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W
ehave come to the endof another
yearwhere real estate is oneof the
hottest conversations in town.

The topic canbeheard at thewater cooler, in
restaurants, at dinnerparties andonairplanes.
We talk about it because it affects us andbe-

cause the continuedcorrection in themarket
this fallwasunexpected anddrivenbynon-lo-
cal factors.
I haveheardbothdoomsdaypredictions and

rosyoutlooks. Fromthis, I conclude that right
now, people are looking for direction.
Theyare looking for somesem-

blanceofwhere themarket is going,
when theopportunitieswill emerge
andhowtobest act on those events.
While I cannot predict the short-

term fluctuationsof themarket, I
canoffer insight basedonMPCIntel-
ligence’s experienceobserving and
documentingCalgary’s development
market.
I canprovide somesimple facts

about the currentmarket thatwill bet-
ter allowconsumers to sort through
the fact and the fiction in themonths
ahead.
AChineseproverb says: “Mayyou live in in-

teresting times.”This is exactlywherewe find
ourselves in today.
The rate atwhichourmarkets (real estate, fi-

nancial, and stocks) have changedhasbeen
nothing short of dramatic.
It has causedmanyof us toquestionourown

security anddefermajor purchasingdecisions.
With this inmind, it is no surprise thatwe

havewitnessed a furtherdecline in thenumber
of homes sold through the secondhalf of 2008.
MPCdocumented the reductionof sales in

nearly everymarket in greaterCalgaryduring
the fall.
Weattribute this topotential purchasers col-

lectively adopting a “wait-and-see” approach to
homebuying,whichhas resulted in somedevel-
opers offering incentives to thosewhoarewill-
ing to takemore immediate action.
Preferredprices,mortgage rate buy-downs,

and increased levels of finish and features are
someof themost popular offerings.
The reality is, if you are looking tobuyahome,

there are somegreat deals if youact today.
Thenext truthof today’smarket is that con-

sumershave the time to research, explore and
contemplate their next homepurchase.

MPCmonitors everydevelopment
in theCalgary regiononamonthlyba-
sis.Wemonitor sales absorptions, val-
ues, completion schedules andnew
development activity.
InNovember andearlyDecember,

MPCobserved that thenumberof
people looking for homes (that is, vis-
itingpresentation centres anddisplay
homes)has steadily been increasing,
particularly for newhomesoffering
attractiveprices, and starter homes.
Fromthis,wederive that people are

more actively looking for anewhome.
Another certaintyof a correctingmarket is

that it is impossible topredict thebottom.
I haveoftenbeenprivy to conversations that

speculatewhere andwhen theverybottomof
themarketwill occur.
I challenge,with all due respect, the idea that a

decline is not nearly that predictable—and I
suggest, during the comingmonths aswemove
towards the springmarket, consumers looking
for their next newhomeshould start doing their
duediligence.
Theyshould startdecidingwhatneighbour-

hood theywouldmost like to live in,what typeof
house theywantandatwhatprice.
They should talk to thebanks to

confirmeligibility.
Of course, there is noguarantee

that theywill find exactlywhat
they are looking for, but at least
theywill beprepared to identify
opportunities and to take advan-
tageof this unprecedented time in
themarket.
Wealsohave to realize that this is

a verydifferent decline than in the
past.As such,wemust consider a
few factors.
Most of uswill onlybe affected

by this correctionpsychologically
as it is humanna-
ture tomonitor
thevalueof our
homes.
Wewatch

neighbours sell
or advertise their
place at a reduce
value andwespeakof themoney
lost at ourownaddress.
Wehad similar discussions in

2006during theheat of themarket
whenweperceivedwehadmade
money throughadjacent rising
sales values.
Formost of us, ourhome is

wherewedwell. It isn’t justwalls
that provide shelter; it iswherewe
liveour lives andchoose to spend
our time.
While ahandfulofhomeowners

will list andsell theirhomes this
year—becauseof lifestyle changes,
financialmotivationor theneed to
relocate—mostofuswill only
watch, albeitwith some trepidation,
as themarket twists and turnsand
comesback tonormal.
“Normal” is aword that often

getsmisused.Tome, it defines a
market that is dependent on supply
anddemand, one that is not pre-
dicted to climbor fallwith any
largeorpermanent swings.
Normalmeansweare in a

changedmarket,with changeddef-
initions and requirements of partic-
ipation.
It alludes to amarket thatwill see

corrections andone that is nearing
abetter balance.
Perhaps the greatest adviceone

can receive is that there is never a
bad time to start building equity
into ahome.
Nowmore thanever, I see great

opportunity for thosewhowant to
get into themarket.
Of course, therewill beprice re-

ductionsmoving forward, andmo-
tivatedvendorswill reduce their
prices for quick sales.
However, as the financiallymoti-

vated exit themarket, the aggres-
sivepricingwill settle.
Weknowthat noonecanpin-

point thebottom(or top)of amar-
ket. Instead,we relyon intuition.
This real estate correction, cou-

pledwith thedeclineofmost other
markets, has created for some the
prospect of finding anew, next or
first home.
While not all homeson themar-

ket are gooddeals,with some re-
search, buyers canbe confident
they arepurchasing at aprice that
makes sense today and tomorrow
andwill haveno regretsmoving
forward.
Fiveyears fromnow,wewill all

bemoredisappointedwith the
thingswedidn’t do and theoppor-
tunitieswedidn’t take.
Ifwhat youare looking for is a

home, aplace to raise your families,
entertain your friends, celebrate
holidays and set your roots, then
start looking in 2009—because
chances like this only comearound
once eachcycle.
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$$350350’s
Home and Lot from the

At The Ranch in Strathmore, you get more for your money!

Save an average of $100,000
when you buy in Strathmore versus other communities.

Take the easy, 25 minute drive from Calgary, and you’ll see what we mean.

SHOW HOMES BY EXCEL AND LIFESTYLE NOW OPEN!

Wantmore?

Getmore!
Other Communities

$ 35
0

The Ranch in Strathmore

$ 35
0

VS

WE’RE MAKING A DIFFERENCE, ONE COMMUNITY AT A TIME
un i tedcommuni t ies .com

AA701720

- 1,956 sq. ft. 2 Storey
- Built Green “Gold” Certified

- Private Lake Access

$$$$$$$$$$$$$$$$$$$$$44444444444444444499999999999999999999999999,,99999999999999999000000000000000000000000000000000000
- 1,956 sq. ft. 2 Storey

- Gas fireplace- Gas fireplace

- 1176 sq. ft attached Villa- 1176 sq. ft attached Villa
- Lock & Leave lifestyle- Lock & Leave lifestyle

- Estate finishings thru-out

$399,900$$$$$$$$$$$$$$$$$$$$33333333333333333999999999999999999999999999,,9999999999999999900000000000000000000000000000000000

- 1439 sq. ft Bungalow- 1439 sq. ft Bungalow
- Vaulted ceilings thru-out- Vaulted ceilings thru-out

- 3-sided gas fireplace

$449,900$$$$$$$$$$$$$$$$$$$$$444444444444444444444444449999999999999,,,,,,,,,,,,,,9999999999999900000000000000000000000000000000000

2002 High Country Rise, High River
403-652-2132

Visit our showhome at:
160 Crystal Green Drive Okotoks

403-938-9677

Visit our showhome at:
1406 Montgomery Way High River

403-652-1121

Visit our Villa showhome at:
10 Cimarron Estates Green Okotoks

403-995-9535

• Oversized backlane lots • Highwood golf course • Amazing mountain views

SHOWHOME NOW OPEN AT:
HIGHWOOD VILLAGE HIGH RIVER

4 HOMES TO CHOOSE FROM • ALL PRICED FOR IMMEDIATE POSSESSION

Visit our showhome at:
160 Crystal Green Drive Okotoks

403-938-9677

Your New Year’s Resolution:
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AA708873

A New Home!A New Home!


