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BEFORE THE SEARCH

A luxury purchase begins with clarity

The best home is not always the most expensive one. It is the property that fits the way you
intend to live.

At this level, a long feature list can be distracting. A wine cellar, theatre, pool, elevator or guest
suite may be impressive, but none of it matters if the home does not support your daily life,
privacy, family, travel or long term plans.

You may want a private country estate, a waterfront home, a custom residence close to the city
or a property that can bring several generations together. You may need discretion. You may
have a home to sell first. You may be searching for something that is rarely offered publicly.

That is why the process begins with more than bedrooms, bathrooms and budget. It begins with
understanding the life the property needs to make possible.

THE CENTRAL QUESTION

What would make this home genuinely valuable to you after the excitement of
the purchase has passed?

This guide is for buyers who...

Any one of these is reason enough to keep reading.

— Are purchasing a high value primary residence, estate or second home.
— Need privacy, discretion and careful coordination.

— Want access to both publicly marketed and quieter opportunities.

— Understand that rarity does not remove the need for due diligence.

— Want experienced advice without pressure or performance.



MEET KAREN

Nearly five decades of perspective

Experience matters most when a property is unusual, the stakes
are high and there is no obvious comparison.

I'm Karen Paul. | have been working in real estate for almost 50
years, which seems slightly crazy when | say it out loud.

During that time, | have represented buyers and sellers through
almost every kind of market and almost every kind of move. |
have learned that expensive and exceptional are not the same
thing. A beautiful home can still be the wrong purchase. A rare
opportunity can still carry risk. And the best decisions are usually

made calmly, with the right information in front of you.

My son Justin and | now lead our family real estate team together. We combine decades of
experience, two generations of perspective, modern marketing and a network of trusted
professionals.

Our role is not to persuade you to buy. It is to help you see the complete property, understand
the trade offs and negotiate from a position of confidence.

OUR APPROACH

Private where it needs to be. Thorough where it matters. Direct at every stage.




STEP ONE

Define the life, not the wish list

Before we search for a property, we define what success looks like.

A conventional search starts with location, price and square footage. A considered luxury
search goes further. We discuss the rhythm of your days, the people who will use the home and
the responsibilities you are willing to take on.

We consider privacy, security, entertaining, family accommodation, staff or service access,
travel, commmuting, recreation, collections, pets, accessibility and future resale. We separate
what is essential from what is simply attractive in photographs.

Questions worth answering

— Is this primarily a family home, retreat, investment or legacy property?
— Who needs to feel comfortable and accommmodated there?

— How much maintenance and management do you want?

— Which location compromises are acceptable, and which are not?

— What would make you regret the purchase two years from now?

— How important are privacy, security and public visibility?

THE RESULT

A search brief precise enough to recognize the right opportunity, and strong
enough to rule out the wrong ones.




STEP TWO

Build the search around the market

Not every exceptional property is easy to find, easy to compare or widely advertised.

We study what is publicly available, what has sold, what failed to sell and which properties may

become available through professional relationships. We also look beyond list price to

understand how the market is treating location, condition, uniqueness and replacement cost.

A private or off market opportunity is not automatically a better opportunity. Limited exposure

may protect privacy, but it can also make price harder to test. Every property still needs to be

assessed on its own merits.

Your search may include

Targeted review of active and recent private market inventory

Direct communication with listing representatives and local specialists
Careful scheduling that protects your time and confidentiality
Property comparisons that account for rarity, land and improvements

Ongoing recalibration as the market reveals better information

DISCRETION

We share only the information necessary to advance the search and transaction.
Privacy is part of the service, not an afterthought.




STEP THREE

Assess the whole property

Attractive presentation should never replace careful investigation.

Luxury homes often include complex systems and improvements: pools and spas, elevators,
generators, smart home controls, extensive mechanical equipment, security systems, specialty
construction, guest houses, wells, septic systems or significant landscaping.

We help organize the right level of due diligence for the property. That may involve a general
home inspector as well as specialists in structure, mechanical systems, water, septic, roofing,
pools, elevators, environmental matters, zoning, conservation, insurance or permits.

Beyond condition, we consider whether the property can be used as you intend. A beautiful
coach house may not be recognized as a legal dwelling. A renovation may require approvals. A
waterfront, ravine or country setting may carry restrictions that are not obvious during a
showing.

The investigation may include

m Title, survey, easement and boundary review

B Permit history and zoning for intended uses

m System inspections and service documentation

B Insurance availability and replacement cost considerations
m Operating costs, staffing and ongoing maintenance

m Future adaptability and likely resale audience

A SIMPLE RULE

The more unusual the property, the less comfortable we should be with

assumptions.




STEP FOUR

Negotiate more than the price

The strongest agreement protects the purchase as a whole.

Price is important, but it is only one part of the negotiation. Deposit, conditions, inclusions,
exclusions, closing date, confidentiality, inspections and the seller’s priorities can all affect the
strength and safety of an offer.

We work to understand what matters to the seller without giving away what matters
unnecessarily to you. When competition exists, we discuss the cost and risk of each strategic
choice before you make it.

Some luxury properties include artwork, furniture, equipment or custom items that need to be
treated carefully. We identify what is included, what is excluded and what may require a
separate agreement or valuation.

A sound negotiation considers

m Market value and the property's degree of rarity

B Your alternatives if this purchase does not proceed

B The seller's timing and non price priorities

m Conditions required to protect your decision

m Items, systems and documentation that must be addressed

B The probability of a smooth closing, not simply an accepted offer

OUR ROLE

To keep the strategy calm, the advice candid and the decision yours.




STEP FIVE

Coordinate the purchase

Complex transactions become manageable when each person knows what happens next.

Once the agreement is accepted, we stay involved. We track dates and conditions, coordinate
access, communicate with the professionals involved and make sure questions are addressed
before they become closing day problems.

Depending on the property, your team may include a lawyer, lender, accountant, insurer,
inspector, contractor, designer, property manager, security professional or moving specialist.
We help keep the real estate side connected to the larger transition.

Before closing, we confirm the practical details: included items, keys and access codes,
manuals, service contacts, final walkthroughs and any agreed work. If you are selling another
property, we coordinate the timing so the two transactions support one another.

THE OBJECTIVE

A private, orderly transition into a home you understand and are ready to enjoy.




A LONG TERM VIEW

Because a beautiful home still needs
to make sense

The right purchase should work on moving day, during ordinary life and when it is eventually
time to sell.

Luxury properties reward thoughtful ownership. The choices you make about location, design,
land, systems and maintenance will shape both your experience and the future market for the
home.

We will talk honestly about resale even if you expect to stay for many years. Not because every
decision should be made for the next buyer, but because flexibility has value. Highly personal
renovations, difficult access, unusual layouts or expensive deferred maintenance can narrow
the future audience.

A home can be emotionally compelling and financially sensible. Those ideas do not need to
compete. The work is in understanding where they align, and where you are consciously
choosing one over the other.

"It never felt transactional.”

"Karen, Justin and the team took the time to understand what mattered to us, eased our
worries and supported us through every step. It never felt like a transaction. It felt like
working with people who truly cared."

JEVA & MARVIN ARTHUR
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BEGIN WITH A CONVERSATION

Your search does not need to begin
with a showing

It can begin with a private discussion about what you want, what you are considering and what
would need to be true for a move to make sense.

You may already know the neighbourhood or property you want. You may have a broad idea
and need help making it specific. You may be planning months or years ahead.

Wherever you are in the process, we can help you understand the market, clarify the search and
decide on the right next step.

No pressure. No performance. Just experienced advice, careful representation and a plan
designed around you.

LET'S TALK

Speak with Karen about your luxury home search.
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The right home deserves a more considered search.



