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Land for
homes
doubles
in value

MARIOTONEGUZZI
CALGARYHERALD

T
he total dollar vol-
ume for residential
land transactions in
Calgary ballooned
to $712 million in

2007, more than doubling
what it was two years ago.
Data compiled by RealNet

Canada Inc. shows residen-
tial land sales in Calgary have
been on a steep rise since 2001
when they totalled $136 mil-
lion, but they began to soar in
2005 when they reached $350
million and then went to $572
million in 2006.
“When we’ve talked in the

past about anticipated de-
crease in housing with costs,
it’s not on the horizon because
the land that developers are
buying which they’re going to
pass through to builders is a
lot more,” said Deep Shergill,
president of the Canadian
Home Builders’ Association
for theCalgary region.
“The land has consistently

gone up in price around
Calgary . . . Our lot prices as
builders are going up. So our
lot prices are reflecting what’s
happening to land prices.”
Shergill saidmanyof the land

deals were likely made and
closed before things levelled
off in the housingmarket in the
Calgary region. “I do know that
developers that have pur-
chased land even this year are
still payingmore than theypaid
theyear before,” he said.
“The basic thing is there is a

shortage of land either per-
ceived or otherwise. The rea-
son I say perceived or other-
wise is that it really depends
on which way the city is going
to grow. Where the develop-
ment permits may be available
. . . If you’re buying land in an

existing area where an area
structure plan has already
been done, then you’re basi-
cally just buying a small piece
to develop. That is available,
but that’s at a higher price ob-
viously because there’s not
very much land that you can
bring on fairly quickly.”
And because of that, Shergill

said, it’s not likely to see lot
prices going down any time
soon. He said there remains a
huge demand for single-family
homes in themarket.
“A lot of people are waiting

to see if prices are going to sta-
bilize or if they are going to
come down. There’s always
the outside chance, but the re-
ality is that I don’t think the
prices have reallymoved in the
past fewmonths,” said Shergill.
“The demand is there, but sup-
ply is very limited.”
The years 2006 and 2007 in

particular experienced high
levels of new residential con-
struction throughout the city,
said Lai Sing Louie, senior
market analyst in Calgary for
Canada Mortgage and
HousingCorp.
“Prices escalated quite dra-

matically for land,” he said. “At
one period in 2006, the land
component of (Statistics
Canada’s) New Housing Price
Index indicated that people
were paying 50 per cent more
for land than they were a year
previous and that went on for
a period of time.”
In the most recent data by

Statistics Canada, the federal
agency said new house prices
in the Calgary Census Metro-
politan Area grew by 5.6 per
cent between January 2007
and January 2008. In 2006, the
rate of newhome price growth
in the Calgary region peaked
with a stunning 60.6 per cent
year-over-year hike inAugust.
The Calgary CMA includes

the city, Airdrie, theMunicipal
District of Rocky View,
Chestermere, Cochrane, Irri-
cana, Beiseker andCrossfield.
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Grilled chicken
putsKFCto test
FAST FOOD •CanKentucky
FriedChicken translate its
fried chicken success into
grilled chicken success? The
chicken chainwill soon find
out.
KKFFCCCCoorrpp., a unit of Yum

Brands Inc. that is known for
its selection ofOriginal
Recipe and Extra Crispy fried
chicken, saidMonday that it
is testing KentuckyGrilled
Chicken in a bid to add non-
fried foods to itsmenu.
The newgrilled chicken is

being tested in Indianapolis,
Colorado Springs, SanDiego,
OklahomaCity, Jacksonville,
Fla., andAustin, Texas,with a
U.S.-wide roll-out expected
for early 2009.
“This great tasting product

will help KFC continue to
evolve and increase our rele-
vance among consumers
looking for non-friedmenu
options,” saidGreggDedrick,
president of KFC, in a state-
ment.
A slowingU.S. economyhas

taken a toll on domestic re-
sults atmany fast food chains
as people are spending less
money eating at restaurants.

Strengthening
U.S. dollar
sends oil

briefly below
$100 a barrel
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Huge demand
will keep lot
prices sizzling

Ted Jacob, CalgaryHerald
Oilexco Inc.CEOArthurMillhollandpausesonthestepsofaBombardierChallenger605.The
corporate jetdepartedCalgaryonMondayonthe inaugural flight for its firstCanadiancustomer.

High-flyingFlexjet
makesCalgarydebut

JONHARDING
CALGARYHERALD

Bombardier’s newest, most
expensive corporate jet
departed Calgary Inter-

national Airport on Monday
on an inaugural flight for its
first Canadian customer, yet
another sign the oilpatch is
rolling despite turbulent times
shaking other North American
business sectors.
In a move that echoes the re-

cent arrival of luxurycarmakers
Ferrari and Bentley amid sky-
high oil and natural gas prices,
Bombardier Flexjet said it too
ishoning inonCalgary.
Flexjet’s business involves

selling stakes in small, luxuri-
ous private aircraft as a less ex-
pensive option to owning a

new corporate jet outright.
Dallas-based Bombardier

Flexjet, a wholly owned sub-
sidiary of Montreal-based
aerospace giant Bombardier
Aerospace, sees enormous
growth potential among scores
of Canadian oil companies,
large and small, that have for-
eign operations.
Flexjet is, therefore, now cir-

cling Calgary as its “key focal
point” for growth in Canada,
said the company’s senior vice-
president of marking, Sylvain
Levesque.
“You essentially have a

group of large public compa-
nies, but also junior-sized oil
and gas companies and a large
population of high-net worth
individuals, which is very typi-
cal of our market,” said
Levesque from Dallas. “In that
respect, Calgary is a perfect
market for us.”
Adam Tibbitts, a Flexjet

spokesman who was in
Calgary, said there are a “half-
dozen” other potential
Challenger 605 owners Flexjet
is in discussions with, four in

Calgary and two in Edmonton.
“They are similar in many

ways to Oilexco, a company
based in Canada with opera-
tions overseas,” Tibbitts said.
The Challenger 605, a

$29-million 12-seater built in
Canada and commissioned
only a month ago, took off at
3 p.m. destined for Reykjavik,
Iceland, and then onwards to its
final landingpoint inLondon.
The aircraft, one of just three

Challenger 605s in operation,
is 31.25 per cent-owned by
Calgary-headquartered Oilexco
Inc., a Canadian oil and gas ex-
plorer whose assets are based
entirely in theU.K.NorthSea.
CEO Arthur Millholland

travels to London and
Aberdeen, Scotland, twice a
month.
“One feature is the cabin is

pressured at about 1,800 me-
tres above sea level compared
to the 4,000 (metres) or so
you’d get with a commercial
flight, which means very little
jet lag,” saidMillholland.

FLYING INTHELAPOFLUXURY

Cubablocks
critical blogger
BLOG •Cuban authorities
have blocked access from
Cuba to the country’smost-
read blogger, Yoani Sanchez,
she saidMonday.
Sanchez,whosecritical

GeneracionYblog received
1.2millionhits inFebruary, said
Cubanscanno longervisit her
webpage—http://www.des-
decuba.com/generaciony/—
andtwootherhome-grown
bloggerson thewebsiteona
server inGermany.
All they can see is “error

downloading”message.
“So the anonymous censors

of our famished cyberspace
have tried to shutme in a
room, turn off the light and
not letmy friends in,” she
wrote in her blogMonday.
Sanchez said she cannot di-

rectly access herwebsite
fromCuba to update postings
anymore, but has found away
to beat her Communist cen-
sors through an indirect
route.
The 32-year-old philology

graduate has attracted a con-
siderable readership bywrit-
ing about her daily life in Cuba
anddescribing economic
hardships and political con-
straints.

Oilpatch’s rise
turns city into
‘key focal point’
for growth
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Residential LandTransactionsbyYear
(Greater CalgaryArea—Total $ Volume)
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Western Canada residents only,
tax extra, some restrictions

CALGARY TOWER
115 - 9TH AVE. S.E.

246-3636
WWW.RUTHSCHRIS.COM
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AND YOU THOUGHT THE ROCKIES COULDN’T GET ANY MORE BEAUTIFUL
Earn up to 15% on your investment

FOR AN INVESTMENT PRESENTATION VISIT BRIDGECREEKDC .COM OR CALL 1-866-868-1832

Invest in an environmentally responsible real estate development with profit sharing opportunity

AA668945AA668945AA668945AA668945
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LAND:
‘There’s a

storm coming’
Construction of single-detached

homes in the Calgary CMAwas strong
in both 2006 and 2007. The CMHC
said housing starts in that single-de-
tached category were 10,482 units in
2006, an extraordinary year, setting
the benchmark for activity. Starts
dropped by 25.8 per cent in 2007 to
7,777 units and are forecast to have a
further 17.7 per cent decline this year
to 6,400 units.
“(The year) 2006 was a real boom

year for Calgary. The interesting thing
is to see this tremendous rise continue
into 2007,” said Bruce Irvine, vice-
president for business development
and retention at Calgary Economic
Development, referring to the residen-
tial land transactions. “We think that’s
got a lot to dowith factors in cities and
other markets globally. Right now Cal-
gary is still the place. There’s a storm
coming. Calgary is not going to be im-
mune to that, but it’s certainly one of
the best places toweather it.”
In the short term, he said, investors

are looking for transactions that make
sense for them and they’re looking
also for long-term land holding.
“The long-term story is that there

continues to be faith in thismarket and
a growing opportunity — part of the
story that’s tremendous here — is the
massive growth at the fringe of the city
in terms of value,” added Irvine. “By
these (RealNet) numbers, 30 per cent
of the transactions are occurring
around the outside edge of the city.
That land comes into development
later. It’s further-out land.”

MTONEGUZZI@THEHERALD.CANWEST.COM

NICOLASVANPRAET
CANWESTNEWSSERVICE
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In the summerof 1990,North
Americans saw a rash of
anti-Japanese commercials

on their local television stations
that featured everything from
stern-faced Samurai fighters to
underhanded mocking of the
Japanesephysique.
Many of the adswere paid for

by dealers of North American
cars who were seeing their
business hammered by foreign-
based competition. A commer-
cial for the Oldsmobile Cutlass
Ciera, built at one point at GM
Canada’s former Ste-Therese
plant in Quebec, contrasted the
average height of U.S. menwith
their shorter Japanese counter-
parts. “That’s why our car is
built for our size families, not
theirs,” the adconcluded.
The dealers apparently be-

lieved they could win domestic
buyers by playing up racial dif-
ferences and nationalism. They
werewrong.
That thinking has been swept

aside by amassive product revi-
talization program led by Bob
Lutz, the automaker’s vice-
chairman, widely acknowl-
edged as General Motors
Corp.’ s chief “car guy.”
Back in 1990, Detroit’s car-

makers held 65 per cent of the
U.S. market. This year, that
share is set to drop to less than
50 per cent as Honda Motor
Co., Toyota Motor Corp.,
Nissan Motor Co. and other
international automakers con-
tinue their relentless assault on
American turf.
But if those commercials

crossed the line, one Detroit-
based automaker is taking a
more subtle approach toward
its Japanese rivals— focused on
the quality of its automobiles,

not racial stereotypes or scare-
mongering.
GM has been running TV

spots in Canada featuring its
Pontiac G5 that depict a Japan-
ese executive in a highrise of-
fice. In one commercial, he
watches avideoof theG5and its
features. At the end, he lowers
his head and turns away in near-
disgust, the implicationbeinghe
is disappointed his company
hasn’t made a comparable vehi-
cle that sells for the sameprice.
In another ad, the same exec-

utive says, “They’re driving me
crazy,” and his lips twitch as
thoughhemight cry.
The ads suggest a renewed

confidence at GM that industry
watchers say they have not seen

for years.
The product
revitalization
effort led by
Lutz has
given the au-
tomaker a re-
newed swag-
ger that
shows up in
its market-
ing. And it’s
aimed at

Asian manufacturers that have
been tearing away its sales.
“For the first time in a long

time, it’s a legitimate swagger,”
said Dennis DesRosiers of Des-
Rosiers Automotive Consul-
tants in Richmond Hill, Ont.
“What bullishness exists from
analysts on GM comes down to
the fact that they’ve done a fab-
ulous job on their product. It’s a
case of whether they can re-
structure their costs and re-size
fast enough to allow their prod-
ucts tobail themout.”
One measure, albeit a limited

one, of how GM’s vehicles are
scoringwith buyers can be seen
in the list of most popular cars
and trucks sold inCanada.
In January, GM had seven of

the top 20 cars and trucks— in-
cluding Pontiac’s G5 and G6
models — a position it hasn’t
held recently, DesRosiers said,
noting that bodeswell forGM.
Early retail turn rates for

GM’s newChevroletMalibu are
also positive. A typical Malibu
sat on dealer lots just 15 days be-
fore selling, a turn rate far less
than its nearest competitor, the
Toyota Camry, according to
data released last week by
Power InformationNetwork.
But that means GM has a big

target on its back, analysts at
J.D. Power & Associates warn.
The market research firm said
this month it is upbeat but con-
servative on GM’s prospects in
Canada, arguing the carmaker
will face mounting pressure
from smaller rivals eager to
poach its customers.
GM is also juggling its brand

lineups, causing some uncer-
tainty within the company, J.D.
Power&Associates said. It pre-
dicts GM will suffer a one per
cent sales drop between 2007
and 2012, the only one of
Canada’s fivemajor automanu-
facturers topost adecline.
GM sold 400,755 passenger

vehicles in Canada last year,
down 4.1 per cent from 2006.
The market overall enjoyed its
second-best year on record,
with 1.65millionunits sold.

Lutz leading comeback atGM
Renewed trust
bodeswell

for automaker

Daniel Acker, BloombergNews
BobLutz, vice-chairmanofproduct development forGM, is knownasa “car guy.”

❝
It’s a

legitimate
swagger

❞
DENNIS

DESROSIERS,
ANALYST

Russia raises growth,
inflation forecasts

OUTLOOK•RussiaonMonday raised its
forecasts foreconomicgrowthand infla-
tion thisyear, saying theeconomywas
nowexpected toexpandby7.1percent.
Theeconomicdevelopmentministry,
whoseprevious forecast forgrowthhad
been6.7percent, said inflation in2008
wasnowseenat9.5percent insteadof
8.5percent. Thebigger inflationnumber
wasblamedon rising foodcosts.
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ON SALE

F A M I L Y O W N E D , F A M I L Y R U N

IT’S MELTING. IT’S MELTING.IT’S MELTING. IT’S MELTING.
OUR INTEREST RATE IS MELTING.

3819 MACLEOD TR. S. • 287-2544 www.centaursubaru.com
* Offer of 0.9% financing available on all 2008 Forester models. Finance and Lease rates available through

GMAC O.A.C. Lease and Finance customers will receive $1,500 cash incentive on all 2008 Forester
models. **$4,000 cash credit offer is for cash customers only and is available on 2008 Forester new
and unregistered models. Cash credit and nominal rate offers can not be combined. Program expires
03/31/2008. See dealer for complete program details. AMVIC Licensee

WHAT COULD FEEL BETTER THAN A $4,000 CASH CREDIT

on a 2008 Forester? Gettting behind the wheel of a “top safety

pick” and enjoy the handling and control of our famed symmetrical

All-Wheel Drive. So come in to your Subaru retailer today.

After all, spring won’t last forever.

FORESTER
2008

AA673913

Real Estate Secured Investments

Registered Fund Eligible

Monthly Income or Compounding

Geographically Diverse

+9%
returns up to

For your information package:

Phone: 403.509.0115

Toll Free: 1.877.509.0115
“Building Investors Wealth For Over A Decade” www.carevest.com

Calgary Edmonton London Mississauga Vancouver Victoria

SAA26907

Receive 50% off

a 2 or 3 night stay when

you book a tour of the Resort*

Living on Mountain Time…
Own the time you need...fractional, 1/8, 1/4

or whole ownership opportunities
Starting at $29,800!!

Central destination to 7 ski hills and 15 major golf courses
Located along the 9th fairway of The Springs Course in Radium Hot Springs, BC

www.bighornmeadows.ca

Call 1-888-766-9637
to book a tour or for investment opportunities!

Or 1-877-344-2323
to rent a 1, 2 or 3 bedroom luxury getaway

*Some restrictions apply

AA673830

ANNOUNCEMENT!ANNOUNCEMENT!ANNOUNCEMENT!ANNOUNCEMENT!
CARSTEN KROGHCARSTEN KROGHCARSTEN KROGHCARSTEN KROGH

is now atis now atis now atis now at

Keith Pontiac Buick GMC!!Keith Pontiac Buick GMC!!Keith Pontiac Buick GMC!!Keith Pontiac Buick GMC!!

Phone 538-9566Phone 538-9566Phone 538-9566Phone 538-9566
Toll Free 1-888-325-5980Toll Free 1-888-325-5980Toll Free 1-888-325-5980Toll Free 1-888-325-5980

Direct emailDirect emailDirect emailDirect email
ckrogh@keithpontiac.comckrogh@keithpontiac.comckrogh@keithpontiac.comckrogh@keithpontiac.com

orororor
www.keithpontiac.comwww.keithpontiac.comwww.keithpontiac.comwww.keithpontiac.com

AA673735AA673735AA673735AA673735

Secured Bond, pd quarterly, 2 yr term, min $10,000
cash/rsp. 35 yrs solid real estate history.

403 291 2456. email invest@cpicrown.com
Sale only through offering memorandum.

= 12%
GUARANTEED
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Calgary’s 3rd Annual

Are you a woman entrepreneur? Thinking ofAre you a woman entrepreneur? Thinking ofAre you a woman entrepreneur? Thinking ofAre you a woman entrepreneur? Thinking of
starting your own business? Seeking professionalstarting your own business? Seeking professionalstarting your own business? Seeking professionalstarting your own business? Seeking professional
development? Interested in networking withdevelopment? Interested in networking withdevelopment? Interested in networking withdevelopment? Interested in networking with
other like minded women? Looking for products,other like minded women? Looking for products,other like minded women? Looking for products,other like minded women? Looking for products,
services, opportunities and resources to help youservices, opportunities and resources to help youservices, opportunities and resources to help youservices, opportunities and resources to help you
reach that next level of success? Want to attendreach that next level of success? Want to attendreach that next level of success? Want to attendreach that next level of success? Want to attend
seminars that will motivate, educate and inspire you?seminars that will motivate, educate and inspire you?seminars that will motivate, educate and inspire you?seminars that will motivate, educate and inspire you?
If you said ‘YES” to just one of these questions,If you said ‘YES” to just one of these questions,If you said ‘YES” to just one of these questions,If you said ‘YES” to just one of these questions,
then you can’t afford to miss this opportunity!then you can’t afford to miss this opportunity!then you can’t afford to miss this opportunity!then you can’t afford to miss this opportunity!

MARCH 29 & 30, 2008
11:00 am - 5:00 pm
STAMPEDE PARK - BIG FOUR
Tickets: $1000

www.nationalwomeninbusinessexpo.com

Sponsored by:Sponsored by:Sponsored by:Sponsored by:
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