review the form with the consumer and discuss any questions or concerns the consumer
may have. Explain any unfamiliar terms using the definitions included in this guide.

Step Three: Invite the consumer to initial the form for each offer or counter-offer
Consumers can initial the form to acknowledge they have received the disclosure. This is optional for
consumers but can protect you in the case where a consumer denies having received the disclosure.

Step Four: Provide the form to the consumer and submit a copy to your brokerage
You should give the completed form to the consumer. Be sure to retain a copy of the signed and dated
form to submit to your brokerage.
You do not need to send BCFSA a copy of this form unless it is specifically requested. For more
information, please visit:
Guide to Disclosure to Sellers of Expected Remuneration Form | BCFSA
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Please print clearly
The Real Estate Services Rules ("Rules") require this disclosure statement to be presented to you before any agreement for the acquisition or disposition
of real estate is entered into where the seller, landlord, buyer or tenant is licensed under the Act or where a licensee is providing trading services to or on
behalf of a party to a trade in real estate who is an associate* (see next page for definition) of that licensee.

PART A PART A
IT IS STRONGLY RECOMMENDED THAT YOU OBTAIN INDEPENDENT ADVICE IF YOU ARE UNCERTAIN AS TO THE FAIR MARKET
VALUE OF THE PROPERTY YOU ARE BUYING, SELLING OR RENTING!
Notice to (indicate name of either buyer or seller)

Street address of subject real estate

Legal description

I, _________________________________________, am licensed under the Real Estate Services Act, and disclose to you that: (Tick applicable box)
(name of licensee)

□ I am acquiring or disposing of the real estate, and/or
□ I am providing trading services to an associate of mine who is acquiring or disposing of the real estate
Name of associate: ____________________________________________________________________
My relationship to this associate:__________________________________________________________

PART B – ACQUISITION OF REAL ESTATE BY LICENSEE OR ASSOCIATE
To be completed by a licensee who is offering to acquire the real estate or who is providing trading services to an associate who is
offering to acquire the real estate.
This section to be completed if the licensee or associate is offering to acquire the real estate as a buyer: (Tick applicable box)

□ The real estate is to be held for personal, rental or other use, or
□ The real estate is to be resold.

If the real estate is to be resold, make the following disclosure, as applicable:
I am negotiating or have negotiated/My associate is negotiating or has negotiated the resale of the real estate on the following terms:
___________________________________________________________________________________________________________
This section to be completed if the licensee or associate is offering to acquire the real estate as a tenant: (Tick applicable box)

□ The real estate is to be held for personal or other use, or
□ The real estate is to be sublet.

If the real estate is to be sublet, make the following disclosure, as applicable:
I am negotiating or have negotiated/My associate is negotiating or has negotiated the sublet of the real estate on the following terms:
___________________________________________________________________________________________________________
This section to be completed regardless of type of interest being acquired by the licensee or associate:
If you accept my or my associate’s offer, real estate commission or other remuneration will be earned or received by my associate, another buyer or
tenant, or by me in the approximate amounts as follows:
By me:

$ ___________________________

By my associate:

$ ___________________________

By another buyer or tenant:

$ ___________________________

Disclosure of Interest in Trade / Rev 06/2021
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PART C – DISPOSITION OF REAL ESTATE OWNED OR RENTED BY LICENSEE OR ASSOCIATE
To be completed by a licensee who is disposing of the real estate or who is providing trading services to an associate who is disposing of
the real estate. (Tick applicable box)

□ I am/my associate is an owner of the real estate, or
□ I am/my associate is a tenant of the real estate.

PART D – SIGNATURES AND ACKNOWLEDGEMENT
This disclosure is made to you in compliance with section 53 of the Rules, at
____________________________ on ___________________________
(place)

(date)

Witness ________________________________________

Disclosed by__________________________________________

(not a party to the trade in real estate)

(signature of licensee)

Acknowledgement and Receipt
The undersigned acknowledges receipt of this Disclosure of Interest in Trade at __________________________ on ______________________
(place)

(date)

Signature of person/persons to whom disclosure has been made ________________________________________________________________

RULE DEFINITIONS
Section 51 of the Rules
For the purposes of this Division:
*associate in relation to a licensee means a person who is any of the following:
a) in the case of an individual licensee,
i)
a spouse or family partner of the licensee,
ii)
a trust or estate in which the licensee, or a spouse or family partner of the licensee, has a substantial beneficial interest or for which the licensee,
spouse or family partner serves as trustee or in a similar capacity, or
iii) a corporation, partnership, association, syndicate or unincorporated organization in respect of which the licensee, or a spouse or family partner of
the licensee, holds not less than 5% of its capital or is entitled to receive not less than 5% of its profits;
b) in the case of a brokerage that is a corporation or partnership,
i)
a director, officer or partner of the brokerage,
ii)
a shareholder of the brokerage who holds more than 10% of the voting shares of the brokerage,
iii) a trust or estate
(A) in which the brokerage, or a director, officer or partner of the brokerage, has a substantial beneficial interest, or
(B) for which the brokerage, or a director, officer or partner of the brokerage, serves as trustee or in a similar capacity, or
iv) a corporation, partnership, association, syndicate or unincorporated organization in respect of which the brokerage, or a director, officer or partner
of the brokerage, holds not less than 5% of its capital or is entitled to receive not less than 5% of its profits;
principal includes, in relation to the prospective provision of real estate services, a potential principal.

BROKERAGE USE ONLY
I __________________________________________ acknowledge receipt of a copy of the Disclosure of Interest in Trade on behalf of the brokerage
(name of person acknowledging receipt)

of the licensee making this disclosure.
Signature of person acknowledging receipt __________________________________________ Date _____________________________
Title of person acknowledging receipt on behalf of the brokerage ____________________________________________________________
Note: Section 83(a) of the Rules requires a brokerage to maintain a copy of all written disclosures and any related acknowledgements under Part 5
Division 2 of the Rules.
Mailing Address

Enquiries

BC Financial Services Authority

Tel: 604.660.3555 | Toll-free: 1.866.206.3030 | Fax: 866.660.3365

600-750 West Pender Street | Vancouver, B.C. Canada | V6C 2T8

www.bcfsa.ca | info@bcfsa.ca

A COPY OF THIS DISCLOSURE IS NOT REQUIRED TO BE PROVIDED TO BCFSA UNLESS IT IS SPECIFICALLY REQUESTED.

Disclosure of Interest in Trade / Rev 06/2021
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SCENARIO INFORMATION TO PREPARE A COUNTER-OFFER FROM SELLER TO BUYER
Counter Dates
• Completion: 29 August;
• Possession: 31 August at 12:00 pm;
• Adjustment Date: 31 August; and
• Counter-Offer Open for Acceptance until 11:59 pm on 7 May.

SCENE FIVE DEBRIEF QUESTIONS
1 . What is the purpose of the Disclosure to Seller of Expected Remuneration form? When must it be
presented?

2 . What options are available to a seller in regards to responding to an offer?

3 . What was the challenge of the completion dates of the condo and the house, and how did Larry
propose Sanjay and Sally reconcile this?
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Scene Six: Counter-Offer
and Acceptance
On May 7th at 11 am, Larry gets word from the buyer’s agent that the buyer has accepted the counteroffer on the dates but to accommodate for that, he has reduced the offer amount. He explains that to
move up the dates and commence rebuilding earlier might require Brian Buyer to bring in trades from
other projects, which may drive up costs. Conversely, he may have to ‘sit’ on the land longer than he
wants, waiting for permits or work crews. Thus, the house may have to be rented out for a period of
time. The buyer’s agent relays that the buyer believes he is doing the seller a favour and wants to be
compensated for that. The buyer’s agent sends the counter-offer to Larry in advance of the deadline.
Larry receives the counter-offer on his smartphone, and promptly calls Sally and Sanjay with the news.
He arranges to meet them at 1 pm on May 7th. The counter-offer is open until 11:59 pm on May 7th.
As Sally has fallen ill, she is not able to join them at 1 pm so Larry meets Sanjay on his own. Larry
thinks ahead to ensure that Sanjay has a Power of Attorney to sign on behalf of Sally and that he has
that document with him for their meeting.
In Sally and Sanjay’s kitchen, Larry opens the scene with the latest counter-offer, dealing with the dates
Sally and Sanjay need, the change in price and the Disclosure to Sellers of Expected Remuneration.

In this scene the characters will:
• Prepare and review with seller, Sanjay, the Disclosure to Sellers of Expected Remuneration
form;
• Review and discuss the counter-offer; and
• Sign the counter-offer.

Scene Six resources
These are the supporting resources in this scene:
• Disclosure to Sellers of Expected Remuneration form;
• Counter-Offer; and
• Property Disclosure Statement.
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SCENE SIX DEBRIEF QUESTIONS:
1 . What are the requirements to completing the Disclosure to Sellers of Expected Remuneration form?

2 . What options were available to Sally and Sanjay in terms of responding to the counter-offer?

3 . How did Larry act in Sally and Sanjay’s best interest when providing advice around a potential
counter-offer?

CONCLUSION
The home inspection turns up only minor issues, with the exception of evidence of a rat infestation.
By way of addendum, Sally and Sanjay at their own expense, pay for an exterminator to deal with the
rodents. With the conditions precedent (subject) satisfied, the buyer removes his subjects. The home
sale completes on August 29th as per the counter-offer. Sally and Sanjay sign a contract to complete
their condo purchase on August 30th with possession set to take place on August 31st, the same day
as when the buyer will take possession of their home.
Sanjay — appreciative of Larry’s hard work, and for his helping to make their transaction so smooth —
shakes Larry’s hand.
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Day Two: Character information
and background
THE CHARACTERS THAT YOU WILL WORK WITH TODAY ARE:
• Sally
• Sanjay
• Ojal Öpenhaus — Listing agent who is holding an open house
• Linda Lista — Sally and Sanjay’s licensee for the purchase of their new home
• Observer

Refer back to review each character’s personal traits.
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Scene One: Open House
Sally and Sanjay attend a public open house in a strata condominium. Ojal, the listing agent, and other
prospective buyers are present. Sally and Sanjay are excited at the prospect of downsizing from their
home of many years and see this particular condominium as a lower maintenance lifestyle to consider.
They exchange comments with each other and then approach the listing agent.
Sanjay opens the scene by expressing to Ojal, the listing agent, their interest in the condo. They
start to ask questions in regards to what a reasonable offer might be, and whether the seller might
consider a longer completion or subject to the sale of a home.
Refer to day one, scene one’s interaction between Sally, Sanjay and Ojal, when he indicated he was
representing the sellers and could not represent Sally and Sanjay and therefore could not work with
them. Also, you must remember that at this point, Sally and Sanjay have not yet met with their listing
agent, Larry.

In this scene the characters will:
• Discuss agency and no agency;
• Review the Disclosure of Representation in Trading Services form;
• Review the Privacy Notice and Consent form; and
• Review the Disclosure of Risks to Unrepresented Parties form.

Scene one resources
These are the supporting resources in this scene:
• MLS® Spec Sheet;
• Disclosure of Representation in Trading Services form;
• Privacy Notice and Consent form;
• Disclosure of Risks to Unrepresented Parties: A Guide for Licensees; and
• Disclosure of Risks to Unrepresented Parties form.
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Disclosure of Risks to Unrepresented
Parties: A Guide for Real Estate
Professionals
UNDERSTANDING THE FORM
The Disclosure of Risks to Unpresented Parties form contains two key sections:
• Part One: Consumer Page “Not a Client? Know The Risks”: This section explains to the
consumers the risks of working with a licensee who is already representing a client in the
transaction.
The form explains that the licensee can only provide very limited services to the
unrepresented party. The form outlines what the licensee can and cannot do.
While it is ultimately up to a consumer to decide whether to be represented by a licensee,
BCFSA urges all unrepresented parties to seek their own professional for help during the
transaction.
• Part Two: Information fields to be completed by you: This section is used to document the
disclosure form has been provided to the consumer.
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PURPOSE
The goal of the Disclosure of Risks to Unrepresented Parties form is to ensure that consumers are
well-informed about the risks of working with a licensee who is already acting for a client in the
transaction.
The Disclosure of Risks to Unrepresented Parties is a form that consumers must receive before
dealing with a licensee who is representing a client in the same transaction.
You must make the disclosure in writing, using BCFSA’s Disclosure of Risks to Unrepresented Parties form.
This form is used to disclose to the consumer that the licensee providing the form cannot represent
them in the transaction, because the licensee is already acting for a client in the transaction. The form
also describes the limited assistance that a licensee can provide to a non-client and encourages the
consumer to seek independent representation for the transaction.

When Must You Make this Disclosure?
In many cases, this disclosure form should be provided to consumers at the same time, or immediately
after, a disclosure of representation in trading services.
Review the table below to see when you should be using this form based on the type of services you
are providing.
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If you are licensed for…

When the form must be provided

Trading services

Make this disclosure if you are already representing a client in a real
estate transaction and you intend to provide limited trading services to
the consumer as a non-client including:
• sharing real estate statistics or general market information;
• providing standard real estate contracts and other relevant
documents;
• helping them fill out a standard real estate contract
(without advising on terms or conditions); and
• communicating their messages to your client and
presenting offers or counteroffers.

Rental property
management services

Residential rentals: Provide the Disclosure for Residential Tenancies
form to a prospective tenant for a residential property before:
• receiving tenant confidential information, motivation,
financial qualifications or real estate needs; and
• providing any trading services (see items (a) to (h) under
Trading Services).
Commercial leasing: Provide the Disclosure of Risks to Unrepresented
Parties form if you are already representing a client in a real estate
transaction and intend to provide services to a consumer as a nonclient (see Trading Services tab for examples of services).

Strata management
services

You do not need to make this disclosure.

DEFINITIONS OF TERMS IN THE DISCLOSURE FORM
Client: the principal who has engaged the licensee to provide real estate services to or on behalf of
the principal.
Non-client/unrepresented party: a party to the trade in real estate who is not a client of a licensee.
Confidential information: any information about a client that is not available to the public. That can
include the client’s finances, personal situation, motivations or needs.
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Trading Services: means any of the following services provided to or on behalf of a party to a trade in
real estate:
• Advising on the appropriate price for the real estate;
• Making representations about the real estate;
• Finding the real estate for a party to acquire;
• Finding a party to acquire the real estate;
• Showing the real estate;
• Negotiating the price of the real estate or the terms of the trade in real estate;
• Presenting offers to dispose of or acquire the real estate; and
• Receiving deposit money paid in respect of the real estate.

USING THE FORM
Step One: Discuss the Form with the Consumer
Take time to review the first page of the form with the consumer and discuss any questions or
concerns the consumer may have. Explain any unfamiliar terms using the definitions included above.

Step Two: Complete the Mandatory Information Fields
The form contains mandatory fields that licensees must complete.
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Step Three: Invite the Consumer to Complete the Optional Consumer Confirmation
Consumers can initial the form to acknowledge that they have received the disclosure.
While it is always best evidence that this disclosure was made to the consumer at the appropriate time
if it is dated and initialed, there is no legislation that compels a consumer to complete the consumer
portion of it. If a consumer chooses not to initial the disclosure, you can use the Notes section to
document that you presented the consumer with the form.
It is also prudent to follow up your discussion with an email to the consumer confirming the
relationship information, and that they chose not to complete or sign the form.
You may also use the Notes section to indicate the date and time the disclosure form was provided,
the circumstances (e.g. was the disclosure presented at an open house or other meeting), or any other
details that may be relevant.

Step Four: Give the form to the consumer and submit a copy to your brokerage
You should give the completed form to the consumer for their information. Be sure to retain a copy of
the signed and dated form to submit to your brokerage.
If the consumer is willing to provide an e-mail address, you can:
• Send them copies of the disclosure forms;
• Review the forms and answer any questions; and
• And then continue the conversation after completing the forms.

You do not need to send BCFSA a copy of this form unless it is specifically requested.
For more information, please visit: Guide to Disclosure of Representation in Trading Services Form |
BCFSA
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SCENE SIX DEBRIEF QUESTIONS:
1 . In comparison to the previous presentations of the Disclosure of Representation in Trading Services
form, what worked well?

2 . When is it necessary to provide the Disclosure of Representation in Trading Services form to a
consumer?

3 . How did Ojal explain a no agency relationship to Sally and Sanjay?

4 . What is the purpose of the Disclosure of Risks to Unrepresented Parties, and when is it necessary
to provide this disclosure to an unrepresented party?
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5 . What would happen if one of Ojal’s clients became interested in the property? What actions would
Ojal need to take?

CONCLUSION
At the open house, Sally and Sanjay learn that the listing agent, Ojal — who is hosting the open house
— is unable to represent them and cannot protect their best interests or give strategic guidance
on their offer. They are also cautioned of the risks involved if they decided to make an offer on the
condominium without representation by a licensee.
They consult with their licensee, Larry, and he refers them to one of his colleagues, Linda. Linda
specializes in the downtown condo market and can work as their designated agent.
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Scenario for Scenes Two and Three:
Open House
INFORMATION YOU WILL NEED FOR THE OFFER
Prepared on May 5th

Buyers:
• Sally Seller and Sanjay Seller
• Ph: 788-777-9888
• 21 Garden Avenue, Hometown, B.C. V2V 1C3
• List Price: $719,000
• Both Sally and Sanjay are Canadian Residents

Buyer’s Licensee:
• Linda Lista
• Ph: 788-605-1717

Buyer Brokerage information:
• Sell Realty
• 200 Main Street, Uptown B.C. V9S 3T9
• Ph: 788-555-1234

Terms of Contract:
• 6 Months
• Market Area: Downtown, B.C.
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Scene Two: Disclosure of Representation
in Trading Services
Sally and Sanjay make an appointment to meet Linda Lista, the colleague Larry referred them to who
works in the downtown branch of the brokerage that Larry works for. They meet at Linda’s downtown
office to discuss agency, the condominium they are interested in buying and how Linda will work with
them.
Linda uses the Disclosure of Representation in Trading Services form as a tool for discussing agency
with Sally and Sanjay and to review with them the Privacy Notice and Consent form.
Linda explains that she must see some government issued photo ID from Sally and Sanjay to satisfy
the FINTRAC requirements of the government. She completes the form herself with the required
information from their IDs and then returns them to Sally and Sanjay. She also reviews the results
of the LOTR search she performed on the clients and discusses her Anti-Money Laundering (AML)
obligations with them.
Linda opens the scene by welcoming Sally and Sanjay and introducing herself.

In this scene the characters will:
• Discuss agency;
• Acknowledge an agency relationship in writing;
• Complete the FINTRAC Individual Identification Information Record forms and discuss
AML obligations; and
• Discuss the results of the Land Owner Transparency Registry (LOTR) search.

Scene Two resources
These are the supporting resources in this scene:
• Disclosure of Representation in Trading Services form;
• Privacy Notice and Consent form; and
• Two FINTRAC: Individual Identification Information Record forms (one for each buyer).
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SCENE TWO DEBRIEF QUESTIONS:
1 . In comparison to the previous presentations of the Disclosure of Representation in Trading Services
form, what worked well?

2 . Given that Larry and Linda work at the same brokerage, could the Disclosure of Representation in
Trading Services form that was completed by Larry be used by Linda?

3 . What tools will you use to assist you in your presentation of these documents to future clients?
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Scene Three: Reviewing a Buyer’s
Agency Exclusive Contract
In the previous scene, Sally and Sanjay acknowledged an agency relationship in writing and the
FINTRAC client identification record forms were completed. Now, Linda reviews the Buyer’s Agency
Exclusive Contract and the services to be provided under the Schedule “A”. She assures them that
she will continue to work with them until they purchase a property, whether this one or another. Linda
opens the scene by reviewing the Buyer’s Agency Exclusive Contract in its entirety.

In this scene, the characters will:
• Review the Buyer’s Agency Exclusive Contract

Scene Three Resources
This is the supporting resource in this scene:
• Buyer’s Agency Exclusive Contract and Schedule “A”.
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SCENE THREE DEBRIEF QUESTIONS:
1 . What were some of the questions that the buyers asked pertaining to the Buyer’s Agency Exclusive
Contract?

2 . Which clauses of the Buyer’s Agency Exclusive Contract did you highlight with the buyer?

3 . What are some of the services that a brokerage might include in the Schedule “A”?
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Scene Four: Material Information
Having viewed the condo again together, Sally and Sanjay meet Linda in her office to review the facts
about the condo, whether it meets their needs, the documents needed for review, the pending AGM
impact and the subjects needed in a CPS.
Sally opens the scene by thanking Linda for taking them through the condo.
They proceed to review with Linda the importance of ensuring the building is pet friendly for their dog
and that their grandchildren will be able to visit overnight on occasion.

In this scene, the characters will:
• Determine the suitability of the property and identify what is important to Sally
and Sanjay;
• Review and document with Sally and Sanjay the referral fee payable to Larry
on a successful completion of their purchase;
• Review what conditions Sally and Sanjay may want to include in the offer;
• Determine and disclose facts about the property; and
• Agree to follow up with necessary documentation to verify property information.

Scene Four Resources:
These are the supporting resources in this scene:
• Feature Sheet
• Property Disclosure Statement (Strata Titled Properties)
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SCENE FOUR DEBRIEF QUESTIONS:
1 . What information is important to Sally and Sanjay?

2 . How did Linda find the answers to Sally and Sanjay’s questions regarding their pet?

3 . What conditions might you suggest that Sally and Sanjay include in the contract?

4 . As a licensee, how might you approach the discussion as to who should be reviewing the strata
documents?
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5 . What is a Form B?

MATERIAL INFORMATION—WHAT’S KEY TO YOUR CLIENT?
The rules are there to ensure that consumers get all the information they need to make
informed decisions about their real estate transactions. That is why understanding your
duty to use reasonable efforts to discover relevant facts and disclose material information is
particularly important.
You must share “all known material information respecting the real estate services, and the real
estate and the trade in real estate to which the services relate” with your clients.
It is important to remember, that material information may be different depending on what
client you are working with. What is material to one client may not be to another. It is important
for you to talk to your client to determine what information is material is to them.
Listing agents can use the Listing Checklist as a guide to help ensure they collect all the
relevant information about a property. Buyer’s agents should verify all listing information—
particularly any information that is important to their client. Buyer’s checklist can be found
here.

KNOW YOUR CLIENT
Every listing—and every client—is unique. It is good practice to make sure you are familiar with
your client’s needs and understand what is important to them. Ask your clients if there are any
issues you should be aware of and be sure to document the conversation.
If you are unsure about whether a piece of information is “material”, put yourself in your client’s
shoes and ask yourself whether it is something you would want to know if you were a buyer or
seller.
When in doubt, it is always better to share the information with your client. You could face
disciplinary and/or civil action if you fail to disclose a piece of material information.
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Scene Five: Drafting an Enforceable
Contract of Purchase and Sale
Sally and Sanjay decide they want to proceed and write the offer. They review with Linda the latest
market stats to guide them in their offering. They establish a price to offer, a deposit amount and a
strategy for the completion, possession, and adjustment dates without yet having sold their home.
Linda opens the scene by reviewing the list of comparable listings and sales.

In this scene, the characters will:
• Determine the relevant information to go into the Contract of Purchase and Sale;
• Discuss provisions for adding someone to title on completion and the use of the
Notice to Seller Regarding Assignment Terms;
• Draft an enforceable Contract of Purchase and Sale; and
• Discuss the concerns about stigmatized properties. (i.e. Has there been a death
in the property?)

Scene Five Resources:
These are the supporting resources in this scene:
• Scenario Information to Prepare an Offer;
• Title Search;
• Disclosure of Remuneration form;
• Contract of Purchase and Sale;
• BCFSA’s standard clauses (online);
• Knowledge Base (online); and
• Notice to Seller Regarding Assignment Terms.

Information you will need to prepare an offer
Property Address:
• 101-888 Downtown Drive, Downtown, B.C. V8R 2S7
Offer Information:
• Offer is drafted on May 5, 2020
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Buyer’s Licensee:
• Linda Lista
• Ph: 788-605-1717
Buyer’s Brokerage information:
• Sell Realty
• 200 Main Street, Uptown B.C. V9S 3T9
• Ph: 788-555-1234
Buyers:
• Sally Seller and Sanjay Seller
• Ph: 788-777-9888
• Both Sally and Sanjay are Canadian Citizens
• 21 Garden Avenue, Hometown, B.C. V2V 1C3
Seller’s Licensee:
• Ojal Öpenhaus
Seller’s Information
• Tricia Trade as executrix of the estate of Alia Andrews
Listing Brokerage:
• Condo City Realty
Offer Information:
• Offer Price: $485,000
• Deposit: $25,000 on final subject removal (by way of a bank draft) Held in trust with Sell Realty
• Offer Expiration: Offer is open for acceptance until May 6th at 7:00p.m.
• Completion Date: September 14, 2020
• Possession Date: September 15, 2020 at 12:00p.m.
• Adjustment Date: September 15, 2020
Inclusions:
• Clothes washer/dryer, fridge, stove, dishwasher, disposal-waste, garage door opener, microwave.
Viewed condo on May 3
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Subjects:
• Financing (1 week), home inspection (1 week), strata documents (1 week), title approval
(1 week), unconditional sale of home (60 days).
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WHEN A REAL ES
STATE LICENS
SEE ANTICIPA
ATES RECEIV
VING REMUNE
ERATION* AS A RESULT O
OF PROVIDING
G REAL ESTA
ATE
SERV
VICES TO YOU
U OR ON YOU
UR BEHALF (O
OTHER THAN ANY REMUN ERATION PAIID DIRECTLY BY YOU, THE
E CLIENT), TH
HEY
ARE REQUIRED TO
O ADVISE YOU OF THIS IN WRITING.
*Remu
uneration includes
s any form of rem
muneration, inclu
uding any commiission, fee, gain o
or reward, wheth
her the remunerattion is received, or is to be received,
directly
ly or indirectly.

PAR
RT A: CLIENT INFORMATIO
ON
Noticce to (name of cllient)
Stree
et address of sub
bject real estate

PAR
RT B: DISCLOSURE OF COM
MMISSION (co
omplete only one
o of the folllowing in Partt B)
DISC
CLOSURE OF COMMISSION
C
WHEN ACTING FO
OR ONE PARTY
Y
I ___
______________
______________
_____________ am licensed und
der the Real Esta
ate Services Act and I disclose to
o you that my related brokerage
(n
name of licensee)

____
______________
______________
__________ antiicipates receiving
g a commission o
______________
______________
_____________
of ___________
(name
(
of brokerage
e)

(indica
ate amount or meth
hod of calculation)

from _____________
______________
________ with re
espect to real es
state services pro
ovided to you or o
on your behalf in
n relation to the ssubject real estatte.
(name of indiv
vidual or organizatio
on)

DISC
CLOSURE OF COMMISSION
C
WHEN ACTING AS
A DUAL AGENT
I ___
______________
______________
_____________ am licensed under the Real Esttate Services Actt and I disclose tto you that my re
elated brokerage
(name of
o licensee)

____
______________
______________
__________ antticipates receivin
ng a commission of ___________
______________
______________
______________
_
(nam
me of brokerage)

(indica
ate amount or meth
hod of calculation)

from _____________
______________
______________
___ with respectt to real estate se
ervices provided to you, and to th
he other party to the transaction,
(name of individual or organization)

in relation to the subjject real estate.

PAR
RT C: DISCLOSURE OF REF
FERRAL FEES
S AND OTHER
R REMUNERAT
TION NOT DIS
SCLOSED IN P
PART B
I ___
______________
______________
_____________ am licensed und
der the Real Esta
ate Services Act and I disclose to
o you that my related brokerage
(name of
o licensee)

____
______________
______________
______________
_________ will receive or anticip
pates receiving rremuneration in tthe form of or am
mount of
(name
(n
of brokerage
e)

____
______________
______________
_____ from ____
_____________
______________
___________ ass a result of my recommendation or referral of:
(ind
dicate form or amou
unt of remuneration
n)

(name of individ
dual or organization)
n)

(a)

you to
o the following in
ndividual or organ
nization _______
______________
______________
______________
________; or

(b)

the fo
ollowing individua
al or organization
n ____________
______________
______________
_____________
________ to you.

(name of individuall or organization)

(name
(
of individuall or organization)

(c) the following individual or organization (who is a party to your real estate transaction) ______________________________________ to
(name of individual or organization)
another real estate licensee.

PAR
RT D: ACKNOW
WLEDGEMEN
NT
This disclosure is made to you in compliance with section 56 of the Real Estate Services Rules, at
____
_____________
______________
_________ on ______________
_
______________
____.
(plac
ce)

(date)

Nam
______________
____
me of Licensee __
______________
______________

Signatu
ure of Licensee _____________
______________
______________
__

The undersigned ack
eipt of this Disclos
______________
knowledges rece
sure of Remunerration Form at __
_____________
_ on __________
______________
__.
(place)

(date)

Signature of person/p
m disclosure has been made: ___
______________
______________
_____________
persons to whom
______________
______________
__
A COPY OF THIS DISCLOSURE IS NOT REQUIRED BY BCFSA UNLESS SPECIFICALLY REQUESTED.

Disclo
osure of Remuneration – Trading Services / Rev 06/2021
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SCENE FIVE DEBRIEF QUESTIONS:
1 . If Linda had information that could influence Sally and Sanjay’s decision to purchase, is she
obligated to tell them?

2 . How did Linda capture the disclosure of the referral fee she was paying to Larry?

3 . What conditions did you add into the contract? What made you consider those conditions?

4 . If Sally and Sanjay had wanted to add Gio, their son, to the contract when drafting the original offer,
how would you address this? What if it happened after the offer was accepted?

5 . How will Linda confirm if the use of the parking stalls and storage locker are included in the
purchase of the condo?
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Please print clearly

The Real Estate Services Regulation requires this notice to be provided to you, the seller, at the same time you are presented with a
proposed contract for the purchase and sale of your property (an “offer”) if that offer does not include one or both of the following
terms:


A term that provides that the contract must not be assigned without your written consent;

A term that provides that you are entitled to any profit resulting from an assignment of the contract by the buyer or any
subsequent assignee.
A contract assignment occurs when a buyer transfers the contract to buy property to someone else before the completion date.


Before accepting this offer, you should obtain independent professional advice regarding the absence of one or both of these
terms. You should also consider whether you wish to make a counter-offer that includes the absent term(s) or other terms
regarding assignments.
If this offer does not contain any terms about whether the contract may be assigned,


the contract may be assigned without your consent, and



you will not have any right to receive the profit, if any, made by the buyer from the sale of your property before the completion
date.

If you are working with a real estate licensee, the Regulation requires the licensee to inform you about the following:


if the terms included in the offer you received permit the buyer to assign the contract;



any conditions in the offer on any assignment, including whether you have the right to receive any additional money if the
buyer makes a profit from assigning the contract.
PART A PART A

Notice to (name of seller(s))

Street address of real estate being sold

Legal description

Name of licensee providing notice

Date notice provided

PART B – SIGNATURES AND ACKNOWLEDGEMENT
I, ______________________________________________________________________________________________________________________,
(name of seller(s))

acknowledge receipt of a copy of this notice at the same time the offer was presented to me on ___________________________.
(date)

Signature of seller(s): _____________________________________________________________________________________________________.

BROKERAGE USE ONLY
Note: BCFSA advises licensees to provide a copy of this notice to their managing broker, and brokerages to retain a copy of this notice.

Name of person acknowledging receipt of notice for brokerage

Signature of person acknowledging receipt of notice for brokerage

Title of person acknowledging receipt of notice for brokerage

Date

Mailing Address
BC Financial Services Authority
600-750 West Pender Street | Vancouver, B.C. Canada | V6C 2T8

Enquiries
Tel: 604.660.3555 | Toll-free: 1.866.206.3030 | Fax: 866.660.3365
www.bcfsa.ca | info@bcfsa.ca

A COPY OF THIS NOTICE IS NOT REQUIRED TO BE PROVIDED TO BCFSA UNLESS IT IS SPECIFICALLY REQUESTED.

Notice To Seller Regarding Assignment Terms / Rev 06/2021
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FAQS: CONTRACT ASSIGNMENT
What is a contract assignment?
A contract assignment occurs when a buyer transfers the contract to buy property to someone else
before the completion date. The buyer can transfer the contract for any price, even for a higher price
than they paid for the property.
Are contract assignments legal?
Yes. Real estate contracts are assignable under the law unless the contract expressly forbids it.
Section 36 of the Law and Equity Act provides that the seller’s consent to the assignment is not
required, provided that notice in writing of the assignment is given to the seller.
Why were new requirements introduced relating to contract assignments?
The requirements that came into force in 2016 are designed to prevent situations in which a buyer
purchases a property, only to reassign the contract at a higher price before the closing date, without
the seller’s knowledge.
The Regulation requires that standard terms be included by default in any offer to purchase real
estate, unless the client instructs otherwise. These requirements are intended to protect sellers’
interests.
What are the requirements for licensees relating to assignments?
A licensee preparing a proposed contract for the purchase and sale of real estate (an “offer”) must
include the following terms (the “Standard Assignment Terms”) unless otherwise instructed in writing
by the person to whom they are providing trading services:
• This contract must not be assigned without the written consent of the seller; and
• The seller is entitled to any profit resulting from an assignment of the contract
by the buyer or any subsequent assignee.
(Note: these terms are already included in the Standard Contract of Purchase and Sale)
Licensees must take certain steps if they are involved in a real estate transaction where an offer to be
presented to the seller does not include the Standard Assignment Terms. See the questions below for
details on those steps.
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What constitutes “profit” for the purpose of the Regulation?
The Regulation does not address the meaning of “profit.” If you are acting for a buyer or seller who has
any questions or concerns about the “profit” arising from an assignment, you should advise your client
to seek legal advice before consenting to the assignment.
The Regulation does not address how or when a “profit” is to be paid to the seller, so these issues may
be resolved by negotiation between the buyer and seller.
What are the obligations of a licensee representing a buyer where the seller is represented by a
different licensee?
You must notify the seller, using the Notice to Seller Regarding Assignment Terms form, available on
the Council’s Forms page under the subheading “Disclosure Forms” if you are aware that an offer to be
presented to the seller:
• Does not include one or both of the standard assignment terms;
• Alters either of the Standard Assignment Terms; and
• Creates a new assignment term that is in any way different from
the Standard Assignment Terms.

Provide the form to the seller’s licensee at the same time the offer is presented.

Does the Notice to Seller Regarding Assignment Terms need to be presented to the seller or their
licensee if the buyer decides they want the option to assign the contract after the offer with the
standard assignment terms has already been accepted?
No. The Notice to Seller Regarding Assignment Terms form is only used when the initial offer has
altered or removed the standard assignment terms. If, after the offer is accepted, a buyer decides
they want to request that the seller amend the contract to permit assignments, an amendment
is required. The buyer should, however, seek legal advice to understand the risks to potentially
reopening the contract.
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Scene Six: Due Diligence
With their offer on the condo written and signed on May 5th, Sally and Sanjay go out to dinner to
celebrate new possibilities. The next day, they are thrilled when Linda calls and tells them that their
offer on the condo has been accepted by the 7 pm deadline. Just as they finish their call to Gio,
filling him in on the good news, their listing agent Larry calls and says he has an offer to present (as
reviewed by you on day One). Being that the offer is only open until 11:59 pm, they agree to meet
Larry at their home that evening.
The offer on their home is perfect in every way, except the completion and possession dates being
in October. On Larry’s advice, they counter the dates offer to complete two weeks before the
completion of their condo purchase as they are leaving town for two weeks and planning on putting
thei belongings in storage. They sign and email the counter-offer to the buyer’s agent open until
11:59 pm the next day, May 7th.
On the morning of May 7th, Larry advises Sally and Sanjay that the buyer of their home accepts the
dates but is requesting a $10,000 reduction to accommodate the new dates. Sally and Sanjay accept,
giving them a completion date on the house of August 29th, possession August 31st and completion
date on the condo of September 14th and possession on September 15th.
They phone Linda with news of this accepted offer on their home subject to May 12th. Linda advises
that as promised, she has emailed to them all the required documentation to review. They arrange for
an inspector of their choice to inspect the property on May 8th, to meet with the bank on May 9th and
finally to meet with Linda on May 12th.
Sanjay opens the scene with the good news that their home has sold.

In this scene, the characters will:
• Discuss the difference in square footage between the strata plans and the advertisement
of the property, which Sally and Sanjay have noted in the documentation;
• Review the age restriction, pet bylaws and parking details; and
• Execute the subject removal.

Scene Six Resources
These are the supporting resources in this scene:
• Request for Strata Corporation Records and Documents;
• Bylaw Excerpt, including pet and age restrictions;
• Receipt of Strata Documentation form;
• Strata Plan; and
• Notice of Condition Waiver Declaration of Fulfillment.
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SCENE SIX DEBRIEF QUESTIONS:
1 . Where does a licensee obtain Strata documents?

2 . How does Linda confirm the parking leases, the pet restriction and the visitor guidelines?

3. At what point does Linda need to deliver copies of the contract, related documentation, and the
deposit cheque to her brokerage?

4. What would happen if Sally and Sanjay did not provide the deposit in accordance with the time on
the contract? What would the managing broker of Linda’s brokerage be required to do? What would
Linda be required to do?
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CONCLUSION
Sally and Sanjay call their son, Gio, to bring him up to date on all they’ve learned about the condo.
Gio explains how an estate is handled. He suggests asking about the circumstances of the owner’s
passing and to consider if that is an issue. He did provide counsel on the incorrect measurement of
the suite by the licensee, the uncertain outcome of the pet bylaw vote at the AGM and the matter
of age restrictions. While he encouraged them to get clarity on these matters, he cautioned them
on adjusting their purchase price, now accepted, over such a small detail as the 29-square-foot
differential. Sally and Sanjay decide to accept the square footage as given in the strata plan without
protest. Linda feels it wise to document with the buyers that “The Buyer is aware that the square
footage is stated as 1478-sqft on the listing feature sheet and 1454-sqft on the strata plan and is
satisfied with that disclosure.”
The inspection of the condo takes place in accordance with the contract, revealing no surprises or
cause for concern, and the sale of Sally and Sanjay’s property firms up a day earlier with all conditions
removed. On May 12th, Sally and Sanjay remove their subjects on the condo. A successful garage
sale and the help of their three sons make the transitional move from house to condo a relatively easy
one. The successful purchase is made even better with Sally and Sanjay’s attendance at their very
first AGM of the Strata Corporation. As hoped, the pet bylaw amendment to restrict pets is defeated
by a resounding majority.
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NOTES
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