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NATIONAL SUMMARY

A recent RE/MAX survey conducted by

Leger found more than one in four Canadian
homebuyers report feeling pinched by the stress
test, which came into effect in January of this
year. However, projections for the spring market
show optimism with most markets expected to
remain stable or improve.

The average residential sale price in the Greater Toronto
Area dropped to $753,747, down almost 10 per cent from
$834,144 in January and February of 2017. With move-up
buyers driving the market — many of whom are making
their second or third transition — alongside a booming
condominium market, prices are forecasted to soften
throughout the year. Not all regions in Ontario are being
affected like the GTA. In Ottawa, the average residential
sale price in January and February was $388,289, up four
per cent from the same period in 2017, and Kitchener-
Waterloo saw a five per cent price increase year-over-
year.

At the same time, the average residential sale price

in Western Canada continues to increase. Greater
Vancouver saw prices increase almost 11 per cent in
January and February to $1,051,513, up from $950,184
during the same period in 2017. Despite reduced unit
sales, prices are expected to continue rising. While
Victoria is mostly a seller’s market compared to Greater
Vancouver, it has also seen an increase in average
residential sale price, which was $831,000 in January
and February this year compared to $761,000 during the
same period in 2017.

It is expected that government intervention and

the stress test will continue to play a pivotal role in
purchasing behaviour as we look to the months ahead.
The Leger survey found that four in 10 buyers have had
to compromise on their purchase, and almost one in
three opted not to purchase altogether. One quarter of
buyers compromised on the size of their home, while 18
per cent made concessions on the location of their home.

Despite these compromises, 55 per cent of homebuyers
say they feel like they can purchase the type of home
that suits their families’ needs compared to 46 per cent
last year.

In Alberta, first-time homebuyers looking for affordability
in Calgary and Edmonton continue to drive the market
forward, with single Millennials and young couples
gravitating toward the relatively stable condominium
market. The average residential sale price increased 1.4
per cent in Calgary to $481,775 in January and February
of this year, up from $475,288 during the same period in
2017. Meanwhile in Edmonton, a wide variety of inventory
offers good opportunities for buyers, resulting in a small
increase in activity and stable year-over-year prices to
start 2018.

Interestingly, activity in Atlantic Canada experienced
increased demand from first-time homebuyers, many of
whom are young couples and families. At the same time,
the condominium market is being driven by retirees who
are looking to downsize. Prices continue to rise across
most Atlantic markets, especially in Saint John where the
average residential sale price in January and February
this year was $201,328, compared to $168,956 during the
same period in 2017.

New residential and commercial development projects in
markets across the country are expected to fuel demand.
Cities most impacted will include Edmonton, Kelowna,
Victoria and Fraser Valley in the West and Windsor,
London, Hamilton-Burlington, Barrie, Durham, Ottawa,
Saint John and Halifax in Central and Eastern Canada.

Despite all of the factors involved, the spring market
across most of the country is forecasted to strengthen
as we head into the warmer months. Supply is still low
in many markets, and while the prices may not reach the
same levels as this time last year, we are expected to see
continued healthy price appreciation from the earlier
months of this year across many regions in the country.
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SELLER’S
BRITISH COLUMBIA MARKET

Victoria A

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

2017 ' £10%
£14.5%
2018 |

Victoria continues to be a seller’'s market with historically low inventory and short days on market. Condominiums are seeing the most
demand in the market, primarily from single buyers and young couples who are priced out of the single-family homes market. Many
newcomers from other parts of Canada tend to settle in Victoria for its warmer climate and seclusion from the mainland. The 2010 Olympics
put B.C. on the map, increasing demand in Victoria for its affordability over Vancouver.

COMPARED WITH $598,000 FROM THE SAME PERIOD IN 2017

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR {ﬁ‘ NEIGHBOURHOOD SHOULD PROMOTE
Access to green spaces West Shore Proximity to recreation
and parks centres

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

o o ® @ |
Iﬁ " 2017 BEXi:-FEvyd ‘

0,
e . ) o Tt

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS

fvh #f  $500K-$600K .-
for condos m
FIBRSJ-ETAP;IE Young Families and $700K - $800K Condos

Young Couples for detached single-family homes
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DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES
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$2-5 M = $5 M A lot of people from the mainland
LUXURY Move-Up Buyers and (South Vancguver) move to Victoria for
HOMES Foreign Buyers luxury properties that are more affordable.

UNITS SOLD 2017 |
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January - February ' 9-8/0
2018 |
-
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Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
4 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.




Greater Vancouver auvews (55

BRITISH COLUMBIA MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

rlovam $950,184

It continues to be a buyer’s market with great demand for condominiums. The foreign buyer’s tax and high prices for detached homes have
had an impact on the low activity in Jan/Feb. With the new speculation tax, a lot of buyers are holding off on purchasing.

410.7% _ #3%
|

COMPARED WITH $1,034,286 FROM THE SAME PERIOD IN 2017

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Access to green spaces ﬁ Vancouver East Proximity to

and parks (Main St.) preferred schools

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE
@ ® ® O |
m rI )yl $595,576
o [ =m %%
INngle IHnennia oun
MARKET ° Buyers Couplgs 2018 $75°’654 |

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS

@ 4 #F  $400K-$500K

inner core city

ERERER]
EREREE]
9717777
EEEEE]

FIRST-TIME Single Single-Detached
BUYERS Millennial ouns $300K $400 K Homes Townhomes  Condos
Buyers Couples outer areas
é\ DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
== . o FOR LUXURY HOMES %'@y—‘
‘OEIEHElie e
~— wﬁ $3 M = $5M Developers are no longer keen on buying
LUXURY the property and selling to end-user
HOMES Foreign Buyers
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Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
5 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.




Fraser Valley sLLems (i

BRITISH COLUMBIA MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

PVl $520,750 | 4 1%
o
#23.9% -
TN $645,267 |

COMPARED WITH $562,567 FROM THE SAME PERIOD IN 2017

Activity in Fraser Valley’s housing market was driven primarily by first-time home buyers. Condos have seen the most activity in the region

due to low inventory levels, affordability and new developments in the area. The OSFI stress test rules and rising interest rates have had the
most impact on sale price and activity in the region.

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Hospital and medical ﬁ Langley’s Willoughby Access to hospitals,
services

Yorkson doctors and dentists

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

i |
449%

/:) TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED

BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
@ [ ]

e $450K - $500K

g Single-Detached
Young Families Homes Townhomes Condos

FIRST-TIME
BUYERS

DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND

. . FOR LUXURY HOMES oS

TR $3M - $4M

Inventory remains the same however the
length of time on the market has increased.

LUXURY
HOMES Move-Up Buyers

UNITS SOLD 2017 |

o
January - February 2018 m ?1 0-2 /O
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Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
6 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.




Kelowna seLiers (26

BRITISH COLUMBIA MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

0%

rlol: 38 $525,670
COMPARED WITH $556,375 FROM THE SAME PERIOD IN 2017

|
fZB%

Activity in Kelowna’s housing market was driven primarily by first-time and move-up buyers along with investors. Prices are expected to
remain stable throughout the year. The OSFI stress test rules and the proposed BC speculation tax have had the most impact on sale price
and activity this year. Neighbourhoods in northern and southern Kelowna are expected to grow due to the new high-density developments in

both areas.
ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Access to green spaces ﬁ Kelowna North Future growth of
and parks & Kelowna South liveability score

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

i l
27.5%
Single Millennial Buyers 2018 |

/:) TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED

BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
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‘i\i\ $300K - $500K

FIRST-TIME Single-Detached
BUYERS Single Millennial Buyers Homes Townhomes Condos

DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES P~
n. .4 e
o o =
M $1 M = $3M Proposed speculation tax may cause some
LUXURY uncertainty in the next few months
HOMES Move-Up Buyers
'
UNITS SOLD ‘ 8 2%
January - February 2018 -
. |
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Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
7 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Edmonton suver's (%

ALBERTA MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

' 0%

% 2.4% -
2018 $367,417 | COMPARED WITH $383,334 FROM THE SAME PERIOD IN 2017

Edmonton’s housing market continues to recover from the recession, but it’s starting to see positive signs. Activity in Edmonton’s housing market was

driven primarily by first-time buyers due to affordability and move-up buyers who were interested in flat sales prices. Prices are expected to remain
consistent throughout the year with a healthy inventory of six-and-a-half months. The OSFI stress test rules have had the most impact on price and
activity this year. The Windermere neighbourhood in southwest Edmonton is expected to continue to grow and attract more residents.

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Proximity to restaurants ﬁ Windermere Proximity to work

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

o o ® o |
Iﬁ m 2017 Eyxi:pLy
¥ 2.5%
Single Millennial Buyers 2018 m |
& Young Couples

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
. BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
®o o
AN G
™ T s270k-$350k o
FIRST-TIME Single Millennial Buyers Townhomes Detached Condos
BUYERS & Young Couples Single-Family Homes

DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
FOR LUXURY HOMES P~
129 = S E%léjlﬁél‘ﬂ 0
— ° o [ J
~— M $1 -SM = $3M Seeing a significant drop in prices,
LUXURY sales activity is encouraging
HOMES Move-Up Buyers
UNITS SOLD ‘ 2 40/
January - February 2018 m " o
= |
*
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Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
8 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



ALBERTA MARKET

Calgary BALANCED %&

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

PIOVal $475,288 | 0%
(o]
% 1.4% - -
ploal: 3N $481,775 |
COMPARED WITH $500,219 FROM THE SAME PERIOD IN 2017

Activity in Calgary’s housing market was driven by first-time home buyers and move-up buyers, primarily young couples moving in together
and young families looking for larger properties. It continues to be a balanced market with detached single-family homes seeing the most
demand. The upper-end of the market is seeing increased activity this year, as buyers continue to take advantage of the affordable luxury
homes in Calgary.

ONE FEATURE BUYERS ONE FEATURE SELLERS
SHOULD LOOK FOR SHOULD PROMOTE
Access to public transit and retail shops Access to green spaces and parks, proximity to work,

easy access to bike lanes and/or walking paths,
proximity to restaurants, proximity to preferred schools

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE
it 20 | EEENR |

o
CONDO Single Millennial Buyers 2018 f 1 .5 /o
MARKET & Young Couples

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
o o [ [ ]
° AN G
™ T s3sok-s4as50k
FIRST-TIME Young Families Townhomes Condos
BUYERS & Couples
DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
FOR LUXURY HOMES P~
° ® s I 2N
o o [=1OOMNE 0
$900K = $1-2M There’s interest in luxury properties in
LUXURY the inner core of the city,
HOMES Move-Up Buyers where there are a lot of amenities.
I

UNITS SOLD 2017 |
(o)
January - February 2018 m T 9-8 /O

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
9 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Saskatoon auvews (5

SASKATCHEWAN MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

¥ 5%

rloal: 3 $303,389
COMPARED WITH $299,500 FROM THE SAME PERIOD IN 2017

|
TG%

Saskatoon’s new subdivisions and condo developments are competing for buyers in 2018. High condo inventory is expected to lead to a
slight decrease in prices in that segment of the market, while detached single-family homes have been seeing the most activity in Saskatoon
due their high return on investment. Continued economic instability, coupled with higher than usual inventory is expected to extend the
current buyers market in Saskatoon.

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR r 1 NEIGHBOURHOOD SHOULD PROMOTE
Proximity to schools ﬁ Brighton Easy access to bike lanes
(especially French and walking paths
immersion schools)

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

P |
¥ 8.6%
Young Couples 2018 |

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
° ° BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
CJ
$275K - $400K o

FIRST-TIME
BUYERS

Young Families Detached
Single-Family Homes

DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES

e o Luxury home sales are outperforming
wﬁ $750K - $1_5M the market as a whole,
Influx of high net-worth foreign buyers
LUXURY
HOMES Foreign Buyers

January - February 2018

UNITS SOLD 2017 m ‘
1%
ER |
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Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
’IO from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Reg ina BUYER’S @

SASKATCHEWAN MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

1%

Activity in Regina’s housing market was driven primarily by first-time and move-up buyers, some of whom are returning to the area after
years of absence. Prices are expected to remain relatively consistent throughout the year with the potential to slightly increase. The OSFI
stress test rules, rising interest rates and immigration growth have had the most impact on sale price and activity this year. The city is
continuing to grow with proximity to work looking to become an increasingly important liveability factor.

ONE FEATURE BUYERS ONE FEATURE SELLERS
SHOULD LOOK FOR SHOULD PROMOTE
Proximity to work Access to green

spaces and parks

COMPARED WITH $304,000 FROM THE SAME PERIOD IN 2017

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

# l
¥ 5.6%
ﬁ::gé- Young Couples 2018 |

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
o ®
™ $300K - $375K o~
FIRST-TIME Young Couples Detached

BUYERS

Single-Family Homes

DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES
L e Most buyers are residents
M $900K coming back to the province
LUXURY after a long time away
HOMES Move-Up Buyers
2017 wwras: |
UNITS SOLD ‘5 40/
January - February 2018 m u (o)
x |
‘ - 8

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
’I‘I from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Winnipeg

MANITOBA MARKET

BALANCED %&

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

2017 $284,335 | ' 10/
4 3.2% °
2018 $293,398 |

Activity in Winnipeg’s housing market was driven primarily by first-time buyers. Prices are expected to drop slightly throughout the rest of
the year. The OSFI stress test rules, rising interest rates and immigration growth have had the most impact on sale price and activity this year.

New developments in neighbourhoods including Devonshire Village and Amber Gates are expected to be the new “hotspots” for
homeowners.

COMPARED WITH $311,601 FROM THE SAME PERIOD IN 2017

Devonshire Village, Amber Demographics

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Proximity to work ﬁ

Gates, West St. Paul and (including ratio of
Ridgewood West rental vs. owned)
DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

°o o
I ﬁ 2017 $244,199
ﬁ:&?& Single Millennial Buyers 2018 $248,208

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS

|
f1.6%

4] $350K (HE)
FIRST-TIME

Young Families Detached
BUYERS Single-Family Homes

DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES

Nk 14 $1M + R,

LUXURY Move-Up Buyers and Market appears sluggish
HOMES Foreign Buyers

UNITS SOLD A 1,327 |

o,
January - February 2018 m T 5-5 /0
3 i

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
’|2 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.




WindSOI‘ SELLER’sﬁ

ONTARIO MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

' a10%

%16.2% -
2018 $272,080 | COMPARED WITH $280,072 FROM THE SAME PERIOD IN 2017

Relative affordability in Windsor, compared to larger markets such as the GTA, has led to high demand from move-up buyers looking for
detached single-family homes. Low inventory has created a hot seller’s market, with buyers putting in multiple offers and paying over asking
price for properties. New and ongoing construction projects, such as the Hwy. 401 extension and the Gordie Howe Bridge to the U.S., are
expected to continue to drive market demand.

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS

SHOULD LOOK FOR {ﬁ‘ NEIGHBOURHOOD SHOULD PROMOTE

Areas less prone to floods Lake Shore, Kingsville, Access to green spaces
La Salle and parks

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

it '
4 11.5%

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
® ®
A
4] s
$225K - $275K nlnl
FIRST-TIME Young Families Detached
BUYERS Single-Family Homes
DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES P~
° o OSSO
w ﬁ [E=1olnoo]e
$650K = $850K More homes being sold for $1M +,

LUXURY
HOMES

Foreign Buyers Influx in foreign buyers

UNITS SOLD 2017 m |
' (o)
January - February 24'1 /0
2018 |
- =
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Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
13 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.




London

ONTARIO

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

Flaval $307,600

plal:l $344,800

|
A|§12%

SELLER’S ﬁ
MARKET

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

#10%

COMPARED WITH $340,600 FROM THE SAME PERIOD IN 2017

Activity in London’s market was driven by first-time buyers and move-up buyers, primarily young families and couples. Detached single-family
homes continue to see the most demand for their affordability. The OSFI stress test has made an impact on the housing market throughout
Jan/Feb and many buyers opt to lower their budget. With this and low inventory, the number of sales has decreased dramatically for the first

two months of 2018.

ONE FEATURE BUYERS

ONE FEATURE SELLERS

THE UP-AND-COMING
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Access to green ﬁ Southwest London Proximity to retail

spaces and parks

DRIVING DEMAND

it M

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

|
4 8.7%
|

CONDO Single Millennial
MARKET Buyers & Retirees
TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
° ® ® O
()
AN
™ TF | s$250k- $350K
FIRST-TIME Young Families Detached
BUYERS & Couples Single-Family Homes
DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
FOR LUXURY HOMES P
- e
o o I 1
M $600K = $750K Most luxury homes in London have
LUXURY experienced long days on market
HOMES Move-Up Buyers
2017 1,347 |
UNITS SOLD ' 270/
(o]
January - Februar
v o [OXER
= =
*

14

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Sudbury

ONTARIO

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

plaval $281,995

rIO $255,936

|
T 9.2%

BALANCED
MARKET

op

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

% 2%

COMPARED WITH $270,060 FROM THE SAME PERIOD IN 2017

Activity in Sudbury’s housing market was driven primarily by first-time homebuyers looking for detached single-family homes. The OSFI
stress test rules have had the greatest impact on sale price and activity this year. Development in the city’s north and east end will continue
to impact the market. Additionally, the city has increased its land development fees, which are expected to impact new construction this

year.

=

ONE FEATURE BUYERS
SHOULD LOOK FOR

Future development

=l

THE UP-AND-COMING
NEIGHBOURHOOD

ONE FEATURE SELLERS

SHOULD PROMOTE
Minnow Lake Access to green spaces

(east end of the city)

=

DRIVING DEMAND

™

Retirees

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

2017 REEI#iele |

rlal- 3 $166,000

T49.8%

TYPICAL BUYER

Young Families

7

FIRST-TIME
BUYERS

TYPICAL PRICE RANGE FIRST-TIME
BUYERS ENTER THE MARKET

$180K - $240K

TYPICAL PROPERTY TYPE PURCHASED

BY FIRST-TIME BUYERS
AN
(o)

Detached
Single-Family Homes

DRIVING DEMAND

LUXURY

HOMES Move-Up Buyers

TYPICAL PRICE RANGE
FOR LUXURY HOMES

$700K - $1M

TOP LUXURY TREND

(7S5
s I 2N
== ==ty
New construction is limited, which typically
dictates resale value. As a result, the larger
homes in the market that are less than
10 years old are selling to move-up buyers.

15

UNITS SOLD

January - February

2017

2018

ER
4 46.0%
ElR ’
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Kitchener - Waterloo

ONTARIO

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

rlgVal $446,624
rlol: 3N $469,291

|
A|§5.1%

SELLER’S
MARKET

B

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

% 6%

COMPARED WITH $491,546 FROM THE SAME PERIOD IN 2017

Activity in Kitchener-Waterloo’s market is being driven by the “boom” in the technology sector, by move-up and first-time homebuyers. Sales
are expected to increase in the condo market due to the affordability of this property type, while freehold sales will fall. The OSFI stress test

has had the greatest impact on the market this year.

=

ONE FEATURE BUYERS
SHOULD LOOK FOR

The LRT

=l

THE UP-AND-COMING
NEIGHBOURHOOD

Victoria and King Street

ONE FEATURE SELLERS
SHOULD PROMOTE

Proximity to work

=

DRIVING DEMAND

"

Young Couples

(o{o]) [n]e)
MARKET

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

rlaVas $264,086

|
f 18.2%

TYPICAL BUYER

UL

Young Couples

7

FIRST-TIME
BUYERS

TYPICAL PRICE RANGE FIRST-TIME
BUYERS ENTER THE MARKET

$400K - $500K

TYPICAL PROPERTY TYPE PURCHASED
BY FIRST-TIME BUYERS

Townhomes Condos

DRIVING DEMAND

== =)

N

LUXURY
HOMES

Move-up Buyers

TYPICAL PRICE RANGE
FOR LUXURY HOMES

$1.6M - $3M

TOP LUXURY TREND
[TT5—\
OSSO
[=IOC[N[E0]%)

Tech company leaders are driving
the luxury market
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Hamilton - Burlington oatacen o7

ONTARIO MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

PVl $623,820 | ‘ 0.5%
0 (o)
¥5.6% =
rlol: 3 $588,824 |
COMPARED WITH $669,929 FROM THE SAME PERIOD IN 2017

Activity in the Hamilton-Burlington market was driven by first-time homebuyers, primarily single Millennials and young families. Buyers
looking to downsize have also contributed to some of the activity in the condominium market. Millennial demand and immigration growth
have all contributed to a strong detached home market in Jan/Feb.

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Access to green spaces ﬁ Downtown Hamilton Access to restaurants
and cafes
DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE
® ® o O |
ln\ ﬂ\ M 2017 BEEILAL:
4 8.3%
CONDO Single Millennial ~ Young Couples " °
ingle Millennia
9 g toup 2018 Y lel:lyi:p. |
MARKET Buyers
TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
o o BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
® ®
()
™ TF  s$350K- $550kK 3
FIRST-TIME Young Families Single-Detached
BUYERS Single Millennial Buyers Homes
é\ DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
== . . FOR LUXURY HOMES %‘@r—‘
-SOIEIEWEIL“" .. Eremneos
~— M $1 M = $2M Buyers want seclusion
LUXURY more than prestige
HOMES Move-Up Buyers
I
UNITS SOLD ' 31 20/
January - February 2018 m " o
= = |
*

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
’|7 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Barrie

ONTARIO

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

VA $432,859 |

$4.2%
|

MARKET

BALANCED %&

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

0%

COMPARED WITH $535,670 FROM THE SAME PERIOD IN 2017

Activity in Barrie’s housing market was driven primarily by move-over buyers from the GTA looking for affordability and good value. Prices
are expected to remain consistent throughout the year, although the volume of sales will likely be lower than initially forecasted. The OSFI

stress test rules and immigration growth have had the greatest impact on sale price and activity this year. New condominium and housing

projects planned in Salem and Hewitt’s Secondary Plan in 2018 and into early 2019 are expected to increase inventory.

THE UP-AND-COMING ONE FEATURE SELLERS

ONE FEATURE BUYERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Proximity to work ﬁ Southern Barrie’s Transportation

annexed lands infrastructure

DRIVING DEMAND

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

® & |
L 2017
¥ 3.6%
tens YN $320,011 |
TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
/:) N N BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
06 $400K - $500K

FIRST-TIME
BUYERS

Young Families

Single-Detached

Homes
DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
FOR LUXURY HOMES P~
® ® EOS TSI ZON
. [EEIn ==
™k $800K - $1.2M
LUXURY Waterfront properties
HOMES Move-Up Buyers
UNITS SOLD 2017 m |
(o)
January - February 2018 m ' 30 /O
= |
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Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Cornwall

ONTARIO

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

rlava $177,000

FIO I $193,000

SELLER’S ﬁ
MARKET

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

A o 9%
|

COMPARED WITH $177,000 FROM THE SAME PERIOD IN 2017

Activity in Cornwall’s housing market was driven by first-time homebuyers, primarily young families. Due to affordability, detached
single-family homes have seen the most activity. The spring market is expected to remain strong.

ONE FEATURE BUYERS
SHOULD LOOK FOR

=

Proximity to big and small retail stores

ONE FEATURE SELLERS
SHOULD PROMOTE

Proximity to work

=

DRIVING DEMAND
o &

™

Retirees

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

'
¥ 71%
|

TYPICAL BUYER

Young Families

)

FIRST-TIME
BUYERS

TYPICAL PRICE RANGE FIRST-TIME
BUYERS ENTER THE MARKET

TYPICAL PROPERTY TYPE PURCHASED
BY FIRST-TIME BUYERS

$200K - $250K

Detached
Single-Family Homes

DRIVING DEMAND

£

TYPICAL PRICE RANGE
FOR LUXURY HOMES

EMERGING LUXURY TRENDS

rA‘m—

$600K - $1M EpEnEe

The market is idle

199
~ T
LUXURY
HOMES Move-Up Buyers
= f
x
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Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
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Thunder Bay

ONTARIO

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

rlgVal $219,669

FIO $231,634

|
‘I‘ 5.3%

BALANCED
MARKET

op

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

(0 )7

COMPARED WITH $250,616 FROM THE SAME PERIOD IN 2017

Activity in Thunder Bay’s housing market was driven primarily by first-time buyers looking to start their families. Prices are expected to
remain consistent throughout the year, with demand being typical to that of a balanced market. The OSFI stress test rules and rising interest
rates have had the most impact on sale price and activity this year. Dawson Heights is expected to be the next hotspot for buyers.

ONE FEATURE BUYERS
SHOULD LOOK FOR

Access to green spaces
and parks

=

=l

THE UP-AND-COMING
NEIGHBOURHOOD

Dawson Heights

ONE FEATURE SELLERS
SHOULD PROMOTE

Proximity to work

=

DRIVING DEMAND

™

Retirees

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

'
434.7%
|

TYPICAL BUYER

Young Families

7

FIRST-TIME
BUYERS

TYPICAL PRICE RANGE FIRST-TIME
BUYERS ENTER THE MARKET

$200K - $300K

TYPICAL PROPERTY TYPE PURCHASED

BY FIRST-TIME BUYERS
AN
(o)

Detached
Single-Family Homes

DRIVING DEMAND

LUXURY

HOMES Move-Up Buyers

TYPICAL PRICE RANGE
FOR LUXURY HOMES

$500K - $750K

TOP LUXURY TREND

[T\
eI o[B]7N
ST ===

Decreased demand
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Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
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North Bay

ONTARIO

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

YT $224,713 |

4 2.9%
|

SELLER’S @
MARKET

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

% 4%

COMPARED WITH $229,299 FROM THE SAME PERIOD IN 2017

Detached single-family homes are the most sought-after property type in North Bay, driven by move-over buyers. North Bay is a seller’s
market, with low inventory and days on market trending down 20 per cent across all property types. North Bay’s school districts have seen a
dramatic change, and families should be looking for neighbourhoods that are walkable or accessible via public transit.

ONE FEATURE BUYERS
SHOULD LOOK FOR

High-speed internet

=

=l

THE UP-AND-COMING
NEIGHBOURHOOD

Waterfront properties
in the South

ONE FEATURE SELLERS
SHOULD PROMOTE

Proximity to
preferred schools

=

DRIVING DEMAND

Young Families

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

'
¥ 9.3%
|

TYPICAL BUYER

Young Families

7

FIRST-TIME
BUYERS

TYPICAL PRICE RANGE FIRST-TIME

TYPICAL PROPERTY TYPE PURCHASED
BY FIRST-TIME BUYERS

Detached
Single-Family Homes

BUYERS ENTER THE MARKET

$150K - $250K

DRIVING DEMAND

TYPICAL PRICE RANGE
FOR LUXURY HOMES

$550K - $900K

EMERGING LUXURY TRENDS
[TT5—\
OSSO
[=IOC[N[E0]%)

More buyers from the GTA
Demand for waterfront retirement homes

LUXURY

HOMES Move-Up Buyers
= f
x
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Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.
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ONTARIO MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

' ¥10%

¥16.1%

2018 1,054,433
%1, ’ | COMPARED WITH $1,214,608 FROM THE SAME PERIOD IN 2017

Activity in Oakville’s housing market was driven primarily by move-up buyers coming from other areas of the GTA. Prices are expected to
drop through the year, despite a significant increase in sale price from 2017 to 2018. The OSFI stress test rules, foreign buyers tax and
immigration growth have had the greatest impact on sale price and activity this year. New housing north of Dundas Street continues to be
developed and new styles of luxury homes are being introduced.

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Proximity to/quality of ﬁ No single specific Proximity to work

neighbourhood. New housing
communities north of Dundas
continue to be developed.

schools

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

i '
¥6.2%

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS

® [

] AR

$750K (7]
FIRST-TIME Young Families Townhomes
BUYERS
DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES
° ® A

M $3M - $4M ESPemEti

New builds, including newer homes in
LUXURY Move-Up Buyers older neighbourhoods, modern west-coast
HOMES style of architecture

UNITS SOLD

January - February 2018

|
¥ 35%
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2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
22 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Mississauga sLier's

ONTARIO MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

b oan w2s%
|

rloal: 38 $644,834
COMPARED WITH $755,726 FROM THE SAME PERIOD IN 2017

Activity in Mississauga’s housing market was primarily driven by a mix of growing families, young couples and immigrants. It continues to be a
seller's market with low inventory levels in the first two months of 2018. The OSFI stress test has made an impact on Mississauga’s market, with
many buyers taking a wait-and-see approach and shifting their preferences to condos, which offer greater affordability.

I ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS

SHOULD LOOK FOR r 1 NEIGHBOURHOOD SHOULD PROMOTE
Access to green spaces ﬁ Port Credit

Proximity to transit

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

o o ® o |

Iﬁ " 2017 $410,960 ‘ 90/
(o)

CONDO ingle Millennial Buyers

MARKET S %Yguu]g COLE; 2018 $447,534 |

/:) TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED

BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
® O

Malvhs  $400K - $600K

ERERER]
EREEEE]
171111
EEEEE]

FIRST-TIME Young Couples Condos
BUYERS & Immigrants
DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
FOR LUXURY HOMES
[ ) @ [ZS5\
° o s BImI2] N
iR $1.75M - $2M =
LUXURY Transactions down 60%
HOMES Move-Up Buyers
UNITS SOLD 2017 m |
(o)
January - February 2018 m ' 22 /O
¥ |

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
23 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Brampton

ONTARIO MARKET

BALANCED %&

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

v 4%

Activity in Brampton’s market was driven by first-time home buyers, primarily Millennials and young families. It continues to be a balanced
market driving condo prices up as a result of the solid demand and affordability. The OSFI stress test has had the most impact on sale price
and activity in Jan/Feb. Buyers have made adjustments and the spring market looks strong in comparison.

COMPARED WITH $732,757 FROM THE SAME PERIOD IN 2017

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Proximity to work ﬁ The Northwest Corner Quick access to highway

and GO Train station

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

M Y VAl $381,553 |

i 49.3%
CONDO

MARKET Young Families 2018 gETal-R=lo) |

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
® ®
LA
™ $500K - $600K o)
FIRST-TIME Townhomes Single-Detached
BUYERS Young Couples Homes
DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
FOR LUXURY HOMES P~
® ® EolE N

%EE]HIEIAE“O
M $1 M = $1 -5M The finishings, nice landscaped

backyards and home theatres

LUXURY
HOMES Move-Up Buyers

UNITS SOLD 2017 m |
(o)
January - February 2018 m T 30 /O

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
24 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Durham

ONTARIO MARKET

BALANCED %&

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

' Cwis%
¥ 8.1% °
|

Activity in the Durham region was driven by young couples and families purchasing entry-level homes. The OSFI stress test and rising

interest rates have both contributed to a balance in the market throughout Jan/Feb. Detached single-family homes continue to see the most
activity, as they are affordable for young buyers.

COMPARED WITH $656,931 FROM THE SAME PERIOD IN 2017

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Proximity to big and ﬁ North Oshawa

Proximity to transit
small retail stores

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE
o & |
M 2017 BEXIFAVE & 5.3%
" (]
ﬁ::gé- Retirees 2018 $376,783 |

/:) TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED

BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
o O

" $400K - $500K

FIRST-TIME Single-Detached
BUYERS Young Couples Homes
é\ DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
== . . FOR LUXURY HOMES %‘my—‘
-SOEEIHEII."G —

— M $1.5M - $2M TS

Rural and waterfront properties make
LUXURY

up the luxury market. Steady growth of
HOMES Move-Up Buyers interest in luxury communities.

2017 pE:-Yyj
UNITS SOLD

|
o
January - February 2018 T 25 /O

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
25 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



SELLER’S
ONTARIO MARKET

Toronto A

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

FlaVal $834,144

rIOl:J $753,747

| o
T 9.6% W5

COMPARED WITH $852,000 FROM THE SAME PERIOD IN 2017

High demand and limited inventory continue to make the Greater Toronto Area a seller’s market. The new OSFI regulations, foreign buyer’s
tax, rising interest rates and immigration growth have all impacted sales and activity in 2018. Activity in the Greater Toronto Area was
primarily driven by move-up buyers, many making their second or third transaction. Detached single-family homes are seeing the most
activity, followed by condominiums. Continued high demand for condominiums is expected for the spring market.

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR {ﬁ‘ NEIGHBOURHOOD SHOULD PROMOTE
Ease of commute Eglinton east Corridor Proximity to work

(Don Mills to Victoria Park)

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

o O
M r{lVaN $465,392
Young Couples 2018 E:3yIieNeloyi

/:) TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED

|
f11.7%

. o BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS

™ $475K - $500K o

ERERER]
EREEEE]
171111
EEEEE]

FIRST-TIME Young Couples Condos
BUYERS
DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES P~
° ° s I 2N
o o == ==ty
$2 M = $4M Boomers are passing on wealth to kids who
LUXURY Move-Up Buyers are buying luxury homes, Retirees are selling

HOMES

luxury homes and buying luxury condos

January - February 2018

UNITS SOLD

|
¥ 30.4%
|

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
26 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Kingston

ONTARIO

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

rlaVal $317,645

rlal:J $367,780

SELLER’S
MARKET

B

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE

|
A|§15.8%

FOR APRIL - JUNE IN 2018

% 6%

COMPARED WITH $337,368 FROM THE SAME PERIOD IN 2017

Activity in Kingston’s housing market was driven primarily by move-over buyers from major urban centres, in search of affordability and
good value. Due to low inventory, it is a seller’s market with prices expected to slightly increase over the course of the year. The OSFI stress
test rules, rising interest rates and immigration growth have had the greatest impact on sale price and activity this year. New developments in
the city’s east and west ends are expected to have an impact as well.

ONE FEATURE BUYERS
SHOULD LOOK FOR
Neighbourhood
demographics

=

THE UP-AND-COMING
NEIGHBOURHOOD

Kingston’s east and
west ends

=l

ONE FEATURE SELLERS
SHOULD PROMOTE

Proximity to work

=

o &

LI

Retirees

DRIVING DEMAND

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

2017 EEYEEW(3)
2018 EE¥ii-RelX

|
‘I‘ 23%

TYPICAL BUYER

7

FIRST-TIME
BUYERS

Young Couples

TYPICAL PRICE RANGE FIRST-TIME
BUYERS ENTER THE MARKET

$250K - $350K

TYPICAL PROPERTY TYPE PURCHASED
BY FIRST-TIME BUYERS

Condos

Single-Detached
Homes Townhomes

9717777

ERERER]
il

DRIVING DEMAND

TYPICAL PRICE RANGE
FOR LUXURY HOMES

$750K - $2M

TOP LUXURY TREND
[TT5—\
OSSO
[=IOC[N[E0]%)

Growing inventory, which
will lead to more sales.

® ®
HOMES Move-Up Buyers
= f
x
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Ottawa

ONTARIO

SELLER’S @
MARKET

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

2 4%

COMPARED WITH $404,122 FROM THE SAME PERIOD IN 2017

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

'
43.9%
|

Activity in Ottawa’s housing market was driven by first-time buyers, government employees and military transfers. Prices are expected to
slightly increase throughout the year. The OSFI stress test rules, Millennial demand and a lack of inventory have had the greatest impact on
sale price and activity this year. The $3-billion LRT project has had a positive effect on areas that will neighbour the route, including the
Orleans region.

ONE FEATURE BUYERS
SHOULD LOOK FOR
Proximity to public transit

(o{o]) [n]e)
MARKET

7

THE UP-AND-COMING
NEIGHBOURHOOD

ONE FEATURE SELLERS
SHOULD PROMOTE
Proximity to work

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

it '
40.2%

TYPICAL BUYER

TYPICAL PRICE RANGE FIRST-TIME
BUYERS ENTER THE MARKET

TYPICAL PROPERTY TYPE PURCHASED

BY FIRST-TIME BUYERS
® O

FIRST-TIME
BUYERS

== =)

N

LUXURY
HOMES

"

Young Couples

$350K - $450K

Townhomes

DRIVING DEMAND

Move-Up Buyers

TYPICAL PRICE RANGE
FOR LUXURY HOMES

TOP LUXURY TREND

rA‘m—
(7o~I00108] 7~

$750K - $2M E=lenEo,

Luxury homes are getting
increasingly expensive.
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Saint John

BUYER’S @
NEW BRUNSWICK MARKET

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

2017 $169,956 | 2(y
418.5% # 2%
2018 $201,328 |

Activity in Saint John’s housing market was driven by first-time buyers, primarily single Millennials and young couples. It continues to be a

buyer’s market with high inventory and long days on market. The detached home market is driven by young couples, while the condominium
market is driven by retirees looking to downsize.

COMPARED WITH $191,091 FROM THE SAME PERIOD IN 2017

Rothesay and Quispamsis Proximity to public transit

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE
o & |
M 2017 REAeKelo]e} ‘
4.5%
. (o)
ﬁ::gé- Retirees 2018 $177, 714 |

/:) TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Maintenance costs ﬁ

BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
® O

™ $120K - $180K | [
FIRST-TIME

Young Couples Detached
BUYERS Single-Family Homes

DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES

o\
TR $450K - $650K =

Luxury market has been steady
LUXURY Move-Up Buyers
HOMES for the past 18 months

(7S
oA~

January - February

$17.4%
2018 |

1
UNITS SOLD

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated. * Source: Historical values are sourced
29 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



Halifax BALANCED @

NOVA SCOTIA MARKET

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

*3%

rlol: 3 $284,612
COMPARED WITH $294,169 FROM THE SAME PERIOD IN 2017

|
‘I‘ 5.4%

Activity and sale prices in Halifax’s housing market was driven by immigration and economic investment in Halifax Regional Municipality,
Millennial demand, and in some cases OSFI stress test rules along with rising interest rates. Move-up buyers and foreign buyers have primarily
driven the demand in the region. The effects of regulatory changes have been minimal.

I ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS

SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Proximity to preferred school ﬁ Governor’s Brook Proximity to work

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

[ ) ® ® O o ‘ |
TR R TSR - - .
%
ingle Millennial Buyers (o)
’ g\l(o:lnlglg Coupl)IB(;sy 2018 $282,225 |

Retirees
TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
® o
™ $275K o)
FIRST-TIME Single-Detached
BUYERS Young Couples Homes Townhomes  Condos
DRIVING DEMAND TYPICAL PRICE RANGE TOP LUXURY TREND
FOR LUXURY HOMES P~
e o EOS TSI ZON
[=IOC[N[E0]%)
$1M N/A
LUXURY
HOMES Foreign Buyers
I
UNITS SOLD ‘ 2 80/
January - February 2018 m " o
X |
*

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
30 from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



SELLER’S
PRINCE EDWARD ISLAND MARKET

Charlottetown A

AVERAGE RESIDENTIAL SALE PRICE ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
January - February, Year-Over-Year FOR APRIL - JUNE IN 2018

rlOVAN $270,666 | ' 4%
¥ 1.6%
plol: 3l $266,465 |

Activity in Charlottetown’s market was driven by first-time buyers and move-up buyers, primarily young couples. It continues to be a seller’s
market with low inventory and days on market. Millennial demand and immigration growth have impacted activity during January/February.
Detached single-family homes are preferred by first-time buyers, while retirees are driving the condominium market in the region.

COMPARED WITH $258,000 FROM THE SAME PERIOD IN 2017

ONE FEATURE BUYERS THE UP-AND-COMING ONE FEATURE SELLERS
SHOULD LOOK FOR { 1 NEIGHBOURHOOD SHOULD PROMOTE
Easy access to bike lanes ﬁ Cornwall (Queens County) Access to green

and/or walking paths spaces and parks

DRIVING DEMAND YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE
o & |
Y o B L
%
(o]
CONDO :
MARKET Retirees 2018 BYi1-WiTe) |

TYPICAL BUYER TYPICAL PRICE RANGE FIRST-TIME TYPICAL PROPERTY TYPE PURCHASED
BUYERS ENTER THE MARKET BY FIRST-TIME BUYERS
® O
™ $150K - $250K o~

FIRST-TIME Young Couples Detached
BUYERS

Single-Family Homes

DRIVING DEMAND TYPICAL PRICE RANGE EMERGING LUXURY TRENDS
FOR LUXURY HOMES

aé\ 7555\
o o o s TSI ()P o
A 14 $600K - $1.3M S

Driven by newcomers

LUXURY
HOMES Foreign Buyers

UNITS SOLD 2017 m + 16-2%

January - February

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
3‘] from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



St. John’s

NEWFOUNDLAND

AVERAGE RESIDENTIAL SALE PRICE

January - February, Year-Over-Year

blaVal $260,686

FIOEE $269,993

|
‘I‘ 3.6%

BUYER’S @
MARKET

ESTIMATED AVERAGE RESIDENTIAL SALE PRICE
FOR APRIL - JUNE IN 2018

0%

COMPARED WITH $270,942 FROM THE SAME PERIOD IN 2017

Activity in St. John’s housing market was driven by first-time buyers, primarily single Millennials and young couples. It continues to be a
buyer’s market with high inventory and long days on market. The detached home market is driven by young couples, while the condominium

market is driven by retirees looking to downsize.

=

ONE FEATURE BUYERS
SHOULD LOOK FOR

Easy access to bike lanes
and/or walking paths

=l

THE UP-AND-COMING

ONE FEATURE SELLERS
NEIGHBOURHOOD

SHOULD PROMOTE

Access to green spaces
and parks

=

Galway subdivision in
west end

DRIVING DEMAND

™

Retirees

YEAR-OVER-YEAR AVERAGE CONDO PRICE CHANGE

'
413.4%

TYPICAL BUYER

UL

Young Couples

7

FIRST-TIME
BUYERS

TYPICAL PRICE RANGE FIRST-TIME
BUYERS ENTER THE MARKET

$250K - $350K = ()

TYPICAL PROPERTY TYPE PURCHASED
BY FIRST-TIME BUYERS

Detached
Single-Family Homes

DRIVING DEMAND

LUXURY

HOMES Move-Up Buyers

$750K - $1.25M

TYPICAL PRICE RANGE
FOR LUXURY HOMES

TOP LUXURY TREND

(7S \
EOSCI=IGIZONN
[=1OOMNE 0

An increase in optimism about the
economy overall is expected to encourage

buyers to re-enter the luxury market.
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2017
UNITS SOLD

January - February

2018

ER
# 5.1%
ElR

2018 SPRING MARKET TRENDS REPORT R EIM AX

Each RE/MAX office is independently owned and operated.* Source: Historical values are sourced
from CREA or Local Board statistics. Estimates and forecasts are based on the opinion of
independent RE/MAX broker/owners and affiliates.



DATA TABLE

AVERAGE
YOY % RESIDENTIAL
SALE PRICE**

2018/2017 2017

AVERAGE RESIDENTIAL
SALE PRICE*

ESTIMATED

MARKET SPRING YOY %***

2017 2018 2018/2017

Barr|e

Cornwall
Edmonton

Fraser VaIIey

GTA Durham

HaI|fax

ngston

London

.Reglna
:Saskatoon
:Sudbury
Toronto

V|ctor|a

Qmepeg

Calgary

Charlottetown

GTA Brampton

.Ham”ton_

Kelowna

K|tchener—'WWHW
Waterloo

.North Bay
otaws | §
SaintJon | $
St.Jom's | S
Thundersay |
:Greater Vancouver

Wmdsor
$284 335

$432 859

$475 288
$27O 666
$177 OOO

$358 851

$520 750‘%
H $703 27OWN
AR
GTA MISSIssaUéaM , .
P e Bl

$623,820

$511 466
$317645

$446,624

H $BO7 6OOW.
$224 713

$373 841

$301 OOO‘W

$169 956

$322 794.“‘%
$260 686“%
$281 995
$219 669.%.
$834 144.““”.

$950184

.$557 OOO‘W

$234HO

$414 604 .

$481 775

$266 465
$193 OOO

$367 417

$645 267
$674 932
$656 931

$588,824

$525,670
$367,780

$469,291

$344 SOO‘W -

$231 177

$388 289
$305 SOO

$201 328

$303 389

$269 993

$255 936”%

$231 357

$753 747 N
$1 051 513“%
$638 OOOW. o
$272 OSO“W -

$293 398

$27O 038 , .

2 8%
15 8%

51%

S
e
e

T

15%

18 5%

—6%

3 6%
—9 2%

53%

—9 6%

1O 7%

14 5%

16 2%

32%

$535 670
$5oo 219
4,....‘.$258 Ooo

- ooo
...4.$383 334

.$562 567

$732 757

$755 726

$669,930

$556,375
$337,368

$491,546

$34O 6OO
$229 299

$404 122

$191 091

$299 500

$27O 942

$250 616

$598 OOO

$28O O72

$311, 601

$27O 060
$852 OOO
$1 034 286

$1 214 608
$294 169

O%
6%

6%

10%

4%

4%

1%

2%
—5%
O%

2%

O%
—5%

3%

10%
10%
J

—1%

*Average residential sale prices listed are from January 1to February 28 in 2017 and January 1 - February 28 in 2018. **Average residential sale prices listed are from

April 1= June 30 in 2017. ***Estimated percentage moves are for April 1 - June 30, 2018 estimates compared to the previous year.
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CONTACTS

BRITISH COLUMBIA

VICTORIA

Braden Wheatcroft
250.744.3301
RE/MAX of Nanaimo

GREATER VANCOUVER
Wayne Ryan

604.649.7780

RE/MAX Crest Realty Westside

FRASER VALLEY

Jorda Maisey
604.760.7030

RE/MAX Little Oak Realty

KELOWNA

Jerry Redman
250.470.2059
RE/MAX Kelowna

ALBERTA

EDMONTON
Paul Blais
780.377.2517
RE/MAX Elite

CALGARY

Lowell Martens

403.247.5171

RE/MAX Real Estate (Mountain View)

SASKATCHEWAN

SASKATOON

Jeff Stewart

306.241.0355

RE/MAX Saskatoon North

REGINA
Rob Nisbett
306.789.7666

RE/MAX Crown Real Estate

MANITOBA

WINNIPEG

Akash Bedi

204.987.9800

RE/MAX Executives Realty

ONTARIO

WINDSOR

Glen Muir

519.944.5955

RE/MAX Preferred Realty Ltd

Denny Laurin

519.791.4765
RE/MAX Preferred Realty Ltd

34

LONDON

Troy Couwenberghs
519.649.6000

RE/MAX Advantage Realty

SUDBURY

Cathy Gregorchuk
705.560.5650
RE/MAX Crown Realty

KITCHENER/WATERLOO
Marty Green

519.885.0200

RE/MAX Twin City Realty Inc

HAMILTON-BURLINGTON
Conrad Zurini

905.545.1188

RE/MAX Escarpment Realty Inc

BARRIE

Mark Pauli

705.722.7100

RE/MAX Chay Realty Inc

CORNWALL

Nick Chintakis

613.938.8100

RE/MAX Cornwall Realty Inc

THUNDER BAY

Mario Tegola

807.344.5700

RE/MAX First Choice Realty Ltd

NORTH BAY

Shannon Unger

705.495.4555

RE/MAX Legend Real Estate Inc

OAKVILLE

Claudia DiPaola

905.338.9000

RE/MAX Aboutowne Realty Corp

MISSISSAUGA

Jodi Gilmour

905.278.3500

RE/MAX realty enterprises inc

BRAMPTON

Mike Zuccato

905.456.1000

RE/MAX Realty Services Inc

Gurinder Sandhu
905.456.1000
RE/MAX Realty Services Inc

DURHAM

Noel Coppins
905.7281600
RE/MAX Jazz Inc

TORONTO

Cameron Forbes
905.944.8800

RE/MAX Realtron Realty Inc

KINGSTON

Cindy Haggerty
613.389.7777

RE/MAX Finest Realty Inc

OTTAWA

Kevin Grimes

613.283.2121

RE/MAX Affiliates Realty Ltd

NEW BRUNSWICK

SAINT JOHN

Gordon Breau

506.634.8200

RE/MAX Professionals Saint John

NOVA SCOTIA

HALIFAX
Ryan Hartlen
902.468.3400
RE/MAX Nova

PRINCE EDWARD
ISLAND

CHARLOTTETOWN

Mary Jane Webster
902.892.2000

RE/MAX Charlottetown Realty

NEWFOUNDLAND

ST. JOHN’S

Stephen Winters
709.682.9045

RE/MAX Realty Specialists Ltd
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About the RE/MAX Network:

RE/MAX was founded in 1973 by Dave and Gail Liniger, with an innovative, entrepreneurial culture affording its agents and franchisees the flexibility to operate their
businesses with great independence. Over 115,000 agents provide RE/MAX a global reach of more than 100 countries and territories. RE/MAX is Canada’s leading real
estate organization with more than 20,000 Sales Associates and over 900 independently-owned and operated offices nationwide. RE/MAX, LLC, one of the world’s
leading franchisors of real estate brokerage services, is a subsidiary of RE/MAX Holdings, Inc. (NYSE: RMAX). With a passion for the communities in which its agents live
and work, RE/MAX is proud to have raised more than $150 million for Children’s Miracle Network Hospitals® and other charities. For more information about RE/MAX, to
search home listings or find an agent in your community, please visit www.remax.ca.

About RE/MAX INTEGRA and RE/MAX INTEGRA, Ontario-Atlantic Canada

RE/MAX INTEGRA, founded in 1980, is a privately held company by Canadian entrepreneurs. With regional headquarters in Toronto, Boston, Minneapolis, Indianapolis,
Zug, and Vienna, RE/MAX INTEGRA represents nearly a third of all RE/MAX Sales Associates worldwide. The company was founded on the premise of providing
outstanding service and support both at the regional level and to the end consumer. The Ontario-Atlantic Canada region has surpassed 10,000 quality Associates; The
US regions — New England and the Midwest (including the following states: Minnesota, Wisconsin and Indiana) - account for more than 6,500 Associates with over
2,600 and 3,800 Associates respectively; and the European region leads with more than 16,000 Associates. For more information about RE/MAX INTEGRA, visit www.
remaxintegra.com

Forward-Looking Statements

This press release includes “forward-looking statements” within the meaning of the “safe harbor” provisions of the United States Private Securities Litigation Reform

Act of 1995. Forward-looking statements may be identified by the use of words such as “anticipate,” “believe,” “intend,” “expect,” “estimate,” “plan,” “outlook,” “project”
and other similar words and expressions that predict or indicate future events or trends that are not statements of historical matters. These forward-looking statements
include statements regarding the future performance of the housing market, the Company’s financial and operational outlook, as well as other statements regarding the
Company’s strategic and operational plans. Forward-looking statements should not be read as a guarantee of future performance or results, and will not necessarily be
accurate indications of the times at, or by, which such performance or results will be achieved. Forward looking statements are based on information available at the time
those statements are made and/or management’s good faith belief as of that time with respect to future events, and are subject to risks and uncertainties that could
cause actual performance or results to differ materially from those expressed in or suggested by the forward-looking statements. Such risks and uncertainties include,
without limitation, (1) changes in business and economic activity in general, (2) changes in the real estate market, including changes due to interest rates and availability
of financing, (3) the Company’s ability to attract and retain quality franchisees, (4) the Company’s franchisees’ ability to recruit and retain agents, (5) changes in laws
and regulations, (6) failure to maintain, protect and enhance the RE/MAX brand (7) fluctuations in foreign currency exchange rates, (8) the impact of recent changes to
the Company’s senior management team, (9) the impact of a previously-disclosed special committee investigation, including reputational damage to the Company and
the time and expenses incurred in implementing the special committee’s recommendations, as well as those risks and uncertainties described in the sections entitled
“Risk Factors” and “Management’s Discussion and Analysis of Financial Condition and Results of Operation” in the most recent Form 10-K filed with the Securities and
Exchange Commission (“SEC”) and similar disclosures in subsequent reports filed with the SEC, which are available on the investor relations page of the Company’s
website at www.remax.com and on the SEC website at www.sec.gov. Readers are cautioned not to place undue reliance on forward-looking statements, which speak
only as of the date on which they are made. Except as required by law, the Company does not intend, and undertakes no duty, to update this information to reflect future
events or circumstances.
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