


chasers are solid, this is a great
investment for the vendors.
Ensure, however, that you do
obtain a full credit report on the
purchasers to present to the ven-
dors. Encourage them to seek inde-
pendent legal advice, but first, call
their lawyer and explain the deal-
ings.

There are ‘many other
g scenarios when knowing
about mortgages can make
a deal. Discounting mort-

)im- gages can be practical
when rates are high. The
problem with mortgage

one

brokers is that most are just
re freelance underwriters for
~major institutions. Most

Lel‘s I don’t have adequate private
WI- funds and many times pri-
vate funds are needed to

lage make a sale to a new immi-
ﬂﬂy.' grant, a discharged bank-
rupt buyer or the wheeler-

mmmm dealer who cannot prove

~ income.

Mortgage mampulatlon
is becoming a lost art in the sale of
Canadian real estate. As someone
who has been involved in more than
just a few deals inmycm,lcan

it Y ided s ety | weat
further and took the Certified, Real
Estate Finance courses offered by
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the Real Estate Institute of Canada
(www.reic.com) and under the aus-
pices of the University of British
Columbia. The CRF courses have
returned more income than I would
have been able to derive without the
knowledge of mortgages.

Mortgage manipulation is a
skill that all professional Realtors
should acquire.
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ou the board of directors
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