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The	
  New	
  “Boundary	
  Reality”	
  

The	
  New	
  Boundary	
  Reality	
  
Aggressive,	
  li+gious,	
  	
  

high-­‐scru+ny,	
  high	
  stakes.	
  

Hot,	
  inflated	
  	
  
housing	
  market	
  

New	
  technologies	
  Changes	
  in	
  law	
  

Widespread	
  
pre-­‐exisBng	
  
boundary	
  issues	
  

Title	
  insurance	
  
changes	
  

















•  Official,	
  comprehensive,	
  graphical	
  representaBon	
  of	
  the	
  
property.	
  
–  Boundaries,	
  buildings,	
  structures,	
  easements,	
  legal	
  fabric,	
  streets…	
  

•  Copyright	
  is	
  owned	
  by	
  the	
  Surveyor.	
  
•  ExisBng	
  Plan	
  -­‐	
  Good	
  value	
  for	
  money:	
  

–  ExisBng	
  plan	
  -­‐	
  $300	
  
–  New	
  survey	
  -­‐	
  $1,200	
  -­‐	
  $2,500	
  

•  Offers	
  more	
  value	
  than	
  just	
  a	
  closing	
  document.	
  
–  Gold	
  Standard	
  in	
  property	
  due	
  diligence.	
  

The	
  Land	
  Survey	
  Plan	
  
“a	
  picture’s	
  worth	
  1000	
  words”	
  



Boundary	
  Issues	
  in	
  the	
  GTA	
  
How	
  many	
  properBes	
  in	
  the	
  GTA	
  have	
  boundary-­‐related	
  issues?	
  	
  	
  

Half	
  of	
  the	
  deals	
  you	
  close	
  this	
  year	
  will	
  have	
  a	
  Hidden	
  Boundary	
  Issue	
  that	
  has	
  the	
  
potenBal	
  to	
  flare	
  into	
  a	
  dispute.	
  

1.2	
  Million	
  	
  
ResidenBal	
  ProperBes	
   49%	
  

Have	
  1	
  or	
  more	
  	
  
Hidden	
  Boundary	
  Issues	
  

	
  
Fences,	
  walls,	
  structures	
  +	
  other	
  

encroachment,	
  driveways,	
  decks,	
  sheds,	
  
garages,	
  easements,	
  and	
  decks.	
  

Sources:	
  Krcmar	
  Surveyors,	
  Teranet,	
  TREB	
  

90,000	
  
Property	
  Sales/Year	
  

Most	
  common	
  trigger:	
  change	
  of	
  ownership	
  of	
  a	
  property.	
  



Title	
  Insurance	
  –	
  it’s	
  just	
  not	
  enough.	
  
	
  

•  5	
  Companies,	
  all	
  different	
  in	
  coverage.	
  
•  Protects	
  lawyers	
  and	
  lenders	
  –	
  facilitates	
  faster	
  deals.	
  
•  Protects	
  buyer	
  against	
  Btle,	
  fraud	
  and	
  many	
  boundary	
  defects.	
  
•  Eliminated	
  need	
  for	
  survey	
  plan	
  at	
  closing.	
  

•  Does	
  not	
  protect	
  against	
  the	
  most	
  common	
  boundary	
  issues.	
  
•  Excludes	
  fences,	
  walls,	
  hedges,	
  encroachments	
  on	
  property.	
  

•  Prior	
  knowledge	
  of	
  an	
  issue	
  excludes	
  it	
  from	
  coverage.	
  

Encourages	
  “blind”,	
  uninformed	
  buying	
  decisions?	
  



Survey	
  Plans	
  and	
  Title	
  Insurance	
  

Effec+ve	
  due	
  
diligence?	
  

The	
  Client’s	
  Best	
  Interest	
  

Turn	
  a	
  
blind	
  eye?	
  

✔ Informed	
  buying	
  decision	
  
✖	
  	
  Protect	
  +tle	
  insurance	
  

✖ Informed	
  buying	
  decision	
  
✔	
  	
  Protect	
  +tle	
  insurance	
  



Survey	
  Plans	
  and	
  Title	
  Insurance	
  

✔ Effec+ve	
  due	
  diligence	
  

The	
  Client’s	
  Best	
  Interest	
  

The	
  decision	
  to	
  consult	
  a	
  survey	
  plan	
  should	
  NOT	
  be	
  based	
  on	
  a	
  desire	
  to	
  
protect	
  elements	
  of	
  coverage	
  on	
  a	
  Btle	
  insurance	
  policy.	
  	
  

What	
  is	
  my	
  client’s	
  
intended	
  use	
  of	
  land?	
  

Do	
  I	
  want	
  my	
  client	
  to	
  
buy	
  a	
  house	
  or	
  a	
  Btle	
  
insurance	
  claim?	
  

How	
  do	
  I	
  best	
  protect	
  my	
  
client,	
  my	
  broker	
  and	
  myself?	
  

✔ Title	
  Insurance	
  

1	
  

2	
  

3	
  









How	
  a	
  Survey	
  Plan	
  Helps	
  	
  
Buyers	
  and	
  Sellers	
  

Buyers:	
  	
  Smarter	
  bidding	
  through	
  
more	
  effecBve	
  due	
  diligence.	
  	
  
•  Is	
  what	
  I	
  see	
  what	
  I’m	
  buying?	
  
•  What	
  issues	
  might	
  I	
  have	
  to	
  deal	
  with?	
  

	
  
Sellers:	
  Cleaner	
  offers	
  through	
  
disclosure	
  and	
  transparency.	
  
•  Remove	
  barriers	
  (condi+ons)	
  to	
  clean	
  bids.	
  
•  Protect	
  against	
  trailing	
  liabili+es.	
  

	
  



When	
  is	
  the	
  Right	
  Time	
  for	
  a	
  Survey	
  Plan?	
  

1.	
  Before	
  Bidding 	
  	
   2.	
  CondiBon	
  on	
  Offer	
   3.	
  At	
  Closing	
  

•  Scary-­‐looking	
  properBes;	
  
•  Old	
  neighbourhoods;	
  
•  Obvious	
  fence	
  issues;	
  
•  Obvious	
  dimension	
  

discrepancies;	
  

•  Older	
  neighbourhoods;	
  
•  Suspicion	
  of	
  

encroachments;	
  
•  Shared	
  driveway/access	
  

issues?	
  
•  Large	
  estate	
  lots.	
  

•  Newer	
  subdivisions;	
  
•  No	
  visible	
  suspect	
  

encroachments;	
  
•  Few	
  new	
  structures	
  built;	
  
•  Client	
  commihed	
  to	
  buy	
  

“no	
  maher	
  what”;	
  

Avoid	
  a	
  bad	
  decision	
   Good	
  due	
  diligence	
  	
   Know	
  what	
  you	
  bought	
  

“A	
  land	
  survey	
  plan	
  is	
  an	
  essenBal	
  document	
  in	
  any	
  real	
  estate	
  transacBon”	
  	
  	
  
Bob	
  Aaron	
  	
  Lawyer	
  and	
  Columnist	
  	
  



How	
  does	
  this	
  help	
  YOU?	
  
By	
  encouraging	
  your	
  customer	
  to	
  use	
  a	
  survey	
  plan	
  you:	
  

It	
  doesn’t	
  have	
  to	
  be	
  your	
  decision!	
  

BUYING	
  SIDE: 	
  -­‐	
  Close	
  more,	
  cleaner	
  deals.	
  
	
  
SELLING	
  SIDE: 	
  -­‐	
  Maximize	
  selling	
  price.	
  

	
   	
   	
  -­‐	
  Increase	
  deal	
  capacity.	
  
	
  
EITHER	
  SIDE: 	
  -­‐	
  Increase	
  your	
  value	
  offering.	
  

	
   	
   	
  -­‐	
  More	
  happy	
  customers.	
  
	
   	
   	
  -­‐	
  Protect	
  yourself	
  against	
  property	
  
	
   	
   	
  	
  	
  lawsuits.	
  

	
  
	
  













•  FIND	
  A	
  SURVEY	
  PLAN	
  
•  CUSTOM	
  PLAN	
  SEARCH	
  

•  TALK	
  TO	
  A	
  SURVEYOR	
  
•  GET	
  A	
  NEW	
  SURVEY	
  



PLANalert	
  LisBng	
  NoBficaBon	
  

PROSPECT	
  PACKAGE	
  INSERTS	
  

BLOG/NEWSLETTER	
  CONTENT	
  

WWW.BOUNDARYBOSS.COM	
  blog	
  

r  e  a  l     e  s  t  a  t  e    s  e  r  v  I  c  e  s 



Thank You! 



PYB	
  PLANalert	
  –	
  plan	
  noBficaBon	
  



PYB	
  Buyer/Seller	
  Package	
  Inserts	
  



PYB	
  Boundary	
  ArBcles	
  


