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T A B L E  O F  C O N T E N T S



C O N T A C T
Congratulations on taking this first step towards buying a home. It's an exciting
time and my hope is that this guide will bring some clarity and peace of mind
during your home buying journey. 

Please don't ever hesitate to contact me at any point of this process. 

I put my career first and my clients take priority above all else. I will work
around the clock to ensure that you are comfortable and confident throughout
all stages of this process. 

You can reach me via email, text or call any time of day. My contact information
below. 

Royal LePage Prime Real Estate

204 688 6265
casey@selling204.ca

300-3025 Portage Ave, Winnipeg MB
R3K 2E2

I started my career as a real estate professional in 2016  in Winnipeg where I was born
and raised. I have always had a passion for real estate and knew a career as a Realtor
would allow me to live and share that passion every single day. My approach as a
Realtor has always been to provide a positive and refreshing sales experience to my
clients by building long lasting relationships through great understanding, extensive
knowledge and exquisite service. 

I have an extensive network of companies and services that I trust to provide you
with excellent service, quality work, at the best prices possible, including but not
limited to: general contractors & tradespeople, mortgage specialists, home
inspectors, insurance brokers, home appliance sales and installation, custom window
coverings.

B I O G R A P H Y



What You Can Expect From Me As Your
Professional Realtor®

As an agent I am under contract to work solely in your best interest. I will ensure
you are an educated seller in all aspects of the home selling process.
Below is a list of what you can expect from me as your professional Realtor®.

ACCURATE HOME EVALUATION | Establishing the right listing price based on a
thorough market analysis.

ADVICE ON YOUR ROLE IN MARKETING YOUR HOME | Recommendations to
optimize your property’s value and appeal may include the use of a home stager
to maximize the beauty of your home or the hiring of a contractor to address
minor deficiencies. 

PROMOTE YOUR HOME TO OTHER REAL ESTATE AGENTS | Ensuring other
agents are aware that your home is on the market and inquire if they could
potentially have a buyer.

SIGNAGE | The for sale will be a permanent  fixture on your lawn during the
course of the listing. Our sign will help to attract potential buyers.

PROACTIVE BUYER PROSPECTING | I will proactively seek out buyers for your
home through social media and using Realtor® databases.

OPEN HOUSES | Open houses will be arranged and held during times convenient
for you. This helps to maximize your home’s exposure to potential buyers.

ADVERTISING/SOCIAL MEDIA | I will create an effective marketing plan to target
buyers for your home. This may include: direct mail, print advertising, website,
and social media such as Facebook and Instagram.

ONGOING COMMUNICATION | Every stage of the sales effort will be
communicated to you on a regular basis. We ask for feedback from every
salesperson who shows your home, and we will fine-tune your listing, if needed, to
ensure maximum appeal.

MARKETING MATERIALS | I pride myself on providing high-quality feature sheets
with professional photos and vibrant descriptions. Your listing will be on MLS. 



STRATEGIES FOR ACHIEVING THE HIGHEST SALE PRICE

It is important to understand that ultimately the market determines the value of your home. That
said, choosing the optimal listing price is a crucial step to maximize your home’s value. For
example, if you price too high, you risk losing potential buyers who think your property is out of
their price range, and inadvertently, you may help your competition sell faster.

Determining the optimal list price is a strategic process that requires extensive knowledge and
research. As your sales representative, I will provide you with an in-depth Comparative Market
Analysis (CMA) to educate you on similar properties that have recently sold in your area. It is equally
important to review similar homes that are currently for sale so that you can assess your
competition. In addition, a strong understanding of local and national housing trends is essential to
arriving at the optimal price.

S T E P  1  - P R I C I N G  Y O U R  H O M E  

Pricing your home right will result in more exposure, more showings, more offers, and
ultimately, the highest price for your home. I am a trained expert and will determine the best
pricing strategy for your home.



A copy of your survey, if available.

A copy of your front door key.

Your most recent annual property tax bill.

The average cost of utilities (hydro, gas, water).

A list of any easements or right of ways.

Receipts and warranties for recent home improvements.

Other relevant information (such as a list of upgrades, copy
of  floor plans, builder plans • and/or model names).

A list of items you would like to include and exclude in the
sale.

S T E P  2  -  L i s t i n g  Y o u r  H o m e  
You will need to gather the following items and information
prior to listing your home for sale 

INFORMATION CHECKLIST

Monthly condo fees and name of Property Manager.

Parking and locker numbers.

Pass key to the building and unit key.

All documents as set out in the condominium checklist
that I will provide (as per the condominium legislation).

A list of all rules, regulations and any restrictions (such as
the condominium’s pet policy).

CONDO CHECKLIST



SCHEDULING
I will schedule showings at the times you are most convenient for you and check with you first
before booking an appointment. I will make sure that all showings are conducted with a licensed
real estate professional present.

THE SHOWING 
You will need to leave the property for each showing approximately 15 min prior to the time
scheduled and you may return approximately one hour later. The home will be left in the
condition it was found, with lights on, locked, secured and the real estate professional will leave a
business card behind as proof they were in the home.

SECURITY
I take great care in ensuring that the key to your home is kept safely and securely in a lockbox
and I am able to monitor when the real estate professionals are going in and out through the
lockbox app. 

FEEDBACK
I will ask for feedback from every person that shows your home and pass it on to you so that you
know where you stand every step of the way. Regular and ongoing communication is an
essential part of a successful and positive sales experience.

S T E P  3  -  S h o w i n g  Y o u r  H o m e  



Trim the lawn and keep it green. A front yard has instant impact and is indicative of the
overall condition of your house.

Clean up your garden. Trim shrubs and weed the flower beds.

Clear your driveway and walkways of any snow or ice to ensure ease of access.

Keep high traffic areas clutter-free such as, entryways, stairs and hallways.

Replace screens if they are damaged

Wash windows and clean window coverings.

Rid the driveway of grease stains/dirt mud etc.

Pick up all pet droppings and debris.

Tidy the garage to show off its size.

Perk up rooms with fresh paint. It’s a great investment that could add dollars to your
home's selling price. Choose light, neutral colours for the greatest appeal.

Consider replacing carpeting if it is worn, dirty, outdated or an unusual colour.

Keep your kitchen clean. Sinks, counters, and doors should be spotless.

Clear closets to make them appear roomier.

Maintain bathroom appeal. Sinks and floors should be clean, loose caulking or grout should
be replaced, and dripping faucets should be fixed.

Add special accents that make your home appear comfortable and inviting.

Clean and brighten your basement to enhance the space.

Maintain your backyard. If you have a pool or hot tub, make sure that it has been cleaned.

It is best to take your pet out with you during the showings. Potential buyers may be
allergic or afraid of pets.

Turn off the television or radio. This will allow potential buyers to get a sense of your home.

Be aware of any odours emanating from cooking, pets or smoking. You may be used to it
but a potential buyer will notice.

Remove excessive or unnecessary furnishings and place them in storage. This will create a
roomier atmosphere and make the space appear larger.

T I P S  T O  E N S U R E  Y O U R  H O M E  I S  S A L E  R E A D Y



While all offers have a purchase price, they will also
include such things as the closing date and other
terms and conditions. 

Conditions could include such things as giving the
buyer time to secure financing or obtain an inspection
of your property by a qualified home inspector. In an
ideal situation, the buyer may make an offer with no
conditions in order to make the offer more attractive
to you.

Naturally, the most important part of the offer is the
price, but you will be walked through all the
components of the offer to ensure you understand
every aspect of the agreement.

This is the exciting part! 

You’ve got an offer — or maybe even multiple offers! 

At this point, you can accept the offer or make a
counter offer. You can be certain that I will negotiate
the best possible price and terms on your behalf.

S T E P  4  -  O f f e r  N e g o t i a t i o n s  



FULFILLING THE CONDITIONS | As mentioned, the Agreement of Purchase &
Sale may contain one or more conditions which must be satisfied before the
accepted offer can become firm and binding. Conditions will have a set period
of time for removal, as outlined in the Agreement. Common examples include:

FINANCING CONDITIONS 
For financing conditions, buyers are often pre-approved. They may simply need
to have the approval applied to your particular property, so the removal of this
condition is typically fairly swift. Sometimes an Appraisal of your property may
be required by the buyer's financial institution.

HOME INSPECTION
If the offer is conditional upon a satisfactory home inspection, the buyers will
request permission for a qualified professional home inspector to spend 2-4
hours thoroughly checking your home. The buyer (and buyer's agent) usually
accompany the inspector. The inspector will provide the buyer with a report,
and if the buyer is satisfied with the report, the condition will be waived. If for
some reason the buyer is not satisfied, the offer would become null and void
and the deposit would be returned to the buyer. This isn’t an ideal situation, but
we will get right back to work to find the right buyer for your home.

Once the conditions are met, the buyer signs a condition removal and the deal
is done. If you’ve completed all these steps, then you are a successful home
seller. 

Congratulations!

S T E P  5  -  A C C E P T A N C E  O F  O F F E R   

Once you’ve accepted an offer, the buyers must provide a deposit cheque to be
held in trust. If the buyer does not waive any conditions, the offer becomes null
and void and the deposit will be returned to them. Once all conditions are met,
the deal becomes “final” and the deposit will be held until closing when it is
applied to the sale proceeds.



SURVEY COSTS 
If you have a current Building Location (Surveyor's Certificate) in your possession and nothing
has changed since it was created, it is typically passed on to the buyer.  You are not obligated
to provide or pay for a new Survey.

LEGAL FEES 
These fees can start at approximately $700.00 plus disbursements. The fee may be higher if
there is a mortgage being discharged. Disbursements are additional expenses and could
include photocopies, courier and registration fees (ie. mortgage discharge).

ADJUSTMENTS
Your lawyer will ensure that  property taxes are adjusted for accordingly. They will also ensure
that the City of Winnipeg Water Utility Bill is paid up to the date of possession so that there
are no charges remaining for the buyer.  You as the seller, are also responsible to take care of
the gas/electrical bills (Manitoba Hydro) up to the date of possession.

MOVING COSTS 
These costs vary based on the location and the amount of possessions being moved. If you are
moving yourself, be sure to factor in the cost of gas, rental vehicles and moving supplies.

COMMISSION
Any deposit money that is being held in trust by the Brokerage is applied to the commission.
Any overage will be paid to the lawyer and if there is a shortfall, your lawyer will pay that to the
Brokerage from the sale proceeds.

S T E P  6  -  C o s t s  I n v o l v e d  i n  S e l l i n g  



S E L L E R  T O  D O ' S  

Get written estimates from at least two moving companies. Then choose a

company and confirm a date and time.

Register your change of address with post office.

Gather together all important documents.

Resign from any clubs or organizations that are not active in your new

community.

Begin packing up the things you won't need to access until you move.

Prepare a list of all the items you want to take with you personally.

Confirm the booking of the moving company.

Begin wrapping breakables.

Everything that should be put in a box should be - boxes should be taped, shut

and stacked.

Begin to dismantle furniture.

Contact insurance company. 

Make sure you have gathered together all the keys for the new owners.

Pack all of the items that you will take with you personally. Mark them "Do not

load."

Lay out plastic sheets to minimize dirt in the house. 

Clean our refrigerator/clean oven.

Clean the home or hire a cleaning company to come in.

Make sure the packers understand all of your directions.

Do a final check for possible forgotten items.

Clearly label and leave the spare keys, and the code for the security system (if

you have one) inside the house.

Read all meters and call in readings.

ONE MONTH BEFORE THE MOVE

ONE WEEK BEFORE THE MOVE 

ONE DAY BEFORE MOVE 

MOVE OUT DAY



I cannot recommend Casey enough. I was so thankful for him throughout the process of selling
our home and buying a new one. I had a lot of questions and he always took the time to
explain things to me thoroughly. He was accommodating, knowledgeable about what he is
doing, helpful, patient and even empathized with me as I struggled through the emotions of
selling our home. His positivity will get you going. You cannot go wrong picking him as your
realtor!
Tee Jay Casimiro

My fiancé and I bought our first house through Casey.  He was extremely thorough and honest
regarding different houses and gave us the best service we could have asked for. Casey knows
what he’s talking about and we highly recommend him! We’re so happy with our house!
Lara Hiebert

Casey is such an amazing person to work with. He was very knowledgeable and helpful during
our new build and when selling our home. We would highly recommend him to anyone
looking to buy or sell a home!
Jason T

Casey went above and beyond to get our previous house sold and made sure we got into a
home we were truly happy in. I highly recommend anyone buying their first home or selling
and buying their dream home to have Casey represent you. You will not be disappointed
Trevor Memka

We had the pleasure of working with Casey when we recently bought a condo. Prior to buying,
he scouted the city for something for us. We saw many place before finding ”the one”. Casey is
a friendly, down to earth and very positive person. He was quick to return our calls and emails
with information we needed. We have and will tell others in the reality market about Casey. We
wish him all the best for the future.
Lynda Graham

T E S T I M O N I A L S



Royal LePage Prime Real Estate

204 688 6265

casey@selling204.ca

300-3025 Portage Ave, Winnipeg MB
R3K 2E2


