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ABSTRACT

Usíng I{innipeg as a case study, thÍs thesís examined the extent

to which condominíums currently províde housíng for lower income con-

sumers in the Winnípeg market, and investigated the viability of this

form of residential development in a policy of encouraging homeornrner-

ship for greater numbers of 1ow income Canadians.

The primary objectives of the investigation v¡ere: (1) to identify

the forces affecting the rate and costs of condominium development and

ownership; (2) to deÈermine Èhe íncome sectors currently províded for

by condominiums in the market; and (3) to propose a development policy

framework r¿hich primarily aíms to encourage and promote the utilization

of the condominium as a vehícle to homeov¡nership by lower income con-

sumers.

In general, the study revealed the divergence bet¡¿een condomÍnium

theory which asserts that the condominium form of housing holds the

potential of providing land based equiËy growth at a lower cost than

the usual form of fee sfinple ov,mership (thus beÍng parËicularly suitable

for lower income classes); and condominium practice r,rhích indicaÈes

that this potenÈial has noÈ been and cannoË be reaLízed within the

current development framework.

Specifícally, the najor findings

(1) Condominiums, as a prominent

stock Ín Winnipeg, could play a major

lower income consumers.

(2) Although variation exísÈs

íncluded the following:

element of the near future housing

role in providíng housing for

in the current

effective demand

registered stock, the

it can generate fromsupply is limíted in terms of the

l-x



1ov¡er income consuners.

(3) There is linited government (federal, provincíal and municipal)

intervention inËo the condominium market (either through the legislative,

procedural, or actíve government policy channels) and as a result, the

supply and dem¡nd characteristics are determined mainly by private

market forces.

(4) Although there ís a great variety ín Ëhe characteristics of

condominium occupants; the elderly, households wíth children, the

middle aged and 1or¡er income consumers in general have minimal involve-

ment or are totally excluded from Èhe rnarket. However, indications are

that latent demand ís strongest for the lowest priced units presumably

by lower income groups, who are currently unable to enter into the

market.

(5) The larger developers and lenders have Èhe greatest involve-

menË ín the r,rarket. The minimal involvemenÈ or total exclusion of smal1

developers, snall investors and all levels of government from the market

indicaËe Ëhat Ëhe developers and lenders currently involved, possess a

great deal of por¡rer in terms of the príces they can charge for the

uníËs and the consumers they can selecË for lending.

(6) fhere are currently three major obstacles to the enËry of lower

income consumers inÈo the trIinnipeg condominium markeÈ, namely: (i) prices

of units, in general, are not low enough to enable lower íncome consumers

to enter the market; (ii) even when the uníÈs are marketed at relatively

lovr príces, the total nonthly costs of o¡nmership are not low enough to

enable lower income consumers to keep up with monthly payments; and

(iii) units that can be afforded, both in terms of the iniÈial acquísition

price and Èota1 monËhly costs, by certain income groups, are nevertheless



marketed to buyers with relatively higher incomes.

(7) The numerous reasons underlying these obstacles can be grouped

into four major categoríes, namely: lirniËed involvement by consumers;

limíted involvement by developers (high levels of profit); limited

involvement by lenders; and finally, the characteristics of condominium

structures and the nature of condominíum ownership.

By illustrat,ing Ëhe results of private market activity in an

atmosphere of relative freedom from government interventíon, the study

Ídentified the need for acËive government participation ínto the condo-

mÍnium market in order for lower income groups to benefit from the

potentía1s of condomínium or,,rnership. The proposals which provided some

amount of guidance for undertaking this active role consisted of

neasures affectíng the demand for and supply of condominíum uníts.

Specifically, they íncluded: (i) policies relating to correcting

market imperfections (edueation); (ii) polici-es to remove capítal

markeË díscrÍmination (subsidized loans); and (iii) policies Ëo remove

uncerÉainty (inspection) .

xl-



CHAPTER I

THE CONTEXT



INTRODUCTION

Using Winnipeg as a case study, this thesis examÍnes the extent

to which condominirrrn"l "rr.tently 
provide housing for lor¿er income

?
consumers- in the Winnipeg market, and investigates the víability of

this form of residenËial development in a policy of encouraging home-

3_ovmership- f.or greater numbers of 1ow íncome Canadians. The condominium

form of development, in view of its far reaching beneficial economic

and social implicatíons, holds great potential in being a particularly

viable form of development in meeting lower income consumer housíng

1. Ownership of condominium housing consísts of full ownership of
a unit (individual suite) and shared ov¡nershÍp and responsibilíty of
"coumon elements" (a11 property outside of the individual unit bound-
aríes); such as land, halls, elevators, recreational facilities and
parking areas. IË is important Ëo recognize that Ëhe distínction is
established as a result of legal defínition of ov¡nershíp rather than
structural differentiaËion of the dwelling unit. Because of this, the
Manitoba Condominium Act does noË provide any structural definitions of
"condominíums". Rather, the developer is flexible in the type of con-
dominium project he creates; providing units eíther in apartment build-
ings, town houses, deËached or semi-deÈached housing. Although all
condominiums are thus governed by the same 1egal framer,¡ork, the social
and econouríc irnplicatíons of the four most conmon structure and const-
ructíon types; that is to say, converÈed apartments, converted tov¿n
houses, neÍi aparËments and new tovm houses; may nevertheless differ
for the various acËors involved in the market. The fact Ëhat a uníque
legal definíËion of or,¡nershíp applíes to all types of condominiums has
made it possible as well as essential, in some sectíons of Èhis Ëhesis,
to speak of condominiums ín an aggregate form -- as a unique sector of
the housing market -- regardless of the type of sÈructure and const-
ruction of the various projects. However, where social and economÍc
inplications have differed for the various types, the condominium
phenomenon has also been dísaggregated in oËher sections of the thesis
in order to bring out these differences.

2. Lovrer income consumers are defined ín this thesis as those
consumers who desire homeownership buL are not ín a financial position
to acquire single family dwelling uníts or condominiums at the
existing market prices.

3. This thesis encourages facilítating homeownership rather Èhan
the provision of renËal tenure in view of advantages of homeor,,rnership
t,o consumers such as conËrol over managemenË and use of property,
greaËer stabilíty in nonthly payments and building of equity.



needs. In consideration of the fact Ëhat

necessity and the increasing difficulties

cosËs of required housing by lower income

than any option which presenËs iEself as a

Ehis need, be Éhoroughly explored.

housing is a most basic

in affording the financial

consuners, it is ímperatíve

vÍab1e one in fulfilling

TiYPOTHESES

This thesis takes part in Ëhis exploration by examíníng two basic

hypotheses:

(1) Condominíums in the Winnípeg market currently provide

"substítuÈes"4 and "alternatives"5 ,o 
"on"umers 

in the middle, higher-

urÍddle and hígh íncome categoríes, thereby excluding from Ëhe market,

consumers in the lower income brackets;

(2) The condominium form of residential developmenË, in theory

offers an excellent. opportuniËy for providing ov,mership to lower íncome

consumers, due to potential cost savings in consËruction. However, due

to inherent cost characterisËics of condominium structures and owner-

shíp and to the nature of exisÈing markeÈ deurand and supply forces,

condomíniums cannot fulfill Èhis role in the absence of substantive

4. Condoniniums as a "substitute": replaeement for detached
single fanily dwelling or rentaL tenure, eíther temporarily or perma-
nenËly, where it Ís perceived by the consumer, that the ownership of
a condominÍum is economically more feasible in Èhe short run (initÍal
acquisítion tenns) as well as in the long run (total rnonthly payments
and building of equÍËy).

5. Condominiuns as an "alternaËíve'r: preference for Ëhe condo-
minium lifestyle rather than the detached single farnily dwelling or
rental tenure in order Ëo be free from the responsibilitíes that would
normally be assocíated with the síngle family dwelling or',rnershíp
andfor benefit from the advantages of prívate ohrnership such as the
building of equiÊy in property, flexibility and security of Ëenure.



government interventíon. It is therefore necessary to formulaËe a

policy framework addressed specifícally to concl.oninium developmenÈ,

r,¡ithin which governments may opportunely act Ëo facilitate the part-

icípation of a greaËer number of l-ow income consumers in the home-

or^mership markeË.

OBJECTIVES

Hence, the objectives of thís thesís are:

(1) To examíne the supply and demand characterÍstics of condominiums

in l^linnipeg, thereby identifyíng Èhe forces affecting the rate and

costs of condomíníum development and or^mership;

(2) To determine the resulting role of condominiums ín the markeÈ,

that is, to determíne which income sectors of the housing market are

presently served; and

(3) fo propose a development policy framer¡ork directed towards

encouraging and promoting the utilizatíon of the condominium as a

vehicle Ëo homeovmership by lower income consumers.

OUTLINE

The study wí1l aËtempt to achieve Ëhe above stated objectives ín

Ëhe following sequence.

Chapter II will examine condominium development and legislaÈíon.

Firstly, a brief hisËory wíth a focus on Canada r¡i11 be presented.

Thís ¡¿il1 íllustrate the lengthy existence and world-r^'Íde use of the

eoncepË as r^re11 as Ëhe necessary framework wiËhin r+hich developmenËs in

Canada can take p1ace. Secondly, in order to provide an understanding

of the supply side of the market, the condominium gro\,/th trends in

I{innipeg vrill be examined and various characteristics of the projects



will be described. GrowËh patterns wí11 illustrate that there is a

marked change in Ëhe raËe of condominium growËh since 1975 and that

the current raËe of gror,'rth indicates condominiums will play a signíf-

icant role in the l,Iinnipeg housing market of the near future. The

characËeristics of supply will indicate great variations ín the

structure and constructíon types, in the location, size and design of

projects and units ín condomíniums currently on the market. An

important fÍnding will be that this supply, although on the íncrease

and exhibiting great varíatíons, is lírnited in terms of the effective

demand that it can generate from the lower íncome sector of the market.

Thirdly, the legal and procedural framework for condominium develop-

ment in Manitoba will be discussed through an examinaËion of the

federal, provincial and municipal legislation, the exísting active

government policies and the procedures follo¡¿ed in the creation of

condominium corporations. The discussion will attempt to ílluminate

Ëhe existing deficíencies in these governmemt avenues for intervention

with respecË to their limitations in promoting Èhe utilizalíon of the

condominium concept for the benefít of lower income housing consuners.

This procedure for analysis will thereby illusËrate the overall lack of

government directíon and initiaEíve in pursuing this objective.
¿

Chapter III r¿il1 identify the'ractors"'in the Winnipeg condominium

markeË. Since Ëhe characterisÈics of supply are partially dependent

upon who the suppliers and the buyers are; thís ehapter, by ídenËifying

Èhe actors, will aËtempt to explore the underlyíng reasons as to the

6, "Actors" in the condominium market: indíviduals or groups of
índivíduals whose acËions, in one way or another, have an impact on
the characËerisËics of demand and supply in the market.
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role condomiriiuns currently play in the market and the potentials for

change in that role in view of existíng demand and supply characteristics.

Included will be an examination of the demographic and occupancy

characteristics of consumers and the identification of "developer""7

and lenders active ín the market. This discussion will indícate Ëhe

heterogeneíty of effective demand and of the suppliers. However, an

important fínding will be Ëhat this variety in effective demand and

supplíers ís limited in that there are clearly certain groups such as

the low income consumers, single parents, the e1der1y, small developers

and investors, who are eíther Ëotally excluded or have very lirnited

ínvolvement in the markeË.

Chapter IV will,examine Ëhe behaviour of market particípants

thereby identifying Èhe nature and degree of actors t ínvolvement in

thecondominÍummarket. This díscussíon will illuminate the numerous

reasons for ín'volvement and limíted or non-involvement by consumers,

developers and lenders. This then will further clarify the factors

affecting the rate of growth as well as Ëhe nature of developments

(hence Ëhe role of condominiurns) ín the l,Iinnipeg markeË. Several be-

havíoral obstacles which are currently preventing the participatíon of

lower income consumers in the condominiun markeË wíll emerge from this

chapter. These obstacles, related Èo purchasing, managing, constructíng,

marketing and lending in Ëhe condominium fíe1d, will clearly indicate

the need for governmenË intervenËion and Ëhe channels Ëhrough which

such intervention should proceed.

7 , ttDeveloperstt:

becomes ídentified as a
owners of the property at
condominium.

the time it firsL
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Chapter V v¡i1l examine the "economic cosËs"8 and benefiËs of con-

dominium development and or,rnership during the pre-purchase, occupancy

and post ovrnership phases in order to provide an understanding of their

nature and exËent and hence deÈermine the economic obstacles to condo-

minium ownership by lower íncome consumers. These obstacles related

to the monthly costs of condominium ownershi-p, inherent costs of condo-

miníum development and conversion and the nature of private markeË

activíty as a result of the profít motive, will indicate additional

channels through which government íntervention should proceed.

Chapter VI will synthesize the findings of the previous chapËers

wíth the objective of bringing into focus the major obstacles and

Ëheir underlying reasons which deter lower income consumers from

participating ín the market. This synthesis will illustraËe the

actual divergence between the theory of condominium uEilÍzatíon r¿hich

índícates a potential for enËry of lower income consumers into the

or,'rnershíp market and the current practice of condominium development

whích prevent.s Ëhe realizatior, of this potentía1. Concurrently, ín

addressing these obstacles a development policy framework, containíng

direetÍves Ëo make condomÍníums a vehicle to homeov,¡nershíp for con-

sumers who are currently excluded from Èhe market, will be proposed.

Included wíll be polícies related to the correction of market imper-

fection (education), the removal of capital market discrimÍnat.íon

(subsídized loans) and the removal of uncertainty (ínspection).

Prior Eo proc.eeding wíth the investigation, it is necessary t.o

8. ttEconomic costst?: pecuniary costs incurred in
phases of condominiun development and oumership. Hence,
excludes a discussion of opportunity and socía1 costs.

the various
Èhe thesis
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gain a clear undersËanding of the reasons as to why the above proposed

inquiry is sígnificant. Ilence, the remainder of this chapter ¡vill

aËËempt to provide a general background against which the study can

be placed in perspective. Firstly, an overvíew of housing in Canada

and l,linnipeg will reveal trends in the housing markets of urban centres

leadíng to a dÍscussion of possíble explanations to these trends. This

overview will illuminate a number of contradictions within the current

housing markets vrhich particularly affect lower income consumers,

thus indicat,ing the need for exploring different means for matching

the demand for housíng by Ëhis group of dv¡ellers ¡¿ith its supply.

Fo11owíng r"¡ill be a discussion of the condominium concept, indícating

the feasibílity of thís form of ovønership as an option for the lower

income brackets and hence, the necessity of exploring its potentials.

HOUSING IN CANADA AND I^IINNIPEG: AN OVERVIEi^I

In the past, Èhe greater proportíon of ne\,i construction dwelling

starts ín meËropoliËan areas has been single detached units; a trend

v¡hich indicates high levels of demand for this form of dwelling and

ownership terr,rr..9 However, housing uarkeË activities in Canadian

urban centres during the 1960ts and L97Ots have been characËerízed by

new trends, as illustrated in Graphs I.1 and I.2 and ín Table I.1.

The following observations can be made:

(a) fhe number of starts for single detached dwellings stil1

9. The Task Force on Housing and Urban Development, at its publíc
meetings wiËh various groups, found that at least 801l of. those present
wanted to ovn their ovrn home; t.he same fígure Professor Michaelson of
ToronËo obtained in a more scientific sampling. (The Task Force on
Housing and Urban DevelopmenË, "Impression -- Home Oumership" in
K. S. Sayegh, ed., Canadian Housing: A Reader (Uníversíty of l,laterloo,
r972)).



remains significant despíte Ëhe fact that, as a proportíon of the

total number of dwelling starts, iË has eíther been decreasing,

remaíning constant or increasíng at a s1or,¡er rate than in the pasË.

(b) The number of starËs for multiple family units (apartments

as well as rovr houses and duplexes), as a proportion of the toËal

number of dwelling sËarts, has been increasíng.

(c) A ner¿ form of homeov¡nership, ttcondominiumrt has emerged and

the number of newly const.ructed and converted condomínium units has

been increasing. In general, condominíums have developed relatively

more rapidly in centres experiencing growth pressures.
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TABLE I.1

CONDOMINII]M DEVELOP}IENT IN MAJOR CANADIAN URBAN CENTRES 
1

CITY NI]MBER OF' PROJECTS/U'IITS

Victoria L34/2473 (as of June 1978)

Edmonton 224/L0785 (as of June 1978)

Saskatoon 6/575 (as of June 1978)

Toronto --/29020 (as of December I976)

O t ta\,ta 38/6213 (Jan. 2r/73 ro Apr. 7/75)

Montreal --/2L7I (as of December L974)

Quebec B/72I (as of June 1978)

St. Johnr s Nil

Fredericton Ni1

Charlottetown Nil

Halifax L8/-- (as of June 1978)

l^IÍnnipeg 3t/2670 (as of oct. L5/78)

Source: Planning Departments/CMHC Offices of the above cíties.

1. Since up to date ínformatíon in all cities conÈacted could not
be obtaíned, figures are necessarily limíted to those years for ¡¿hích
informatíon r^ras provided. As well, since respondents did not provide
figures ín a uniform manner, some of the information ín the chart is
missing and Ëhe available informatíon is based eíther on the number of
regístered units (Victoria, Edmonton, Saskatoon, Toronto, Quebec,
Halif ax, I,Iinnípeg) , the number of applicaÈions (Ottav¡a) or the number
of uniËs on which or4rners were holding mortgages (Montreal) .



L2

An examination of the underlying reasons for the equally strong

demand for or^mership and rental tenure provÍde possible explanations

for the above described tr"rrd".10 Reasons for ov¡nership demand

include: increases in the house buying population and elderly;

inflationary trends v¡ithin the economy as a whole and the land market

in particular; the relatíve absence of suitable alternatives to the

síngle fanily detached dwelling as an envíronment for family lÍving;

the existence of a "phÍ"Iosophy of homeornrnership" among the Canadian

people; rapidly increasing rental costs in the absence of rent controls;

and fína1ly, the diversion of building activity from the rental to

the or¡mership sector of the market as a result of rent controls.

Reasons for demand of rental tenure ínclude: hÍgher percenÈages

of young families, of retired, and of non-famíly households, coupled

wiËh lower bírth rates, in total creating smaller faurily sizes; changes

in lífestyles as a result of greater need, desire and affordabÍlíty of

mobílÍty; and fina1ly, esealaËing costs of land, construction and

borrowing increasing the price of single farnily dwelling ownershíp

beyond the purehasing po!üer of increasing numbers of consumers.

10. For detailed dÍscussions of urban housing markets see the
following references: K. S. Sayegh, ed., Canadian Housing: A Reader
(University of l^Iaterloo, L972>; M. Dennis and S. Fish, Programs in
Search of A Policy: Low Incone Hous (Toronto: HakkerË,

ronto: J. LorÍmer,
1976); T. Mull"r,
Methods and Review of rssues (hlashington, D.c.: The urban rnstitute,

,
Housing and Property Values (I^Iashington, D.C.: The Urban Instítute,
1,976); J. R. Markusen and D.T. Sheffman, Speculation and Monopoly ín
Qrban Development: Analytical Foundatíons wíËh Evidence for Toronto
(University of Toronto Press, L977).
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CONTRÁDICTIONS I,IITHIN THE CURRENT MARKET

Two very inportanf observatíons, applicable to Èhe present socio-

economic environments of urban housing markets, emerge from Ëhe above

trends and their underlying reasons. First, the demand for housing

accommodatÍon is heterogeneous and is dependent upon such variables as

income, age, marital status, family size and lifestyle. Second, a

number of opposing forceswhich create conflicting situations currently

operate wíthín Ëhe housing markets. The conflicting forces are:

(a) The desire of certain segments of the population for home-

ovmership versus the inability of increasing proportions of this segment

Lo underËake íts costs coupled with the unwillingness of buílders to

lower profit levels when faced wíth higher constructíon costs.11

(b) The desÍre of cerËain segments of the population for the life-

style offered in rental tenure versus firstly, the inability of

increasing proporÈions of this segment to undertake its financial as

well as "psychological "osts"l2 in the absence of rent controls, and

secondly, the unwillingness of builders to lower profit levels when

faced viith higher consËruction and maintenance costs and thirdly, the

unwillingness of builders to engage in aparËment construction when

faced r¿ith lower profit levels (particularly over the duraÈion of rent

11. Incomes thaE have rísen at least at the same rate of infl.ation
among limÍted sectors of the population, have enabled sellers in the
real esËated market to ant.icipate future buying por¡rer on the part of
the public. As a result, builders have been able to maintain high
profit levels ín spiËe of the high construction costs and the prop-
ortionately lower level of building activity in the single family
dwelling sector.

L2. "Psychological costs" refers to psychologícal díscomfort
caused by financial ínsecurity as a result of conÈinuously increasing
rents
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controls) .

The coexistence of the indivíduaLízed deur,and for housing and the

conflicting forces i¡ithin current housíng markets iurply that consumers

when faced with the above mentíoned type of conflicts are inevíËably

f orced Ëo resolve them in the f ollowing r^rays. Those vranting to own

are forced to rent or oü/n lower quality units or maintain the quality of

their owned housíng accomnodation and lower demands for other goods

and servíces. Those wanting to rent are forced to rent lower quality

accommodation or buy lower quality homes or mainËain the quality of

Èheir rental housing and lor,¡er demands for other goods and services.

It can then be concluded that Ëhe sqpply of housing, for those con-

sumers who are unable Lo meet the current fínancial costs of requíred

ov,rnership or rental accomrodation, can not provide for the fulfíllment

of indívÍdualized demand according to the particular míx of variables

underlying it.

CONDOMINIIIM: AN OVERVIEW

An examination of the concept of condomíniurn ovrnership indicates

that this form of development can provide for índivídualized housing

demand, thereby benefítting in parLicular, those lower income consumers

who are most likely Ëo be faced wíÈh financial consËrainÈs in meeting

required housing needs. The concepË of condominium and the range of

its applicability clearly have the following economic and social

implicatíons:

(a) Greater economic use of land can be attained hence rnaking it

possible to offer or,,rnership at lor¿er cosËs to lower income consumers.

As weíl, the costs of urban expansion Ëo governmenÈs and society as a

whole can be reduced; firstly, by naking it possible to provide lower
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cost residential accouuuodation in the central city (thereby also

assisting in Ëhe revival of the core area) and secondly, by curtailíng

the costs of suburban expansíon through hígher density developments.

Such savings in costs by governmenË can then be channelled into add-

itional subsidízation of condominium housing for the lov¡er íncome

brackets;

(b) Greater funcËional use of land at lower costs can be attained,

hence making iË possible to offer more amenities in the way of add-

itional open space and recreatíonal facilities Ín lower priced projects

Ëhan would otherwíse be possible under forms of ov¡nership and rental

developments currently practiced by developers;

(c) Lower income consumers can benefit from a number of advantages

of private ov¡nership unavaílable Ëhrough the rental form of tenure.

These include the building of equity in property and any capital

apprecíation accruÍng to it; the greater financial as well as psycho-

logical security of tenure as a result of more stable monthly payments;

príde of ornmershíp and control over managemenË of property;

(d) Lor+er income consumers can simultaneously benefit from

advantages of rental tenure. These advantages inelude relative freedom

from maintenance responsíbilÍÈÍes, possibly íncreased flexibfLíty/

mobility and greater opportuníties for socíal interaction; and

(e) Since each unit is a potential mortgage investment for sma11

individual investors, funds which vrere previously not. available to the

buílding industry, nor Ëo lower íncome consumers, mây be released,

resultíng in increased building of lower príced units.

These inplícaËions clearly indicate that there is great potential

for the condominium market to supply land based equity growth at a
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lower cost than the usual form of fee simple ownership. The role of

condominiums is thus unquestíonably an extremely sígníficant one, part-

icularly in the midst of presently exísting conflícts in housing

markets. The following chapters proceed wiËh Ëhe above proposed

investigation.



CHAPTER II

CONDOMINIIIM DEVELOPMENT AND LEGISLATION



I7

This chapter wíl1 examine the history of the condominium concept,

the patËerns of growth in Winnipeg condomínium activíty and the legís-

l-atíve framework within whÍch the growth has taken p1ace. The histor-

ícal overvier,¡ will briefly Ëouch upon the orígins of the concepË, then

focus on the history of legislation and developmenÈs in Canada. It

rn¡i1l serve to Índicate the global use of the concepË and the potentials

for íËs use Ín Canadian urban centres. The discussion on the patterns

of growth in I,iinnipeg wí11 include both a descriptíon of quantitative

trends from the ínítial condomíníum actíviÈy to the present as r,¡eI1 as

projections for the rate of growt.h ín the future. The qualítative

trends will be studied Èhrough an examínation of síze of uníts and

projects regisËered, their locaËions and cournon elements. Thís

discussíon on gror¡rth trends will provide some understandíng of the

characterisËics of the existing supply and indicate the poËentials

for the growth of the concept in the Winnipeg market. The examination

of the lega1 framework Ín Manitoba will include a discussj-on of the

federal, provincial, and municipal legislation; the active government

poIícies; and the procedural framernrork for the creation of condomínium

corporaËions. IË r¿il1 serve Èo províde an undersËanding of the

exËenL and nature of government ínvolvement and hence the "degree of

freedom" within rvhich the private sector operaËes in the l^Iinnipeg

condominíum markeË. The above findings v¡ill be crucial to the thesis

in that they will índicate the potentíal for the utilizaEion of condo:

miniums by lower income consumers within the existing growth conditions

and legal circumstances.
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HISTORYl

The word "condomínium" originated in Roman Law iurplying "joint

dominion of a sËaters affairs vested in two or more otherstr. The

application of the concept as a property ov,rning arrangemenË however,

dates back to 2000 B.C. when shared ov,rnershíp of a structure \¡/as re-

corded in Babylonian documents. Since then, the condominium concept

has been well established and utilized in many parts of the world. It

has been particularly popular to date where urban space shortages and

high costs of housing have necessitated its use.

In Canada, there have been provisíons for condomínium ownership

sínce the enactment of the National Housing Act (f935). However, comp-

lemenËary provÍncÍa1 enabling legislaËÍon was not enacËed untí1 quite

recently. The first statuËes were in Alberta and Brítish Columbia in

late 1966 and in Ontario in 1967. By November 1, 1968 Saskatchewan,

Manitoba and Nova ScoÈía had also passed condominium statutes and bil1s

had been Íntroduced ín the legislatures of Quebec and the Yukon Terri-

tories. Presently, all Canadian Provinces and Ëhe Yukon Territories

have condominium statutes.

Condominium development in Canada however, lagged behínd legís-

lation and did not begin to gain momentum until late 1969 and early
?3L970.- Two main reasons \¡rere cited for the initi-al slow growth.

1. For a detailed review of the hístory of condominium develop-
ment see: Habitat, CMHC, Volume XII, Numbers 4-5, 1969, pp. 2-3 and
A.B. Rosenberg, Condominium ín Canada (Canada Law Book, Toronto, 1969).

2. A,B. Rosenberg, Conversion of Rental Properties t.o Condominium
in Canada (I^Iinnipeg: Appraísal InstituËe of Canada, 1976), p. 4.

3. A.B. Rosenberg, Condominium in Canada (Canada Law Book,
Toronto, 1969), p. 1.
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These include: (1) Èhe complexity of the condominÍum concept and íËs

legalítíes línited undersËanding and ínvolvement; (2) 1967 and 1968

!üere years of extreme shortage of money for mortgage financíng. As a

result, lending institutions, being able Ëo be selective, preferred to

t.ake securities wiËh which they were famíliar. Ho¡¿ever, condominÍum

growth soon pícked up. In L973, estimates from builders indícated

that from 50"/" to 607. of a1l new homes buílt in meËropolítan centres

wíthín Ëhe next decade v¡ou1d be condominium uníts.4

Hence, the condominium concept., although relatively new to Canada,

has been in use for many years in various parts of the world. The

a\¡/areness of the need for utilization of the concepÈ in Canadian

markets has however been indicat.ed by the enactment of condominium

legislaËion across Canada in a relatively short period of time. Fur-

thermore, the relatively rapid growEh of condominium activit.y in

major centres, despite the fact that the concept is a relaEively novel

one Ëo Canadians, confirms Ëhe need for its utílÍzation. The increa-

sing significance of issues related Lo urban space shortages and rapídly

increasing land and housing príces are strong indicatÍons Ëhat the rapid

growth of condominiums will continue and that they ¡¿il1 soon become

established in Canadian markets as r,¡e11. As a prominenÈ elemenË of

fuËure housing stocks, eondominiums thus present an excellent opport-

uníty in providing housing for lower income consumers. A díscussion

of developments in trrlinnipeg, ín the following section, wilt illustrate

Èhese poínts.

4. CREA Reporter, September L973;
SepËember I973.

The l^Iinnipeg Tribune,
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CONDOMINII]M ACT]VITY IN IIINNIPEG

(a) Quantítative Trends

As of October 15, :-.978, approximately ten years after the Manitoba

Condominium Act was enacËed, Winnipeg contained 31 registered condo-

mínÍums totalling 2670 units.5 Tables II.1 and II.2 and Graph II.1

shor+ the nature and amount of condominium activity to date in tr^tinnipeg.

They indícate that aetiviËy, although initially s1ow, has been increa-

sing parËicu1ar1y since i9753 \,rith 90.6% of the tota.l uníts to date

beíng registered after I974. The increase is especially evident when

one compares the proportion of registered condominíums Èo the total

number of dv¡elling starts in 1970 and L977. rn L970, Ëhe total number

of registered condominium units constituËed 1.6L% of. the total dwelling

starts (6,66L) whereas ín L977, they constítuted 14.02% of. the total

dwelling starts (6,353).6

5. I,Iinnipeg Land Titles - Condominium Registery.

6. All of Ëhe regístered condominiums however, are not "true
condominiums" in Ëhat the units in some projects have noÈ been sold
to Índividual buyers but are stí1l owned by the developers and rented
out. As a resulË, of the 1540 units converted by OcËober 15, I97B;
aÈ least 312 ¡¿ere sti11 being rent,ed ouË. A number of reasons ürere
given by lenders and developers for this practice. In the more recenÈly
Tegistered projects, some units have eíther not as yet been sold or
are waiting expiry date of leases of exÍsting tenanËs and hence are
stil1 being uËilized as rentals. Many cornrnented that the l^linnipeg
market is sti1l not ready for condominíums and that the existing market
is srnall. As a result, developers register projects as condominiums
ahead of tirne in order to avoíd Èhe difficulties of converting when
they feel that there Ís a large enough market for Ëhe units. Others
regi-ster projects as condomíníums and continue to rent out units in
order to provide themselves r^ríth the necessary cash flow. One developer
stated that the condomínimized Ëax shelter program was also a reason
for t.his pracËice. He cornnenÈed that behind some condominiums being
rented out, there is a syndÍcaËe of doctors and lawyers who do not vrant
to be ídentified as "rea1 estaÈe developers". Hence, the índívidual
units are sold to Ëhem only ín order Ëo provide a tax shelter for theír
savings and as a resulÈ are available for ühe renÈa1 market.
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TABLE I].1

NATURE AND AMOI]NT OF CONDOMINIUM ACTIVITY:
1

I^IINNIPEG* - L970 to Oct. 15, 7978.

SOURCE: Winnípeg Condominium Regisrry

1. Those condominíums marked wiËh an asterisk are toËa1 rentals.

CONDO-
MÏNÏI]M
CORPO-
RATTON

N0.

NAME AND ADDRESS

OF PROJECT
DATE OF

REGTSTRATION
NO. OF

IJNITS
CONSTRUCT]ON

TYPE
STRUCTURE

TYPE

1

LAKEWOOD VILLAGE
1016,1020, ]-024
1028, 7032, 1036
1040, 7044, 1048
1052, 1056,
Buchanan Blvd.
240, 250, 260,
270,
Lumsden Ave.

Sept. 77 170 t07 New Town houses

2
THAWANI TOI^TERS

1975 Corydon
Ave.

June 5/73 L20 New Apartment

3 DORSET HOUSE

151 Roslyn Rd.
oct. LB/74 24 Conversion Apartment

4 SOUTI{I,IOOD GREEN

1 Snor¿ St.
Sept. L2/7 5 95 Conversion Torirn houses

5*
NO. 1 EVERGREEN
PLACE, 1 Ever-
green Place

Dec.22/75 227 Conversíon Apartment

6 PINEI^IOOD VILLAGE
2825 Ness Ave.

Jan. 29 /7 6 28 Conversion Tor,m houses

7 EXECUTIVE HOUSE

390 Wellington
Cres.

May I4/7 6 T2 Conversion Apartment

I

SANSOME & WEST-
I,I00D DR. , 17
Jolliet Cres.
302 !Íestwood Dr.
308 Sansome Dr.

June 16/7 6 30 Conversion Tov¡n houses
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TABLE II.1 Continued

CONDO-
MINII]M
cORP0-
RATION

N0.

NAME AND ADDRESS
OF PROJECT

DATE OF

REGISTRATION
NO. OF

i]NITS
CONSTRUCTION

TYPE
STRUCTURE

TYPE

10*
BERTRAND HOUSE

254-256 Bert-
rand St.

Aus. 26/7 6 6 Conversion Apartment

11*
CA}ÍBRIDGE SOUTH

870 Carnbridge
sr.

Aus. 27 /76 81 Conversion Apartment

L2
4II CUMBERLAND
411 Curnberland

Ave.
Mar. IO/77 407 Conversíon Apartment

13*
LAKESHORE
3000 Pembina
Highway

June 2L/77 150 Ne¡¡ AparËment

L4*
DALHOUSIE SQUARE

Corner of Ulster
St. & Silver-
stone Ave.

Aug. 12/ll t2 New Tor,m houses

15 NESS SQUARE

2859 Ness Ave.
Aug. L7 /77 74 Conversion Tov¡n houses

L6
CHIMNEY R]DGE
3040,3050,3060,
3070,3o8o
Pembina Highway

Aug. 29 /77 98 New Torn¡n houses

L7x
GARDENTREE

VILLAGE
Corner of l,traËson
St. & Jefferson

Ave.

Sept. L/77 96 New ApartmenË

18
CRESCENTI^/O0D

GARDENS

1120 Dorch-
ester Ave.

Sept.20/77 22 Conversíon Tov¡n houses

2T TUXEDO ESTATES
65 Swindon Way

Nov.29/77 72 New Apartment
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TABLE II.1 Continued

CONDO-
MTNIUM
CORPO-
RATION

NO.

NA}G AND ADDRESS
OF PROJECT

DATE OF

REGISTRATION
NO. OF

IINITS
CONSTRUCTION

TYPE
STRUCTURE

TYPE

22x
LAMONT APTS.
380 St. Anners Rd Dec. L4/77 4 Conver:sion Apartment

23
SPANISH COURTS

40 St. Maryrs Rd. Dec . 23 /77 16 Conversion Tov¡n houses

24
STRATFORD SQUARE

Corner of l,tratson
St. & Jefferson

Ave.

Jan.9/78 l-44 New Tov¡n houses

25
TI^IIN LAKES*Corner
of I^Iaverley St. ,
Lakecrest Rd. &

Chancellor Drive

Mar. L3/78 96 Conversion Tov¡n houses

26 B8O CORYDON AVE. Apr. 12/78 9 Conversion Apartment

27
SOUTH BAY-Corner
of Renfrew Bay &

Taylor Ave.
Apr. 26/78 81 New Apartment

28
CHAPMAN SQUARE

Corner of Hamíl-
ton Ave. & Chap-
man Rd.

t{ay L/78 9 New Tov¿n houses

29
I{ELLINGTON PARK
NORTH - Corner of
Mandalay Dr.
Adsum Dr. &

Ashmore Dr.

tqay 5/78 66 New Tor¿n houses

30 55 NASSAU J:une I4/78 297 Conversion Apartment

31

HEARTSTONE
ESTATES-Corner
of Bramble Dr.,
Grant Ave. &

Haney St.

JuLy 5/78 46 Nev¡ Tov¡n houses
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TABLE II.1 Continued

CONDO-
MINÏUM
CORPO-
RATION

N0.

NAME AND AÐDRESS
OF PROJECT

DATE OF

REGISTRATION
NO. OF

I]NITS
CONSTRUCTION

TYPE
STRUCTURE

TYPE

32 T^]OODRIDGE

GARDENS-Corner
of Beaverhill
Blvd. & Marlene

sr.

JuLy 13/78 72 Conversi.on Apartment

33 I^IINNIPEG CONDO-
MINITIM CORPORA_

TION NO. 33
175 Pulberry St.

tlay 3I/78 106 Conversion Apartment

34 COI]NTRY KNOLL
Corner of
Pembína Highway
& DeVos Rd.

Sept. 15/78 L29 New Town houses



\-
 

T
Y

P
E

Y
E

A
R

 \-
-

r9
70

L9
7L

I9
72

C
O

N
V

E
R

S
IO

N

L9
73

T
A

B
LE

 T
T

.2

T
O

T
A

L 
N

I]M
B

E
R

 O
F

 R
E

G
IS

T
E

R
E

D
 C

O
N

D
O

M
IN

III
M

P
R

O
JE

C
T

S
 A

N
D

 I
IN

IT
S

 -
 A

S
 O

F
 O

ct
. 

15
, 

I9
7B

A
P

T
.

L9
7 

4

L9
7 

5

T
.H

.

L9
7 

6

N
E

I,I
 C

O
N

S
T

R
U

C
T

IO
N

L9
77

A
P

T
.

L9
7B

(r
o 

oc
r.

 1
5)

rl 
24

L/
 2

2L

T
O

T
A

L

T
.H

.

3/
 9

e

T
/IO

7

Z
 O

F
 T

O
T

A
L

I]N
IT

S

r/
9s

2/
4L

T

L/
Lz

O

A
P

T
. 

&

2/
sB

4/
48

4

S
O

U
R

C
E

: 
I^

Iin
ni

pe
g 

C
on

do
m

in
iu

m
 R

eg
is

tr
y

T
.H

.

T
O

T
A

L

T
/L

O
7

3/
s2

LL
lL

23
9

rl 
96

A
P

T
.

46
 .

4

3/
3L

B

7/
30

r

L/
L2

O

Ll
87

T
.H

.

LL
.2

7

7/
 2

4

Ll
 L

O
7

2/
LL

O

sl
 s

79

C
I]M

U
L-

2/
 3

l-6

A
T

IV
E

T
O

T
A

L

t/L
20

5/
39

4

L9
.4

4

5/
Ls

7

t/ 
24

B
/6

T
T

10
/ 

89
1

%
 C

H
A

N
G

E

L0
7

rl2
2r

IN
 N

O
. 

O
F

U
N

IT
S

/Y
R

.

LL
/r

cs
s

L0
7

22
.8

8

3/
 9

9

10
7

3L
/ 

26
7 

0

s/
72

9

r/
 9

5

10
0

%
oF

T
O

T
A

L
T

O
 D

A
T

E

22
7

2/
s8

s/
 s

65

0

10
0

25
L

s/
L6

2

L6
/ 

L7
 5

8

0

56
7

4.
01

6/
 4

e0

IL
z.

L5

72
4

65
.8

4

L5
 /

 g
tz

0

16
15

10
. 

57

L2
5.

9

0

34
.1

6

26
70

4.
49

27
.6

9

26
7 

0

r2
3.

07

X

o

11
.8

4

65
. 

33

X

5 
.8

8

>
<

33
.3

7

39
. 

51

10
0 X

t\) L¡



tr
tt 

l
o ]J .d É tlr o ¡r q) F Ë J Ë q) 'r{ +
J (Ú r{ 2 Ë 5 c)

G
R

A
P

H
 I]

.1
G

R
O

I'r
uH

 T
R

E
N

D
S

 ]I
{ 

T
Y

P
E

S
 O

F
 C

O
N

D
O

M
IN

IU
M

S
 R

T
G

IS
T

E
R

E
D

, 
19

70
 tO

90
0

9 
.4

%
 o

f
{-

 
to

ta
l 

un
its

to
 d

at
e

L9
70

 
L9

71
_ 

L9
72

 
L9

73
 

19
74

 
79

75

Y
ea

¡'

S
O

U
R

C
E

: 
üI

in
ni

pe
g 

C
on

do
m

in
iu

m
 R

eg
is

tr
y

L9
7B co

nv
er

te
d

ap
ar

tm
en

ts

ne
T

^I

to
w

nh
ou

s 
es

n 
eh

I

ap
ar

tm
en

È
s

c 
on

ve
rt

 e
d

Ë
ow

nh
ou

s 
es

L9
7 

6
r9

7 
7

L9
7B

N
)

o\



27

The views of lenders, developers and market analysts with

respect to the future of condominíum growth in tr^Iinnipeg revealed that

these growth trends r¿ill conËinue. 9 of the 13 lenders and 14 of the

15 developers ínterviewed Ëhought that the supply of condomíníums, as

a proporËion of Ëhe total l^iinnipeg housing stock, will increase sígni-

fícantly in the next 15 years. Many perceived a growing demand for

Ëhís form of ov¡nershíp and coumenËed Ëhat l,linnípeggers are novr begin-

ning to accept and become familiarízed with Ëhe concept. Market

analysts stated early ín 1977, that condominiums will likely account

for L57. to 40% of all new home constructíon within the next 3 to 5

years.

Although the graph in Chapter I on the percentage share of starEs

for dÍfferent types of dwellings in l,Iinnipeg indicates Ëhat single

family dwellÍng stí11 make up a signficant porËion of starts; the above

review of condominium trends, particularly in the last few years,

indicate that the condominium concept is becoming increasingly accept-

able ín the inlinnipeg markeË. Hence, condomÍníums, in terms of provi-

ding housing for lower income consumers could play a major role in the

near future for Winnipeg. The following section, by describing the

qualitative aspects of condominium growth, will provide some indícatíon

of the probabiliÈy of this form of housing servíng the lower income

markeË, in view of existíng supply characteristics.

(b) Qualitative Trends

An examinatíon of the characËeristics of the registered supply,

with re-spect to the consÈruction and structure types, the síze of the

7. Adans, H. Lennox
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uniÈs and projects, the locations and the desígn features, reveals

the followÍng aspecËs.

CONSTRUCTION AND STRUCTURE TYPES OF PROJECTS

Table II.2 and Ëhe graph showing the growth trends in Èhe types of

condominiums registered indicate that converted apartment and Ëovm

house uniÈs constitute a greater proportíon (57.7%) of the current stock

Ëhan newly constructed apartments and tov¿n houses (42.37"). As well,

Èhere are almost twice as many (65.84%) apartment uníts (converted and

newly constructed) as Èhere are to\,,m house uníts (34.167"). Disaggre-

gaËion Ínto the four existing construction and structure types indic-

ates converted aparEments as constituting the greater proportion (46.47,)

of the registered supply, followed by new tor^rn houses (22.887!) and Ëhen

ne\47 apartments (L9.44'/,). Converted town houses constitute the smallest

proporËion (11.272) of the registered supply.

SIZE OF UNITS AND PROJECTS

Projects registered to date have been of varyíng sízes, ranging

from a minímum of 4 units (Lamont Apts.) to a maxímum of 407 units

(411 Cumberland). There is also a greaE range ín the size of indíví*

dual units betveen the varÍous condominiums. Units range from a min-

imum of 500 square feet ín 411 Cumberland Ëo a maximum of 1800 square

feeÈ in SouÈhwood Green.

LOCATTONS OF PROJECTS

As índicated on Ëhe locatíon map, on the following page, condo-

míniums are located in various areas throughout the eity including St.

James-Assiniboia (5 projects/188 units), Charleswood (1/46), Tuxedo

(3/273), River Heights (1/81), ForË Rouge (3/542), Crescentwood (3/43),
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ForË Richmond (4/389), Forr Garry (2/L97), Sr. Boniface (2/22), Sr.

ViËa1 (3/L82), Idest Kildonan (3/306) and Ëhe inner ciry (I/407).

Tor,¡n house as well as ne\¡r condomi-niums tend to be located ín the

suburban areas that are opeuing up for new developments. 13 of the 15

tov¡-n house projects and all (f3) of the new consËructíons are located

in St. James-Assiniboia, Tuxedo, River Heíghts, West Kildonan, Fort

Garry, Fort Rich¡nond and Charleswood. Apartments and conversions are

also located in the suburbs as Lhere are 6 apartments and 6 conversions

ín these areas. In total, Ëhese areas contain 55.2I% of the registered

units. AparËment condomíniums and conversions tend to be located in

Ëhe older, developed areas of the city. 10 of Ëhe 16 apartmenÈs and

L2 of. the 18 conversions are located in St. Boniface, Fort Rouge,

crescentwood, St. vital and the ínner city. There are no ner¿ constr-

uctions and only 2 tovm house condominiums in these areas. rn total,

44.79% of the regístered units are located in these areas.

COMMON ELEMENTS IN PROJECTS

In 9 of the 13 condominíums in whích occupants were inËerviewed,

the common elements consisted of the land, and íf apartments, the halls

and t.he elevators r¿ere included as we11.8

The above review of the qualÍtative aspects of supply indícates

thaË developments ínclude a variety of construction and structure types,

size of projecËs and uníts, conmon elements and are located in various

8. The only exceptions are Thawani Towers which has a poo1, a
party room and a health club; southwood Green which has a pool, under-
ground parking and a park atmosphere; 411 cumberland r¿hich has a pool
and a party room and Tuxedo EstaLes ¡¡hich has a clubhouse, a swímming
pool, tennís courts, sauna, gyn, social room, pool room and a table
Ëennis room.
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parts of the city. However, although variation exists in the popu-

lation as a whole, certain seg¡nents of the condominium stock whích would

be suítable for lower income people, are either in 1ímíted supply or

non-existent. For example, there is only one condominium in the inner

city, r¿hereas Ëhís would be an ideal locat-ion for the lor,¿er income

elderly as well as lower incoue consumers working in the dov¡ntov¡n atea.

ConverËed apartment projects could present greater opportunities for

enËry of lower income consumers since costs would be less Ëhan ín nei¡

projects. However, even such projects (which in fact do constitute

the greater proportion of the registered stock) requíre relatively hígh

acquisition prices. Although there are some bachelor units avaílable,

Éhese are limited and exist only in 411 Cumberland. Such small size

units would be partieularly suiËable for lower income single elderly

and lor^¡er income single people in general. Converted apartments make

up the greaËer proporLion of registered uniÈs. However, tov¡n house

condominiuus would be particularly suitable for lower income familíes

with children. ApartmenËs are usually highrise, with 1Ímited open

space. Walk up apartments and town house units would be more suitable

especially for the elderly lower income and lower income fanilíes with

chíldren. Although Ëhe ManiËoba Condominium Act contains provisions

for condominiums on leased land which present. an excellent opportunity

for loweríng the costs of units for lower income dwellers, there are

currently no leasehold regimes ín l,Iínnipeg. Hence, the existent supply

is limited in terms of the effective demand it can generate from lower

income consumers. The following sectíon, by examíníng Ëhe legislative

framersork wíthin whích condominium developmenEs take shape, will illum-

ínate some of the underlying reasons for these limíÈations j-n supply.
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TI1E LEGAL FRAMEI^TORK IN WINNIPEG

(a) Federal Legislation9

The National Housíng Act provides for the makÍng of a loan by Cen-

tral Mortgage and Housing Corporatíon (CMIC) for the purpose of either

assístíng in the constructíon of a condominium project by a buílder who

intends Ëo se11 the units to "qualified purchasers" and/or for the acq-

uisition of condominium units by prospective qualífied owrlers. Loan

condiÈÍons are the same as those for any other type of residential con-

struction financed by CltttC.l0

In addition Ëo making direct loans, CMHC also insures loans made by

approved lenders. A loan is ínsurable if it is made for purposes of

assisting in the consËruction of a condominium project, of assisting in

Ëhe purchase of an existj-ng condominium unit by any person, or for dis-

charging a loan secured by a mortgage on a condominium unit. Again,

conditions for insurÍng loans are the same as those ínsured for any

other type of resj-dentía1 constr.r"tiorr.ll

9. National Housing Act -- Sections 6, 34.15, 34.16, 34.L7.

10. Conditions under ¡,¡hich the loans are made include the following:
the interest rate on the loan has to be determined by the corporation;
the loan cannot exceed the lending value of the condominium unít or pro-
ject as prescribed by regulations; the loan cannot exceed a term of 40
years from the date of completion of the project or acquÍsition of the
condominium uniË; the loan has to be secured by a first morÈgage upon
the unit; cosËs of the units for which loans are made cannot exceed costs
prescribed by the corporation; standards of appraisal, construction and
inspection as the corporatíon may prescribe have to be met; and an ins-
urance fee in the same amount as an approved lender would collect from
the borrower if the loan were made by an approved lender, has to be paid.

11. In order to be insured, the loan has to be made for Ëhe percen-
tage of the lending value as prescribed by regulaÈions or lesser amount
as is requested by the borrower and the amount of insurance fee has to
be paid in respect of Ëhe loan. In addition, the loan has to be secured
by a firsË mortgage in favor of the approved lender,'has to be for a
term of 25 to 40 years or for a term of less than 25 years if the
borrower so requesÈed and has Èo be advanced on the completion of the
construction as determÍned by CMHC
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Besides the federal legislation !üíth respect to loans ma<le and

insured by CMHC, there does not exist an acËive federal government

policy for condominium development.

Ilence, the federal legislaÈion merely specifies Ëhe terms of NilA

loans and conditions for insurance of loans made by approved lenders

Ëo builders and purchasers of condominium unit.s. The legislation is

li¡oíted ín scope in thaÈ condomínium developmenËs are not given special

consíderation by being subject to differing loan terms, when loans are

eíÈher made direct or insured. In additíon, the absence of any active

federal government policy with respect to condominium developmenË re-

ínforces the liurited utilíty of the legislation in Ëerms of its assís-

tance to lower income consumers in the ornmership of condominiums.

1)(b) Provincial Legislation--

In Manitoba, the Condominium Act passed in 196813 ptorrides a struc-

ture for Èhe creation, use and management of condominium corporations.

Specifically, Ëhe Act íncludes the following: meanings of expressions

relaËed Ëo condouinium development;14 specification for the registration,

contents and amendments of declaraËions and plansr15 oo-.tship and use

L2. ChapËer C170 of the StatuËes of ManiÈoba - The Condominium
Act; Bill 5 - An AcË to Amend the Condominíum Act; Bill 2l - An Act to
Amend the Condominíum Act (2).

13. The Act was the resulË of a study of condominium legislatíon
in Australía, UniËed States, British Columbia, Alberta and Ontario.
(flte Wi"nipee Tribr , l'tlay L4, 1968) .

L4. The Condominíum Act - Section 1.

15. The Condominium Act - Sections 4(2),4(3)' 5(1)' 5(2),5(3)' 5(4),
s(5), 6(1), 6(2), 6(3), 6(4) "
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of units and comrnon element";16.rrforcement of and discharge of encum-

.L718l-9brances;-' taxation; easements;-- creation, responsibilities, liab-

ilities and control of the corporation;20 r"rrrg"ment of the corporation

by a board of direcËors;21 r.gi"tratíon and function of by-Iurt;22

common expenses; 23 .roti' g;24 ahterations ; 
25 irr"rrrance; 26 rup"it 

"rrd
27 28 29maíntenance;-' termination; - and performance of duties.--

Because the condominíum is unique solely in terms of íts 1ega1

definition, the AcL provides flexibilíty with respect to the structure

of the project the buílder desires to erect or convert. Unique to Can-

L6. The Condominium Act - Sections 7(L), 7(2), 7(3), 7(4), B(1),
8(2), B(3), B(4), 8(s).

17. The Condominium Act - Sections B(6), B(7), B(8), 8(9).

18. The Condominium Act - SecËion B(10).

]-9. The Condominium Act - Sections 9(1), 9(2), 9(3).

20. The Condominíum Act - Sections 10(1), 10(2), 10(3), 10(4), 10(5),
10(6), 10(7), 10(8), 10(9), 10(10), 10(11), 10(12), 13(3) .

2L. The Condominium AcÈ - SecËions 11(1) , IL(z), 11(3).

22. The Condominium Act - Sectíons 12(1) , I2(2), I2(3), I2(4),
L2(s), 13(1) , r3(2).

23. The Condominium Act

24. The Condominium Act

25. The Condominíum Act

26. The Condomínium Act
17 (s) , L7 (6) .

27. The Condominium Act - Sections 18(1), 18(2), lB(3),
18(5), 18(6), 18(7), 19(1), 19(2).

28. The Condominium Act - Sections 20(1) , 20(2), 20(3),
2r(Ð, 2L(3), 2L(4), zL(s), 2L(6), 2L(7), 21(8) , 22(r), 22(2),
23(L), 23(2), 23(3).

29. The Condomínium Act - SecËions 24(I), 24(2), 24(3),

- SecËíons 14(1), I4(2), 14(3),

- Sections 15(1), I5(2), 15(3),

- Sections 16(1) , L6(2), 16(3),

- Sections 17(1), 17(2), 17(3),

L4(4).

rs(4), ls(s).

L6(4) .

L7 (4) ,

1B(4),

2r(r),
22(3) ,

24(4).
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adian legislation, the Manitoba Act provides for the condomínium to be

erected on leasehold land and for the issue of leasehold titles to the

unit ovmers; hence presenting the opportunity for market.ing lower cost

unit,s to Ëhe lower íncome 
"""tot.30

In the case of conversions, Bí11 27 - An Act to Anend the Condo-

mínÍum Act (2), in force on September 1, \976 and amendments to section

5 of the Act; provide the tenants r¿iÈh additional rights. The legis-

lation, introduced to parliament by Líberal MLA, Lloyd Axworthy (Fort
11

Rouge) , "* specifies that the declaration indicate whether the property

to be registered íncludes buíldings Ëhat are leased to tenants under

written leases; that Ëhe declaration be accompanied by \,rritten consents

of at least 502 of. the Èenants with wríLten leases; that tenant.s with

wrítten leases have an optíon t.o purchase withín three months of reg-

istratíon aË that price at r,rhich Ëhe unít would be offered to the public;

that the rights and duties of Ëenants with leases be continued in accor-

dance with the Landlord roi ,.rr"nË AcË; and that. there is greater dis*

closure of costs ínvolved in condominium operations.

fn addition to this legislative framework, Ëhere is currently no

active provincial government. polícy direcËing the nature and rate of

condominium growth.

30. The Condominium Act - Section 1-n.

31. Mr. Axworthy had argued that the amendmenËs would be needed
to complement Ëhe provincers Rent StabilizaËion AcË stating Èhat
controls would convince many landlords to converË their apartments to
condominíums and sel1 then instead of renËing them. He stated thaÈ ten
apartmenË blocks ín his riding would be converted into condominíum íf
there were no legislative restraínts, adding that the conversion of one
or thTo large apartment buildings in Fort Rouge would totally ruin the
housing market. (fne Winnipeg fri¡u , l{ay 6, 1,976>.
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Although the oríginal intention in the íntroductÍon of the Condo-

minium Bill to parliament ín Manítoba was to aid the lov¡er income con-
?)

sumers in acquiring housing Ehrough condomínium ornmership,"- it is

questionable whether such an intention can be reaLízed r¿ithin the

above described existent legislative framework. The Manitoba Condo-

minium Act is extremely lirníted in scope, merely providing a strucÈure

for the creation and admínistration of condominiums. Although it in-

cludes a number of provisions for the protection of the o!'mers' inËer-

ests, it greatly lacks (with Ëhe exception of the amendments whÍch

provide protecËion for tenants) in safeguarding the interests of con-

sumers who have noË as yet entered the markeË. Due to the great deal

of flexíbility afforded to the developers in the legislatÍon, and the

absence of any policy guidelines for the determinatíon of the charac-

teristics of supply, there are no opportunities províded for the entry

of lower Íncome housing consumers to the condominium markeË and no

atËempts have been made to promote the utílizatior. of condoniniums as

an integral part of urban growth polícy. Hence, Ëhe condominium remains

"just another form of ownership" in the absence of any policy guide-

lines which recognize iÈs potential benefíts to lower income consumers

and Ëo governments.

32. At the time of the enacËment of the Manítoba Condominium Act;
then NDP leader Russ Pau11ey, stated such legislation l^ras necessary
because "the little man has been priced out of the housing market by
both land speculators and constantly rising interest rates on mortgages".
(fire Wi""ipeg fri¡r , May 14, 1968). Liberal MLA, S. PaËrÍck, who
initially inËroduced the bill to parliament, had similar visions for
the condominium in Manitoba stating that condominiuur legislation would
aid low íncome farnilies and in most cases those with incomes of $4,000
and $6,000 could afford to or^rn, vía condorninium, their own dwellíng.
(fhe Win"ip"e Tríbr , January 6, f96B).
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(c) Municipal Legislation33

All legislation applying Ëo any type of consËructíons and conver-

síons also apply to condominíums. Currently there is no legislatÍon

or acËive government policy aË Ëhe munícípa1 leve1 that is direcËed to

condominium development per se.

Legislation and government policy at the municipal 1evel are the

most deficient, particuLaxly when one recognizes the important role of

urban governments under Èhe existing growth and development trends.

However, where no housíng policy of any kind exists in the Cíty of

hlinnipeg, it is not surprising that the condomíníum "innovaËion" has

also failed in capËuring the attention and imagination of polícy makers.

As a result, without any legislative and active government policy

guidelines by any leve1 of government directed specifieally to condo-

mínium development; the realizatíon of condominium ornmership by lower

income consumers is, (with respect to these channels of interventíon)

left to be governed entirely by market forces. Such government with-

drawal contínues even though the prívate sector has proven, by Ëhe

nature of iËs activíties, that it has no intentíon of fulfílling such

an objective, one seen as being essential to the qualitative develop-

menÈ of urban cenËres. The nexË secËion, by examining the procedures

for the creation of condominíum corporaÈions, will determine to !ühat

extent governmenÊs currently exercise control over the nature and rate

of uníts placed on the market Ëhrough this last resort for intervention.

33. The City of Winnipeg Act, The Planning Acr.
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(d)

(r)

Procedures in the Creatíon of Condominium Corporations

Subdivísion and Rezoning Approval34

All nev¡ constructions and conversions where rezoníng or renovations

requiring further subdivisíon are involved, are subject to the same

subdivision and rezoning approval process applicable to any construction

in the City of irrinnipeg. The subdivision and rezonÍng approval process

does not proceed with the knowledge that Ëhe intent of the applicant

is Ëo specifically construct a condominiurn project rather than a prop-

erty owned ín fee simple or that the applícanË is carrying out renov-

aËions or alterations specifically for the purpose of conversion to

condominium.

(II) Issuance of a Building Permit35

All nel¡ constructions and conversíons r¡here alËeratíons are in-

volved are subject Ëo the same requírements as applications for any

other types of consËruction ín the issuance of a building permit. At

thís sÈage, in the case of nev¡ construcËions, Ëhe project ís not

identifÍed as a condomínium but rather is given an overall structural

deseriptíon such as ttapartmenttt or tttornm housett. Hence, the issuance

of the building permit does not depend on the feasibility of the pro-

ject as a condominium wíth regard to the specific design features, or

Éhe íncome sector Ëhe project ís geared for, or its location, but

raÈher, on Ëhe conformíty of Ëhe plans to the building and zoning

regulations applicable to the strucËure type of construction. In Ëhe

case of conversions, the type of alterations are idenËified on the

34. City

35. City

of

of

Wínnipeg

Winnipeg

Environmental Planning Department.

Building Permits Divisíon.
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permiË; hovrever, it is not stated that the conversion is taking place

for the purpose of utilizing the structure as a condominium. Hence,

the dislocation of tenants who are usually lower ineome and hence, the

vacancy rates in other sectors of the market ar e completely overlooked.

(III) Acquisition of Mortgage36

hrhere new consËructions and conversions are not self-financed, a

loan application together with condominium plans, declarations, by-

laws and any other relevant agreement or documents, are submitËed to

the mortgagee who wí11 require that they meet certaín regulatiorr".3T

This is the first stage in which application for newly constructing or

convertíng a condominium undergoes close scrutiny with respect to its

feasibilíty as a condominium per se. However, consideration for its

feasíbility is limited, sÍnce Ëhe sole concern of the lender is whether

36. Central Mortgage and Housing CorporaËion - Lending Operations.

37. The morËgagee i,rill require that the project meet the applic-
able by-lar.rs and regulations of governmental authoritíes, that the
building pernit has been issued and that all other restrictions affec-
Êing Èhe projecË have been complíed with. Once a loan has been appro-
ved, no alterations can be made wiËhout prior consent of Ëhe mortgagee.
The lender could be a chartered bank, a trust company, a life insurance
company, a loan company, a credj-t union, MHRC or CMHC. However, both
MHRCts and C¡4I{C's involvement are liniÈed. The only eondomíníum project
financed by MHRC r,¡as Thavrani Towers. As for CMHC, it does not partici-
pat.e in the financing of conversíons because of the possible detrimental
effects of conversions on the rental market. Presently CMICts major
role in the ManíËoba condominium lending field is to insure loans given
out by approved lenders to rier,'/ constructions. However, in order to be
eligible for NHA loans on individual units, the project musË have an
NHA loan in the first ínsËance. The projects CMHC has financed to
date are:
Direct Loans:

Laker¿ood Village (Partial)
Thawani Towers (Partial)

Insured 0n1y:
Lakewood Village South Bay
Thawani Towers l^Iellíngton Park North
Chimney Ridge Country Knoll
Tuxedo Estates
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or not his/her invesËment will be secure in terms of the market-

abiliËy of units, the resale values and the income sector of the

market from which it lrill generate demand, and hence Èhe probability

of default on mortgages.

(IV) Acquisition of Approval for Loan Insurance by CMHC38

All new consËructions where the mortgagee requires the insurance

of Ëhe loan by CMHC, must receive approval by C¡ffiC.39 Hence, unless

Ëhe lender ís CMIC or MHRC, Ëhis is the first stage in r,¡hich applic-

aËions for newly const.ructed condominiurns undergo close scrutiny by

governmenËal authoritíes. However, this scrutiny is lirníted to loans

on new construction, which private lenders requÍre to be ínsured. The

focus of the examinations ís again on the feasibility of the project

as a condominium with respect to whether or not it will be marketabfe.

As a safeguard agaínst Ëhe possibility that not enough units will be

so1d, iniËially the amount of the total advance is calculated on the

basis of the costs of the project as a rental. Additional advances on

Ëhe basis of Ëhe costs of the projects as a condominíum are only made

subsequent Ëo the satisfact.ion of the "sales performance condítion"

which requires the developer t.o prove his projecËrs marketability by

committing 607" of the units to sale before changing to the condomÍníum

38. CMIC - Lendíng Operations.

39. Steps ín the approval for loan insurance by CMHC ínclude:
submission of application along \Àríth al1 relevanÈ plans and documents;
examination of site development p1ans, by-laws and declaration; comp-
1eËion of an appraisal report in consideration of an assessment of
land and buíldíngs; estimates of effective annual income and anticí-
pated annual expenses; feasibility study; declarations and by-laws of
the condominium corporatíon; and estimat.es of the common expenses of
the corporaËion and authorízatíon for firsË advance.
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title. This requirement however presenËs diffÍculties in marketing

uníËs, since buyers are hesitant t.o buy in unregistered projecËs, hence

presenËing cash flow problems to the builder.

(V) AtËainment of Architectrs and Land Surveyorfs Approval of t.he

ConstrucËed Structrrr" (") 40

All new constructions and conversions must have Ëhe archiËecÈrs

and land surveyor's approval after being consËrucËed or having under-

gone renovaËions. The focus of these inspections ís however, on the

accuracy of Ëhe surveying and architectural and structural drawings

ín accordance with Ëhe developerts orígÍnal plans rather than a critíque

of the feasibiliÈy of Ëhe desígn for condominium use from a public

cost/benef ít viewpoint.

L1(VI) Attainment of Approval from the Examíner of Surveys-'

All new constructions and conversions must receive approval from

t,he examiner of 
".rrrr.r".42 Approval is given on the grounds Ëhat the

structure(s) can be reconstructed on the basis of the boundaries shov¡n

on the p1ans. This requÍrement guarantees the ov,rnership of individual

parcels to the indivídual orrmers in case of reconsËructíon. Again,

40. Land Surveys and Ëhe Manitoba Condominium Act -- SecËíon 6(1).
If the ov)ner intends Ëo utílize the strucÈure(s) as a condominium and
self-financing had not previously necessíÈated Ëhe creation of a decl-
aratÍon, he/she must at, thís stage engage a lawyer to draw up the
declaration.

4L. Land Surveys and the Manitoba Condomínium Act -- Section 6(1).

42. Three plans containing structural diagrams of the buildíng(s);
specificaËion of each unitrs boundaries by reference Ëo the building(s);
and diagrams showing the shape and dimensions of each unit in relation
to other uníts and building(s), uust be suburitted. The declaration and
descripËíon of any interest appurt.enant Èo the land included in the
property are also submiÈted and certificates of the architecÉ, surveyor,
owner are submitËed to the examiner of surveys.
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the focus of the examination by Ëhe examiner of surveys ís on aspects

other than the feasibilíty of the design for condominíum use.

(VII) Registration of the Structure(s) as a Condominium Corporation43

The declaration, by-laws, plans, noËices of termination and other

instrumenËs respecting the land covered by the Condominium Act are

registered at the Land Titles Office.44

(VIII) Issuance of Certifícates of lÍt1e45

A Certificate of Title is issued in Ëhe name of the Condominium

Corporatíon. In addition, separate certificates of títle in the name

of each o\,Jner for each unit described ín the p1an, indícating Ëhe

proportion of common Ínterest appurtenant to the unit, are Íssued.

Subsequently, the unit and the common interest appurtenant Ëo ít are

dealt r¿ith ín the same manner as any land Ëhat is registered under the

Real Property Act.

(IX) Formation of a "Board of Directors"46

Once the condomínium corporaËion has been created, it is respon-

sible, through a Board of Dírectors, for the management of the property

of the or,üners, and for any asseËs of the corporation, as r¿ell as for

conËrol and administration of Ëhe conìmon elements in accordance with

the declaration and the by-laws. The Board of Directors are elected

Land Titles and the ManiËoba Condominium Act

5(1) and 5(2) of the ManÍtoba Condomínium
be met before Ehe declaration can be

45. Land Titles, Manitoba Condominium Act

46. Manitoba Condominium AcË -- Sectíons

43. General Registry,

44. See Sections 4 (3) ,
Act for other conditions to
registered.
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from among the owners, by the ovTners. However, since ínitially not

all units may be ovmed by indivíduals, ÍË may take some time before a

Board of Directors ís established. Until then, management of the corp-

oration is usually carried out by the developer. In some cases, even

when a Board of Directors is established, a professional management

company is also engaged to províde professional advice in managing

the affairs of the corporation.

The above review of the procedures ínvolved in Ëhe creation of

condominium corporations, indicates that regulation wiÈh respect to

the nature of units provÍded, generally follows the same requirements

for approval as any other type of constructíon or conversion. In

these approval processes, condominium structures do not receive special

or díffering consideration in view of the parËicular economic and

social impacts of the developments. As a result, developments proceed

in the absence of any government regulatíons with respect to the suit-

ability of the design for condominium use, the kind of markeË they

will be catering to, Ëheir age, consideration as to Ëhe avaÍlability

of rental accommodaÉion or vacancy rates in the case of conversions,

and Ehe feasibilíty of Ëheír locations. The only exceptíons to this

state of affaírs are the requirement ín Bill 21, that approval to the

proposed conversion be given by at least 50Z" of the tenants who have

¡¿riËten leases in units in the project to be converted and Ín the case

of new condominiums, some amount of inspectíon by ClrfHC where the loan

is either being made or insured by the corporation.

Discussion on the characteristics of existing supply and the

legal framework within r,¡hich condominiuns are developed has indícated

limiËed governmenË intervention into the market and hence the deter-
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mínation of the supply and demand characËerístics urainly by private

market forces. The following chapter will begin Ëhe examination of

Èhe privaËe market in order to determine the forces v¡hich operate

within ít, and whích shape the demand and supply of condomíníums. This

examinatíon r¿ill thereby indicate the potenËials for provision of

lor¿er priced units for lower income consumers within the existing

markeË structure.



CHA?TER II]

ACTORS IN THE MARKET
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This chapter will identify who the consumers, developers and

lenders in the l^Iinnipeg condominíum market are. The discussion ¡vil1

include a description of both the demographic and occupancy character-

isËics of condominium d¡¡ellers as obtained from the occupantsr survey,

and the characterístícs of developers and lenders and the nature of

theír actívities as obtained from the developerst and lenders' ques-

1tionnaires.- This examination of the actors currently actíve ín the

market. will provÍde inportant insíght ínto the dynamics of condominium

actívity in I^Iinnípeg; sínce depending upon who the actors are, the

impact of their actions on the characterisËics of demand and supply ín

the market will differ. Specifically, the identification of who the

consumers are rvi11 reveal Ëo whaË ext.ent lower income consumers are

currently excluded from the effectíve demand and how the existíng

effective demand possíbly affects the characteristics of the supply

placed on the market. The identification of who the developers and

lenders are r^rill reveal Ëhe relaËive sellers' por"rer each group holds

ín the market and hence the potentíals for Èheir determination of the

characteristics of supply and demand. A monopolistic or oligopolistic

market structure, charactetízed by the domínance of a few large firms

1. In reading the resulËs of the survey questíonnaires (of con-
dominium occupants, developers as well as lenders) it must be kept in
nind that survey research is biased Ëo a certaín extent in that. the
obtained responses with respect Ëo close-ended questions are ínevit-
ably limited and 'rpre-determined" in accordance wíth the form and con-
Èent of the questions posed. In order to compensate for this source
of bias, a number of open-ended quesÈions \,rere also included in the
quesÈionnaires, thus allowing respondents to express views whích may
not necessarily have emerged in responses to close-ended questíons.
The results of the quesËionnaires were then incorporated into the
thesis noË only through a tabulatíon of responses to close-ended ques-
tions but also with the objective of reflecËÍng the views Ëhat r^rere
expressed in open-ended questions. rt ís hoped that Ëhe inevitable
bías has, as a result, been somewhat reduced.
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and the exclusion of relatively smal1 developers and lenders, wí1l

indicate Ëhe increased potential for relatíve1y higher profits through

Ëhe provísion of relatívely hígher priced units in vievr of existíng

consuEer demand from higher íncome brackets and lack of government

interventÍon ínËo Ëhe market.

CONSI]MERS

The characterísÈics of consumers (or^mers as well as renters) in

the condominium market were identifíed through the condominium occup-
t

ants r surveyr' with Ëhe exception of occupations of ovTners which were

obtaíned fron the certíficates of title for B of the condominiums.

Thirteen condominium corporations which were registered prior Ëo

January 1, 1978 and had units sold to indivídual buyers, r^rere selected

for the occupants' ",rrrr.y.3 A total of L67 units, representing L6z of

the toËa1 Populatíon, rilas chosen from these corporations. From the 13

projecËs, Ëhe percentage of the sample selected was below 20% f.or 2

and 202 or above for 11. Table III.1 on the following page, sumnrarizes

the sanpling procedure. sËrictly speaking, a random sample of all

units is the appropriate statistícal procedure. However, such a

sanpling technique could not be futly followed for several reasons.

FirsE; several projects, in unique areas and of unique structure type,

2. See Appendíx I for questíonnaire used in íntervier¿s r¿ith consumers.

3. Even Ëhough some projects are registered as condominiums, they
are total rentals. From those condominÍums registered prior to Dec-
ember 31, L9783 these projects include: No. I Evergreen place, Bert-
rand House, carnbridge souËh, Lakeshore, Gardentree ví1lage, Dalhousie
square and Lamont Apts. Projeets registered after December 31, Lg77
i.n whích uníts were sold Ëo índividual buyers were excluded in order
to get as great a percentage as possible, of occupanËs residing in
Ëheír unÍts at least six months.



TABLE III.1

SAMPLING PROCEDURE

The sanple included: 41 new town house uníts
45 converted tov,m house units
34 new apartment units
47 converted apartment units

}IAI'IE OF

CONDOMINIUM

CONSTRUCTION
and

STRUCTURE TYPE

TOTAL NO.
OF UNITS IN
CONDOMINII]M

TOTAL NO.
OF UNITS
IN SA}PLE

OF

SAI'{PLE

LAKEI,]OOD VILLAGE New Town house L07 2I 20

THAWANI TOWERS New Apartment 720 24 2A

DORSET HOUSE Converted
Apartment

24 I2 50

SOUTHI^IOOD GREEN Converted
Tovm house

99 I9 20

PINEI^IOOD VILLAGE Converted
Tov¡n house

2B 7 25

EXECUTIVE HOUSE Converted
AparÈment

L2 5 42

SANSO¡ß & WESTI^IOOD

DRIVE
Converted
Town house

24 6 25

411 CI,'IVÍBERLAND Converted
AparËment

407 30 7.3

NESS SQUARN Converted
Town house

I4 ¿+ 29

CHIMNEY RIDGE New tornm house 9B 20 20

CRESCENTI^IOOD GARDENS Converted
Tov¡n house

22 5 23

TUXEDO ESTATES New Apartment 72 10 L4

SPANISH COURTS Convert.ed
Tov¡n house

16 4 25



48

have a smaller number of uniËs. Consequently there \¡/as a good chance

that these strucËures would not be represented at all in any random

draw. As a resulË, an amended sampling procedure was used to ensure

at least minimal representation of these sma1l, spatially unique pro-

jects. Second; in one condominium, the toËal number of units was

Large, hence a relatively smaller sample was picked to ínsure adequate

ïepresentatÍon from the other condomini,r*".4 Third; not all units were

sold in one condominium, hence Èhe sample v/as selected only from those

uníts thaË were sold to ensure that vacant units \,rere not included in

Ëhe sample. As a result, the sample r¡/as necessarily smaller relat.ive

to other pro¡ects.5 The lirnítation of tíme and resources necessiEated

this procedure which does contribute some bias to the results, but

Ëhese are thought not to be excessÍve.

(a) Demographic Characteristics of Occupants

This secËion v¡Íll present a profile of the demographic character-

istics of current condominium occupants, íncluding their age and sex,

employment status, âBe and sex of income earners, occupations of owners,

education and toËal household incomes of occupants. These variables

will serve to determine Ëhe socio-economi-c classes that eonstítute the

effective demand for condominium units and the classes which are curr-

ently excluded from the market. Hence, the question of wheËher and to

what extent low income groups presenEly participate in the market will

be explored.

4. AlËhough only a 7.32 sample was selecËed frorn 411 Cumberland,
this represented 301l of. the uniËs sold.

5. Although the sample riüas 14% of. the toÈal units in Tuxedo
EsËaËes, it represented at least 20"/" of the uníts sold.
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AgeS And Sex 0f Occupants

The age and sex of occupants have been tabulated by structure sub-

group of condominiums in Table TII.2 on the following page. The chart

indicates Ehat there vras a great variety of age groups represented in

the condominium population as a whole. The greater proporËíon of the

dwellers (682) was however, between the ages of 19 and 65 while only

27"/. of the population was under the age of 20 and ILZ of the population

over the age of. 64.6 Central Mortgage and Housing (Cl'filc) statístics

indicate Ëhat the average age of borrowers of condominium loans is in
7

f.aet 32.' As for the sex of occupants, ouË of a total number of 353

dwellers in the sample population, 45.92 were males and 54.392 were

Itemales.

Examination of indivídual condomíniums indicated that, in general,

the younger populaËion is concentrated in tov¡n house condomíniums

whereas the older populatÍon is concentrated ín apartment condomíníums.

Emplor.nlent' Status 0f' Inc:ome Earners

There T^7ere a Ëota1 of. 225 income earners in the 167 units, hence

an average of 1.35 income earner per unit. 64.L'/" of. Èhe uniËs had

only one income earner, 33.52 of the units had two income earners, 7.2"Á

6. A comparison of Ëhese figures wiÈh Ëhe population statistics
for Winnipeg, indícates that there is a greater percentage of children
(under 20 years - 35.89"/"), a slightly smaller percenËage of elderly
(over 64 - 9.49"/") and a smaller percentage of people between the ages
of 19 and 65 (54.63'Á) in the I^iinnipeg population. (Statistícs Canada,
1971 Census, 95-723).

7. Cllllc, Canadian Housing Statistícs (L977), Table 93.

8. This compares with a 48.82% male and 51.73% f.emale populaËion
in Winnipeg indícaËing Ëhat condominiums have proporÈionately greater
number of females. (Statistics Canada, L97I Census, 95-723).
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of Ëhe units had 3 income earners and 1.2% of. the units had no income

eaïners.

From

pondíng,

residing

a

L3"/"

in

total of. 223 principal income earners Ín 165 uníts res-

v/ere pensioners, the greater proportion of whom r¿ere

aparî tment condomíniums .

Ages And Sex Of Income Earr-lers

The following Table III.3 tabulates the ages and sex of income

earners. The chart indÍcates that of Èhe total populaËion, Ëhe greater

proportions of the íncome earners were in the 20 - 34 and 45 - 64 age

categories (77%). Of the 225 income earners, the number of males

exceeded Ëhe number of females by it}.66%.9

TABLE IT].3

Age - Sex of fncome Earners

AGE

SEX
0-19 20-34 35-44 4s-64 65 and OVER TOTAL

MALE 1. 33 27.7 8 5.78 L7,78 I .44 55 .11

FEMALE 20.89 3.s6 16.0 4.0 44 .45

TOTAL 1.33 42.67 9.34 33.78 72.44 100

SOIIRCE: Survey of Occupants.

9. The proportion of male íncome earners in the l^iinnipeg pop-
ulatíon on the other hand ís slíghtly higher, exceeding the number of
female íncome earners by 22.6%. In l^tinnipeg, male income earners were
6I .37. and female income earners 38.7"Á of the total income earners in
L97L. (Statistics Canada, 1971 Census, 95-753). This is possible
due to the occupancy of condominium uníts by female single parents and
by young childless couples where both husband and wife are workíng.
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Occupation Of Ov¡ners

Chart III.3(a) Ëabulates the occupaEions of ov¡ners in eight of

the condominiums. This data indicates that representatíon Ín all of

the condomíniums is partícu1ar1y strong in the managerial, adminis-

trative and related occupations; the natural sciences, engineering

and maths; social scíences and related fields; teaching and related

fields; medícine and health; clerical and related fields, and sales

and services.

Education 0f Occupànls

The population as a whole reflected a great variation ín the

educational 1eve1s of the princípal income earners, ranging from

elementary to the postgraduate 1eve1. The highest level of education

compleÈed for 45.37. of. the principal income earners \^ras seníor hígh

while 26.467. had obtaíned at least one university degree and 28.257"

had a technical vocational degree or some universíty.

Total Househofd lt.orn."lO

The total household income distribution in Ëhe condominium

population as a whole, is indicated in Table III.4 on the following

page. The table indicaËes ËhaÈ the income range ín the population

r.¡as wide; from $5,000 to $70,000. However, the number of occupants

falling into the lor¿er íncome brackets were fer¿er wíth the greater

proportion of the occupants falling into the niddle, upper míddle and

higher income classes. The majority of the occupants (68"Å) received

10. Occupants in 165 of the 167
question. See Table I in Appendix IV
individual condomíniums.

units responded to the income
for tabulation of responses ín
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TABLE TÍT.4

Total Household Incomes

ÏNCOME
($)

Z OF TOTAL
POPULATION

Z OF OWNER

POPULATlON
Z OF RENTER

POPULATION

UNDER 5,000 L.2L .73 3.s7

5,000 - 9,999 9.09 8. 03 L4.29

10,000 - ]-4,9gg 2I.82 20.44 28 .57

SUB-TOTAL 32.t2 29.2 46 .43

15,000 - 1'g,gg9 L9.39 L7.52 28 .57

20,000 - 24,ggg 2T.82 22.63 77.86

SUB-TOTAL 4I 2T 40. r5 46.43

25,000 - 29,ggg B .48 70.22

30,000 - 34,ggg 8.48 ro.22

35,000 and OVER o7 L0.22 7 .L4

SUB-TOTAL 26.66 30. 66 7 .74

TOTAL r00 100 100

SOURCE: Survey of OccupanÈs.

aË least $15r000 annual incomes, while 9t7. received at least $10,000.11

Fígures also índicaËe that the ov¡ner populaËíon generally had hígher

incomes than the renter population. hlhereas onLy 29.2"/" of the ov¡ner

population have íncomes of less than $15r000, 46.43% of the renter

populatíon fall into this category. On the other hand, r¡hereas 30.662

11. Incomes of condominíum occupants are relaËively higher than
average incomes of l,rIinnípeg households; as in 1971 only 40.94"Á of the
household incomes were at least $10,000, while only 13.4"/. were at least
$15,000. The average ËoËal income per family r¡ras $9,989 (Statístics
Canada, 1971 Census, 95-753), while in condominiums iÈ is currently
$20,87 6.
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of Ëhe owner population have incomes of $25,000 and over, on1-y 7.14%

of the renters fall into this group. These differences indicate that

relatively higher incomes may be requíred to pay the monthly eosts of

condominíum or,erlership, hígher than those required t.o pay the cosEs of

renting si-mÍlar accor¡urodation.

The great variation in incomes exisEed not only ín the population

as a whole but to a certain extent also within Ëhe individual condo-

miniums. However, certain íncome groups tüere more strongly represented

than others in most of the condominiums r¿ith the average íncome

ranging from $12,500 ín Ness Square and Crescentwood Gardens to

$31r250 ín Tuxedo Estates.12

The above review of the demographic characterisLícs of condominium

occupanËs indicates that they ínclude younger and older chí1d1ess

couples, famílíes with few children, singles, single parents with a

child and pensíoners. There is a slightly greater percentage of females

than ma1es. Most occupants are non-pension íncome earners, wíth an

avelîage of 1.35 íncome earner per unit. More than half of the orrners

have a university or teehnical degree, and hence belong to occupational

groups with relatívely high socio-economic status and niddle, higher-

niddle and hígher income categories. Although there seems to be a

greaË deal of varíation in characteristics of current occupants, it is

evident Ëhat certain segments of consumers have, either by choice or

prohibition, mínimal ínvolvement or else they are Ëotally excluded from

12, The average incomes in the remaining condominiums were as
follows: Lakewood Village - $19,079; Thar^raní Towers - ç22,000; Dorset
House - $20,000; Southwood Green - $28,250; Pinewood Village - $23,333;
Executive House - $25,000; Sansome & hlestwood Drive - $27,083; 41f
Cumberland - $16,333; Chironey Ridge - $19,000; Spanish Courts - $23,I25.
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Ëhe market. Specifically, these segments include consumers in the

low income brackets with 1ow leve1 educaËion, occupational groups wÍth

lower socio-economíc status, elderly, households wÍth children and

roiddle aged consumers. These results indícate that alrhough condo-

miniums may presently be providíng substítutes for those consumers

r¿ho are not financially capable of undertaking the costs of single

family ov,rnership, generally Ëhis substituËion role only applies to

consumers ín Èhe middle and higher-rniddle income classes who aspire

Ëo relatívely higher priced single famí1y dwelling ownership.

However, although the effectíve demand is currently in the mídd1e,

higher míddle and higher income classes, indicaËions are that latent

demand is strongest for the lowest priced units presumably by lower

income groups who are currently unable to enter the market. When

developers !ùere asked about the strength of present demand for the

varior-s price ranges of uniËs Ín the market, their responses yielded

the followíng results:

TABLE III.5

SËrength of Current Demand as
Perceived by Developers

($)
NO. OF

RESPON-
DENTS

VERY HIGH -
MOD. HIGH

MODERATE
VERY LOI^] -
MOD. LOüI

LESS THAN 30,000 15 73.3 6.7 20. 0

30,000 - 39,999 13 85.0 7.7 7.7

40,000 - 49,999 L2 50. 0 33 .3 17. 0

50,000 - 59,ggg l3 7 .69 23.08 69. 0

60,000 - 69,999 13 23.08 77.0

70,000 and OVER 13 15.4 31.0 53.9

SOIIRCE: Developerst QuesËionnaire.
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The figures in Table III.5 índicate that Ëhe most ín demand are felt

to be uniÈs ín the $30,000 to $39,000 followed by the less than

$30,000 príce range. A description of the occupancy characteristics

in the following section will further clarify component segments of

effective and latent demand for condomínium uníts.

(b) Occupancy Characteristics of Occupants

This section, by presenËing a profile of occupancy characteristics,

will examine several variables including: the number of occupants in

the units, the proportion of ovrners and renters, the length of ovmer-

shíp, Ëhe proportion of ovmers who were previously tenants in conver-

sions, the previous di,relling and Ëenure of occupants, Ëhe other types

of dwelling and Ëenure considered prior to the purchase of a condo-

minium and the next dwelling and tenure desired. These variables ¡vil1

be examined ín order to gain furËher insight into the social and

economic characËerisËics of condominium dwellers, hence indÍcating

which segments of consumers are currently not included in the effectíve

demand.

Number ín Dwelling

The number of occupants ín units r,¡ill indicate ¡,rheËher household

units such as single elderly, single parents and families with more

Ëhan one or Ër^ro children who are mosË 1ike1y to be financially less

secure, are currently excluded from the effectíve demand.

The sample population consisËed of 353 occupants. Since the

toËal number of uniËs in the sample was 167, on the average, there

q/ere 2.11 persons residing in each uniÈ. The units contaíned a
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minimum of one to a maximum of six people. Singles resided in one

third of the uníts, while 2 people or less resided ín 72.47. of tlne

units. The following table tabulates the distribution wíthin the

various subgroups.

TABLE TTT.6

Number of Dwellers in Uníts

SOURCE: Survey of Occupants

The above figures indicate ËhaË the same pattern as Ín the pop-

ulation as a whole, generally existed in the different subgroups. The

only exception was that apartment condomíníums contaíned fewer units

in which there were 3 or more persons residing. This indícates that

multi-person households Ëend to favor tovm house condominiums to

apartment condominiums.

These results indicaËe that singles and children make up a small

proporÈion of the population, hence the number of single elderly,

single parenËs and fanilies with more Ëhan one or tr¿o children is small.

Other Ov¡ners

Consumers of condominium uníËs are not only fanilies, couples or

síngle people but also Ínclude a number of investment and development

CONDOMINIUM
SUB-GROUP

SINGLES
(7")

2 PERSONS

OR LESS
('/.)

3 OR MORE

PERSONS
(7")

AVE. NO. OF

PERSONS/I]NIT
(%)

New Toum houses 22.0 48. B 51. 3 2.68

Converted Town houses 20. 0 64 .4 35. 6 2.36

New Apartments 23.5 82.3 17.6 r.97

Converted AparËments 6r.7 93 .6 6.4 L.49
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companies. The units are acquired either for the purposes of invest-

ment, as a resutt of foreclosure or as a result of not being sold to

individuals. These uníts are then available as rental uníts untí1

Ëhey are put on the market for sa1e. A search of titles for seven

condominíums revealed the ídentity of those other than individuals who

were involved in Ëhe purchase of units. These are:

Lakewood Village:

First Or,¡ners: Keystone Management (1 unit) .

Second Ov¡ners: Qualíco Developments Ltd. (2I), CMHC (4),

KeysËone Management (1), Checkerboard Ltd. (1), N.B. Mcleod

and Assn. (1), I^Iestminster Investments (1).

Third Owners: KeysËone lvlanagement (2), Ribot Holdings LËd. (1) 
'

CMHC (1), Astra Credit Uníon (1), Díjohn (1974) ttd. (1) 
'

I,Iinnipeg Condominium Corporation No. f (1) .

Fourth Owners: Qualíco (2), CMHC (2).

Fif th Or+ners: CMHC (1) .

Thawani Towers:

First Ov¡ners: Manítoba Housing and Renewal Corporatíon (MHRC)

(27) .

Dorset House:

Second Owners: tr{innípeg Condominíum Corporation No. 3 (1).

No. I Evergreen Place:

First Or¿nersz 3L5644 Ontario Ltd. (22L).

Second Ov¡ners: 331563 Ontario Ltd. (80).

Third Ov¡ners: 3L5644 Ontario LËd. (6).

Piner¿ood Village:

Second Ornmers: A.E. LePage, MelÈon Real EstaËe Ltd. (1).
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ExecuËive House:

First Owners:

Bertrand House:

R.S.M. & A. Lrd. (r)

First Ovmers: Nordevco Assn. Ltd. (6).

The next secËion provides the proportion of units Ëhat are held by

investors such as above.

Proportion of Ov¿ners and Rentersl3

The proporËÍon of ov¡ners and renters ¡,¡i11 serve to indicate the

proportion of buyers v¡hose sole inËentíon in buying is for investment

purposes. As wel1, the proportion of buyers who actually live in their

units will indicate the buyerst purchasing power, not only in the short

run (dovmpayrent), buË also in the long run (monthly payments).

Occupants in 83.27. of. the units r¡/ere or¡rners while in 16.87. of

the units they were renters. This relatively sma1l proportíon of

renters in the population as a r¿ho1e indicates that most of the

tenants who r.vere living in the converted projects, at the time of con-

version, have moved out and that condominium buyers usually live in

Ëheir units instead of renËing them out. In response to the probabí-

lity of renËing their units r,¡ithín the nexË 3 years, only 7.L97" of

orlTners in fact, felt that would probably rent.

These results indícate that Ëhe percentage of "pure investors" in

the ormer populaËion ís relatively sma11. Furtherrnore, since majoriËy

of the owners líve in their units, indications are Ëhat they can

afford not only Ëhe inítial costs buË also the subsequent monthly costs

13. There were 5 condominiums (Executive
wood Drive, Chimney Rídge, Tuxedo Estates and
there r¡rere no renters.

House, Sansome & I^Iest-
Spanish CourËs) in which
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of condominium or,rnership.

Length of Ovmership

The length of o¡nmership wÍl1 reveal the anounË of transiency in

the condominÍum o\lner populatíon and hence possibly Ëhe extent condo-

miniums serve as a stepping stone to sj-ngle family dwe11íng ownership.

Relatívely short term ow-ner occupation will índicate condomÍniums

provide transiËional rather Ehan relatively pernanent homes and hence

are occupíed by owners of relatively higher incomes to whom other

ownership options are available.

The majority of ov¡ners had ov,¡ned their units

short period of time. 66.22 ovmed their unit for

while only 10 .I% inad ov¡ned for over firr" y..r".14

for

tT¡/o

a relatively

years or less

The followíng Table III.7, shows the actual number of resales ín

the condominium populaËion and the average number of sales per unit.

The figures indícate thaË there has been some amount of reselling in

the condominiums. However, since the average number of sales/unit

is only 1"05, transiency ín the condominium population as a whole,

seems to be urinimal.15 Survey resulËs also indicate relaËive stabilíty

14. Thís relaÈively short period of ovmership is partially due
Eo the fact that almost half of the units in whích occupants are
presently o!7ners, have been registered, for aL the most two years.
(It ís assumed here that ordners take possession of their units at Èime
of condomínium registraËíon. However, ít ís possible that some ovrners
have ov¡ned thejr units for a longer period of tíme than the registra-
tion period of the condourinium). An examinaËion of tþe length of reg-
Ístrat.ion índícates that 28.787. have been registered for less than one
year, 48.27" for less Ëhan two years, 64.037" for less than 3 years,
22.3"/. for 3 Ëo 5 years and J-3.67% for more than 5 years.

15. The 1or¿ rate of turnover could be due to the f act that ordrlers
have occupied their uniËs for relatively shorË períods of time as ¡¡ell
as to the presence in the unit population of a relatively large portion
of unsold units (33.4"Á).
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TABLE TTT.7

NUI'ÍBER OF UNIT RESALES

SOURCE: Condominium Plan Book

I

AVERAGE NO. | 1.05
oF SALES l(tlo. of Sales=1098)
PER UNIT l(tlo. of Units=1045)

NO. OF TII'TES
I]NITS HAVE
BEEN SOLD

7. oF
TJNITS

None 33.4

1 45 .36

2 12.44

3 4.02

4 2.58

5 r.24

6 .67

7 .L9

I 0.0

9 .10



OJ

in the turriover ,"r".L6

The relaËive stabilÍty of the condomÍnÍum population indicates

ÈhaË condominíums are uËilized by some porËions of the occupants as

t'permanent" homes rather than merely as a transient step. However the

higher number of resales particularly evídent ín the older condominiums

also indÍcates that condominiums serve as a temporary substitute to other

segments of the occupants who are able to afford oËher ownership optíons.

Proportion of Ov¡ners hlho trr]ere Prevj-ouslv Tenants in Conversions

The proportion of ov¡ners who were previously tenants in conver-

sions will give an indication of the proportion of tenants who are

able to afford the monthly costs of condominium ownershÍp.

9 of the 13 condominíums (55.09% of the total units) sampled were

.17conversions. Occupants in only 26.097" of the converted uníts (9.35%

of the ov¡ned units) were previous tenants in the projects. The

demographíc characteristics of these owners indÍcates that they vary

in terms of marÍtal status, emploSrment status, household síze and age;

however, they are usually in the upper income brackets.lB

Such a small proportion of ol¡ners who \¡rere previously tenanËs

índicates that most tenants have moved ouË, possíbly because they

L6. 52.5L"/. of ov¡ners staÈed they would probably or definíte1y noË
sell theír uniËs within the next 3 years, whereas only 20.862 stated
they would probably or defínítely sell. (26.62"A were undecíded).

17. The converted condominiums r,¡ere: Dorset House, SouËhwood
Green, Pinewood Village, Executive House, Sansome and l^Iestr¡ood Drive,
411 Cumberland, Ness Square, Crescentwood Gardens and Spanish Courts.

18. 7 of the 13 ov¡ners have incomes of aË least $20,000; 1 is
ín the $15,000 to $19,999 income caËegory, whÍ.le 2 are ín the $10,000
to $14,999t 1 is in Ëhe $5,000 to ç9,999 and I is under $5,000 income
category.
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could not afford the units as condominiums.

Previous Dwellings and Tenure of Occupants

The previous dwellings and tenure of occupants will indicate the

proporEion of ov¡ners who are possíbly first Ëime buyers and hence the

probability of the condominiurn beíng utilized as a substitute rather

than as an alËernative form of housing.

Occupants in 36.5% of the units had previously ov¡ned whereas

occupanËs in 63.57" of. the units had previously rented. Hence, the

rnajority of t.he condominium occupants are quite possibly first home

olrners. A breakdovm of the type of units ordrred and rented indicated

Ëhat only .67" of Ëhe occupanËs had prevíously ov,rned a condo¡ninium

tor,¡n house and only 1.27" trad previously owned a condominíum apart-

ment. Hence, for the majority of the occupants, condomíniurn líving

!¡as a novel 
"*p.ri"rr"..19 There \¡rere more occupants ¡¿ho were prevíous

ordrlers movÍng into tov¡n house condominj-ums as opposed to apartmenË

condomíniums (40.7"Á vs 32.Li|) and more occupanËs who were previous

tenants, moving ínto aparÈment condominíums as opposed to to\,.n house

condominiums, (67 .9"Á and 59 .37. respeetívely) .

The prevÍous dwellings and tenure of occupants indicates ËhaË

roughly one Ëhird of the occupants were previous ov,rners, thereby indi-

eaËing that this group may be utilízing condominiums as alternatíves,

while the two Èhirds who were previously renters may be utilizing

condominíums as substitutes.

19. It is assumed here that. occupants had not
condominium prior to Ëhe dwelling they were 1íving
before Ëhey occupied their condominium units.

been living in
in im¡nedÍately
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Other Types of Dwellíng and Tenure Considered Prior to Purchase of a

Condominium Unit

Other types of dwelling and tenure considered prior to the pur-

chase of a condominium will indicate the oríginal íntentÍon of buyers

whích will further infer possible reasons for Èhe choice of a condo-

miníum.

From the total population of or,rners, 48.2% considered other types

of dwelling units and tenure before they bought Ëheir condominiums.

From these oI,ùners, 70"/" seriously consídered the ovrnership option whí1e

30"/. seriously considered renting. The most seriously considered

type of dwellings were the single family dwellings for ovrnershíp

(56.72"Á) and apartment units for rental accommodation (25.371!).

RelaËívely few of the owners considered either owning (I.49"1) or

rentíng (2.997") a condominium tor,,¡n house. 0n1y 4.482 considered

ornming an aparËment condominium. hhen the uniËs vrere grouped into

town houses and apartments, figures indicated that o\,¡ners living in

condominium to\nrn houses had more seriously considered the ovrnership

option (76.747!) than owners living in apartment condomíníums (53.09'/").

Other types of dwelling and tenure considered prÍ-or to the pur-

chase of a condominium indicates that more than half of the owners

considered ovming a single family dwelling. This iurplies therefore

that they uay have had to opt for a condominium ínsËead, because of

financial restraints.
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Next Dwelling and Tenure Desired2o

The next dwelling and Ëenure desired will indicate the aspira-

tions of the buyers and wheÈher the condominium is being utilized as

an alternative or a substitute.

0f the 155 unít oÌrners thaË responded, a signifieant proportion

(83.237") felt that if they \,rere to move from theír units, they r¿ou1d

buy their next dwellíng. More than half of these owners felt they

would buy a single family dwelling (44.527!), while L9.35% felt they

would buy a condominium tor,m house and 16.L3% f.eLt they would buy a

condominium apartment. Examination of preferences of tov¡n house condo-

miniums versus apartment condominiums indicated Èhat tor,m house occup-

ants tend to favor the ovmershíp option (90.72 ovmership vs 9.3"/" rental)

more than apartment occupants (74.072 or,mership vs 25 .93"/" rentul).2I

The aspiratíons of buyers, strongly favoring the or^mershíp of a

single family unit, confírms the belief that at least half of the

occupants are currently not in a position to buy a single family

dwe11íng and have chosen condominíums as a second choice of ovrnership.

The following findings have emerged from the above review of

occupancy characteristics. The najority of units are occupied by 2

people or less who are mostly o\¡Jners havíng occupied theír units for

a relatívely short period of tiroe. In conversions, a very smal1 per-

centage of previous tenanÈs (generally with relatively high incomes

20. Occupants in only 92.8I"Á of the units sampled responded to
thís quesËion. The remaining occupants staEed that they had either
never thought about the ídea of moving or that they had no intentíons
of moving.

2I" These results may be due to Ehe fact that Èhere are a greater
proportion of renters presenËly resídíng in apartment condominiums who
presently prefer the rental tenure to the ovrnership option.
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buË varying demographic characteristics) have bought units. Most

or¡rners are previous renters and possibly f irst time buyers. Ovrner-

ship of a single fanily dwelling and rental of an apartment unit are

the most seriously considered types of dwelling and tenure prior to

the purchase of Ëhe condominíum unit. Ownership of a single family

dwelling on the other hand, is the next. mosË desired type of dwellíng

and tenure. The owner population is relatively transient with only

half of the owners definite about not selling their unit.s wíËhín the

next three years.

The revier¿ of occupantst demographic and occupancy characteristics

has ÍndÍcated that Ëhe effecËive demand is heterogeneous. The varia-

tion Ëhat exists in the effective demand suggest that condomíniums

currently play a triple role in the I^Iinnípeg housing markeË by per-

forming the following funcËions:

(a) They provide alternatives to other types of tenure. Demand

is generally by older couples and young married couples wíth no

children and síng1e people all with relatively high incomes desiring

condominiurn livíng nainly for conveníence and the type of lífestyle

it offers;

(b) They provide substitutes to oËher types of tenure. Demand

for tortm houses is generally by faurilies r¡ith children, demand for

aparËment units is generally by young marrieds wíth few or no children

ando1dercoupleswiËhnochi1dren,main1yinorder

to gain financial and psychological security with respect to costs

of their housing accommodation; and

(c) They provide a mixËure of alternatives and substiËutes

oÈher Èypes of tenure. Demand is for apartment units generally

to

by
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older and younger couples usually wiËhout children, síngle parents

and pensioners and for town houses by fauílies with children who

cantt afford single famíly ov,rnership and purchase eondominiums in view

of their lower acquisition príces and convenience.

Most of Ëhe lenders (10 our of 13) and developers (9 out of 15)

also thought that condominiums in l^Iinnipeg, have generally provided

both substiËutes and alternatives to consumers. only one lender and

three developers thought they had only provided substitutes while two

lenders and three developers thought they had only provided alter-

natives.

The income sector of the market, lenders most ofËen selected as

provided for by condominíuns, was the mídd1e income sector ($12,000

to $17,999 - 35.7% of responses) fol1o¡,¡ed by the high income (g25,000

and over - 28.67" of Tesponses) then the higher-middle class ($18,000

to $24,999) and the lower-middle class (97,000 ro 911,999) - equarly

17.9% of responses each. The low íncome class (1ess than $7,000),

r./as not picked by any lender.

The income sector of the markeÈ developers most often selected

as provided by condomíniums r,¡as also the nÍddle income sector (37.58"/.

of responses) follor.red by the higher-míddIe income (26.32/. of. respon-

ses), the hígh íncome (2L.057! of responses), Ëhe lower-uriddle (r8.42%

of responses) and Ëhe lower íncome (2.86% of responses).

Hence the above review of Èhe condominium occupantsr demographic

and occupancy characËerístícs as well as opinions of developers and

lenders sÈrongly indicate Ëhe exclusion of lower income consumers from

Ëhe currenË condomínium market. In order Ëo determine to what extent

1o¡¡er income groups constitute the actual latenÈ demand (that is, demand
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by those 1ow income consumers r¿ho desire Èo buy condominíums but are

nonetheless excluded from the market), it is necessary to conduct a

supplementary survey of the lower income population that currently do

noË o\,¡n condomÍnium units. Unfortunately, time constraints did not

permit this undertaking. However, their mere exclusion from the current

market indícates thaË lower income consumers may very well be part of

the laËent demand. The belief on the part of developers that demand

for condominíum or,,rnership is strongest for the lower priced units

presumably by lower income groups, does in fact consolidate thís

suppositíon.

The following section, by looking into the characteristics of

actors on Ëhe supply side -- developers and lenders, will provide

possible reasons for the above cited characterisËics of consumers

who constÍËute the effecÈíve demand.

DEVELOPERS AND LENDERS

The developers and lenders r.¡ho were ínvolved in the registered

condominiums are índícated ín the followíng Table III. B and the sub-

sequent list of lenders Èo indivídual or,¡ners. These lists indicate

that Ëhe developers and lenders ínvolved in the l^Iinnipeg condominium

market are diverse.

Developers include large developmenË corporations, managemenÈ

companies, partnershíps and individuals. Since Ëhe number of reg-

ísËered condominíums to date are sti1l relatively few and the number

of developers many, no one developer is domínant in the field. How-

ever, Qualico Developments, S.C.G. Management and Investments Ltd.,

AronovÍtch and Leipsíc, Carnbridge/Imperial Developments Ltd., Daon
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TABLE III.8

DEVELOPERS AND LENDERS INVOLVED IN THE REG]STERED CONDOMINIIIMS1

SOURCE: Irrinnipeg Condominium RegísËry

1. Those Condoniniums narked with an asÈerisk are conversÍon.

CONDOMINII]M DEVELOPER(S) LENDER(S)
(BLANKET)

LAKEI^IOOD VILLAGE Qualico Developments Ltd. CMHC

THAI,JANI TOI^TERS Sargent ConsËructÍon
(Mr. Thawani)

MTRC

DORSET HOUSE:t Donley Estates Ltd. & Oades
Agencies (undivíded I/2

int eres t )

No Blanket MorÈgage

SOUTHI,IOOD GREEN* S.C.G. Management &

Investments Ltd.
No Blanket Mortgage

NO. 1 EVERGREEN?K Central ApartmenËs Ltd. Investors Group Trust Co. ,
f.nvestors Syndícate Ltd.

PINEI^IOOD VILLAGEà" S.C.G. Management &

Investments Ltd.
No Blanket Mortgage

EXECUTIVE HOUSE''. I,Iilton Holdíngs Ltd. Prudential Insurance Co. of
Ameríca

SANSOME & I.IESTWOOD

DRIVEà"
Hanford Development Ltd. Prudential Insurance Co. of

America, AssinÍboine Credit
Union Ltd.

BERTRAND HOUSE.* Paul Deprez No Blanket Mortgage

CAIVÍBRIDGE SOUTH?t Cambridge/ Irnperial
Developments Lt.d.

Canada Trust Co.

411 CUMBERLAND* Daon Development Corporatíon Great West Life, NorËhwest
Trust Co., N.M. Skalbaina Ltd.

LAKESHORE Cambridge/ Imp er ia1
Developments Ltd.

National Trust Co.

DALHOUSIE SQUARE Black & ArmsËrong Ltd.,
et. al.

I.J.L. Mortgage LËd. et. al.

NESS SQUARE* The Edwin Group Ltd. Assiníboine Credit Union Ltd.

CIIIMNEY FIDGE Qualico Developments Ltd. Fídelity Trust
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TABLE III.8 ConËinued

CONDOMINIIJM DEVELOPERS (S) LENDER(S)
(BLANKET)

GARDENTREE VILLAGE Imperial Developments Royal Trust CorporatÍon of
Canada

CRESCENTI^IOOD

GARDENS:!
Ken Berthiaume The Assíniboine Credít Union

Lrd.

TUXEDO ESTATES Tuxedo Estates Co. Ltd. Canadian Imperial Bank of
Commerce, Morguard Trust Co.,
Alterra Developments.

LAMONT APTS.* John S. Lamont, Robert S.
Ball

Royal Bank of Canada

SPANISH COIIRTS* Maxlor Enterprises Maxlor Enterprises

STRATFORD SQUARE Cambridge/fnper ial
Properties Ltd.

Victoria & Grey Trust Co.,
C.M. H. C.

TI^IIN LAKEST Twín Lake Gardens Ltd. Montrose Mortgage Corpor-
ation, CMIIC

880 CORYDON AVE.?'ç Raymond Massey Construction
Lrd.

Fort Garry TrusË Co. , Þ'rutual
Life Assurance Co. of Canada

SOUTH BAY Taylor Group Corporation Ltd. Royal Bank of Canada

CHAPMAN SQUARE George J. Lis Realty Ltd. Royal Trust Co. , Boady
Construction Ltd,

I,^IELLINGTON PARK
NORTH

Hanford Homes Ltd. Montrose Mortgage Corpor-
ation, B.A. C.M. Ltd.

55 NASSAU* Daon Development Corporatíon Laurentide Financial
Corporatíon Ltd.

HEARTHSTONE ESTATES Hearthstone Estates Natíonal TrusË Co. Ltd.

I^IOODRIDGE GARDENS'.( Greentree Homes Ltd. Investors Syndicate LËd.,
Kinross Mortgage Corprn,

I^iINNIPEG CONDOMINIU
COR.PORATION NO. 33*

Ríchard Gruss Ltd. &

IntersËrucËure Ltd.
Silver Bírch Homes Ltd.,
General Mortgage Co. LËd.

COUNTRY KNOLL Qualico Developments Canada Permanent Trust Co.
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Lenders to Indívidual Ornmers:

Lakewood Village:

Central Mortgage and Housing Corporation (CMHC)

Sun InvestmenËs Ltd.
N.B. Mcleod & Assocíates Ltd.
AircrafËers Credít Union Ltd.
Astra Credít Union Ltd.
Beneficial RealLy Ltcl.
Pacific Finance Acceptance Co. Ltd.
Avco Financial Services Realty
Dovercliffe Mortgage Co.
C.A.C. Realty Ltd.
Bank of Nova Scotia
Keystone Management Ltd.
Canada Permanent TrusE Co.
Federal Employees of ManiÈoba Credit Uníon Ltd.
Robbje Holdings Ltd.
Kinross Mortgage Corporation (Canadian Imperial Bank of Commerce)
Assiniboine Credit Uníon Ltd.
Fort Garry Trust Co.
Anna Lee Investments Ltd.
Investors Syndícate Ltd.
Royal Trust Co.
Manitoba Teachers Credit Union Ltd.
Fidelity Trust Co.
Co-operatíve Trust Co. of Canada
Riverton Realty Services
Royal Bank of Canada
Bank of Montreal
A&MlnvestmenËsLtd.
Chimo Investments LLd.

Thawani Towers:
C}trIC
New Townhouse Owners Ltd.
Fidelity Trust Co.
Bank of Montreal
Manitoba Teachers CrediË Union
Huron InvestmenËs Ltd.
GreaË l^lesË Líf e Assurance Co.

Dorset House:

Cufs Loan Corporation Ltd.
Kinross Mortgage Corporation (Canadian Imperial Bank of Commerce)
Steinback Credit Union Ltd.
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Southr¿ood Green:

NaËíonal Trust Co. Ltd.
Korfam Finance Ltd.
Bank of Montreal
Lark Mortgage Holdings Ltd.
Assiniboine Credít Union Ltd.
Manitoba Teachers Credit Union

Pinewood Village:

Montrose Mortgage Corporation Ltd.
SË. Alphonsus CrediË Union Ltd.
Canada Permanent Trust

Executive House:

Teachers Investment & Housing Co-operative
Holy Spirit Credit Union Ltd.
Kinross Mortgage Corporation (Canadian Imperial Bank of Commerce)
Investors Group Trust Co.

Sansome & tr{estr+ood Drive:

Assíniboine CrediË Union
Hanford Development Ltd.
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Development Corporation and Hanford Development Ltd. have been

relatively more involved than the rest of the developers in l^Iinnipeg.

Most of the developers in the market engage ín a variety of

product.íon functions. Survey results índicate that of the 15 devel-

opers, B are involved ín assembling, servicing and selling land; 3

engage in engineering functions; 1 in surveying; 6 in planníng; 5 in

architectural design; 2 in the production of building and construction

materials; 1 in prefabrication; none are involved ín landscaping; 6

are Ínvolved in construction; 9 in marketing; 5 in mortgaging and 8

in properËy management.

The lenders (blanket as well as indívidual) ínclude Central Mortgage

and Housing Corporation, Manitoba Housing and Rene\,/al Corporation, trust

companies, chartered banks, lífe ínsurance companíes, credit unions,

development companies, loan companies, construction companies and

realty iuvestmenÈ fínns.

Most of the lenders intervier,¡ed had supplied constructíon loans as

v¡ell as in some cases individual loans to developers and consumers of
.22condominiums. They were of different types of lendíng ínstitutions

including 5 Ërust companies,2 eharEered banks, 2 mortgage co-ops, 1

credít union, 2 government agencies and 2 Iife insurance companies.

The most conmon Ëypes of financing provided by these lenders ¡¿ere

constructíon loans and long term uniË first mortgages to fÍrst oerners

(each provided by 61.5% of the lenders inËerviewed). The next most

colnrron type of finaneing provided was long term unit firsË mortgages

on re-finances (provided by 46% of the lenders). Bridge financing

was provided by 23"/" of the lenders. The least conmon types of

22. Two of the lenders: Prudential Life and Canada TrusÈ, had
not made any loans for condomíníums ín l^Iinnipeg.
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lending were long term unit second mortgages t.o first olJners

long Ëerm uniË second mortgages on re-finances, made only by

the lenders.

CMICTs involvement in Èhe Llinnípeg condominíum field ís índicated

in Table IIT.9 below.

TABLE III.9

Amount and Number of NHA Mortgage Loans Under
Condominium Tenure Made by Approved Lenders and CMIIC

SOURCE: Cl'fHC StaËistics (1977), TabLe 74.

The above figures indícaEe that CMHCTs involvement has been minimal

to date and ÍËs role in direct lending is diminíshing. CI"íHC has, in

general, limited its involvement to the ínsurance of loans by approved

lenders and to the making of direct loans (on new construction only).

The above discussion of who the developers and lenders in the

Irrinnipeg condominium field are, reveals that the suppliers of cons-

tructed uníts and financing are varíed. There does seem to be some

evidence of an oligopolisÈíc market strucËure. Due to the fact that

Èhe total number of registered unÍts in the market is relatively sma1l,

the domÍnance of some firms, is noÈ always obvíous. Nevertheless,

and

one of

YEAR

TOTAI, NO.
OF NHA
APPROVED
LOANS

TOTAL NO.
OF UNITS
I^TITH

APPROVED
LOANS

TOTAL
AMOI]NT
OF LOANS

($)

zoF
LOAIìS BY

APPROVED
LENDERS

7" oE
LOANS

BY
CMHC

l-967
to

r97 6

308 308 5, 395, 0oo 39.94 60. 06

r97 7 42L 42r 16,550,000 100 0
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what is quiËe obvious is that those wiËh the greatest involvement in

Ëhe market tend Èo be the bigger developers and invesEors. Hence,

t.hose totally excluded or with limited involvement in the market tend

to be surall developers, small investors in the private sector and all

1eve1s of governmenË. The exclusion of Ëhese groups and the dominance

of the markeË by the Larger firms indicate that the developers and

lenders currenËly involved ín Ëhe market possess a great deal of

market por^/er in terms of the prices they can charge for the uniËs and

the consumers they can select for lending. The following chapter

will further the examination of the prívate sector operations by

looking into the behaviour of market participants, thereby outlining

the undertyíng reasons for the nature and degree of their involve-

ment.



CHAPTER IV

THE BEHAVIOUR OF MARKET PARTTCIPANTS
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This chapter wí1l examine Lhe factors influencing the naËure and

the degree of actorsr involvement in the market. Reasons for involve-

loent, liurited or non-involvement on the part of consumers, developers

and lenders as obtained through ínterviews with Ëhe acËors, will be

discussed. Thís chapter by presenting the vier"rs of market parËicipants

with respect Ëo buying, constructing and/or converting and lending for

condominium units in l,Iinnipeg wíll serve to provide an understanding

of Ëhe nature of the past and current growth patterns and indícate

the potent.ial for future growth. In partícular, reasons for limited

or non-participation of lower income groups as a re-sult of developers I

and lendersr praetíces and attitudes toward construct.ion for and lending

to Ëhis group of consumers, wíl1 be highlighted. These findings will

be essential to the thesís in Ëhat Ëhey will reveal the underlying

behavioral obstacles preventing Ëhe parÈicipatíon of lo¡.¡er income

groups in the condoniníum market, hence providing the grounds upon

which policy proposals will subsequently be made.

CONSUMERS

(1) Reasons for InvolvemenË

Reasons for consumer ínvolvement in the condominium market ltere

obtained from answers Ëo questions with respect to re-asons for pur-

chasing units, the type of dwelling and tenure the occupants r^¡ould next

Ì,rant to move to and the amount of influence varíous factors had on

consumer demand for condominiums.
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(a) Reasons for Purchase

A great variety of reasons was given for purchasing uníËs.1 The

three reasons indicated to be the most ímportant qrere: firstly, ease

of maíntenance (57.55%); secondly, to build equity (46.042); and thírdly,

to lower the acquisitíon price (34.53"/"). Other reasons indícated as

being one of the three most Í-mportant reasons, in descending order of

imporÊance were: "1ike Ehe area" (28.06%), proximiËy to work and shop-

ping facilities (I8.7LZ), need for more space (1-0.79"/.), lower mortgage

payments (L0.077!), lower dor,,rnpayment (8.63%), proxímity Ëo friends and

relatives (7.L9"/"), use of recreational facilities (6.47%), tax benefíts

(4.32/") and need for less space (3.67"),

The variation in responses was also reflected wíËhín the indivi-

dual condominiums examíned. Within all condomíníums however, the

reasons Ëo build equity and ease of maíntenance \üere two of the three

most importanË reasons in the decision to purchase. This was not the

case with lower acquisítion price as this reason did not seem to be

very important in the decision of the greater proporËion of buyers in

Dorset House, Executíve House, Crescentr¡ood Gardens and Tuxedo Estates.

Other reasons given for purchasing units included: lower Ínterest

rates, design and. síze of the project and unit, preference for apart-

ment living, freedom to decorate own unit, preference for oumership,

prot,ection from rent increases (stabílity of monËhly paymenËs), seeurity,

l. Many of t.he reasons gíven for purchasíng condominium uniËs
níght very well apply to any other type of ornmed housÍng. Those rea-
sons which would be particularly applicable to the purchase of a con-
dominiurn per se include: ease of maintenance, lower acquisitÍon price
(depending on the project), availabilíty of recreational facilities in
the project, tax benefits, preference for aparÈmenË/tor"m house 1ívíng
and physícal securíty.
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inabilíty Ëo move because of physical handicap (in conversions), appli-

ances, fireplace, fewer children and anÍmals.

(b) Reasons for Next Dwelling and Tenure

Inquiry into the type of dwelling and tenure o!.rners desire j-n

Ëheír next move indicated that a significant portion of respondents

want to o\,fir a condominium unit. Reasons given included the following:

(1) Financía1: rapidly increasing cosËs of rental accommodation;

stabílíty in monthly payments; securíty of investment; tax shelter

províded by re-investment of capital gain from sale of previous home;

high cosËs of single family dwelling ovmership and hedge against in-

flation.

(2) Preference for whaË the condominium has to offer -- (life-

style as well as physical amenities): privacy; freedom from maintenance

and responsibílities; freedom of mobilíty; security; smal1 yard; rec-

reational facilíties; proximity to outdoors; ordnership and greaËer

freedom with control over property; a less transíent populaËíon Ëhan

ín renËal uniÈs; better maintenance and upkeep; better neighbors, that

ís, no drifters and greater social interaction.

(c) Influence of Factors on Consumer Demand

The developers t response to the question on the amount of Ínflu-

ence varíous factors had on consumer demand for condominiums gave sÍm-

ilar result.s. Freedom from maintenance, 1o¡¿er príces than single farnily

dwellings and good investment were felt to be the factors having Èhe

greatesE influence. One developer stated thaË anoËher facÈor whích was

quiËe influential on demand by the older couples was the ability of the

spouse to remain in the unit, in Ëhe evenË of death.
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(2) Reasons for Limíted or Non-Involvement

Although reasons for consumer involvenent ín the condominium

market appear to be numerous, at least as many reasons were given by

lenders, developers and consumers for theír limited involvement in

the market. They are as follows.

(a) Financial

Lenders and developers indícated that the lower income gtorrp"2

are automatically excluded from ov¡ning a condominium since they are

not able to afford Ëhe financial costs of condomínium or,rnership such

as Ëhe downpaynent, the mortgage payments and the increase ín nonthly

management and maintenance fees.

The results of the question with respect to the íncome leve1 of

those consumers not purchasing units ín converted projecËs and the

reasons for not purchasing also indícate the financial costs to be a

sígnifieant barrier to condominíum o''¡nershíp. 10 out of the 15 devel-

opers int.erviewed v¡ere involved in conve::sÍons in the I^linnipeg market.

7 of of the 10 developers stated Èhat less tlnan LO% of the existing

renËa1 tenanËs purchased uniËs in the projects. The greatest per-

centage of Ëenants reporËed Ëo have purchased units r¿as 30.392 in only

one of Ëhe projecËs. Hence a very small percentage of existing tenanËs,

if any aÈ all, purehase units in projects which are convertíng to con-

domínium. Although a varíeËy of reasons vrere given for tenants not

purchasíng units, almost half of Ëhese reasons were fínancial -- tenants

eiËher could not afford the down payment or the monthly payments. One

developer cornmented thaÈ tenanËs would defínitely \ùant to buy if theír

2. Consumers whose incomes are less than $12,000.
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monthly cosËs did not differ from their rents.

All of the tenants not purchasing uniËs were reported to be

receiving annual incomes of less Èhan $17 ,999. 67% of. these were

reeeiving incomes of less Ëhan $111999. Hence, a sígnificant portion

of tenants are forced to move out and do not buy units because Ëhey

are noË in a financial position to afford the units as condominiums

even though they may be able to afford them as rentals.

(b) Preference for Rental Tenure

The next most frequenËly given reason for tenants not purchasing

uníts r¿as Ëhe preference for rental Ëenure. For example, in one of the

projects, the developer stated that under LO7. of. the tenants bought a

unit even though the downpayment was only $500 and rnonthly palrnenËs

r¿ere relatively low because of the low acquisition price. He added

that Ëhose who did not buy units merely pereeived themselves as Ëenants

and did not want to be tied dolrn wiËh ownership.

(c) Preference for Single Family Dwelling Or,¡nership

hrhen asked r.¡haË type of dwelling and tenure Èhey would next want

to nove to, a significanË portion of the respondents (44.52%) indicated

preference for single famÍly dwelling units. This response irnplies

that one reason for consumers noÈ buyíng condominiums is that Èhey

prefer to buy single farnily dwellings and as we1l, that some of the

o\¡rners presenËly 1ivÍng in condominiums are usíng t.hís form of or^mer-

ship as a transient step to the or^mership of a síngle family dwelling.

In fact, a number of these consumers stated that Ëheir ultimate goal

was for ornmership of a single faurily dwelling and Ëhat condomÍniums
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T^rere merely a transition Ëo Ëhat goal .3 Orra occupant's comment sums

up their feelings: "a síng1e family dwelling is considered a step up

and an improvementtt.

(d) PsychologícaI

The general opinion anong the lenders and developers was thaË

the condominium concept is still a relat.ively new one and that it is

partícularly diffícu1t for l^Iinnipeg consumers, who are "relatíve1y

conservat.ivett compared to consumers in other major centers, Ëo accept

Ít as a form of ov,rnership. One lender felt that presenËly there is a

psychological block to consumers accept.ing the condominium as a form

of housíng for people other than those in Èhe lower income brackets.

He added that only Ëhe success of luxury condomíniums will enable

people to accept this form of ovmership. Another developer commented

Èhat housing consumption behaviour among some renters Ì¡/as based on a

rrrenters'psycholoBy", that is, the ínability to adjusË to the idea

of ovmership.

(e) Unsuitability of Units for Horoe Ov¡nership

Occupants indicated, Ëhat since condominíums r^7ere to pr'tvide

onmership rather than rental tenure, they would give cor:sideration to

a number of aspects with regard to the project and/or unit in exercisíng

3. Specific reasons given for preferring single family dwetling
ornmership as opposed to condominium or^mership included Ëhe following:
more suítable for famÍly lífe; provídes greater ínternal as well as
external space (yard, parking, basement); provides for greater control
over property -- índependence in decísion making, tnanagement, alter-
aËíons t.o structures; provídes for greater privacy, non-involvement
rt¡iËh othersr problems; provides greater financial security because of
the greaËersigníficanceof the land element in ínvestment; in order Ëo
have pets; in order to have a garden and finally the desire to do one's
orrn maíntenance rather than pay for it.
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their decision Ëo purchase. Variables whích vrere menËioned as affecting

the suitability of a condominium in províding owned accommodaÈion ¡¿ere:

(1) structure type of building: A number of respondents stated

Ëhat they would not desÍre to orrn a uniË in a high rise aparËment

although Ëhey rnay be willing to renË one. Smaller projects íncluding

low ríse aparËments, tor¡n house and garden type condominiums were

indicated as beJ.ng more desírable for o¡¿nership since, in such projects

it is easier for oumers to reach concensus on decisÍons and to identífy

themselves as part of a ttmini-communítytt; inËeracËion between occupanËs

is facilitated and o¡n¡ners have easier access to outdoor space. One of

Ëhe lenders conmented that the torrm house or garden apartments are

particularly attractíve to purchasers since Èhey are much more like

semi-detached or single family units.

(2) location: Some occupants felt that uníts located in the

downt':wn area \¡/ere ideal for or^¡nership since they provided the conven-

íence of easy access to work and other central facilíties, whÍle others

preferred to be in locations other Ëhan dov¡ntornm when considering Ëhe

orn'nership option.

(3) space in units: Most occupanÈs felt thaÈ if they were to

ínvest in ovrnership, the units should provide ample space.

(4) facilitíes in uníts and projects: Some occupanËs felt that

units to be owned should include r¡ashers and dryers, lots of closet

space, air conditioning, balconies, ample parking and recreaËional space.

In general, the occupanËs felt that uníts offered for sale should

be designed in such a r^ray that they offer features consumers r,¡ould

I¿ranË to have when naking a ttrelatively permanenttt investment. A

number of tenants intervie¡,¡ed in a condominium Ëhat r,¡as in the process



84

of conversion, felt that as Ëhe project was originalry designed for
rental accomrodatíon, it was not suiËed to condominium ownership. one

developer conmenËed that a major error condominium developers have made

is to take a plan for rental units and try to market ít as a condomínÍum.

He stated that the inherent economics and Ëhe design crÍteria for rental
projects (tovm house or high ríse) are not the same for the condomínium

markeË where people expect more in severar importanË respects such as

good location and good design. Good design is expected ín Ëerms of
parking, landscaping, unit size and amenities.

The above revier¿ of factors indicate many reasons influencÍng the
nature and degree of consumer involvement. Ease of maintenance, to
buí1d equíty and lor¡er acquisition priee stand out as the three greaËest

attractíons of condomi.níum uniËs. on the other hand, reasons such as

financial costs of condominium ownership, preference for rental tenure,
preference for single famíly dwellíngs, psychological block to accep_

ting the condomínium as a form of ov,¡nership and unsuitabílíty of units
for or,'¡nership stand out as important factors depressing demand for
condominíum units.

These results indicate some important aspects of demand for con_

dominiums' First, the dernand is heterogeneous in terms of the reasons

for consumers buying units; hence Èhís form of ovmership serves a r^¡ide

cross section of Ëhe populatíon displaying differing needs and expec-

tations' As a result, condominiums currently províde both substitutes
and alEernatives to differing segments of the market. second, there
currently exÍst strong forees, related to the att.itudes of consumers

towards condominíum ormership, that simultaneousry depress as welr as

ÍnËensífy the overall denand for condominiums. As a result, indications
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are that while those r,¡ho have chosen condominiums as alternatives have

accepted them as a suitable form of housing; those utilizing them as

substitutes accept them as suitable housing until the time they can

afford single farnily dwellíngs. In additíon, some of those r,¡ho have

not yet entered the market do not accept them at all as providing

feasible ownership options.

These findings once more indicate that Ëhe potential for the

condominium in serving large segments of the population is great. In

order to increase the demand however, ít is evident that the attitudes

of certain segments of consumers Ëowards condominium o\,rnership has to

be alËered. It is most imporËant that there is an increase in demand

for condominiums as a suitable permanent substítute from the consumer

population in general. Condominiums can then serve the lower income

brackets by presenting savings to government, which can be directed to

the subsidization of condominium housing for Ëhis particular group of

consumers.

DEVELOPERS AND LENDERS

Al1 of Ëhe developers and construction lenders $rho were involved

ín the condominiums that were regisÈered prior Ëo January 1, 1978 were
lt E,

inÈervierved. A separate guesËionnaire vras formulated for each group.-

Three major difficulties were encountered in the formulatíon of the

4. Ti¡ne constraints prohibited interviewing developers and len-
ders r¿ho were noË involved in the market. Lenders intervier,¡ed included
only those that had províded constructíon loans for the 13 projects.
However, some of Ëhese lenders had also províded índividual unit mort-
gages.

5. See Appendix II, III, and V for questionnaires used in the
ínterviews with developers and lenders and list of developers and
lenders interviewed.
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guestions as !rel1 as in the attempts Ëo answer them. These díffícultíes

were related to the following factors:

(1) rnherent characteristics of the condominium market: A liter-

ature review índicated thaË apart from the common legal definition of

condomínium, ttthe condominium markett' itself \,Jas segmented into a number

of sub-markets. The development's díffered from one another in terms of

cosËs' registration process, marketing and ovrnership experiences depen-

ding upon wheÈher they were apartments or to\,m houses, whether they

were nev¡1y constructed or converLed, theÍr locatíon, size and design,

the income unrket Ëhey were geared to, Ëhe familiarity of the developers

involved with the condominíum concepÈ as well as theír general level

of expertise in the house building industry and theír por¡rer in terms

of obtaining financing, approval and quick marketíng. The existence

of a great deal of segmentation ín the market presented ruany difficul-

t,ies in formulating questions. As well, a great deal of difficulty Ì¡ras

encountered by Ëhe respondents as Ëhey felt iË vras very diffícult if

noË Ínappropriate to generalize abouÈ the condominium market.

(2) Gror,sth and development characteristics of condominiums ín

I^iinnipeg: Although the Manítoba condominium AcË was passed in 1968,

the condominium concept, even after a períod of t.en years appears to

be a relatively neÌ^I one t.o lenders, developers and consumers ínvolved

in the l^Iinnipeg market. such lack of experíence necessarily 1ed to a

Tesponse which reflecÈed upon isolaËed individual experiences rather

Ëhan placing any one indivídual development in the perspective of the

rest of the ma¡þst experience. The ínterpretation of responses v¡as

carried ouË in consideration of this fact.

(3) Biases - Subjective Opinions: In a market characterized by
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competition and success dependent upon public opinion, responses in

an intervíe¡¿ r¡i11 inevítably be biased and subjective rather than

objective. This fact r,¡as also Ëaken into consideraËÍon and an attempt

qras made to present an objective analysis in the líght of a variety of

infornation gathered from varíous sources.

Since the naËure of the daËa is qualitative, responses

be tabulated with any precision in most cases and are hence

belor,r r,¡iËhout tabulation.

could not

presented

DEVELOPERS

(1) Reasons for Invol-vement

(") High cost" of "od Límit"d R.tn.os ott Rental Developrert

A number of developers indicated that a very signifÍcant reason

for their and other developerst involvement in the condominíum market

is the hígh costs and limited returns in rent,al housing development.

As one North vancouver Architect, Leo Lund, comrents: "After all, you

can only charge so much for rental housing without pricíng yourself

ouË of the market. on the other hand, people must have accommodatÍon

of some kind, and they donrt seem to balk at buying -- even at in-

flated prices".6 rnflated prices for 1and, (which has in particurar

influenced involvement ín conversíon), high costs of construction,

smaller loan amountsT and limited reLurns as a result of renË controls

6. Canadian Building, October Lgl2.

7 . The difference between lenders r assessment
a renËal and condomíníum ís about 20"/".

of a building as



8B

have made buildíng for rental a "risky business".S

A number of developers stated that rent controls were partícularly

influenËial in the growÈh of the condomínium market. One commented

Ëhat before rent controls there was an 8% to 102 return. Ho\,rever,

after rent controls and the increases in the costs for utilities,

nanagement and construction; ret.urns decreased Ëo 4"/" to 6% makíng

ínvolvement in rental accommodation no longer viable and resulting in

the diversíon of acËivity to constructíng and converting existing rental

buildings to condominíum form of housing.

(b) 502 Tenant Approval Legislarion

A number of developers tried to convert before this bilr was

passed in order to avoid the difficulties of converÈing at a later

date; íf and when it became necessary.

(c) Cash ReËurns

Since there is no cash return on investment ín a rental apartment

block, for Ëhose developers who desire to cash out, converting to condo-

minÍum,has been the only neans.

(d) Desire to Get Involved in Condominium New Construction and Conversion

7 of the 9 developers r¿ho built new condominÍums in llinnÍpeg in

the past, stated they would get involved in condominium new construction

agaín. Reasons included: percepËion of a strong demand particularly

8. A hlinnipeg lenderts comments examplifies the increase in the
cosËs of providing rental accommodation. He stated that a developer,
7 years ago, could buíld a standard 10 storey apartment buirdíng for
roughry $10r000/2 B.R. suíte. A recent estimate for a nevr 80 unit
building being considered for a Pembína Híghway site was $33,000/suite
-- a cost that would have required a nonÈhly renË of $485.
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for well designed, well located projecËs; potential for hígh profits;

specialization in condominium development and the desire to increase

involvement in a neT¡r concept. 7 of. the 10 developers thaE were involved

in conversions in I,Iinnipeg ín the past, stated that they would again

get Ínvolved in condominium conversion. The most frequent reason given

was for profits.

Developers in general felt that condominíums \¡/ere a challenging

form of real esÇaËe development and that they would geË involved as

long as Ëhe circumsËances in the market. provide a profitable return on

ÍnvesËment.

(2) Reasons for Limited or Non-Involvement

As challenging as Êhe involvement in the condominium market uray

be, as one developer stated: ttcondominíums are a r¿onderful concept

but present cerËain difficultíes all the way". As a result., there are

rlumerous reasons for the developersr linited or non-ínvolvement ín the

markeË. trnlinnipeg lenders and developers have indicated the following:

(a) Conplexity of the Condominium Concept

The lega1 framervork of condominium development and management

is a complex one existing r¿ithin the structure of the relatÍvely

sínplistic housing industry. As a result, iË requires expertise Ëhat

developers are currently noË in a posÍtion to provide.

(b) MarkeÈing of UniËs

ì4any problems have been faced in the markeÊing of condominium

uniÈs. Theyare as follows:

(i) A very frequently mentioned problen was the unfamilíarity on

the part of consumers, as well as lawyers, developers and lenders v¡iËh

Ëhe concept of condomÍnium ohrnership; hence preventÍng íts acceptability.
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It uras stated that consumers in general still prefer the síngle family

dwelling and are not conscious of the fact that condominiums can be

excellent, good, bad, or horríble depending on the projecË and the

needs of Ëhe índividual farnily. As a result, ít was stated that the

markeË in l,IÍnnipeg for condomÍniums j-s small and developers find they

cannot markeË uníts fast. enough. This problem creates Èhe need to rent

ouË units in order to provide the necessary cash flow.

(ií) Another frequently mentioned problern in marketing units was

their selling price. It r¿as st.ated that or,øners wísh to se1l at prices

that prohibít sales. One developer commented that one reason for the

high prices of condominiums vÍas the high profit requiremenËs as a

result of the inherent high risks that are involved in developing and

marketing unÍËs in a market such as Ëhat, of l^iinnipeg, where the concept

has not yet been fu11y accepËed and understood, making Èhe viability

of the project as a condominíum questionable. Another reason sËated

was that condoninium construction and development has a number of in-

herent cosËs that prevent the selling of units at. prices which would

incur monËhly costs similar to what tenants would be paying as rent

for símilar accolnnodation.

As a result, the involvement of developers ís limiÈed to markets

oËher than the lower income market. rn fact, 73.33% of the developers

felt that ic is not economically feasible to develop cond.ominiums for

all levels of income.9 A1l developers whích fell into this category

chose Èhe less than $7 r 000 income bracket as being economieally ínfea-

sible to develop for. 63.647" aLso chose the g7,000 to 911,999 caregory

9. It úras
income for total

assumed that all
nonthly payments

consumers will be paying 25% of. their
including maintenance and utility fees.
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and 18.182 chose rhe $12,000 ro $17,999 bracker.

Most of the objectíons stated in developing for these income

groups were financial raËher than practical. With respecË to fÍnancÍa1

objections, it was belíeved that due to high consÈrucËion costs, high

building standards and much bureaucratic red tape, prices of uníts are

Ëoo high prohíbiting the lovrer íneome classes from being able to afford

the earrying and operatíng costs of new condominí.r*".10 One developer

stated that sínce the condominium is a form of ovmership rather than

merely a form of housing, it costs 50% to 1002 urore than rent.ing similar

space. In general, ít was felt Ëhat it was more likely for developers

to go ínto conversions for the provision of lower príced units rather

Êhan new constructions, since Èhe costs are too high requiríng an in-

come of at least $15,000. One developer stated, that because of the

high costs of development, t'people who are supposed Ëo benefit will get

sËuck".

PracËieal objections such as the following were given: damages

seem Èo occur more frequently in uníts or,¡ned by lower income people,

lower income consumers do not have knor,rledge of or experience ín

managemenÈ and Ëhat in I{innipeg Èhere is a large inventory of older

houses (value $30,000 and below), available for lower íncome consumers.

(íii) Location \,ras nentioned as being an extremely imporËant

factor in determining Èhe success of markeËabÍlity. It r¿as stated

10. The problems faced in Ëhe 1ow income condominium market and
the reacËions of the developers r¡rere examplified in Vancouver. Here,
the first condominiums vJere aimed aÈ Èhe low-income families. However,
many developers since found thaÈ building for 1ow income or¡rners r^ras a
risky business because of purchasers defaulting payrnenËs and problems
of re-possession. As a resulÈ, builders then aimed at Èhe middle
income or hígh income groups.
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that the unavailablity of suitably located land which was either

zoned or potentially zoned, prevenËed developers from meeting Ëhis

criËeria. Other developers have noË been ínvolved in conversions

prinarily because of the unsuitable locations of the projects.

(iv) Poorly designed uniËs were also mentíoned as hinderi.no

the success of sales. It was sËaËed Èhat consumers, when buying

housing accommodation, generally desire and require greater ameníties

than they do as tenants.

The respondenËs raÈed Ëhe importance of factors influencing

the success of condomínium marketability. Thís is índicated in the

following Table IV.1.

The acquisition príce and location of projects were tv/o factors

felt to be either crucial or aË least very important in ínfluencíng

the success of condominium markeÈabitity in Wínnipeg, by most (86.77!)

of the developers. The remaining factors, ín order of importance

r¡rere: financial arrangements, size of uniËs, cosË of rental uníts,

acguisition price of other ov,rnership options, sLze of projects,

structure type, availabilíty of other ownershÍp options, availability

of other renÈa1 options, whether the project vüas a conversion or new

construcËion and financial arrangemenËs for other options. Four

factors which were felË to be at least moderately important by all

developers ü/ere: acquisiËion price, financial arrangements, locaÈion

of projects and size of units.

(c) Dífficulties with Financing and Lenders I Policies

Of the 15 developers, 9 felt that the lenders restrícted them

in Ëheir ínvolvement with condominiums. The following restrictíons

hiere menLioned:
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TABLE IV.l

Importance of Factors Influencing Success of
Condominium Marketability as Perceived by Developers

SOURCE: Developerst Questionnaire

NO. OF

RESPON-
DENTS

CRUCIAI -
VERY
IMPORTANT

(1¿)

MODERATELY
IMPORTANT

(%)

OF LITTLE
TMPORTANCE -
NOT AT AIL
IMPORTANT

(%)

AcquisitÍon príce 15 86.7 13.3

Financial arrangements 15 80. 0 20. 0

Location of projects 15 86.7 13.3

Size of units 15 60. 0 40. 0

Size of projects 15 46.7 40. 0 13.3

Structure type T4 42.9 42 .9 l-4.3

Lrhether conversion or
new construcËion 13 53. 9 7.7 38. 5

Acquisition price of
oEher opËíons

15 60 JJ. J 6.7

FinancÍal arrangemenÈs
of oËher options 15 26.7 53 .3 20.0

Availabílity of other
options for ownership 15 40. 0 46.7 13 .3

AvailabÍlity of rental
units 15 20.0 60. 0 20. 0

CosÊ of rental uníts 15 66.7 26.7 6.7
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(i) Traditional fínancíal intermediaries are reluctant to

finance condomíniums aË normal raËes, if at all.

(ii) Bad experiences ín Toronto, where many lendersr head offices

are located, have resulted in a limitatíon of their participation in

LrIinnípeg. As a result, Ëhere are numerous buílding checks, strong

emphasis on critique of desígn, age and condition of buíldings, plans,

marketing and managemenË; preventing developers from involvement parË-

icularly in conver"ior".11 Even when projects are approved, the lendÍng

ratíos are Èoo low to cover the costs of the expecËed hígh quality.

(íii) Lenders are reluctant to finance lower priced units.

(iv) Lenders reguire 507. or more sales before allowing regís-

tration. On the other hand, smart buyers do not buy until a project

is regisËered, hence creaËing a hold back situation in marketing units.

(v) In general, around 657. sales are required before a mortgage

cornuritted.12 However, again buyers are reluctant to buy because of

uncertainty of the projecË becoming a condominium.

(ví) Restrícted loan amounts of CenËra1 MorËgage and Housíng

Corporation dicËates t.he prices of condominium developmenËs (47.5

thousand maximum unit price).

11. This is eÍther as a result of developers volunËaríly with-
drawing from the conversion market ín view of foreseeable difficulties
in obtaining fínancing or lenderst refusal Ëo finance some or all
conversions.

L2. There are Er¡ro major reasons for the sales requirement:
(1) uncertainty as to r,¡hether Ëhe project ís a rental or a condominium
project if only a few of the uníts are sold and the rest are rented;
(2) if some of the uniÈs are sold, the developer is responsÍble for
mainÈenance and operaÈing costs for the remaining uníts. He could be
hard pressed financially, perhaps go bankrupt, carrying these expenses.
As a result, ttill the sales performance leve1 is reached, Ëhe loan
amounü. is based on rental value.

l_s

the
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(víi) It is particularly the smaller developers who have a diffi-

cult time in acquiring financing for consÈrucËion and arranging for

carryíng eosts since lenders perceive higher risks in lending to them.

One developer sËated that as a result, interest rates on loans for small

developers could go up Eo 2L7..

Problems in financing are of particular importance since liquid

money is scarce. Most developers do not have the available cash and

Ëhus rely heavily on financíng.

(d) 50% TenanÈ Approval ín conversions.

(e) There is too much red tape in the zoníng, approval and registration

procedures; decreasing Ëhe c.ertainty of registration, hence presenEíng

problems in marketing units.

The above discussion on the factors influencing the degree and

nature of developers t involvement reveals Ëwo important fÍndings.

Fírst, a very influential factor encouraging involvement in the condo-

minium fÍe1d is the rent controls program. This irnplíes, particularly

when one considers Ëhe numerous reasons liniting involvement, that

once rent controls are no longer in effect, Ëhat developers may dírect

their activity once more Ëo Ëhe rental market if suffÍcíent demand in

the renËal sector is existent. However, if greater demand for condo-

miniums ís to be encouraged (as indicated in the last section), it is

essentíal that there be a concurrent increase ín the supply of units

in ordelto prevent priee increases resulting from an ímbalance between

demand and supply. The second imporËant finding Ís that developers

will not get ínvolved in the provision of unÍts for lower income con-

sumers, when there is already an existent demand in the nríddl-e and higher-
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middle income classes, where investment is relatively more t'secure"

in terms of the amount of profits it r,¿ill generate.

Hence, in order to first of all, prevent the diversion of acti-

vity from the condominium to the rental market, secondly, to encourage

an increase in the supply of units in general and thirdly, to encourage

participation by developers in Ëhe lower prÍced end of the market; it

becomes most necessary for governments to address the problems which

currently confront developers in their involvement in Ëhe market. The

above review has indicated that these include the complexity of the

condomínium phenomenon, various íssues with respect to marketíng of

units such as the unfamí1íarity of consumers wíth the condominium

concept, the relaËively hígh selling prices, infeasible locations,

poor desígns, diffículties with financing and lenders' po1ícies, the

inability to increase the supply of units on Ëhe market as a result

of the 502 tenant approval and bureaucratic red tape.

The following section will review factors influencing lendersr

acËívity and hence reveal additional obsËacles to the participation of

lower income consumers in the market.

LENDERS

(1) Reasons for Involvement

Some lenders stated that there were no risks or costs that were

specific t,o the condominium market or unusual to the real esÈate

mnrket in general. Factors such as marketabilíty of the product,

abílity of the borrower to repay, excess supply, diminíshing demand,

dor,¡nturn ín the economy, and consÈruction strikes, vrere felt to be more

ímportant than the type of loans made. In general, it was felt that

lenders today are not as concerned wíth whether Ëhe loan they are roakíng
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is a condominium loan or not, as Ëhey were a few years ago since ttthe

condominium concepË is now being accepted by a greaËer number of home

purchaserstt.

Specific reasons given for involvement in condominium funding

included the following: existent and growing market demand, interest

in condominium financing as part of overall mortgage policy, in order

to assist the public Ëo purchase owner occupied accornmodation, pref-

erence to lend in high volumes, to retain the general banking business

of established customers and to attract ne\,/ customers.

(2) Reasons for Limíted or Non-Involvement

Although some lenders do not differenËíate condominíum lending

from other types of resídential lending, a great many lenders are

reluctanÈ to get involved ín the field. I,rrhen asked to state their

preference for the type of loans when lending for construction or on an

individual basis, most lenders indicated their order of preference as:

single family detached, semí-deËached, non-condominium torm house,

rental low rise, rental high rÍse, condominium tor,¡n house, condominium

low rise and condominium hÍgh rise. Hence, condominium loans were the

least preferred. Lending for single family and semi-detaehed dwellings

is partícularly popular among lenders since they perceive these types

of dwe1língs Ëo be the mosË markeLable, roost likely to appreciate the

most in va1ue, least difficult to process and as including larger

equity from the borrower

The lenders' numerous concerns with respect t.o condominium lending

on the other hand, relaËe to: (a) Ëhe novelty of the condominium

phenomenon; (b) the nature of condominíum or+mershíp; (c) the nature
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(characteristics) of the project and the project developer.

(a) Concerns ArisÍng Out of the Novelty of the Condominium Phenomenon

The novelty of the concept has created uncertainties as to r,¡hether

the condomínium concept or lífe style v¡i1l become accepted in a parti-

cular city. Lenders have been particularly concerned with Ëhe actual

completion date of condominiums running over expected completion daËes

and with the faílure to achieve the sales performance level by a specific

date. A general lack of inexperience in thís type of investment has

aggravated the lenderst concerns. Hor,¡ever, a number of lenders indi-

cated their willingness to enter the market or increase theír ínvolve-

ment ín it as the concept becomes better knor^m and accepted.

(b) Concerns Arising Out of the Nature of Condominium Ov¡nership

The fact that condominium ovmerhsíp is uníque in that the condo-

minium unit is noË isolaËed but is r¿ithin a group of units havíng an

affecË on the other units and being affected by them has 1ed to the

followíng types of concerns.

(i) Monthly assessments: Failure to pay monthly assessments when

due can interfere with the proper management of the corporaËion, dam-

aging both the marketabÍlity and the value of units. As a result,

lenders are income selective and have placed minimum income requirements

_13on loâns.

(ií) Conmon charges: If common charges increase rapídly, the

securíty of the loan decreases as some olirners are not able to afford

the increases and it. becomes necessary to use reserve funds. As a

13. One lender sÈated
where in Canada ís presently
into account; with the gross
loans).

that the minimum income requirement, any-
$10,000 in additíon to taking other debts
debt ratio being 30:l - 40"Á (27'Á on CMHC
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result, foreclosures may be necessary and Ëhe conmon costs become a

burden to the lender.

(iíi) Reserve funds: Insufficient reserve funds can lead Ëo neglecË

of necessary repairs damaging the marketability and resale value of uníts.

(iv) Project governance and maintenance: All lenders felt Ëhat

Ëhe success of a condominium is strongly dependent on the quality of

its management. Many problems lrere reported as being generated with

respect to this aspect. Particular difficulËíes occur at the initial

period when the project management is transferred from the developer

Èo Ëhe condominíum corporation. DiffÍculties also arise as a resulË of

the type of management. Self-management is regarded to be a viable

option in the relatively smal1, low-density projects, but more diffi-

cult in the high rises. Even in the smaller projects hor¿ever, Ëhere

have been problems experienced ín regards Ëo generating involvement,

developing shared-owner attitudes, shedding tenant sentiments and

locating skilled indíviduals to assume 1eadership.14 Problems in

self-manageuent can also arise as a result of vocal minorities pushíng

through assessments for exlras that other o\¡rners rnight find excessíve.

Conversely, they nay hold dor,¡n assessments to a point where Ëhe prop-

erty begins to deËeriorate. Conflicts of intere-st also arise when

developers choose Ëo manage their ov,rn projects. In vier¿ of these

potential difficultÍes, lenders have preferred professional management;

aË least duríng Ëhe inítíal stages of the corporation's formatíon.

(v) Phased developments: In a phased project, the lender finan-

cing sales in the fírst phase must also gíve aËtention to subsequent

L4. Business l^leek, September L972.
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phases and consider the impact that problems in these later phases wí11

have on loans in the first phase. For example, if a developer of a

second phase building runs into financial difficulties which force him

to stop work, the partially completed building will have an adverse

affect on the appeal of the successfully developed first building. If

the construction lender for the second building steps Ín to complete

and to sEimulate sales by decreasing prices or offers below market

inLerest rates, units ín the second building may decrease the value of

units in the firsË building. Another problem occurs when subsequent

buildings are not built because of an insufficient market, yet the

need remains to complete an ameniËy package in accordance with an

approved siËe p1an. If Ëhey are not built, the units in the first

building may lose value and/or not be able to compete in the resale

market r^¡ith other units where amenities are present. However, if

amenitíes are completed, operating costs will be spread among smaller

number of units nrakíng uniËs less competitive, possibly decreasing

their values and presentíng unexpected increases in the couuron

elemenËs fee to the owners.

(vi) Relationshíp between construction lender and permanent

lender: If the permanent lender is different than the construcËion

lender, than cerËain agreements are necessary beËween them prior to the

advancement of loans. For example, the permanenË lender has to be

assured that Ëhe developer can meet his obligatíon to contríbute to

his share of monthly assessments untíl all uniËs are sold; that there

are sufficíent funds remainíng in the construction loan to complete

the project and that consËruction ís complete at least for Èhe unÍt to

whích Èhe loan is being made.
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(vií) High adminisÈrative costs: Adrninistratj-ve costs on condo-

minium loans are much higher Ëhan for loans on conmercial, industrial,

reÈai1 properties, residenËial rental and other types of housing

because of the lenderst involvement in attending the affaírs of the

condominium corporaËion and the numerous accounts as opposed to large

single 1oans.

(viií) Delays in registratíon and mortgage transfers: Such delays

require longer Èerm investment committment compared to other forms of

housing investment.

(ix) Míx ql fçnt.rs ""¿ o*t.ts: Lack of interest ín mainËaining or

appreciaÈing the value of the property by renters has turned both

lenders and or.¡ners against their acceptance of condominíum projects.

(c) Concerns Arisíng OuË of the Nature (Characteristícs) of Project and

ProjecÊ Developer

(i) Project design and location: The acceptability of condo-

miniums to lenders and their marketability is heavily dependent upon

such factors as the consËruct.ion, structure type of the condominium as

a whole, íts location, individual unit designs and density.

hrhen asked Ëo state their preferences for different types of loans

when lending for condominium construcËion or individual uníts, nost

lenders indícated their order of preference as: nevr tornm houses, nevT

low rise apartments, converted tov¡n hosues, nev¡ high ríse apartments,

converted low rise apartuents and converted high rise apartnen!s.

Ner,rly constructed uniÈs were pref erred since conversions are t,oo involved

and in many cases do not meeË Èhe sËandards of ornmership. As we1l,

conversions requíre additional checks with respect to interest in

coumon area facilíties and Èhe initial lender.
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Large scale and hígh rise projects have been a partícular

concern to lenders because of uncertainties in regard to their long

Ëerm viability, difficultíes in their financing, stagÍng of registra-

Ëion, relatively long marketÍng períods, lirníted urarket, potentíal

problems with management, high costs of processing 1oans, feasibility

of design for condominium use and Èhe growing public resístance to

their existence. One lender also corunented that in high rise condo-

miniums, people usually pay cash, therefore the problem ís that Ëhere

ís not enoughÈ commíttment. However, anoÈher lender stated they prefer

t.o lend for a large number of units by providíng the construction

fundíng, then taking over all units since this gives greater represent-

ation to the lender ín the corporation. Tornm house uniÈs r47ere most

popular since lenders believed Ëhey sold better than apartment units,

costs could be better controlled, coflrmon area costs are lower and less

management is required.

Location remains a prime factor in the choíce of a particular

condominium. A number of lenders stated thaË location ís the key to

a successful condominium development.

Lenders also hold the vievr that the condomíníum unít must have

special design features and in general be of higher quality eonstructíon.

ì4any lenders wontt loan on high densíty developments as the prob-

ability of these projecËs Ëurning into a slum are believed to be high.

(ii¡ Developer: Lenders prefer to deal with big, experienced

developers since they present less risks.

(iii) Price: Price is a major consideration since

properly priced will more likely be successful. Lenders

some condominiums are overpriced since the developer is

condominiums

commented that

trying to make
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a killing on them, hence presenting difficulties in marketing. Lenders

are also concerned wíth the number of uníts supplied on the market

since an oversupply may veaken demand and lead Ëo a decrease in Èhe

price of units.

(iv) Calibre of development: Low cost units are felt to be more

risky. It was stated that, for example, AssÍsted Home Ownership Plan

(AHOP) units are not successful and have a potentíal of turning into

s1ums. One lender cornmented thaÈ since most AHOP applicants are very

margínal, Ëhat is, in deep debt, it is difficult for them to afford

even a $2 increase in maintenance charges.

In addition to the nature of their oT¡rn policies on condominium

lending, lenderst involvemenË ín the l^linnípeg markeË has also been

ínfluenced by a number of I'external" factors includÍng the following:

(a) Affects of CMHC Policies

Lenders stated thaË where CMIC happens Ëo be insuring the 1oan,

their policies are dicLated by CMHC regulations in a number of lrays.

(i) It was couunented that Ëhe NHA is "very sticky, wíth lots of

requirements". Initially, CMHC must approve the archiËectural schem-

atíc plans and site locaËion. Then, from the construction stage to

the completion of the building, CMHC provides Èhe lender with inspection

reporËs during the construcËion stages and loan amounts are approved

only after Ëhe inspecËíon of the buildings. Both the lender and CMHC

have to give approval before each advance is made.

(ií) CMHC requíres Ëhat advances be made on the basis of indir'ídual

uníts and noÈ the project as a whole. Lenders stated that this involves

a 1ot of paperwork.

(iii) NHA loans have a maximum ceiling oÍ $47.5 thousand/unit,
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hence limiting the projects that can be financed Èo lower priced uníts.

(iv) CMHC r¿i1l not insure loans for re-financíng units that have

been converted even when they are already registered and exisÈ as

condomíniums.

(v) eHOp requires that two people, 18 years of age and over take

tÍt1e to the property. However, one lender sËated that a 1ot of people

don't want both nanes down on the títle.

(vi) The sales performanee leve1 seË by CMHC p,resents hígh costs

to mortgage lenders.

(b) Legal Position of Lenders

Lenders are in a precarious legal posiËion in the case of fore-

closures as a result of faulÊy condominiums or olüners defaulting on

theír *ortgrg"".15 Foreclosures are fÍrst of a1l costly, since during

the redemption period the unit sits empty and the lender has to cover

the costs. Secondly, lenders feel that the court.s are unsympatiretic

to them in the case of foreclosure.

(c) Bad Early Experiences

The early experíences in l,Iinnipeg with Lakewood Village and Thawaní

15. The precarious posiËÍ.on of the lenders was íllustrated ín
the spring of this year ín metropolitan Toronto, where an official of
the Ontarío Mortgage Brokers Association saíd a lawsuiÈ fí1ed by about
265 condominium orrrrers míght mean Lhe end of condominiums as a viable
residentíal alÈernaËive. About 265 condominium ovJners in the Borough
of North York are seeking damages for alleged leaky wa1ls, defecËive
heating systems, leaky garages and r¿indo¡.¡s built contrary to the pro-
jectst plans. CollecEively, Ëhe pending suits seek damages of about
$40 míllion. The repair expenses have forced many of Èhe condominium
or^rners Ëo default on mortgages. Howard Stulberg, OnËario Mort,gage
Brokers' vice-president, has stated that if mortgage builders are held
responsible for damages, ít would be a precedent settíng case and would
cause "an immediaËe exodus of lenders from the condominium mortgage
marketr'. The result he said would be more costly housing. (S""qgX
Star, Ìlarctl L2, 1978) .



105

Tor¡ers have hindered the involvement of lenders in the condomíníum

market and parËicularly ín the earlÍer years, led them to question

condomíníurnvíability and securÍty of investment in Winnipeg. IË was

commenËed Ëhat these experiences \,rere crucial in influencing involve-

ment since the "bad experiences are very visíble and easíly remembered

rr¡hereas good experiences are not taken as seriously as people think it

only normal if things turn out good".

As wel1, bad experíences in Toronto and Vancouver have affected

involvemenË of lenders ín the Winnípeg market. In these cj.ties, condo-

miniums have not been selling wel1, forcing lenders to ovrn a lot of

uníts they did not r^7ant. Lenders have lost money particularly with

AHOP units in Vancouver, where many o'r¡Jrlers have defaulted on their

payments.

(d) Head Office Approval

ProjecËs have to be approved individuaily by the head offíce with

approval being based on their viability and availability of funds. In

some instances, head office policy is Ëo provide funds for single and

semi-deËached uníËs as the public desires they choose single family

dwelling.

(e) Type of Loan

(í) Long term loans are preferred for two reasons: they decrease

proeessing costs and the lender doesntt have to vrorry about finding

sources of investment all the time. They are parÈicularly popular in

life insurance companíes r¿here there ís no drastic quick increases in

funds as there are in banks and trust companies.

(ii) Large loan amounts are preferred to sma1l loan amounts since

Ëhey keep the administrative load at lower levels. Some lendÍng cour!-
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anies are not staffed to adminísËer large number of loans but can

handle large dollar volumes.

(íii) Individual loans are preferred Eo construction loans as

indÍvidual units are more easily evaluated and there are less risks

involved with respect to marketabilíty when the end product is knov¡n.

Construction loans also present higher administrative costs and hence

less profits sínce they take too long to advance. Some lenders make

construction loans to obtain take out 1oans.

(iv) One lender commented that it ís a 1ot easÍer to se11 NHA

approved loans than any other type, since loans seem more secure if

government insured.l6

The above revievr of factors influencing the nature and degree of

lender ínvolvement indícates thaË as wiËh developers, reasons for

limíËed or non-involvement of lenders far outnumber the reasons for

involvement. They are related to the novelËy of the condominíum

concept, the nature of condominium ownership, the naËure of the project

and developer, the nature of CMHC policies, the legal position of

lenders ín case of lar¿suits, defaults and foreclosure, bad early exp-

eriences, head office policies and preference for cert.ain types of

loans. These factors present various Ëypes of rísks and require a

greater amount of resources in terms of ÈÍme and manpower; hence making

the condominium option less att.ractive than other types of residential

invesËment.

16. The
díreetly wíth
ever, they are
amounts.

conventíonal loans as
Lhe company and there
attractive to lenders

opposed to NIIA loans are made
is no guarantee on them. How-
since there is no 1ÍmÍt on Ëheir
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As a result, al-though perceived demand might be one encouraging

factor to particípaËe, the exístence of these numerous reasons for

lÍnited or non-involvement prevent the lenders from fulfilling all or

part of the laËent, demand. In Winnipeg, as a result of exisÈent demand

on Ëhe part of niddle and higher-míddle income classes, lenders have

chosen to be selective in their lending and in place of lending to lower

income classes in view of greater apparent risks, have liníted their

involvement j-n the market and restricted their lending to the higher

income groups. Hence, Ëhe important finding whích emerges from this

chapter is that even though some lower income consumers may be able to

afford the downpayment and monÈhly payments of the lower priced uníts,

they have not been able to obtain financing.lT

The following chapt.er, by examining the economic costs and

benefits of condominíum development, will reveal the economic obstacles

to the entrance of lower income consumers t into the market.

L7. A case ín point is that of Chimney Ridge. Qualico applied
to CMHC as if buildíng AHOP units, builË at the AHOP ceilÍng and then
sold units for relatively low prices with favorable morËgage terms for
customers. By so doing, it increased the probability of success in
marketíng the uníts and in fact díd not lose any from its profits as
a result of vacancies since units were markeËed very quickly. However,
although the units rn¡ere built under AHOP, presumably to be providing
consumers of relaÈívely lower íncomes, the consumers who actually
bought the uníts are far from belonging Ëo the lower income brackets.
Included in this group of consumers are: 5 doctors, 6 nurses, 2 attot-
neys, 7 chartered accountanÈs, 1 veterinarian, 1 dentÍst, I surgeon
and 15 school teachers. Apparently only 1of the or¡,ners did noË have
a universít.y degree at the time when units were oríginally marketed.
The currenÈ average income of ov,¡ners at Ëhe time of the survey was
$19,000 enabling them to make monthly payments of $396, $428, and
$475 on 25%, 277" and 302 gross debt ratíos respectively. The highest
and the average uronÈhly costs were $498 and $449 requiríng 3I.45% and
28.35% of incomes respectively.
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Thís chapter wí1l examine Ëhe economic costs and benefits of

condomíniuu development and ownership wiEhín three Ëime periods: pre-

purchase, during and post ovmership. The findingswhich will emerge

from Ehe díscussíon will provide a greater undersLanding of the reasons

as to why the lower Íncome consumers rníght be excluded from the rnarket.

The illurnination of the financial obstacles will provide further

grounds upon vrhich policy proposals will be made.

PRE-PURCHASE PHASE

The pre-purchase phase v¡i11 include an examination of the factors

contributing to the costs of condominium development, the selling

prices of condominium uníts as compared to the selling prices of single

faurily dwellings in the same locations and the Ëerms of loans on

condominium units. FacÈors contríbuting to the costs of development

¡,rill be examined in order to deËermine the minimal cosËs that are

involved and hence the percentage of profits included in the total costs.

The deËermination of minimal costs is imporËant sínce it provides an

indicatíon of the lowesÈ price range at which condominíums on the

market could be provided. The deËermination of Ëhe amount of profits

is important, since it is an indícation of the extent of sellerst power

in the market and hence Èheir role in deterrníning the nature of supply.

The comparÍson betr^reen the sellíng prices of condominÍums and the

selling príces of single fanily dwellings will be carríed ouÈ in

order to determine whether condominiums have in fact provided subst,itutes

to Ëhe single family dwelling home, in terms of offering an initially

Io¡n'er cost option. This cornparison will also determine to rrrhat extenË

the initial acquisitíon price bars the lower íncome consumers from

enteríng Ëhe market. A discussion of t.he Ëerms of loans will índícate
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Ëo r¿hat extenÈ, íf any, terms on condominium loans differ depending

upon the Ëypes of sËructure as well as from terms of loans on síng1e

fanily dwellings. This díscussion will serve to indicate whether

differentíal loan Ëerms, applicable to condominiums in general or

any specific structure type of condominiums, could presenË additional

financial difficulties ín Ëhe entry of lov¡er income consumers Ëo the

ur,arkeÈ.

(a) FacLors Contributing to the Costs of Condominíum Development

In order to determíne the minimal costs of condominium develop-

ment and the amount of profits made on t.he projects, an attempt !üas

m¡de Ëo approximate the proportion of Ëhe varicus cosË factors such

as 1and, labor, materials, architecËural fees, 1ega1 fees, survey

fees, advertísemenË, holding costs until uníts are sold and bonus

cosËs in the total costs of condominiums developed. unfortunately,

as important as Ëhis questíon v¿as, Ëhe results obtained were noË very

conclusive. First of all, some of the developers refused to ansr¡rer

this question or parËs of it, while others stated that it would be

extremely difficulÈ since cost factors would differ greaËly from one

project to another. This great variaËion is evident in the results

indicated Ín the following Table V.1.

As the responses to the question on the costs of development

were incomplete as v¡el1 as widely varÍed, íÈ was not possíble to

determine the minimal cosËs of development or to use this information

in the calculaËion of profits. However, it was possible to calculate
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TASLE V.1

COST FACTORS AS A PERCENTAGE OF TOTAL COSTS

COST FACTOR
Z OF TOTAL COSTS

LOW HIGH

LAND 3.0
(Dorset House)

40. 0
(Dalhousie Square)

MATERIALS 1.3
(Dorset House)

60. 0
(Ness Square)

ARCHITECTURAL
FEES

1.0
(Lanont Apts. , Dalhousie

Square)

5.0
(Crescentwood Gar-
dens, Tuxedo

Estates)

LEGAL FEES 1.0
(Tuxedo Estates)

5.0
(Sansone and I^Iest-

wood Drive)

SURVEY FEES .5
(Tuxedo Eatates)

20.0
(Spanish Courts)

ADVERTISE}ßNT
COSTS

.5
(Dalhousie Square)

10. 0
(Crescentwood

Gardens)

HOLDING COSTS 3.0
(Dorset House)

20.0
(Crescentwood

Gardens)

BONUS COSTS 1.0
(Dalhousie Square)

1.0
(Dalhousie Square)

SOURCE: Developerst Questionnaire
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the gross profits for most

condominiums are indicated

the conve=síorrs.1 Profits on these

the followíng tab1e.

of

l_n

TABLE V.2

Gross Profits ín Conversions

CONDOMINIi]M DATE OF

PURCHASE

ORIGINAI,
PURCHASE
PRÏCE

($)

TOTAL
INCOME FROM

SALE OF I]NITÍ
($)

GROSS

PROFITS
(MTNTMUM)

Q)

E)GCUTIVE HOUSE l{ay 12,
L97 6

230,000 500, 000 TL7

NESS SQUARE Ì{'ay 23,
797 6

245, 000 370, 000 51

411 CI]MBERLAND
Nov.5,
r97 6 4,860,000 9, 350, 450 92

CRESCENTI^IOOD GARDENS Oct. 10,
L97 5

525,000 984, 000 B7

DORSET HOUSE Oct.24,
1-97 4

350, 000 5L2,970 47

SOURCES: Digest, Business and Lar,¿ Journals, Developersr Questionnaire

The above figures indicaÈe that profits made on the fíve conver-

sions are tremendous. Such high profits indicate that the sellers have

a great deal of po\¡Ier ín the market in terms of control over prices of

uniËs supplied. ExísËent demand and supply conditions in the I^Iinnipeg

condominíum market have been particularly conducive to the realization

of such high levels of profits. There has been relatively high consumer

denand ín the middle, higher-uriddle and higher income sectors of the

1. Gross profits = origínal purchase price of the properties by
the developer prior to conversion - total income acquired through Ëhe
sale of all units aÈ theír initial acquisitíon prices. Original pur-
chase prices of the properËies Ìrere obtained frour the Digest, Business
and Law Journals. The ínÍtíal acquísition prÍces of units were
obËained from developersr questionnaire.
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market. Faced with an existent market which ís relatively more secure

in terms of yielding greaËer amount,s of profits as r¡el1 as presenting

the leasË díffículties in the fínancial management of the corporations,

developers have been able t,o achíeve high profít margins by marketing

uniËs to these income groups.

The case of Thawani Towers (L972), a project r¿hich was supposed

to have provided accorunodaÈíon for the lov¡er íncome brackets, i11us-

Ërates these points.2 Crítics were iniËiaIly skeptical on the poten-

Èial of Ëhe project in serving the lower income gtorrn".3 Their skept-

icism vüas supported when it was later discovered that Mr. Thawaní had

made a profit of at least $1001000 on this "non-profit" venture into

providing home ownership for the lower income brackets. As a result,

iË is noË surprising thaÈ Ëhe objectives of the project in províding

for Ëhe lower income groups r^iere not realized. The current average

income of ovrners in Thawani Towers, at the time of the survey was in

faet $22,000; enabling them to make monthly paymenËs of $458, $495

and $550 on 257", 27'l and 307" gross debt ratíos respectively. The

hÍghest and the average monthly costs were $ 47 4 and $329 requiríng

25,857" and 18.22% of incomes respectively.

The next secËion discusses the actual prices of the units

2. Thawani Towers \,ras Ëo be a non-profit venture with 952 of
Ëhe loans provided by CMHC on a 40 year term and builË on a 3 acre sÍte
províded at cost by MHRC. Although the federal government initially
approved the project, iË later refused to advance construction money
unËil more potential ovTners signed up. The provincial government than
agreed to advance the ínítial funds. MHRC agreed later to put up Ëhe
enÊire 1.5 urillion needed for land and construction costs. Payments
to cover all expenses in promoting the project were also received from
Ëhe províncial government.

3. Winnipeg Tribune, October 29, L97O; September 24, 19713
November 12, L970; December 2, 1970.



113

in order to determine to what ext.ent they exclude lower income con-

SUInETS.

(b) Selling Prices of Condominiums and Single Family Dwellings in the

Same Locations4

Tn order to carry out this comparison, tr,¡elve neighborhoods, each

with the condomíniuus as their centre, were defin"d.5 The prices of

condominium units during the various years in whích they were sold, as

well as prices of single family dwellÍngs sold in the same years and

within the same neighborhood, Ëhen had to be obtained. Each neíghbor-

hood íncluded approximately 5 blocks to the east, vÍest, north and

south of each condominíum. The selling prices were obËained from a

computer printout list which was requested from the winnipeg Housíng

Analysis Package (wri¿p) .6 Condominium sales were obËained. separately

Êhrough the weekly issues of the Digest, Business and Law Journals.

Table v.3, on the following pages índicates the-lor¿est, highest and

average prices, for those years ín which data was available.

These tables indicate that there \¡ras great variatíons in the

príces of condominium uniËs sold in the various projects. rn 1978,

prices ranged fron $12,800 ín 411 curnberland to 965,000 in southwood

4. This comparison is not really precise since the structures
are quíte different; however, it does provide a rough idea of the
differences in average selling prices.

5. Although the number of condomíníums examined r¿as 13, the
toÈa1 number of neighborhoods was 12 since Ness Square and Piner¿ood
Village condominiums rùere adjacent to one another.

6. I^II{AP is an ongoing computerízed ínventory of new single family
and semi-detached units construct.ed in trlinnipeg since January 1, L973.
The sales ínformatíon ít contains ís obtained fron Digest, Busíness
and Law Journal. A1Ëhough the I^IHAP package includes sales since January
I, L973; only sales since 1975 could be obtained from the neÍghborhood
printouË.



P
R

IC
E

S

C
O

N
D

O
M

IN
III

M

LA
K

E
I^

IO
O

D
 V

IL
LA

G
E

T
A

B
LE

 V
.3

P
R

IC
E

S
 0

F
 C

O
N

D
O

M
IN

III
M

 
vs

 S
E

M
I-

D
E

T
A

C
H

E
D

 &
 S

IN
G

LE
 F

A
M

IL
Y

 D
L{

E
LL

IN
G

 I
IN

IT
S

 - 
79

78

T
H

A
W

A
N

I 
T

O
I\r

E
R

S

D
O

R
S

E
T

 H
O

U
S

E

S
O

U
T

I{
W

O
O

D
 G

R
E

E
N

P
IN

E
T

^T
O

O
D

 V
IL

LA
G

E

C
O

N
D

O
M

]N
III

M
 I]

N
IT

S

E
X

E
C

U
T

IV
E

 H
O

U
S

E

27
,0

00
 r

o 
36

,0
00

R
A

N
G

E
($

)

S
A

N
S

O
M

E
 &

 I^
T

E
S

T
W

O
O

D
 

D
R

.

31
,5

00
 to

 3
5,

50
0

41
1 

C
IN

,IB
E

R
LA

N
D

35
,5

00
 r

o 
40

,5
00

N
E

S
S

 S
Q

U
A

R
E

45
,5

00
 to

 6
5,

00
0

C
H

IM
N

E
Y

 R
ID

G
E

[-
-lr

-
I 

A
V

E
R

A
G

E

I 
rs

r

38
,5

00
 r

o 
41

,9
00

C
R

E
S

C
E

N
T

I^
IO

O
D

 G
A

R
D

E
N

S

T
U

X
E

D
O

 E
S

T
A

T
E

S

I!*
1

32
,0

75
',-

46
,5

00
 to

 4
9,

00
0

S
P

A
N

IS
H

 C
O

U
R

T
S

46
,0

00

S
E

M
I-

D
E

T
A

C
H

E
D

 &
D

III
E

LL
T

N
G

tt
33

,8
50

'

12
,8

00
 to

 3
2,

50
0

*1
 S

ub
sc

rí
pt

s 
af

te
r 

av
er

ag
e 

pr
íc

es
 i

nd
íc

at
e 

th
e

*2
 T

ha
t 

is
, 

th
e 

av
er

ag
e 

pr
ic

e 
of

 a
 c

on
do

m
in

iu
m

C
or

re
la

tio
n 

C
o-

ef
fíc

íe
nt

 
be

Lw
ee

n 
(1

) 
an

d 
(2

) 
=

38
,6

67
3

53
, 

68
88

37
,1

3L
 r

o 
43

,1
10

R
A

N
G

E
($

)

40
,2

O
O

2

38
,0

00
 t

o 
58

,5
00

46
,9

00
 t

o 
49

,9
00

S
IN

G
LE

 F
A

M
IL

Y
I]N

IT
S

64
,0

00
 to

 1
30

,0
00

46
,0

00
1

23
,0

00
 to

 
63

,0
00

47
,7

5q
2

20
,0

00
 r

o 
24

,0
00

38
,8

66
 to

 
63

,0
00

24
,8

70
L5

(2
)

A
V

E
R

A
G

E
($

)

26
,0

00
 to

 
87

,0
00

26
,0

00
 t

o 
13

8,
50

0

lt
39

,9
10

'

5L
,7

87
23

41
,0

00
 to

 
73

,0
00

48
,4

00
2

97
 ,

g2
g7

Z
 D

IF
F

-
E

R
E

N
C

E

B
E

T
I{

E
E

N
(1

) 
&

 (
2)

24
,5

00
 t

o 
76

,1
00

39
,4

:'4
18

22
,0

36
7

52
,8

85
¿

b

27
 ,5

00
 t

o 
85

,9
00

nu
m

be
r 

of
 s

al
es

 a
ve

ra
ge

s 
w

er
e 

ca
lc

ul
aË

ed
un

it 
v¡

as
 3

77
" 

Io
w

er
 t

ha
n 

th
e 

av
er

ag
e 

pr
ic

e
-.

 0
11

59
7 

.

*t
37

'

67
 ,3

57
7

25
,0

00
 t

o 
96

,0
00

53
,2

47
17

65

57
,6

50
10

2

22
,0

00
 t

o 
12

8,
00

0

40
, 

g9
01

0

n

40

62
,L

gg
zc

,

L4

55
,0

69
26

L7 39

56
,g

23
L3

36 T
2

fr
om

.
of

a
S

F
 a

nd
 S

D
 u

ni
t.

6I
ts P â.



P
R

IC
E

S

C
O

N
D

O
M

IN
II]

M

LA
K

E
I.t

rO
O

D
 V

IL
LA

G
E

T
H

A
I^

IA
N

I 
T

O
I^

T
E

R
S

D
O

R
S

E
T

 H
O

U
S

E

S
O

U
T

H
I^

IO
O

D
 

G
R

E
E

N

C
O

N
D

O
M

IN
III

M
 I]

N
IT

S

P
IN

E
I.I

O
O

D
 V

IL
LA

G
E

E
X

E
C

U
T

IV
E

 
H

O
U

S
E

T
A

B
LE

 V
.3

 _
 T

97
7

29
,0

00
 r

o 
39

,9
00

R
Á

N
G

E
($

)

S
A

N
S

O
M

E
 &

 W
E

S
T

I^
7O

O
D

 D
R

.

21
,7

89
 r

o 
41

,0
00

41
1 

C
IIM

B
E

R
LA

N
D

N
E

S
S

 S
Q

U
A

R
E

C
H

IM
N

E
Y

 R
ID

G
E

39
,5

00
 r

o 
58

,5
00

30
, 

00
0

31
,5

00
 t

o 
37

,0
00

C
R

E
S

C
E

N
T

I,I
O

O
D

 G
A

R
D

E
N

S

(1
)

A
V

E
R

A
G

E
($

)

T
U

X
E

D
O

 E
S

T
A

T
E

S

38
,5

00
 Ë

o 
45

,0
00

33
,L

7 
5]

-6

35
,4

24
 t

o 
56

,2
37

S
P

A
N

IS
H

 C
O

U
R

T
S

30
, 

62
31

8

S
E

M
I_

D
E

T
A

C
H

E
D

 &
D

IT
E

LL
IN

G

30
, 

00
01

25
,0

00
 r

o 
30

,0
00

C
or

re
la

tio
n 

C
o-

ef
fic

ie
nt

 
be

tw
ee

n 
(1

) 
an

d 
(2

) 
=

 -
.L

07
54

96
.

47
 ,8

3g
L9

R
A

N
G

E
($

)

33
,7

46
 t

o 
65

,0
00

34
,2

25
8

43
,5

00
 r

o 
52

,4
00

S
IN

G
LE

 F
A

M
IL

Y
U

N
IT

S

4L
,4

57
7

34
,0

00
 r

o 
13

9,
00

0

65
,0

00
 r

o 
85

,0
00

21
,5

00
 to

 1
00

,0
00

48
,g

69
75

23
,5

00
 to

 1
05

,0
00

23
,0

00
 ro

 
96

,7
25

26
,6

:-
5]

-3

\'¿
)

A
V

E
R

A
G

E
($

)

30
,9

00
 r

o 
10

5,
00

0

48
,3

94
10

3

42
,5

00
 to

 
82

,9
00

47
 ,9

50
2

7 
6,

25
64

4

Z
 D

IF
F

-
E

R
E

N
C

E
B

E
T

T
^I

E
E

N

(1
) 

&
 (

2)

7 
5 

,O
O

O
7 

2

1!
7

44
 ,2

32
' '

23
,0

00
 t

o 
96

,7
25

55
,3

7I
LZ

L
ta

59
 ,4

66
-'

31

26
,5

00
 to

 
98

,5
00

50
,5

87
35

60

26
,0

00
 r

o 
12

8,
00

0

hI
t

58
,7

07
' 

',

32 L4

59
,4

66
29

42 1B

49
 ,

93
41

4

17

55
,g

42
L5

55

4

-3
4

H ts L¡



P
R

IC
E

S

]O
N

D
O

M
IN

IT
IM

LA
K

E
I^

IO
O

D
 V

IL
LA

G
E

T
H

A
I^

IA
N

I 
T

O
W

E
R

S

D
O

R
S

E
T

 H
O

U
S

E

S
O

U
T

H
I.I

O
O

D
 G

R
E

E
N

C
O

N
D

O
M

IN
IT

]M
 I

]N
IT

S

P
IN

E
I,¡

O
O

D
 V

IL
LA

G
E

R
A

N
G

E
($

)

23
,5

00
 r

o 
33

,5
00

C
or

re
la

tío
n 

C
o-

ef
fíc

ie
nt

 b
et

w
ee

n 
(1

) 
an

d 
(2

) 
=

 +
.2

86
64

2.

20
,2

73
 t

o 
36

,0
00

T
A

B
LE

 V
.3

 -
 L

97
6

22
,4

00
 to

 2
6,

70
0

33
,5

75
 t

o 
59

,0
00

25
,0

00
 to

 3
7,

40
0

(1
)

A
V

E
R

A
G

E
($

)

28
,8

65
27

24
,4

27
38

S
E

M
I-

D
E

T
A

C
H

E
D

 &
D

I^
IE

LL
IN

G

24
,7

00
3 L?

44
,6

L5
',-

32
,0

00
 to

 
70

,0
00

3t
,9

13
23

R
A

N
G

E
($

)

29
,L

00
 r

o 
12

0,
00

0S
IN

G
LE

 F
A

M
IL

Y
I]N

IT
S

20
,0

00
 t

o 
75

,0
00

22
,5

00
 r

o 
46

8,
00

0

31
,5

00
 t

o 
91

,0
00

\¿
)

A
V

E
R

A
G

E
($

)

45
,3

81
13

8

62
,6

68
33

Z
 D

IF
F

-
E

R
E

N
C

E

B
E

T
I{

E
E

N
(1

) 
&

 (
2)

)L
34

,3
46

- 
',

55
,8

66
12

3

64
,L

84
22

36 61 28 20 50

F H o\



P
R

IC
E

S

C
O

N
D

O
M

IN
IIJ

M

LA
K

E
I^

IO
O

D
 V

IL
LA

G
E

T
H

A
I^

IA
N

I 
T

O
W

E
R

S

S
O

U
T

H
I^

IO
O

D
 

G
R

E
E

N

C
O

N
D

O
M

IN
II]

M
 I

]N
IT

S

R
A

N
G

E
($

)

C
or

re
la

tio
n 

C
o-

ef
fic

ie
nt

 b
et

w
ee

n 
(1

) 
an

d 
(2

) 
=

 -
.5

38
53

4.

21
,7

50
 t

o 
28

,5
00

T
A

B
LE

 V
.3

 -
 1

97
5

21
,0

00
 to

 3
0,

50
0

30
,0

67
 r

o 
52

,0
00

(1
)

A
V

E
R

A
G

E
($

)

25
,4

84
L6

S
E

M
I-

D
E

T
A

C
H

E
D

 &
 S

IN
G

LE
 F

A
M

IL
Y

D
T

,IE
LL

IN
G

 I
]N

IT
S

26
,2

44
L6 LA

39
,1

86
'-

R
A

N
G

E
($

)

29
,0

00
 to

 5
6,

97
2

7 
2,

00
0

28
,5

00
 t

o 
56

,4
83

(2
)

A
V

E
R

A
G

E
($

)

39
,2

78
7

%
 D

IF
F

_
E

R
E

N
C

E

B
E

T
I^

IE
E

N
(1

) 
&

 (
2)

7 
2,

00
07

35
,4

91
31

35 64 -1
0

F ts !



118

Green. Tn L977, units were sold from a low of $2Lr789 in Thawani

Tor.rers to a high of $85,000 in Tuxedo Estates. In L976, the price

range was from ç201273 in Thawani Towers to $59,000 in Southwood

Green and in L975, it was $21,000 in Thawani Towers to $52,000 ín

Southwood Green. Although Ëhere was this wide range in the condo-

minium sale príces, most of the condominium units sold neverËheless

had lower average selling prices than the semi and síngle detached

uníts ín the ""r. "t.r".7 The only exceptions r,rere unÍts sold in

Southwood Green ín L975 and units sold in Tuxedo EsËates ín 1977.

The selling prices of condominium units, that is, prices quoted

by the developer or seller hor.¡ever, ríere not necessarily the total

cost of acquísítion to purehasers. The survey results Índicated that

there vrere a Lotal of. 94 units (67.63% of owned units) in whích the

Ëotal acquisítíon price did not ínclude some or all of therrextr""".8

In these purehases, the buyers incurred addiÈional costs in order

to include the exËras they desired. From the owners of Ëhese units,

63.L6Z stated they paíd for extras indívídually and 36.847. stated they

did not pay anythíng in addition to the purchase price to Ínclude

extras. In 7 of the condominium, Ëhe najority of Èhe olrners paíd for

7. In many cases however, this comparison is not strictl-y valid,
sinee for example, a 2 bedroom apartment clearLy would sell less than
a 2 bedroom house.

B. The I'ext.ras" whích r¿ere included in the selling prÍce of
units for which consumers had to pay individually depending upon the
extras they wanËed as well as the extras consumers paid for in addition
Ëo the total purchase price included the foll-owing: air conditioning,
díshwasher, wallpapering, carpeÈing, drapery, fixtures, appliances,
fireplace, decorating, indoor and extra parkÍng, ¡¿asher, dryer,
recreation rooms, garburator and extra shelving.
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extras in additíon to the selling price quoted by the developer.g In

three of the condominÍums, the majoriÈy of or^rners did not pay anything

uore than the ínitial acquisitíon pri"".10

Hence, the inítial acquisition prices of some condominium uníts

currently on the market, particulatly when Ëhe costs of extras which

are íncurred voluntaríly by the consumer are excluded, are subsÈantial1y

lower than the príces of single family dwellings in the same locatíons.

Thís índícates that some condominiums have provided substitutes Ëo the

síngle family dwelling home in terms of offering an ínítialIy lower

cost optíon. Some units such as Èhose in 411 Cumberland and Spanish

Court.s have had particularly 1ow inítia1 acquisition prices, hence

iníÈially presenting suitable housing for lower income fanilies. The

next sectíon ínvestigates whether Èhe Ëerms on condominíum loans have

excluded the lower íncome consumers from entering Èhe market.

(c) Tenns on Loans

Lenders and developers generally sÈated that there was no differ-

ence in the term of loans (that ís, interest rates, amorÈízation períod,

Lendíng values, downpayment, and deposit), to indivídual owners of

condominium Ëohrri houses, condominium apartments and det.ached single

g, They were in: Latewoo¿ Village (63.6iÐ, Thawani Towers (80.02),
Southwood Green (69.2%), Executíve House (80.02), Sansome and WesËwood
Drive (LOj%), Chimney Ridge (70.6%), Tuxedo EstaEes (1002).

10. These were: PÍnewood Village, 4LL Cumberland and Spanish
Courts.
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fanily dwerlings.ll

In L977, interest rates on NHA morËgages were L0% to L0 I/2/.

(compounded semi-annually), while on conventíonal first morËgages they

were 10 L/2/" and on conventional second mortgages they varied between

L0 L/47. and 13 f/2%. The amorËízatíon period on NHA loans ranged from

a minimum of 20 years to a maxímum of 40 years; whereas orr conventional

loans, the range was from a minimum of 25 years to a maximum of 30 years.

The percentage of lending value on NHA lonas was 901l to 951l v¡hile for

conventional loans it ranged from 75% to 907". L2 developers stated

Ëhe percentage of the selling price of condomínium units they normally

require for downpayment on condominium units. The amount varied from

5"/" to 20%. 11 developers stated the percentage requíred for a deposit.

It varied from L7" to 5%.

Hence, terms on condominium loans generally have not differed

depending on the type of structure, or from loans on single farnily

dwelli-ngs. As a resulË, the relaËively 1ow iníÈial acquisition prices

requíring relatÍvely smaller amounts of dovrnpa¡ments and deposít coup-

led with no differences in terms of loans provided indicates that

these uniÈs may initially be providing a substítuËe option in the pre-

purchase phase. However, ín order to determine r,¡hether condomíníums

11. In lending values, the only excepÈion lras one lender who
staËed that there rüas a difference r,¡íth condominiums, the reason beíng
thaÈ condominíums had suffered from much adverse constructíon and r¿alk-
a!¡ays in other markets. Therefore, the percentage loaned on condominium
uníts l¡as lor¿ered. One developer menËioned that the percentage of
1-ending value is mainly based upon the Èype of loan, that is, whether
NHA or conventional, rather than the type of unit. If the loan was NHA
insured, the percenËage of lending value was íncreased. It was stated
that interest rates generally differ between ner,¡ construction loans and
exÍsting housíng. Rather than the Ëype of dwelling, Ëhe amortization
period depends upon such factors as the age of the property and the
borrowerts request.
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provide substiËutes on a long term basís, ít is

the monthly cosËs of orr,mership and the amount of

requíre.

necessary to look at

incomes such cosÈs

DURING OI{NERSHIP PHASE

This section wíl1 examíne the varíous monthly cost factors of

condominíum or¡inership such as principal and inËerest., Ëaxes, manage-

ment and mainËenance fees, utílíty and. miscellaneous .o"t".12 The

highest and the average total current nonthly costs for eaeh condominium

will be calculaËed. As well, the differences between monthly rental

costs prior to conversion and total uronthly costs after conversíon will

be dÍscussed. This examination of monthly eosts is important since

it ¡¿í11 indícate to what extent and why the long term costs of condo-

minium ovrnership excludes the lor¿er income consumers from the markeË.

Fíndings with respecË to the inherent costs of condominium ov,rnership,

developmenË and conversion will indicate Ëhe potentials of condominíum

utilization by lower íncome households in view of exísting cireumsEances

in the market..

(a) Ov¡nership Cost FacËors

The following paragraphs examine the total and the breakdown of

current DonËhly costs of orrmership Ín the population as a whole as well

as Ëhe individual condomírirr".13 Table V.4 on the following page,

L2. Miscellaneous costs include phone, cable, exÈra parking space.

13. The Ëotal current nonthly costs could be calculated for 95.6%
of the respondents. The remaining orrmers r^rere not able to answer one
or more factors of tot.al cosÈs, hence their total- current nonthly costs
could not be calculated. See Table II ín Appendix IV for Èabulation of
responses in indivídual condomínÍums.
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TASLE V.4

PERCENTAGE OF OI^TNERS IN
VARIOUS MONTHLY COST CATEGORIES

TOTAL CURRENT MONTHLY COSTS
($) Z OF OI^INERS

Less than 150 10.53

150 - 199 L4 29

200 - 249 5.26

SUB-TOTAI 30. 08

250 - 299 9.02

300 - 349 15.04

350 - 399 6.02

400 - 449 LL.28

4so - 499 18 .8

SUB-TOTAL 60. 16

500 - 549 3.01

550 599 3.76

600 - 649 .75

650 - 699 2.26

SUB-TOTAL 9.78

TOTAL 100

SOIIRCE: Survey of Occupants
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índicates the percenËage of or.mers in the various cosE categories for

the population as a r¡hole. The fígures índicate that there ís a wide

range in monÈh1y cost.s r,¡ith cosËs ranging from less than $150 to

between $650 and ç699. Hor¡ever, the urajority (707") of ovmers have

monËhly cosËs of at least $250 and as Table V.12 indicates, the currenË

average monthly cost is $424 (excluding owners with no mortgages) and

$351 (including ovrners wíth no mortgages). Table V.5 indÍcates the

range in each condominium and shows that there is a large variation

in monthly costs paid by olvners in any one particular condominium as

we1l, wíth the average high beine $505 and the average 1ow $214.14

The toËal nonthly cosËs, when broken dor"m into princípal and

interesÈ, taxes, managenenË and maintenance fees, utilities and other

miscellaneous costs, are indícated ín Tables V.6 to V.11 on the

following pages.

These charts indicate that 23.027" of the ovrners have no nort-

gage payments since they have either paid cash for their units, or

theír Eortgages have matured. As for the remainder of the owners,

the prÍncipal and ínterest paymenË in all units claimed by far the

higher proportíon of average total uronthly cosÈs, being on Ëhe average

approxímately $268. This cost facËor also exhibited the greatest

variat.ion among or¡tners of units in different condominiums, ranging

from an average of $164 in 411 Cr¡mberland Ëo $450 in Tuxedo EstaËes.

L4. These variations may or may not be due to the presence of a
wide range of income classes Ín the condominium market. Those owners
with 1ow cosLs may very r.rell be Ëhose that were eíther able to pay cash
or make very large donrnpayment,s. 0n the other hand, the presence of
o!,ners having very high monthly costs is ÍndicaËive of the "paying
poln'er" of the respondents and hence Ëheir high íncome class.
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TABLE V.5

HIGHEST AND LOITEST CURRENT MONTHLY
COSTS IN CONDOMINIIIMS SAMPLED

CONDOMINII]M
HIGH

($)
LOW
($)

RANGE
($)

LAKEI^IOOD VILLAGE 499 774 325

THAWANI TOIITERS 474 t49 325

DORSET HOUSX 424 l-24 300

SOUTHWOOD GREEN 674 L74 500

PINEI,TOOD VILLAGE 499 374 t25

E)GCUTIVE HOUSE 550 474 76

SANSOIß & I4TESTI^IOOD DRIVE 673 149 524

411 CI]MBERIAND 387 113 27 lJ

NESS SQUARE 349 324 25

CHIMNEY RIDGE 498 L24 374

CRE S CENÏI,IIOOD GARDENS 549 l-24 42s

TUXEDO ESTATES 662 249 4L3

SPANISH COIIRTS 326 226 100

AVERAGE 505 2L4 29L

SOIIRCE: Survey of Occupants.
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TA3LE V.6

CURRENT MONTHLY PRINCIPAI. AND INTEREST

PRINCTPAI &

ÏNTEREST

CONDOMINÏI]M

NO. OF

OI^INERS

NO. OF

RESPON-
DENTS

AVE-
RAGE
($)

LOI^i-
EST
($)

HIGH-
EST
($)

RANGE
($)

NO. OF

OI^INERS

WITH NO

MORTGAGE

LAKEI"IOOD VILLAGE I9 T9 208 50 375 325

THAT,IANI TOI{ERS 2I 2I L73 50 275 225 9

DORSET HOUSE 10 10 180 50 225 L75 5

SOUTIIWOOD GREEN L7 16 308 r25 425 300 4

PINEI4IOOD VILLAGE 6 6 300 225 325 100

EXECUTIVE HOUSE 5 4 338 325 375 50

SANSOì.'ÍE & I.\TESTI,IOOD DRIVE 6 6 342 275 42s 150 3

411 CT]MBERLAND 15 15 l-64 50 275 225 1

NESS SQUARE 2 2 200 l-75 225 50

CHIMNEY RIDGE 20 20 304 275 32s 50 1

CRESCENTI^IOOD GARDENS 4 4 325 275 375 100 2

TUXEDO ESTATES 10 10 4so 450 4s0 0 7

SPANISH COIIRTS 4 4 188 L25 225 100

AVERAGE 267 .69 188 331 ]_43 ?q

Cogfficient of Variation 7744.37

Standard Devíatíon 87 .97 (.

SOIIRCE: Survey of Occupants.
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TABLE V.7

CURRENT MONTHLY TAXES

TAXES

CONDOMINIIJM
NO. OF

OI,INERS

NO. OF

RESPON-
DENTS

AVERAGE
($)

LOWEST

($)
HIGHEST

($)
RANGE

($)

LAKEI^IOOD VILLAGE L9 19 4T 37 62 25

TTIAI,IANI TOWERS 21 2l 50 37 62 25

DORSET HOUSE 10 10 52 37 62 25

SOUTHI{OOD GREEN L7 t7 74 62 87 25

PINEI4IOOD VILLAGE 6 6 37 37 37 0

EXECUTIVE HOUSE 5 5 62 62 62 0

SANSOME & I4TESTWOOD DRIVE 6 6 5B 37 62 25

411 CI]MBERLAND 15 15 26 13 62 49

NESS SQUARE 2 2 37 37 37 0

CHIMNEY RIDGE 20 20 37 37 37 0

CRESCENTI.IOOD GARDENS 4 4 37 37 37 0

TU)GDO ESTATES 10 6 100 87 L37 50

SPANISH CO1IRTS 4 4 13 13 13 0

AVERAGE 48. 00 4L 58 T7

Coefficient of Varíation 456.77

Standard Deviatíon 22.24

SOURCE: Survey of Occupants
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TA3LE V.8

CI]RRENT MONTHLY }.,IANAGEMENT & MAINTENANCE FEES

SOURCE: Survey of Occupants.

1. Includes cosËs of uËÍlities for common areas.

2. Includes all costs of utilitíes.

MANAGEMENT &

MAINTENANCE

CONDOMINIUM FEES
NO. OF

OWNERS

NO. OF

RESPON-
DENTS

AVERAGE
($)

LOI^IEST
($)

H]GHEST
($)

RANGE
($)

LAKEI^IOOD VILLAGE L9 L9 37 37 37 0

THAI^IANÏ TOI^IERS 2T L9 67 62 87 25

DORSET HOUSE 10 10 52 37 62 25

SOUTHWOOD GREEN T7 L6 67 62 87 25

PINEI^JOOD VILLAGE 6 6 37 37 37 0

EXECUTIVE HOUSE 5 5 67L 37 87 50

SANSOI4E & I^IESTI^IOOD DRIVE 6 6 37 37 37 0

411 CI]MSERIAND t5 15 492 13 62 49

NESS SQUARE 2 2 37 37 37 0

CHIMNEY RIDGE 20 20 37 37 37 0

CRESCENTI^TOOD GARDENS 4 4 37 37 37 0

TUXEDO ESTATES 10 I 93 62 LL2 50

SPANISH COIIRTS 4 4 13 13 13 0

AVERAGE 48.46 39 56 L7

CoefficÍenË of Variatíon 390.25

Standard Deviation 20.56
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TABLE V.9

CURRENT MONTHLY UTILITY COSTS

UTILITY COSTS

CONDOMINII]M
NO. OF

OI.]'NERS

NO. OF

RESPON_
DENTS

AVERAGE
($)

LOIITEST
($)

IlIGHEST
($)

RANGE
($)

LAKEI{OOD VILLAGE 19 L9 46 37 87 50

THAI.IANI TOIIIERS 2t 27 31 13 62 49

DORSET HOUSE 10 10 52 37 62 25

SOUTHhIOOD GREEN L7 16 54 37 TL2 75

PINEI,TOOD VILLAGE 6 6 62 37 87 50

EXECUTIVE HOUSE 5 5 27 13 37 24

SANSOME & I^IESTI^IOOD DRM 6 6 62 37 LL2 75

411 CU}IBERLAND 15 15 N/A N/A N/A N/A

NESS SQUARE 2 2 50 37 62 25

CHIMNEY RIDGE 20 20 57 37 62 25

CRESCENTWOOD GARDENS 4 4 50 37 87 50

TUXEDO ESTATES 10 9 59 37 L62 L25

SPANISH COURTS 4 4 s6 13 87 74

AVERAGE 50. s 31 85 s4

Coefficient of Variation LL4.7 5

Standard DevíaËion 11.19

SOIIRCE: Survey of Occupants.
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TASLE V.10

CURRENT MONTHLY OTHER COSTS

MISCELLANEOUS
COSTS

CONDOMINIiJM

NO. OF

OI^INERS

NO. OF

RESPON-
DENTS

AVERAGE
($)

LOIIIEST
($)

HIGHEST
($)

RANGE
($)

LAKEi,IOOD VILLAGE L9 L9 13 13 13 0

THAI^TANI TOI{ERS 2L 2L 13 13 13 0

DORSET HOUSE 10 10 13 13 13 0

SOUTHT^JOOD GREEN L7 T6 15 13 37 24

PINEI{OOD VILI-AGE 6 6 13 13 13 0

EXECUTIVE HOUSE 5 5 18 13 37 24

SANSOME & WESTWOOD DRIVE 6 6 13 13 13 0

411 CIN,ÍBERLAND 15 t5 13 13 13 0

NESS SQUARE 2 2 13 13 13 0

CHIMNEY RIDGE 20 20 I4 13 37 24

CRESCENTI^IOOD GARDENS 4 4 13 13 13 0

TUXEDO ESTATES 10 10 13 13 13 0

SPANISH COURTS 4 4 13 13 13 0

AVERAGE L3.62 13 19 6

Coefficient of VaríaËíon 1. 93

SÈandard Deviation L.45

SOURCE: Survey of Occupants.
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TABLE V. ]-1

A SIJMMARY TASLE OF MONTHLY COST FACTORS

SOURCE: Survey of Occupants.

COST FACTOR

AVERAGE
($)

STANDARD
DEVIATION

CO_EFFTCÏENT
OF VARIATION

Principal
& InËerest 267.69 87.976 7L44.37

Taxes 48.00 22.24 456.77

Management
&

MainËenance
48.46 20.56 390.25

Utilities 50. s 11.19 rr4 .7 5

Others L3.62 L.45 1.93
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TABLE V.L2

Current Average Monthly Costs

1. Costs íncluding o\¡7ners with no mortgages.

2. CosËs excluding o\^rners with no mortgages.

3. Subscripts after average costs indicate Èhe number of units
from which the average was calculated.

COSTS

CONDOMINIIJM

AVERAGE MONTHLY COSTS
($)

(A) 1 ß\2
LAKEI^IOOD VILLAGE 345L9*3 345r9

THAI^IANI TOI{ERS 2602r 32gL2

DORSET IIOUSE 25srO
tr

364r

SOUTIII^IOOD GREEN 440L6 522L2

PINET,]OOD VILLAGE 4496 4496

E)GCUTIVE HOUSE
TJ

5r2
lt

572',

SANSOME & I,ÍESTI,JOOD DRIVE 34s6 fi23

411 CIN4BERLAND 24LL5 248L4

NESS SQUARE 3372 3372

CHIMNEY RIDGE 44g20
10

466-'

CRESCENTI^IOOD GARDENS
It

299' 47 42

TUXEDO ESTATES 3445 64sr

SPANISH COURTS
It

283'
It

283',

AVERAGE 357.3rL32 423.85103

VARIANCE 6885.13 12447.sr

STANDARD DEVIATION 86.36 IT6.L2

SOURCE: Survey of Occupants
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The variaËion was espeeially evídent ín the older condominiurns possibly

as a resulÈ of the presence of or¡rners who have or,¡ned their units for

relatively longer periods of tíme, thereby having decreased the ínterest

portion of their mortgage payments. Condomíniums in which there was

a wide range of selling prices when the units were origínally sold,

exhi-biÈed this variaÈion as r.¡ell.

Current monthly Èax paynenËs varied from an average of $13 ín

Spanish Courts to $100 in Tuxedo EstaËes being on the average aPProx-

inately $48. The variaËion in taxes withín the condominiums is part-

Ícularly evident once more in Ëhose condominÍums where Ëhere r,ras a

wide range of sellíng prices in the units, maín1y due to the difference

in their sizes.

The management and maintenance fees ranged from an average of

$13 ín Spanish CourËs Lo an average of $93 in Tuxedo Estates. In the

population as a whole, Ëhe average paid toward this cosË factor was

$49. The amount of such fees depended upon the kinds of coumon elemenËs

included in the project and hence the extenË of management required.

The current monthly uËí1ity cosLs ranged from an average of $31

for Thawaní Towers to an average of $62 for Pinevrood Village and Sansome

and l^Iestwood Drive. The average for the populatíon as a whole was $51.

The amount of utility eosËs varied depending upon the size of the

complex and the conmon ameníËies included in the project

OËher mÍscellaneous costs remained relatively constant between

condominiums as well as r¿íthin Ëhe same condominíum, usually averaging

around $13. The average for the population as a whole was $14. The

variance in Ëhis cosË factor lras usually due to having rented an extra

parking space.
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Table V.l-3 on the following page, reveals that the average current

monthly costs in each of the 13 condoniniums sampled, require relatively

high incomes. Figures indicate thaË with a 257" gross debt ratio,ls "t
least an annual income of $11r904 is requíred to cover the average

monthly costs in lor,¡esË prieed units; with a 27% gross debË ratío, a

minimum of $11,022 Ls requíred and with a 307. gross debt ratio, a mÍn-

inum of ç91920 is required. However, Ëhese figures apply to a very

surall percentage of units on Ëhe market; the greater proportion, (837!)

of the units, require íncomes of at leasË $13,000 on a 3OZ gross debt

ratio vrith the average requíred incomes being $20,345; $18,838; $16,954

on 25%, 277" and 307" gross debÈ ratios respectively. As a resulÈ, even

though consumers with incomes lower than the minimum required may be

able to afford the dovrnpayments on the lower príced units, they v¡ould

not be able t,o afford the monthly payments, hence being excluded from

the condominium market.

The annual j"ncomes of condominium or¡rners in general are in fact

relatively high. CMHC sÈaËisÈics indicate that Ín L977, the average

annual fanily income of NIIA borrowers for condominium tenure was $20,883

witln 76.9% earning at least $15,000 and only L.L"a earning less than

$10,000. 9.97. were earníng between $10,000 and $12,499 and. I2.LT.

betv¡een $l-2,500 and $14,999. Table V.14 on the following page,

indícaËes that in all condominiums except 2 (95.62% of respondents),

the average annual income of o¡^rners is at least $16,000 rsith the average

income ín the ovrner population being $2L,496. There are no average

15. Gross debt ratío is defined as:
costs paid towards housing acconmodation,
* taxes * managemenË and maintenance fees
costs to the gross annual income.

the ratio of total rnonthly
that ís, principal + interesË
* utility fees * miscellaneous
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TABLE V.13

ANNUAL INCOMES REQUIRED TO COVER

CIJRRENT AVERAGE MONTHLY COSTS1

SOURCE: Survey of Occupants.

1. The currenË average nonthly cosËs in this table exclude o\¡7ners
with no mortgages.

2. Subscripts after average rnonthly costs indicate Ehe number of
uniËs from r¿hich averages Tirere calculated.

INCOME

CONDOMINII]M

AVERAGE
MONTHLY
COSTS2

(s)

REQUIRED
INCO}4E FOR

257. G.D.R.
($)

REQUIRED
INCOì4E FOR

277" c.D.R.
ts)

RXQUIRED
INCOME FOR
302 c.D.R.

LAKEWOOD VILLAGE 345L9 16, 560 15,333 13,800

THAWANI TOI^IERS 32s12 L5,792 14,622 13,160

DORSET HOUSE 3645 L7,472 16,178 14,560

SOUTHIIIOOD GREEN 522L2 25,056 23,200 20, BB0

PINEI^IOOD VILLAGE 4496 2L,552 L9,956 17,960

EXECUTIVE HOUSE
It

5L2' 24,57 6 22,7 56 20,480

SANSOME & I^ïESTI,IOOD DRIVE fi23 25,536 23,644 2L,280

411 CI]MBERLAND 248L4 Lr,904 lL,022 9,920

NESS SQUARE 3:.72 16,L7 6 L4,978 13,480

CHIMNEY RIDGE
10

466-' 22,368 20,7]-7 18, 640

CRESCENII^IOOD GARDENS 47 42 22,7 52 2L,067 18, 960

TUXEDO ESTATES 64g1 3r,L52 28,844 25,960

SPANISH CO1IRTS
lt

283', 13, 584 L2,578 11, 320

AVERAGE 424L03 20,345 18,838 L6,954
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TASLE V.14

CI]RRENT AVERAGE INCOMES OF OI,üNERS AND THE TOTAL MONTHLY

PAYMENT THAT CAN BE }4ADE WITH THESE INCOMES

MONTHLY
PAYMENT

CONDOMÏNIIIM

CURRENT

AVERAGE
INCOMES

($)

MONTHLY
PAY}ßNT
ITTTH 25%

G.D.R.
($)

MONTI1LY

PAYMENT
wrrÉ 27"/"

G.D. R.
($)

MONTTILY
PAYMENT
I^IITH 3OZ
G.D.R.

($)

LAKEI^IOOD VILLAGE 19,079 397 429 477

THAI^IANI TOIIIERS 22,000 458 49s 550

DORSET HOUSE 20, 000 4]-7 4so 500

SOUTIII^IOOD GREEN 28,250 589 636 706

PINEWOOD VILLAGE 23,333 486 525 583

EXECUTIVE HOUSE 25, 000 52r s63 625

SANSOME & I^IESTI,¡OOD DRM 27,083 564 609 677

411 CI]MBERLAND 16, 333 340 367 408

NESS SQUARE l_2, 500 260 287 313

CHIMNEY RIDGE 19, 000 396 428 475

CRESCENTWOOD GARDENS t2,500 260 2BI 313

TUXEDO ESTATES 3l, 250 651 703 78L

SPANISH COIIRTS 23,L25 482 520 578

AVERAGE 2L,496.38 448 484 537

Coefficient of VariaËion 30258027.93

Standard Deviation 572s.34

SOURCE: Survey of Occupants
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íncomes less than $12r500. As the chart indicates, these íncomes

allow for an average nonthly housing cost of $448 on a 25% gross debt

ratio, ç484 on a 27% gross debt ratio and $537 on a 3O% gross debt

ratio.

Table V.15 on the next pager indicaËes the actual percentage of

incomes paid for the highest and average uronthly costs. The range is

from 16.927" to 33,5"1 and 14.697" to 32.357" respectively for 12 of the

condominiums. In one condominium, the highesE cosLs require the a11ot-

ment of 52.7% of the average íncome and the average costs require the

allotment of 44.357. of Lhe average income to housíng costs. Hence,

in mosË cases, the relatively high monthly costs do noË require an

abnormally high gross debt ratio due Ëo relatively high Íncomes.

The above review of the toÈal current nonthly cosËs of condominium

onmership reveals that when all the various cost factors are taken ínto

account, even for those projecËs in which units had relatively low

initial acquisition príces, the nonthly costs of ov¡nership are relat-

ívely high requiring relaÈive1y large íncomes. The next section r¿i1l

discuss some of the ínhererit costs of condominium conversion revealing

some of the reasons for the relaËively high selling prices and hence

the relatively high nonthly costs in converted units.

(b) Differences Between Monthly Rental Costs Príor to Conversion and

Total Monthly Costs AfËer Conversion

The monthly costs of condominíum units are generally higher than

theÍr rental prices previous to conversion. ThÍs difference ís created

by Ëhe various cost factors involved in the process of converting. The

economic costs thaË are incurred, are ultiurately passed on to the

consu¡ner, thus creating hígher unit prices Èhan would othen¿ise have
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TA3LE V.15

ACTUAI PERCENTAGE OF INCOMES PAID FOR
THE HIGHEST AND AVERAGE MONTHLY COSTS

SOURCE: Survey of Occupants.

% OF INCOME
PAID

CODOMINIi]M

CURRENT

AVERAGE
INCOME

($)

Z OF INCO}{E
PAÏD TO COVER

HIGHEST MONTHLY
COSTS

Z OF TNCOME

PAID TO COVER

AVERAGE MONTHLY
COSTS

LAKEI^]OOD VILLAGE L9,079 31.39 2L.7

THAI.IANI TOI^rERS 22,O0O 25.85 L8.22

DORSET HOUSE 20, 000 25.44 20.94

SOUT}TI^IOOD GREEN 28,250 28 .63 22.0

PINEWOOD VILLAGE 23,333 25 .66 23.09

EXECUTIVE HOUSE 25, 000 26.4 24.s8

SANSOME & L\TESTI^IOOD DRIVE 27 ,083 29.82 22.69

411 CI]MBERTAND 16, 333 28.43 18. 51

NESS SQUARE L2,500 33.5 32.35

CHIMNEY RIDGE 19, 000 31.45 28.36

CRXSCENTIIIOOD GARDENS 12, 500 52.7 44.35

TUXEDO ESTATES 3L,250 25.42 27.46

SPANISH COURTS 23,I25 L6.92 L4.69
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been possible if the strucËure had noÈ been converted. These costs

ínclude the follorírrg,16

(i) ffre selling prices of the units include the additional profÍt

of the developer without which the conversíon would not have taken place.

The amount of profits depend upon the costs and availability of other

types of potential competiËion and the relative demand for Ëhem. As

Table V.2 indicates, gross profits inconversions in the l^Iinnipeg

market have been tremendous, ranging from 47% to II7% for the 5 conv-

ersions examined. This eost faetor has thus played a significant role

in inflating the príces of rental units to condominium buyers;

(ii) There is usually a loss of rental income r¡hich is variable

dependíng upon factors such as the lengËh of time required to sell the

uníts after Ëenants have vacated them, the length of tiure uníts remain

vacanË while possible renovations/alterations are being carríed out and

possible rent ttbonusestt given to tenants as inducement to gíve consent

for the conversion;

(lii¡ The developer has to pay carrying charges as well as real

estate taxes on the unsold units;

(iv) Renovations/alterations may be carrÍed ouÈ either volunÈarily

or they may be required in.order to bring the project inÈo compliance

with present buildÍng regulations or make íË more feasible for condo-

minium use;

(v) Conversions cannot be carried out under any of the províncial

statuËes ¡¿ithout Ehe consent of all encumbrances. Hence, the developer

has to persuade the mortgagee Èo consent Ëo the conversion. These

L6. A. B. Rosenberg, Conversion of RenÈal Properties Ëo Condominium
in Canada, (I,Iinnipeg: Appraísal InstiEute of Canada, L976), p. 42.
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negotíations incur legal expenses and possibly the cosË of new financing

is increased;

(vi) Legal, archiËecËural and ot.her procedural expenses are incur-

red in order Ëo produce Ëhe required plans and documenËs and obtain the

necessary approvals. In addition, further expenses can result from

delays in regístration;

(vii) A number of costs are incurred in the markeËíng of the units.

These include Èhe cosË of special promotions, brokerage charges, model

uníts costs, sales office set up, closing costs and common charges on

unclosed units; and

(viii) Insurance costs covering all units and common elements have

to be paíd by the developer.

As a result of the above cost factors, íE is reported that price

increases of L00% xo 200"/" following conversions are noÈ unusual.

Table V.16 below, gives examples of increases in cosÈs of nonthly pay-

ments in a few of the projecËs Ëhat were converted in Lrlinnipeg.

TABLE V.16

Difference Between Monthly Rental and Ornmershíp Costs

CONDOMINIIJM

MONTHLY
P"ENTA].

COSTS

PRXVIOUS TO

CONVERSÏON
($)

MONTHLY
COSTS OF

T]NITS AS

coND0-
MINII]MS

($)
INCREASE

(7")

CURRENT

AVERAGE
TOTAL
MONTHLY
COSTS6

($)

EXECUTIVE HOUSE1 200 - 280 5æ2 L25 5L2

SPANISH COIIRTS3 160 250 56 283

411 CI]MBERIAND4 168 - 190 281 - 303 63 252

LAMONT APART}ßNTSs 23L 306 49

SOURCES: LisËed on next page.
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SOURCES: (For Table V.16)

l-. I^Iinnipeg Free Press, June L4, 1976.

2. Thís total íncludes princípa1, inËerest, taxes and maintenance costs,
hence ít excludes the costs of utilíties.

The convertor of the project coÍmented that prevíous to the conv-
ersíon, rents were kept arËíficial1y low because of rent controls.

The Winnipeg Tribune, December L6, 1976.

Information r¡ras provided by the convertor. Current average toÈal
monÈhly costs were not available since, at the Èime of the survey
no units had been sold.

6, Total monthly costs include príncipal, interest, taxes, maintenance,
utilities and miscellaneous costs.

Hence, the above indicated inherent costs of condomínium conv-

ersion, some of which are also applicable to nevr construction, play an

imporËant role ín increasíng the price (short term as well as long

term) of condominíums beyond the purchasing por¡rer of lo¡.rer íncome

consumers. Evidence of this has been Ëhat onl-y I0% of the Èenants

have purchased units in conversions mainly because they eould not afford

the units as condominiums. The fact that the greater proportion of

tenants are not able to purchase Ëheir units is of crítical importance.

First of al1 it indicaËes that lower income consumers are squeezed out

of the rental market when conversions take place and hence are forced

Ëo choose other renÈal accommodation from a diminished (either Èemp-

oraríly or "permanenÈ1y") rental stock. Secondly, Ëhe fact thaÈ even

the required price of converted units, which can presumably be placed

on the markeÈ at relatively lower príces than ner,¿ units, bars Èhe lower

íncome groups from enÈering the m¡rket; indícates that the poËenËial

for condomíniums in providing or^mershíp options to lower income cons-

umers cannot possibly be realízed within the existing market círcumstances.

4.

5.
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POST OWNERSHIP PHASE

This section wílI examine the expected selling príces and Ëhe

expecLed rents for the units. Discussion on the expected selling prices

will serve to indieate whaË the expectations of or.mers are with respect

to the currenË resale value of the units. Hence, ít will be determined

to what extent the resale market, in Ëerms of initial acquisiËion price,

excludes the lower income consumers. DÍscussíon on expecËed rents will

serve to indicate what the value of the units as rentals are and hence,

the approximate amount of monthly costs to prospective buyers. This

will serve Ëo determine to what exËent the resale market, ín terms of

long term costs, prohibits Ëhe entry of lower income consumers.

(a) ExpecËed Selling Price of Units

The expeeted selling price ranged from a 1or,¡ of less than $151000

in 411 Cumberland to a high of $90,000 in Tuxedo EstaÈes. The majority

of the ol,rners (64.75%) expecÈed a sellíng price between $30,000 and

$50,000.17 L2.24lZ expected less than $30,000,18 whil. L5.IY/" expected

between $50,000 and $65,000.19 7.gL7. (11 uníts in 2 condominiums)

expected $65,000 "rrd 
orr"r.20

17 . These ohrners lrere in all condominiums except Tuxedo Est.ates.

18. These or¡¡ners Írere in Thawani Towers, Dorset House, 411
Cuuberland and Spanish Courts.

19. These o\^rners were in Thar¿ani Towers, Southwood Green,
ExecuÈíve House, Sansome and Westwood DrÍve, Crescentwood Gardens and
Tuxedo Estates.

20. These o!üners !üere in South¡uood Green and Tuxedo EsÈates.
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(b) ExpecËed RenËs Including urilirieszl

The expecËed rents íncluding utilities ranged from a low of

under $150/nonth in 411 Cumberland to over $650/rnonth in Southwood

Green and Tuxedo Estates. The rnajority of the respondenËs (69%)

expecËed renËs betvseen $250 and ç500.22 Only B .53% expecÈed less than
4n )lt

ç250" and 15.57" expected between $500 arrð, $649.'" Only 6.9% expected
,R

over $650.'-

The expected selling prices and expected rents also seem to

indicate that the expectations of oÌ^irlers with respect to capÍtal gains

are relatively high, hence excluding the lower income particípants

from the resale market.

The above revier¿ of the costs of condominium development and

oumership has indicaEed the various economic obsËacles preventing Ëhe

lourer income consumers from enËering the market. These include the

inítial aequisítion prices subsequently requiring relatively high

monthly mortgage principal and interest payments; relatively high

Ëaxes on condominium uníËs and the additional costs of management and

maíntenance. The discussion has revealed that t,he relatively large

profits and various inherent costs of condominium development and o\^lner-

2L. Only 92.8L% of. the owners !¡ere able to state the approximate
amount they expected for renË. The remaining owners declined to
respond staËing they had never thought about iË before.

22. These orùners vrere in all condominiums excepÈ Tuxedo EsEaLes.

23. These o\4iners were in Lakevrood Village, Dorset House,
411 Cunberland and Spanish Courts.

24. These owners r,rere in Southwood Green, Pinewood Village,
Executive House, Sansome and Ï^Iestwood Drive, Chimney RÍclge, Crescent-
wood Gardens and Tuxedo Estates.

25. These or.iners were in Southwood Green and Tuxedo Estates.
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ship are largely responsible for prices of conominíum units not being

any lower Ëhan they have been. The relatively high incomes of current

or^7ners supporËs the belíef that low income consumers currerrtly do not

parËícipate ín Èhe market.

Responses to questions with respect to the 1evel of saËisfaction

by currenc oÌ,rners indicate that they are in fact able to financially

bear the costs of condominíum ov,rnership ¡vithout any diffículties. 96.8"/.

of the respondents felt that they were satisfÍed with Ëhe purchase of

their ,-rrrits.26 The majority of the ovrrlers (80%) felt that the manage-

ment fee was eíËher moderate (66%), moderately low (IL.6B"/") or very

low (l .467.). L6Z of the o\,rners felt it was higb wirile 47, fe]-t ir was

,'7
very high.-' üIith respect to ratíng of maintenance fees, again, Ëhe

urajoríty of the owners (76.7771) felt that they were eíther moderate

(64.5%), moderately low (L}.fi() or very ]'ow (2.I7"Á). L9% of the or¡irrers

felt the fees were high, whíle 4.35% felt they ï¡rere very frigfr.28

The following chapËer will address the obstacles which have emerged

from this and the foregoing chapters, obsËacles faced by lower income

consumers for entry into the condominium market. The next chapter r¿ill

also specify a nuuber of proposals by way of ¡¿hich their entry into the

narket should be facilítaÈed.

26. 99,28% of the oT/ùners were able to indícate Ëheir saËisfacÈion
with the purchase of Ëheir unít. The oqmer of one unit who declined to
respond sËaÈed Ëhat he had noÈ been living in his unit for a long enough
period of tirne to be able Ëo say whether or not he r¡as satisfíed.

27. 98.562 of Ëhe or¡rners responded to this quesÈion.

28. 99.28% of the owners responded to this question.
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The opening chapter of thís thesis identified the exísting socio-

economic trends in the housing mnrkets of major urban centres and examined

Ëhe underlying reasons for Ëhem. The examinatíon revealed that although

the demand for housing ¿ggemmodation is highly individuaLized, a number

of conflicting forces currently operatíng within Canadian housing

markets prevent the fulfillment of individualized demand by consumers

who are not able to afford the financíal costs of required accosunodaÈion.

It r,¡as then asserted that the unfulfillment of índividualized demand was

felt by ever íncreasÍng numbers of consumers in the housing markets.

This asserËion r'ras made in view of current conditions characterized by

ínflatíonary trends parËicularly in the land and housíng market,s,

changing demographic characteristícs and life styles, strong demand for

home-ov¡nership and the 1ímiËed, superficial nature of government inter-

vention which fails Èo prevenË the determination of the greater prop-

ortion of the housing supply solely by market forces governed by the

private profit motive.

The exisËent conditíons in housing markets clearly indicated Ëhe

need for rational residential land use practíces. An examination of

Ëhe concept of condominium or¡rnership and the mulEiple benefits that

can be derived from iÈs applicatíon, revealed that condomíníums are

índeed a most. appropriate form of housing for expandíng urban pop-

ulations undergoing rapid change. It was specifically pointed out

that the social and economic costs of urban growLh, partícularly

affecting governments and Èhe lower income sectors of society, requíres

an ar¡Tareness and acceptance of t.he concept as a necessiËy rather Ëhan

merely an option and in effecË calls for the ful1 exploitation of its

potenËials.
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The quesËion than arose as to whether Ëhe potenËíals of the con-

cepË with respect Ëo provision of ornmed housing for lovr income cons-

uners, evident in theory, could in fact be reaLízed wíthin the exis-

ting socio-economic, politícal and legal environments of Canadían

urban housing markets. Henee, subsequenË chapters examined the actual

application of Êhe concept as experienced in Ëhe CiËy of I^Iinnipeg, in

order to determine to what exEent condominiums are currenËly providing

homeor^mershíp for the low income consumers and to identify the obstacles

and their underlyíng reasons preventíng condominiums from performing

this funcËion. The supply and demand characterÍstícs, the socÍal,

economic, political and legal forces determiníng Lheir nature and the

economic costs and benefits of condominium development and or'mership

r¡ere looked into.

The investigation revealed that condominiums to date have not

been a vehicle to low income groups (earning approximat,ely at the most

$13r000/year) to enter the or^rnership market. Hence, the divergence

between condominium theory whích asserts that Èhe condominium form of

housing holds Ëhe potential of providing lower cost o\¡mership optíons

(thus being particularly feasible for lower income consumers); and

the condominíum practice which exposes thaÈ thÍs potenËíal has not

been and eannot be realized withín the current development framework.

Three urajor obstacles Ëo Ëhe realizat.ion of the potential expressed

in theory, emerged from the study.

(1) Prices of units, ín general, are not low enough to enable

lower íncome consumers to enËer the urarket.

(2) Even when the uníÈs are merketed at relatively 1ow prices,

the total monthly cosËs of ornmership are not low enough Èo enable
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lower income consumers to keep up wíÈh nonthly paynents.

(3) Units that can be afforded by certain income groups, both

in terms of the initial acquisiEion príce and the total nonthly costs,

are neverËheless marketed to buyers r,¡iËh relatively hígher incomes.

The following reasons energed as underlying these obstacles.

(a) High Levels of Profit by Developers: Developers have concen-

trated in the provision of units which are marketable to income sectors

other than Èhe lower íncome, thereby attainÍng relaÈive1y high profíts

on theÍr developments. The high 1eve1s of profit by developers indic-

ated a lack of competítion as a result of lirníted or non-involvemenË

ín Èhe market.

Factors which have emerged fron Ëhe study as limiting the involve-

menË of developers have included: (i) Ëhe complexiËy and the novelty

of the condominium concept; (ii) problems faced in market.íng uniËs

such as unfamiliarÍËy of consumers wíth condomíniums, high selling

prices, unsuitable locations and designs; and (iii) difficurties r,¡ith

financing and lendersr conservative policÍ.es (such as dífferent loan

Ëerms on condominiums, bad early experíences, refusal Èo finance

lo¡+er príced units, 507 sales requirement before regisËratíon, 65"/"

sales requirement before advancing loans on condominium basis and

discríminaÈion against snall developers) .

(b) Limitedlnvolvenentby Lenders: Many lenders who are currently

involved have líroÍted theír activities to Ëhe higher income sectors of

the markeË and larger developers and a great many lenders have not

entered Ëhe market at all.

Factors which have emerged from Èhe study as liniting the involve-

ment of lenders have included: (i) the complexity and novelty of the
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condonínium concepË creaÈing uncertaínties with respect to completion

of developments running over expected dates and the failure Ëo achieve

sales performance levels; (ii) concerns arísing out of the naËure of

condominium or¡rnership such as: monthly assessments, cotttrnon charges,

reserve funds, project governance and maintenance, phased developments,

consideration of relation between construcËion and permanent lender,

high adminístratíon costs, delays in registration and míx of renËers

and ovrners; (iii) concerns arising ouË of the nature of projects such

as theír design and location, the developer, price and caliber of

development; (iv) the nature of CWIC policies such as: numerous NHA

requirements, advancement on Èhe basis of individual 1oans, raËher

than the projecË as a r¿hoIe, maxímum ceiling on loans, non-involvement

in conversions and AHOP restrictions; (v) precarious legal posítion of

lenders in case of faulty construction and mortgage defaults; (vi) bad

early experience r¿ith condomÍniums in Wínnipeg and other centres;

(vii) naËure of head offíce loan policies stressing involvement in

types of lending other than condominium and preference for cert,ain

types of loans.

(c) Limited Involvement by Consumers: Although some consumers

have been attracted to the condomínium option for various reasons,

the greater proportion of Winnipeg housing consumers still remain un-

involved in this new form of ornmership. Unfaniliarity with the condo-

miníum concept, inability to comprehend its complexíties, preference

for single family dwelling ownership, preference for rental Ëenure,

rejection of comron ownership and mediurn-high density developments,

and unsuitabilíty of condominiums on Ëhe market for or^mership; have,

in general, accounted for the linitation of effective demand Ëo Lhe
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the market.

Structures and Ëhe NaËure of

Condominium Ov¡ner ship

Costs specifíc Ëo condominiums have resulted in relaËively high

acquísíËion prices as r¿ell as relatively hígh nonthly payments. Although

the potential savings from land cost.s are high, the total monthly costs

have varied depending on the type ef sqmmen amenit.ies included in the

project, attimes totally offseËting Ëhe savings from land.

The monËhly maintenance fees have been of partícular concern to

lenders in all projects however, due to the mutual ínterest to maintain

or increase the value of the buildings for capítal appreeiation. Such

concerns have limited lenders I provision of loans exclusívely to the

míddle, hígher-niddle and higher ineome classes. As a result, sínce

lenders are not willing t.o lend to lower income consumers, even units

which are relaÈively lovrer priced, have ended up being markeËed Ëo

relaËively hígher income buyers.

As long as Ëhe current obsEacles to the entry of 1ow income

consumers ínto the condominium market and their underlying reasons

surrounding condominíum activity in I.Iinnipeg remain unchanged, condo-

miniums ín Èhe future cannot and ¡,¡i11 not be a vehicle to low íncome

groups to enter the mnrket. Responses of lenders and developers to

the question regarding which íncome sectors condominiums are like1y to

1. t'Innovatortr sector of t.he market consists of those
who are willing to purchase a ner"r product (the eondomínium)
sËages of its existence on the market.

2. "Transientrt sector of the market consists of those
who are utilízÍng Ëhe condomínium as a stepping stone to the
of a single famíly home.

consumers
in the early

consumers
purchase
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provide for within the next 15 years are an indicaÈíon that 1o¡,¡ income

groups are likely Ëo be excluded from the market unless active govern-

menË intervention ís undertaken. The income secËor that vras most oft.en

selected by lenders vras the highest ($25,000 and over - 34.57. of the

responses). The middle income and the higher-níddIe income classes

r¿ere selected equally as nany times (28% of the responses each). Only

L0.37" of the responses was in the lor+er-rniddle class ($7,000 to $11,999)

whíle the lowest income class, (1ess than $7,000) was nor pícked by any

lender, 74% of the developersr responses fe11 into the middle to high

income brackets while 247" of. the responses fell inLo the lower-middle

íncome classes.

Governments have thus far had very liÈtle involvement Ín the

condomínium fíeld, eíther Èhrough legislative and procedural channels

or active policÍes.

AÈ all levels of government, the legislative framernrork has been

límited in scope. At the federal 1eve1, legíslatíon merely specifies

regulatíons for the making of loans which could apply to any structure

Ëhat is being const.ructed or purchased with no special provisions for

condominium 1oans. At the provincial leve1, legislation provides for

Ëhe creation and administraËion of condominÍum corporations wíthout

any specifíc reference to the provision of lor¿er priced unit.s for the

1or¿er income groups. At the municipal level, there is no legislation

that applies specifically to condominium development.

I^Iith respect to the procedural framework, all condominÍum acti-vity

has been subject to the same approval processes as any other Èype of

consËruction, regardless of Èhe wide ranging inpl-ications of this

unique form of residentíal development. The partícular cosÈ factors
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in development of condominiums, the feasibíliry of designs for condo-

mínium use, Ëhe íncome market units are geared to, the feasibility of

locaËion, vacancy rates in the rental market and dislocation of lower

income Ëenants ín conversions receive minimal if any aËÈention by govern-

mental auËhoritíes in the various steps of the procedures.

There have been no active government policíes at any 1eve1 of

government specifically formulated for the guidance and promotion of

condominíum developments prirnarily aímed at lowering costs and control-

ling the nature and prices of the uniËs on the market. condominium

developments to date have in fact been primarily governed by market

forces.

Government ínvolvement in the condominíum market is partícularly

necessary in view of the nature of private sector activiËy whích is

limiËed in scope, goals and objectíves. Since private sector involve-

ment is based on risks; this factor governs the rate units are put on

Ëhe uarket, theír locatíons, nature of the supply and hence the nature

of demand that becomes effective. In the involvement vrith a new con-

cepË such as that of the condominíum, the risks involved are high

requiring the attainment of very hígh profÍt levels. As a result, the

supply exhibits characteristícs which are most likely to provide the

expected profits.

Governments can have the necessary influence on condominium

development through various types of fiscal, monetary, and regulatory

Deasures, and through educational programs, ernployed to affect the

demand for and supply of condominium units. The remainder of thís

chapter wíll ouLline these measures.
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(1) POLICIES AFFECTING DEMAND

In order for lower Íncome consumers to parËicipate ín the condo-

minium market, it is essential that the demand for condominium units

by the consumer population in general and lower income consumers in

partÍcular, be increased. An íncrease in deurand could result in

greaÈer parËicipation by developers, lenders and other consumers. This

r¿ould mean a market characËerízed by greater compeËitíon where it ís

less feasíble for developers to be selective in terms of the priees

of units to be markeËed and for lenders to be selectíve in terms of

the incoroe groups to whom loans are made. As wel1, the íncrease in

demand by consumers could result ín diversion of buildíng activity

from traditional forms of land developmenË to the condominium form

whích could presenË great savings to governmenÈs thaË could then be

utilized for subsídizaËion of condominium housing for 1or¡er income

groups. Policies whose aim is to have a positive impact on demand

(Ëhat is, increase it) should be directed tor¿ards (a) correcting

market imperfectíons (consumer education) and (b) removing capital

market díscriminatíon (special morËgage assÍstance). Specifically,

the following policies are required.

(a) Consumers Education

Fíndings from the study have índicated that an imporËant obsÈ-

acle Ëo consumer demand of condominÍum units is the unfarniliaríty of

consumers wiÈh the condominium concept and the ínabilíty to compre-

hend its complexitíes. The resulË has been that consumers, in

general, when consideríng the ovmershíp option sti1l opt for single

family dvrellings. ThÍs fínding clearly indicates that greater consumer
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undersËandíng of condominium ovrnership is essential if there ís to be

an increase in demand.

Hence, it is necessary that consumers are informed on the various

aspecËs of condominium developmenË and ownership through government

publications made available to them and government sponsored educa-

tional programs which partícularly encourage the particípatÍon of lower

income consumers. Such publicatíons and educational programs should

specÍfically aiur to be informaÈíve in the following areas. Consumers

need be made aware (1) of the fact that the level of satisfaction

(economic, social, psychologícal), derived from condominium 1ívÍng

may not necessarily be less than that of single farnily dwelling owner-

ship and Ëhat satisfaction would depend upon the type of project and

índÍvidual needs of buyers rather than the type of or^mership; (2) of.

the advantages and disadvantages of condominium living as compared to

oËher types of dwelling tenure; (3) of the fj-nancial requiremenËs (short

term as well as long term) of condominium ornrnership; (4) of the manage-

ment of the condominiums; and (5) of the possible legal, fÍnancial and

social problems consumers could be confronted with in the various phases

of condominium acquisition, ol¡rnership and marketing.

The dissemination of information to consumers should be carrÍed

out by all levels of government. The federal and provincíal govern-

ments should be responsÍble for conducting research ínto the condominium

fíe1d and providing the public wíth easil-y understandable and obtainable

lÍËerature. Such research fíndings should be cosmunicated to policy

makers and planners aË Ëhe municipal leveI who should then be respon-

sible for Ëhe creation and administraËíon of the educational programs.

These should be highly publicized and encourage the participation of
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varíed groups of consumers.

(b) Special Mortgage Assístance

The study has indicated that lor,¡er income consumers are confronted

r,¡ith various fínancial obstacles which prevent them from enteríng the

condominium market and hence result in a depressed effective deurand by

these groups. Primarily, these obstaeles were pointed out as being:

the unavailability of lower príced units; the inability to afford the

nonthly costs of ov¡nership of uníts on the market; and lenders t refusal

to lend to 1or¿er income applicanËs.

Hence, in order to íncrease the effective denand by lower íncome

consumers, it is necessary for governments as well as private lenders

to channel funds Ëo Ëhese groups ín order to decrease the short term

and long term cosËs of condominíum ovrnership. specifically, this

objective should be achieved Ëhrough the following means:

(i) grants and subsÍdíes:

Increased grants and subsídíes should be gíven to lower

income consumers in order to decrease Ëhe dor,rnpayment and principal

porËion of mortgage pa)rments. such assistance should be provided by

the federal and provincíal governments through programs specífically

formulaËed for assisting lower íncome consumers ín buying condominiums.

As we11, provisions should be made withín the existing assisÈance

programs for greater lower income involvement in the condominium field.

For example, AHOP3 qualifícations should not require tvro people for

condomínium application, sínce this requirement v¡ould exclude single

parenËs, single elderly and other single lor¿er income consumers, for

3. Assisted Home Ov,¡nership Plan
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aLl of whom small condominíum units could províde ideal housing accon-

modaÈion. AHOP qualifications should also require a liurit wiËh respect

Ëo Ëhe maximum íncome instead of the minimum income in order to insure

that units are marketed Ëo t,hose consumers who are least financially

capable of acquíríng other units.

(ii) Increased ínvolvement ín direct financing and ínsurance of

special Ëerm loans for lower income applícants:

Differing loan Ëerms should be applíed on all direcË government

loans as well as NHA loans made by private lenders Ëo lower income

consumers. Loan terms for these applicants should have the following

characËeristics: decreased required income, decreased carrying charges

(ínterest rates and insurance fees), increased lending values and in-

creased amortization periods. In order to decrease Ëhe long term

total cosËs as v¡ell as the short term irunediate costs of or^mership, the

above mentioned special provisions on loans for loqter income consumers

should be carried out in a co-ordínated manner r¿íth awareness of

possíble detrimental effects of one means of lowering costs upon another.

For example, lrhen increasíng the length of the amorËization períod,

inÈerest rates should not be íncreased since this v¡ould greatly íncrease

the ultimate toËal cosËs. I+rhile decreasing the down payments, the

príce of the unit and interest rates should also be decreased in order

to decrease the Ëota1 costs. The differing loan terms should be applÍed

by federal and provincial governments on NHA loans and loans adminís-

tered by MHRC, made specifically to lower income applicants.

( rr-r-) raxes :

ProperÊy taxes on condominium units should be deereased,

particularly if they are in apartment structures.
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(iv) Encouraging private lending to lower income consumers:

Federal and provincial governmenËs should encourage private lendíng

to lower income consumers by guaranteeing the loans made to them as

well as subsidizing the difference ín loan terms when loans are made

by private lenders on díffering terms. Findings have indicated that

involvement of partícularly the smaller j-nvestors is limited. As

condominium developments provide an opportunity for small Ínvestors

(that is, sma1l builders as vrell as individuals who wí1l provide Ðort-

gage rnoney) to enter the market; federal and provincial governments,

through provision of capítal at reasonable rates Èo srnall ínvesÈors,

should facilitate their ent.ry into the market in order to íncrease

market competition and hence minimíze the opportunities for selective

lending practices.

In addÍËíon to the above mentioned forms of direct loan assis-

tance, governments can aEÈempt to deal r¿ith varíous obstacles preventíng

lendersr full participation. Fíndings have indicated that there are

several reasons for private lendersf liurited involvement in the condo-

míníum market. These reasons have in parËícular been responsible for

Ëheir total exclusion from the lor¡er income market since Ëhís íncome

secËor presenËs the greatest risks in terms of the security of the

1oans.

one imporÈant reason has been the complexíty and novelty of the

condominium concept creaËing many uncertaÍnties in the minds of lenders.

The conservative approach of ínstíËutional lenders to nevr ideas such

as that of the condominium, coupled with bad early experiences has

further prevented a liberal minded and inquisitíve approach to the

concePË. If private lenders are to íncrease theÍr involvement in the
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lower income end of the condomíníum market, iÈ is then first of all

necessary that they alËer theír aËtitudes with respect to lending for

this group of consumers and this form of or,mership. Hence, govern-

ments should carry out educatíonal programs for lenders whích aim to

increase their ar4rareness of the poËentíal benefits of condominiums

and províde knowledge wiËh respect Ëo how risks can be minímízed in

lower priced developmenËs thus making them an equally attractive ínvest-

menE option as other forms of resídential development. Such programs

should be carríed ouË at Ëhe munícipal level r.¡here interacËion between

loca1 lenders and governments would be easíest. Particularly, efforts

should be made to communicate Èhe contents of such programs to head

office members r¿ho are directly ínvolved wíth the fornulatíon of lendíng

policíes in general.

The study has índicated Ëhat other important reasons lirniting

ínvolvement have related to concerns with regards to the nature of

condominium otmership. Foremost in lendersr minds have been poËentía1

problerns with respect to projecË management and maintenance and the

fees and reserve funds required for thís ímportant functíon; since

these aspects of condominium orrmership are direcÈly relaËed Èo fore-

closures on uniËs as well as decline in the value of the propertíes.

In order to prevenÈ Ëhese concerns fron lirniËing lending actíviËy, a

municipal governmenÈ agency should be established, which monitors and

assísËs managenent. and maintenance acËivities in lower priced uníËs

where management and maintenance is rnore likely to be of lower quality.

This agency should perform the following specific functions:

- trtlhere professional m¡n¿gement companies are employed, the

agency should moniÈor Èheir activíties in order Èo prevenË unaccountable



L57

increases and poor qualíty services;

- The agency should encourage, through educational programs, the

managemenË and maintenance of the corporations by unit o\¡iners since

this would greatly decrease this additional cost of condominium o\¡rî.er-

ship. Such educational programs should farniliarize o\¡trters t¡ith the

fínancial operations of a condominíum so that they can successfully

manage Ëheir projecËs;

- The agency should also monitor Ëhe management of self managed

condominíums in order Ëo prevent Èhe politicisatíon of the Board of

DírecËors to meet individual needs and ín order to enforce by-laws.

Government assisËance would partÍcularly be useful ín the initial

period when ov¡ners take over management and maintenance duties from the

developer.

The study has also indícated that lenders are hesíËant to enter

the markeÈ because of their precaríous legal positíon with respect to

la¡¿suits by owners. Hence, governments should take measures against

faulty construction particularly in lower priced units so thaË lenders

feel more secure wíth respecÈ to the quality of the project. These

measures should be carríed out by CMIC through building code enforce-

ments and warrantÍes. The specÍal mortgage assistance provided by

governments and prívate lenders as outlíned above would be particularly

suitable for converted condomínium units sínce, as the study has indí-

caÊed, units in such a projecË generally have relatívely lower acqui-

sitíon prices. As well, in projects t.o be converted, a lower income

potential market qrould be exístent as mosE tenants r,¡ould noË be able to

afford the units as condomíníums. The specíal mortgage assístance would

facilitate their acquisitÍon of units, hence preventing problems of dis-
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locaÊion as r¡ell as aiding Ëhe developer in quick narketíng. Savíngs

as a result of quíck marketing could then aíd in further decreasing

the acquí.sition prices of converted units.

In order to facÍliËate Ëhe acquisition of units in converted

projects, a governmenË agency should be established to facílitaÈe the

conversion procedures. Such a corporation should deal with the admin-

isËration of loans on converted uníts as well as prevention of enormous

íncreases in the value of units as a result of Ëhe conversíon process.

ülíËh respect. to prevenËing increases, the agency should specifically

undertake the following functions: enforcing legislation with respect

to linits on profíts; lowering estimates of real estate taxes on unsold

uníts in view of the facË they i,rill be marketed to lower income cons-

umers; subsidizing possible differences beËween the costs of old and

nei+ financíng; subsidizing renovations and alterations; and stream-

lining Ëhe regÍstration procedure to decrease the 1egal, architectural

and other procedural expenses. These measures would assist greatly in

ensuring greater success in conversions, henee preventing the ineffi-

cient and inequÍtable resul-ts of partíal1y successful projects. (rn

partially successful condominiums, a proper Board of Directors will

not be formed; hence those that orrrn rvil1 fínd their investments limited).

(2) POLICIES AFFECTING SUPPLY

U9ll-izatLon of measures to increase the demand for condomínium

uniËs must be accompaníed by measures t.o increase Ëhe supply of units

as well as measures to regulate the nature of the increased supply.

such measures affecting supply, accompanied by increased demand, would

minimize selectivity ín Ëerms of the naËure of units narkeÈed, the income

groups loans are mafls ¿6, the prices of exisÈing uniÈs Ín the resale
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mârket as well as prices of units in projects newly entering the

markeË. rn order to have an impact on the rat.e and natur:e of units

on the market, governments must primarily ernploy polícies to remove

uncertainty (ínspecÈion). specífically, the following policÍes are

required.

(a) Regulating Quantiry of Units

Findings from the study wiËh respect to high levels of profits

have indicaËed lack of conpeÈÍtion in the m¡rket, allowíng Èhose

developers who are ínvolved a great deal of control over the quantity

of uníts supplied. The reluctance of particularly Ëhe snaller developers

Ëo become active in the condomínium market, suggests the necessity of

some form of assistance and legislative amendment in order to encourage

greater developer partícipatÍon, Èhereby fostering coupetition. The

facËors which have emerged from Ëhe study as ínhibíting developer

ínvorvement suggesË varíous ways through which particípation can be

encouraged.

A prirnary factor has once uore been the complexity and novelty

of the condominium concept.. In order to familiaríze developers with

Êhe concept, it is therefore essential for governments to carry out

educatíonal programs r¿hich aim to inform theu wíth respect to the

special circumst,ances of condominíum development, Ëhat ís, legalities,

regisËraÈion proceduresr marketing, nanagenent, mainËenance, etc.

such programs should specifically point out to developers that the

success of condominiums should not be prejudged on the basis of bad

experÍences in oËher markets and at other Ëímes in Winnipeg, buË rather

thaL the success of projecËs depends as much on their índívidual chara-
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ct.eristics as the specífíc aârket condítions. These programs should be

administered at the municipal 1eveI r¿here it would be relatively

easier to maintain communícation with local developers.

Another factor inhibitíng ínvolvement has been the high costs

of construction. In order to reduce consËruction costs, tax íncen-

tíves should be utilized. For example, taxes on building maËerials

should be decreased for Ehose developers rn¡ho are willing to provide

lower priced uníÈs for the lower income consuttrers.

Findings have also indicated that in l^Iinnipeg there ís a shortage

of land zoned or land available for zoning for condominium use. In

order to prevent such a shortage, restrictive zoning by-laws should

be changed ín order to facílitate zonLng of land for condominium

structures in all areas of the cíËy where land is to be developed for

resident.ial purposes.

Restríctive financing procedures have also prevented involvemenË.

The following proposals should aid ín confronting Ëhese obstacles:

- Construction loans should be made avaí1ab1e by government

particularly to snal1 developers who fínd it difficult to obtain

financing from private lenders;

- DiscriminaËory loan terms agaínst condominÍums should be

prohibited;

- Loans should be advanced on the basis of a condominium project

wiËhout the requirement of 657" sales performance level. This would

facilitate more rapid construction as r.rell as prevenË rentíng of units

in the process of market,íng as a result of cash flow problems. If after

a specífied period of time, sufficienË uniÈs are noË markeËed and Ëhe

project can not be registered as a condominium, the difference between
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the loan on Ëhe basis of a condominium and loan on the basis of

renËal can be returned at minímal inËerest rate charges.

Lenghty and complícaËed regístration procedures have been an-

oËher inhibiting factor. Hence, procedures for the creation of condo-

miníum corporations should be sËreamlined. This can be achieved by

standardizatíon of required documents and by inspection of applications

for condominiums at the early sËages of the approval process. This

would prevent certain obstacles that uray arise at laÈer stages and

ínform developers ahead of time as to what the legal and procedural

requirements are, so that they can be Ëaken ínto consideration at the

early stages of project planning.

(b) RegulaÈing Quality

Fíndíngs from the study have indicated that the qualitatíve as-

pects of the existing supply, r¿ithin the current developrnental frame-

work, are not conducive to the entry of lower income consumers to the

market. Hence, the characteristics of supply wíÈh respect to príce,

locatíon and design (síze of units and project, structure type, density)

should be regulated by government ín order Èo make condominiums more

feasible for lor"rer income consumers. Specifically, the fo11owíng are

required:

- Research into cost saving desÍgns specifically feasible for

condominium use should be carríed out. For example, The Manitoba

Condominium Act provides for

In view of the facÈ that land

development costs and play an

units to consumers, ít would

crease Ëhe costs of providing

the developmenÈ of leasehold condominiums.

costs make up increasing proportíons of

ímportant role in inflating the price of

seem that thís optÍon r¿ou1d greatly de-

units and presenË an opportunity for lower
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íncome consumers to enter the rnarket. This should be thoroughly

ínvestigated and its 1egal and financíal irnplicatíons for Ehe l^iinnipeg

m¡rket should be determined. The federal government, through provision

of funds for a land bankíng program; and the provincial and nunicipal

governments, through the administration of Èhe program, can play a

crucial role in the utilízatíon of the leasehold regime. Lands o¡^med

by the government can be leased to lower íncome consumers in the pur-

chase of a condominium unit. As well, mobile home condominium devel-

opmentswhere consumers would only share the 1and, should be studied.

Such developments can minimíze the acquisition prÍce of "uniËs" as

well as the amount of Èaxes, management and mainÈenance fees;

- Unnecessary coumon facilities increase the acquisition price.

Therefore, community recreational facilíties should be made available

in all residential areas where condominiums are to be located, hence

making it unnecessâry to ínclude Èhese in projects;

- The ttextrastt option where consumers have a choice in the type

of "extras" they desire in Ëheir units should be encouraged so that

consumers do not end up paying for extras they dontt necessarily need

or desire;

- DevelopmenLs should be at a densÍty that would rninimize costs.

Tovrn house condominium developments provÍde an excellent opportunity

for providing housing at a density which could decrease cosËs as r¿ell

as provide Ëhe o\¡rners with easy access Ëo outdoor space and self

contained units; hence being particularly feasible for familíes with

children;

- Condorninium actívity in the ínner city should be encouraged

since this is an ideal location for lot¡er income elderly and lo¡+er
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income singles and couples working dor^mtor,,rn;

- Projects should be desígned in such a \¡/ay so as to be suiËable

for ownership. The suitability of rental projects as condomíniums

should receive parËicular attention. The perception by developers

Ëhat condomíníums musË be of cerLain sËructural type clearly suggests

that not all unÍts should be converted, only those which have some

pot.entíal as a condomínium sÈructure;

- The desígn of individual projects should be such that units

are marketed to consumers with relatively similar means and lifestyles

in order t.o prevent differing needs and priorities;

- Greater number of smaller units should be provided since they

are parËicularly feasible for low income elderly and singles.

Greater control over the qualitatíve characteristics of supply

as outlined above can be achieved by government through amendments

to procedures for approval and Èhe Manitoba Condominium Act.

Findings wiËh respect to defíciencies in the procedural frame-

work for condominíum creation indícate the necessity for the following

changes in order Ëhat governments may attain greater control.

Projects should be specified as condominiums at Ëhe initial

stages of approval. The subdivision and rezoning process should

proceed wiËh the knowledge that the intent of the developer is to

construcË condominiums or renovate buitdings for condominium use.

The project should also be identifíed as a condomínium at the building

perroit stage and the issuance of the permit should depend on the feas-

ibílity of Ëhe project as a condominium. Governmental supervision

and scrutiny in all subsequent stages of Èhe approval process should

be exercised. In general, the approval process should take ÍnÈo consíd-
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eraÈion the social and economic impacts of developments with relaÈion

to: suitabílity of design, kind of market theyrll be cateríng to,

age of buildings; avalIabilíty of rental accommodation, vacancy rates

and feasibilÍty of location.

Findings with respect to the lirnitations of the Manitoba Condo-

minium Act also indícate that amendments whích would resulË ín greater

control over characterisËics of supply are required. Such amendments

should include:

- legislatíon of profit líruits with particular emphasis on conv-

ersions where the probability of large profits ís greater;

- building codes;

- enforcenent procedures for ínspecting construct.ion and conv-

ersion of condominíums;

- standards to prevenË conversion of tinappropriatet structures;

- prohibiËion of rentíng of units since renters are less likely

to have an interest ín maíntaining or appreciating the value of the

units and common elements, hence presenting increased additional costs

to oI.Iners;

- prohíbitÍon of phased developments, sinee in such projects,

ovtners of first phase units are confronted with a number of risks in

Ëerms of the value of their uniÈs depreciaÈing and unexpected increased

uonthly cortroon element fees.

SUPPLEMENTARY PROPOSALS FOR CONDOMINIi]M DEVELOPMENT IN GENERAL

Two supplementary proposals for condominium development include:

(1) The basic premíse upon whích this thesis has been based is

that condominiums can provide substantial benefits to government. and
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socíety as a lrhole as a resulE of substantial savings Ëhat can be

incurred from land and construcËion cosËs. This Ëhesis has ín fact

demonstrated that condomíníums are presenËly used by older rniddle

íncome earners and young couples/singles príor to having children.

Hence, a rational for encouraging their growth is that it assists ín

the problem of older and younger couples ¡¿ho consume large amounts of

space which they do not need. condominiums Ëhereby provide a method

for ímprovíng the overall effíciency of the housing market. rf govern-

ments and society are índeed Ëo benefÍt from Ëhe urultiple advantages

of condomíníums ít ís nost necessary Ëhat further research be carried

out. in the various problem areas which have emerged from this Èhesis.

Through greater understanding of the dynamícs of Ëhe condominium market,

the potenÈials of this ,form of ownership can be futly exploiËed and

condominiums can become an integral part of urban growth policy.

(2) Policíes affecËing condominíum development should be carried

out in consideration of their effect on Èhe rest of Ëhe housing market

and should be co-ordinated wíth government intervention ínto other

sectors. For example, Ëhe removal or decrease ín the 5oZ tenant

approval requirement in the case of conversion, in order to facílitate

Èhe íncrease ín supply of condominium units placed on the market;

could have detrimental effects on lower ineome consumers who prefer

the rental tenure, particularly at times of 1or¿ rental vacancy rates.

conversíons should in fact require 100% tenanË approval. rf some

Ëenants prefer not to buy units, developers should be requÍred to

relocate tenanËs in other suitable accommodation or compensate them for

Èhe costs incurred.

The above outlined proposals, aiming to facilitate the entry of
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lorver íncome consumers into Èhe llinnipeg condominium or.rnership market,

clearly poínt out Ëhe need for governmenË intervention and assístance

by way of legislative, procedural and active policy channels. The

nature of intervention and assistance required índicate a part,icularly

major role for the provincial and uunicipal levels of government in

the pursuit of this objective. However, in recognitíon of the fact

that the current policies and actíons of Ëhe lower levels of government

in tr^Iinnipeg, in an environmenË of economic restraint ) are characterized

by increasing reliance on Èhe private sector and decreasing government

íntervention into the economy; it is quesËionable as Ëo whether Ëhe

above stated proposals can be effectuated. As a primary step towards

ensuring operatíonalization of Ëhese proposals, ít is therefore necessary

to recogníze these existíng politíeal constraints.

The private sector, by the nature of íts operaÈions ín the

housing markets, has clearly demonstraËed the lirnítations of its goals

and objecËíves. fÈ ís therefore Ímperatíve that policy makers be

cognizant of the linited returns Èo society generated from heavy

reliance on private enterprise ín an atmosphere of relative freedom of

acEion. In recognition of this fact, the nature and scope of govern-

ment activíÈy in Ëhe housing market need be determined. A most basic

goal such as t.hat of naking available the required housing accomnodation

Ëo all secËors of society musÈ noÈ be forsaken in the pursuít of econ-

omíc restraint.

This thesis, by illustraËing the results of private market activíty

in an atmosphere of relative freedom from government intervention, has

pointed out the need for acËive government parËicipaÈion ÌviËhin Ëhe

condominium markeÈ. This particÍpation will allo¡v lower income groups
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Ëo benefit from the potentÍals of condominium ownership. The above

proposals have hopefully provided some amount of guidance for the under-

taking of this active role.
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INSTRUCTIONS TO INTERVIEI^IERS

Indicate ansv/ers to all questions by filting in the appropriate

blanks, or by placíng a check mark in the appropríate boxes.

If more space is required use the back of the page the questíon is on.

If the respondent refused to answer a question, hTrite: "refused"

beside the question in the left hand margin.

If a question does not apply to Ëhe respondent, wriËe: "N/4"

beside the question in Ëhe left hand margin.

Note the name of occupant, unit number and name of condominium

corporaËion on the back of the last page.

I. DEMOGRAPHIC CHARACTERISTICS

1. Answer should include members of the farnily who live in the

unit part-time, e.g. sons or daughters attending uníversity

ín anoËher city buÈ spending summers at home.

2. Place an asterisk besíde the approprÍate box to indj.cate

that a member of the household is lívíng in the unit part-

Ëime.

3. Use the age categories ín question 2.

4. Include all íncome earners, that is, pensioners as v¡ell as

other full-time and part-time workers. Use the age

categories in questíon 2.

5. If a principal income earner is a pensioner índicaËe hís/her

occupation príor to retirement.

6.
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II. TJNIT AND OCCT]PANCY CHARACTERTSTICS

8. If a room is being used as a den, include ít as a bedroom.

10.

11.

L2.

13.

L4.

15. If there is more Ëhan one response to this question (such as

in the case of a couple who only begin to live together when

they moved into the condominíum unit), place a check mark

for each ansrüer. If the respondent(s) lived somewhere other

than l,linnipeg iuunedíately before moving into Ëhe condominium

unit, specify the city beside the appropriate box that is

checked.

J-6. If there is more than one response Ëo Ëhis guestion (such as

in Ëhe case of a couple who only begin to live together when

they moved into Èhe condomínium unit), place a check mark for

each answer. rf the respondent(s) lived somewhere other than

ltinnipeg íuurediaÈely before moving inËo the condominium unit,

specify the city beside the appropriaÈe box that is checked.

7.

9.
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Check for both categories - includíng and excluding cosËs.

L7. Some respondents will say they have never thought about

this - encourage an ansvrer nevertheless.

III. OPINÏONS ON PURCHASE AND COSTS

(Questions 18 to 37 inclusive, or¡rners only)

18.

L9.

20.

2L. The respondents should gíve as nany reasons as Ëhere are,

place an asterisk only beside the three most. imporÈant

ïeasons.

22. ttExÊrast' for example, can be wallpaper, shuËters, French

doors; Èhe costs of which may be individually added to the

iniËial selling price quoted by Ëhe builder, depending

upon the exËras the buyer desires to have the builder

include in his unit.

23.

24.

26. Utílíties include heat, electricity, hydro. Check for both

categories - including and excluding costs.

27.

25,
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28. The amount staËed for the down payment should be the

amount thaË v¡as actually paid, not Ëhe amount that was

required.

29. The deposit is Èhe amounL of money given the se11er, as

securíty that the buyer will buy the uniË.

30. Principal and ínterest: total all nnortgages íf more than

one.

Gross annual taxes: does noÈ account for provincial rebaËe

for home ownership.

Net annual taxes: gross annual taxes minus províncial

rebate for home or.rnershíp.

Monthly taxes: dontt have to check boxes for these, can

figure them out later from Èhe annual tota1.

Management and maintenance:

Utílitíes: íncludes heat, electricíty, hydro. Average cost

of utilities over first year of occupancy.

Others: includes such expenses as cable, phone, parking.

Usually the occupants wíll not be paying for management

maíntenance and utility costs separately, but Í_n one lump

sum. If that is the case, indicate Ëhe total paíd aË the

bottom of the page, but try to get Èhem to break ít dor.m also.

31. Principal and interesÈ: total all nortgages if more than one.

Gross annual taxes: does not accounÈ for provincial rebate

for home or^mership.
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Net annual taxes_: gross annual taxes minus provincial

rebate for home ovrnership.

Monthly taxes: dontt have to check boxes for these, can

fígure them out later from the annual total.

Management and maintenance:

Utílitíes: includes heat, electrícíÈy, hydro. Average

cost of utilities over last year of occupancy.

Others: includes such expenses as cable, phone, parking.

Usually the occupants r,¡il1 noË be payíng for management

maintenance and ufility costs separately, but in one lump

sum. If that is the case, indicate the total paid at the

bottom of the pager but try to get them to break it dor,m also.

32. Be sure that the separate ansr¡rers are given for management

and maintenance.

33. The amount stated should refer to r¿hatever is felt to be

high -- eíther management or maintenance or both.

34.

35.
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36.

37.

(Questions 38 to 45 ínclusive, renters only)

38. The respondent should give as nany reasoris as there are.

Place an asterísk only beside Ëhe three mosË important

reasons.

39. Utilities include heat, electricity and hydro,

Average cost of utilitíes over first year of occupancy.

40. Utilities include heat, electricity and hydro.

Average cosÈ of utílÍties over last year of occupancy.

4r.

42.

43.

44.

45.

46. Before asking thís question, tell the respondent thaË you

are nearing t.he completion of the questionnaire and that

the next question is of very great importance to the study -

that iÈ is crucial to have an ansürer to it in order Èo

properly analyze the rest of the questionnaire. Tell them
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that you ¡¿ould therefore appreciate it greatly if they

would co-operaËe in ansv¡ering it.

47. Encourage additional comrents on any aspect the respondent

feels ís of ímportance.

48.
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Tabulation of Occupants t Survey Results
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APPENDTX V

List of Developers and Lenders Interviewed
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DEVELOPERS

1. Qualico Developments Ltd.
2. Aronovítch & Leipsíc LËd.

3. Hanford Homes Ltd.
4 . lulaxlor Enterprises Ltd.
5. The Ed-I^iin Group LËd.

6. S.C.G. ManagemenË & Investments Ltd.
7. Ken Berthiaume

8. Tuxedo Estates Ltd.
9. Daon Development Corporation

10. Donley Estates Ltd.
11. Oades Agencies Ltd.
L2. Paul Deprez

13. R. Ball
14. Black & Armstrone (L977) Ltd.
15. Barry Camac

LENDERS

1. Central Mortgage and Housing Corporation
2. Fidelity Trust Co.

3. Manitoba Housing & Renewal CorporaËÍon

4. Investors Group TrusÈ Co. Ltd.
5. Prudential fnsurance Co.

6. Canada Trust Co.

7. Great. I^lest Lífe Assurance Co.

B. National Trust Co.

9. Assiniboine Credit Union Ltd.
10. Royal Trust Corporation of Canada

11. Canadian ImperÍal Bank of Couunerce

L2. Royal Bank of Canada

13. Montrose Mortgage Corporation Ltd.
L4. Teachers Investment and Housíng Co-operative.
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