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OUR TEAM
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Dan Vermette

Dan is our 
Team Leader.  
He will help 
determine 
market value, 
assist you with 
negotiations 
and answer 
any questions 
that you might 
have.

Buyer Specialists

Dan has multiple Buyer 
Specialists to ensure that when 
you need to view a home, we've 
got you covered. They will 
represent and assist you 
throughout the home buying 
process. They will work together 
with Dan in writing offers and 
setting up appraisals and 
inspections when necessary.

Rachelle Vermette

Rachelle is our Team 
Administrator 
(unlicensed).  She will be 
your first point of 
contact and handles our 
social media, marketing 
& events as well as 
database management.
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• The Dan Vermette Team has won several awards including the Silver Team Award at the 
Winnipeg Real Estate Board, placing his team in the top percentile of Realtors in Manitoba

• The Dan Vermette Team has earned the RE/MAX Lifetime Achievement Award, and is a 
member of the RE/MAX President, Executive, 100% Club, Platinum Club & Hall of Fame 

• The Dan Vermette Team is one of the top producers at RE/MAX
• Dan has successfully completed higher education and training in the industry, awarding 

him with an Alternate Broker status
• Prior to RE/MAX, Dan was a proud owner and operator of Heritage Realty for 5 years
• Dan has over 25 years selling real estate
• The Dan Vermette Team offers service in French & English
• Dan has been tagged an expert in real estate by CBC Radio and conducted several TV 

interviews
• Dan also specializes in transfers and relocations for the Federal Government, RCMP and 

the Canadian Forces
• Dan had an unprecedented four year term with the Public Trustee of Manitoba

WHAT SETS DAN APART
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DANS SOCIAL COMMITMENT
Dan is a devoted member and leader of the community and has managed to build a successful 
real estate practice allowing him to be a prominent sponsor for various events including:

• Le Classique – Annual ball hockey tournament supporting The Canadian CMV Foundation
• Winnipeg Children’s Hospital – Children Miracle Network
• La Classique – Caisse Annual charity golf tournament
• FAFM – Annual charity golf tournament
• L’Omnium – Annual charity golf tournament
• DAS Bonspiel – Annual charity curling tournament 

Dan also sits on various local boards including:
Chambre de Commerce Saint Boniface, CDEM, 
Ritchot Chamber, Trans Canada Centre, Ritchot
Recreation Advisory Committee, RM Ritchot Bio Pole 
fund list committee and CDC Ritchot



A FEW HIGHLIGHTS
• Extensive experience servicing rural Manitoba and the city of Winnipeg 
• Sold many commercial lots and residential subdivisions
• Strong relationship with various new home builders including Qualico & Irwin Homes Custom Built
• Cornerstone Life Lease Estates, 55+ Condos - Sold 64 units
• Condo conversion projects – Sold for Oakdale, Greenhouse and Canterbury Park
• T & T Properties, New condo project – 2 Phase, 24 units, sold 90% before end of construction
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CLIENT TESTIMONIALS
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“We wish to extend our thanks and appreciation for all of the hard work that went into helping us with the sale of our home. We
are extremely satisfied with the dedicated service we received.  All of the planning and organization leading up to and including 
the showing our home was done in a professional and expedient fashion, with careful attention to detail.  Anytime we had 
questions or concerns, someone was always available to help us and make sure our questions were answered and our needs 
were met.  We would not hesitate to recommend The Dan Vermette Team to any other buyer or seller as this is the second time 
he has proven his abilities as an agent for us and helped us to sell our home faster and with much more peace of mind than we
could have ever done on our own.” – Rod & Tammy 

“Just wanted to take a moment to thank you and your team for the great service and quick sale of our home.  In our wildest 
dreams, we never thought we could get two offers and sell so quickly.  Thanks for taking a huge part of the stress out of selling 
our home.  - Ron & Dianne 

“We would like to thank you for making our condo sale an easy one and a very quick one.  Thank you for being so patient with us.
We had lots of questions for your and you took the time to answer each and every one of them.  Thanks again and if we ever list 
again, we will definitely call you!”  - Dave & Jo-Anne R.

“Dan and his team were very professional in the selling of our home.  From start to finish, they demonstrated that customer 
service is top priority.  Their knowledge of the industry, and how they helped us negotiate various offers, demonstrated their 
expertise to us.  They were able to sell our home in the time frame we were hoping, and at a price we were expecting.  We would 
recommend Dan and his team to anyone! – Richard & Benita 
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PRICING YOUR HOME

Here are a few key points to keep in mind when pricing your home:
• The market determines the value
• The market is partially determined by the “listing inventory”
• The number of homes available for sale in the market VS the number of 

buyers ready/willing/able to buy, affects the average time on the 
market (measured in months)

Experience is priceless when it comes to determining the market value of your home.  The seller sets the 
price of the home, but ultimately the buyer determines the value.  Your house is worth what the buyer is 
willing to pay for it.

Dan will provide you with facts about what has recently sold, the prices, and what is currently for sale in 
your area.  He will also share the details on properties that attempted to sell but were unsuccessful.



SELLING TIPS
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Here are a few tips in readying the exterior of your home, that is for sale:
• Maximizing exterior and curb appeal (lawn edged/cut/watered)
• Regularly trim hedges and weed lawns and flowerbeds
• Have toys, garden tools etc. out of sight
• Remove and repaint any peeling paint on doors and windows, replace or 

repaint the front door
• Ensure entry lights are bright and in working order
• In spring and summer, add a couple pots of showy annuals near your front 

entrance
• In winter, keep walks neatly cleared of snow and ice

Realtors know that a well polished house appeals to more buyers, will sell faster AND for a 
higher price.  Buyers feel more comfortable purchasing a well cared for home, as they believe 
that a well maintained home exterior usually means a well maintained interior.
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SELLING TIPS CONT’D
You want your home to look as spacious, bright, and as clean as possible.  The home should 
look neutral – without a lot of your personal and sentimental objects in sight.  You want the 
buyers to begin to imagine living there.  

Here are a few tips in readying the exterior of your home, that is for sale:
• Pay special attention to the kitchen and bathrooms – they should look modern, 

bright and as fresh as possible!  It is essential for them to be clean and odour free
• Clean walls and doors of smudges and scuff marks
• Buy showy new towels for the bathroom, save them for showings only
• Ensure table tops, dressers and closets are free of clutter
• Replace lighting with high intensity bulbs
• Install new curtains, cabinet knobs or apply a fresh coat of paint to a kitchen in 

need of remodelling
• Repaint dingy, soiled or strongly coloured walls with a neutral shade of paint 

(white or beige).  The same applies to carpets or linoleum.



Before After Before After
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STAGING WORKS
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77 Days Un-Staged
1 Day Staged = OFFER!



STAGING WORKS
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Sold in 3 days with multiple offers!
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Before After Before After



THINGS TO THINK ABOUT
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• Does your home need to be sold by a certain time frame?
• Do you have a preferred possession date?
• Would you consider a conditional offer?
• What items are included with the sale? (Appliances, 

shelving, lawn equipment, shed etc.)

Items to have ready for Dan to review include:
• Copy of site survey and zoning memorandum (if applicable and available)
• Utility bills (gas, hydro etc.) Get budget amount from MB Hydro @ 204-480-5900
• Property tax information
• Lawyer’s name, address, contact information
• House keys
• Banker name, contact information 
• List of recent upgrades and receipts



COMMON QUESTIONS
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Q: What do we do with the appliances? 
A: Include, exclude or negotiate.

Q: Can I take my shelves, satellite dish & 
receiver, light fixtures and matching window 
coverings?
A: Yes, and if so, we need to make them as 
an exclusion on the listing.

Q: What do I do during the showing?
A: The best would be if you could vacate the 
premise.  This helps the potential buyers feel 
more comfortable and allows them to ask 
questions without feeling restricted.

Q: What are options when an offer is made?
A: Accept, reject or counter

Q: Can you tell me what all my costs will be?
A: Dan will calculate your closing cost once your sale is 
final.

Q: What do we do with the keys once our home is sold?
A: Give them to your lawyer.  He/she hands them to the 
buyer’s lawyer once all money and documents are in 
their hands.

Q: How do we deal with multiple offers?
A: Multiple offers are presented to the seller at the 
decided upon time and noted on the listing.  They will 
be presented to you sealed and untouched.  We will 
then open the offers and decide which one best suits 
you.

Q: Can we counter an offer if we have multiple?
A: You can accept, reject or counter.  Note that in a 
multiple offer situation, the purchasers
are usually paying over the list price 
for your home.



RENOVATIONS - FOOD FOR THOUGHT
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Roof replacement 50-80%

Bathroom renovation 75-100%

Flooring upgrades 50-75%

Landscaping 25-50%

Fireplace addition 50-75%

Replacement of furnace or heating system 50-80%
Kitchen upgrade 75-100%

Addition 50-75%

Finished Basement 50-75%

Skylights 0-25%

Exterior paint 50-100%

Window/door replacement 50-75%

Interior paint 50-100%


