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Condo Seller’s Guide for Manitoba

Introduction:

Selling a condo in Manitoba, particularly in cities like Winnipeg, requires careful
planning, market knowledge, and an understanding of the legal requirements.
This guide provides a comprehensive overview of the condo selling process,
tailored specifically to the Manitoba market, ensuring a smooth and successful

sale.

1. Preparing to Sell Your Condo:

Determine the Market Value:

e Comparative Market Analysis (CMA): Work with a real estate agent to conduct

a CMA, comparing your condo with similar properties recently sold in your area.



* Professional Appraisal: Consider getting a professional appraisal to accurately

determine your condo’s market value.

Prepare Your Condo:

e Declutter and Clean: Create a clean and inviting space by decluttering, deep
cleaning, and organizing.

e Minor Repairs: Address minor repairs and maintenance issues to present your
condo in the best possible light.

e Staging: Consider staging your condo to highlight its best features and make it

more appealing to potential buyers.

2. Listing Your Condo:

Choose a Real Estate Agent:

¢ Experience Matters: Select an agent experienced in the Manitoba condo
market.
e Marketing Plan: Discuss the agent’s marketing strategy, including online

listings, open houses, and professional photography.

Price Your Condo Competitively:

e Market Analysis: Use the CMA and appraisal to set a competitive and realistic
asking price.
* Flexibility: Be prepared to adjust the price based on market feedback and

conditions.



Prepare a Comprehensive Listing:

e High-Quality Photos: Use professional photos to showcase your condo’s best
features.

e Detailed Description: Include key details such as square footage, number of
bedrooms and bathrooms, amenities, and any recent upgrades or renovations.

¢ Virtual Tours: Consider offering virtual tours to attract remote buyers.

3. Marketing Your Condo:

Online Listings:

e MLS and Real Estate Websites: List your condo on the MLS and popular real
estate websites to reach a broad audience.

¢ Social Media: Use social media platforms to promote your listing and reach
potential buyers.

Open Houses and Showings:

e Schedule Open Houses: Host open houses to allow potential buyers to view
your condo in person.

¢ Flexible Showings: Be flexible with showing times to accommodate potential
buyers’ schedules.

Targeted Marketing:

¢ Email Campaigns: Use email marketing to reach potential buyers and real

estate agents.



¢ Print Advertising: Consider print advertising in local newspapers and real estate

magazines.

4. Receiving and Negotiating Offers:

Review Offers Carefully:

e Offer Price: Compare the offer price with your asking price and market value.

¢ Conditions: Review any conditions attached to the offer, such as financing
approval or home inspection.

Negotiate Terms:

e Counteroffers: Work with your real estate agent to negotiate terms, including
price, closing date, and any conditions.

e Multiple Offers: If you receive multiple offers, evaluate each based on price,
terms, and the buyer’s qualifications.

Accepting an Offer:

e Formal Acceptance: Once you accept an offer, it becomes a legally binding
agreement.

¢ Sign the Purchase Agreement: Sign the purchase agreement and ensure all
conditions and timelines are clearly outlined.

5. Legal Considerations in Manitoba:

Disclosure Requirements:



e Condo Disclosure Statement: Provide a condo disclosure statement to the
buyer, including details about the condo corporation’s financial status, reserve
fund, and bylaws.

e Material Defects: Disclose any known material defects or issues with the condo

unit or building.

Status Certificate:

e What It Is: A status certificate provides detailed information about the condo
corporation, including financial health, reserve fund balance, and any legal
matters.

e Importance: Buyers will review the status certificate as part of their due

diligence. Ensure it is accurate and up-to-date.

Legal Review:

e Hire a Lawyer: Engage a real estate lawyer to review the purchase agreement
and ensure all legal requirements are met.

e Title Search: Your lawyer will conduct a title search to confirm your ownership
and identify any liens or encumbrances on the property.

6. Closing the Sale:

Meet All Conditions:

e Financing Approval: Ensure the buyer secures financing by the agreed-upon

deadline.



e Home Inspection: Address any issues that arise during the home inspection.

Final Walkthrough:

e Buyer’s Inspection: The buyer may request a final walkthrough to ensure the

condo is in the agreed-upon condition.

Closing Documents:

¢ Sign Closing Documents: Work with your lawyer to sign the necessary closing
documents.
e Transfer Ownership: Once all documents are signed and funds are transferred,

ownership of the condo is officially transferred to the buyer.

Move Out:

e Vacate the Condo: Move out by the agreed-upon date, leaving the condo in
clean and broom-swept condition.

e Return Keys: Hand over keys and any access cards or fobs to the buyer or their
agent.

7. Frequently Asked Questions:

1. What are condo fees and what do they cover?

e Answer: Condo fees are monthly payments made to the condo corporation.

They cover maintenance, utilities for common areas, amenities, insurance, and

contributions to the reserve fund.



2. Can condo fees increase?

e Answer: Yes, condo fees can increase based on the annual budget prepared by
the condo board. Increases may be necessary to cover rising costs or to ensure

the reserve fund is adequately maintained.

3. What is a reserve fund study?

e Answer: A reserve fund study is an assessment conducted by experts to
determine the amount of money required for future major repairs and
replacements of common elements. It ensures the reserve fund is adequately
funded.

4. What is a status certificate?

e Answer: A status certificate is a document provided by the condo corporation
that includes important information about the condo, such as the financial
status, reserve fund balance, and any pending legal actions. It is essential for

buyers to review this document.

5. What is the 7-day cooling-off period for condos in Manitoba?

e Answer: In Manitoba, condo buyers have a 7-day cooling-off period after
signing the purchase agreement. During this time, the buyer can cancel the
contract without penalties. Sellers should be aware that this period allows

buyers to reconsider their decision.



6. What are special assessments?

e Answer: Special assessments are additional charges imposed by the condo
corporation for unexpected expenses or major repairs not covered by the
reserve fund. Sellers should disclose any known upcoming special assessments

to potential buyers.

7. Can | sell my condo if there are disputes within the condo corporation?

e Answer: Yes, but you must disclose any ongoing disputes or legal actions
involving the condo corporation. Buyers have the right to be informed about

potential issues that could affect their ownership experience.

8. What happens if my condo doesn’t sell by the desired timeline?

e Answer: If your condo doesn’t sell within your desired timeline, consider
adjusting the price, improving the property’s condition, or enhancing your
marketing strategy. Your real estate agent can provide guidance on the best

steps to take.
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