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MORTGAGE FRAUD occurs when an individual intentionally provides 
inaccurate, fraudulent or incomplete information to a lender in order to 
secure a mortgage that they might not be granted otherwise. 

TITLE FRAUD occurs when a fraudster assumes the identity of an 
individual homeowner and then uses that false identity to pose as the 
homeowner. The fraudster can then assume the title on the home, sell the 
property or obtain a mortgage on that property or other properties in the 
homeowner’s name.

So what should you do to avoid becoming a victim of identity theft?
A good start is to follow these “SCAM” rules: 

Identity theft can take its toll on your credit rating, drain your bank 
accounts and even allow your house to be stolen or new mortgages to be 
registered without your consent or knowledge. As your real estate sales 
representative, I can help protect you against these very real risks. Ask 
me about title insurance, and other tips on how to protect your personal 
information and investments. 

According to statistics compiled by PhoneBusters, a national anti-
fraud call centre jointly operated by the Ontario Provincial Police, 
the Royal Canadian Mounted Police and the Competition Bureau, 
over 4,600 Canadians were victims of Identity Theft in 2007, and 
suffered combined losses of over 6 million dollars. Identity thieves 
can take your valuable information and use it to conduct different 
types of real estate fraud. The Canadian Bankers Association 
points out two types of real estate fraud that consumers should 
be especially aware of: mortgage fraud and title fraud.

AVOIDING
REAL ESTATE FRAUD

S Be stingy about giving out your personal information to others 
unless you have a reason to trust them.

C Check your fi nancial information regularly, and look for what 
should be there and what shouldn't.

A Ask for a copy of your credit report periodically.

M Maintain careful records of your banking and fi nancial accounts.

4

  HaltonHomes
Compliments of Glenda, John & Matthew Johnson Associates Halton Ltd., Brokerage

Each office is independently owned and operated.

John Hill, Matthew Hill 
& Glenda Hughes 
Sales Representatives

Office: 905-877-5165
lifestyles@haltonhomes.com
www.haltonhomes.com

We hope that you find this 
newsletter informative and 
entertaining.

Please remember that we are 
always available to answer any 
questions you may have about 
homes in our area, or the current
market value of your own home. 
We would be glad to hear from 
you!

Sincerely,

  Glenda, John & Matthew

Volume 4, Issue 5



22

A Greener 

Clean
Now that spring has arrived, you may be thinking of 

giving your home a thorough cleaning. However, most 

commercial cleaning products actually serve to pollute 

your home. For a cleaner clean, consider going green. 

The majority of commercial household cleaning products contain chemicals like acetone, ammonia, bleach, formaldehyde, 
naphthalene and turpentine. Clinging to the surfaces we touch and floating through the air we breathe, these toxins have 
been linked to nausea, eye and skin irritation, asthma, and even liver and kidney failure, emphysema, cancer and more. 

If creating a healthier home for you and your family isn’t enough incentive to start cleaning green, consider the impact of 
chemical-based cleaning products on the environment. When disposed of or rinsed down the drain, they pollute our 
waters; when used normally, they release Volatile Organic Compounds (VOCs), which contribute to smog levels and 
hinder plant growth. 

So what is a health- and environment-conscious homeowner to do? One option is to buy greener commercial alternatives, 
increasingly easy to find in hardware and health food stores, for example. Look for non-aerosol products whose ingredient 
lists are plant-based rather than chemical-based and whose packaging is reduced or reusable. Though green products 
generally cost a little more than their chemical-based counterparts, they tend to be all-purpose, meaning you won’t need to 
buy a different one for each job, cutting down on waste. 

Another alternative is to make your own cleaning agents at home. It’s much less expensive and you likely have many of the 
ingredients you’ll need in your cupboards already; if not, all of them can be found at your local grocery or drug store. Your 
green cleaning kit should consist roughly of the following: lemon juice, salt, white vinegar, baking soda, borax, olive oil and 
Castile soap.

Recipes for green cleaning concoctions are all over the Internet, 
but here are a few of the simplest, broken down by task.

•  For tubs and sinks: sprinkle with baking soda and wipe down with a damp rag. 
	  Add some Castile soap to the rag for greater cleaning power.

•  For toilets: pour one cup of borax into the bowl and let it sit overnight. 
	 Scrub the next morning and flush. 

•  For windows and mirrors: spray a mixture of equal parts water and white vinegar 
	 (or straight vinegar) onto the surface and wipe with balled up newspaper. 

•  For clogged drains: pour half a cup of baking soda down the drain, followed by 
	 half a cup of vinegar. Wait a few minutes, then pour down some boiling water.

•  For wood furniture: mix olive oil and white vinegar in equal parts and use a soft rag to polish.

•  For pots and pans: mix equal parts of vinegar and salt. Scrub, then rinse well.

•  For ovens: apply a paste made from one cup of baking soda and water to 
	 oven surfaces and let it sit overnight. Scrub with a scouring pad.



Many a buyer has overpaid for a home or 
even lost out on one altogether because 
they said the wrong thing. Don’t let that 
happen to you – avoid statements like 
the following.  

•	 �“This is the home I’ve been looking for!” Never 
make statements in front of the seller or their 
agent that let them know just how much you 
want their product. If you do, you’ll put yourself 
at a disadvantage when it comes time to 
negotiate price and will likely end up paying top 
dollar for the home. 

•	 �“We’re offering less because those hideous 
floors will need to be replaced.” Décor choices 
are utterly personal – don’t risk offending the 
seller by telling them you’re making a lower 
offer because you don’t like their kitchen 
cabinets or flooring, for example. The seller 
doesn’t need to know that you don’t share their 
style. 

•	 �“I need to get settled fast because of a job 
transfer.” Whether due to a career-
related change or the start 
of a new school year for 
your child, you may be 
under a deadline to 
move. However, if you 
arm the seller with such 
information, they’ll use the 
fact that you’re a motivated 
buyer to squeeze as much 
money out of you as possible.

•	 �“We’ve been pre-approved for a 
loan of $X.” If you’ve been pre-
approved for a mortgage loan, 
it would be advantageous for 
the seller to know. However, 
you should never ever tell 
them how big a loan you’ve 
been approved for – once they 
know how much money you 
have to spend, they’ll go after 
as much of it as they can. 

Best Left 
Unsaid
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Protecting
Your Privacy
Your home can reveal a lot of information about you. 
But when you put it on the market, the less it tells 
buyers about you, the better. 

Selling your home means opening it to strangers; unfortunately, 
you run the risk that not everyone who enters will do so 
because they’re interested in buying. While most people are 
trustworthy, it doesn’t hurt to protect yourself from theft 
by making sure that credit-card bills, financial statements, 
checkbooks and the like are not accessible. Your computer, 
which likely has sensitive information on it, should be off and 
password-protected.  

Your home can also reveal personal information about you that 
buyers can use as a bargaining tool. For example, keep divorce 
papers, collection notices, or a Comparable Market Analysis 
indicating your price could be lower, well out of sight, to avoid 
the temptation of some buyers who might use such information 
as leverage against you at the negotiating table.   

Never assume that buyers won’t read any personal documents 
you leave out in the open or that there’s any nook or cranny of 
your home they won’t peek into. Keep sensitive items locked up 
in a safe or filing cabinet, or even store them outside of your 
home while it’s for sale. 

It’s not unknown for buyers to form prejudices based on what 
your home reveals about you, such as your profession, sexual 
orientation or religious beliefs, for instance. Don’t provide 
buyers with any more information about you than they need 
to know – remove personal items like diplomas, photographs 
and holiday decorations. You’re going to have to pack them up 
anyway, so this will help you get a head start. 



Soil Toil
Time spent admiring your gardens is enjoyable indeed,
but time spent getting them to look as good as they do
is less fun. Follow these tips to make toiling in the soil
more pleasant.

  DO YOUR GARDENING EARLY IN THE MORNING 
OR EVENING WHEN TEMPERATURES ARE MORE 
COMFORTABLE. Avoid marathon gardening sessions that 
exhaust your body by doing just a little bit each day. 

  WARM UP. Gardening is exercise; it’s not unusual to 
sustain an injury (back or knee being the most common) 
while tending to your prize petunias, so do some 
stretching before getting to work. 

  DRESS APPROPRIATELY. Wear pale clothing, a hat, a good 
pair of gardening gloves and, where necessary, kneepads. 
Don’t forget the sunscreen – even on cloudy days you 
could get a burn. 

  USE THE RIGHT TOOLS FOR YOU. That means using tools 
that are the right length for your height and the right size 
for your hand. Ill-fi tting tools will force you to strain your 
body more than necessary.

  KEEP YOUR TOOLS SHARP. Sharpened saws, axes, hoes, 
pruning shears, shovels, etc., are more effective, allowing 
the tool itself to do what it’s designed to do, with less 
effort required from you. 

  TAKE FREQUENT BREAKS. Gardening requires a lot of 
bending, so stand up and take a walk around – admire 
the fruits of your labour while stretching your muscles. 
During breaks, drink water to keep hydrated. 

  VARY BETWEEN TASKS. Don’t overwork a set of muscles 
by doing the same job for extended periods. Working 
higher than shoulder level is particularly taxing, so do 
those tasks in especially short bursts. 
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What is my home worth?  What did my neighbour's home 
sell for?  Is now a good time to sell my current home and 
buy another one?  These are just a few of the questions we 
would be happy to answer for you.  Contact us any time with
all of your questions!
                         Glenda, John and Matthew

                                     Take a look at our website: www.haltonhomes.com

The information and opinions contained in this newsletter are obtained from sources believed to be reliable, but their accuracy cannot be guaranteed. The publishers assume no responsibility for errors and omissions or for any damages resulting from the use of the published 
information. This newsletter is provided with the understanding that it does not render legal, accounting, or other professional advice.  Not intended to solicit properties or businesses listed for sale and agency agreements in place with other real estate brokers.  Whole or 
partial reproduction of this newsletter is forbidden without the written permission of the publisher.  © Market Connections™ Inc. 2008, Phone: (800) 387-6058. 
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