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Your home's best sale
doesn't happen by accident.

Selling well is a sequence of deliberate decisions — when to list, how to price,
what to fix, which offer to take. My job is to make each of those decisions

informed ones, so you keep more of what your home is worth.

With over a decade of experience and more than 700 transactions across
presale and resale markets, | guide sellers throughout Metro Vancouver —
from Vancouver and Burnaby out to Abbotsford and the Fraser Valley — with a

deep specialty in Coquitlam and the Tri-Cities.
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WHAT YOUR HOME IS REALLY WORTH

The market sets vV W
the price. Strategy \I A
decides what you get.

What you paid, what you've spent, and what a

neighbour got last year don't set today's value.

What does:
Recent comparable sales — same home type, /%
same pocket, last 90 days }_ "
4
Active competition — what a buyer can choose =,
instead of yours ﬁy
o
Current demand — days on market, showing traffic,
rate environment
Condition and presentation — the levers you - -
actually control - 3

We price from evidence, not hope — and
position your home to win.
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The first two weeks
decide almost everything.

A new listing gets its strongest attention in the first 10-14
days. Priced right, that window produces showings,
competing interest, and leverage. Priced high "to leave
room," it produces silence — and the price cuts that follow

tell every buyer you're negotiable.

Three ways to position a list price

At market value — the default: credible, attracts
serious buyers. Slightly below — in tighter pockets,
invites competition and can push the final price above
asking. Above market — rarely earns more; usually
costs time and leverage. The right choice depends on
your home, your pocket, and the moment — that's

the analysis we do together.



Each step has a job. Done in order, the sale

Six Steps from dQCiSion to completion stays calm — and in your control.

Strategy & valuation Preparation & presentation Launch & marketing

We walk your home, review comparable Targeted fixes, decluttering, staging MLS® exposure, digital marketing, and agent
sales and current competition, and set the where it pays, and professional networks — timed so your home hits the
pricing and timing plan — before anything photography. We spend where it returns market at full strength, not quietly.

goes public. — and nowhere else.

Showings & feedback Offers & negotiation Subjects to completion

Every showing is data. We read traffic and Price, subjects, deposit, dates, and buyer Subject removal, lawyers or notaries, and
feedback weekly and adjust early — small strength all weighed together — the best possession day — every deadline tracked so
corrections beat big price cuts. offer is the one most likely to complete on the closing stretch stays uneventful.

your terms.



The listing agreement,
in plain language

It's a legal contract between you and the
brokerage — worth understanding line by line
before you sign. We go through it together.

What it covers

List price, start and end dates, the services you'll receive, and the
compensation — all negotiable, all in writing. The marketing plan we
agree on goes into the contract too, so expectations are documented,
not assumed.

Commission, clearly

Compensation is negotiable, stated in the agreement, shared with the
buyer's agent, subject to GST, and paid from the sale proceeds at
completion — not up front. Rates and structures aren't fixed by law
and can vary by brokerage and situation — we'll confirm yours in
writing before you sign. No surprises at the end.

Why MLS® exposure matters

A Multiple Listing agreement puts your home in front of every agent
and buyer in the market — the widest net available. Quieter
arrangements exist (exclusive listings, for privacy or presales), and
we'll choose what fits your situation.

The fine print that matters

Every owner on title signs. A holdover clause protects commission for
buyers introduced during the listing. And all signers must be clear on
term, cancellation, and withdrawal rules — ask me anything before
you sign, that's the job.
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Buyers pay for the home
they can picture living in.

Fix what a buyer's inspector will find anyway

Small repairs handled before listing cost far less than the
same items raised as objections during negotiation.

Declutter, depersonalize, brighten

The highest-return work is usually the cheapest: space, light,
and neutral presentation let buyers imagine their own life in
the rooms.

Photograph it like it matters — because it does

Nearly every buyer meets your home online first. Professional

photos decide whether they book a showing or scroll past.




STEP 5 - READING AN OFFER

The highest number isn't
always the best offer.

An offer that collapses at subject removal costs you your strongest
marketing window. We weigh every offer on the whole package —

and on how likely it is to actually complete.

Subjects ("conditions") Deposit

Financing, inspection, sale of the A strong deposit signals a

buyer's home — fewer and tighter committed buyer with real skin in
means more certainty for you. the deal.

Dates Buyer strength

Completion and possession that fit Pre-approval quality and flexibility
your next move can be worth real tell us how the negotiation will
money. actually go.

Good to know: in BC, buyers of residential resale homes have a
three-business-day rescission period after an accepted offer. We
plan for it — it changes how deposits and timelines are structured,
not the outcome.



How the negotiation

actually plays out

Accepting an offer isn't the finish line — a deal is
only firm once every subject is removed. Here's
the terrain between the two.

Counter offers

Any change you make to an offer legally
replaces it — the buyer is then free to
accept, counter again, or walk. Each
round is a calculated move, so we
counter with intention, watch every
expiry time, and never lose a term
between versions.

While subjects are pending, we keep marketing

An accepted-but-conditional offer quietly takes your home off the
market. Staying visible and inviting backups keeps your leverage

until the deal is firm.

Multiple & backup offers

With several offers on the table, we
compare the whole package of each —
not just price. And if a strong offer
arrives after you've accepted one, it can
be held as a properly structured
backup, so you're protected if the first
buyer falters.

The deposit

Often somewhere around five to ten per
cent — though there's no set rule and it
varies deal to deal — held in the
brokerage's trust account — not handed
to anyone — and credited to the price
at completion. It's the buyer's
commitment made tangible, and its size

and timing are part of the negotiation.

Completion vs. possession

Completion is when money and title change hands; possession is
when the buyer moves in. We negotiate both dates to line up with

your next move — that alignment can be worth real money and

real sanity.



Have it ready
before buyers ask.

Serious buyers — and their lenders — move fast when the
documents are ready. Gathering these up front keeps your deal

from stalling at the worst moment.

The Property Disclosure Statement —
completed carefully and honestly; it protects
you as much as the buyer.

Title search, property tax notice, and any
tenancy agreements if the home is rented.

Form B, two years of minutes, depreciation
report, bylaws, and financials — buyers'
lawyers will read all of it.

Permits, warranties, and receipts for
renovations — documented work is worth
more than remembered work.




KNOW YOUR NUMBERS Before you list, you should know your walk-away
number. We build this estimate together for your

What selling actually costs in BC  c.cisiwaion

Real estate commission + GST Legal & mortgage costs

Covers both the listing and buyer's agent sides, and Lawyer or notary fees for the transfer, plus any mortgage

everything in this guide — strategy, marketing, negotiation. discharge or prepayment penalty — worth confirming with
GST applies to the commission. your lender early.

Adjustments & moving Taxes to ask about

Property tax and utility adjustments to completion Your principal residence is generally exempt from capital

day, plus moving costs and any preparation spend we gains tax, and BC's home-flipping tax can apply to homes
chose deliberately. sold within two years — your accountant confirms what

applies to you.

Every sale is different — costs, taxes, and legal details depend on your property and circumstances. Nothing here is legal, tax, or accounting advice; before
you commit, confirm the specifics with the appropriate professional. I'll help you ask the right questions.



Marketing that reaches
= The buyer for your home is specific. The plan is built to
the I'Ig ht buyer find thein — nitjust to genethe noise. i

Presentation assets Maximum exposure The agent network

Professional photography, floor plans, and video MLS® syndication to every major portal, plus Many sales start agent-to-agent. A decade in
where it helps — the materials that make buyers targeted digital campaigns to buyers searching this market means your listing lands in front of
book showings. your area and price range. the agents whose buyers fit it.

Then we measure: views, showings, and feedback reviewed with you weekly — so decisions about price or presentation are made on

data, early.



However you're selling,
the plan fits your life.

Selling and buying at the same time

The most common — and most stressful — scenario. \We coordinate both
transactions' dates and subjects so you're never caught between two

homes or none.

Downsizing or estate sales

Often decades of life in one home. These sales get patience, discretion,

and help with the practical side — not just the transaction.

Investment properties & presales

Tenanted homes, assignments, and timing around tax rules each have their

own playbook — including BC's notice requirements for tenanted sales.




The four most expensive seller mistakes

Overpricing "to leave room to negotiate"

Buyers compare. An overpriced home helps sell the
competition, burns its launch window, and usually nets less
after the inevitable reductions.

Taking negotiation personally

A low first offer is an opening position, not an insult. Sellers who
negotiate on strategy instead of emotion consistently walk away
with more.

Skipping preparation to save money

Buyers discount for every flaw they see — usually by more
than the fix would have cost. Presentation is an investment, not
an expense.

Ignoring what the market is saying

Two weeks of showings with no offers is information. Acting on
it early keeps you in control; waiting turns a small adjustment
into a big one.



What sellers ask most

When is the best time to list?

Spring and early fall are traditionally busiest, but the best time is when
your home is ready and the local competition is thin. We check both
before choosing a date.

Should | renovate before selling?

Usually no — big renovations rarely return their cost at sale. Targeted
repairs, paint, and presentation almost always do. We decide item
by item.

What if my home doesn't sell?
We diagnose, not guess: price, presentation, or exposure. The weekly

data tells us which lever to pull — and we pull it early, together.

How long will it take to sell?

It varies by pocket and price band. What's consistent: well-priced, well-
presented homes sell faster and closer to asking, in every market.

Do | have to disclose problems?

Known material defects, yes — honestly, on the Property Disclosure
Statement. Full disclosure protects you from the deal coming back on
you later.

Can | sell while tenants live there?
Yes — with proper notice for showings and care around the tenancy

rules. Sometimes waiting for vacancy nets more; we run both scenarios.



CLIENT WORDS

From clients who wanted results

Professional, knowledgeable, and
truly dedicated. Her attention to detail
and expert advice made the entire
process smooth and stress-free.

Preeti Verma

Jaklin was always easy to reach,
very experienced, and always made
sure the client's interest came first.

Arin Ghosh

Attentive to their needs, honest, and
professional. Strongly recommend

her services.

lvy Bos

Rated Top 10% of Greater Vancouver Realtors - 2025 - Top rated on RateMyAgent



YOUR NEXT STEP

Start with a no-obligation
home evaluation.

No pressure, no commitment — just a clear read on what your
home is worth today and what it would take to sell it well. In one

conversation we'll:

m  Walk your home and assess its market position
= Review comparable sales and current competition
= |dentify the preparation that actually pays

= Estimate your net proceeds and map the timeline

CALL OR TEXT EMAIL
(604) 719-5105 info@jaklindalir.com
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Helping buyers and sellers make confident, well-informed

decisions through clarity, strategy, and local market insight.

(604) 719-5105 c info@jaklindalir.com c jaklindalir.com c @jaklindalir

exXp
REALTY

Jaklin Dalir is a licensed real estate professional with eXp Realty - 1500 — 701 West
Georgia Street, Vancouver, BC
This is not an offer for sale. Not intended to induce or breach an existing agency
agreement.
Nothing in this guide is legal or tax advice — always confirm specifics with your lawyer,
notary, or accountant.



