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COATES NEIGHBOURHOOD
MARKET REPORT by Sheri Paoletti,
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Government Policy Influencing Consumers
The Toronto Real Estate Board reported
92,394 sales through TREB’s MLS® System
in 2017. This total was down 18.3%
compared to the record set in 2016.
Record sales in Q1 were followed by a
decline in Q2 and Q3 after the Ontario Fair
Housing Plan (FHP) was announced. The
pace of sales picked up in Q4, as the impact

GTA Resale Home Sales
2016

of the FHP started to wane.
Much of the sales volatility in 2017 was
brought about by government policy
decisions. Looking forward, government
policy could continue to influence consumer
behavior in 2018, as changes to federal
mortgage lending guidelines come into effect.
The average selling price for 2017 as a
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whole was $822,681, up 12.7% compared
to 2016. This annual growth was driven more
so by extremely tight market conditions
during the first four months of the year. In
the latter two-thirds of 2017, fewer sales
combined with increased listings resulted in
slower price growth.
(Source: Toronto Real Estate Board)

GTA Average Prices 2016

14,000

.

d ent Ave.

N

Your Community Real Estate Resource!

d.
S

APR

MAY
MA
AY

20172016

JU
JUN
N

JUL
JUL

AU
AUG
G

SEP

OCT

2017

NOV

D
DEC
EC

What Happens At An Open House For Your Property?
If you list your home for sale, then,
depending on a number of factors, an
Open House may be recommended to
help generate more interest. You’ve
probably attended a few Open Houses as
a buyer, but you may be wondering what
the experience is like on the other side –
as the seller.
The first thing we will do is agree on a
date and timeframe for the Open House.
For example, Saturday, 2pm to 4pm. This

is usually done at least a week in advance.
Next, you’ll want to prepare your
property for the event. This typically
means making everything clean and tidy,
while eliminating as much clutter as
possible.
Behind the scenes, as your REALTOR®,
I will promote the Open House. That
might include advertising, strategically
placing signs nearby, and inviting the
buyers I know who are looking for a

home like yours.
During the Open House, it’s best to let
me play host. You can use the time to visit
friends or take your family out to a movie.
If you have pets, consider having someone
look after them for those few hours.
To find out about everything else I do
to make an Open House a big success,
contact me today.

Is it time for a better fit?

Market Activity Report:

We eventually outgrow everything: cars, clothes,
even jobs. So if you think you might be outgrowing
your home and need something that’s a better fit,
give me a call. I’m here to help.

Milton, including Coates Neighbourhood
Month:
Dec. 2017
Total Listings:
278
Total Sales:
114
Average Price:
$688,427
Average Days on Market:
24
Average % of List:
98%
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COATES NEIGHBOURHOOD
COMMUNITY CORNER
As you may know, I am a REALTOR® who lives and specializes in this neighbourhood. That means I know
a lot about the local market, and what’s involved in selling a home here – for the best price.
So if you ever have questions, give me a call.
One question homeowners often ask me is, “What do you think our property is worth?” If you’re wondering that too,
I can look at your property and give you a good idea of what it’s worth, based on recent sales in the area and my own expertise.
Call me anytime.
All the best,

Sheri Paoletti
Your Neighbour & Realtor

Will A Low Price Sell Your Home Faster?
When the owner of an electronics store
wants to drum up more business, he puts
items on sale. There’s nothing like
advertising “50% off LED Televisions!” to
bring in the crowds. So, it’s reasonable to
wonder whether the same tactics apply to
selling a home. If your list price is really,
really low, will your property sell faster?
The simple answer is: probably.
For example, if you set the list price

20% lower than what similar properties in
the neighbourhood have sold for recently,
you’re going to attract a flurry of buyers. No
doubt about it.
Unfortunately, it’s also likely you’ll end
up selling for far less than you could have,
even if you get multiple offers.
A far better approach is to price your
home strategically. That means setting a
price that attracts plenty of qualified

buyers, yet maximizes the money you
eventually get for your property.
So, when it comes to deciding on a list
price, don’t think “High? Or low?”, instead
think strategically.
By the way, because I specialize in this
neighbourhood, I know exactly how to price
homes so they sell for the highest price in
the shortest time. Call me!

Do You Know What Your House Is Really Worth?
Call today for a complimentary,
no obligation Real Estate Check-Up.
Cars get tune-ups, furnaces get maintenance and you see your doctor
and dentist at least once a year, but did you know that your real estate
investment needs a periodic check-up too?
Your home is probably one of your largest assets. That’s why it’s important
for you to keep up-to-date on market trends in your immediate area.

Don’t wait until the last minute – call today and we’ll review:
• The current resale value of your house.
• Helpful hints on improving the value of your house.
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