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A LITTLE ABOUT ME 
 
Every step I have taken over the years both professionally and personally 

has been driven by deep passion and maintaining the highest values for 

myself and my clients.  My approach to my clients is quite simple; I pre-

sent them with all the options available while providing unbiased and 

trusted advice to help them make the most educated decision that best 

fits their specific goals. 

As the mortgage industry grows, financial institutions and other lenders 

race to release new products.  A single lender alone offers a wide range of 

mortgage rates, terms, and conditions that can easily turn your mortgage 

experience into a costly time consuming and stressful struggle. 

As a mortgage professional, it is my job to take the burden off your shoul-

ders by using my experience, my lender connections and a great support 

network to shop for the best suited mortgage product for you and your 

goals. 

I will guide you through the entire process from application to closing and 

beyond, and most importantly, towards meeting your long tem goals. My 

focus is on building lasting relationships with my clients founded on hon-

esty, integrity and transparency.  I will offer you options based on your 

individual needs so that you feel confident making the decision that best 

suits your unique situation. 

My results based approach to every unique situation has earned me the 

respect of my colleagues and partners within the industry. 

I pride myself on my commitment to my clients. 
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What will be covered in this book: 

This book is a basic introduction to mortgages.  There are many aspects to 

a mortgage that could not be covered in this booklet that are vital to the 

mortgage application process.  If you have questions, please call me di-

rectly. I would love to sit down with you and go over what you are looking 

at doing .  If you are new to home ownership, a seasoned investor or self 

employed - the rules, regulations and requirements by the lenders, insur-

ers and OSFI change constantly and it is my job to keep up with these 

changes. 

My pre-approvals or information meetings are no obligation required. My 

love of the business and helping great people get great homes  makes this 

a fun time to be a mortgage specialist. 
3 



 

 

 

MORTGAGE SPECIALISTS 

 

We are mortgage industry professionals who work as intermediaries con-

necting lenders and borrowers ( that’s you), and in most cases we are 

paid a commission from the lenders for securing the borrower.  So in oth-

er words, it doesn’t cost you anything (FREE to you).  We have dozens of 

lenders we use and find the best solution for your specific needs.  Many 

lenders offer very specific options that address certain situations. 

This means that you can be sure we are presenting you with competitive 

mortgage rates and options that are tailored to your specific needs. 

Our consultative processes included getting to know you and understand-

ing your financial goals, calculating what you can afford, discussing inter-

est rate options, finding the best mortgage product for your needs, then 

preparing and sending your application to the appropriate lender. 

Many satisfied clients acknowledge that their mortgage broker was able 

to source and get better rates than if they were going to their lender di-

rectly, including the big banks.  Clients have equally admitted that mort-

gage brokers helped them get approved even though they had less than 

stellar credit. 

An open discussion on interest  rates. The interest rate on the mortgage 

and is either fixed or variable.  A fixed rate will stay the same for the life 

of the term and variable will fluctuate with changes to the prime rate.  

Most people believe the product or lender with the lowest rate is the best 

mortgage to have.  This is not always the case.  Lowest rate may cost you 

over the long term.  Some have clauses that make you pay hefty penalties 

if you try to get out of them.  Some don’t allow any extra pre-payments.  

Some force you to even sell your home to get out of the mortgage.  
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MORTGAGES 

What is a mortgage? 

 

The term mortgage can be confusing at times.  A mortgage, basically, is a 

loan given by a bank or other financial institution designed for the pur-

chase or refinance of a property.  A mortgage is a secured loan, which 

means it’s secured to the property.  The lender has a security interest in 

the property and can impose conditions on the borrower and property.  

For example, in the unfortunate event that a mortgageor should fail in 

their obligations under the mortgage agreement, the lender may decide 

to seize/foreclose on the property to protect their investment. 

However, very few people can afford to buy a property with cash and 

most homeowners today require, and in some cases choose to take out a 

mortgage to purchase a property. 

Mortgages are often used to solve many financial challenges and to 

achieve goals.  For example, a mortgagor or buyer may decide to take out 

a mortgage to buy a single-family dwelling as a principle residence or as 

an investment property to rent out.  A person may refinance a current 

mortgage at a lower rate or take money out to pay down high interest 

loans and credit cards. 

Interest rates on mortgages also differ, depending upon the arrangement 

entered into by the parties to the mortgage.  Charges and fees paid on 

mortgage transactions equally vary.  These details are not set in stone 

and may vary drastically between two separate mortgage products. 

In todays economy, the cost of real property is high and most people are 

simply unable to buy a home without a mortgage.  A mortgage allows 

people to get the home they want and still enjoy the other luxuries in life.  
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TYPES OF MORTGAGES 

 

Conventional mortgages 

These are mortgages with a loan to value (LTV) of 80% or less.  In other 

words, the mortgage amount is 80% or less than the appraised value of 

the property.  So, when you have at least 20% for your down payment or 

equity in your home, the lender in most cases will not require you to pur-

chase mortgage default insurance on your loan. 

High ratio mortgages 

High ratio mortgages have a loan-to–value ratio above 80%.  Because the 

risk associated with these loans are higher due to the lower amount of 

down payments, lenders require the mortgage be insured by one of the 

three mortgage default insurance companies in Canada.  This allows the 

borrower to get a mortgage for up to 95% of the value of the property.  

This substantially reduced the down payment amount required and helps 

many families and first time home buyers. 

___________________________ 

With a mortgage you will be aware of your rate of interest, amortization 

period, terms of payments and when your mortgage is paid in full.   

The term of the mortgage is essentially the contract period.  It is the 

length of time you and the lender have agreed to the terms of your mort-

gage.  In most cases in Canada, the term is 5 years assuming all payments 

are paid as agreed. Other common terms are 1,3 and 7. 

The amortization is the time it will take for you to completely pay off the 

mortgage.  On a mortgage amortized of 25 years, if you do not make any 

pre-payments, the mortgage will be paid off in 25 years.   
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YOUR MORTGAGE JOURNEY 

Here are the 10 steps to making the biggest purchase of your life as     

simple as possible. 

Step 1: Pre-approval 

Step 2:  House Hunting 

Once you know your price range, your Realtor will begin researching the 
available properties and will show you homes that fit your criteria. 

Step 3: Offer in and accepted 

Once you have found the home you want, you will make an offer, 
“subject to financing and appraisal satisfactory to the buyer”.  Your offer 
may also have other conditions, such as home inspection and/ or subject 
to inspection.  
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Step 4: Financing approval - Once the offer is signed and accepted, you 
and your realtor will provide a copy of the purchase agreement to me.  I 
will work with the lender insurer and appraiser to get you final approval 
on the financing.  

Once your file is submitted to the lender we choose, allow 1 to 2  business 
days for a conditional approval. 

Once we have a conditional approval, we will submit all of the required 
documents for review.  The review process will take another few business 
days depending on your Condition date. 

If you are putting less than 20% down on your purchase, the insurer will 
ensure that the property is valued at or above the purchase price.  They 
will first try to  value the property using their extensive database.  If it 
fails valuation this way, the insurer will order an appraisal at their cost. 

If you are putting 20% or more down, the lender will require an appraisal 
but the cost will be borne by you. 

Step 5: Document Finalization - If we need further documentation at this 
time we will need to provide to the lender.  This could be updated 
paystubs, gift letters, bank statements and finalizing the paperwork for a 
Home Buyers Plan  or FTHBI. 

Step 6: Signing Meeting - Once we have all documentation proven and 
verified by the lender and once we get the final go from the Mortgage 
Insurer - we have a final face to face meeting (virtually or in person) to go 
over the final commitment and have it signed.  This is where you will sign 
that all the conditions put onto you are understood and acknowledged.   

We discuss life and critical illness insurance to protect you, your family 
and the mortgage payments.   

Step 7: Home insurance - you will need to acquire home insurance from a 
broker and have the documents with you when you meet the lawyer. 

Step 8: Lawyer - Your solicitor/lawyer will call you, usualy the week before 
your possession date to set up an appointment to finalize your mortgage. 
They will forward you the final cost owed ( closing costs and closing costs) 
and you will then wait till the final possession date. 

Step 9: Possession Day -  Your possession day is the day that your receive 
the keys and can move into your new home.  You will want to change 
locks and read the meters. 

Step 10: First Mortgage Payment - your first mortgage payment date will 
be on the commitment so be ready.   Congratulations - you did it! 



  

  

FIRST TIME HOME BUYERS 

 

One of the biggest financial and lifestyle decisions you will every make is 

buying a home.  That’s why you must exercise the greatest due diligence 

when purchasing your first home.  It is essential you properly understand 

the whole buying process, starting from the moment you decide to buy a 

home, to when you finally move in. 

Know what you can afford before house hunting.  This is one of the pri-

mary rules.  If you go looking for a $500,000 house and can really only 

afford $350,000—you waste both you and your realtors time. 

Know what documentation you will need before you start.  How long 

have you been on the job?  Do you have enough down payment? Closing 

fees can be upwards of 2.5% of the cost of the house and most lenders 

want to see it in your account. 

Make sure your taxes are done for the previous year.  Lenders ask for   

NOA’s to make sure you don’t owe any back taxes. 

How is your credit score?  We secure mortgages for almost every situa-

tion but your credit score drives the bus so to say.  Very important! 

Get a credible Real Estate Agent.  Find someone who is trust worthy and 

ask for references.  I have agents I work with who I believe are the best in 

the business, I would be happy to refer one to you. 

Be ready for the emotional roller coaster ride when putting in offers on a 

house.  Pre approvals are very helpful in this process as I will tell you ex-

actly how much house you can afford so you know when you make the 

offer to purchase that you will get financing.  I always tell clients to make 

the offer “ subject to financing and inspection satisfactory  to the buyer” 

every time.  This could saves a lot of legal trouble for you. 

Is that house worth $40,000 more than the asking price? Maybe... 
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PRE-APPROVAL 

Find out if you qualify to secure a mortgage 

Pre-Approval vs Pre-Qualification 

I pre-approve all my clients fully, meaning I will run through the numbers 

with you and make sure they all work, but won’t give you a “You are Pre-

Approved” letter until I see: 

  bank or investment statement showing your minimum 6.5% savings to 

cover your down payment and closing costs 

 income qualification pay stub showing your YTD gross income and 

what you are expected to make in a year 

 if you are salary, commission, hourly, get bonuses etc 

 pull your credit score as this is very important in whether you will qual-

ify for the mortgage loan 

Once we get all documents verified, you can get a letter to give to your 

Realtor and they like to include this in the Offer To Purchase.  This also 

gives them a great place to start when searching for homes in the price 

range you are requesting.   

When I sit down with a new client to go over the pre-approval process, 

we run over this booklet from cover to cover.  I think it is a huge commit-

ment you are making and should be fully informed when you are consid-

ering buying a house and who you will use to secure your mortgage.   

Once you are pre-approved, you will go talk with your Realtor and look at 

houses you might like.  This process can be very quick and easy or long 

and laborious, but you will know when you find the one. Once your “Offer 

to Purchase” is accepted, I will come back in the process and get the     

application finished and send it off to the lender.   

 
10 



  

  

6 Step Mortgage Application Process 

The Pre - Application— we take all your personal, employment and finan-

cial information and start the process of assessing your mortgage needs. 

Qualifying—we put all your financial information into a program that de-

termines your GDS/TDS ratios and the numbers will tell us if you pre-

qualify for a mortgage at the amounts you have requested.  

Verification-naturally your application will be subject to verification of the 

information you provided us.  We will require your paystubs, job letters, 

bank statements.  We will give you a list of required documents.  

Property-once you have submitted an “Offer to Purchase” the lender will 

request an independent appraisal to determine the real worth or value of 

the property.  We strongly recommend “Subject to Financing” on OTP. 

Approval—the lender to which we submit the application will verify every 

detail and once all conditions are satisfied they will  issue a commitment 

letter.  We will review the commitment and sign the document. 

Funding—the transaction is registered legally by a lawyer.  Once the law-

yer has all documents—you will meet with them to sign and close.  
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DOWN PAYMENT 

A mortgage down payment is the amount of money you pay upfront 

when purchasing a home.  A typical down payment is expressed as a dol-

lar value when calculated as a percentage of the purchase price of the 

home.   

The minimum down payment in Canada, on homes up to $500K is 5% 

with a typical down payment ranging from 5  - 20%.  Down payments on 

houses between $500K and 1M is 10% of the value over $500K. 

  Example on a $650K home : 

  

 

 

 

Houses over 1 Million require a minimum 20% down payment. 

The following are eligible sources for down payment: 

Down payment from own resources can be from a savings account, in-

vestments, or the sale or refinance of existing property.  Funds in savings 

or investments must be shown to be in account a minimum of 90 days. 

Gifted down payments are acceptable as long as they are from an imme-

diate family member of the borrower.  The money must be a genuine gift 

and does not have to be repaid.  It must be in the borrowers possession 

no later than 15 days prior to the closing date. Gift letter signed by the 

borrower and donor will be used to verify the authenticity of the gift. 

Borrowed down payment can be used in few situations.  Personal loans 

lines of credit or credit cards can be used.  Keep in mind though, you will 

need to debt service this loan as well as the mortgage itself. 

$500,000 @ 5% $25,000 

$150,000 @ 10% $15,000 

 Total down: $40,000 
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CLOSING COSTS 

The other funds needed for closing. 

When the lender (the company you are applying to for the mortgage) 

asks for the final documents to be completed, one they will ask to see is 

the closing costs.  These are generally 1.5% of the value of the house you 

are purchasing.  These funds need to be in your account for 90 days and 

can not be gifted like the down payment is allowed to be.   

What are included in the closing costs: 

  - Land transfer tax  

  - Lawyer fees 

  - Interest adjustment 

  - Required property tax adjustment 

  - GST on CMHC premium  

  - Title Insurance 

  - Balance of down payment 

When I calculate closing costs—I recommend the % used for closing costs 

is closer to 3%.  Why?  The costs of the property tax could be more than 

expected depending upon when the current owners paid their taxes. 

You will receive a final amount from the lawyer before your meeting with 

them. 

Appraisal 

The lender or insurer ( CHMCH, Sagen or CG) might require an appraisal 

from an accredited appraiser.  This is done more frequently these days so 

don’t be surprised if requested.  This is to ensure the value of the house is 

there and not too low or highly valued.  You will be expected to pay for 

this if the lender requests it.  If the insurer requires it they usually pay. 
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CREDIT SCORE 

What you should know 

Your credit score is a statistics-based prediction of your credit risk at a 

specified point in time.  The lower your score, the riskier dealing  with you 

will appear to a mortgage lender, landlord, car dealer, credit card       

company, etc. 

A person starts with a score of 

600.  At the top end of the scale 

the score can reach as high as 

900.  At the bottom of the scale, 

the score can be in the 300’s. 

Your credit score is the first tool 

lenders use to analyze your credit 

performance.  They rely on your 

credit score and the details of 

your credit performance when 

reviewing your mortgage applica-

tion.  The difference between a good or not-so-good credit score can 

affect your ability to get the lowest mortgage rate. 

We suggest that you check your credit report at least once a year to en-

sure that the report is accurate. 

The 5 C’s of credit when applying for a loan 

Capacity is your ability to repay the loan.  Are you able to repay the loan 

you are asking a lender to lend you. 

Capital is the amount of money that the borrower is putting into the 

transaction and how much extra cash or liquid investment they have 

available.  For residential loans it is mainly loan to value ratio. 
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Collateral is security for the lender.  If you default on a loan, your lender 

has something to fall back on to repay the principle loan and any interest 

that has accrued on it. 

Conditions refers to the intended purpose of the loan, for example to 

purchase a home.  The loan size in relation to the specified use will assist 

the lender  in weighing your loan application along with economic condi-

tions and outside influences. 

Character—looks at you and how responsible you are about repaying 

your debt.   Since there is no specific way to evaluate character, the lend-

er subjectively has to decide this. 

The lender will infer this trustworthiness by reviewing your credit history 

and considering your assets, whether you rent or own, your employment 

history and possibly the condition of the property in a refinance. 
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PURCHASE PLUS MORTGAGE 

Maybe the new house needs a few improvements! 

What is a purchase plus mortgage? 

A mortgage that includes the cost of the 

purchase (minus the down payment) plus 

any improvements to the house you might 

want to include in the mortgage. 

The lenders and loan insurers generally 

allow between 10 and 20% of the ap-

praised value of the house to be added to the cost of the purchase to a 

maximum of $40,000. The improvements that can be done include: 

 - shingles, windows, insulation, flooring, kitchen renovation, bath-

room renovation, upgrade electrical, painting and more 

Anything that is permanent to the house and can’t be take with you when 

you leave so washers/ dryers, stove, fridge, 

furniture, drapery —> NOT! 

When you consider a purchase plus you need 

to submit a quote for the work by a qualified 

contractor.  Home depot is a good place to go 

for a quick quote.  This must be submitted on 

application. 

The most important part to consider in a purchase –plus is the fact that 

you need to fund the improvements with your own resources.  Once you 

submit a “PAID” receipt or have a final inspection , they will then release 

the funds that you applied for that you can use to pay off the renovations. 

The lenders usually give you up to 90 days to have the renovations com-

pleted.  Some that are seasonal might be delayed but generally they like 

to see the renovations completed on time. 
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Changes to mortgages as of June 1, 2021 

For all INSURED mortgages ( Less than 20% down payment ), you must now 

qualify at the Mortgage Qualifying  Rate (MQR) of 5.25%*. You will still only 

pay the contract rate.  These are the rates you usually see posted on websites 

or billboards. 

For all UNINSURED mortgages (More than 20% down payment), you must 

now qualify at the greater of the Mortgage Qualifying Rate of 5.25%* OR the 

contract rate PLUS 2% whichever is higher. 

UNINSURABLE means the mortgage doesn’t qualify under the insured       

guidlines. Examples would be: any 30 year amortization, REFINANCES, Invest-

ment properties and purchase price over $1,000,000. You will need to have a 

minimum of 20% down payment for Uninsurable mortgages. 

You may notice that the rate for an insured mortgage is usually lower than an 

uninsurable mortgage.  Even though you are putting more down payment on 

the purchase, the lender now has to bulk insure any mortgage that is not in-

sured by CMHC (see next page) 

 

*MQR rate may change at any time given the government and OSFI rulings 

and regulations 
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MORTGAGE LOAN INSURANCE 

Mortgage loan insurance is typically required by lenders when homebuy-
ers make a down payment of less than 20% of the purchase price. Mort-
gage loan insurance helps protect lenders against mortgage default, and 
enables consumers to purchase homes with a minimum down payment 
starting at 5%. 

To obtain mortgage loan insurance, lenders pay an insurance premium. 
Typically, your lender will pass this cost on to you. The premium payable 
is based on a percentage of the home’s purchase price that is financed by 
a mortgage. The premium can be paid in a single lump sum or it can be 
added to your mortgage and included in your monthly payments. 

 

 

 

 

 

 

What’s in it for You? 

 You could purchase a home with a minimum down payment of 5%. 

 CMHC’s Mortgage Loan Insurance can be applied to many different 
types of housing. 

 CMHC’s Mortgage Loan Insurance is available everywhere in Canada. 

 CMHC has several flexible products and options to help you and your 
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LTV Ratio 
Premium Rate applied to 

Total loan 

Loan Insurance Premium 

($250,000) 

75.01 to 80% 2.40% $6,000 

80.01% to 85% 2.80% $7,000 

85.01% to 90% 3.10% $7,750 

90.01% to 95%  4.00% $10,000 

https://www.cmhc-schl.gc.ca/en/co/moloin/moloin_005.cfm
https://www.cmhc-schl.gc.ca/en/hoficlincl/moloin/hopr/index.cfm


  

  

 

BREAKING YOUR MORTGAGE 

You may find that your current mortgage terms and conditions no longer 
meet your needs. If you want to change the terms and conditions of your 
mortgage contract before the end of your term, you’ll need to renegoti-
ate your mortgage contract. 

When you renegotiate your mortgage contract, you break your old mort-
gage contract and replace it with a new one. 

You may want to break your mortgage contract, if: 

 interest rates have gone down 

 your financial situation has changed 
 you want to buy a new home and are planning on moving 
 

There may be some significant costs to breaking your mortgage           
contract 

Read your mortgage contract or ask me if breaking your mortgage contact 
is an option. It is important to consider carefully all the costs and benefits 
involved. 

Pros 

 You may get a lower interest rate 

 You may be able to pay off your mortgage faster if you keep your pay-
ments the same 

 You can lock in the lower interest rate for the new term of the mort-
gage 

Cons 

 You could end up paying more in the long run because of fees and a 
prepayment penalty 

 If you plan on selling your home soon, you may not benefit from the 
potential savings of a lower interest rate 

 You will need to pass a new “stress test” to see if you qualify for the 
new mortgage 

www.canada.ca/en/financial-consumer-agency/services/mortgages/break-mortgage-contract.html 
19 



 

 

 

PRE-PAYMENT 

Most lenders we deal with allow a prepayment on their mortgages.  This 

allows the mortgage to be paid off much faster than it would without any 

additional payments. 

The most common allowances are: 

 - increase the amount of your regular payments  

 - make a lump-sum payment 

Increasing your payment 

Increase the amount of your payment - even a small amount - may help 

payoff your mortgage faster.  Most lenders allow between 10 and 20%  

(of the initial mortgage amount) increase once per year.  On a $300,000 

mortgage - this could be upwards of $60,000.  You might consider this 

when you get that raise at work and can afford an extra $100 a month. 

Making a lump-sum payment 

Making an annual lump- sum payment will also save you $$ over the term 

of your contract.  Most lenders will allow  10-20% and you can pay a % of 

the original principle balance on any payment date or double monthly 

payments on any payment date.  This would be a great place to put that 

year end bonus or tax refund.   

Both of these options will reduce the number of years required to pay off 

the mortgage and save interest owed to your lender. 

Another option to pay down your mortgage faster would be to increase 

the frequency of payments.  Instead of monthly payments - an option I 

recommend is Accelerated Bi-Weekly.  This will give you 2 extra pay-

ments a year and can bring your timeframe to pay off the mortgage down 

by 3 or more years. 
20
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Other things to consider: 

Estimated monthly housing—related costs. This includes mortgage 

payments, property taxes, property insurance, condo fees, taxes, 

utilities and maintenance costs. 

Property requirement checklist—is there enough room to raise 

your family, grow into the home, storage space, garage, near a 

school, parking available, public transportation 

Moving checklist— create a binder with a check list that will in-

clude booking a mover/van, schedule utility hookup, change school 

process, gathering boxes, sell/donate what you don’t need 



 

 

 

First Time Home Buyer Incentive 

The FTHB Incentive can help you purchase your first home.  This incentive aims 

to help first-time homebuyers without adding to their financial burdens.  There 

are no additional monthly payments.  Participants must meet minimum insured 

mortgage down payment requirements. 

With this incentive, Government of Canada provides: 

 5% or 10% for the first time buyer’s purchase of a newly constructed 

home 

 5% for a first time buyer’s purchase of a resale (existing) home 

 5% for a first time buyers’ purchase of a  new or resale mobile/

manufactured home 

The homebuyer must repay the Incentive after 25 years, or when the property is sold, 

whichever comes first. The homebuyer can also repay the Incentive in full any time be-

fore, without a pre-payment penalty.  

Here’s an example 

Anita wants to buy a new home for $400,000.  

 Under the FTHBI, Anita can apply to receive $40,000 in a 

shared equity mortgage ( 10% of the cost of a new home) 

from the Government of Canada.  This lowers the amount 

she needs to borrow and reduces her monthly expenses.  As 

a result, Anita’s mortgage is $228 less a  month or $2,736 a 

year. 

For more information and to see if you would qualify go to this link: 

https://www.placetocallhome.ca/fthbi/first-time-homebuyer-incentive 
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Home Buyers Plan 

The federal Home Buyers’ Plan ( HBP) is a program that allows you to 

withdraw up to $35,000 from you registered retirement savings plan 

(RRSP’s) to buy or build a qualifying home for yourself.  You do not have 

to include eligible withdrawals in your income, and your RRSP issuer will 

not withhold tax on these amounts (ie. No tax implications).  

If you buy a qualifying home together with your spouse or other individu-

al, each of you an withdrawal up to $35,000. 

You have to repay all withdrawals to your RRSP’s within a period of no 

more than 15 years.  Generally, you will have to repay an amount to your 

RRSP each year  starting the second year after the year when you first 

withdrew the funds.   

If you do not repay the amount due for a year, it will be included in your 

income for the year.  If you contribute more than require for your pay-

ment to your RRSP, you will have to designate the amount of the contri-

bution for your repayment. 

The amount of repayment every year will be in your CRA myaccount and 

on your NOA. 

Canada Revenue Agency has a web site where you can learn more on any 

of their programs.  http://cmc-schl.gc.ca 

Other programs from the Government: 

Home Buyers’ Amount - This is a $5,000 non-refundable income tax cred-

it amount on a qualifying home acquired during the year. For an eligible 

individual, the credit will provide up to $750 in federal tax relief.  

GST/HST New Housing Rebate - You may qualify for a rebate of part of 

the GST or HST that you paid on the purchase price or cost of building 

your new house, on the cost of substantially renovating or building a ma-

jor addition onto your existing house, or on converting a non-residential 

property into a house.  
23 
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PERSONAL INSURANCE 

Protection for your family - peace of mind for you 

As exciting as it is to buy a new home or investment property, making 

sure your family and dependents are protected if anything happens to 

you is an important consideration—especially if one partner is the prima-

ry wage earner. 

Life Insurance— If your partner passed on, would you like or need to take 

time off to raise the kids? Would you need to have extra money to put 

kids in day care?  Would you or your spouse like to stay in the family 

home without the financial drag of a mortgage?  The bottom line is this: 

you earn money to raise a family. If you disappear tomorrow, the death 

benefit can replace the income you would have earned for whatever 

length of time you choose. It gives your family comfort, and it gives you 

peace of mind.   

Critical Illness—If your application for critical illness insurance is accepted 

and you get struck with a major health issue - like cancer, stroke, or heart 

attack - the policy pays out a lump sum. The idea is that it will replace in-

come while you're off work and make life easier for you and your family.  

Disability Insurance— Disability insurance kicks in when it becomes clear 

that the insured person is not capable of performing the core functions of 

their job due to injury or illness. The insurance policy will pay you a por-

tion of your salary while you recover.  

Bank Insurance vs Personal Insurance 

There are many reasons owning your own insurance is a far superior op-

tion than the bank offered insurance.  The main reasons are the portabil-

ity, fully underwritten upfront, no declining balance, usually cheaper and 

you get the death benefit—not the bank!  
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Here’s what is covered in this book: 

 What is a mortgage? 

 Types of mortgages 

 Mortgage Specialists 

 First time home buyer / Down Payment / Credit 

 And more…. 

There are many topics not covered in this booklet.  I also help people se-

cure  a purchase plus mortgage to improve the house you now own, refi-

nancing your mortgage to pay down other debts, transferring your mort-

gage from a bank with high penalties or investment properties you want 

to rent. 

 

 

This book will start your understanding  of the mortgage process and pro-

vide insight into critical questions you should consider before obtaining a 

mortgage.  

Contact me today to get started on your journey to the right Mortgage, 

Insurance or Investment  solution for you. 

All your financial needs under one roof. 

Phone: 204.797.8543 

slang@castleteam.ca 

stevelang.ca 

ONE MEETING WITH ME IS LIKE 20 

MEETINGS WITH 20 DIFFERENT BANKS. 


