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‘g oing once, going twice 
… sold to the lady in 
the pink hat!”

Just two years ago, it was 
fairly easy to sell a house 
across North America and 
bidding wars were all the 
rage. But when the economy 
tanked, lonely For Sale signs 
simply gathered moss. The 
United States responded with 
immediate foreclosures and 
many houses were put on 
the auction block to generate 
quick sales. 

Sure, the U.S. experience 
was not entirely pleasant, 
given the sheer number of 
people who had their wel-
come mats pulled out from 
under them. But the ensuing 
frenzy put the age-old practice 
of auctions back in the spot-
light and drew the curiosity 
of Canadian homeowners and 
developers looking to unload 
properties in record time. 

“With an auction, we’re for-
cing you to be decisive,” says 
Chris Longly, deputy executive 
director of the National Auc-
tioneers Association (NAA) 
in Overland Park, Kan. “We’re 
going to force you to get out 
of that car and you’re going to 
have to make a decision. You 

can’t wait anymore for us to 
drop the price. You’re going to 
have to compete. Who knows 
what the person on your left 
and your right are going to 
pay? It comes down to, ‘How 
bad do you want it?’ ”

The process of a real es-
tate auction is fairly straight-
forward. The agent/auction-
eer and seller decide on an 
auction date and the type of 
auction to be conducted, typ-
ically unreserved or reserved. 
In an unreserved situation, 
the seller is obligated to sell 
the property regardless of the 
price result. Reserve auctions 
include “published minimum 
bid” where the lowest price 
the seller is prepared to accept 
is published, or “subject to 
seller confirmation” allowing 
the seller to retain the right 
to accept or reject the high-
est bid. There is also “subject 
to reasonable reserve” that 
is not published and only 
the auctioneer and the seller 
know. Commissions are paid 
either by the seller, the buyer, 
or a combination of both, or in 
some cases could be a flat fee. 

“Rather than trying to an-
ticipate the value of your prop-
erty, the price discovery pro-

cess is left to the hands of the 
marketplaces,” says Manson 
Slik, a partner at Gordon’s Es-
tate Service in Kingston. “So 
you’re never in a position of 
underpricing your property 
and selling it in a day, or over-
pricing your property and sit-
ting in the market for poten-
tially multiple months.”

Gordon’s Estate Services 
has been complementing its 
traditional listing service with 
real estate auctions since 1985 
and has found its niche: The 
majority of Gordon’s clients 
are senior citizens and estate 
executors who want to sell 
quickly. 

Usually, Mr. Slik explains, 
the owner has lived in the 
house for a long time and is 
looking to downsize, or the 
owner has died and the execu-
tor wants to get the home out 
of the family’s hands. Rather 
than knock in a lawn sign and 
sell the property to the first 
person that comes along, says 
Mr. Slik, “the price discovery 
process is left to the hands of 
the marketplace, versus the 
real estate and the agent try-
ing to anticipate what the 
value of that kind of vacant, 
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It’s time to prepare your home for cold weather. This 
list is from financial forecaster, Kiplinger.com: z Tune up 

your heating system Be sure the system is clean and in 
good repair. the inspection also measures carbon-mon-
oxide leakage. z Buy a programmable thermostat or, if you 
already have one, double-check the settings. Energy star 
says that, on average, for an initial investment of $50 to 

$100, you will save $180 annually on heating (and cool-
ing) bills if in winter you keep the thermostat set to no 
higher than 70 degrees. z Hit the roof or scan it with bin-
oculars. look for damaged or missing shingles. z Caulk 

around windows and doors if the gap is bigger than the 

width of a nickel, you need to reapply exterior caulk. 
Check window glazing putty, too. add weatherstripping 
around doors, making sure you cannot see any daylight 
from inside your home. z Trim landscaping Clear the area 
at least one foot away from exterior walls, and rake gunk 
away from the foundation. Cut back tree limbs growing 
within about five feet of the house. National Post

g e t  c a u l k i n g
The chill is in the air and that means it’s time to do some fall maintenance 

and often depreciating asset has on 
the marketplace.” Gordon’s not only 
runs the auction but assists with 
cleaning, packing and unpacking, 
moving and property management. 

While 40% of Gordon’s clients 
choose auction over a traditional 
listing, Mr. slik says the ontario 
real estate auction market is “a 
completely disorganized and un-
regulated business” because there 
is no licensing process for auction-
eers. only a few companies in Can-
ada hold accredited auctioneer 
Real Estate (aaRE) designation 
from the naa, and so he cautions 
both buyers and sellers to choose 
carefully when considering some-

one to auction their property.
interestingly, the momentum 

south of the border has some 
american companies now work-
ing the Canadian auction scene or 
planning their Canadian debut. For 
example, Kennedy Wilson auction 
Group of Beverly Hills, Calif., will 
be holding an “inventory closeout 
auction” on today in Calgary to 
sell off 40 new luxury condomin-
iums at lake Windermere pointe 
in invermere, B.C. Bidding starts at 
$85,000 for units that were previ-
ously priced at up to $589,900. the 
sale — the company’s first in Can-
ada — is in conjunction with Cal-
gary broker Buss Marketing.

“if you have a great product, which 
this is, and you’re offering it where 
the public would be interested under 
the terms, which i think we have, 

and you have some demand for this 
particular product, which we’ll see 
as we’ve just started the marketing 
program, and you have financing, 
then i’d say the auction will go very 
well,” says Rhett Winchell, president 
of Kennedy Wilson.

Boston-based Velocity Marketing 
services, which conducts auctions 
for condominium developers sell-
ing off blocks of unsold units, has 
aligned with pMa Brethour Realty 

Group of toronto to consider bring-
ing its talents across the border. 
president andrew Brethour says Cal-
gary and Vancouver look promising 
because their housing markets have 
declined severely over the past two 
years. in toronto, Realnet estimates 
tens of thousands of condo units will 
close this year and next. Many will be 
rented, says Mr. Brethour, and that 
may depress the market and make 
auctions a necessity.

“the application of an auction 
philosophy doesn’t have to be liquid-
ation and doesn’t have to be deep 
discount,” says Mr. Brethour, whose 
company works with more than 30 
real estate developers in Canada to 
market the sale of their new hous-
ing projects. “But the ability to move 
a great number of suites or units in 
a very short period of time — like 
in one day — is very attractive to  
developers and lenders.”
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are accredited auctioneers
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Looking to auction off your  
property? Those in the business 
urge buyers and sellers to carefully 
examine the credentials of the  
person chosen to close the deal.

“Anyone can hang up a shingle 
and call themselves an auctioneer,” 
says Chris Longly, deputy executive 
director of the National Auctioneers 
Association (NAA) in Overland Park, 
Kan., (auctioneers.org) representing 
close to 5,000 auctioneers in North 
America and around the world. “To be 
a professional auctioneer, education is 
essential.”

The first rule is to make sure the 
person has a real estate licence and is 
either licensed in the province where 
the property is situated or is aligned 
with a local broker. Also, check that 
they are licensed under the Real Estate 
and Business Brokers Act to ensure 
they are reputable, carry the proper 
insurance and uphold a code of ethics.

“Any time you try to sell a house 
without a realtor, you’re taking a huge 
amount of risk,” says Dale Ripplinger, 
president of the Canadian Real Estate 
Association (crea.ca). “I mean, you 
could go to court without a lawyer, but 
why?” 

To ensure professionalism, the 
NAA offers an Accredited Auctioneer 
Real Estate (AARE) designation prov-
ing the recipient has “gone the extra 
mile” to assure they offer the highest 
level of professionalism and the most 
up-to-date information when selling 
residential, agricultural, commercial 
or industrial properties. AARE holders 
have successfully completed three 
classes and submitted documentation 
of 10 auctions, an auction summary re-
port and application to gain the desig-
nation, and must maintain it through 
continuing education.

“You need to be aware that you’ve 
hired a company that has demonstrat-
ed they have the ability to meet spe-
cific licensing and insurance require-
ments and they have a track record of 
successfully selling a wide variety of 
properties,” says AARE-certified Man-
son Slik, a partner at Gordon’s Estate 
Services in Kingston (gordonsestat-
eservices.com). 

Adds Mr. Longly: “Real estate is 
the biggest asset someone will own 
in their lifetime so get reference 
checks. What is their sales record? Do 
they have experience in selling your 
particular type of sale? You probably 
don’t want to hire a livestock auction-
eer to sell your real estate. They’ll sell 
your Black Angus cattle but they’re 
probably not going to be good at how 
to show and present a luxury piece of 
real estate.” 

S.W., National Post
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