DECISION FRAMEWORK

A framework for choosing the right 55 plus
community. Location, ownership model,
budget, amenities, lifestyle, and

resale potential.
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Comparison
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DEFINE WHAT RESEARCH & COMPARE COSTS VISIT & EXPERIENCE REVIEW DOCUMIENTS
MATTERS MOST SHORTLIST & VALUE THE COMMUNITY CAREFULLY
Prioritize your must-haves Explore communities that Review fees, inclusions, Tour in person, attend Read the disclosure
vs. nice-to-haves. meet your key criteria. utilities, and long-term events, and talk to package, rules, and
costs. residents. financials.

WHAT TO COMPARE ACROSS COMMUNITIES
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Home & lot size Manthly fees Amenities & Rules, policies Community culture Resale demand
and layouts & inclusions recreation & restrictions & social opportunities & market trends

Your 55+ Community

s

MAKE A CONFIDENT
DECISION
Chaoose the community
that fits your lifestyle,
budget, and future.

O

Health, safety &
peace of mind

KEVin Flaherty, Broker Real Estate Specialist . 226-270-6433

Licensed Since 1988. Over $500M Sold. HiElaRoulisheiCaNiJant @ Flaherty.ca
Real Estate Decisions.
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| KEY QUESTIONS TO ASK

LOCATION r
Is it close to family, healthcare, -
shopping, and the things

you enjoy?

OWNERSHIP MODEL

Do you want to own the home
& land, lease the land, or

own a condo?

BUDGET & FEES

What are the monthly fees,
what's included, and how
often do they increase?

AMENITIES & SERVICES
Do the amenities, services,
and activities match your
lifestyle?

LIFESTYLE FIT

Does the community culture,
pace, and rules align with
your goals?

RESALE POTENTIAL
How is demand, resale value,
and exit flexibility in the
community?

El DOWNLOAD

How-To-Choose-55-Plus-Community-
Guide.pdf
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HOW TO CHOOSE THE RIGHT 55 PLUS COMMUNITY Kevin Flaherty, Broker
START WITH THE DECISION, NOT THE BROCHURE

The right community is the one that fits your real life

Choose by testing the same factors in the same order for every option. A beautiful model home or long amenity list should not override location, ownership, total cost, rules, daily-life fit, or future resale
flexibility.

Quick answer: define five to seven non-negotiables, shortlist only communities that meet them, compare total ownership and living costs, visit at
different times, review the governing documents, and score each option before deciding.

Define what matters Research and shortlist Compare costs and value Visit and experience Review documents Make the decision
Separate must-haves from Compare only communities that meet Review purchase price, recurring Tour more than once, observe the Read rules, budgets, disclosures, Use the same weighted scorecard,
preferences and identify your core location and housing charges, inclusions and future pace and speak with residents when reserve information and agreements then apply judgment to the final
deal-breakers. needs. obligations. possible. carefully. result.
Write your must-haves Name your deal-breakers
Examples: one-floor daily living; within a set drive of family; pet permission; defined monthly Examples: stairs to essential rooms; uncertain land-lease terms; restrictive pet rules;
budget; garage; accessible shower; specific healthcare access; a quiet setting or active social inadequate parking; fees beyond budget; too far from healthcare; poor resale flexibility;
calendar. services you must pay for but will not use.
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HOW TO CHOOSE THE RIGHT 55 PLUS COMMUNITY Kevin Flaherty, Broker
DECISION FACTOR 1

Location and everyday life

A community can be attractive and still be wrong for your routine. Test the practical trips you expect to make every week and the support you may need later.

Yourtarget CommunityA Community ° Communityc

Family or close friends ___ minutes . - -
Primary care or pharmacy __ minutes - - -
Hospital or urgent care ___ minutes . - -
Groceries and daily shopping __ minutes - - -
Recreation, worship or clubs ___ minutes . - -
Transit or preferred transportation Required / optional - - -

Visit like a resident, not only like a buyer
Visit once during a weekday and once during an evening or weekend. Drive the surrounding routes at the times you would normally use them. Notice lighting, sidewalks, snow storage, traffic, noise and guest parking.

Test phone reception and internet options if they matter to your routine. Ask how residents receive notices and participate in decisions. Picture an ordinary Tuesday, not only holidays and special events.

Future-fit question: if driving became more difficult, would this location still support your healthcare, shopping, social and family connections?

226-270-6433 | Flaherty.ca | Licensed Since 1988. Over $500M Sold. Page 3



HOW TO CHOOSE THE RIGHT 55 PLUS COMMUNITY Kevin Flaherty, Broker
DECISION FACTORS 2 AND 3

Ownership, documents and total cost

Two homes with similar asking prices can create very different rights, responsibilities and monthly obligations. Identify the legal structure first, then compare the full cost of living there.

What you may own or acquire What to verify before deciding

Freehold The home and land, subject to title and any agreements. Common-element obligations, private-road or association arrangements, maintenance responsibilities, restrictions and future capital
needs.
Condominium A unit interest plus an interest in common elements, depending on the Status certificate, declaration, rules, budget, reserve fund, insurance, special assessments, fee history and planned projects.

condominium type.

Land lease Often the home while leasing the land, but agreements vary. Lease term, increases, assignment and resale conditions, services, maintenance, default provisions, termination and removal
obligations.
Life lease A contractual interest or right to occupy rather than conventional Sponsor, agreement, occupancy rights, fees, reserve or capital planning, transfer formula, resale process, exit rights and estate
freehold title; structures vary. provisions.
Rental A tenancy or occupancy right under the applicable agreement. Rent and increases, included services, term, renewal, deposits, maintenance, parking, pets, termination and any added service
packages.

Build one comparable monthly total

For each option, list the amounts that actually apply. Keep one-time purchase or entry costs separate from recurring monthly costs.

+ Property tax or rent + Community, condo or land + Ut|I|t|es,l|nsurance and _ Comparable monthly total
fees maintenance

Housing payment or
opportunity cost

Ask what each fee includes, how increases are determined, whether special assessments or capital calls are possible, and which costs remain your responsibility. Obtain current documents and professional advice appropriate to the ownership
model.
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HOW TO CHOOSE THE RIGHT 55 PLUS COMMUNITY Kevin Flaherty, Broker

DECISION FACTORS 4 AND 5

Lifestyle fit, rules and the resident experience

Amenities create value only when you will use them. Rules protect a shared environment but can also limit how you live, host, park, renovate, rent or sell.

Ask yourself Ask the community Observe during your visit

Do | want an active calendar or a quieter setting? Who plans activities and how are they funded? Are amenities genuinely used and maintained?
Which two amenities would | use weekly? Are amenities included or separately charged? Do residents appear comfortable interacting?
How important are privacy, walkability, pets, gardening and guest space? What rules apply to pets, guests, parking, exterior changes, rentals and Does the noise level, pace, landscaping and public space feel right for you?

home businesses?

Questions worth asking residents

e What surprised you after moving in? * Which costs or responsibilities were easy to overlook?
* How are concerns communicated and resolved? * How often do rules, fees or services change?
* What do residents value most, and what would they improve? * Would you choose this community again? Why or why not?

Do not rely on verbal summaries for an important restriction or financial obligation. Ask for the current written document and have it reviewed by the
appropriate professional.
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HOW TO CHOOSE THE RIGHT 55 PLUS COMMUNITY

DECISION FACTOR 6

Kevin Flaherty, Broker

Resale potential and exit flexibility

The best community for today should also give you a workable path if your health, family needs, finances or preferences change.

Whata clear answer should lde“tlfy

Who can buy or occupy later?
How is a resale handled?

What affects buyer demand?
What happens to improvements?

What if circumstances change quickly?

Document review checklist
m Ownership, lease, occupancy or purchase agreement
m Current budget, fee schedule and recent financial information
m Insurance responsibilities and coverage boundaries

m Resale, assignment, rental, estate and termination provisions

Any age, occupancy, approval or eligibility provisions and how they are applied.

The owner or operator's role, marketing process, approvals, fees, timelines and assignment requirements.

Location, ownership clarity, home condition, recurring costs, financing availability, inventory, amenities and market conditions.
Whether alterations require approval and whether they add value, must be removed or affect transfer.

Options for sale, rental if permitted, estate transfer, termination, buyback or other exit rights under the documents.

m Declaration, bylaws, rules and community policies

m Reserve-fund or long-term capital information where applicable

m Recent notices, meeting records or planned major work where available

m Pet, parking, guest, renovation and accessibility requirements

Legal structures and documents vary. Ask an Ontario lawyer to explain your rights and obligations; consult appropriate financial, tax, insurance, lending or condominium professionals as needed.
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HOW TO CHOOSE THE RIGHT 55 PLUS COMMUNITY Kevin Flaherty, Broker
PRINTABLE WORKSHEET

Weighted community comparison matrix

Use the same criteria for every option. Assign each factor a personal importance weight from 1 to 5. Then rate each community from 1 to 5. Multiply weight by rating. A score supports your judgment; it
does not replace document review or professional advice.

Community A A weighted Community B B weighted Community C C weighted

s EEier rating 1-5 score rating 1-5 score rating 1-5 score

Location and family connections
Healthcare and everyday services
Home layout and accessibility
Ownership-model fit and clarity
Total recurring cost and value
Amenities you will actually use
Rules, pets, guests and parking
Community culture and social fit
Maintenance and future-fit support

Resale potential and exit flexibility

Decision check: if the highest-scoring option violates a non-negotiable or leaves an important document question unresolved, it is not yet the right
choice.
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HOW TO CHOOSE THE RIGHT 55 PLUS COMMUNITY Kevin Flaherty, Broker
FINAL REVIEW

Make a confident decision without rushing

A strong decision is understandable, documented and workable under more than one future scenario. Use this final page to record what matters before making a commitment.

My leading community Why it leads
no willenswer it and by vhen?
My non-negotiables are satisfied Professional reviews required

m Yes m No m Notconfirmed m Legal m Financial/tax = Lending = Insurance m Other

Before you commit

* Revisit the community at a different time and re-check the surrounding area. e Confirm the current fees, inclusions, restrictions and maintenance responsibilities in writing.
* Review the ownership or occupancy documents and financial information appropriate to the ¢ Understand the resale, assignment, estate and exit provisions.

model.
* Compare the move with the timing and net proceeds from selling your present home. * Make the decision only after every non-negotiable and major uncertainty is addressed.

Kevin Flaherty, Broker 226-270-6433 Licensed Since 1988.

Your 55+ Community Real Estate Specialist Flaherty.ca Over $500M Sold.

This guide is general planning information, not legal, financial, tax, lending, insurance, condominium or other professional advice. Community structures, documents, fees, rules and availability change. Verify current information and obtain advice appropriate to your
circumstances before making a decision.
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