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STUNNING BUNGALOFT - BACKS ONTO POND!!

Amazing and rare newly built in 2024! This is a truly gorgeous
Bungaloft with 4 bedrooms (Primary suite & 2nd bedroom
are on main floor!) & 3 washrooms plus an office in the loft!
Spectacular ultra high cathedral ceiling in the open concept
living & dining rooms! Fabulous kitchen with a huge island and
a big pantry! Spacious 2 car garage, W/0 basement & walking
distance to shops, amenities & trails! Wow!

HOT NEW LISTING IN SHARON!!

Beautiful modern and renovated detached bungalow with a
two car garage on a 75 x 200’ private lot with mature trees!
Truly stunning renovated white kitchen with centre island is
open to the spacious living room with large picture window!
Gorgeous dark hardwood floors throughout main level!
Three spacious bedrooms and beautiful, renovated five piece
bathroom as well! Don’t miss this one!
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PUT MY 38 YEARS OF SUCCESSFUL
REAL ESTATE EXPERIENCE
IN YOUR CORNER!

THE BEST IS THE
LEAST | CAN DO.
CALL ME TODAY FOR A
NO-OBLIGATION HOME
EVALUATION!
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When you have decided to make
a major life decision and purchase
a home, it will likely be the biggest
investment of your lifetime.

realtor you can trust will make your home

buying experience less stressful, provide peace
of mind, and help you achieve the results you are
hoping for.

| |aving an experienced and knowledgeable

Rocco Racioppo of RE'MAX REALTRON Realty
Inc, has over 40 years of experience buying
and selling residential properties. He is a highly
regarded professional and is considered an expert
in the industry.

Rocco entered the world of real estate when he
was just 21 years old and achieved his real estate
license in 1980 while living in Toronto. Over four
decades later, he still has the same enthusiasm for
the industry and enjoys engaging with the public
and his clients.

After starting his journey in Toronto, Rocco moved
to Unionville to gain more experience before relo-
cating to Newmarket in 1995.

Rocco recently made another move that really plac-
es him in the heart of the area he serves.

After spending several years in the Town of Sharon,
he made the decision to relocate to a new address
that was more suitable for his life style.

Like many people, Rocco decided it was time
to downsize to a smaller home which will require
less maintenance and upkeep. He now lives in
the north end of Richmond Hill and is enjoying
his new lifestyle.

As someone who decided to downsize, Rocco
knows what it is like for many local residents who
have found themselves going through the ‘empty
nest’ period of life.

The Baby Boomer generation, for the most part, have
raised their families and are now enjoying watching
their children raise their own families. As a result,
many people find that those extra bedrooms and a
big lawn are not really needed anymore and they are
moving to smaller homes or condominiums that are
more suitable to their style of living.

Rocco has been working with many residents in
King City, Aurora, Richmond Hill, Newmarket,
and East Gwillimbury, who have decided to leave
their luxury style properties for a more relaxed
living experience with less maintenance to worry
about.

As an expert in luxury properties in the region,
Rocco spent years helping people find their dream
home luxury property. Now, he is helping many
clients sell their luxury homes and downsize to a
more easily managed home.

Over the course of his career, Rocco transitioned
to a real estate agent who specializes in high-end
luxury homes, country estates, and waterfront
properties. He has helped many clients find the
right home when they are looking for that special
place that offers luxury amenities.

SUPER OPPORTUNITY IN MT. ALBERT!

Wonderful brick bungalow & gorgeous landscaped lot w/ spacious 2 car
garage & lots of upgrades! Fabulous reno’d kitchen is open to dining room
w/walkout to covered deck & private south exposure backyard. Large
living room has crown moulding & a separate nook w/built-in office desk.
Great finished basement w/very large bedroom, lovely recreation room,
3 pc bath & office area! Minutes to shopping, rec centre, parks, Hwy 404
& GO train! Renos: kitchen reno (2021), new windows (2014), new well
(2012), 25 year shingles (2013), new main floor flooring (2024)!
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Mortgage Experts
for Seniors

Helping senior homeowners

live comfortably.

v'Access your home
equity without selling.

v'Stay in the home

you love.

Mortgage Broker - 905.953.6902
Carol.Cologna@mortgagegroup.com

Carol
Cologna

Gord

Mortage Agent L1-905.953.6990
Cologna | Gord.Cologna@mortgagegroup.com

and experienced realtor who will
help you achieve your real estate goals

Known as a personable and outgoing individual,
Rocco easily blends into any social situation and
uses his natural talent to expertly lead real estate ne-
gotiations to produce the best results for his clients.

Working in the luxury property market can be a
challenge as many high-end properties have unique
features that may make it difficult for some realtors
to appraise for a true market value.

Due to his experience and knowledge of the luxury
market, Rocco has the expertise to evaluate a prop-
erty and determine a selling price that is fair and
equitable in the current market while ensuring his
clients achieve the best results.

Marketing a property requires a strategy that will
ensure the right potential buyers will be aware that
it is for sale. If potential buyers don't know a prop-
erty is on the market, they will never make an offer.

Rocco designs marketing strategies that take
advantage of several ways to present a home in its
best light to attract potential buyers who will be
interested in that property.

This includes using strategies that target the right
demographic for a particular market.

First impressions are very important in real estate.
Rocco can advise clients on the small details that
will present their home in the best possible way to
anyone who views the property.

...Rocco designs marketing
strategies that take advantage
of several ways to present a
home in its best light to attract
potential buyers who will be
interested in that property...

Many of Rocco’s clients are repeat clients who have
had such a good experience that they return to him
when they make a decision to buy a new home.
Whether they are hoping to upgrade and move to a
luxury property or have decided it’s time to down-
size and moved to a smaller home, they turn to
Rocco and trust his expertise in helping them make
that move.

This level of trust means many new clients have
been referred by those who have had such a good
experience, they recommend Rocco to family and
friends.

It is his expertise, experience, and outgoing and
friendly personality that allow Roccos clients to
trust him to help ensure their biggest investment
is protected and they achieve the best results when
selling or buying a home.

If you are planning a move and need expert help to
go get you through it all, you can call Rocco at 905-
841-4787, or send him an email at: rracioppo99@
gmail.com.

WRITTEN BY Brian Lockhart
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communities, the home that once felt “perfect” can
start to feel tight. Kids grow, schedules get busier,
work-from-home becomes permanent, and suddenly
you’re craving an extra bedroom, a finished basement, a
bigger yard, or a layout that functions better day to day.

For many families in King and the surrounding

But in a slower market, hesitation is normal. Families
ask: What if our home takes longer to sell? What if we
buy and then can't sell? What if we stretch too far and
regret it? These are valid concerns. The good news is
that a calmer, more balanced market can actually be a
healthier environment for move-up buyers — if you ap-
proach it with a clear plan.

WHY A SLOWER MARKET CAN HELP MOVE-UP FAMILIES

In the fast-paced markets of recent years, move-up
buyers often faced the worst of both worlds: compet-
ing aggressively to buy while racing to sell. That pres-
sure pushed many families to compromise on location,
waive protections, or pay more than they felt comfort-
able with.

A slower market can shift the experience in practical
ways:

« More selection and less urgency: more time to view
homes, compare options, and decide based on fit — not
fear.

« Better negotiating opportunities: buyers may be able
to negotiate price, repairs, closing dates, or inclusions.

« More flexible terms: sellers may be more open to lon-
ger closings or thoughtful conditions, which can help
families coordinate a sale and purchase.

« Fewer emotional decisions: the calmer pace makes it
easier to stay disciplined and avoid overextending.

Slower doesn’t mean “bad.” It means the market tends to
reward preparation and smart strategy.

THE REAL RISK ISN'T MOVING — IT’S OVEREXTENDING
Most families don't get into trouble because they move.
They get into trouble because they move without clear
numbers, or because they buy based on maximum ap-
proval rather than monthly comfort.

A smart move-up plan keeps three things in balance:
@ what your current home can sell for in today’s market,

@ what your next home will realistically cost (includ-
ing closing costs), and

® what payment and lifestyle your family wants to
maintain.

This isn't about limiting your goals — it's about making
sure the upgrade improves your life instead of creating
long-term stress.

STEP 1: DEFINE WHAT “MORE SPACE” REALLY MEANS
“More space” isn't always just square footage. For some
families it's another bedroom. For others it's two home
offices, a quieter basement, a better yard, or a location
that supports school and commuting needs.

Before you fall in love with listings, get specific:
« What are your must-haves (beds, baths, yard, office

space, basement)?

» What's your non-negotiable location (school, com-
mute, community)?

» What are your nice-to-haves you’ll only pay for if the
numbers still feel good?

Clarity prevents “house hopping” fatigue and keeps you

¢ Single Family Home Or use as Two!
(extended family or Lease Half)

* Rare Legal Duplex

¢ 7 Bedrooms, 5 Bathrooms

OPEN HOUSE

SATURDAYS AND SUNDAYS 2PM TO 4PM
COMEAND HAVE A LOOK!
390 MAIN STREET, SCHOMBERG

OVER AN ACREO SCHOMBERGS MAIN STREET!

« Separate 4 Gar Garage/Work shop

* Backs onto protected green space

¢ Many possibilities here!

¢ Call me directly to view this Remarkable Home!

 Sibsarnne DBoileaw

SALES REPRESENTATIVE

DIRECT: 416-418-6683 *,
OFFICE: 905-727-1941

JulianneBoileau@hotmail.com =&
Time2Buy-Sell.com
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from paying extra for features you won't truly use. negotiate, and the ability to buy with less pressure. Yes,
selling may take more planning — but buying can be

STEP 2: GET ACCURATE NUMBERS — NOT GUESSES more strategic.
In a slower market, precision matters. Online estimates
and neighbourhood chatter don't replace a proper local

review.

If you're considering a move and would like straightfor-
ward advice on your options in today’s market, feel free
to contact Michele Denniston at 416-433-8316 or mi-

A move-up plan should include: chele@micheledenniston.com.

« a realistic price range for your current home based on
recent comparable sales and current competition; WRITTEN BY: The Michele Denniston Real Estate Team
« a clear picture of what your next-home options look

like at different price points;

D
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REAL ESTATE GROUP

« payment estimates that reflect today’s rates and your
comfort level (not just the bank's maximum);

« a full cost picture, including legal fees, land transfer
tax, moving costs, and any immediate updates you'll
want to make.

When the numbers are clear, decisions get calmer and
smarter.

STEP 3: CHOOSE THE RIGHT SELL/BUY STRATEGY
FOR YOUR FAMILY

Move-up stress is usually about timing, not desire. The
right approach depends on your finances, risk toler-
ance, and timeline. Some families prefer to sell first for
certainty. Others may buy first if equity and financing
support it. In a slower market, strategies like conditional
purchases or flexible closing dates may also be more re-
alistic than they were during peak frenzy.

The key is choosing a plan that reduces risk and fits your
family’s life — not forcing a one-size-fits-all approach.

THE BOTTOM LINE
A slower market often gives move-up families some-
thing they rarely get in a frenzy: time to think, room to

Global Reach With
Local Expertise

Experience the benefit of our boutique approach and
worldwide reach that spans 5 continents and 50+ countries.

® SUN-FILLED SUITE WITH MODERN LAYOUT
* QUARTZ COUNTERS e HIGH-END AMENITIES

* UPGRADED KITCHEN & SOLID WOOD STAIRCASE
* NEARBY BARRIE'S WATERFRONT e KITCHEN WALKOUT

Stylish Suite with Modern Touches $525,000 -
[ =] = e L4
* OPEN CONCEPT LIVING AND DINING
o PRIVATE BALCONY e PREMIUM BUILDING AMENITIES

* WINDOW WALLS OFFERING STUNNING VIEWS
* WALNUT ACCENTS » WALK-OUT LOWER LEVEL

o INFINITY SALTWATER POOL ® 1.024 ACRES
® CHEF'S KITCHEN WITH DUAL ISLANDS

© RESORT LIVING ON 2.11 PRIVATE ACRES
® FOREST TRAILS, SPRING-FED POND, POOL, & FIRE PIT

=7 T 5

i

Timeless Urban Elegance $ 44451550 Invest + Build Your Dream Home $7,9_98",$00

o CHEFS KITCHEN WITH WINDOW WALL ® 230-ACRES * SERENE PONDS
© LOCATED IN YORKVILLE ® SOARING 9'8" CEILINGS © PICTURESQUE SETTING ¢ AMENITIES NEARBY

PLANNING TO BUY OR SELL? CONTACT US FOR A TAILORED CONSULTATION BACKED BY 40+ YEARS OF
EXPERIENCE AND EXCEPTIONAL RESULTS IN ANY MARKET.

Emily B. Fusco
Broker/Team Leader
905-737-6060
efusco@avenuerealty.com

Christopher Fusco
Broker of Record/Team Leader
416-301-4878

, cfusco@avenuerealty.com

VENUE
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Connect with us for a
personalized home evaluation.
905-737-6060

KELLERWILLIAMS
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Aguide to
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first hO me

MARKET UPDATE - MARCH 2026

Buying a home is

one of the most significant
financial commitments

a person can make.

ndividuals may wonder when is the right time to
jump in to the real estate market. The answer may
boil down to affordability.

The housing market is continually evolving. Buying
a home now is a little bit different than it was even
a few years ago, as inventory is starting to recover
from a lengthy period with limited offerings, accord-
ing to Realtor.com. But even though inventory may
have increased, home prices have not come down.
The median home price now sits at around $410,000
in the United States and approximately $676,335 in
Canada, and interests rates hover around 6 percent
for a 30-year fixed rate.

Before it’s time to sign a contract and get the keys,
potential buyers can follow this guide as they navi-
gate buying a home for the first time.

KNOW YOUR BUYING POWER

Before browsing home listings, buyers should con-
duct a financial audit to see how they stack up. It’s
worthwhile to sit down with a mortgage broker who
can run your numbers. Credit score is a significant
variable that will be checked during such consulta-
tions. If necessary, identify ways to boost that score
in the months before applying for a mortgage.

FOLLOW THE 30 PERCENT RULE

Rocket Mortgage says the 30 percent rule dictates
that total monthly housing costs, including princi-
pal, interest, taxes, and insurance (PITI) should not
exceed 30 percent of a borrower’s gross monthly in-
come to maintain financial stability.

BUDGET FOR THE EXTRA COSTS

Buyers should concern themselves with all of the
costs that go into buying a home. In addition to the
down payment, closing costs can come in at around
2 to 5 percent of the home’s price. An inspection and
appraisal can run around $1,000. Additional costs
may include termite inspection, and other out-of-
pocket costs to get the home up to code.

LOWER YOUR COSTS

A rising trend in home buying is a surge in down
payment assistance (DPA). Bankrate says DPAs pro-
vide eligible individuals, typically first-time or low-
to-moderate-income buyers, with assistance that
covers costs like down payments and closing fees.
These programs may be offered by the government,
non-profits or private lenders.

UTILIZE A REPUTABLE INSPECTOR

A home may seem like a dream until a person pulls
back the curtain on some hidden red flags. It's always
worth the expense to have a housing inspector or a
trusted contractor walk through the property prior
to making an offer to ensure that the home is in good
condition.

CHOOSE A VALUE MARKET

First-time home buyers may want to select metro
areas that offer the best balance of earnings versus
home prices. According to a 2026 report from Real-
tor.com, areas that provide the best value in the U.S.
are largely concentrated in the Northeast and Mid-
west. Hartford, CT; Rochester, NY; Worcester, MA;
Toledo, OH; and Providence, RI, are some of the top
housing markets for the year. Real estate experts at
CalgaryHomes.ca found Alberta, Newfoundland
and Labrador, and New Brunswick offer the best
value for home buyers.

First-time home buyers must consider a range of
variables as they inch closer to making their home
ownership dreams a reality.
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AURORA

AVERAGE SALES PRICE

$1,187,555

AVERAGE 28 DAYS ON MARKET

KING

AVERAGE SALES PRICE

$2,020,000

AVERAGE 39 DAYS ON MARKET

NUMBER OF SALES NUMBER OF SALES
172 NEW LISTINGS 100 NEW LISTINGS
SALE TO LIST RATIO SALE TO LIST RATIO
0 0
98% 93%
YEAR OVER YEAR % CHANGE YEAR OVER YEAR % CHANGE

-13.58% -9.46%

“The statistics provided were obtained from the Toronto Regional Real Estate Board's Market Watch MARCH 2026; Summary of Existing Home Transactions
for All Home Types, MARCH 2026 + Focus on the MLS Home Price Index for Composite, MARCH 2026 for York Region's Aurora and King

As we move into April, inventory levels are continuing to build, offering Buyers more choice than in previous spring
markets. This has created a balanced and more Buyer centred market, where strategy for Sellers is now more im-
perative than ever. Days on market is increasing, which reinforces the need for a strong positioning strategy from the
start. This is no longer a market for Sellers to test pricing, but to list and market their homes with intention. The homes
generating the best sales results are those that show very well, are priced sharply, and compel Buyers from the start,
rather than playing catch up with price refinements later. There is a window of opportunity for Buyers right now - more
selection and less competition exist in the market place, leaving room for tactful negotiations and the opportunity to do
due diligence, unlike previous years. Working with a trusted advisor is always best to navigate the shifting of the York
Region market and Key Advantage is always here to offer knowledge, professional advice and care.
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KEY ADVANTAGE

- Provided by Key Advantage Team Royal LePage RCR Realty

Lindsay Strom, Broker
www.KeyAdvantage.ca | 905-836-1212 | info@KeyAdvantage.ca

* Not intended to solicit buyers or sellers currently under contract.
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369 KENNEDY STREET WEST, AURORA 87 MCCLURE DRIVE, KING CITY
$2,700,000 $2,599,000

Key .dvantage

HOME. IT'S WHO WE ARE.

LINDSAY STROM

6 DANBROOK COURT, AURORA
$1,699,900

16 BONNELL CRESCENT, AURORA
$1,699,000

435 KETTLEBY ROAD, KING
$1,675,000

ROYAL LePAGE

SUSIE STROM

RCR Re alty, Brokerage

REALTOR®

Independently Owned And Operated

KEYADVANTAGE.CA | 905.836.1212

| INFO@KEYADVANTAGE.CA




Did you
know?

A well-manicured lawn
appeals to homeowners
when they look out
their windows.

BUT SUCH A VIEW also can look nice when
homeowners peruse their bank statements after
selling a property. According to the “2023 Remod-
eling Impact Report: Outdoor Features” from the
National Association of Realtors®, standard lawn
care service yields an estimated cost recovery of
217 percent. Landscape maintenance, with an esti-
mated cost recovery of 104 percent, and an overall
landscape upgrade (100 percent) also yield great
returns for homeowners. The NAR® report also
noted the effects of such projects related to home-
owners’ desire to spend time on their property.
Among homeowners who participated in the NAR®
report and committed to standard lawn care ser-
vice, 58 percent indicated they had a greater desire
to be at home since completing the project, while 46
percent indicated they have an increased sense of
enjoyment when spending time at home.
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One shouldn’t judge a book
by its cover. However,
that often is hard not to do,

particularly when it
comes to homes.

urb appeal bears significant influence regard-
Cing how a property is perceived. A property

that is neat and aesthetically appealing proba-
bly will be preferable to one that looks like the home-
owners did not maintain it.

Boosting curb appeal is a common focus of sellers
before listing a property. But what can those who
don’t have big budgets for major overhauls do to im-
prove their curb appeal? Plenty of projects can offer
maximum output with minimal investment.

IGostierettives

) ap

REFRESH THE FRONT DOOR

Painting the front door can add brightness and improve
the look of a home’s entryway. Most exterior paint costs
between $30 and $40 per gallon, so this is undeniably a
budget-friendly improvement. If money allows, replac-
ing the door altogether will generate bang for your buck.

IMPROVE OR ADD LANDSCAPING ELEMENTS
Landscaping should be designed to highlight the
home’s best features. It should look symmetrical and
feel manicured. If it’s not possible to plant new flow-
ers or bushes, simply cleaning up debris and weeds,
and trimming existing greenery can make it feel
neater and more polished.

CLEAN UP

Power-washing the siding, cement walkways and
garage door can create instant impact. It's amazing
how much dirt and mildew can reduce the luster of
a home. Cleaning off years of grime can be a fast and
inexpensive refresh.

eal booster
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RESEAL THE DRIVEWAY

Make sure the driveway is clean and tidy. If it has
cracks or discoloration, filling in cracks and apply-
ing a new coat of sealer will make a big difference.
Homeowners can hire someone to reseal the drive-
way or do the work on their own.

ADD MORE LIGHTING

Updating front porch lights and accent lights around
the property will cast a more positive glow on a
home, both literally and figuratively.

ADD A SEATING AREA

If space by the front door allows, add a bench or
some chairs to create a welcoming seating area. A
potted plant or two nearby will help the area seem
intentional.

Improving curb appeal doesn’t have to cost a lot of
money. A few easy touches can boost the look of any

property.

Your Community Hardware Store
Serving York Region and Surrounding Areas

At Aurora Home Hardware,
we believe every project
Isn’t just an upgrade:

it's about making your
house feel like home.

From secure new windows
and doors to beautifully
designed kitchens and
bathrooms, our expert
team handles every install
with care and precision.

Visit us today and
elevate your space!

We Offer Many Iﬁ-House Services to Make Your Life Easier:

¢ Window & Door Installation e Custom Deck Design e Stihl Dealer
e Kitchen & Bath ¢ Paint & Painting Supplies e Delivery

Do it yourself, Doesn’t Mean Do it Alone. Here’s How.

Aurora Schomberg i
Home hardware Home hardware 905-939-HOME (4663)
Building Centre

289 Wellington St. E.

Aurora

905-727-4751



THE MAS.T.ERS

By Julien Laurion
Real Estate

greener, the air feels a little lighter, and for a

few days, the world seems to slow down as
eyes turn to The Masters Tournament. It’s tradition,
precision, and excellence all rolled into one—and if
you watch closely, it’s also a pretty good lesson in
how to win in real estate.

Every April, something shifts. The grass gets

Now, I'm not teeing it up at Augusta National Golf
Club anytime soon, but in my world, I see the paral-
lels all the time. Because selling a home—especially
in a competitive market—isn’t just about putting up
a sign and hoping for the best. It’s a process. A strat-
egy. A game where every move matters.

At Augusta, nothing is left to chance. Every inch of
the course is intentional, from the slope of the greens

to the placement of the bunkers. The same approach
applies when preparing a home for market. Before
we ever talk about listing, I walk through the prop-
erty with a critical eye—what needs attention, where
we can add value, and how we can elevate the over-
all presentation. Sometimes that means a full bath-
room refresh or updated flooring. Other times, it’s as
simple as lighting, paint, and knowing exactly where
not to overspend. The goal isn't just to improve the
home—it’s to position it so it stands out.

Of course, preparation is only half the battle. If you've
ever watched Tiger Woods read a putt, youw'll know
it’s not just about distance—it’s about understanding
the subtle breaks. Pricing a home works the same
way. It's not about picking a number and hoping it
sticks. It's about analyzing comparable sales, under-
standing buyer behaviour, and creating a strategy
that builds momentum. The right price doesn't just
attract attention—it creates competition. And in this
market, that’s where the real value is unlocked.

Presentation plays a massive role as well. At the Mas-
ters, everything is immaculate—clean lines, perfect
visuals, nothing out of place. That same level of care
goes into staging a home. We're not just decorating;
we're telling a story. One that allows buyers to walk
in and immediately picture themselves living there.
It’s often the difference between a showing and an
offer. 've seen homes increase their perceived value

your personal touch. $1,235,000

HEART OF NEWMARKET

Renovated 4 bdrm residence offers contemporary open concept design an-
chored by stunning white oak hrdwd flrs & wood staircase w/ wrought iron
accents. Chef-inspired kitchen features centre island, quartz counters and
built-in appls, walk out to huge deck w/ pergola & sunny South/West expo-
sure. Oversized family rm w/ custom built-in display shelves and a sleek linear
fireplace, living & dining areas accommodate large family gatherings. 4 gen-
erous bdrms, primary suite with custom walk-in closet & 3pc ensuite. Main flr
laundry w/ direct garage access, parking for 6 cars + unspoiled bsmt ready for

37 Award Winning Years

Sales Representative

“Opening Doors
to Your Dreams’’

ROYAL LEPAGE®

<17 EXECUTIVE CIRCLE
“05 AWARD 2025

W,

Direct: 416-618-1714

Com mumt‘},r
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dramatically simply by presenting them the right
way. That’s not luck—it’s intentional.

Then comes the moment where everything is on the
line. In golf, they call it Amen Corner—a stretch of
holes where tournaments are won or lost. In real
estate, that moment is negotiation. Offers come in,
conditions are discussed, and decisions need to be
made quickly but strategically. This is where experi-
ence matters most. Knowing when to push, when to
hold firm, and when to create leverage can have a
significant impact on the final outcome. It’s not just
about accepting an offer—it’s about maximizing it.

And finally, we get to the finish. The last putt drops,
the crowd cheers, and the green jacket is awarded.
In real estate, that moment is closing day. But what
most people don’t see is everything that led up to
it—the preparation, the strategy, the positioning,
and the execution. Because while the sale price is
important, how you got there matters just as much.
Did you create competition? Did you showcase the
home properly? Did you leave money on the table?

The best golfers in the world aren’t great because of
one skill—they’re complete players. Driving, irons,
short game, putting—it all comes together. That’s
how I approach my business. Real estate and reno-
vation, strategy and execution, vision and results.
It’s not about doing one thing well; it's about doing
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everything well so that when your home hits the
market, it doesn’t just compete—it stands apart.

You don’t need to be a golfer to appreciate the Mas-
ters, and you don’t need to be an expert to sell your
home. But having the right approach—and the right
person guiding you—can make all the difference.

Because in this game, we’re not just playing to
participate.

We're playing to win.

Julien Laurion
All About Homes

Julien Laurion

Realtor. Contractor. Local Dad.

All About Homes.

Serving Aurora, King City, and the

communities in between.

I've got your back from start to finish.

I’'m a local Realtor who has lived in Aurora for
more than 30 years and know it inside and out.
With A LOT of home construction experience,

| have an eye that will help you make informed
decisions re: home concerns and renovations.

Let me help you with your next big purchase/move.
Please feel free to call or email me directly at
416-402-5530 or julien@julienlaurion.com

or check out my socials at @julienlaurionrealesate

107 Orchard Heights Blvd, Aurora

=i COMING SOON TO MLS!
{ This beautifully renovated

, three-bedroom, 2 bathroom,

family home is located in

the heart of Aurora.

It’s truly one-of-a-kind

and ready for move-in.

A prime industrial unit offers
a 50/50 split. Half is office
space, while the other half is
unfinished industrial space
featuring a large roll-up
drive-through door. This

is ideal for service-based
businesses or business just
starting out or investment.
. $720,000

L MLS# N12760990

This meticulously renovated
| four-bedroom, three-bathroom
| home is move-in ready.

: Located on a pristine corner lot,
it offers ample outdoor space
for kids to play, relax, and create
lasting memories. The home
also features a large outdoor

e | heated workshop, perfect for

$1,215,000
MLS# N12833318

Julien Laurion

Julien

LAURION

direct 416-402-5530
office 905-727- 3154

Julien@julienlaurion.com

All about homes.

julienlaurion.com
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7 Keele Street, King City

+ Eat In Kitchen

+ Sun Room with Skylights
& walkout to rear yard

* Premium Lot 75 ft x 205 ft (irregular)
+ 4 Level Backsplit Family Home
( +3 + 1 Bedroom & 3 Washrooms

+ Living & Dining Room + Partially finished basement

KAREN WRIGHT

SALES REPRESENTATIVE

M 416-580-1382

What to know about 4 .
floor-to-ceiling

Modern homes showcase
many dazzling features,

but perhaps none draw

as much as instant attention
as floor-to-ceiling windows.

ften seen in high-rise apartments that boast
Opanoramic city views, floor-to-ceiling win-

dows also are right at home in single-family
dwellings.

Homeowners considering floor-to-ceiling windows
may have lots of questions. The following rundown
can provide some basic information that can help
homeowners decide if floor-to-ceiling windows are
right for their homes.

COST

Cost is often the primary consideration when
mulling a home renovation, and that’s even more
significant as the world confronts the rising costs
associated with inflation. The cost of installing floor-
to-ceiling windows depends on a host of variables,
including how many windows will be needed and
where homeowners live. According to Modernize®,
a service that facilitates connections between reno-
vation-minded homeowners and local contractors,
a floor-to-ceiling window wall costs somewhere be-
tween $700 to $1,600 per linear foot. Framing and
glazing will add to those costs. Homeowners consid-
ering floor-to-ceiling windows are urged to receive
several estimates for the project prior to choosing a
contractor.

LIGHTING AND ENERGY EFFICIENCY

One of the more appealing aspects of floor-to-ceil-
ing windows is all the natural light they allow in.
Of course, all that light also can drive up energy
costs on sunny summer days. One way around that
is to install energy efficient windows. Such windows
include extra insulation to prevent cool air from
escaping the home on summer days, which can
reduce the need to lower the thermostat on your
air conditioning. A wall of glass also can provide
less insulation against the cold. The extra insulation

L WINDOWS

in energy eflicient windows also helps keep warm
air from escaping a home in the winter. Energy
efficient windows may cost more than less efficient
alternatives. However, over the long haul, a wall of
less efficient floor-to-ceiling windows will likely cost
more due to excess energy consumption.

PRIVACY AND FADING

Its easy to be overwhelmed by the view floor-to-
ceiling windows provide, especially in homes
surrounded by serene natural settings like woods
or properties that abut waterways. But that view
outward also provides a view in, potentially compro-
mising privacy. All that extra exposure to sunlight
also can cause fabrics to fade over time. Floor-to-
ceiling blinds and shades can protect homeowners’
privacy and reduce fading on furniture, but this
extra feature will add to the final cost of the
project. Smart window tinting is another way
to improve privacy and reduce fading, but this
feature also will drive up the cost.

Floor-to-ceiling windows can be awe-inspiring.
Homeowners considering such windows for their
homes are urged to do their homework to ensure
their homes are well-suited to this unique feature.

Single Detached in Grand Valley
Starting in the High $600s

Grand Opening of Our New Models Saturday & Sunday from 1 to 4 PM
BRAND NEW PLANS AND PRICING, featuring a range of bungalow,
bungaloft and two-storey detached designs on 38’ & 42’ lots.

’NThomasfield.com

EERERNER]

MAYBERRY HILL

Grand Valley



Notable features of

MODERN

BATHROOMS

Bathrooms are more than
just places to wash up.
These spaces are evolving
from utilitarian rooms to
high-tech sanctuaries with
all the modern conveniences
one can imagine.

omeowners are increasingly investing more
H into their bathrooms, reflecting a growing de-

sire for quiet luxury and personal health.
According to the 2026 National Kitchen & Bath
Association (NKBA) Trends Report, 72 percent
of designers report that clients are enlarging their
bathrooms to accommodate new wellness-centered
features. Modern bathrooms are defined by some
notable features.

HOME SPA SHOWER

The NKBA reports more homeowners now priori-
tize a larger, feature-rich shower over just a bathtub.
Steam showers are no longer niche; they integrate
aromatherapy and chromotherapy (mood-enhanc-
ing light) systems into the designs. Although open,
walk-in showers are still popular for their accessibil-
ity, there’s a rising trend in shower pods, which are
enclosed, cozy spaces that more effectively retain
heat and steam.

AGING IN PLACE ELEMENTS

Features once associated with getting older are now
being rebranded as high-end design elements. Ac-
cording to Forbes, curbless entries and built-in
benches are some luxury safety features built into
modern bathrooms.

Sotheby’s

INTERNATIONAL REALTY

SMART TECHNOLOGY

Polaris Market Research says the global smart
bathroom market is projected to exceed $11 billion
in 2026. Technology focused on efficiency and
hygiene is popular. Intelligent toilets that have
self-cleaning UV nozzles, heated seats and motion-
activated lids are rising in popularity. Smart faucets
with precise flow control and leak detection also
are becoming standard, with Houzz saying sustain-
ability features like these are a must-have for 84 per-
cent of renovators.

EVOLVING MINIMALISM

Organic minimalism is a defining style within
modern bathroom trends for 2026. This idea pri-
oritizes clean looks with natural materials like
stone and wood, which are replacing cool grays and
stark whites that have been dominating bathroom
schemes for some time, according to Re-Bath design
expert Jenny Mars. Designers favor large-format
slabs or tiles to minimize grout lines. Earthy tones
like sage green, terracotta, and warm wood vanities
also are popular.

LAYERED LIGHTING

Design pros are using lighting as a functional tool,
and say that task lighting must be layered for the
best effect. Nighttime-specific low-glow lighting
and integrated mirror LEDs support a natural circa-
dian rhythm while offering comfort and safety. The
NKBA says 91 percent of respondents cite lighting
as a top priority in their bathroom designs. Mood
lighting in showers and other lighting features are
popular requests.

Modern bathrooms continue to evolve with features
that add aesthetic appeal, sustainability and technol-
ogy to these historically utilitarian spaces.

Canada
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urrounded by
mature trees and sits on a half-acre lot. Over 5000 sq ft of living space. [#&& .
Recently renovated. Sun-filled open concept with floor-to-ceiling ' % s
stone fireplace, skylights with many premium upgrades throughout. [
Finished basement apartment with separate private entrance. Bonus
workshop with electrical—ideal for hobbyists. Huge driveway (up to

9 cars)-no sidewalk! 3 car garage with oversized bay for larger vehicles. $20K incentive + flexible closing.

Roberta Macri

Sales Representative
The Natasha Omrin Team

Sotheby’s International Realty Canada
1867 Yonge Street, Suite 100, Toronto ON M4S 1Y5
0:416.960.9995 | m : 416.894.6186

roberta.macri@sothebysrealty.ca
sothebysrealty.ca

Canada

meredith-nichols

REFINED COUNTRY LIVING

220 Old Yonge St, Aurora
$2,989,000

77 Catherine Ave, Aurora
$1,940,000

216 -149 Church St, Schomberg
$699,000

463 Crossing Bridge Pl, Aurora
$1,298,000

80 Centre St, Schomberg
$1,199,000

Sotheby’s International Realty Canada
416.913.7930 | meredithnichols@sothebysrealty.ca

Scan to subscribe to
our monthly newsletter

Sotheby’s International Realty Canada Brokerage, Independently Owned and for exclusive real estate

Operated. E.&O.E.: This information is from sources which we deem reliable,
but must be verified by prospective Purchasers and may be subject to change
or withdrawal. Not intended to solicit properties already under agreement.
**Broker *Sales Representative

insights and local market
updates.

Khalen Meredith™ Kim Nichols’
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LIST WITH ONE OF YORK REGION'S

TOP 50 AGENTS!

Totally Renovated! $2,588,000 Brand New Bungaloft! $2,398,888 Privacy Plus! $2,371,900
Situated on a premium pie shaped lot on a quiet court in prestigious Aprox. 4,800 SQFT of Luxurious Living Space. Includes Aprox. 5,400 SQFT Bungalow Situated
neighbourhood with an inground pool. The home is renovated top Finished Walkout Basement Situated on a 105 by 156 FT Lot. on Almost Half Acre Treed Lot.
to bottom. Outstanding kitchen. Call Rocco Today! Call Rocco Today! Call Rocco Today!

New Home in Aurora! $2,485,000 PRIVATE Half Acre! $1,538,000 Large in Town Lot! $1,519,000
Built in September 2025. Aprox 6,000 sqft of living space on pool 3,000 Sqft, Plus Basement Apartment Aprox 3,500 sqft 2 storey plus finished basement situated
sized lot. High ceilings, 11 ft on main & 10 ft on 2nd floor & basement. with Separate Entrance. on a 60x200 ft South facing lot.
Call Rocco Today! Call Rocco Today! Call Rocco Today!

Minutes to Highway 404! $1,499,900 Hot off the Press! $925,000 Affordable Condo in Vaughan! $
Just under 4 Acres, 3,500 Sqft of Large 4 bedroom Semi in high demand Area. Aprox. 3 Yr Old Aprox.
Total Living Spaces, 3 Car garage. Over 1,900 Sqft. Plus Finished Basement. 700 Sqft Unit.
Call Rocco Today! Call Rocco Today! Call Rocco Today!

RECENT SALES BY ROCCO!

ALl s A,
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870 Shadrach Dr. 881 Lockwood Circle, 26 Beckett Ave.

Sold Just Under $1.5 Million Sold over $1.4 Million. Sold for $925,000.
Call today for a Free Market Evaluation. Call today for a Free Market Evaluation. Call today for a Free Market Evaluation.

Rocco Racloppo— suesser i

BROKER

905-841-4787

RE/MAX REMEMBER... YOU GET ROCCORACIOPPO.COM
REALTRON Redity Inc. THE RIGHT RESULTS WITH ROCCO!  OVER 40 YEARS OF AWARD WINNING SERVICE

OVER 40 YEARS OF AWARD WINNING SERVICE!




