
Our Guide to
Selling A Home

HOSSACK + GRAY
REAL ESTATE



A note from

Kate & Patrick

A home isn’t a perfect home because of its dimensions, features, finishes, or even location. 

In our experience, perfection is just the feeling you get when you walk through the front 
door and instantly start envisioning your life unfolding in the space–and, it is subjective.

Finding this is about more than just real estate; it’s about how you live and, ultimately, your 
goals. In order to devote our full attention to understanding your unique needs and life-
style, we limit the number of clients we work with. We understand you are looking for a 
new home, and hope to be the professionals helping you!

It is incredibly fulfilling to know we get to spend our days helping clients turn to a new 
chapter in their lives. That’s why we work so hard not only to find that perfect home, but to 
manage every last detail of the purchase process for you. From negotiating the terms of sale 
to recommending moving companies, we want to make this easy for you.

This guide contains helpful information for home buyers, including an overview of the 
entire purchase process, answers to frequently asked questions, and fact sheets to help us 
better comprehend the property and neighborhood characteristics that matter most to you.  

Once you’ve had the chance to review this information, we’ll meet to go over the entire 
process and get started. We first prepare an in-depth, customized package of homes for 
you to review, highlighting properties the neighborhood and living criteria you provided.

We can’t wait to get started on finding your next dream home.   

Katherine Gray     Patrick Hossack 
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 Essentials

As your representatives, we gather and submit all the 
required documentation for you, including things like:

• Title search

• Registered strata plan

• Financial statements of the strata corporation

• Property disclosure statement

• Building envelope report

• Strata and AGM minutes for the past two years

• Other legal documentation required for your jurisdiction

• Wash windows, gutters, mailboxes and doors.

• Repair cracked pavement and walkways on your 
property.

• Ensure lawns and gardens are attractive and well 
maintained.

• Sweep the entryway, porch and sidewalks daily.

INTERIOR UPDATES

• One of the fastest and most cost effective ways to 
update a home is with a fresh coat of paint. Repaint 
walls in a neutral colour for consumer appeal.

• Kitchen and bathroom renovations often result in 
a positive return on dollars invested. Consult your 
Realtor® for advice based on your property type and 
neighbourhood.

• Repair all broken appliances, fixtures, lighting and 
hardware, such as dripping faucets and shower heads, 
sticky doors and cracked tiles.

• Steam clean carpets or replace if necessary.

• Keep in mind that cluttered rooms and storage areas 
give the impression that they are much smaller than 
their actual size. Remove clutter from all areas and if 
necessary, put furniture and personal items into off-site 
storage.

• Clean every room thoroughly.

• Remove all items that won’t be included in the sale of 
the home. This includes lighting fixtures or hardware.

CONDO DOCUMENTS
If you are selling a condominium, you will also need to 
prepare the detailed documentation relating to your unit 
and Strata Corporation in advance. Potential buyers and 
investors will likely request them in advance of writing an 
offer, or before removing “subjects” or “conditions” on a 
Contract of Purchase and Sale. 

some cases, major renovations to take place. This will help 
you maximize your financial return and increase the chance 
of it selling faster.

To ensure you prioritize your time and financial resources 
on projects that will maximize the value of your property, 
and avoid “over-improvements” that will do little or nothing 
to improve your home’s value, consider the general 
guidelines below. Hossack + Gray Real Estate can provide 
you with advice on the required updates and repairs specific 
to your property type and neighbourhood.

GENERAL GUIDELINES

• In general, homebuyers and real estate investors seek 
the least expensive property in the best neighbourhood 
they can afford. Repairs and improvements should be 
made so the property shows well and is consistent with 
the neighbouhood’s standards and preferences. At the 
same time, you should minimize capital investments and 
over-improvements that may not be recovered from the 
sale.

• If you have an older property, you may wish to get a 
professional home inspection before putting your home 
on the market. This will help you identify and address 
any major repairs that may be required.

• Unless you are prepared to significantly compromise on 
price, some home repairs are essential. These include 
repairs to broken mechanical and heating systems, 
siding and gutters, broken appliances, major fixtures 
and structural deficiencies such as leaky roofs.

• Cosmetic improvements, including fresh paint and 
landscaping, are quick and affordable ways to help a 
home “show” better and often result in positive returns.

EXTERIOR UPDATES 

• Repair loose siding, damaged roof shingles, leaves, 
gutters and cracked window for your home and garage.

• Secure loose shutters and awnings.

You’ll need to understand unique local market trends 
that impact the fair market value of your property, and 
be aware of marketing fundamentals that maximize the 
return on your investment. It’s also essential that you 
select a skilled and experienced real estate advisor to 
help you with these steps.

Whether you are an experienced real estate investor 
looking to sell a sophisticated and diverse real estate 
portfolio, or someone considering the sale of your family 
home, we can help. Hossack + Gray Real Estate offer 
the highest caliber of service, discretion and marketing, 
regardless of your home’s size, neighbourhood or price 
point. Before you determine the listing price for your 
property and place it on the market, it’s important for 
essential property repairs, cosmetic improvements and in 

Selling a home is one of 
the largest financial transactions 

you will make in a lifetime. 
To maximize the return on your

investment and to help you
navigate what can be a 

complex process, it’s important to
educate yourself on the basics
of the home selling process.

Once your home is listed on the 
market, our team will advise you on 

how showings and open houses fit into 
the marketing and selling strategy.

We’ll work with you to facilitate them, 
and provide feedback on your property 

from prospective buyers so you  
can adjust the price, or presentation, 

of your home if need be.
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  Strategy

Hossack + Gray Real Estate will help you create the ideal 
strategy based on the following factors:

DETERMINE FAIR MARKET VALUE
A decade ago, it may have been acceptable for a property’s 
marketing strategy to be limited to a “For Sale” sign on a 
property, print advertising, local postcard drop-offs, and the 
loading of property details onto the MLS.

COMPARATIVE MARKET ANALYSIS
To calculate the fair market value of your home, Hossack 
+ Gray Real Estate will prepare a Comparative Market 
Analysis (CMA) report summarizing properties in your area 
with similar square footage, construction, age and condition 
that have recently sold or are currently on the market. 
Recent comparable sales and listings are two of the most 
important factors impacting fair market value. Comparable 
listings that expired before they had a chance to sell also 
offer an indication of the fair market value of your property.

Adjustments to your home’s valuation will also be made 
given its location (ex. proximity to parks, waterfront, schools 
and transportation), floor plan, home improvements, 
amenities, parking, storage and other variables.

EXTRAORDINARY HOMES
There are some extraordinary homes and estates that have 
few or no comparables. In these cases, preparing a CMA 
requires specialized expertise that our experienced team 
can provide. If your property falls into this category, please 
connect with us to schedule a complimentary consultation.

LOCAL MARKET INVENTORY AND TRENDS
Other factors that may influence the fair market value of 
your home include whether it’s trending towards a buyers’ 
or sellers’ market, the number of similar homes on the 
market, interest rates and the overall lending climate, 
the average number of days similar properties are on the 
market, and whether similar properties are selling for above 
or below the asking price.

Ensuring your home sells 
at fair market value within a 
reasonable period of time is 

dependent on your pricing strategy.

OTHER FACTORS
Factors such as macro-
economic trends, property 
appraisals or tax assessments 
may have some influence on 
the fair market value of your 
home; however, more often than 
not, this influence may be limited 
or inconsequential. For example, the 
assessed value of your property for tax 
purposes may be significantly higher or 
lower than its value on the real estate market. 
This is because buyers and investors will evaluate 
the value of your home against recent comparable sales 
listings, not against property tax assessments.

One factor that has no influence on your property’s fair 
market value is the price you originally paid for your home. 
Even if you purchased your property recently, the local real 
estate market and the market value of your home may have 
dramatically changed.

PRICE YOUR HOME
Determining your home’s listing price is one of the most 
critical decisions you will make in your sales and marketing 
strategy, and will be done during your consultation with 
Hossack + Gray Real Estate.

Your recommended listing price will take into consideration 
your home’s fair market value, adjustments for unique 
property attributes, neighbourhood market trends and 
appropriate pricing strategies given current market 
conditions. This may include:

• Pricing your home within the range of fair market value, 
slightly above actual sold prices of similar homes, but 
lower than the prices of comparable listings.

• Pricing your home lower than fair market value in an 

attempt to incite a bidding war that 
results in a higher price.

THE RISK OF OVERPRICING
If you overprice your home above its fair market value, 
potential buyers and real estate investors will compare 
it unfavourably against recent comparable sales and 
listings. The risk is that your property will linger on the 
market for longer than what is typical for similar listings, 
stigmatizing it as an undesirable or blatantly over-priced 
property as a result.

Today’s real estate buyers are both local and 
international, looking for homes through traditional and 
digital channels. To get top dollar for your home, it is 
essential that you maximize exposure of your property to 
them.

A decade ago, it may have been acceptable for a 
property’s marketing strategy to be limited to a “For 
Sale” sign on a property, print advertising, local postcard 
drop-offs, and the loading of property details onto the 
MLS.
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  Marketing Plan

To optimize the value of 
your home in the eyes 
of potential buyers and 
investors, it’s important 

to ensure that your home 
is presented in the best 

possible light.

UNRIVALED ONLINE MARKETING
According to the National Association of REALTORS®, close 
to 90% of today’s homebuyers conduct their search online.

Hossack + Gray Real Estate goes above and beyond 
the basic lawn sign and MLS exposure offered by other 
companies. We make a financial commitment to market your 
home through innovative online marketing programs and 
exclusive relationships with global media.

YOUR MARKETING PLAN
In addition to offering basic marketing services available 
through from any real estate company, we can actually 
build a customized marketing plan for your home tailored 
to reach the most relevant and qualified real estate buyers 
using inbound and traditional marketing strategies.

INTERNATIONAL MARKETING FOR EVERY LISTING
Canadian real estate now attracts buyers and investors from 
around the world, and with this global demand comes the 
need for increasingly sophisticated marketing. Our sales 
and marketing program reaches buyers and real estate 
investors from coast to coast, continent to continent.

EXCLUSIVE PRINT ADVERTISING
Even in the Internet age, online marketing is enhanced by 
traditional print marketing that is targeted, focused and 
custom-selected to reach the most relevant buyers.

THE POWER OF OUR BRAND
Our brand is synonymous with quality and prestige and the 
marketing for your home - from professional photography 
to video tours, property brochures and print advertising - 
reflects this tradition of excellence.

MARKETING REPORTS & ACCOUNTABILITY
Using a bespoke digital platform, we provide you with 
a clear and immediate view of the sales and marketing 
activity completed for your home. We commit to regular and 
transparent communication with every single one of our 
clients. From the moment you list your home with Hossack + 
Gray, you will receive regular updates on the results of your 
marketing - from the number of potential buyers who visit 
your open house, to the number of people who view your 
listing online. 

Prior to showings or open houses complete the following 
list (taking into account specific tips from your REALTOR®):

PRE-SHOWING CHECKLIST
Please leave the house during a showing or open house to 
ensure that potential buyers have the chance to evaluate 
and experience the home at their leisure.

PROPERTY INTERIOR

• Ensure that every room is sparkling clean and tidy

• Ensure fixtures and appliances are clean

• Sweep floors and vacuum floor coverings

• Clean window panes

• Remove garbage from all bins

• Clean the kitchen counters, sink and appliances

• Empty the dishwasher and ensure dishes are put away

• Put out clean towels in the kitchen and bathrooms

• Make sure the bathrooms are extra clean

• Remove clutter from counter tops and coffee tables

• Make all beds and tidy up the closets

• Ensure that every room is well-lit

• Open drapes and window coverings to maximize natural 
light during the daytime

• Turn on all lights

• Ensure that every room is well-aired

• Avoid or eliminate offensive odours from pets or cooking

• Keep your home 100% smoke-free when your house is 
on the market

• If weather permits, open the windows 

PROPERTY EXTERIOR

• Ensure entrance, garage and porch areas are clean and 
free of clutter

• Ensure driveways and walkways are clear of toys, 
bicycles, vehicles, garbage cans, snow, ice, etc.

• Cut the lawn, weed and trim the yard, groom flower 
beds, hedges and garden

• Clean the garage/work areas

SECURITY

• Keep money, jewelry, small electronics, personal 
documents and other valuables out of sight and secure.
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  Offers
Close  

the Deal

We can help you 
evaluate and negotiate offers 

from potential buyers, in order 
to protect your legal interests 

and to ensure you are 
optimizing the price and 
conditions surrounding 
the sale of your home.

OFFER DETAILS
The offer you receive will include: the legal name of the 
potential buyer(s), the legal name of the sellers(s), the legal 
civic address of the property, the price the buyer(s offers 
to pay, desired inclusions (items in or around the home 
that the buyer(s) wish to have included in the sale, such 
as appliances, lighting fixtures or window coverings), the 
amount of the buyer’s deposit, desired dates the potential 
buyer(s) would like to take legal and physical possession of 
the home, legal “subjects” or “conditions” upon which the 
contract becomes final (such as home inspection reports or 
financing approval), and the date the offer will expire.

POTENTIAL RESPONSES
You can respond to an offer in one of three ways:

1. Accept as is: your signature finalizes the contract and it 
becomes a binding legal contract.

2. Counter the offer: you may make changes to the 
offer, such as adjustments to the price, closing date 
or conditions. When you do so, the prospective buyer 
may accept, reject or make another counter offer 
in response. Only when one of the parties sign an 

unconditional acceptance of the other party’s 
offer does it become legally binding.

3. Rejection of the offer: you may simply reject the 
offer and the sale will not go through.

OFFER WITHDRAWAL
The buyer(s) can withdraw an offer until the moment 
you accept in writing. If you are evaluating an 
attractive offer, note that timeliness is important.

OFFER ACCEPTANCE
Once both parties come to an agreement, the offer 
is considered “accepted” and they will have a set 
period of time in which to satisfy the legal conditions 
(“subjects”) agreed to in the contract (completing 
a satisfactory home inspection report, securing 
financing, etc.) Only after all subjects/conditions are 
removed do you have a legally binding document.

FIRM OFFER
An offer is considered firm once all subjects have 
been removed by both parties. The subject removal 
period is one week to ten days, or as agreed to in the 
offer.

OFFER NEGOTIATION
Price is only one of many factors to weigh as you 
evaluate and negotiate an offer. Every situation is 
different! While you may be motivated to secure 
the optimal price given current market conditions, 
you may also need to weigh other considerations, 
such as the convenience of the buyers’ desired 
completion, possession and adjustment dates, their 
desired inclusions, the number of subjects/conditions 
attached to the offer, and the amount of the deposit.

We’ll help you assess each incoming offer to 
determine whether it’s right for your needs and 
circumstances.

COMPLETION (CLOSING) DAY
On completion day, legal ownership of your property will 
be transferred to the buyer(s). Your lawyer or notary will 
receive funds for the sale from the buyer’s lawyer or 
notary and your lawyer or notary will provide you with 
a statement of adjustments. This list itemizes all costs 
payable at completion, including legal fees, taxes and other 
completion costs. Finally, funds will be used to discharge 
your mortgage, if applicable, with any remaining proceeds 
transferred to you in the form of a bank draft.

CLOSING COSTS
Closing costs associated with selling a home include 
adjustments, real estate commission, mortgage discharge 
fee, capital gains tax (if applicable) and legal fees.

POSSESSION DAY
On possession day, your team will help you coordinate the 
handing over of keys to the buyer(s).

BACKGROUND RESEARCH
With some investigation, your associate may also be able 
to help assess the potential buyer’s background and 
goals for purchasing a property, which may assist you in 
negotiating a competitive price. For example, a buyer who 
has already sold his/her home and needs to move within 
a certain time frame may be willing to compromise on 
price if they can negotiate a date that coincides with the 
completion of their home sale.

MULTIPLE OFFERS
In high-demand, low-inventory areas, you may find 
yourself in a situation where there are several offers 
for your home. Some sellers in high-demand niche 
markets may also intentionally list their home at a low 
price hoping to stimulate multiple offers. This doesn’t 
necessarily mean the price will be bid up significantly 
over the asking price, but it does mean due diligence will 
be required on your part and that of your REALTOR® to 
ensure you properly assess the strengths and limitations 
of each offer, negotiate strategically to maximize the 
value you are able to get for your property, and to ensure 
you are protecting your legal interests in what may be a 
time-sensitive and complex negotiation process.

The closing or completion day is the day the buyer takes 
legal possession of the property.

PREPARATION
You will need to hire a lawyer or notary to help complete 
the sale. If required, we can provide recommendations 
and provide the lawyer with a signed copy of the contract.

As closing day nears, your REALTOR® and lender will 
monitor the progress of your transaction to ensure 
there are no last minute issues or concerns. You will 
need to arrange to meet with your legal counsel before 
the completion date to review and sign documents. 
Remember to bring photo identification and a personal 
cheque to this meeting to pay for legal costs.
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 Checklist
FAQs

HOW LONG IS YOUR LISTING CONTRACT?

We like to have a min. 3 months listing contract in place 
when selling your home. We do make all our contracts 
cancelable–we understand that sometimes life changes.

CAN I RESTRICT WHEN PEOPLE SEE MY HOME?

Yes of course. We completely understand that having people 
in and out of your home, and keeping it sparkling clean, can 
be a lot of work. We are always happy to work with you to 
make a schedule and ask for 24-hour notice.

DO YOU OFFER REFERENCES FROM PAST CLIENTS?

Yes, we are happy to pass along references from past 
clients, but we have to check and make sure that our client 
is okay sharing their information before doing so.

HOW DOES “FOR SALE BY OWNER” (FSBO) WORK?
Homeowners who try to sell without agent representation 
are usually hoping to save the commission. If you see one, 
and want the advantage of our services, let us contact the 
owner on your behalf and make an appointment. Most of the 
time, a homeowner will work with agents because they are 
introducing a potential buyer for the property (even though 
it isn’t listed).

CAN WE GO BACK THROUGH OUR PROPERTY AGAIN 
ONCE AN OFFER IS MADE, BUT BEFORE THEY TAKE 
POSSESSION?
Usually yes, we just have to notify the seller and schedule a 
convenient time to visit the property once again.

ONCE I ACCEPT AN OFFER, WHAT SHOULD I DO?
Celebrate, and focus on moving into your new home! You’ll 
want to schedule your move, pack your belongings, and 
notify businesses and governing bodies of your address 
change. In this guide, we have put together a simple 
“moving checklist” to act as a guide during this next step.

New telephone number:

New address:

Before moving out, contact the 
following companies and service providers. 

This should help to make your 
transition as seamless as possible.

UTILITIES

 Electric
 Telephone
 Water
 Cable
 Gas

PROFESSIONAL SERVICES

 Broker
 Accountant
 Doctor
 Dentist
 Lawyer

GOVERNMENT

 Canada Revenue Agency
 Post Offices
 Schools
 Libraries
 Veterans Administration

CLUBS

 Health/Fitness
 Country

INSURANCE COMPANIES

 Accidental
 Auto
 Health
 Home
 Life
 Renters 

BUSINESS ACCOUNTS

 Banks
 Cellular Phones
 Department Stores
 Finance/Credit Companies

SUBSCRIPTIONS

 Magazines
 Newspapers

MISCELLANEOUS

 Business Associates
 Houses of worship
 Drugstore
 Dry cleaners
 Hairstylists
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Foreign buyers effective 
February 21, 2018 the foreign buyers’ 
tax was increased from 15% to 20%. 

It’s reach has also been extended outside 
of the Greater Vancouver Regional District, 

to include the Capital Regional District, 
Fraser Valley, Central Okanagan 
and Nanaimo Regional District.

Tax 
Updates

Selling
  Costs

PROPERTY TRANSFER TAX
Homebuyers in BC pay a provincial Property Transfer Tax (PTT) when 
they buy a home. The tax is charged at a rate of 1% on the first $200,000 
of the purchase price, 2% up to and including $2 million, and 3% where 
the price sits between $2 and $3 million. When priced above $3 million, 
a further 2% is due on the remainder.

Qualifying first-time home buyers may be exempt if the purchase price 
of their home sits at $500,000 or less. Proportional exemptions exist for 
homes priced between $500,000 and $525,000, above which there is no 
rebate.

Qualifying buyers of newly-built homes may be exempt if the purchase 
price of their home sits at $750,000 or less. Proportional exemptions 
exist for homes priced between $750,000 and $800,000, above which 
there is no rebate.

GOODS AND SERVICES TAX (GST)
GST applies to REALTOR®, contractor, and inspector fees. 

ADJUSTMENTS
Depending on the “Contract of Purchase and Sale”, a homebuyer will 
likely be required to reimburse the seller for prepaid property taxes if 
all parties agree to extend the time you remain in the home. Lenders 
may also require their buyer to add property tax installments to 
monthly mortgage payments. We suggest speaking about these matters 
further with your lawyer.

LEGAL OR NOTARY PUBLIC FEES
Buyers typically hire a lawyer or notary to assist with 
drafting documents and ensurine the title of the home is 
properly transferred. Likely fees include:

• Title Search for a property, this costs up to $12

• Land Title Registration fee, which is about $75

For more information about land titles, visit the Land Title 
and Survey Authority of BC.

MORTGAGE LIFE INSURANCE
If, or when, an owner passes away, this type of insurance 
pays off the balance owing on their mortgage.

FINAL PAYMENTS
Sellers are responsible for utility payments until the date 
of possession.

UTILITY BILLS & HOOKUPS
A  buyer is typically required to reimburse the seller for 
any prepayments for municipal sewer and water fees.

There will be fees for hydro, gas, water, sewer, cable, and 
phone connections when you move into your new home.

LOCKS
New owners should always have door locks re-keyed. 
Cost will depend on whether the locks are standard or 
electronic.

MOVING FEES
Moving costs vary depending on the distance moved and 
whether professional movers do all of the packing. If you 
hire a company, rates will vary. Shipping costs will vary too, 
and if you’re relocating there will be travel costs involved.

COST OF CLEARING THE PROPERTY TITLE
Discharge fees are charged by encumbrance holders. There 
can also be pre-payment penalties.

You and your REALTOR® agree on a fee for their services 
together. There’s no set fee or commission rate in the real 
estate profession. The services your REALTOR® provides, 
which vary around your needs as a client and on the 
business model they use, will dictate what they are owed.

FEES PAYABLE
The standard Multiple Listing Contract states commission 
is payable on the earlier of the following:

• Completion Date in the Contract of Purchase and Sale

• The actual date on which the sale completes

CONTRACTORS
Homeowners typically want to spruce up their home 
when getting it ready to sell, and this can involve hiring 
landscapers, home stagers, and other experts.

HOME INSPECTION
A seller may want to hire a home inspector to report 
on the condition of the home, including structural and 
moisture problems, electrical and plumbing functionality, 
or insulation. Fees tend to range from $500-$700, 
depending on the size of the home and the complexity of 
the inspection. Some inspectors charge an additional fee on 
older homes, or those with a secondary suite, crawlspace, 
or laneway house.

HOME INSURANCE
Lenders typically require homebuyers with a mortgage to 
buy home insurance. The insurance should be effective on 
the earlier of either the completion date, or the date that 
the balance of funds is placed in trust.

RENT AND SECURITY DEPOSITS
If there is a secondary suite, or a laneway rental, and 
tenancy is to continue, you’ll have to transfer the secuirty 
deposit with accrued interest to the buyer because they’ll 
be responsible for reimbursement when the tenant leaves.
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Contacting these local companies and 

service providers should help to make your 

transition as seamless as possible.

Note: In most cases they offer a 2 hour appointment window 
so you don’t spend your day waiting, but have the following 
information ready:

• Telus account number (also have your account PIN 
and the last 3 digits of your driver’s license or social 
insurance number, or your account PIN and date of 
birth)

• Contact number during your move

• Full address of where you’re moving from and to. For 
rural addresses, please supply the rural civic or legal 
land description and/or the lot block and plan

• Preferred disconnection and connection dates

ALPINE WASTE MANAGEMENT

250.474.5145
alpinerecycling.ca

CRD WATER

250.474.9600

Residents or industries moving into or out of one of a CRD 
Integrated Water Service Areas should contact the Utility 
Billing Division to setup or change a water service account.

When speaking with CRD, advise them of your name, 
telephone number and date of move.

Contact the Utility Billing Division as follows:

Telephone: 250.474.9600

Toll Free: 1.844.815.6132 (ask to speak to Water Billing Staff)

In person: 479 Island Highway (on Old Island Highway, close 
to 6 Mile Road)

CANADA POST

1.866.607.6301
canadapost.ca/mailforward

UPDATE YOUR ADDRESS

addresschange.gov.bc.ca

Utilities 
  Information

BC HYDRO

1.800.224.9376
bchydro.com

If you’re a residential customer, and if you haven’t already, 
sign up online (app.bchydro.com) for MyHydro. If you have 
an existing BC Hydro account, link them to manage it online.

You will need the following:

• Your move-in and move-out dates for each address

• Your new address

• Government Identification

•  Driver’s license number

•  BC identification number

•  Passport number

• Phone number so they can reach you

There is a $12.40 + GST charge for all new accounts and 
moves. This charge will appear on your first BC Hydro bill 
after you move. Accounts may require a security deposit.

FORTIS GAS

1.888.224.2710
fortisbc.com

Ensure your request is submitted at least 2 business days 
in advance of your move. You will need the account holders 
birthdate and one of the following pieces of identification:

• Driver’s License number

• BC Identification number

• Passport number

SHAW COMMUNICATIONS

1.800.512.2862
shaw.ca/moving

Tell Shaw if anything’s changing. If you’re moving to a 
bigger house or need to add services, give them a heads-up. 
In many cases, you’ll be eligible for a great offer.

Tip: Don’t forget your Shaw equipment

• TV boxes such as your Shaw Gateway Whole Home 
HDPVR may be hiding in your electrical room or 
basement

• Internet and phone modems may be out of sight in a 
drawer, cabinet or closet

Tip: Label your Shaw equipment

• Place labels on cable cords so you’ll remember where 
they go

• Coil cables in labelled ziploc bags and tape them to 
corresponding equipment

TELUS

1.866.558.2273
telus.com

Call at least 2 weeks before your moving day and choose 
your preferred installation date.

You can call during these times:

• Monday to Friday 7:30am - 10pm (MST)

• Saturday to Sunday 9am - 9pm (MST)



A little about

Kate & Patrick

Our relationship is based on 30 years of being each other’s strongest support systems, and 
we are grateful that we can transfer this relationship into a business we’re very passionate 
about.

With our combined experience and knowledge base, we are confident we can satisfy any 
client’s needs above and beyond what they would expect from a typical real estate experi-
ence. Our strengths and weaknesses balance each other well, and translate into teamwork 
that can reach all the corners of a real estate transaction.

When Kate first moved to Victoria, and fell in love with the city, she began lightly harass-
ing Patrick to move here too. Having taken the lead on most of the moves they have made, 
Kate... and Patrick has never been far behind in doing the same. Whether it be attending 
university in Nova Scotia, moving to Toronto for their first jobs out of school, or coming 
back to the west coast where they grew up. 

Indeed, Patrick moved to Victoria in 2018 and avidly considers it the best move he’s made. 
Both ended up putting down roots in Victoria and plan to continue building both their fam-
ilies, and the business, amid the real estate community here.

Reach out to either of us today, and we’ll get you moving too.

KATE GRAY  |  250 516 4563

PATRICK HOSSACK  |  778 535 7972



HOSSACK + GRAY
REAL ESTATE
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