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TYPE # UNITS 
2019 

# UNITS 

2018 

% OF 

CHANGE 

1.5 Storey  
339 334 1,5 

2 Storey  
6,667 6,488 2,8 

3 Storey  
623 533 16,9 

Bungalow   
2,697 2,622 2,9 

Double/SBS  
16 16 0,0 

Duplex-

Up/Down   

70 77 -9,1 

Hi-Ranch   
352 373 -5,6 

Split   
482 485 -0,6 

Other   
23 13 76,9 

Condominium 
3,635 3,249 11,9 

 

Ottawa Market – Fall Market Springs Forward 
 

Members of the Ottawa Real Estate Board (OREB) sold 
1,549 residential properties in September 2019, compared 
with 1,386 in September 2018, an increase of 11.8%. 
September’s sales included 1,113 in the residential-property 
class, up 6.9% from a year ago, and 436 in the 
condominium-property category, an increase of 26.4% from 
September 2018.  
 
“Despite a challenging year of historically low inventory, 
September’s sales continue to be extremely strong, which 
we haven’t seen in the past 15 years,” acknowledges the 
OREB President. He also adds: “In this kind of market where 
the process can be quite accelerated, you must be ready to 
make a decision quickly and be poised to act straightaway. 
That’s why it’s prudent to work with a REALTOR®” 
 

Millennials making choices: buying Real Estate 
comes with compromises 
 

A global survey released recently by HSBC of over 9,000 
millennials in nine countries, Canada, Australia, China, 
France, Malaysia, Mexico, the UAE, the U.K. and the U.S 
shows interesting findings for those aged from 18-35. 
 
A third of Canadian millennials polled already owned their 
own home (versus 40% globally), and—among those who 
didn’t—more than four out of five (or 82%) intended to buy 
one in the next five years.  This is slightly more than the 
70% of Canadians across all generations surveyed. 
 
Family/friends financial support is now part of the equation: 
21% of millennials borrowed from mom and dad to pay for 
unexpected expenses such as closing costs, mortgage 
insurance and legal fees after they had purchased a home 
while 10% borrowed from friends. 21% moved back in with 
their parents before buying a home to save for one. 
 
Prioritizing is in the plan:  
59% of millennials intending to buy would consider spending 
less on leisure activities and going out. In fact, millennials 
were fine with making sacrifices in order to be able to afford 
a modest home. 

Ottawa Board Residential & Condominium  
Sales Year-To-Date up September 2019 and % change 

since last year 
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**The Board cautions that averages sale price information can be 

useful in establishing trends over time but should not be used as an 

indicator that specific properties have increased or decreased in value. 

The average sale price is calculated based on the total dollar volume 

of all properties sold. 
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PRICE  
RANGE 

2019 # 
OF 

SALES 

2018 # 
OF 

SALES  

% CHANGE 

Under $100,000  93 126 -26,2 

$100,000-$124,999  71 111 -36,0 

$125,000-$149,999  138 192 -28,1 

$150,000-$174,999   276 396 -30,3 

$175,000-$199,999   447 540 -17,2 

$200,000-$224,999   472 703 -32,9 

$225,000-$249,999   690 682 1,2 

$250,000-$274,999   745 629 18,4 

$275,000-$299,999   704 704 0,0 

$300,000-$349,999   1,546 1,956 -21,0 

$350,000-$399,999  2,066 2,154 -4,1 

 $400,000-$449,999   1,934 1,642 17,8 

$450,000-$499,999  1,437 1,140 26,1 

$500,000-$749,999  3,292 2,495 31,9 

$750,000-$1 Million 758 560 35,4 

Over $1 Million  312 241 29,5 

Total 14,981 14,271 5,0 

 

Residential and Condominium Sales  

(Year-to-date up to September2019) 

And % change over last year 

                     

 

 

 

 

About 55% said they would spend less on leisure, 
33% said they would buy a smaller place than they 
would ideally like, 21% would delay having kids, 21% 
would rent out a room to help pay the bills, and 17% 
would move in with a relative to save for a deposit. 
 
The survey also showed that the meaning of home is 
changing as our homes are increasingly becoming 
places to work as well as places to live. In fact, 48% 
of millennials in Canada work from home and 33% 
would like to, compared to just 29% of baby boomers 
work from home and only 18% would like to. 

First Time Home Buyer Incentive (continued) 

We would like to add a note to our last newsletter on 
this new program.  
 
The good part: Who is eligible for the program? For 
the purposes of this program, first-time home buyers 
are not only people who have never owned a home 
before, but also homeowners who have gone through 
a divorce or breakdown of a common-law partnership, 
or those who have not lived in a home that they 
owned (or that was owned by their spouse or 
common-law partner) for the past four years. 
 
Some warnings:  The incentive promises to help 
make real estate more affordable, but there’s a big 
catch: It's a loan you must repay with a share in your 
home’s growth in value. Buyers should also be aware 
that there may be extra-legal, appraisal and mortgage 
refinancing fees involved in the administration of the 
incentive. Make sure you ask your lawyer and banker. 
Finally, those who do make use of the incentive 
would be wise to repay it before making any 
renovations that would increase the value of the 
home. Even without renovations, you may want to 
consider paying back the loan early (there is no 
penalty for early repayment), as that would limit the 
risks of a huge equity increase. 

 
Lysanne  
Your Broker for Life 
For  Lysanne Brault and Dan Mayer 

 
Selling or buying a home this year?   

For world-class, professional and bilingual service, 
contact 

Lysanne Brault at 613-794-8890 or  
Dan Mayer at 613-315-8363.   

Also visit www.lbhome.ca 
 

 
 
 
 
 
 
 
 
 
 
 
 

A little 

 funny!     

 


