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Cell: 705.345.1884
Toll Free: 844.310.CORY (2679)

Michael & Heather Cory
Sales Representative & Broker

Helping Thousands of  
Buyers & Sellers 
Succeed Since 2008...



Heather & Michael Cory

Hi, We’re

The Cory’s
Michael and Heather Cory are 

TOP PRODUCING REAL ESTATE 
AGENTS 

specializing in Recreational Waterfront, 
Residential Homes, and Farms. 

They are highly effective at 
representing the needs of customers 
and clients in their market all across 

the Simcoe-Muskoka district.

They are sales experts with 
a strong track record as a 
liaison between corporate 
clients, investment and 
properties in their market 
area of Simcoe-Muskoka. 
They work with many 
nationalities everyday and 
seamlessly serve a diverse 
clientele.

REALTORS®

About Michael - As a previous Controls 
Specialist for Energy Management & 
Environmental Design, and growing up on 
waterfront his whole life - Michael has a keen 
eye for the potential of space. He utilizes this 
to help Buyers realize their vision, and to best 
showcase his Sellers’ properties to optimize 
their return.
 

About Heather - Heather is a natural 
people person who adheres to her clients 
needs and strives to make the Real Estate 
experience rewarding. She has a creative and 
business background from being a 
District Manager for Retail Stores in the 
fashion business. Her financial knowledge 
gained from sales experience and personal 
experience as a Real Estate property owner 
affords her well-rounded skills that greatly 
benefit her clients.

Top Team 
2015, 2016, 2017,

2018, 2019, 2020for Royal 
LePage In Touch Realty Inc.

 Brokerage Independently owned & Operated.
All Offices Including Midland, Port Severn, 

Coldwater, Honey Harbour, & Mactier.

2017-2020 2009-2020



REALTORS®

A+ Reasons to Hire Heather & Michael

UNDERSTANDING CURRENT MARKET
They simply and effectively explain today’s real estate headlines 

and decipher what they mean to you.

PAPERWORK
They help with all disclosures & 
paperwork necessary in today’s 
heavily regulated environment.

EXPERIENCE
They are well educated and 

experienced with the entire sales 
process.

NEGOTIATIONS
They act as a “buffer” in 

negotiations with all parties 
throughout the entire 

transaction.

PRICING
They help you understand today’s 
real estate values when setting the 

price of a listing or offer to 
purchase.

Our Predictions for Your Property in Today’s Market.

Predictions Buyers will Say... Heather & Michael Prediction...

PRICING A PROPERTY IS NOT EXACT.

Location

Building

Access



We Nurture Our Leads Creating a 
Vast Buyers in Waiting List.

For More 
Information

Visit Our Site
www.TheCottageShack.com

We respond quickly. We have our own 
direct brokerage number. 

Inquiries get qualified answers from the 
actual listing agent and not misled and 

taken elsewhere, which would occur on a 
one up system. 



Michael & Heather 
Cory are 

TOP 
PRODUCING 
REAL ESTATE 

AGENTS 
Specializing in

 Residential Homes, 
Farms, Waterfront
 and Vacant Land. 

TOP TEAM 
2015 - 2020

for Royal LePage 
In Touch Realty 
Inc. Brokerage 
Independently 

owned & Operated. 
All Offices Including 

Midland, Port Severn, 
Coldwater, 

Honey Harbour, & 
Mactier.

We are highly effec-
tive at matching the 
needs of the Buyer 
with the features of 

the Seller.

EVERY MONTH 
100’S OF BUYERS 

RECEIVE OUR REAL 
ESTATE NEWS LETTER, 

EMAILED ON THE 
FIRST OF EVERY 

MONTH. 
EVERY WEEK 1000’S 

OF BUYERS 
RECEIVE OUR 

CUSTOM IN HOUSE 
LISTING MAGAZINE. 

BOTH IN HARD COPY 
PRINT AND DIGITALLY 

TO THEIR EMAIL. 
DISTRIBUTED TO 

LOCATIONS NEAR 
YOU.

The Corys & Team...
Heather & Michael have 
firmly established their 

market presence in 
North Simcoe and 

South Muskoka. They 
are always 

incorporating the 
newest technologies, 

innovations and 
superior service to 
every listing.  They 

have demonstrated a 
clear and competitive 

advantage while 
marketing all of their 

listed properties. 

Independently Donated 
by Michael & Heather 

Cory.

2009 - 2020 2017-2020



Buyers are usually Canadian and CANADA is known to be conservative and diligent in 
budgeting. Hence they search 1-2 budget levels higher than they can afford. And they 
figure the Sellers are negotiable. Pricing a cottage at $451,000 you might as well be at 

$495,000 because of the searches on REALTOR.ca
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Searching For A Cottage

By Price On REALTOR.CA

People search in $25,000
increments on REALTOR.ca

below $500,000

People Search in $50,000
increments on REALTOR.ca

above $500,000



People search in $25,000
increments on REALTOR.ca

below $500,000



Please be advised that this report is not to be construed as an appraisal of the property. It is an opinion of value only, the estimate herein being arrived at by an 
inspection of the subject property and general market conditions today. No standard tests of value were completed.

No responsibility has been assumed for matters which are legal in nature, nor has any opinion on title been rendered. This report is assuming marketable title. 
To the best of our knowledge and belief, the statements contained in this report are correct, subject to the limiting conditions herein set forth. Employment in 
and compensation for making this report are in no way contingent on the value reported. We further certify that we have no interest, present or contemplated 

An Opinion of Value Only...

Properties sell at a price a buyer is willing to pay and seller is willing to accept.

If a property is priced too low, priced under the competition, the seller should receive 
multiple offers to drive up the price to market value. So there is little danger in pricing a 

on opinion of value.

Is The Price Too Low?

home too low. The danger lies in pricing it too high and selecting your REALTOR® solely 

If we can agree on price, is there any reason why you wouldn’t feel comfortable
hiring us and our company, Royal LePage In Touch Realty Inc. Brokerage

to represent you in the sale of your property?

 
:

 

 

 

 

 

 __________________________________________

Based on current market conditions, the indicated range of value for your 
property is between:

$_____________________   to    $_____________________

Consequently, it is our recommendation that your building should
be listed from:

$_____________________   to    $_____________________

(See Fishing Analogy Above)

 

 

 

 

 

 

  

Our Review of Your 
Property...

Range of Value...

Seller
Net Sheet

*Compensation is split between the Selling Agent and the Buying Agent

building 

 

 



Top 4
Most Common Pricing Mistakes

1. PRICING TOO HIGH 
FROM THE START
Fix: Statistics show that cottages 
priced correctly when they first 
hit the market sell for more than 
equivalent cottages that start 
priced high and chase the market. 

2. USING AN ODD LIST
PRICE, LIKE $864,257
Fix: This unique approach is 
distracting to Buyers. Always price 
in round numbers! Buyers search 
for cottages using search 
categories preset by MLS. No one 
can price to the dollar.

3. NOT BASING YOUR PRICE ON 
SOLD COMPARABLE COTTAGES
Fix: Searching actual relevant 
“SOLDS” is the only true pricing 
guideline. 

$864,257

4. PRICING IN A 
NEGOTIATION BUFFER
Fix: Your asking price should 
reflect the actual value of your 
cottage. Not space that does not 
exist. 

Pricing & Negotiation



What kind of market are We currently in?

Buyer’s Market

SATURATED MARKET. 
Often in a state of market 

correction. Property values 
reduce as market corrects. There 

are often many comparative 
competing properties. You need 

to show as best on market or 
price for less.

Taking into consideration the 
condition of your property versus 

your competition’s.

6% 
ABOVE MARKET

3%  ABOVE 
MARKET

TRUE MARKET 
VALUE  

BETTER SAME POOR

FEW
SHOWINGS

SHOWINGS
&

OFFERS

OUT
OF

MARKET

Seller’s Market

LOW INVENTORY.
In a Sellers market a property should 

have a minimal time on market. 
A property that shows well and is 

priced right should see a greater sale 
price in this market. 

Taking into consideration the condition of 
your property versus your competition’s.

7%  
ABOVE MARKET

5%  ABOVE 
MARKET

TRUE MARKET 
VALUE  

BETTER SAME POOR

OUT
OF

MARKET

Neutral Market

BALANCED MARKET.
In a balanced market there is 
often no Buyer urgency. Still 
need to stand out to sell in a 

reasonable time frame.

Taking into consideration the 
condition of your property versus 

your competition’s.

6%  
ABOVE MARKET

4%  
ABOVE MARKET

TRUE MARKET 
VALUE  

BETTER SAME POOR

OUT
OF

MARKET

SHOWINGS
&

OFFERS

SHOWINGS
&

OFFERS

FEW
SHOW

INGS

FEW
SHOW

INGS



BIGGEST COTTAGE 
SELLER MISTAKES

1,000 Real Estate Agents were asked to rate the top three mistakes 1,000 Real Estate Agents were asked to rate the top three mistakes 
made by cottage Sellers.made by cottage Sellers.

SHOWING 
AVAILABILITY

CLUTTERED 
SPACE

OVERPRICED
COTTAGE

34% 32%

77%

UNWILLING TO
NEGOTIATE

WON’T MAKE
REPAIRS

UNPLEASANT
ODORS

21% 28%
20%



HOW CAN 
HEATHER & 

MICHAEL 
HELP?

We create a real marketing plan that consists of doing 
more than just listing a cottage on the MLS and putting a 

sign in the yard.



3 WAYS TO POSITION ANY PROPERTY FOR SALE.

1. Pricing Positioning

The way a property is priced is the most important part of positioning. 
Since virtually every real estate search is being performed online right 
now, it is important to understand how people search online. They 
search in $25,000-$50,000 increments. That means that each time you 
price change into a $25,000-$50,000 increment, you will literally reach 
an entire new audience who previously was not seeing your listing on 
their radar. Pricing positioning, many times, is the key to getting an 
offer. It’s 
amazing what a repositioning in price can do for your listing even 
if the price change is only $5,000. 

2. Market Time

The longer a property sits on the market, the more likely you will get 
low-balled. WHY? Because nobody wants to buy the cottage that 
nobody else wanted. When a property gets listed for sale, everyone 
takes notice of it. Your best chance of getting an offer is the first 
few weeks it’s on the market. People are more likely to pay more for 
a cottage when the thought of it being taken away from them by 
someone else is present. Someone will pay more for something they 
feel will be gone tomorrow. 

3. Description Positioning

How a property is described is extremely important when marketing 
online. You have to remember that  listing remarks are like the 
storyboard of the house. You want to focus on the benefits of the 
property and
provoke curiosity. If you have good property pictures and a video, you 
don’t need to use all your remarks doing what the pictures and video 
does. You want your remarks to focus on what it’s like owning that 
property. Is it close to a highway, good school district, lake, nightlife, 
or public transportation? What about closet space, yard, storage, and 
light? These are things you cannot see in the pictures or videos and 
should be focused on in the remarks. You want to sell the area and 
property 
benefits.



TOP 3 SUGGESTIONS TO REMEMBER.

1. Maximizing Your Return.

The secret to making top dollar when I sell your cottage isn’t really a 
secret at all. It involves a lot of self discipline and hard work, and for this 
reason many people decide to take short cuts. And that’s when the 
price you could demand begins to drop.

In today’s real estate market, there are no guarantees that you will 
recoup the time and/or money you spend to improve the value of your 
cottage - and this is why it is important that you pick the right items/
investments. But even when you don’t recoup all the money you invest 
to upgrade, many improvements can give you a significant edge over 
other properties on the market. And the failure to make some 
improvements can leave you at a tremendous disadvantage as 
buyers compare your property with other similar properties on 
the market.

2. Spend Time Before You Spend a Dime

Unless your cottage is in excellent condition or you’re selling it as a 
‘fixer-upper’ there’s probably quite a list of repair or remodeling 
projects to consider.

These can range from very simple jobs, such as painting a bathroom, 
to more complex room additions or remodeling projects. In considering 
any home improvement project, you need to keep in mind a couple of 
important questions: Why are you doing it? Is it work that really needs 
to be done-such as a paint job or replacing a leaky window, or is it an 
item that you think might appeal to a potential buyer - a hot tub or 
sun room addition, for example. Will it aid in increasing the value of 
your cottage, or will it have no impact at all? Will it make the cottage or 
property more 
difficult to sell?

Some investments, like painting and landscaping, involve relatively little 



investment of money and yet return many times your cost. 
Other improvements that you think may add value have no meaningful 
impact. Adding a swimming pool is a good example. Besides the 
hassles of maintenance, a pool can reduce your cottage’s appeal among 
young families because of safety concerns.

3. Plan first, do second

If there’s one piece of advice we would really like you to take to heart 
it’s this: Plan first, do second. Careful planning on your part is a 
necessity to undertaking any cottage improvement project, major 
or minor. In fact, the most rapid way a ‘minor’ project balloons into a 
major one is when you haven’t thought things through in advance. We 
want to stop you from getting in over your head because you haven’t 
thought things through before starting the improvement.

Whether you hire someone or do the work yourself, expect to spend 
more time and money than you initially anticipated. But by planning 
well, you can guarantee that the work you do adds the greatest value
at the lowest cost. Be systematic. Try preparing your list into ‘exterior’
and ‘interior’ projects, then break it down further by room or outside 
area. Decide which projects you’re going to do yourself and which will 
require outside help, and then prepare a rough estimate for each job.

One important factor to keep in mind is that if you do the work yourself, 
you’ll probably generate more profit than what you paid out for the 
improvement. You can probably save anywhere from 10 to 30 percent 
by removing hired labour from the equation. One the other hand, you 
may pay more for work done by professionals, but the improvements 
can speed up the sale of your property.

Whatever you do, the key lies in doing it well. If that means hiring a 
professional, do it. A poorly done job can do more harm than good. 



Our award winning team is comprised of  
professional licensed REALTORS® working directly  
together to represent your best interests and to get 
you the best market value for your cottage.

We have a professional in-house Graphic 
Designer dedicated to keeping your property 
looking fresh. Continuing to assure an excellent 
presentation through all print and online media 
sources.

We keep you informed. We generate weekly  
statistics feedback and quick response to all your 
questions or concerns through the selling process.

We provide you with weekly updates on our  
progress and keep you informed about changing 
market conditions. We also keep you up-to-date  
on what other cottages are selling for in your  
neighbourhood.

Our guarantee in marketing your cottage 
is that:



We will market your cottage using these advanced 
services. Our intensive marketing program will use 
the latest new age technologies and innovations to 

give your cottage maximum exposure.

Aerial Tour With 
Photos

Custom Brochures
& Weekly Magazine.

Professionally Taken
& Edited 

Photography.

Advertising on our 
up-to-date Custom 

Websites.

3D Interactive Virtual 
Tour.

Full Service Team, 
Working for You. Staging Assistance.

Superior in-house 
Print Media.

HD Video Tours.

Advertising on 
the Royal LePage 

Website.
Available Anytime by 

Phone or Text.
Exterior Advertising 
in Multiple Papers.

Superior Silent Sales 
Person. Maintenance Help.

Advertising on Many 
Paid Subscribe 

Website.
Floor Plans for Every 

Property.



We will sell your 
CURRENT COTTAGE while 

also finding a FUTURE 
COTTAGE FOR YOU.

Sellers selling cottages 
WITHOUT AN AGENT often 
end up frustrated and SELL 

FOR A LOWER PRICE.

AGENT-LISTED COTTAGE 
SELL FOR AN AVERAGE 
OF 18% MORE than for 
sale by owner cottages.

WE TAKE CARE OF ALL 
THE PAPER WORK!

WE SAVE YOU TIME 
by being your liaison.

We will HELP YOU NAVIGATE 
THE LEGAL REQUIREMENTS 

of selling a cottage.

We take our FIDUCIARY DUTIES 
very seriously.

We maintain a 
LARGE INVENTORY of cottages

not yet marketed.

BUYERS RELY ON THEIR 
AGENTS

87% of 2017 Buyers bought their 
cottage using a Real Estate Agent.

88% of those Buyers would use 
their agent again or at least 

recommend them to someone 
else.

We have MARKET 
EXPERTISE available to you.

We guide you through the pit 
falls of CONTRACT NEGOTIATION.

We cover everything 
FROM A TO Z.

Help navigate a difficult 
emotional transaction.

We are knowledgeable about 
VARIOUS NEIGHBORHOODS.

MORE COTTAGE SELL-
ERS ARE WORKING WITH 

AGENTS
89% of cottage Sellers used an 

agent to sell their cottage.

2015 was the lowest share of 
sales (8%) recorded since 1981.Managing cottage showings.

SCHEDULED EASILY.

WHY WORKING WITH HEATHER & MICHAEL CORY

BENEFITS YOU



As Royal LePage REALTORS®, we have access to a Superior Canadian, International and 
Corporate referral network.  Royal LePage is the national Canadian partner of Leading RE, 

the world’s largest referral network, and one of the largest real estate networks in
 Canada with over 13,000 REALTORS®. 

1984  A.E. LePage merges 
with Royal Trust to become

Royal LePage forming the largest 
real estate brokerage company

in Canada

2003  The Royal LePage 
Franchises Services Fund 

becomes listed on TSX and 
acquires over 80 offices of 

Quebec’s Groupe Trans-Action

1995  Royal LePage 
launches www.royallepage.ca 

receiving more than
1 million hits per month

2005  Royal LePage 
welcomes its 10,000th

sales representative to its family

1998  Royal LePage 
launches the Shelter Foundation 

providing support to over 150 local 
women’s shelters

2007  Network Climbs to 
over 13,000 sales representatives 

achieving 66% higher rate of 
productivity than others in the 
Canadian real estate industry

2008  Celebrates it's
95th birthday since Albert LePage 

started the business in 1913
based on the principles

of customer service 

2013  100 Years For  
Royal LePage 

2016  With a network of 
more than 17,000 strong, Royal 

LePage continues to be the largest 
national real estate company in 

Canada.

THINGS YOU PROBABLY DIDN’T KNOW ABOUT ROYAL LEPAGE:
• Is 100% owned and operated by Canadians for Canadians 

• A.E. LePage, founder of Royal LePage, changed the name of a street in Toronto to better  
market his client’s property 

• Lucy Maud Montgomery mentions A.E. LePage in volume four of The Selected Journals  
of L.M. Montgomery 

• Worldwide government agencies, corporations and media rely on The Royal LePage 
Survey  
of Canadian House Prices as an invaluable tool in their own business

BENEFITS YOU



EACH DOT REPRESENTS A WATER FRONT TRANSACTION IN:
2020 - 
2021 - 
2022 -
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Date______________________________________________________

In accordance with your request for an opinion of value of the following 
cottage located at

We have completed our investigation and herewith enclose our findings:
Without building or debris, the land has an approximate current vacant 
value of 

Septic and well

Decks & Docks

Value adds

Value adds

Your cottage value is ABOVE, AT, or BELOW what your current location 
will support 

Your cottage in its current state and condition has a marketable range of
 

Our Review of
Your COTTAGE



Now, let’s talk about market value 
and what our careful market analysis 

indicates.

1. SOLD Listings • Attached
2. EXPIRED Listings • Attached
3. ACTIVE Listings • Attached

Based on current market conditions, the 
indicated range of value for your cottage 

is between:

$_______________   
to    

$_______________

Consequently, it is our recommendation 
that your cottage should be listed from:

$_______________   
to    

$_______________

(Go back to page 3 - 6 and look at the fishing analogy closely)

Sale Price 
 
$___________________ 

Less Listing & Selling 
Compensation, & HST 
 
$___________________ 

Less Legal Fees 
 
$___________________ 

Less Mortgage 
Balance 
 
$___________________ 

Less Mortgage Penalty
 
$___________________ 

NET after expenses
 
$___________________ 

Get Connected!
Call The Cory’s... You won’t be sorry...



TOUCH UP PAINT
Spruce up walls, trim, 

and exterior.

CLEAN OUT ALL PERSONAL ITEMS
Pack away children’s paintings, 

family photos and toys.

TIDY THE KITCHEN
Limit yourself to 1-2 items 

on the countertops!

FLUFF YOUR YARD
Lay fresh grass, plan 
new flowers in pots, 
trim trees, clean roof 

and gutters.

FRESHEN UP!
Place fresh fluffy 

pillows on beds and 
sofas.

ALL THE LITTLE THINGS
Get all the honey-

do items completed: 
Tighten loose handles, 

stop leaky faucets, 
replace blown light 

bulbs.

DEEP CLEAN
Preferably with a 

professional cleaning 
company. 



10PACKING HACKS 
FOR
YOUR NEXT MOVE

Leave your clothing in drawers. 
Wrap the top with cling wrap to 
keep everything in place until you 
reach your new home.

Have any area rugs professionally 
cleaned. They will return from the 
cleaners rolled, wrapped, and ready 
to be packed.

Keep clothes on hangers in 
a wardrobe box or into your 
suitcase with the hangers still 
attatched for fast unpacking.

Leave a little string 
hanging out at the 
end of the tape. This 
allows you to yank 
the string and rip up 
the tape when you’re 
unpacking.

Pack boxes by room. Knowing 
what box belongs in which room 
negates the need to go searching 
for items in other boxes.

Pack an overnight bag 
for anything you’ll want 
immediately. 

For bigger objects like tables or 
beds, keep all the screws and nails 
in a labled plastic sandwich bag for 
quick assembly. The same goes for 
TV cords and cables.

Instead of spending money on 
bubble wrap, put socks inside 
glassware and wrap shirts around 
delicate objects.

Put movin g essentials 
in a clear plastic boc for 
easy access.

Take a picture of how 
your electronics are 
connected before 
unplugging to 
remember what goes 
where.



THANK YOU FOR A GREAT 2021!

MoonstoneMoonstone ColdwaterColdwater Six Mile LakeSix Mile Lake

Severn RiverSevern RiverColdwaterColdwaterSevern RiverSevern River

Victoria HarbourVictoria Harbour Baxter LakeBaxter Lake Port SevernPort Severn

Little Go Home BayLittle Go Home Bay Baxter LakeBaxter Lake Georgian BayGeorgian Bay

Port McNicollPort McNicollPort SevernPort Severn Lake of BaysLake of Bays

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD



For the many other properties that we sold that were not our listings, 
we would also like to thank our Buyers.

OrilliaOrillia Severn RiverSevern River ColdwaterColdwater

MacLean LakeMacLean LakePort SevernPort SevernElmvaleElmvale

Port SevernPort Severn Port SevernPort Severn ColdwaterColdwater

Severn RiverSevern RiverSevern RiverSevern River

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD



ColdwaterColdwater Severn RiverSevern River Baxter LakeBaxter Lake

ElmvaleElmvaleSix Mile LakeSix Mile LakePort SevernPort Severn

Tay TownshipTay Township Georgian BayGeorgian Bay Port McNicollPort McNicoll

Severn Severn Gloucester PoolGloucester Pool ColdwaterColdwater

Severn FallsSevern FallsGloucester PoolGloucester Pool Port SevernPort Severn

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

THANK YOU FOR A GREAT 2022!



Port SevernPort Severn MoonstoneMoonstone Big ChuteBig Chute

Tiny TownshipTiny Township

Tay TownshipTay TownshipColdwaterColdwater Tay TownshipTay Township

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD SOLDSOLD SOLDSOLD

SOLDSOLD

For the many other properties that we sold that were not our listings, 
we would also like to thank our Buyers.



THANK YOU FOR A GREAT 2019!

TINYTINY WAUBAUSHENEWAUBAUSHENE SEVERNSEVERN
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For the many other properties that we sold that were not our listings, 
we would also like to thank our Buyers.
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Our Eye 
On Real Estate Innovation
Artificial intelligence and machine learning 

signal a new era in Real Estate.

Most companies with a digital 
strategy know that artificial 
intelligence (AI) and machine 
learning (ML) are now pushing the 
vanguard of change. What were 
once crazy ideas to some, AI and 
ML are now driving innovation at 
an unprecedented pace.

AI refers to systems that do things 
we expect only humans to be 
capable of doing. Reading 
emotions on someones face or 
translating languages are both 
examples of current AI capabilities. 
AI is closely related to ML, the 
latter of which is the ability to 
improve from experience. For 
instance, the more pictures of a 
friend you tag in Google Photos, 
the better the 
system will become at finding 
them in new photos.

48 HOURS
of new YouTube video 

is uploaded every 
minute of every day.

30 BILLION
pieces of content are 
shared on Facebook 

every month.

5 BILLION
people are calling, 
texting, tweeting, 
taking photos and 
browsing on their 

smart phones.



Both AI and ML require plenty of information at their core. This is the 
primary reason that their time has come. We are generating data at 
an explosive rate. More data has been created in the past year than 
the entire history of the human race.

What does that mean at Royal LePage?
These innovations drive us to envision how technologies will shape 
our industry. We take time to assess best-of-breed innovations and 
invest in those that improve the businesses of our brokerage and 
sales professionals. In the recent past, technologies using AI and 
ML have begun to influence real estate. There are services that can 
identify, with just a photo, a living room with hardwood floor and 
coffered ceilings. Automated chat bots on websites are now more 
useful with their ability to understand questions in full sentences. 
Some websites can recommend a neighbourhood for your new 
home when you tell them the type of person you are.

AI and ML will affect every level of business and its consumers. Does 
this mean the robots are taking over? The prediction is that in a 
world of AI and ML, the skills that will really matter are creativity and 
adaptive problem solving. Sound like any REALTORS® you know? 
We hope so!

ARTIFICIAL 
INTELLIGENCE

Consists of visual perception, speech 
recognition, decision-making, and 

translation between languages.

MACHINE LEARNING
Provides systems the ability to au-

tomatically learn and improve from 
experience without being explicitly 

programmed.

Article from - Royal LePage Leading Edge Magazine 2018 - Page 4&5
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1. Working With a Realtor 

(Form 810)

2. Listing Agreement
(Form 200)

3. Sellers Direction
Re: Property/Offers

(Form 244)

4. Seller Property
Information Statements

(Form 222)

5. REALTOR.ca
Data Input Form



When you sign a W.W.a.R. agreement, you’re actually signing into a 
relationship with the brokerage, not your specific agent. This protects both 
you and your REALTOR. This is included in all agency agreements and 
REALTOR services - and it can save you from having to pay some severe 
penalties.

A Listing Agreement outlines the relationship between a Seller of a property 
and the brokerage that’s going to sell it - like the B.R.A., but for Sellers. The 
Listing Agreement can be both exclusive and non-exclusive. Unlike B.R.A.s 
though, the non-exclusive Listing Agreement is invalid unless an MLS Data 
sheet is included. The data sheet outlines the details of the property as it’s 
listed on Multiple Listings Service.

REALTORS® have specific responsibilities to consumers, brokerages, and real 
estate boards with respect to property showings and offer presentations. 
Form #244 helps members meet their obligations with the highest degree 
of professionalism. 

While Seller Property Information Statements (SPIS) are not required by 
law, there are certain legal implications that investors and real estate agents 
should be aware of. An SPIS is a standard form document that was drafted 
by the Ontario Real Estate Association. It will contain information relating to 
defects, renovations and other pertinent property information based on the 
Seller’s knowledge and experience.

This form is from Ontario Collective and includes all information that will be 
inputted into the system to be shown on MLS. Sellers now must sign this 
form before a listing can be activated on MLS to ensure that all information is 
detailed and accurate to the best of their knowledge. 



WHY YOU SHOULD CHOOSE Heather & 
Michael  WHEN SELLING YOUR COTTAGE? 

RATHER THAN OTHER REALTORS® THAT TAKE 
OVER 100 DAYS TO PUT YOUR LISTING ON THE 

OPEN MARKET.

Check out our site for yourself 
and compare our services with 

others.

COMPETITOR’S SITECOMPETITOR’S SITE



For EVERY listing on www.TheCottageShack.com you get...

• All of our listings get the same work-up and exposure.

• Our full custom site is easy to navigate.

• We do everything in-house, no outside sources.

• When you call our office number you talk directly to us.

THE COTTAGE SHACK SITETHE COTTAGE SHACK SITE



The Corys  COVID-19 Update
APRIL 24,2020
 
Dear Clients and Friends, 
COVID-19 has created exceptional challenges, risk and concerns.

We need to maintain safe environments for our clients,  friends, families as well as our communities 
and businesses. We will continue to make necessary adjustments to our practices and maintain 
protocols as more information becomes available.

We truly encourage everyone to stay home and remain supportive of one another. We will continue 
to evolve as we provide ongoing services to our clients, friends and contacts through this difficult and 
trying time. Your Home is the only real safe getaway location we can foresee for the near future. Let 
us all work together to keep is as such.

Your safety needs to be taken seriously. We will model and adhere to appropriate behavior and 
procedures and continue to evolve while maintaining leadership roles in our communities.

Thank you for your patience and understanding.

 Mike and Heather.

Our primary concern to you and your family is to limit the potential of cross contamination. 

Ideally, No showings or property access would best to accomplish this. We all know this is not super 
practical if Buyers and Sellers wish to interact in agreements.

The next most effective method is reduce the number of people entering your cottage or home and 
maintain strict policy on how this is managed.  

This is the First way we will accomplish this:

We currently lead the market with our promotional package and have strived to build upon this 
since day one. Now 12+ years later  we are still number 1 in our Brokerage for community for Sales and 
Service. Today in this market of uncertainty we are one of the few that can take you through much of 
this process virtually. 

Let me start by assuring you, 100% of our marketing is done in house including the printing. We have 
had many comments over the years from our Sellers as they witness me (Michael and our personal 
field designer) at every workup for hours on end taking photos and getting the needed footage to 
present our listings exceptionally to the market place.

Next, We have not been out of the Country in the past 30 days or even few years for that matter. We 
have been managing our self isolation and have worn our N95 masks out in the public (feeling foolish 
with the stares of everyone) but insistent on managing safety and community spread. We have also 
been wearing our gloves washing the outside of them with hand sanitize and then again our hands 
when we remove the gloves.   We do not present nor have had any indication of illness in the past 14 
days.  

Our Showing Process BY Sellers Direction



Sellers are Allowing us to go through their homes. We are doing our best to assure these Sellers that 
we are maintaining a safe environment for them to come home to. We also want to help assure all 
Buyers that we are also trying to protect them as well from an unknown Environment. We thank you 
for your help and patience in these times. 

We encourage everyone to take advantage of our premium marketing and go through the photo 
and video 
presentation we have prepared for you in the safety of your home in the online environment. Please 
ask as many questions as you wish and have prior to making an appointment to see the property. 
If you are working with your own Realtor then both of you are welcome to ask questions and get 
familiar with the property prior to booking a showing.

In these times we need to work together to limit unnecessary exposure and community contact. 
We are very happy to help here as we have always been. We are available by phone, email and video 
conferencing with a little notice to take care of all of your needs.

We know the showing process below is not a convenient one and we do apologize. We have it 
implemented for your safety and the safety of the home owners involved that are entrusting us to 
keep their home environment safe. We thank you for your patience, consideration and compliance.
  
The next step... Booking a showing.

We will send out forms that will need to be reviewed, signed and sent back to us prior to issuing a 
showing confirmation.

Anyone coming to the showing including any Clients and Realtors will need to confirm and sign 
without exception that:
1. Has not been in contact with any known or confirmed cases of the COVID-19 virus in the past 14 

days.
2. Has not experienced any symptoms of Fever, Dry Cough, Shortness of Breath or Difficulty 

Breathing in the Past 14 Days.
3. Declare if living in the same household as any front line workers.

Who is allowed at the Viewing.

We the Listing Agents will be present at EVERY showing and also agree to the above conditions. 

Only the people who have pre-registered with the forms received from above will be able to enter the 
residence. Showings shall be limited to only the Listing Realtor, Realtor representing the Buyers 
and the actual Buyers themselves. Showings shall not include additional family members, friends 
or children unless there are exceptional circumstances and prior arrangements are made with the 
Listing Agent. We will confirm names with visual ID

We apologize as we would love to get you through the property you have driven to see but:
• Anyone presenting with symptoms will not be permitted to enter into the premises.
• Anyone not wearing PPE in the form of a mask and gloves will not be able to enter the premises.
• Anyone without pre-authorization will not be able to enter the property.
• Anyone without a photo ID ready to present will not be able to enter the property. 

The Showing process.

The Representing Realtors must be present for the full duration of the showing. Please inform all 
Buyers, if they show up early to wait at the Road Side and not wander the property. Please show up at 
scheduled and confirmed times only. 



Once all there:
Firstly, View the exterior, waterfront and property as a whole. There is no need to visit the interior if you have no 
interest after experiencing the exterior and property features as is often the case in the best of times.

If moving onto an interior showing, we will ask you to put on your PPE and sanitize your hands again with your 
gloves on.  

Please bring a set of inside shoes, slippers to walk through the residence if desired. NO outside shoes will be 
permitted to pass the main entrance. Outside shoes will remain outdoors for the showing duration. We 
apologize for this inconvenience. This is being done for several reasons. One; outside shoes are one of the high-
est contact surfaces to the outside world so we do not want them coming indoors. And Two, there will be no 
permitted sitting on, leaning against or touching any inside surfaces while walking through the residence so 
shoes are easier to remove outdoors. Plus it is simply courteous not to wear outdoor footwear into the 
Residence. Safety handrails when needed are a touch exception. We will wipe these surfaces down for you if you 
wish to use them and wipe them down again before we leave.

We the Listing Agents will sanitize the lock box and open the entrance door. Ideally, The Seller will have turned 
on all the lights and opened all the interior doors so we will not need to touch any interior surface. If this is not 
done, We the Listing Agents will personally turn on the lights and open the interior doors sanitizing each as 
we walk through prior to the showing. Please refrain from touching anything. Ask and we will open additional 
doors, cupboards or do the things you require.

1. Outdoor Footwear will remain outdoors.
2. PPE will be on and Hands will be Sanitized with gloves on. Hand sanitizers will be provided whenever  

possible. It is recommended to have your own supply on hand.
3. Showings will be limited to only the registered Buyers and Buyers Agent.
4. ID will be available for inspection upon request. 
5. There is no sitting, leaning or touching of any surface other than walking on the floor for the duration of the 

showing. (Handrails      are an exception) Ask the Listing agent if you would like to see something not seen.
6. Do not use the washroom facilities during your viewing.
7. Maintain adequate Social Distancing. BUT doing so as a single group. There will only be a few of us and it is 

required to stay together. There is no independent wandering of the residence. 
8. We ask that you not close any doors or turn off any lights. You know we appreciate the thought, honestly. :) 
9. Exit the home to put on your Outdoor shoes and continue the showing conversation outdoors. No linger-

ing. 

Again, We apologize for the inconvenience. It is truly our intention to help you remain safe and minimize the 
potential of cross contamination to the best of our ability.

 Mike and Heather.



A Note From Us...
With a 12 year Top Track Record together we remain 
committed to Innovation... Quality... Vision... 

Real Estate Made Simple with Integrity, Discretion, and 
Knowledge...
INNOVATION: We drive innovation through attention to detail. This focus has 
enabled The Corys to develop an industry-leading magazine. Exceptional listing 
layouts don’t happen overnight, they require a team-wide commitment to 
exploring new discoveries and inspiration in Video, Photography, 3D Virtual 
Walk Through Tours, Brochures, and MLS Listings on REALTOR.ca. New 
avenues involve both employees and partners, who bring unique and valuable 
perspectives.

QUALITY: Quality is a bottom-line issue at The Corys. It means more than a 
great service to buyers and sellers in our business. Our pursuit is detail-driven 
in order to enhance quality at every turn. We don’t respond with speed, but 
with urgency. Our people don’t simply work hard, they also look and act in a 
professional manner at all times. Quality is built into The Corys Team culture. It 
supports our brand, strengthens and maintains our relationships, and keeps us 
focused on excellence.

VISION: We’re a family business with a long term vision. We’re not a “ninety-day 
dividend” Real Estate Company. We can take a patient approach to our business, 
allowing expertise to develop, relationships to gel, and people to grow. The Corys 
Team is brought together by a common passion for our Service and our Brand 
and remain dedicated to our fundamental mission to create the best personal 
service in the Real Estate marketplace.
The Cory's Team Leaders, 
Michael and Heather Cory
Sales Representative & Broker

Toll Free: 844.310.CORY
Direct-Text: 705.345.1884

2017-2020 2009-2020







IS YOUR COTTAGE READY? A CHECKLIST.
To get the best return on your cottage, you need to make your 

cottage look its best.  Here’s the checklist that will help you do it.

Inside Your Cottage
Floor Coverings (carpeting, tile, linoleum, hardwood, etc.) 

□ Dirt or stains? 
□ Excessive wear or damage? 
□ Area rugs clean and stain-free?
 
Walls and Ceilings 

□ Dirt, fingerprints or other stains? 
□ Nail or thumb-crack holes, tape residue? 
□ Cracks, chips, water damage? 
□ Need for repainting or new wallpaper? 
□ Neutral, light colours for roomy environment?
 
Doors 

□ Dirt, fingerprints or other stains? 
□ Need new paint? 
□ Open/close easily without squeaks? 
□ Latches/handles secure and working properly?

Windows 

□ Glass sparkling clean/chip- and crack-free? 
□ Open/close easily? 
□ Latches/handles/locks secure, working properly? 
□ Dirt and fingerprints on frames or sills? 
□ Screens clean and without holes? 
□ Storm windows in good condition? 
 
Window Coverings (curtains, drapes, blinds, etc.) 



□ Dirt or stains? 
□ Excessive wear or sun damage? 
□ Open/close easily, hardware working properly?

Lighting (lighting makes a room feel more inviting) 

□ All bulbs working and proper wattage? 
□ Broken switches, exposed wiring? 
□ Table and floor lamps working properly?

Pet Areas 

□ Clean, organized, odour-free?

Entryways and Hallways 

□ Clean and free of clutter or obstructions? 
□ Welcome mat(s) clean and inviting? 
 
Closets and Storage Areas 

□ Clean and well organized? 
□ Clutter and excess junk removed? 
□ Clothes hung neatly and not jammed together? 
□ Shoes and boots neatly stored/stacked? 
 
Kitchen 

□ Every surface sparkling clean? 
□ Countertops organized, all but daily use appliances? 
□ Refrigerator spotless inside and out? 
□ Spoiled food discarded? Frost removed? 
□ Light bulbs working? (Buyers look!) 
□ Oven/stove-top clean? 
□ Sinks clean; faucets working properly and leak-free? 
□ Garbage disposal in good working condition? 
□ Cupboards/pantry spotless, organized? 
□ Dishwasher clean and stain-free? 



Living Room, Dining Room, Bedrooms, Den & Study 

□ Everything thoroughly vacuumed/dusted? 
□ Excess furniture removed for roomier atmosphere? 
□ Remaining furniture clean and in good repair? 
□ Wood and other surfaces clean and polished? 
□ Bookshelves neat, organized and clutter-free? 
□ Children’s games/toys stored neatly? 
□ Fragile items removed and stored? 
□ Smaller valuables removed/locked away? 
□ Window coverings open for views and sunlight? 
□ Mirrors clean and in good repair? 
□ Ashtrays cleaned and kept out of sight? 
□ Fireplace clean, logs/kindling stacked neatly? 
 
Bathrooms/Powder Room 

□ Every surface sparkling clean? 
□ Countertops organized, free of clutter? 
□ Fresh soap? 
□ Sinks spotlessly clean, faucets working properly? 
□ Tub and shower surfaces clean? 
□ Towels stain-free and hanging neatly?
□ Shower curtain clean and in good repair? 
□ Toilet extra-clean and working properly? 
□ Closets organized and clutter-free? 
□ Medicine cabinet clean, “personal items” removed? 
 
Basement, Furnace Room, Garage, Attic Storeroom 

□ Clean and well-organized? 
□ Clutter and excess “junk” removed? 
□ Remaining items stored/stacked neatly? 
□ Everything thoroughly vacuumed/dusted?



Outside your cottage 
 
Structures 

□ Exterior surfaces clean, in good condition? 
□ Front-door exterior clean, inviting? 
□ Eavestroughs and downspouts clean, in good repair? 
□ Gates open/close properly, hardware working? 
□ Fences/decks in good repair, in good condition? 
□ Sidewalks and walkways in good repair? 
□ Driveway clean, in good repair? 
□ Dock and/or boathouse in good repair, in good condition?
 
Yard and Environment 

□ Driveways, sidewalks clear of snow, ice? 
□ Lawns mowed/edged regularly? 
□ Large bare spots repaired? 
□ Leaves removed from lawns and flower beds? 
□ Trees pruned, hedges trimmed? 
□ Flower beds weeded and tidy; dead plants replaced? 
□ “Junk” and scrap removed? 
□ Lawn furniture clean, organized, good repair? 
□ Bicycles, children’s toys stored neatly, out of way? 
□ Firewood organized and neatly stacked? 
□ Dog runs secure, yard free of “doggy deposits”?
□ Water and/or beach weed free and maintained?

The outside of your cottage is the first thing that 
potential Buyers see! 

Keeping gardens weed free and “under control” boosts your
curb appeal. Making sure your patio stones or interlock are clean 

and weed free helps as well. 

Having a weed free waterfront will help sell your cottage faster!



Home Inspection
Consider having your cottage inspected before you list it. In doing this, you 
will learn if there are any major repairs needed and can address them be-
fore the cottage goes on the market. This also shows the Buyers and their 
agent that you have been proactive. When it comes to finding the right 
home inspector, your Royal LePage agent is a great source for 
recommending someone. Once the inspection is completed, you will be 
able to determine the next steps in preparing your home for sale. An up 
to date, recent home inspection with documented repairs will often 
eliminate the condition or need for a home inspection. It will help with 
negotiation, improve sale outcome and often remove reasons to derail 
your sale.

Things to Think About

What year was your cottage built? 

________________________________________________________________

Do your lights flicker, or breakers or fuses blow?

________________________________________________________________ 

Do you have a fuse box or electrical panel? 

________________________________________________________________

Do you have aluminum wiring, or knob and tube?

________________________________________________________________ 

What condition is your plumbing in? 

________________________________________________________________



How old is your furnace? 

________________________________________________________________ 

How often do you replace your furnace filters? 

________________________________________________________________

Do you have a water softener? 

________________________________________________________________

Is your roof in good condition? 

________________________________________________________________

Are your windows in good condition? 

________________________________________________________________

What condition is your foundation in? 

________________________________________________________________

Do you have any water problems? 

________________________________________________________________

Have you had problems with mold and mildew?

________________________________________________________________



“The appeal of a 
property in the eyes 
of a Buyer rests in 
price and image. 
You as a Seller have 
to prove to them 
you have the better 
property. It is all you 
can do as a Seller.” 

- Heather Cory

Please be advised that this  
report is not to be construed as  
an appraisal of the property. It is an  
opinion of value only, the estimate herein  
being arrived at by an inspection of the subject  
property and general market conditions as of today's  
date. No standard tests of value were completed.

No responsibility has been assumed for matters which are legal in  
nature, nor has any opinion on title been rendered. This report is assuming  
marketable title. To the best of our knowledge and belief, the statements  
contained in this report are correct, subject to the limiting conditions herein set  
forth. Employment in and compensation for making this report are in no way contingent on 
the value reported. We further certify that we have no interest, present or contemplated in 
the subject property valued.

We trust that you find everything in order. If you have any further questions please forward 
them to us.



Get our superior  
service working for you  

to get your property  
SOLD!

We will represent you every step of the way.  We want you to be 
comfortable with what we are doing for you and what it takes to get 
you the highest possible dollar value for your property with the least 

inconvenience to you. 

You need to outshine your competition. We encourage you to take 
some time with us to see your competition as a Buyer would do. 
We will keep you updated as to where your property ranks within 
the competition, as well as keeping you informed of the market’s 
response to your property. We monitor and track the action being  

received by your listing through MLS, our direct REALTOR® software 
and all other web statistics to make adjustments to the listing, to 

keep your listing appealing and competitive in the market place. We 
will give you a regular break down of this information so that we can 

make adjustments to your listing.

We use Bluetooth lockboxes on the majority of our listings where we 
issue temporary codes to the agents asking for a lockbox code - They 

only have access to the lockbox on the day they ask and then have 
to ask us for another code if they want to visit again. This keeps your 

property more secure.



Get the latest issue to your email weekly.
Sign up TODAY!

HOT OFF THE PRESS

Sign-up Now...
www.cottageshack.com/weekly-listing-magazine


