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TO OUR VALUED CLIENTS

Thank you for attending our design dilemma event

On October 4th, the Deborah Brown team hosted our inaugural design event along side the talented Trisha Ross from Trisha Ross 
interiors! We appreciate you and want to thank our clients, friends and family who were able to share this evening with us. It was 
an insightful evening to learn about and collaborate on design trends for 2019, solve renovation dilemmas and discuss impactful 
cost eff ective updates that provide exceptional return on your investment.  

The DB team loves to assist our clients with their transformations and help create the right solutions to both home renovations 
and updates prior to listing your properties. Stay up to date by heading to our website at deborahbrown.ca for upcoming events 
and opportunities.  
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• October average price of $1,246,118 is fi rst time the $1.2 million 
barrier has been eclipsed in 2018

• Average prices are now up over $200,000 versus the low-water mark 
which occurred in May of this year

• However October volume was down by 9.4% versus last year, halting 
four consecutive months of annual volume growth

• Sales volume activity continues to be strained by soft new listings 
performance

OAKVILLE RESALE PRICES REACH 2018 HIGH LEVELS IN OCTOBER
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129 CREEK PATH AVENUE - $1,299,900
Spectacular build by National Homes backing onto green space located in 

desirable Lakeshore Woods! 

RAVINE LOT IN-LAW SUITE    

2223 FASSEL AVENUE - $999,900
Meticulous and spacious family home 
with a complete 2-level stunning IN-

LAW SUITE.

SOLD

464 MAYZEL ROAD  
3 bedroom, 4 bathroom custom 

build by DeMarchi Homes within the 
coveted downtown core!

RAVINE LOT IN-LAW SUITE    SOLD



HOW TO TELL YOUR 
TENANT YOU WANT 
TO RAISE THE RENT

WHY DO CREDIT SCORES 
VARY BETWEEN PROVIDERS?

PERSONAL FINANCE

LEGALLY SPEAKING

You’re renting out your property and you think it’s time to increase the monthly 
rent. This is not an easy thing to do, especially if you like your tenants and want 
to keep them around. If you’re a landlord, there are several things you should 
consider when bumping up the rent, from how much you’re legally allowed to 
raise the rent to how much notice you should give your tenants. Knowing your 
responsibilities as a landlord and the rights of your tenants can go a long way 
in ensuring you maintain a good relationship with your tenants. Here’s how you 
can tactfully and eff ectively raise the rent without losing your tenants. 

Follow the rules
As a landlord, you have legal obligations when it comes to rent increases. It’s 
best to check your province’s rental guidelines, but in most cases landlords can 
only increase the rent 12 months after the last rent increase or after the tenant 
fi rst moves in. The allowable rent increase percentage varies by province and 
by year. For instance, in 2019, landlords in Ontario can only increase the rent by 
1.8 percent whereas landlords in British Columbia can increase it by 2.5 percent. 

Give them a head’s up
You’re also legally obligated to give them written notice of a rent increase at 
least 90 days before it takes eff ect. For example, if the rent were to increase on 
February 1st, then tenants would have to be notifi ed by November 1st, which 
gives them a whole three months of notice. Though you’re not obligated to 
give them any more notice than legally required, your tenants might appreciate 
being given more time to get their fi nances and budgets in order. 

Word your letter carefully
No one wants to hear that their rent is going up, but the way you break it to 
your tenants can help soften the blow of this bad news. It’s important to give 
your tenants a good reason for why you’re raising the rent, so they don’t assume 
you’re a money-grubbing landlord who just wants to make some extra cash. 
Point to facts that make your case with phrases like “to keep up with other rental 
prices in the area” or “the new rent level has been determined by thorough 
market research.” However you want to word your letter, it never hurts to thank 
them for being great tenants. 

Fix unresolved problems
Before you raise the rent, make sure you’ve been a good landlord. Have you 
dealt with maintenance and repair issues promptly? Do you communicate with 
your tenant in a professional manner? Do you give them 24 hours notice when 
you or a maintenance person needs to enter their space? Tenants who enjoy 
where they live aren’t going to leave because of a small rent increase. They’re 
more likely to leave if there have been a string of issues leading up to the rent 
increase notice. 

Put yourself in their shoes
Imagine how you would feel if your bank told you it was spiking your mortgage 
rate. You probably wouldn’t be too happy about it. So don’t be surprised if you 
tell your tenants you’re raising the rent and they give you a hard time about it. 
Stand fi rm while showing some empathy.

This information should not be relied on as legal advice, fi nancial advice or a 
defi nitive statement of the law in any jurisdiction. For such advice, please consult 
your own legal counsel or fi nancial representative

Canadian consumers have several options when it comes to obtaining their 
credit score. They can get their credit scores via the two national credit reporting 
agencies, Equifax Canada and TransUnion. In addition, they can get them 
through free credit score providers such as Borrowell, Mogo and Credit Karma. 

Each provider uses slightly diff erent models to weigh credit score factors, which 
is why consumers can get diff erent results from diff erent providers, even if they 
requested their credit scores on the same day. For example, a consumer might 
get a credit score of 760 on Equifax, 800 on Borrowell and 770 on TransUnion. 

So why do we have more than one credit score? And which provider should we 
use if we’re applying for a mortgage?

To answer those questions, we fi rst have to explore the models that are used to 
calculate credit scores. Anyone who has a credit account, such as a credit card 
or a loan, has a credit report. This credit report indicates how you manage your 
money and it’s used to create your credit score. Mortgage lenders rely on these 
credit reports and scores to determine whether or not to extend you credit. 

The FICO Score is one of the credit scoring systems used in Canada by banks 
and lenders. Formerly called the Beacon Score, it’s a mathematical formula that 
pulls numbers from your credit report to assign you a score between 300 and 
900. Consumers with a score of 650 and higher are placed in the lower risk 
category because they have demonstrated responsible credit behaviour in the 
past. Of course, the higher your score, the better you look to mortgage lenders. 

Another scoring system is the Equifax Risk Score (ERS), which is a credit 
score model by Equifax that’s used by lenders and institutions to determine 

a consumer’s likelihood of going 90+ days delinquent within 12 months. This 
model is used by Borrowell, a free credit score provider and partner of Equifax. 
Unlike scores available through Equifax.ca, Borrowell’s scores are calculated 
using information about a consumer’s mortgage repayment history. If you’re 
applying for a mortgage, it might be more benefi cial to get your credit score 
through providers that include mortgage repayment information into their 
calculations.

There are many more scoring models on the market. Diff erent providers simply 
use diff erent scoring models that weigh information diff erently but in general, 
these algorithms look at similar factors when calculating a consumer’s credit 
score. These factors have set percentage weights and include things like the 
consumer’s payment history, utilization rate, current debts, length of credit 
history, new credit accounts, and types of credit used.

The next time you pull up your credit score and you get diff erent results from 
diff erent providers, don’t fret. It’s perfectly normal. It doesn’t mean that one 
score is more accurate than the other score. They are simply calculated based 
on diff erent scoring models. Some scores are used for educational purposes, 
while others are based on certain lending criteria. What’s important is that if you 
do plan to compare scores across diff erent providers, make sure to do so at the 
same time since your credit report can change from month to month. 

This information should not be relied on as legal advice, fi nancial advice or a 
defi nitive statement of the law in any jurisdiction. For such advice, please consult 
your own legal counsel or fi nancial representative. 


