
NESTLED ON 15 ACRES IN THE ROLLING HILLS OF MONO
• Custom built home with ICF foundation
• Bright open concept great room
• Kitchen with soaring ceilings
• Wood burning fi replace & amazing views
• Main level has 2 bdrms, upper level primary

• W/O lower level w/ 2 bdrms, rec rm & bathrm
• Exceptional privacy & versatile living space
• Scenic woodland w/ trails & fruit trees 
• Minutes from Orangeville and Shelburne
• 427223 25 Sideroad, Mono $1,299,000
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Personal service  
still at the heart of 
JOHN BROWN 
DESJARDINS INSURANCE

519.217.7656

The Experience you deserve,
with a kick you'll love.

carrietambasco.com
RCR Realty, Brokerage
Independently Owned & Operated

Office: 905-857-7653 | Direct: 416-951-4470
Angelabrazeau.remaxwest.com | givingyouthekey@gmail.com
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Looking to sell 
or buy a home?

As John Brown looks ahead  
to 15 years of serving Bolton, 
the goal that opened his  
Desjardins Insurance office  
in 2012 remains unchanged, 
putting people first.

IN a business built on policies and premiums, 
Brown has spent more than a decade prov-
ing relationships matter more.

For almost 15 years, Desjardins has been located on 
Parr Blvd. in Bolton, specializing in providing auto 
insurance, business insurance, home and property 
insurance, life insurance, living benefits, mutual 
funds and vehicle loans to residents.

“I can’t believe it’s been 15 years already. It seems like 
just yesterday,” says Brown.

Although it’s been almost 15 years since he started 
his own company, Brown has been in the industry for 
over three decades.

While working towards his Business degree at Me-
morial University of Newfoundland,

Brown took a summer position working in a ware-
house facility for State Farm Insurance.

A job that would soon turn into the full-time career 
he dedicates himself to today.

He moved from the lead hand, to supervisor, and 
these positions allowed him to jump into various 
management jobs at the head office level.

Following these numerous years in management, 
Brown knew the next step was to move to open his 
own business.

He opened his own agency under the State Farm um-
brella in 2012, transitioning to Desjardins Insurance 
in 2015 after the Canadian-owned corporation com-
pleted its acquisition of State Farm.

Brown has turned his own company into a place the 
community can turn to for over a decade now, and 
they’re still growing and adapting to what their cli-
ents need the most to this day.

Watching his team go from just two and a half to now 
eight team members, the team in Bolton brings over 
175 years of experience to the table.

“We’ve definitely seen a lot, we’ve heard a lot, and 
there’s a lot of advice we can give,” says Brown. “ 
We’ve been able to do a lot of things over the past 
years to help people.”

And now, Brown has brought on even more experi-
ence to his business.

Joining the team is a dedicated commercial specialist 
to help the business become active in the commercial 
insurance market.

Brown says this change brings another set of eyes and 
ears for clients to talk to, ask for opinions on, and ask 
for a review of their policies.

Overall, getting local and honest advice.

“We are an honest agency. I won’t try to earn some-
body’s business if I don’t have the right premium or 
if I don’t have the right coverages and tools,” says 
Brown.

Adding that, they don’t just tell their clients what they 
need, at Brown’s Desjardins Insurance their team 
works to engage their clients in meaningful conver-
sations to figure out what is most important to them, 
and what their goals are.

“From there, we recommend them a plan that meets 
their very particular needs,” John said.

When it comes to commercial insurance, Brown says 
they hope to gain a foothold in that segment of the 
community to help local business owners place their 
trust in them.

Through their company, they’re looking to dedicate 
themselves to small and medium-sized businesses, 
helping their local community and providing them 
with the one-on-one care they deserve.

Brown says that when it comes to this type of busi-
ness, there is a lot of information that people need to 
digest when deciding on the best coverage for them.

“They trust us to provide them with the best pos-
sible advice that is tailored to their unique needs,” 
says Brown. “I enjoy being involved in helping them 
choose exactly what is right for them.”

As one of the region’s top insurance providers, Brown 
says it’s taken a lot of hard work, dedication, and per-
severance.

But on top of all of that, what sets them apart is the 
level of care they provide to every customer.

Community is always at the forefront of their minds, 
whether it’s giving back to local organizations or  
supporting numerous local events and fundraising 
initiatives over the years.

Desjardins Insurance in Bolton offers services in 
three languages: English, Italian, and Greek.

They also offer a free reusable shopping bag and a 
Tim Hortons gift card to anyone who stops by for a 
quote.

It all goes back to that personal touch that Brown 
 believes makes all the difference.

Brown and his team at Desjardins Insurance strive to 
meet the needs of all their clients whenever they are 
needed.

They encourage you, whether you are a client or not, 
to stop in and say hi.

“We would be happy to look over your current port-
folio, and show you why doing business

locally is your best option. The personal touch we 
bring means our staff are always available and willing 
to help,” says Brown.

Their office, located at 21 Parr Blvd., is open Monday 
to Friday, from 9 a.m. to 5 p.m.

For more information, visit www.insurancewithjohn.
ca or call directly at 905-857-8018.

Written by Riley Murphy 

...We are an  
honest agency.  

I won’t try to earn 
somebody’s business 

if I don’t have the  
right premium or  

if I don’t have the  
right coverages  

and tools...
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FOCUS ON DECORATING
88 First St. Unit #4A

Orangeville, ON L9W 3J6
519-942-8171

focusondecorating.ca

$20 OFF*

Off er valid for $20 OFF with Promo-code AURA manufacturer’s suggested retail price per 3.79L can of up to fi ve (5) 3.79L cans if 
Benjamin Moore® premium, AURA® products. Redeemable only at participating retailer. Limit one per customer. Subject to availability. 

Retailer reserves the right to cancel this off er at any time without notice. Cannot be combined with any other off ers. Off er expires 03/31/2026.

©2020 Benjamin Moore & Co. Aura, Benjamin Moore, Gennex, and the triangle “M” symbol are registered trademarks licensed to Benjamin Moore & Co. 
Color accuracy is ensured only when tinted in quality Benjamin Moore® paints. Color representations may diff er slightly from actual paint. 6/20

The best just got better. 
Benjamin Moore set out to do the impossible  and make AURA® Interior paint even 

more beautiful, more durable and longer-lasting. Benjamin Moore elevated this 
ultra-premium paint, which was already in a class by itself for deep, rich colour that lasts.

*with this ad

FAMILY OWNED & OPERATED FOR OVER 29 YEARS!

ANNIVERSARY SALE

Enter our 
Anniversary 

draw for a set 
of Toronto 
Blue Jays 
Tickets!

ROSE PERDUE
Lead Sales Representative

416-574-2727

STEPHANIE PERDUE
Sales Representative

647-388-0919

www.roseperdue.com
Not intended to solicit Buyers & Sellers currently under contract with a Broker.

WE KN   W YOUR NEIGHBOURHOODWE KN   W YOUR NEIGHBOURHOOD

This award recognizes the preparation, effort, performance 

and commitment essential to real estate success. Individual 

rankings are based on earned gross commissions.

ROSE  &  STEPHANIE  PERDUE

3 ways to get more 
use out of a garage
EVEN THOUGH NO TWO HOMES are the same, 
rooms have a tendency to take on similar charac-
teristics regardless of which property they’re a part 
of. Kitchens tend to be popular gathering spaces, 
while basements have become go-to spots for 
game rooms and watch parties. 

Garages also tend to share certain characteristics 
between homes, and one notable attribute is the 
tendency to become difficult-to-navigate dumping 
grounds for a wide range of items, including lawn 
and garden tools, children’s toys, sporting goods, 
and seasonal home decor. Though there’s nothing 
wrong with utilizing a garage as a storage space, 
the following are three simple ways homeowners 
can get more out of these spaces. 

1  UTILIZE THE WALL SPACE. The walls in a 
garage have lots of potential. Effective use of walls 
within a garage can ensure garden tools, small 
toys and other items do not accumulate on the 
floor. Such accumulations contribute much to the 
reputation of garages as dumping grounds for mis-
cellaneous items. By clearing the floors of clutter, 
and utilizing wall spaces to store items, homeown-
ers can open up the spaces to serve any number 
of functions, including home gyms, art studios or 
even parking spaces to protect vehicles from the 
elements. A storage organizer system with various 
hooks can be mounted on a garage wall to free up 
floor space, while shelving can be hung to store 
paint cans, power tool batteries and other items. 

2  LOOK UPWARD. If garage ceilings extend 
several feet above the height of homeowners’ ve-
hicles, then the spaces above where cars might 
be parked can be converted into storage space for 
large recreational items, like canoes or kayaks, or 
seasonal decor that does not need to be accessed 
on a regular basis. A simple kayak hoist utilizing a 
pulley system clears floor space and allows kayaks 
to be stored overhead. Lifting storage racks work 
in similar fashion and make for great additions for 
anyone who needs to store containers full of sea-
sonal decor but does not want to do so by stacking 
items on the floor. A hand crack system for a lifting 
storage rack makes for easy and safe access.

3  WITHOUT AMPLE LIGHTING, garages may 
not be conducive to recreational pursuits like paint-
ing, crafting or even exercising. A lighting upgrade 
is a relatively affordable renovation that can make 
a big difference, illuminating spaces not exactly 
known for brightness, especially if there’s no win-
dows. If you want to spend time in the garage dur-
ing winter and stay warm, then some new lighting 
can make that possible.

Driveways are oft-overlooked 
components of home exteriors. 
But driveways provide  
functionality and points of 
egress to a home.

Industry experts estimate that a new driveway costs 
between $5,000 and $7,000, though the price will 
vary based on the materials homeowners choose 

and the square footage of the driveway. 

When deciding whether or not to renovate their drive-
ways, homeowners can review these considerations.

MATERIALS
Driveways can be made from a variety of materials, 
even grass or soil. The following are some driveway 
materials homeowners may choose from:
• Gravel
• Chip seal
• Concrete
• Asphalt
• Rubber

• Exposed aggregate
• Pavers
• Permeable pavers
• Heated

REPAIR OR REPLACE?
Nearly any size crack can be patched with concrete or 
cold-patch asphalt, or specialty materials, according 
to This Old House, an online home improvement re-
source. Repairing and resealing a driveway can help 
prolong its longevity. Plus, this is a more cost-effec-
tive option for homeowners on a budget who want to 
improve curb appeal and safety.

Large holes or unsightly damage may require a drive-
way replacement. This also will be the case if a home-
owner hopes to expand the driveway. Replacing a 
driveway requires a time commitment. The exist-
ing driveway needs to be demolished and removed. 
The ground underneath typically is smoothed and 
tamped down. Substrate or wire mesh also may be 
installed. After the new material is laid, there may be 
a period of time for settling and curing, during which 
use of the driveway is prohibited.

DIY OR PROFESSIONAL?
While sealing and minor repairs generally can be 
handled by a homeowner who has researched the 
process, large repairs or driveway replacements 
should be left to professionals for the best results. 
Driveway slope needs to be considered for proper 
rain runoff, and the professional will understand the 

thickness and preparatory steps necessary to ensure 
driveway durability. Installation of a heated drive-
ways requires a specific skill set and this is a job best 
left to professional driveway contractors.

DRIVEWAY ENHANCEMENTS
The options do not end with the driveway material. 
There are other ways to boost aesthetics. 

• ILLUMINATION: Homeowners can install recessed 
LED lights into the driveway to define the edges and 
add aesthetic appeal.

• STAMPED TEXTURE: Homeowners opting for the 
affordability of concrete can ask for a stamped design 
that mimics the look of stone or pavers.

• GATES: One doesn’t have to live in an exclusive 
community to have their property enhanced by 
gates. Gates can give a home a distinguished look.

• EDGING: Driveways can be edged with another ma-
terial to create definition between the driveway and 
lawn, or to provide the perfect spots to plant beds.

Driveway renovations can add curb appeal and im-
prove the functionality of a home.

FACTORS TO CONSIDER BEFORE  
renovating a 

driveway
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MARKET UPDATE

PROVIDED BY

Adequately insuring your home and protecting your financing means peace of mind. 
Find out why it’s important to have the right insurance coverage so you’re prepared 
should anything unexpected happen to you as a homeowner.

Various insurance solutions can adequately cover your home and personal property. The 
first ones that usually come to mind are basic coverages like fire, theft or vandalism.

It’s just as important to make sure you can meet your financial obligations. That’s why 
there’s coverage to protect your financing. It will help you make your mortgage payments 
and ensure your family is financially secure should anything unexpected happen.

Protect your future
To reduce financial worries, it’s well worth your while to protect your assets and your 
ability to pay your mortgage.

An unexpected event like a claim, an accident, an illness or premature death can impact 
your ability to meet your financial obligations. That’s why you’ll benefit from knowing the 
coverage available to help you reduce the stress associated with such an event.

Home insurance and loan insurance* can help you rest easy and avoid a financial 
headache if something goes wrong.

Home insurance: a solid foundation
As a homeowner, you want to protect your investment with the right coverage for your 
needs. There are different types of coverage. The most well known covers your home 
and contents in the event of things like a fire or break-in. If either of these covered 
incidents were to occur, you could be compensated for the damages (less the applicable 
deductible), without having to borrow or dip into your savings.

You can also get coverage for water damage, sewer backup, seepage or flooding.  
Subject to certain conditions, your home insurance could also reimburse some of  
your living expenses, such as meals, accommodations and transportation, until you’re 
back on your feet.

Another benefit of home insurance is liability coverage. This critical protection covers you 
for unintentional property damage or bodily injury caused to others. Some examples: A 
fire breaks out in your house and damages your neighbour’s home, or your dog bites 
the mail carrier and causes serious injuries. In both cases, the damages caused might be 
covered under your home insurance liability coverage.

Loan insurance means peace of mind
Is your home insured? Perfect. And in the event of a health concern that results in total 
disability and makes it impossible for you to work, would you be able to make your 
mortgage payments?

That’s where Loan insurance comes in. It covers the insured balance in the event of 
death, and the mortgage payment in the event of total disability. It’s a huge relief for you 
and your family at a difficult time.

Desjardins Loan Insurance is flexible: You can choose life insurance or life insurance and 
disability insurance, as well as the coverage percentage you want, from 10% to 100% of 
your loan balance.

C
ST

-1
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8

Buying a home? 
Protect yourself 
with the right 
insurance coverage.

This column presents general information only and is not a solicitation to buy or sell any insurance products. 
These tips are provided for information and prevention purposes only. They are general in nature, and Desjardins Insurance cannot be held liable for them. 
We recommend using caution and consulting an expert for comprehensive, tailored advice.

*Loan Insurance is a product of Desjardins Financial Security Life Assurance Company.

The terms and conditions of the coverages described are set out in the home insurance contract and loan insurance contract, which always prevail. Certain conditions, limitations and exclusions may apply.

Desjardins Insurance refers to Certas Home and Auto Insurance Company, underwriter of automobile and property insurance or Desjardins Financial Security Life Assurance Company, underwriter of life insurance and living benefits products.
Desjardins®, Desjardins Insurance®, all trademarks containing the word Desjardins, as well as related logos are trademarks of the Fédération des caisses Desjardins du Québec, used under licence.

John Brown Insurance And Financial Services Inc.
John Brown, Agent
1b-21 Parr Blvd
Bolton, ON
905-857-8018
insurancewithjohn.ca
john@insurancewithjohn.ca

January 2026 vs. January 2025
The number of active listings in Orangeville increased by 7 in January 2026 as January 2025. The number of 
new listings that came on the Toronto Regional Real Estate Board in January 2026 vs. January 2025 increased 
by 20 listings. The number of homes sold decreased by 58.33% in January 2026 vs. January 2025. The average 
days on the market increased from 44 days to 50 days. Average sale prices were down by 10.38%.

January 2026 vs. January 2025
The number of active listings in Caledon increased by 5.96% in January 2026 over the same month in 2025. 
The number of listings that came on the Toronto Regional Real Estate Board in January 2026 vs. January 2025 
decreased by 23 homes or 12.71%. The number of homes sold decreased by 5 homes or 10.42%. The average 
days on the market increased from 47 days to 57 days. Average sale prices were down by 14.42%.

Perhaps no space inside a home should be more 
relaxing than a bedroom. But bedrooms are 
not impervious to the hectic pace of life unless 

homeowners make a concerted effort to transform 
these spaces into relaxing respites. By implementing 
a variety of strategies, homeowners can ensure bed-
rooms embody the notion that homes are sanctuar-
ies for their residents.

• INSTALL NEW WINDOW TREATMENTS
Blinds, curtains, shades, and other window treat-
ments come in a variety of styles and colors, ensur-
ing there’s at least one out there that can match an 
existing design scheme in a bedroom. Window treat-
ments can be utilized to create a cozy vibe in a bed-
room, blocking out lights from outside, including 
natural light from the sun and moon but also street 
lamps and decorative lights from neighboring prop-
erties. This can ensure bedrooms are a peaceful and 
welcoming respite when homeowners and residents 
return home each night.

• MAKE THE ROOM A DEVICE-FREE ZONE
If escapism is an end goal, then turning a bedroom 
into a device-free zone is a must. Televisions, tablets  
and smartphones ensure the distractions and stress-

ors of everyday life are never too far away, so re-
moving these devices from bedrooms can help to 
establish a more peaceful bedroom environment. In 
addition, the National Sleep Foundation reports that 
using devices in a bedroom tends to reduce sleep du-
ration by delaying the time users go to sleep.

• RECONSIDER THE LIGHTING
Bedroom lighting is another variable that merits 
consideration when trying to transform the space 
into a more relaxing room. Ambient lighting can be 
utilized to create a soft and welcoming atmosphere 
in the room. Dimmable lights also allow residents 
to adjust the amount of light depending on the time 
of day. Lights can be bright when getting dressed in 
the morning, and then turned down when residents 
are going to bed and want to unwind before closing 
their eyes.

• CLEAR OUT CLUTTER
A cluttered bedroom is more than an eyesore. The 
Royal Australian College of General Practitioners 
notes that clutter can contribute to anxiety and ad-
versely affect individuals’ ability to sleep and focus. 
Examine bedrooms to see if there is any unnecessary 
or overly bulky furnishings that make the spaces feel 
cramped and cluttered. Remove those items when 
possible, or consider working with a contractor to 
expand the room if budget and space allows.

Bedrooms can be respites within the larger sanctu-
ary that homes are meant to be. That’s especially so 
when residents implement strategies to transform 
bedrooms into more relaxing spaces.

bedroom  
a more relaxing space 
Tips to make a 

Homes are often characterized 
as sanctuaries. A home’s  
interior spaces can provide  
a respite from the hustle  
and bustle of daily life no  
matter what’s going on in  
the outside world.
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$675,000

$1,249,999

59 KINGSMERE, ALLISTON
Beautiful end unit freehold bungalow townhouse located in the 
quiet, retirement-style community surrounding Kingsmere Pond. 
Enjoy the benefits of low common area fees and a peaceful 
setting.Located mid-block, across from the mailbox and walking 
paths, with two driveway parking spots and no sidewalks. A 
perfect home for comfortable, low-maintenance living. 

32 MICHAELIS ST., ALLISTON
In the TreeTops area of New Tecumseth rare custom finished 
by builder 2940 sq ft total finished living space two storey home 
with an in-law suite in basement with walkout to private patio 
area 4+1 bed, 4 bath is a must see. TreeTops features activity 
park. Elementary school, walking paths and nearby golfing.

SCAN FOR MORE INFO

SCAN FOR MORE INFO

Each offi ce is independently
owned and operated.

KEN PRATT
Sales Representative

Heritage Group Ltd. BROKERAGE

705.796.6753 
Ken.Pratt@century21.ca

Let me be the fi rst to assist you on all your Real Estate goals

SHANNON TURNBULL
PRINCIPAL BROKER - M08002878
shannonexpert@mortgagecentre.com  

Tel: 905-951-0234
Cell: 416-985-0234
Toll Free: 888-951-0234
Fax: 905-857-0234
www.shannonturnbull.com

Turnbull Financial
The Mortgage Centre - Lic. #12569

SHANNON TURNBULL
PRINCIPAL BROKER - M08002878
shannonexpert@mortgagecentre.com  

Tel: 905-951-0234
Cell: 416-985-0234
Toll Free: 888-951-0234
Fax: 905-857-0234
www.shannonturnbull.com

Turnbull Financial
The Mortgage Centre - Lic. #12569

An independent member of the  
Mortgage Centre Network

Tel: 905-951-0234 
Cell: 416-985-0234

Toll Free: 888-951-0234

www.shannonturnbull.com

SHANNON TURNBULL
PRINCIPAL BROKER - M08002878
shannonexpert@mortgagecentre.com

SHANNON TURNBULL
PRINCIPAL BROKER - M08002878
shannonexpert@mortgagecentre.com  

Tel: 905-951-0234
Cell: 416-985-0234
Toll Free: 888-951-0234
Fax: 905-857-0234
www.shannonturnbull.com

Turnbull Financial
The Mortgage Centre - Lic. #12569

TO ADVERTISE CALL
289-221-6559

FOR 
SALE
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When placing a home up for sale, 
one of the most common mis-
takes people make is overpricing 
the home in the current market.
HOMEOWNERS should list their property based on 
current market trends, market value, and by comparing 
recent sales in their neighbourhood.

Many homeowners decide on a selling price based 
on emotion rather than a realistic expectation of what 
their property is currently worth.

While those upgrades you made to your home over 
the years are a valuable asset, they may not necessarily 
result in the huge payback you were hoping for.

Currently, Orangeville and surrounding towns have a 
property inventory of around 5.9 months. This means 
there are more people selling than buying.

It’s a buyer’s market, and most people who are 
looking for property access internet information so they 
are aware of current housing prices in the region. This 
means buyers will not even look at a property they think 
is overpriced.

The rapid increase in housing prices during the pan-
demic resulted in many people selling their homes for 
a huge profi t.

The reality is, those days are over.
One of the biggest mistakes a person can make 

when deciding on a selling price is to look back at what 
homes were selling for several years ago.

The real estate market is a fl uid entity that changes 
over time with typical prices rising and falling based on 
many different events.

Current inventory, interest rates, job opportunities, 
and mortgage approvals all combine to create current 
market prices.

By listing your home for a price that may have been 
realistic several years ago - but not now - you will price 
yourself right out of the market and potential buyers 

won’t be interested.
If you want to fi nd a realistic price range for your 

home, you should be looking at other selling prices in 
your neighbourhood within just two or three months. 
This will give you a more accurate estimate of what you 
could get for your home.

Some homeowners deliberately over-price their 
home in an attempt to create a negotiation situation 
where a counter offer will bring the price down to what 
the homeowner is really hoping to receive.

However, this tactic will more likely lead to potential 
buyers not making an offer at all as they think the asking 
price it to high.

A good rule is to ‘price for intention, not negotiation.’
By pricing for intention, you are listing your property 

for a realistic price based on current market trends with 
the intention to sell.

An educated potential buyer will know that the listing 
price accurately refl ects current home prices in your re-
gion and neighbourhood. This will result in more buyers 
being seriously interested in your property.

In today’s market, a typical seller can expect their 
property to be on the market for several months before 
someone buys it.

If you can sell your home in 30 days, you have priced 
your home correctly and attracted enough interest to 
make a reasonably quick sale.

Working with a local real estate agent will help you 
decide on a realistic price for your home.

A local full-time realtor studies the current market 
trends and can advise you on a reasonable selling price 
that will get you the results you want.

Deciding on a price when selling your property should 
refl ect the current real estate trends to achieve a quick 
sale for a fair price.

-Written by Brian Lockhart 

Visit www.odreb.com to fi nd an agent today!

AREAS WE SERVE
Members of the Orangeville & District Real Estate primarily serve, but are not limited to, the following areas: all of Dufferin County which is 
comprised of the rural townships of Amaranth, East Garafraxa, East Luther, Melancthon, Mono, and Mulmur as well as the communities of 
Grand Valley, Orangeville and Shelburne. The members also serve the Township of Adjala, the Town of Caledon and the Township of Erin.

Members of the Orangeville & District Real Estate Board (ODREB) are also members of the Canadian Real Estate Association (CREA), 
the Ontario Real Estate Association (OREA), and the Toronto Real Estate Board (TREB), and, as such, adhere to a high standard of 
professional conduct and a strict Code of Ethics.

The Board fosters understanding and co-operation amongst the members resulting in enhanced professional services to the public.

Dufferin Real Estate Market Update

January 2026 vs. January 2025
The number of active listings in Dufferin (excluding Orangeville) increased by 22.86% in January 2026 over the same 
month in 2025. The number of homes sold decreased by 7 homes or 25.93% in January 2026. Average sale prices 
increased by 1.73%.

Choose a realistic price 
when selling your home

FOR SALE

Home design trends come and go, but one that has inspired a legion of committed followers is the 3-5-7 rule. The 
3-5-7 rule is a formula for interior decorating that encourages homeowners to group furnishings in odd numbers. The 
intention behind such groupings is to ensure homes feel balanced and intentional without sacrificing aesthetic ap-
peal. Adherents to the 3-5-7 rule feel that odd-numbered groupings allow for an ideal blend of scale and height that 
creates a natural rhythm within interior spaces. Some even insist that odd groupings appear more curated. Size can 
come into play when pivoting to the 3-5-7 approach to interior design. Three large furnishings can be arranged (i.e., 
sofa, area rug and a large piece of wall art), five mid-sized items (chairs, coffee table, etc.) and seven small pieces 
(candles, framed photos, etc.).

WHAT IS THE 3-5-7 RULE?
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cherylrobb.com (905) 857-0651 (416) 805-1316 cherylrobb@
royallepage.ca

RCR Realty, Brokerage.
Independently Owned & Operated.

FEATURE PROPERTY OF THE MONTH!

SALES REPRESENTATIVE

11 hilltop drive, Caledon East
 This 2 bedroom home features a walk out basement & large lot complete with pool &

hot tub. Located in a highly sought after enclave, just steps from the brand-new
Caledon East Public School & groceries right across the street. $989,000

Mixed-Use Century Home, Institutional
Zoning. Ideal for investors, business owners,
or anyone looking to earn rental income in a

high-demand area. $829,000
Main level for rent $2,650/month

69 King st w
bolton

7 Wallace Ave,
Palgrave

Full of warmth and original character, this
timeless property features vintage wood floors,

high ceilings, and beautiful period details
throughout. 3 bed, 2 bath, large yard and
detached garage with storage. $789,000

SOLD

Steeped in Belfountain history, this home is
a rare opportunity to own a truly distinctive

residence in the heart of this picturesque
community. This 3+1 Bed , 3 Bath home has

so much to offer. $799,000

815 forks of the credit rd 
belfountain

The day a child leaves home 
can be bittersweet for parents.
Although a son or daughter 
being successful and mature 
enough to move on to new  
opportunities can be a source 
of pride, parents typically  
lament the quiet that comes 
from empty rooms and a 
change to the daily routine 
they’d grown accustomed to 
when the kids were around. 
After some time, some couples 
decide to downsize to a  
home more befitting the  
empty nester lifestyle.

Downsizing presents an option for homeown-
ers whose kids have left the nest. New analysis 
from a survey of 2,500 empty nesters commis-

sioned by Regency Living found that 30 percent of 
empty nesters choose to downsize and move from 
their original family homes. When retirement is just 
around the corner, many professionals shift focus to 
how they want to live and where. Moving to a new 
home presents plenty of opportunities for older 
adults, including a chance to choose a home based 
on what’s right for them in this stage of life. There are 
questions homeowners can ask themselves as they 
ponder if downsizing is right for them.

 1  HOW MUCH UPKEEP CAN I HANDLE? 
A lifelong family home may be well-loved, but 
chances are it requires significant upkeep and re-
pairs. Empty nesters may choose to move on to a 

home that offers lifestyle benefits like less main-
tenance. Homes in lifestyle communities or those 
overseen by a homeowners’ association tend to have 
certain maintenance built into a monthly fee.

 2  IS THIS LAYOUT STILL A FIT? 
Many empty nesters may not immediately feel the 
effects of aging, but before selecting a next home, in-
dividuals should think about aging in place and any 
unique needs they may have. Opting for a single-lev-
el home, or at least one with the owner’s suite on the 
main level, can be advantageous. 

 3  CAN I MAKE DUE WITH LESS SQUARE FOOTAGE? 
A cavernous home with many rooms often isn’t de-
sirable for empty nesters. All of that square footage 
requires heating, cooling and maintenance. Rattling 
around inside a big, empty house may precipitate the 
decision to downsize. Downsizing also can free up 
home equity, which can be used to fund retirement 
needs.

 4  WHICH FEATURES DO YOU DESIRE? 
Many empty nesters want the next home to focus 
on some luxury items they may have bypassed in 
the first home when priorities lay elsewhere. Up-
scale environments like gourmet kitchens, spa-like 
bathrooms and outdoor living spaces may be in the 
budget when moving into a home with a smaller 
footprint.
 5

 WILL MY HOME BE SECURE WHILE I TRAVEL? 
Empty nesters might want to choose homes in gated 
communities or condominium complexes for safety 
reasons. Should they opt to spend a portion of time 
at a vacation rental or second home as snowbirds, 
secure communities enable residents to leave their 
primary residence with the peace of mind that those 
homes will be less vulnerable to thieves. 

 6  DOES THIS HOME HAVE ENOUGH LIGHT? 
The American Optometric Association says many 
adults start to have problems seeing clearly beginning 
at age 40. Homes with more light from large windows 
and artificial lighting can reduce accident risk.

Moving to a smaller home is a consideration for 
many empty nesters. Various features offer benefits 
to adults who want to age in place.

A HOME-BUYING emptynesters
guide for

Lighting for every  
room in the home

When homeowners go room to room, they can 
consider various types of lighting to add a 
unique feel to each space. 

KITCHEN
Kitchens are heavily trafficked rooms in many homes. 
A combination of overhead lighting that will illuminate 
the entire space and focused task lighting, like under-
cabinet lights for meal prep, can help in the kitchen. 
Separate task lighting for a bill-paying area or home-
work station also can be a useful touch.

BEDROOM
Bedrooms are cozy retreats where homeowners spend 
most of their time resting and relaxing. Harsh lighting 
may not be applicable here, so consider side lamps fit-
ted with warm-hued bulbs placed beside a bed. Lighting 
can be more stark and targeted in closets to help home-
owners see clothing and other belongings.

BATHROOM
Bathroom lighting amenities can include a combination 
of features to fully optimize this space. Most homeown-
ers will want some sort of overhead lighting to shed light 
on most of the space. Task lighting by the mirror can 
offer more visibility while shaving or applying makeup. 
Lighting in a bathing area can keep such spaces safer 
by improving visibility in a generally slippery area. In 
bathrooms with spa-like settings, mood lighting paired 
with features like steam capabilities can enhance the 
space even further.

GARAGE AND BASEMENT
Utility areas like garages, basements and crawl spaces 
need high-wattage bright lighting for safety. Installation 
of bright LEDs in these areas can make work projects 
easier and safer. Well-lit areas also are generally less 
inviting to pests like insects and rodents, so bright light-
ing may deter these creatures in areas where they tend 
to enter a home.

LIVING ROOM/GREAT ROOM
Living areas can benefit from a combination of ambi-
ent lighting sources. Table lamps alongside sofas and 
chairs will provide enough light, but will not compete 
with televisions or home theater setups. Lighting that 
highlights artwork or home accents also can add a cozy 
appeal to the space.

ADDITIONAL LIGHTING
Homeowners may want to consider a few additional light-
ing scenarios to improve their spaces. Lighting in a foyer 
or above coat racks or shoe cubbies can keep the space 
functional but attractive. A combination of overhead light-
ing and accent lighting can make a laundry room less util-
itarian. And dining spaces can be intimate or grandiose 
depending on the fixtures featured in the room.

Homeowners also can utilize smart devices and bulbs 
to easily control the lights while at home or away.

Lighting plays a key role in a home, affecting the safety. 
functionality and aesthetics of rooms.

RESALE 
HOMES
C O L L E C T I O N S

Lighting in a home is easily overlooked. But power outages serve 
as a stark reminder of the importance of lighting, which adds to 

the safety, functionality and aesthetic appeal of a space.
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GENERATIONS OF TRUST. DECADES OF RESULTS. The Richie Group has the experience you can count on when it’s time to Move.

Sean Anderson
Broker of Record

Chris P. Richie
Broker

Dale Poremba
Sales Representative 

Jennifer Unger
Sales Representative 

David Waters
Sales Representative

Karen Caulfi eld
Sales Representative

Carmela Gagliese-Scoles
Sales Representative 

519-942-0234
email: info@trgedge.ca

therichiegroup.com

SET ON 50 GENTLY ROLLING ACRES

MODERN & UNIQUE HOME IN GREAT LOCATION

• Bungaloft, 4 (2+2) bedrooms & 3 bathrooms
• Customized Normerica post-and-beam home
• Soaring ceilings, expansive windows, open concept 
• Main fl oor primary bedroom with 3 pc. ensuite
• Finished walk-out lower level with 9’ ceilings

• 3 tier pond with waterfalls, extensive decking
• Spectacular views to the east & west over the valley
• 5 stall barn, 30’x72’ drive shed & Quonset hut
• Board-and-Batten siding with metal roof
• 954461 7th Line, Mono $2,549,900

• Large 2 storey home w/ 5+1 bdrm & 5 baths
• Modern kitchen w/ pantry & massive centre island
• Granite counter tops, 2 dishwashers, double ovens
• Living room has vaulted ceiling, skylight & fi replace
• Finished lower level w/ kitchen, bdrm & 2 bathrms

• Outstanding primary with balcony overlooking
   forest has unique his/her 8 piece ensuite
• 4.09 acres, 4 car garage, 2nd driveway & landscaping
• Private outdoor deck, patio and screened porch
• 21 Bartley Dr., Caledon $2,499,000

� ese days we now question everything that 
we see and read and wonder “is this AI”? 
Perhaps the title is click bait insofar as giving 
hope to all sellers of Real Estate that multi-
ple o� ers are forecasted for the 2026 hous-
ing market.  To be clear that is not the case, 
HOWEVER, over the past few months in 
Orangeville buyer clients in our o�  ce have 
encountered 8 instances of multiple o� ers. 
� e property price range has been between 
$650,000-$850,000 and included towns, 
semis and detached homes.  � e question is 
what is driving this demand in what is oth-
erwise still a very tough and lean Real Estate 
Market? Like most things in life there are 
many variables but for this exercise let’s look 
at three variables - timing, interest rates and 
consumer con� dence.

TIMING: As the market struggled last year, 
Months of Inventory (MOI is a statistic that 

measures how many months it would take 
for all homes in a particular area to sell) grew 
tremendously.  � is meant that there were 
A LOT of homes for sale and they were not 
all selling.  As the fall approached it is quite 
common for sellers to take their homes o�  
the market.  A break for the winter with the 
adage “who buys homes in the winter?”  But 
the e� ect is that MOI is now lower and buyers 
have less to choose from. � at tends to carry 
on into the late spring. � us the timing has 
played a role in these multiple o� ers. Later on 
in the market may certainly hold a di� erent 
set of circumstances.

INTEREST RATES: As much as rates are no-
where near as amazing as the Pandemic, 
historically-they are very reasonable and for 
anyone that faced 18% in the old days, today's 
rates are downright drool-worthy! But more 
importantly rates seem to be set and unmov-

ing either up or down for the foreseeable fu-
ture.  Having stable interest rates removes the 
question: should I wait and see if rates will go 
down before I make a buying decision?

CONSUMER CONFIDENCE: � is one presents 
a nuanced picture.  For the most part, most 
people are very worried about the economy, 
political instability and their jobs. But that 
has been the case for over a year now. Buyers 
who have been waiting for clarity still see a 
muddled forecast, but how long can you wait 
before you feel like opportunities are passing 
by? First time buyers, especially in our area, 
don't have as many rental options as the rest 
of the GTA and this makes home ownership 
still a viable option. � ey have to live some-
where and with high rental rates and less 
choice for rentals - buying a starter home now 
is in many instances a risk worth taking!

In summary, � rst time buyers are facing the 
idea that rates aren't looking to get better for 
them, prices have come down and really good 
opportunities have popped up with not tons 
of other options-such that a little competition 
was worth the � ght!

� e Real estate Market overall - has been in 
a state of decline since February/March of 
2022, and some sellers have been holding o�   
with the idea of waiting for a better market. At 
some point, the idea of a drastic turnaround 
will be tempered by the idea of wherever they 
may buy next - it will be a lower value as well. 
It’s a tough pill to swallow for many but hope-
fully, a stable market will emerge as everyone 
adjusts to the new normal. If you are trying 
to make a decision on your future, whether 
to buy or sell and struggling with the “when” 
please give us a call.  With over 30 years of 
experience 

MULTIPLE OFFERS IN 2026?!!!

REAL ESTATE BROKERAGE


