
Your Client’s Property has been listed for months and it is not selling 
due to our depressed economy with the Covid-19 Global Pandemic 
making the situation even worse.  

Financial uncertainty, job insecurities, oil prices at a historical low, 
depleted down payment savings, inability to get mortgage approvals, 
investors with tenants requesting rent reductions and breaking leases - 
Buyers simply cannot buy at a time like this.

Everyday vacant is money going down the drain:  mortgage payments, 
condo fees, property taxes, utilities, home insurance.   

Living is an ESSENTIAL NEED.  When Buyers cannot buy, they rent.  
Those currently renting will still need to rent; and the cycle of renters is 
based on “LIFE HAPPENS.”   

For Owners, when their property is vacant with no sales activity with 
only desperate competition lowering their prices to the the point that 
your Client’s property takes a huge loss from what they purchased for 
during good times, consider advising them “Some is Better than None” 
- that means, rent it out for now and have someone help with paying 
their mortgage and other costs.

TOUGH TIMES.  TOUGH SELL.
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ADAPT TO TOUGH TIMES.  
During uncertain and touch economic times.  Waiting for a 
property to sell and having it vacant is not only financially 
stressful; but high risk of having many issues that come with 
a property being vacant.  

Selling a property with an existing Tenant makes your 
property more saleable as an investment property.  Buyers 
who were ready to buy and now on hold will be more 
comfortable and inclined to purchase a property with a tenant 
paying their mortgage until they are ready to move in.   Many 
seasoned Real Estate Investors building their investment 
portfolio actually seize opportunities even at the lowest 
economic downturns and they will choose the properties with 
current investment rental.

A quality tenant will care for your property like your their own 
home and even if you can have your mortgage amount 
covered by rent, and you pay the other expenses, that is still 
better than the entire month(s) of financial loss with all the 
expenses of maintaining a vacant property.  

The benefit of creatively marketing your property For 
Sale/Lease.  offers the possibility that a Tenant may decide to 
purchase the property after calling the property home for a 
period of time.  

Real estate is all about timing and adapting.  
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CONSIDER A SALE/LEASE.



EXAMPLEFOR SALE / LEASE

RATE:  $2200.00/Month**

TERM:  6 Months to Start

INCLUDES:  Heat, Water, 
Electricity*
*Utilities are included with a monthly 
allowance that is based on an averaged 
total for summer and winter months 
within reasonable consumption.  
Exceeded allowance will result in the 
difference to be added on to the 
following month’s rent.   

**Tenant is responsible for snow 
removal and landscaping during the 
lease term. 

Pets Negotiable Subject to approval & one 
time pet fee

LIFE HAPPENS.  Whatever your situation is - whether you are looking for a neighborhood 
change; Relocating to Calgary; Watching the real estate market; Current lease is expiring; 
Blending families;   Want to get your kids into Edgemont’s prestigious schools… 

FOR SALE FOR LEASE
LIST PRICE:  $  568,000

POSSESSION:  Immediate

PROPERTY 
TAXES: $3,659/2018

SIZE:   1,711 Sq.Ft.

UPPER LEVEL Bonus/Flex 
Room

MAIN LEVEL
BEDROOMS:  2 Bedrooms
BATHROOMS:  2 Full Baths

BASEMENT:  
BEDROOMS:  2 Bedrooms
BATHROOMS:  1 Full Bath
WORKSHOP/STORAGE

 FEATURES

Each Office Independently Owned and Operated.  

• Unique Modified Bungalow with 
bonus upper level of additional 
324 sq.ft

• Fully developed basement - 2 
bedrooms, full bath, large 
recreation room & handyman’s 
dream workshop

• Entire home wired with 
speakers

NEW:

• Shingles
• Furnace
• Central Air Conditioning
• Hot Water Heating
• Carpet (above grade)

THIS IS THE HOUSE FOR YOU



SELLING 
OR 

BUYING

IT’S ALL 
ABOUT THE 
NUMBERS



“Will This Property Make a 
Good Rental/Investment 
Property?

REAL PROPERTY MANAGEMENT ACE
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WHAT DO BUYERS 
LOOK FOR?

LOCATION.  CURB APPEAL.  USEABLE SPACE.  BEDROOMS.  PARKING





ALL ABOUT LIFESTYLE
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Thank you for the opportunity to present our Broker's Market Analysis on Unit 504, 128 - 2 Street SW, located in Calgary’s 
most desireable upscale downtown community, known as “Waterfront”.    

We pride ourselves in specializing in selling and leasing Watefront’s real estate; I have sold close to 40 units since the 
launch of the first site of Waterfront in 2010, to the last and final phase of Waterfront in 2019.  My company now property 
manage these 40 units for our clients at Waterfront.  

Waterfront, strategically located right on the Bow River and Calgary’s Lion’s Gate Bridge, in between Eau Claire and 
Chinatown and was considered Calgary’s most successful and highest sale priced per square foot in 2014, the peak of 
Calgary’s Real Estate Market.   

Waterfront consists of 3 Sites, 10 towers, totalling 1002 units.  Waterfront is predominantly owned by Investor-Owners, and 
over 75% occupied by Executive Tenants paying very high rents per square feet.   Unfortunately, with Calgary’s economic 
downtown in the past 3 years, while rents still remain strong compared to many condo projects in downtown Calgary, given 
the state of the economy, Waterfront units have been difficult to sell given it’s high condo fees and the high prices owners 
purchased at the time, currently does not support Calgary’s fragile and stable economy.

Waterfront is an upscale building with a full time on-site building operator and the existing “as is” condition with continuous 
quality tenants and meticulous owners with pride of ownership is exceptional such that repairs or any updates are not 
required for saleability.

Standard marketing time for Waterfront, based on direct sold comparables in the project for the past 12 months,  has 
averaged 68 days, with the longest of 137 days.  However, it is important to note, the DOM, “Days on Market” is based on 
the most recent listing period, but in reality, as shown in our detailed report, the comparable sales history indicate many 
units expired, withdrawn, or terminated and some re-listed two to three times before it actually sold, and a few units have 
never sold, which my company then leases the property with executive tenants to assist owners in waiting out for the resale 
market to improve.   As real estate is “all about timing,” given the time if year, it is considered a less ideal time to sell, with 
obvious factors after the holiday season and new year, weather, and competition.

In summary, our recommended list price would to start listing the unit at $475,000; and expect buyers to offer and “low-ball” 
at a Buyer’s market to expect reductions as low as $50,000 lower than list price.   From my current portfolio, we have 2 
bedroom Waterfront units currently leased out only because even with 2 bedrooms, 2 bathrooms and 2 underground parking 
stalls listed at $425,000 in 2018, and the offers were so low, our client decided leasing was the better option for them and 
decided not to sell yet.

In summary, our marketing strategy is to market the unit within our internal networks, given the exposure we have daily with 
prospect tenants, many whom have the financial ability to buy but just waiting and watching; and buyers whom are referred 
to us from our existing franchised network, relocation companies and investor owners who see Waterfront’s location and 
long-term benefits of it being “prime real estate.”   The demographic of current Waterfront Owners is more than 80% 
Chinese Owners, with the fact that Anthem, the builder had the site assessed by professional Feng Shui specialists when 
the project first launched in 2010, and its proximity to Chinatown, hence Chinese buyers are attracted to this project.   

With the majority of our business is from other realtor referrals, as one of our exclusive marketing strategies,  my business 
realtor partner of 10 years, we created a division to strategically be licensed with different brokerages, one of us to be the 
face of the sales and the other to be the face of the property management division.  

Given the competitiveness of the industry, it is critical outside real estate companies do not feel we are competing but rather 
collaborating with realtors who refer us tenants to fill our client’s investment properties and we make it a mandate to return 
their referred clients, but with our own clients, depending on an owner’s situation and preference, we market many units “For 
Sale/Lease” for prospect buyer’s who want to purchase investment properties with an existing rate of return with 
$1700-$2000/month rents, which make an exceptional investment property with high quality existing tenants paying their 
mortgage.

Thank you for the opportunity to assist; enclosed is our comprehensive market analysis, how we currently market our 
Waterfront properties, and MLS listings for comparable sales and competitive listings.

Sincerely, Romania Leo & Lily Chan

 FULL SERVICE REAL ESTATE


