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Winter 2023 Atlantic Canada Edition
CRA’s HST Self-Supply Saga
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As our colleague Lee Weatherby remarked in his
August 2016 Blog HST Self-Supply Rules: Is
CRA on the Warpath? “engaging with the
Canada Revenue Agency at any level is a knee-
trembling experience that is best avoided if at all
possible, so spare a thought for apartment
builders, who have no choice but to engage every
time they finish a new project”. And Canada
Revenue Agency (CRA) are getting more
aggressive... or perhaps more suspicious about
the Fair Market Value figures furnished by
builders and their accountants. HST, or GST as it
was then, became a fact of life in January 1991
but things were relatively quiet until 2016 when
the pace of calls to our office started to escalate.
It is fair to say that they are now in full flood. We
covered the subject just over a year ago in our
Spring 2022 Newsletter. Time perhaps for a re-
visit?

Self-Supply

Whenever a builder constructs, adds to or
substantially renovates a residential complex
(single-unit, residential condominium unit or
multiple-unit residential complex) which they
subsequently lease, license or otherwise make
available for use by an individual as their place of
residence, the builder is deemed to have sold and
repurchased the entire complex, or addition, at its
Fair Market Value. The definition of a “builder”
is broad. It essentially covers any individual or
organisation that has a legal interest in the
property on which the residential building is
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being constructed and will include the entity
undertaking, or contracting out, the construction
in the normal course of their business, adventure
or nature of trade. It would not include a person
building their own home so long as they did not
claim Input Tax Credits (ITC) on the labour or

materials. But it would include a financial
institution that foreclosed prior to the building
being occupied, or a mortgage holder that
provided financing while the building is under
construction.

CRA’ s objective, according to Paragraph 5 of
their GST/HST Memorandum 19.2.3, is to
provide a level playing field by removing “the
potential tax advantage a builder would have in
constructing or substantially renovating a
residential complex and then offering the
residential complex for rent or appropriating it
Jfor the builder’s personal use”. Double speak
for saying that they want to levy GST/HST on
the builder’s profit... something that would
have escaped attention if the builder had
continued to hold onto the property as an
investment rather than sell it on the open
market.

The “sale” is triggered by the later of the
following two events (1) when the first
apartment in the complex is occupied or rented
or (2) when the building complex is
substantially complete. There is an assumption
that the building would be substantially
complete before the first apartment unit was
occupied or rented. In fact, the tax liability does
not arise from self-supply until the time of
substantial completion. “Substantially
complete” is somewhat subjective and is
described in the Memorandum as “generally

(Continued on page 2)


https://www.turnerdrake.com/blog/2016/08/24/HSTSelfSupplyRulesIsCRAOnTheWarpath.aspx
https://www.turnerdrake.com/blog/2016/08/24/HSTSelfSupplyRulesIsCRAOnTheWarpath.aspx
https://www.turnerdrake.com/Newsletter/attachments/175.pdf

(Continued from page 1)

90% or more”. All rather wooly, but the
intention is that the building must be
reasonably habitable, so this entails an
occupancy permit but excludes minor
repairs, landscaping and items that do
not “reasonably impair the use and
enjoyment of the housing unit as a place
of residence”. In any event substantial
completion is also deemed to have
occurred when 90% of the units in the
complex are occupied. The foregoing
applies to multi-unit rental complexes
(MURCs). However, with condominium
apartments, self-supply is triggered on a
unit-by-unit basis as each unit is
occupied or rented.

Many office buildings in Central
Business Districts are now redundant
and are being purchased for conversion
to apartments (see the “Stranded
Assets?” article in our Summer 2023
Newsletter). CRA Memorandum 19.2.3
Paragraph 96 provides that this will
result in a GST/HST liability on the
entire, or part of the property, when the
first unit is occupied for residential
purposes or whenever conversion of the
complex is substantially complete,
whichever is the later. If only part of the
office building is to be converted to
apartments, the GST/HST liability will
be based on the Fair Market Value of
that portion of the building. In either
case the FMV would include the
original structure, including the fee
simple interest in the land, not just the
renovations. The owner is deemed to be
the builder of the complex and is liable
for GST/HST on the deemed sale to
themselves under the self-supply rule,
or on the sale to another party.

Fair Market Value

CRA'’s definition of Fair Market Value
(FMV), contained in their Policy
Statement P-165R, “represents the
highest price, expressed in terms of
money or money’s worth, obtainable in
an open and unrestricted market
between knowledgeable, informed and
prudent parties acting at arm’s length,
neither  party being under any
compulsion to transact” is congruent
with the generally accepted description
of Market Value i.e. the anticipated sale
price if the property was sold on the
open market. CRA Memorandum
19.2.3 stipulates that FMV has to
exclude GST/HST and provincial levies
such as land transfer tax: Policy
Statement P-165R requires that the
appraisal report state whether GST/HST
is included in the appraised value, to
avoid confusion.

FMV refers to the frechold ie. fee
simple interest, and has to reflect any
encumbrances that “limit the possible
uses of the property, impose an
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obligation on the owner and may cause
a reduction in the FVM of the
property”. CRA Policy Statement P-
165R adopts the position that the FMV
includes the fee simple interest even
though the land may be leasehold. The
logic of this approach is not readily
apparent to us. The limits of the
property to be included in the self-
supply are the portion of the legal entity
that is “subjacent or immediately
contiguous to the building that is
reasonably necessary for its use and
enjoyment as a place of residence”. In
other words, only that portion of the
legal description required to support the
building itself should be included in the
FMV calculation. This is defined as
“generally half a hectare” in
Memorandum 19.2.3 but would be
property specific and may be larger or
smaller depending on building size, site
circulation, location, access, etc.

Valuation Methodology

There are three recognised methods of
computing Market Value, colloquially
known as ‘“the three approaches to
value” viz., Cost, Income, Direct Sales
Comparison... and many variations of
each. Failure to use any of them has to
be justified in the Valuation Report.
The Cost Approach  essentially
computes the cost of creating the asset
and is based on the twin assumptions
that (1) Market Values in the long run
should equal the costs of production
and (2) reproduction costs represent a
ceiling for Market Values since
investors should not be willing to pay
more for an improvement than the cost
of obtaining a substitute in the
marketplace. Under this Approach,
value is measured by adding to the land
value (found by Direct Comparison) the
cost, in current prices, of reproducing
the structure and site improvements,
and then subtracting any loss in value
due to physical depreciation, functional
and external obsolescence. The Income
Approach recognises that the Market
Value of an interest in real property is
equal to the present value of future
benefit flows. This Approach first
estimates the expected future benefit
flows from a property. These benefit
flows are then converted into a market
value through a variety of alternative
mathematical techniques for capitalisation.
The Direct Comparison Approach is
based on marginal demand theory and
derives the Market Value of a particular
interest in real property through the
analysis of the sale prices of similar
properties. The underlying idea is that
the marginal demand should be the
same for two similar properties in a real
estate market. Therefore, the fact that
one sold for a certain price should
indicate that the other property, if

offered for sale, would sell for
approximately the same amount
(provided that market conditions have
not changed). The Approach utilises
market information on the prices and
characteristics  of  recently  sold
properties to determine the value of the
subject property. CRA’s  Policy
Statement P-165R states that none of
the three Approaches to arriving at Fair
Market Value (Cost, Income, Direct
Sales Comparison) should be excluded
“categorically”. The Tax Court of
Canada (TCC)have also followed this
suggestion, carefully considering all
three approaches even though they have
tended to favour the Cost Approach in
many cases. Take a look at some of
these cases: they identify the issues that
have surfaced between CRA and the
taxpayer:

(1) Sira Enterprises Ltd. v. The Queen
(TCC File 98-2463-GST-G), decided on
November 11" 2000, was an early case
which helped inform our thinking on
GST/HST  valuations. The dollar
numbers were not large but the
principles enunciated in the TCC
decision were groundbreaking. The
dispute dated back to 1996 and
involved six apartment buildings
ranging in size from 16 to 24 units,
located in Moncton, New Brunswick.
The properties were owned by Sira
Enterprises Ltd. and the buildings had
been erected for them by A.V.
Construction Ltd. an  associated
company. Construction commenced in
1995. Input Tax Credits (ITC) had been
applied for and paid quarterly during
construction. Sira based its self-supply
valuation on their actual construction
costs and did not rely on any other
appraisal method. CRA’s appraiser used
the Income and Direct Sales
Comparison approaches and discarded
the Cost Approach entirely because
“usually, for income property, I am
more interested in the income stream
and not the costs”. The TCC decision
ruled that (1) the amount of the
mortgage was of little relevance, (2)
previous appraisals on the property
were not relevant, in part because CRA
had not asked Sira to produce them, (3)
the Court was not interested in the
market value of the properties for the
purposes of sale because it might reflect
factors which were not relevant to the
GST FMV, (4) the actual construction
cost adjusted to add the discount
afforded Sira by their associated
construction company AV.
Construction Ltd., was the most
relevant indicator of Fair Market Value
and that was the figure adopted by
TCC.

(2) Beaudet v. The Queen (TCC File
(Continued on page 3)
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2014 TCC 52), decided on February
14™ 2014. The dispute dated back to
2010 and involved four apartment
buildings erected on a single lot
acquired in 2003, located on Rue de
I’ Aster, Quebec. The builder, Beaudet
Claude et Saucier Alain based their self
-supply valuation on their actual
construction costs and did not rely on
any other appraisal method though they
did attempt the Income Approach
before discarding it. These construction
costs included the builder’s profit on
labour and worksite mobilisation costs
(fixed costs such as trailers, temporary
electrical service and equipment) plus
the price of the land, but were adjusted
downwards for the extra costs incurred
because of site stability and sub-
contractor issues. Beaudet’s appraiser
added the cost of the on-site supervisor
to these costs and deducted, as
functional obsolescence, poor sound
proofing and a leaking roof. CRA’s
appraiser relied on the Income and
Direct Sales Comparison approaches
but also took a stab at the Cost
Approach using a costing system rather
than actual construction costs and added
Developer’s Profit. The TCC decision
ruled that (1) the Cost Approach was
the most relevant in this case, (2) the
land should be valued on a per square
foot rather than a per apartment unit
basis, (3) the purchase price of the land
had to be adjusted to the appraisal date,
(4) actual construction costs should be
used reduced for construction cost
overruns, or particular problems with
regard to soil contamination or bearing
capacity discovered after purchase, or
errors in design or construction, (5)
actual construction costs should be
increased to reflect the cost of financing
and a portion of the indirect costs
(advertising, certain contractor’s
administrative costs), (6) contractor’s
profit and overhead should be included
in the construction cost but Developer’s
Profit should be excluded.

(3) Carvest Properties Limited v. The
Queen (TCC File 2017-345(GST)G,
decided on March 18" 2021. The
dispute dated back to December 1%
2008 and involved a 137-unit apartment
building (of which 89 units were at
issue), whose units were registered as
condominiums, located at 1985
Richmond Street, London, Ontario.
Although this was a rental apartment
building the units had been registered as
condominiums to ensure that they were
treated for municipal property tax
purposes as residential property, rather
than attracting the higher tax rate levied
on rental apartment buildings (a
practice that was later outlawed by the
Provincial government in 2017). The
builder, Carvest Properties Limited
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based their self-supply valuation on the
actual cost of construction for the entire
building plus 6% for notional builder’s
profit. This figure was then aggregated
with the land value, determined by the
Direct Comparison Approach. The
resultant figure was then apportioned
equally to each condominium unit
regardless of its size, rent, value and the
date each was leased (December 1%
2008 through April 1* 2010). This “cost
plus 6%” formula had been agreed with
CRA on two other Carvest owned
rented condominium properties for self-
supply FMV purposes (in lieu of earlier
CRA appraisals based on the Direct
Sales Comparison approach and
Carvest appraisals using the Income
Approach). Carvest also fielded an
alternate  FMV, computed by their
independent appraiser, Mr. Uba, which
valued the property using the Income
Approach on the grounds that it was
really a rental apartment asset. Mr. Uba
then apportioned the value of the entire
complex between each condominium
unit based on its size. However, during
the hearing Carvest had a change of
heart and ditched Mr. Uba’s appraisal
arguing that he had valued the wrong
property rights, in the wrong property,
using the wrong approach to valuation,
and asked the Court to disregard his
appraisal. CRA’s appraiser, Mr. Duda,
discarded the “cost plus 6%” formula
instead valuing each condominium unit
using the Direct Sales Comparison
approach ie. he compared each
condominium unit with sales of
comparable units in the marketplace
adjusting for size, quality and price
changes in the market. He then applied
a “6% discount” to reflect the fact that
the condominium  units were
theoretically being placed on the market
over a constricted time period and that
this over-supply would negatively
impact their values. Mr. Duda reasoned
that although the market was “active”
the introduction of 137 units over a 16-
month period was “sizeable”. This
“volume discount” was based on a
study by a colleague which concluded
that a 0-6% discount was reasonable.

In the case of a rental apartment
building, self-supply is triggered by the
occupation or rental of the first unit,
provided that the building is
substantially complete, and FMV must
be computed as of that date. However,
with condominium apartments, self-
supply is triggered on a unit-by-unit
basis as each unit is occupied or rented,
so FMV has to be computed
individually for each unit as it is rented.

The TCC ruled that (1) Carvest’s “cost
plus 6%” formula had no validity, (2)
the FMV of each condominium unit

should have been calculated at the
respective date each was rented out and
should have taken into account their
difference in size, (3) the use of the
Income Approach by Mr. Uba was
incorrect because it appraised the entire
building and not the FMV of each
condominium unit as it was leased, (4)
CRA'’s appraisal using the Direct Sales
Comparison approach with relevant
comparable sales data and applying a
reasonable volume discount was
correct. The TCC decision referenced a
Federal Court of Appeal case (27
Cardigan) which specifically
considered the “volume discount” issue
and decided that a 10% discount was
reasonable when 187 condominium
units were being added to existing
supply over a 2.5 year time period (the
Cardigan market was much less active
than in the Carvest case).

The decision was  subsequently
appealed (Carvest Properties Limited v.
Canada, 2022 FCA 124) but the Federal
Court of Appeal affirmed that
apartment  buildings registered as
condominiums must be valued on a unit
-by-unit basis. They did not disturb
TCC’s acceptance of the “volume
discount”.

Be Proactive!

Take the initiative, commission a
valuation report. This may sound like
self-serving  advice but CRA’s
Memorandum 19.2.3 is fairly blatant
about their need for a formal report,
going so far as to say that they “may
request its own appraisal” (Paragraph
44). Far better that you take the
initiative and get ahead of the curve. Be
careful though, it is unwise to insult
CRA with a biased, poorly researched
and inadequately supported report. That
will put you right behind the eight ball!
Do not underestimate CRA’s Halifax
based professional appraisal staff; many
are former colleagues, graduates of our
training program which includes seven
years of mentored training, twenty-four
training modules and the University of
British Columbia’s real estate degree
These guys know their onions! You
need a comprehensive valuation report,
containing the fiscal, physical and legal
attributes of your property, as well as its
Fair Market Value at the appropriate
appraisal date. The Fair Market Value
figure must be anchored by a detailed
logic path to adequate, comparable and
properly analysed sales data. Meat and
drink to our Valuation Division! Once
the Report has been submitted we will
answer any questions that CRA may
have about it and hopefully resolve any
issues by negotiation without resort to
the Tax Court of Canada.

(Continued on page 4)
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Federal and Provincial Tax Rebates

On September 14th 2023 the Federal Government
announced they were introducing legislation to
enhance the GST rebate on multi-unit residential
construction. The legislation will increase the current
rebate from 36% of the GST to 100%. The intent of
the new program is to incentivise construction of new
housing stock and applies to new, purpose-built rental
housing such as apartment buildings, student housing,
and seniors’ residences which are built specifically for
long term rental accommodation. Qualifying projects
must have at least four private apartments (i.e. self-
contained units with their own kitchen, bath and
living areas) or at least 10 private rooms or suites (e.g.
a 10-unit residence for students, seniors, or people
with disabilities) and at least 90% of the units in the
building must be designated for long term rental. The
intent of the legislation is to stimulate new
construction, not take existing supply off the market
and as such, conversions (think office buildings being
converted to apartments) will be eligible for the
rebate, however substantial renovations (think
renovictions) will not. The rebate only applies to
projects which started on or after September 14th,
2023 (the date the program was announced) but
before December 31st 2030 and must be
“substantially complete” by December 31st 2035.
The rebate does not apply to projects already under
construction and so those currently underway will
presumably be out of luck (unless something
changes). One week after the federal announcement,
the province of Nova Scotia followed suit and
announced they would remove the provincial portion
of the HST as well. The federal program applies for
the next seven years, and while the province of Nova
Scotia has said they intend to mirror that timeline,
they have committed thus far to just two years, with a
review to take place at that time. The provinces of
Ontario, British Columbia, Prince Edward Island and
Newfoundland have also said they will follow suit on
the housing rebate in some form or another and it is
possible others too may make similar commitments.
This latest initiative provides some relief to
developers of rental housing (unless of course you
were unfortunate to start your project before
September 14™ 2023). The requirement to self-assess
remains in force.

® If you are faced with an HST Self-Supply
challenge, feel free to contact our Sandeep Karani at
902-429-1811 Ext.338 (toll free 1-800-567-3033) or
by email at skarani@turnerdrake.com. Sandeep, a
Chartered Valuation Surveyor, joined us last year
after fourteen years valuing property abroad, most
recently in the Persian (Arabian) Gulf where he
managed the Valuation Department for an
international property firm. Where necessary he can
draw on our Valuation Division’s three decades of
experience with GST/HST Fair Market Value
assessments.

"~
PROPERTY TAX DIVISION

Opportunity Beckons: Shed That Tax Burden!
Nova Scotia

In our 2023 Spring (Vol. 2 No. 128) and Summer
(Vol. 2 No. 129) Newsletters we described the efforts
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of the government owned and property taxpayer
funded, Property Valuation Services Corporation
(PVSC), to deny the property owner’s agent (us) access
to all of the calculations on which they had based their
assessed value. We referenced the fact that the Nova
Scotia Assessment Appeal Tribunal (NSAAT) and the
Nova Scotia Utility and Review Board (URB) both
disagreed with PVSC and had ruled in favour of
transparency in one of our recent cases. Following the
latter decision PVSC met with us to confirm their
renewed understanding about their legislative and
common-law obligations to provide disclosure. They
have also accepted the realization that more gets done
in face to face meetings and have agreed to revert back
to this previous practice in order to clear their backlog
of cases. That started to happen late last year and we
anticipate that it will continue in the future.

The 2024 Assessment Notices were mailed to property
owners in Nova Scotia on January 8". You have 31
days in which to file your appeal. This is not a lot of
time! If your property is enrolled in our PAMS®
Property Tax Manager program, you can relax, we have
your back and will file an appeal where necessary. If
you are not so fortunate please call any member of our
Nova Scotia Tax Team: Chris Jobe, Nathan Hewitt,
Giselle Kakamousias, Mark Turner at 1-800-567-3033
(902-429-1811 in HRM) or by email at
tdp@turnerdrake.com.

® Our Property Tax Division has conducted property
tax appeals in every province apart from Nunavut (we
have nothing against Nunavut... it is just that nobody
has asked us yet). Our innovative PAMS® Property Tax
Manager program however is currently restricted to
Atlantic Canada. It allows you to focus on your
business. We monitor your property assessments, file
appeals within the legislated deadlines and negotiate
reductions, or if necessary, take them to the Appeal
Court. Some assessment authorities pre-publish their
Assessment Roll and are willing to negotiate the
reductions with us before the Roll is set in stone. For
more information visit our corporate web site at https://
www.turnerdrake.com/products/pt-pams.asp or email
Sarah Livingstone at slivingstone@turnerdrake.com
and she will respond promptly to your enquiry.

]
LASERCAD® DIVISION

The Significance of SPACE

Space measurements should always be considered
during lease negotiations because there are significant
impacts on both the landlord and tenant side of the

(Continued on page 5)
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equation. Accurate and clear space measurement
ensures transparency and fairness, which in turn can
prevent  conflicts  that may  arise  from
misunderstandings or discrepancies between landlords
and tenants.

For tenants, understanding the precise dimensions of
the leased space allows them to plan effectively,
ensuring that their operations, equipment, and staff can
be accommodated comfortably. It also enables tenants
to accurately assess and compare different lease
options, thereby making informed decisions about the
most suitable space to accommodate their needs.
Landlords, on the other hand, benefit from providing
precise measurements as it establishes trust with
potential tenants, enhances their reputation, and
facilitates smooth lease transactions. The space
measurement process provides an accurate inventory of
their square footage, and can sometimes identify/
uncover space they didn’t know existed.

How can you benefit from what we do?

The Building Owners and Managers Association
(BOMA) have meticulously crafted a suite of
measurement standards to address a wide variety of
property types (office, industrial, retail, mixed use,
etc.). Here in the Lasercad® division of Turner Drake
& Partners Ltd. we identify and employ the appropriate
BOMA standard for your building, ensuring space is
accurately measured in accordance with the proper/
accepted standard method of measurement.

BOMA certifications set properties apart from those
that are non-certified. Landlords can leverage the
certifications in marketing and promotional efforts,
highlighting the building's functionality and the
benefits it offers to tenants. This can attract a broader
pool of potential tenants and increase the property's
visibility in the market, potentially leading to higher
rental rates and long-term tenants.

BOMA certifications indicate that a property is well-
managed and adheres to industry-recognised
standards. This can make the property more appealing
to potential tenants, leading to an increased tenant
demand, reduced vacancy periods, higher occupancy
rates, and the ability to attract high-quality tenants.

What tools and processes do we use?

In order to ensure we’re getting the most precise
measurements; we use high-quality laser measuring
systems which are capable of measuring over 300 feet
with an accuracy of 3 millimeters. There are systems
on the market that scan and draw the unit in a single
step—fully automatic with little human input but
alas.... computers are not perfect and algorithms and
assumptions are built into the software! We prefer the
precision of a laser system which is backed up by the
human element. We employ lasers for the on-site
measurement, then double check closing errors by hand
before leaving the job site. Back in the office, we
download the data into a CAD program and draft the
floor plans, once again checking to ensure minimal
closing errors. These extra layers of quality control
greatly reduce the risk of any potential human and
technological error.

Why is this level of precision so important?

Since 1976, we have measured and certified over
10,000 buildings and tenant spaces in Atlantic Canada
and Ontario and have discovered it is not unusual to
find that 50% of the leases in a building show incorrect
Rentable and Occupant areas. This can occur because
of one (or multiple!) of the following factors:
inaccurate measurement (e.g. “counting the ceiling
tiles”), space modifications on lease renewal which
were not corrected in the new lease, or use of a non-
standard or inappropriate Method of Measurement. The
latter can result in the same space having a rental rate
of $16.82/ft2, $15.00/ft.2, $14.89/ft2, $13.33/ft.2,
$12.74/ft.2.. . simultaneously...because it is measured
using any one of the non-standard methods in use.

At a rental rate of $15.00/ft.2 net absolute, every 1,000
ft.2 “lost” could reduce the value of the property by
$250,000. Over a typical 5-year lease term, this could
also mean a “lost” rental revenue of over $75,000!

Over the years, technology has changed
significantly. The lasers we use have become smaller,
faster, and more accurate. There is an astounding
amount of space measurement technology currently
being produced, and we’re keeping our eyes on options
which may further improve our processes. Overall,
however, we will always place a high value on the
“human element” of our resources. Our goal is to
ensure we are creating a service and product which will
increase the accuracy and efficiency of space in the
Canadian commercial real estate market, and will
benefit our clients and their tenants, now and in the
future.

® Palmer Lumb, joined us in February 2023 after
graduating from Dalhousie University with a Double
Major, Honours, Bachelor of Community Design and
Sustainability. Adept with Geographic Information
Systems and with a keen interest in data management
and sustainability he is a valuable addition to our
Economic Intelligence Unit and Planning Division
teams. As part of his initial training he is engaged with
our Lasercad® Division. For more information about
how you can benefit from the expertise of our
Lasercad® division, contact Palmer at (902) 429-1811
or plumb@turnerdrake.com

(Continued on page 6)
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ECONOMIC INTELLIGENCE UNIT

A Different Perspective!
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Our Economic Intelligence Unit (EIU)
undertakes some pretty neat assignments,
much of it involving primary research, an
activity shunned by most real estate
consultancies because it requires a
focused team approach (involving a
combination of unique skills), expensive
software and data bases. The fact that we
can offer clients this service is a tribute to
the Atlantic Region’s rich venue of
universities and community colleges...
and to our own  masochistic
determination to demonstrate that the
Region really is a centre of real estate
excellence. We also wanted to provide a
practical research service, designed to
assist property owners solve their real
estate problems, explore opportunities
and replace “gut feel” with data driven
solutions that would reduce uncertainty
and risk. To do so we married market
research with real estate knowledge to
provide property owners with practical
solutions... real answers not vague
opinions, hedged with umpteen provisos,
fit only for gathering dust on a shelf. Did
we succeed? Better than we expected, not
as much as we hoped.

Resources

The Atlantic Region is rich in academic
resources. We determined at the outset
that the underlying skill set had to
include a knowledge of Geographic
Information Systems (GIS) and were
fortunate in having access to graduates
from the world-renowned Centre of
Geographic Sciences located in Nova
Scotia’s Annapolis Valley. One of their
graduate GIS programs utilises data
analytics to determine optimum locations
(Site Selection) for specific types of real
estate use, Trade Area Analysis to
measure catchment area demand for a
property facility such as a shopping
centre, and Supply and Demand analysis
for all types of real estate e.g. apartments,
offices, retail, etc. to ensure that market
conditions will support a proposed
development in a particular place at a
particular time. We built our service
offerings around these three products and
added Demographic Reports so that we
could analyse specific demographic data
and compare it with characteristics of the
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proposed development... for example
ensuring the longevity history of the
area’s residents did not defeat the
economic expectations of the proposed

funeral home... or that proposed
apartment size, finish and rental
expectations matched those in the

catchment area.

Twenty years ago we also entered into a
contract with the Federal Government,
and developed the software, to conduct
structured semi-annual Market Surveys of
every rental office and industrial
building, 5,000 ft2 and over (860
properties), located in the six major cities
in the Region to ensure that we had
reliable and extensive rental, operating
cost and vacancy data on that type of
space. We have now conducted those
surveys continuously for the past tweng/
years. They form part of CompuVal®,
our proprietary, multi-million-dollar IT
platform, that acquires, processes,
refines, integrates and analyses data from
multiple diverse sources. It currently
contains information on over 300,000
sales and lease transactions together with
assessment information on 39,000
commercial properties located in Atlantic
Canada and Western Ontario. We also
maintain and have access to MLS"
residential sales databases in the Atlantic
Region, together with short term rental
listing data on 17,000 unique properties
from AirDNA. We access Demographic
data from Statistics Canada and
household spending data from Environics
Analytics. In addition to our proprietary
software, we utilise ESRI and Maplnfo
GIS tools, the SPSS statistical suite,
building cost and other real estate
software. Responding to demand we have
now added the following two products to
our service offering:

Impact Analysis — what impact will a
proposed development such as a landfill,
wind farm, quarry, aquaculture facility,
electrical transmission line, high rise
apartment complex, airport, etc. have on
prices, rental values and occupancy of
properties in the neighbourhood? We
have undertaken all of these assignments
and there are often as many opinions as
there are people... many of them
contradictory. Tolerance of smell, visual
intrusion, noise, electromagnetic field,
flies, traffic, crime, etc. varies by
individual and this colours their opinion
of injurious affection. However, the
impact on surrounding property values
will usually vary with distance, sight
lines, noise buffers and traffic from the
project. NIMBY, though understandable,
may be driven by fear rather than fact.
We cut through the rhetoric using our
Geographic Information System (GIS) to
identify the primary, secondary and
tertiary impact areas, the types, capital

and rental values, and occupancy, of the
properties located therein. If it is a
proposed rather than an existing project,
we use our GIS to identify similar,
existing developments and their impact
areas. Using our other resources, we can
then benchmark sale prices, sale price
increases or decreases, rental and
occupancy rates with properties outside
the impact areas to measure the effect of
the proposed development.

Economic Analysis — what is the
economic state of the Central Business
District, shopping district, business,
industrial or retail park, office campus,
residential or multi-family
neighbourhood, Waterfront Development
Area? What are the drivers of economic
activity? Are they stable, getting stronger
or weaker? What are the real estate,
business and employment trends? What
are the strengths, weaknesses,
opportunities and threats? How does the
area compare with similar benchmark
areas? This type of analysis informs the
municipality, province, economic
partnership or development authority on
the economic state and future potential of
the area.

® Our Economic Intelligence Unit has
undertaken  assignments  throughout
Atlantic Canada since 2006. In addition
to Geographic Information Systems this
work involves a broad skill set (real
estate economics, demographics,
psychographics, critical thinking,
financial analysis, problem solving) all
focused on providing solutions to real
estate issues. For more information visit
our corporate web site at https:/
www.turnerdrake.com/products/

economicintelligenceunit.asp or contact
Sarah Livingstone at
slivingstone(@turnerdrake.com.

WE ARE STILL PRUNING OUR
MAILING LIST

Many readers have already chosen to
receive our Newsletter by email. Due to
printing and mail delivery challenges we
no longer provide hard copy versions for
each issue. If you do not yet receive the
email version and wish to do so please
email us at tdp@turnerdrake.com . If you
are not yet a regular subscriber but wish
to rectify that sorry circumstance, you
can register for your free subscription at
https://sub.turnerdrake.com/Signup.

You can follow us on:

www.twitter.com/TurnerDrakeltd

www.facebook.com/TurnerDrakeltd
L] www.linkedin.com/company/
TurnerDrakel td
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