
" I invite you on a journey 

filled with serenity, guiding 

you towards your dream 

home through well-planned 

tactics and strategies that 

only the wisdom that 24 

years of real estate can 

provide."

B UYER'S GUIDE

THE IDEAL JOURNEY TOWARDS THE PROPERTY OF

your dreams!

J ENNIFER SMITH
REAL ESTATE BROKER



J ennifer Smith – Real Estate Broker

Jennifer Smith approaches real estate with a refined, people-first philosophy rooted in 

understanding, trust, and exceptional client care.

With a degree in Criminology and Anthropology, Jennifer developed a deep appreciation for the 

complexities of human relationships and the unique dynamics that shape communities.

Although her career did not follow a traditional path within those fields, the insight 

they provid continues to influence the way she connects with people and 

understands the importance of thoughtful guidance during significant life decisions.

Her professional journey led her through multidisciplinary roles in customer 

service, where she built a reputation for creating meaningful client experiences. 

Those years strengthened her ability to listen attentively, communicate with 

clarity, and anticipate the needs of individuals from diverse backgrounds.

Today, Jennifer brings that same intentional approach to the real estate industry, 

where she believes that every transaction should be handled with care, 

professionalism, and a deep respect for the client’s journey.

For Jennifer, real estate is about far more than buying or selling property 

—it is about cultivating trust and delivering a seamless experience from 

beginning to end. She collaborates with a carefully selected network of 

professionals, including industry experts, who share her commitment
to excellence and who are known for their expertise, integrity, and 

dedication to serving clients at the highest level.

Her mission is to ensure that every client feels confident, 

informed, and exceptionally supported before, during, and long 

after the transaction is complete.

Guided by professionalism, discretion, and genuine care, 
Jennifer is dedicated to delivering areal estate experience that 

is both elevated and personal—one that reflects the significance 

of the moments her clients are navigating.

"For me, real estate is about far more than buying or selling 

property—it is about cultivating trust and delivering a seamless 

experience from beginning to end." 
Jennifer Smith

BIO
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The following questionnaire allows you to clarify and specify what is important to you about your dream 

home.  Take the time to go over all questions as some of them may respond to certain aspects you may not 

have thought about at the onset.  Once completed, I will review your answers and have an optimal sense of 

what you expect while allow me to tailor my services in a more personalized fashion.

Indicate name of Buyer 1:  ___________________________________ 

WHO'S INVOLVED?

Indicate name of Buyer 2:  ___________________________________ 

Are there other persons who will be buyers? No Yes If yes, indicate names:  ______________________________________ 

                                         ______________________________________ 
What are their relationships to Buyer 1? 

buyer 2

buyer 3

buyer 4

spouse family friend  other 

Who will be moving with you? children If yes, indicate name:  ______________________________________ Age

                          name:  ______________________________________ Age

                          name:  ______________________________________ Age

                          name:  ______________________________________ Age

                          name:  ______________________________________ Age

pets

parents

other

What is your present legal status?

buyer 1

buyer 2

buyer 3

canadian 

citizen

permanent 

resident

landed 

immigrant

buyer 4

foreign 

investor

work or 

student visa
other

Do you have a 

social ins #?

Y N 

Y N 

Y N 

Y N 

What is your present work status?

buyer 1

buyer 2

buyer 3

salaried self 

employed

retired

buyer 4

corporation investor other
# of years in 

work status?

yrs

yrs

yrs

yrs

What income bracket do you fall into? 

buyer 1 

buyer 2 

buyer 3 

less 25K 25K-50K 50K-100K

buyer 4

100K-150K 150K-200K 200K +
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BUYER'S GUIDE

T HE DREAM DIAGNOSTICS

This section briefly deals with past or present experiences. Certain buyers are new and others have a few 

transactions under their belt. In order to best propose an optimal buying strategy, please share with me your 

present or past experiences.

HISTORY AND CLARITY

Have you been LOOKING for property lately?

NO YES

in last wek

YES

in last month

YES in last 

3 months

YES for over 

3 months

Have you VISITED homes for sale lately?

Have you made an OFFER on a property lately?

Are you in contact or contract with a broker presently?

NO YES

Have you ever had a negative experience with a 

broker before?

Dreaming of a new home stems from the desire of a new lifestyle and your imagination. Here, my goal is to 

capture that dream in detail prior to launching you and your loved ones into this new venture. This section 

allows me to pinpoint with accuracy the type of property, location and area services that best suit your 

needs and wants.

W hat is causing you to want to move?

NEED MORE 

SPACE

NEED LESS 

SPACE

JOB 

TRANSFER

SEPARATION

DIVORCE
RETIREMENT

FIRST

 HOME
OTHER

What type of property are you looking for?

SINGLE 

FAMILY
CONDO PLEX LAND

SECOND 

PROPERTY

NEW 

CONSTRUCTION
OTHER

How many rooms or spaces do you need 

in the following features? 

(indicate quantity, i.e. 0, 1, 2, 4 ...)

BEDROOMS BATHROOMS GARAGES
PARKING

SPACES
OTHER

Which of the following feathers are a 

MUST HAVE in your next property?

HEATPUMP
AIR

CONDITIONING

CENTRAL 

VACUUM
FIREPLACE

AIR

EXCHANGER
POOL INTERNET

HANDICAP 

ACCESS

FINISHED

BASEMENT
BACHELOR

ENSUITE 

BATHROOM

WANT A 

TURN-KEY

DECOR

ONLY

MINOR RENOS 

ARE OK

OTHER OTHER

How comfortable are you with 

renovations?

WANT A 

FIXER UPPER
WANT A FLIP

Which of the following 

NEIGHBORHOOD SERVICES are a must 

have in your next destination?

DAYCARE
ELEMENTARY

SCHOOL

HIGH 

SCHOOL
CEGEP

PUBLIC 

TRANSPORT
PARK

MEDICAL CTR 

HOSPITAL

SHOPPING
SPORTS 

FACILITIES

SPORTS 

CLUBS

BICYCLE

PATHS

AIRPORT VET
PLACE OF 

WORSHIP
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CLOSE TO 

FAMILY

CLOSE TO 

WORK

CLOSE TO 

RESTAURANTS
I ndicate here elements you 

NEED  PROXIMITY to at your next 

destination.

CLOSE TO 

HIGHWAYS

CLOSE TO 

CITY

Do you need to sell an existing property 

in order to purchase the next one?

NO

CLOSE TO 

NIGHTLIFE

CLOSE TO 

FRIENDS

CLOSE TO 

LAKE

MAY GET 

TRANSFERED

KIDS TO 

COME

RETIRING

SOON
Indicate here what may be 

expected in the near future.

MEDICAL 

ASSISTANCE

KIDS TO 

LEAVE

PARENTS 

MOVING IN
JOB LOSS

NO CHANGE 

ANTICIPATED

Please answer some important questions that will affect your purchasing power. My goal here is to minimize 

your costs of acquiring your next home and maximize your purchasing power by analyzing your situation.

YES

What type of property?

PRINCIPAL 

RESIDENCE

COTTAGE OR 

2ND HOUSE

INVESTMENT 

PROPERTY
OTHER

Is property on the market?

How is it being marketed?

Y N

LISTED WITH 

BROKER
PRIVATELY

COURT 

ORDER
DUPROPRIO

What is the present status?

NO OFFERS 

TO DATE

IN 

NEGOTIATIONS

SOLD WITH 

CONDITIONS

WAITING TO 

SIGN DEAL

What MONTHLY budget are you 

comfortable with to carry the property

(mortgage + taxes) + condo fees if applicable

$1000 OR 

LESS

$1000 

TO $1500

$1500 

TO $2000

$2000 

TO $2500

$2500 

TO $3000

$3000 

TO $3500

$3500 

TO $4000
 $4000 +

What PRICE RANGE  are you 

comfortable paying for the property?

$300K OR 

LESS

$300K 

TO $400K

$400K 

TO $500K

$500K 

TO $600K

$600K 

TO $700K

$700K 

TO $800K

$800K 

TO $1MM

$1MM +

What proportion of CASH DOWN are 

you comfortable to apply on the price?

LESS THAN 

20%

MORE THAN 

 20%

ALL CASH 

100%

What SOURCES will you want to draw 

from for your cash down?  

LIQUID

CASH

CASHABLE 

INVESTMENTS
DONATION INHERITANCE RRSP 

EQUITY FROM 

PROPERTY
OTHER

Thank you so much for responding to this survey. Just a few final questions to allow us to set up the next 

steps to get you closer to that dream...

What is your target MOVING DATE?

Are you familiar with the 

 Brokerage Contract to Purchase?

NO YES

Which virtual teleconferencing platform 

do you prefer using? 

ZOOM MEETS FACETIME HANGOUTS OTHER NONE
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As rules and governance 

change in our industry, buyers 

now have the privilege of 

legal representation through 

the Purchase Brokerage 

Contract, a new way to 

ensure your rights are 

protected just as much as 

those of the seller.

MAKING AN OFFER IN THE BEST POSITION

S hould I contact my bank or a 

mortgage broker? I'll explain 

in detail the advantages and 

disadvantages of focusing 

solely on finding the best 

interest rate...

A signed contract between us 

means I can initiate a process 

that connects you to the 

market. My systems allow me 

to ensure that all listings that 

meet your requirements are 

forwarded to you before they 

appear on public websites! 

You'll have priority over them 

before anyone else even 

realizes it.

Visiting a house is much more 

than just a walk-through. 

While you focus on the 

aspects and features, I'll be 

looking at the less obvious 

elements ... This means I pay 

particular attention to safety, 

health, and structural 

elements.

From the purchase agreement 

to the special clauses you need 

to include, I will guide you step 

by step through all the forms 

required to make offers and 

negotiate on your behalf to 

exclusively represent your best 

interests under the law.

HIRING ME AS YOUR 
BROKER

FINANCIAL 
OPTIMIZATION

MARKET 
ACCESSIBILITY01 02 03

OUR ROLES WHEN 
VISITING04 PRESENTING YOUR 

OFFER TO SELLERS05

the 5 pillars of planning
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W hat the banks will need

G etting well prepared means having your financials in place at the onset.  By doing so, you increase 

your ability to demonstrate to sellers that you are go to go on your promise to purchase and that your 

due diligence is in place, reducing their fears and perceiving you as the better buyer for their home.

N otices of assessment from both gov'ts for last 2 or 3 years

Pay stubs

T4 slips

Assets and investments 

Loans and credit balances 

Letter of employment 

Your lease*

Credit score 

A copy of your accepted final offer on a property sale for equity

Marital status*

The inspection report on the purchased home 

A copy of the entire offer with amendments 

A copy of the listing

Liquidity (cash down sourced from savings in Canada) 

RRSP (must be cashable at time of notary)

Donation letters*

Funds to cover the Welcome Tax

Funds to reimburse the seller on prepaid taxes 

Notary fees

Moving costs

* if applicable (may vary from institution to institution)

Here is a checklist of documents your bank or mortgage broker will need to process your file for a 

mortgage approval:  I recommend that all PART A documents be sent at the onset in order to feed 

your pre-qualification file.  This will give you a better position during negotiations as we can reduce 

the lead time on the mortgage approval delays.

What you will need money wise

financial expectations

f or pre-qualification:

for mortgage approval: (Marc handles this for you!)

The name and coordinates of your notary
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being opportunistic

P eople who are curious about home prices often end up on search engines such as Centris.ca or Realtor.com.  Many spend hours looking, 

entering their parameters and hoping to land on something interesting, simply to find out offers are already submitted on the property or at 

worst already sold.  The difference between the public access and my access to market listings is OPPORTUNITIES.

H ere is what I provide for you during the search process:

1. YOUR OWN CUSTOMIZED SEARCH PORTAL

Your portal provides you with automated advisories each and every time a listing, that fits your 

parameters, is uploaded on the system the second they press Enter!  You can send me notes on each 

one and together we can react to the best ones to book a visit.

You can sift through them daily and pic favorites, maybes and trash those you don't like.  Each day a 

new listing pops in, you get notified!

2. ALL PERTINENT DOCUMENTS ON THE PROPERTY MADE AVAILABLE BY THE LISTING BROKER 

Such as the Sellers' Declarations, certificate of location and many others to consider before visiting.
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let's go see it!

N OW COMES THE TIME TO SHARE PERSPECTIVES...

W hile you enjoy visiting homes and navigating througout the rooms and the land, my job is 

not to present the obvious ...  In fact, as we do our walkthrough, you may see me drift 

elsewhere for a few minutes as you continue to consider how the property meets your 

desired lifestyle.  Here's what I look for on your behalf:

S IGNS OF HEALTH RELATED ISSUES

C ertain issues may not be obvious at first glance, especially when 

visiting a nice home for the first time.  What I scan for are signs 

like mold, potential asbestos contained materials, lack of 

ventilation in certain high humidity rooms and the like.

You may reach your 
destination faster than 
you think...

SAFETY RELATED ISSUES

Issues such as loose or short deck rails, uneven steps, missing 

handrails and potential fire hazards are just a few of the things I 

look for and note as potential considerations and check to see if 

disclosed by the seller.  Children and the elderly are most 

vulnerable to these issues.

STRUCTURAL ISSUES

From the chimney to the foundation, I seek to find issues such as 

cracks, effervessence, uneveness and other signs that may be causes 

of structural weaknesses.  We then cross reference my notes with the 

Seller's Declarations and make sure that your inspector goes through 

all our points during inspection time.
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Understanding
the offer to purchase

U sing a marker, identify the sections of the offer 

that raise questions for you so that we can review 

them thoroughly together.

P AGE 1

This page is for identifying the 

parties.

Up to 4 different buyers can be 

listed here.

Although some personal 

information is requested, only 

your name and address suffice.
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Understanding the 
offer to purchase...

P AGE 2 - Section 2

Here, I am identified as your intermediary by my 

name and license number.

- Section 3 relates to the legal description of the 

property in question.

- Section 4 relates to the price and deposit of the 

offer, as well as the preferred method for paying said 

deposit.

PAGE 3 - Section 5

This section defines the financial structure of the 

offer.

From the deposit offered to demonstrate your 

financial stability to the seller to the type of financing 

you are proposing.

In Section 6, if your choice in 5.3 is to obtain approval 

for a new mortgage, the terms of this condition are 

detailed, along with the proposed timelines.

Section 7 reminds the seller of the date of your last 

visit and the fact that you declared yourself satisfied, 

despite your right to a building inspection mentioned 

in Section 8.

Also, in 7.2, it is noted that you are legally represented 

under a brokerage agreement.
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P AGE 4

- Continuation of Section 7

- Section 8 details the parameters of the building 

inspection condition, the proposed timelines, and the 

necessary notices to the seller.

- Section 9 defines the documents you wish to review 

to your satisfaction before proceeding with the final 

offer.

- Section 10 relates to the seller's basic disclosures 

beyond those included in the "Seller's Disclosures" 

form attached to their registration.

PAGE 5 -

This page details the seller's various responsibilities 

regarding the delivery of the property and relevant 

documents, in addition to those mentioned in 

section 9.

- 10.4 states that the seller is responsible for ensuring 

that no legal encumbrances remain on the property 

at the time of the sale at the notary's office and that 

they are responsible for the costs of removing them.

- 10.5 If a defect or irregularity is observed by the seller 

between the finalization of your offer and the date of 

signing at the notary's office, this section outlines the 

notification process to you.

- 10.6 stipulates that if the seller's spouse is not a legal 

co-owner of the property, they must still give their 

consent to the sale.

- 10.7 addresses damages in the event that the seller 

withdraws from the sale. In such a case, 

your                        insurance protects you!
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P age 6 defines the following contractual obligations:

11.1 - The date on which the deed is signed at the 

notary's office. This date can remain flexible 

depending on the availability of the parties and the 

notary you choose.

11.2 - Occupancy of the premises generally takes place 

after the signing date, at least 72 hours later, to allow 

the seller to receive their funds following the 

registration of the deed with the Quebec land 

registry.

11.3 - Indicates the date on which tax and other 

adjustments will be made.

11.4 - Indicates to whom my commission should be 

paid.

11.5 - Indicates the inclusions in the sale.

Page 7 defines the following contractual obligations:

11.6 - Exclusions stipulated by the seller.

11.7 - Lease agreements used by the seller that you 

assume responsibility for upon taking possession of 

the premises.

11.8 - Goods and services used by the seller that you 

assume responsibility for upon taking possession of 

the premises.

12.1 - Any other statements and conditions made by 

the seller or by you as the buyer.
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PAGE 9

  

O n page 8, we find the continuation of section 12.1 for 

adding any additional conditions.

Section 13 allows us to add any relevant appendices 

to your purchase that would form an integral part of 

your offer.

14.1 - This section is used strategically and informs the 

seller of the proposed deadline for accepting your 

purchase offer. However, if the seller is considering a 

counter-offer, they are not required to respond within 

this timeframe.

Finally, page 9 details the signatures of the parties 

and the responses submitted by the seller.

A section for the spouse and their consent to the sale 

is also included.

CO-OWNERSHIP:

Please note that the purchase agreement for a 

condominium differs slightly, although the general 

principles are essentially the same.

I will strategically guide you through understanding 

the contracts so that you are fully informed!
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getting the deal done!

P RESENTING OFFERS

W ith today's technologies and 

communication streams, the days of old 

where agents had to meet sellers face to face 

to present offers is history.

Most listing brokers now demand that all 

offers be sent to them via email for them only 

to present them to their sellers.

In order to optimize your chances of success, I 

attach key documents to your offer, namely:

* Your mortgage pre-qualification letter or 

certificate, and

* Your buyer profile.  This profile enhances the 

sellers' perception of you the buyer and highly 

influences the direction as to whom they want 

to deal with, especially when more than one 

offer is presented to them.

I do what is needed to enhance your chances 

of winning and acquiring that dream home!
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W W W . J E N N I F E R S M I T H . C O M

I  H AV E  T H E  C O N TA C T S  T O  S U P P O R T  Y O U 

I N  Y O U R  T R A N S A C T I O N

Different types of trades people are often required in the due diligence of offers.  Once accepted agreements 

are made, certain issues may arise which call for experts to assess and provide quotes or opinions.

My network of contacts, tested and tried, are at your disposal to ensure you received the best trade support.

H V A C

L A B  T E S T S E L E C T R I C I A N S M A C O N S R O O F E R S D E C O N T A M I N A T I O NI N S P E C T O R S 

P L U M B E R S N O T A R Y 

M O R T G A G E

B R O K E R S
M O V E R S

A N D  O N C E  Y O U  B E C O M E  O W N E R  -  M Y  N E T W O R K  G O E S  F U R T H E R  F O R  Y O U

Let me refer you to the best people in your neighborhood!

R E N O V A T O R S D E S I G N E R S P O O L  S E R V I C E S S M A R T  H O M E S N O W  R E M O V A L 

F O U N D A T I O N S

L A N D S C A P I N G

P A I N T E R S F E N C E S - D E C K S F I R E P L A C E S 
W I N D O W S - D O O R S A N D  M O R E !F L O O R S 

my support network
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Y ou have an accepted final offer on your dream home

O nce we secure an accepted offer, it is sent to the acting notary 

who takes over from me in his or her official capacity as a title 

attorney.

In the meantime, I provide you with important checklists and 

reminders as to the actions to undertake to make sure your 

purchase and subsequent move proceed smoothly.

start packing!
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G ETTING YOU TO THE

A n accepted offer is no guarantee of a 

sale ... Diligent monitoring on my part 

during the waiting period requires me to 

ensure that the listing broker remains 

diligent in fulfilling their responsibilities.

L ET'S GO SIGN!

I will be present at the notary's office to 

assist you and ensure that all financial 

adjustments, fees, and refunds are properly 

processed. In addition, I will ensure that the 

offer is properly reflected in your deed of 

sale.

READY FOR THE MOVE

I will provide you with the appropriate 

checklists and tasks to help you coordinate 

all your information transfers to your new 

location and the closing of your accounts 

from your current residence.

MY FAREWELL VISIT

On moving day, I will come by to greet you 

and check that your move is going as 

planned. I will note any potential issues 

regarding the condition of your new 

property and the items included in your 

purchase, making sure you receive your 

Tranquilli-T certificate.

finish line!
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w ww.jennifersmith.com

514.555.1212

j ennsmith@gmail.com

https://www.marcdessureault.com/
mailto:m.dessureault@remax-quebec.com
mailto:m.dessureault@remax-quebec.com

