
HOME BUYER’S
GU I D E
A resource to help guide you through 
the home-buying experience,  
from start to f inish.

Courtesy of Apol lo Realty Advisors



ABOUT
A P O L L O  R E A L T Y  A D V I S O R S
We bel ieve real estate is about 

more than propert ies.  I t  is  about 

people,  relat ionships,  and helping 

cl ients feel  confident during im-

portant l i fe decisions with guid-

ance they can truly rely on.

Our team is committed to creating 

a support ive experience from be-

ginning to end by offer ing person-

al ized service,  trusted industry 

connections,  and ongoing assis-

tance tai lored to your needs.

Every real estate journey should feel 

personal ,  support ive,  and bui lt  

around the people behind the deci-

sion.  Our approach focuses on cre-

ating meaningful  experiences 

through trust ,  communication,  and 

long-term relationships.

From buying and sel l ing to ongoing 

property support ,  we connect our 

cl ients with rel iable resources and 

trusted professionals to help make 

every stage of ownership smoother 

and more manageable.



At Apollo Realty Advisors, we believe buying a home is more than a transaction. 

It’s an investment in your future. Whether you're purchasing your first home 

or finding your next, we're here to guide you with confidence and expertise.

H A I L E Y  K I E R A

Apollo has been a DREAM to work with.  I 've been looking for my f irst

home for a whi le ,  and they have been patient and knowledgeable

showing us around and guiding us through this crazy market .  I  was 

recommended to them by a fr iend of mine.  They genuinely care

about f inding a home that 's r ight for you.  Highly recommend.



T H E
PURCHASING

A step-by-step plan for what to expect 
from the init ial  consultation al l  the way 
through to the closing of your new home

1 INITIAL APPOINTMENT
The purpose of the initial appointment or phone 
call is to understand your 'needs' and 'wants' as a 
buyer. This may be the most critical meeting of 
the home buying process. 

2 DETERMINING THE PURCHASING 
PARAMETERS

3 ACQUIRE A PRE-APPROVAL
Viewing homes without a pre-approval can lead to 
disappointment. It's an important step to discuss 
your financial situation with a reputable lender and 
acquire a pre-approval. A pre-approval creates an 
opportunity for you to not just understand what you 
qualify for, but ultimately decide what you can 
afford. Having a pre-approval greatly enhances your 
negotiating position - especially in a competitive market. 

4 VIEW HOMES
The process of viewing homes provides you with 
information in order to make the best decision possible.
Helping you find a home is a process of elimination,
not a process of selection. Viewing homes you don't
like is not a waste of time; it helps build a frame 
of reference to help find what you do like.

PATHWAY

There are three criteria every buyer uses to find their 
home: location, price, and style/condition.These 
criteria, along with your 'needs' and 'wants', will 
determine the properties we search for and the 
homes we initially view.



5 WRITE THE CONTRACT
The best way to prepare for the contract phase of the 
transaction as a buyer is to review a blank copy of the 
purchase contract. Reading the contract prior to making 
an offer will make you much more comfortable during the 
negotiation phase.

6 DEPOSIT EARNEST MONEY
A money deposit communicates to the seller that you're 
serious about purchasing their property. Earnest money is 
kept safe in a trust account until those funds are used to 
close the transaction.

7 PERFORM THE HOME INSPECTIONS
After the contract is fully accepted and all terms are 
agreed upon, a home inspection can be performed if the 
contract allows. The inspection will allow you and the 
inspector you hire to take a more thorough look at the 
property. This inspection will give you a far greater 
understanding of the property you are purchasing.

8 EXECUTE THE CLOSING DOCUMENTS
Once the contract is accepted, mortgage approved, inspec-
tions completed, and all other conditions waived, the closing 
will be set and final documents will be executed. You will be 
directed by the appropriate party as to the time and date of 
the signing of these documents. 

9 FINAL WALKTHROUGH
After the mortgage has been approved and you have 
waived all of the remaining conditions of the contract, a final 
walk-through is encouraged. On the final walk-through, you 
will re-inspect the property to ensure it is in an acceptable 
condition and that any personal property conveying is present.

10 HOME DELIVERY
Upon conclusion of the paperwork and transfer of ownership, 
you will receive the keys, garage door openers, and any 
documents/warranties that convey with the property. You 
will then become the rightful owner. It's time to move in!



GET
PRE-APPROVED

THEY WILL CHECK YOUR CREDIT SCORE:
Knowing your credit score will give lenders an inside look at 
your credit habits and history and will help them decide if 
you’re a good candidate for a loan. Credit scores are ranked 
on a scale of 300-900 and the higher the better.

1

THEY WILL CHECK YOUR EMPLOYMENT HISTORY:
Lenders ask for a list of your past employers, how long you’ve 
been with your current employer, and what your annual 
salary or take-home pay is. They want to make sure you
consistently earn money, with no major gaps in income, and 
can make regular mortgage payments.

2

THEY WILL CHECK YOUR ASSETS AND DEBTS:
Be prepared to show your past tax records, recent bank 
statements, and current debt amounts, including credit card 
debt, car loan, or student loan. Lenders want to know your 
debt-to-income ratio to know if you can make each loan 
payment with the income you earn.

3

Getting pre-approved for a home loan can be a 
daunting experience. F irst ,  f ind a mortgage lender 
that you’re comfortable with.  I f  needed, we can 
provide you with the referrals that we trust .
Your lender wi l l  check your f inancial  standing to 
determine how much you can borrow, how much 
you can afford,  and which loans might be r ight for 
you.  Applying for a mortgage requires a written 
appl ication and support ing documentation; i t  can 
be a sl ightly int imidating process and there are a 
few things you should be ready for when meeting 
with your mortgage lender:



WE ARE HERE TO
HELP YOU



As a home buyer, you can expect to 
see an array of different home styles 
and designs. You’ve got the choice of 
single-family, condo, townhome, 
lakefront, acreage, luxury; you can 
also choose bungalow, multi-storey, 
or split-level. In addition, you can 
choose a pre-existing home or new 
construction. In other words – you’ve 
got options. But what’s most important
is that you choose a home that 
complements your lifestyle and your 
income. To narrow down your choices:

FOUR THINGS TO CONSIDER WHEN 
VIEWING HOUSES ONLINE

When it comes to house hunting online, there are lots 
of things a potential buyer can do to get a feel for a 
property by simply utilizing the tools that are available 
online. There is often more information on the property
that may not be included in the MLS listing description
that I research and share.

HOME
SEARCH

S T A R T  Y O U R

Know your budget and stick to it.

Determine a desired location.

Consider how many bedrooms,     
bathrooms and square feet you need.

Decide which amenities are must-haves 
versus like-to-haves.

Consider your needs for outdoor space, 
like a yard or balcony.

•  

•  

•  

•  

•  

Once you’ve identified your must-haves, 
We will send you listings that meet your criteria,
and notify you when properties are listed. For
properties that interest you and you would like 
to see in person, we will coordinate and schedule
viewings. 



LET US HELP YOU MAKE THE RIGHT DECISION

ANALYZE THE PHOTOS

Make sure you take a look at all of the photos 
and spend some time noting where windows 
are and what the natural light is like in the 
space. Another good thing to consider when 
looking through the photos is how your own 
furniture will look in the space. If the photos 
of the home are furniture free, allow yourself 
to mentally place furniture where you think it 
may look best. If the property is staged, take 
into consideration where different furniture 
pieces are placed and how you could 
change the furniture layout to work for you 
and your style.

TAKE NOTE OF POTENTIAL 
FIXES/RENOS
If you’re looking at a property online that may 
not be quite your style or that needs some 
upgrades, take note of those. See what 
elements of the home work for you and which 
areas you would consider renovating or 
giving some TLC in the future. And remember, 
paint colour is an easy, relatively inexpensive 
change that makes a huge difference in a 
home!

CONSIDER THE OUTDOOR SPACE

One thing that many people forget to take into consider-
ation when viewing a home online is the outdoor space. 
Whether it is a small balcony or a large backyard, 
outdoor space is definitely something to try to get a feel 
for when viewing a home virtually. Take account of what 
furniture you may need to fit into the space or invest in, 
and what sort of maintenance will be required. Consider 
how exterior maintenance may be affected by different 
seasons. Will you need to trim and maintain trees or 
clear snow from a large driveway?

 

3D & VIRTUAL TOURS

Many realtors now provide 3D tours or virtual 
walk-throughs of their listings. 3D tours allow you to view 
a property from the comfort of your own home, while 
also giving you the freedom to virtually navigate your 
way through the property. This will give you a chance to 
get a feel for the floor plan and layout of a home without 
having to actually set foot on the property.

Purchasing a home can be challenging and stressful at times, but it can also be fun 

and extremely rewarding with the right tools and a plan in place. We make the process 

seamless from the start of your search to finalizing the possession of your new home!



STOREY-AND-A-HALF
This style has a deep pitched roof and clean, simple design. Dormers can be added to 
a pitched roof to add windows or usable space on the upper level.

SPLIT LEVEL
Also called a split entry, this home style typically has two short sets of stairs running up 
and down from the point of entry. It may, or may not, have living space at entry level.

SINGLE-LEVEL
Also referred to as a bungalow is known for a long, low design with all or most living 
space on ground level. Many have a basement level which may be finished into addi-
tional living space. A lower level walk-out includes a door to the exterior.

TWO-STOREY HOME
A two storey home has two full levels of living space. A traditional two-
storey will have a ground level, with an often equal sized floor directly
above. Often you will find living space on the ground level, with the main suite and 
additional bedrooms on the second floor. There may also be a basement level.

CONDOMINIUM
An owned unit in a large property complex that consists of many individual units. Often 
has a fee that covers shared monthly expenses for the upkeep of the building and 
facilities.

HOME STYLES
D I F F E R E N T  T Y P E  O F  H O M E S



SEMI-DETACHED
This home has two single family dwellings that are separated by one common wall and 
have mirror image layouts. Semi-detached homes typically have two separate street 
addresses and can be owned by two different homeowners. Since outdoor maintenance 
is the responsibility of the homeowners, it is important to consider shared expenses
that may need to be addressed such as house siding and windows as well use and
upkeep of common spaces such as the yard, landscape or a shared driveway. 

DUPLEX
A duplex is a home consisting of two separate dwellings that are either side by side or 
stacked on top of each other. They typically have identical layouts or a mirror image of 
each other. A duplex typically has one street address with unit numbers and one 
property owner.

TOWNHOUSE
An owned unit in a row of houses all attached to one another. Often has a condominium
fee that covers shared monthly expenses for the upkeep of the exterior and any 
shared facilities.

REAL ESTATE
MADE EASY FOR YOU



KITCHEN FEATURES:

     GAS STOVE/COOKTOP              GAS OVEN

     MICROWAVE                            DISHWASHER

     WALK-IN PANTRY                      EAT-IN-KITCHEN

     UPDATED COUNTERTOPS

     FULLY RENOVATED

ADDITIONAL INDOOR FEATURES:

     GAS FIREPLACE                   WOOD FIREPLACE

     MUDROOM                         MAIN LEVEL LAUNDRY

     ALARM SYSTEM                   SMART-HOME TECH.

     DEDICATED DINING ROOM

     BASEMENT

     MOUNTED TV OR SOUND SYSTEM WIRING

     ___________________________________

     ___________________________________

OUTDOOR FEATURES:

     YARD SPACE        WOODED LOT          BALCONY

     POOL                  FENCE                     SHED

     BALCONY OR DECK

     OUTDOOR ENTERTAINING AREA

     ___________________________________

     ___________________________________

BEDROOM FEATURES:

     WALK-IN CLOSET             MASTER BATHROOM
     
     ___________________________________

     ___________________________________

BATHROOM FEATURES:

     DOUBLE VANITY AND SINKS

     BATHTUB               DOUBLE SHOWER
     
     ___________________________________

     ___________________________________

YOUR CHECKLIST
S T A R T W I T HBEDROOMS:

BATHROOMS:

DEDICATED OFFICE SPACE:

CENTRAL AIR CONDITIONING:

2+ 3+ 4+

2+ 3+ 4+

Yes No

Yes No

___________________________________

___________________________________

GARAGE:

     ATTACHED            DETACHED          NONE

1-CAR  2-CAR 3+ CAR

___________________________________

___________________________________



RELIABLE RESOURCES

Don’t  hesitate to ask for a referral  
 i f  you’re looking for a:

•  Mortgage Lender
• Inspector/Appraiser
• Moving Company
• Insurance Provider
• Contractor
• Landscaper 

TAX BREAK

Preparing your taxes as a f i rst-t ime 
homeowner can be,  wel l ,  taxing.  You 
wi l l  have a number of new tax consid-
erations,  including new deductibles 
such as mortgage insurance and 
property tax ,  to claim. I f  you’re not 
sure what you’ l l  be el igible to claim, 
consider vis it ing a tax consultant or 
vis it  canada.ca/revenue-agency.

1. PURCHASE INSURANCE: You are required to
purchase homeowners insurance if you have a 
mortgage. Make sure you purchase enough to fully 
cover your home and your belongings, in case of a 
total loss.

2. GET A HOME INSPECTION: Inspections generally 
cost a few hundred dollars but will bring to light any 
major issues or concerns with the home. The 
Purchase Agreement can be contingent on the 
outcome of the inspection, so if you don’t like what 
you find you can withdraw the offer and keep looking.

3. DETERMINE THE STATUS OF UTILITIES: In a tradi-
tional home sale, with sellers as occupants, you’ll 
want to check on the status of the utilities required 
by the home. Outstanding invoices for items such as 
water, gas, and electric should be paid in full by the 
owners before closing. You will also want to have the 
services transferred to your name for billing. In a 
foreclosure, or vacant home sale, in which the water 
has been turned off, contact the municipality to turn 
the water back on and check for broken or damaged 
pipes.

BE
PREPARED
When you’re ready to make an 

offer ,  we wi l l  prepare the required 

paperwork and negotiate the 

purchase price and terms on your 

behalf ,  but there are a few things 

you’ l l  need to do as wel l .



HOMEBUYER’S
GLOSSARY
By familiarizing yourself with these home-buying 
basics, you’ll be better equipped to make 
informed decisions and a wise investment.

1. Amortization: The length of time allotted to
paying off a loan – in home-buying terms, the
mortgage. Most maximum amortization periods
in Canada are 25 years.

2. Balanced Market: In a balanced market, there is an 
equal balance of buyers and sellers in the market, which 
means reasonable offers are often accepted by sellers, 
and homes sell within a reasonable amount of time and 
prices remain stable.

3. Bridge Financing: A short-term loan designed
to “bridge” the gap for homebuyers who have
purchased their new home before selling their
existing home. This type of financing is common in a 
seller’s market, allowing homebuyers to purchase without 
having to sell first.

4. Buyer’s Market: In a buyer’s market, there are more 
homes on the market than there are buyers, giving the 
limited number of buyers more choice and greater 
negotiating power. Homes may stay on the market 
longer, and prices can be stable or dropping.

5. Closing: This is the last step of the real estate trans-
action, once all the offer conditions outlined in the 
Agreement of Purchase and Sale have been met and 
ownership of the property is transferred to the buyer. 
Once the closing period has passed, the keys are 
exchanged on the closing date outlined in the offer.

6. Closing Costs: The costs associated with
“closing” the purchase deal. These costs can
include legal and administrative fees related to 
the home purchase. Closing costs are additional 
to the purchase price of the home.

7. Comparative Market Analysis: Comparative
market analysis (CMA) is a report on comparable 
homes in the area that is used to derive an 
accurate value for the home in question.

8. Home Inspection: The home inspection is
performed to identify any existing or potential
underlying problems in a home. This not only
protects the buyer from risk, but also gives the
buyer leverage when negotiating a reduced
selling price.

9. Condominium Ownership: A form of ownership 
whereby you own your unit and have an
interest in common elements such as the lobby, 
elevators, halls, parking garage and building exterior. 
The condominium association is responsible for 
maintenance of building and common elements, 
and collects a monthly condo fee from each owner, 
based on their proportionate share of the building.

10. Contingencies: This term refers to conditions 
that have to be met in order for the purchase of a 
home to be finalized. For example, there may be 
contingencies that the mortgage loan must be 
approved or the appraised value must be near the 
final sale price.

11. Deposit: An up-front payment made by 
the buyer to the seller at the time the offer is
accepted. The deposit shows the seller that the 
buyer is serious about the purchase. This amount 
will be held in trust by the agent or lawyer until 
the deal closes, at which point it is applied to 
the purchase price.



12. Down Payment: The down payment is the amount of 
money paid-up front for a home, in order to secure a 
mortgage. In Canada, the minimum down payment is 5% 
of the home’s total purchase price. Down payments less 
than 20% of a home’s purchase price require mortgage 
loan insurance. The selling price, minus the deposit and 
down payment, is the amount of the mortgage loan.

13. Dual Agency: Dual agency is when one agent 
represents both sides, rather than having both a buyer’s 
agent and a listing agent.

14. Equity: The difference between a home’s market 
value and the amount owing on the mortgage. This is the 
portion of the home that has been paid for and is official-
ly “owned.”

15. Fixed-Rate Mortgage: A fixed-rate mortgage guar-
antees your interest rate and for a pre-determined 
amount of time, typically 5 years. When the term expires, 
you have the option to stay with the same lender or 
switch to a different one.

16. Land Transfer Tax: This is the tax payable by the 
buyer to the province and/or municipality in which the 
transaction occurred upon transferring land. The amount 
varies depending on the region, the size of the land and 
other factors.

17. High-Ratio Mortgage: A high-ratio mortgage is a 
mortgage where the borrower has less than 20% of the 
home’s purchase price to make as the down payment. A 
high-ratio mortgage with a down payment between 5% 
and 19% of the purchase price requires mortgage loan 
insurance. In Canada, 5% is the minimum amount 
required for the down payment.

18. Home Appraisal: A qualified professional
provides a market value assessment of a home
based on several factors such as property size, location, 
age of the home, etc. This is used to satisfy mortgage 
requirements, giving mortgage financing companies
confirmation of the mortgaged property’s value. 

19. Home Buyers’ Amount: This is a $5,000 non-
refundable federal income tax credit on a
qualifying home, providing up to $750 in tax
relief to assist first-time buyers with purchase-related 
costs.

20. Home Buyers’ Plan: A federal program allowing 
first-time homebuyers to withdraw up to $35,000 
interest-free from their Registered
Retirement Savings Plan (RRSP) to help
purchase or build a qualifying home. The
borrowed amount must be repaid within 15 years to 
avoid paying a penalty.

21. Freehold Ownership: A form of ownership
whereby you own the property and assume
responsibility for everything inside and outside
the home.

22. Land Survey: A land survey will identify the
property lines. This is not required to purchase
a home, but it is recommended and may be
required by the mortgage lender to clarify where on the 
property the owner has jurisdiction. This is important if 
issues arise between neighbours or the municipality, 
should the owner wish to make changes in the future 
such as installing a pool, fence or other renovations 
involving property lines.

23. Porting: Transferring your mortgage (and
the existing interest rate and terms) from one
property to another.

24. Seller’s Market: In a seller’s market, there are 
more buyers than there are homes for sale. With fewer 
homes on the market and more buyers, homes sell 
quickly in a seller’s market. Prices of homes are likely to 
increase, and there are more likely to be multiple offers 
on a home. Multiple offers give the seller negotiating 
power, and conditional offers may be rejected.

25. Virtual Deals: The home-buying process
completed by means of technology in place
of face-to-face contact. Some common digital
tools include 360 home tours and video
showings, video conference calls, e-documents, 
e-signatures and e-transfers.

HOMEBUYER’S GLOSSARY(cont’d)



HOMEBUYER’S
GLOSSARY(cont’d)

26.  Mortgage Pre-approval:  A mortgage 
pre-approval helps buyers understand how 
much they can borrow before going through 
the mortgage application process.  Al lows you 
to make an immediate offer when you f ind a 
home, since you know how much you’ l l  be 
approved for this lender,  and locks in the 
current interest rate for a period of t ime 
insulating you against near-term rate 
increases.

27.  Title Insurance: Tit le insurance is not 
mandatory in Canada, but i t  is  highly recom-
mended to protect both the buyer and the 
mortgage lender against losses related to 
the property t i t le or ownership,  such as 
unknown t it le defects,  exist ing l iens against 
the property’s t i t le ,  encroachment issues,  
t i t le fraud, errors in surveys and publ ic 
records,  and t it le-related issues that could 
prevent you from sel l ing,  leasing or obtaining
a mortgage. Your lawyer can advise you on this.

28.  Mortgage Loan Insurance:  I f  your down
payment is less than 20% of the purchase
price of the home, mortgage loan insurance
is required.  I t  protects the lender in case of
payment default .  Premiums are calculated as 
a percentage of the down payment,  chang-
ing at the 5%, 10% and 15% thresholds.

29.  Offer:  An offer is a legal agreement to 
purchase a home. An offer can be condit ion-
al on a number of factors ,  commonly condi-
t ional on f inancing and a home inspection.  I f  
the condit ions are not met,  the buyer can 
cancel their  offer .

30. Variable Rate Mortgage: A variable rate
mortgage f luctuates with the prime rate.  Your
monthly payments remain the same, but the
proport ion of your payment going toward
principal versus interest can change.



OUR CLIENTS’
FEEDBACK

G O R D O N  S T O U T

R A Q U E L  B L A N K

Apollo was very dependable and always communicated very quickly any time there was a question. Their 

attention to detail is excellent. Right to the point and honest about expectations. Wish I had more houses to buy 

or sell, they would handle all of them.

My experience with Apollo was exemplary. They listened to my concerns and they were heard. I asked an array of 

questions, and when I did, they had the answers for me within minutes; talk about speed and accuracy. They give well 

thought out, but simplified research and recommendations and I akin that to “holding every client’s hands” for they know 

purchasing a home is stressful as it is. Coming from a service industry, I am familiar and know what legendary client 

service looks like and I definitely received that from Apollo. I strongly recommend their personalized, attention to detail 

Real Estate approach and expertise. Sincerely Thankful to you



O U R
COMMITMENT

1 FAMILY FOCUSED
We understand that a home is where 

your family's next chapter begins. We 

take the time to understand your goals, 

priorities, and what matters most to 

you and your loved ones.

We are proud to be part of the Calgary 

community. Our commitment goes 

beyond real estate, focusing on 

supporting local families, building 

meaningful connections, and 

strengthening the neighbourhoods 

we call home.

2 COMMUNITY DRIVEN

TO YOU



3 LONG-TERM SUPPORT
Our relationship doesn't  end at closing.  

We bel ieve in bui lding last ing relationships 

and being a trusted resource for you and 

your family as your real estate needs evolve 

over the years.

We bel ieve real estate is about more than 

propert ies.  We are passionate about 

support ing local famil ies ,  businesses,  

and community init iat ives that make 

Calgary a wonderful  place to l ive.

4 SUPPORTING OUR COMMUNITY  



L e t  o u r  e x p e r i e n c e  b e  y o u r  g u i d e

APOLLOREALTYADVISORS.CA

INFO@APOLLOREALTYADVISORS .CA

APOLLOREALTYADVISORS .CA


