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REIC Mission, Core Values, Vision

As my time comes to an end, I want to say what a
privilege and honour it has been to serve as your
President. It was amazing to meet so many new
candidates and members at 25 events during the
past two years. Our Chapter has seen tremendous
growth as we welcomed 77 members with new
designations last year and currently have over 100 candidates taking
courses for new designations. I value all the professional relationships established at REIC over the years and look forward to many more in the future.
In February, we held our award winning IREM Industry Leader Series event
with Jon Love, CEO of Kingsett. Unfortunately our Springfest seminar and
in-person AGM was cancelled due to the pandemic. On April 30th Tim
Hudak, CEO of OREA was guest speaker at our first virtual FRI Master Series seminar. We look forward to offering further virtual events including
our Annual General Meeting and a Patio Coffee Talk night scheduled for
mid-June to exchange questions, share ideas and e-meet new members.
My goals included Membership Growth, Mentorship, Sponsorships and
building Partnerships. I am so proud of the partnerships we have created
with several other Associations to offer more value and collaborative opportunities for our members. My heartfelt thanks to the hard working
Board of Directors and Committee volunteers who assisted me with these
initiatives as well as organizing some exceptional events for everyone to
enjoy and learn from industry experts.

Our Mission
The Real Estate Institute of Canada’s
objective is to advance professionalism
in the real estate industry.

Our Vision
An organization leveraging our diverse
expertise to benefit all stakeholders

Core Values
We believe in:
The value of high ethical standards
The benefit of experience
The power of knowledge and the
importance of sharing it
The strength of our diverse professional
community
Discover the benefits of choosing a
professionally designated REIC member.

My challenge to fellow members is to get involved with the Toronto Chapter. We provide education, building tours and networking opportunities to
improve the knowledge and practical experience of our members. The
value of collaboration between us all will be indispensable as we move
forward in a COVID19 world. I will continue to promote REIC as the
leader of education & certifications of real estate professionals in Canada.
Have a safe and enjoyable summer. “Build your Network, Manage your
Career, Mentor your Peers and Continue Lifelong Learning”. Keep in Touch.
Regards,
John Bowen, ARP, FRI, CPM
REIC Toronto Chapter
President
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Don’t Rely Upon Promises
By Natalka Falcomer, JD CLO

I

often hear, “it’s not like the old days” where people’s
word was as good as an ironclad written contracts.
Unfortunately, Health Quest Inc. v. Arizona Heat Inc.,
2019 NLSC 52 (CanLII) (“Health Quest”) reminds us that
the “good old days” are far behind us.
Health Quest provides several important lessons about
the dangers of miscommunication and not putting everything into a lease, despite written emails and good intentions. The facts are as follows:
Health Quest Inc. (“HQ”), the tenant, leased a unit for
its business from the landlord, Arizona Heat Inc. (“AH”).
As Justice Donald H. Burrage succinctly described, “in
the lease, AH agreed to use its “best efforts” to have the
premises ready for occupancy by 1 September 2010.
There were delays in the tenant fit-ups, the building construction, and in obtaining the requisite permits. As a result, HQ did not open for business until 27 October
2010”.
The issues that arose during trial was whether or not the
landlord used its best efforts/if he was negligent in carrying out the renovation and if the tenant was entitled to a
rent-free period for the delayed occupancy. I’ll dissect
the various issues and lessons in future articles, starting
with one that I often see arising as tenant and landlord
transition from the offer stage to the lease stage….

But, he promised and it’s in an email!
After an exchange of emails between the landlord and
the tenant, the two finally arranged a meeting on 27 May
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2010. At this meeting the tenant discussed her desire to
rent space in the building and the two agreed that the
landlord would fit up the space and make it available for
occupancy by September 1, 2010. The tenant, a sophisticated businessperson, wanted to ensure that the space
would be ready for this date. As such, she required, and
the landlord agreed, that she would get a month’s free
rent for each month of delay beyond an occupancy date
of 1 September 2010. The tenant, wanting to ensure that
the terms were in writing, sent the following email confirming the arrangement:
A penalty clause that will afford 1 month free rent for
each month the space is delayed beyond expected
occupancy which is September 1, 2010. The rates
quoted above do not include common cost.
Please reply to this email with your confirmation that
this letter will form the basis of intent to finalize a
formal lease document.
[emphasis added]
The landlord responded to her email the following day
agreeing to the rent-free arrangement:
Sounds great to me, look forward to a long and beneficial
relationship for all.
After the meeting, a lease was provided and the tenant
engaged a lawyer. Drafts went back and forth and the
parties agreed to a final lease, which was signed on 25
June 2010. The lease, however, did not include the “rentfree” arrangement as per their email exchange. Of
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course, occupancy was delayed and the tenant moved
in at the end of September, but, due to permitting and
renovation issues, was unable to open up her business
until the end of October, 2010. As such, she claimed that
she did not owe November and December rent. The
landlord, however, disagreed pointing to the following
clause in the lease:

tract, she likely asserted, existed: the rent-free provision
was intended to be in the tenant’s lease; the terms of the
provision were very clear and the rent-free provision was
a fundamental term that induced her to enter into the
lease.

3(f)
The Landlord will use its best efforts to complete the renovations and leasehold improvements as
agreed upon between the parties and have the
Leased Premises ready for occupancy no later than
September 1, 2010 AND if, due to no fault of the Tenant the Leased Premises are not available for occupancy as contemplated herein, the Rent and
Common Area Costs payable by the Tenant hereunder shall be prorated such that the Rent and Common
Area Costs shall not be payable in respect of those
days preceding the day upon which the Leased Premises are first made available for occupancy.

During the hearing and discovery process, it was revealed that both the landlord and tenant agreed that, during negotiations leading to the lease, they discussed a
rent-free provision in the event of delayed occupancy. In
fact, the landlord expected that the lease would contain
such a provision. It, however, did not. And it didn’t despite the fact that the tenant and landlord both engaged
lawyers and despite the fact that several other substantial
factors were addressed during the negotiations. Clearly,
the judge concluded, the “rent-free” period was not as
important as the tenant now claimed.

The lease further stated that there’d be no variation on
how rent would be paid, except “in the manner specified in the Lease, without any deduction whatsoever,
save as herein specifically provided … ”. In other words,
clause 3(f) and this section meant that rather than a rentfree penalty that kicked in for each month the tenant was
unable to open, the lease only provided that rent would
only be prorated in the event of a delay in occupancy,
regardless of whether or not she was able to open.
The landlord, after a lot of arguing with the tenant,
agreed to provide her a rent-free period for November
and December 2010 rent only if she paid the fit-up costs.
She rejected this offer and eventually paid the November
and December 2010 rent in order to avoid accrual of
fees. During the trial the tenant argued that she should
be reimbursed for November and December rent because the parties had created a collateral contract (i.e. a
contract in addition to the lease). Although I do not have
access to the pleadings, it’s likely that she claimed that
the reason for her reimbursement is because the rent-free
provision was agreed to in a collateral contract (i.e. the
email exchange). The fundamentals to a collateral con-

In Touch with REIC Toronto Chapter | Summer 2020

But, it doesn’t matter if it’s not in the lease!

What is more, the fact that the landlord later agreed to
provide the tenant a rent-free period didn’t matter. This
is because the tenant and landlord both described this
“promise” as a “self-imposed punitive agreement he [Mr.
Lawlor] made with himself”. This is because a key element of a contract – consideration (i.e. an exchange of
benefits between two contracting parties) - was not provided as the landlord simply imposed upon himself a
punitive arrangement when attempting to resolve the dispute after the tenant moved in. As such, because promises aren’t enforceable; because the parties negotiated
several terms of the lease using lawyers and because both
parties never turned their mind to the “rent-free” issue,
the judge concluded that it was highly unlikely that a collateral contract existed.

The Lesson
Do not assume that “having it in writing” is enough. An
email exchange doesn’t necessarily create a binding contract. Neither does someone’s “word”. As such, ensure
that all benefits that you believe you’re entitled to are in
the lease.
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Policies and Procedures: (P&P)
Property and Asset Management
By Paul Nathan CPM, CSM, FRICS, ACIArb

Introduction:
Successfully operating an organization that comprises of people with diverse qualifications and backgrounds requires
standardized communication channels and effective leadership. This, however, tends to breakdown with time and
neglect. Hence, the adherence of effective standard operating procedures will increase employee confidence in the
firm, themselves, and in each other and result in outstanding corporate culture, reflection on core values and up
keeping of high standards of the firm.

What Policies and Procedures hope to achieve?
• Maintain compliance in order to protect risk.
• Uniformity throughout organization to prevent overlapping tasks.
• Quality business best practice to maintain the highest ethical standards,
• Set standards in line with International firms and professional associations such as IREM
• Improved operational excellence leads to the company’s recognition in the market.
• Enhanced performance to lead confidence with Clients and stake holders.

How will Companies greatly benefit by adopting Policies and Procedures?
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What are the Challenges in implementing Policies and Procedures?
• The real challenge is the day to day application and adaptability amid deadlines.
• Incompetently maintained and administered due to lack of commitment, time, man power resources and funding.
• Policy & procedure document must avoid legal jargon and focus on the end user in mind.
• No encouragement to incentivize people to follow such procedures.
• Lack of communication, ineffective training and systematic follow up.

How effectively Policies and Procedures should be implemented?

How to create success?
• Control mechanisms should be at every level on the hierarchy.
• Continuous support, periodical training and regular improvement by the subject matter expert.
• The subject matter expert to liaise with legal on law and compliance on latest updates.
• Measure the improvement of efficiency through periodic review and line with the IREM updates.
• Integrate the policy and procedure in both property management software and property accounting software
than having them separate.
• Annual awards should be given to those who adopt and perform in line with P&P. Also, the performance appraisal
should be linked to P&P.
• Once streamlined, Policy and Procedures should be on par with ethics and organization codes on conduct.

Conclusion:
While developing such standards and procedures can be time-consuming, future rewards from such efforts can be
guaranteed if meticulously implemented, consistently monitored, and efficiently managed.
GLOSSARY:
1. Policy: Code of conduct, how the business should be conducted.
2. Procedures: standard operating procedure.
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OREA CEO Tim Hudak COVID-19 Update
By Ken Finch, FRI, CPM, Broker

T

he REIC Toronto Chapter hosted our first live
webinar April 30, 2020, featuring an OREA
update from CEO, Tim Hudak. The presentation
titled ‘COVID-19 & Realtors® - What You Need to Know’
covered a wide range of topics followed by a question &
answer session.
The Ontario Government declared real estate an essential service. Realtors are open for business but it’s not
business as usual. As of April 3rd, 2020, the government
has banned all open houses. Face-to-face business and
non-urgent showings of tenanted properties have also
halted. Non-essential home listings have been postponed
to help stop the COVID-19 outbreak. Some people have
had to list their homes for sale. OREA is recommending
the following procedures;
1. Virtual Open House Tours
2. Using online tools to close deals such as digital
signature and wire transfers for deposits
3. Communicate with clients through video conference or telephone as much as possible
Above all, OREA wants to put your health and safety first.
OREA President Sean Morrison has released the statement ‘Why put your health on the line - or the health of
your client or community - for showings that can simply
be postponed for a few weeks? It’s not worth the risk.’

Presenter - Tim Hudak,
Chief Executive Officer of the
Ontario Real Estate Association

The Real Estate Addition Podcast - www.orea.com/podcast
Every month OREA releases a new and exciting podcast
focused on what’s happening in Ontario real estate.
OREA’s Research Panel - www.JoinOREAresearch.com
Have your say in the future of real estate in Ontario by
joining the digital research panel.
Member Consultation - www.NewOREAservices.com
The largest member consultation in OREA’s history has
launched and they want all Realtors to participate.
Standard Forms Webinar - www.orea.com/Resourcesand-Forms/Standard-Forms-and-Clauses
If you have questions, OREA has answers. Connect to a
webinar to learn more about Forms.

The resources provided by OREA are as follows:
Just launched - www.OREAcovid19info.com
Resources that will benefit Realtors, member information, college information, webinars, and the latest Public
Health Ontario and Health Canada updates.
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Mindfulness in Real Estate –
Optimism Over Defeat
By Joseph Found B.B.A. (Hons)

Y

ou might own a piece of property, be in a lease, or
own/rent multiple locations and wondering when
this is all going to end and what it might look like
in the future. We have the power to make it what we want,
working together to help one another. We can choose to
look at it as a clean slate to start new from or build on our
already huge base of knowledge we all share.
In my industry of commercial leasing, it is our job to create a meeting of the minds between tenants and landlords that is mutually beneficial to both parties. It’s very
satisfying to create a space of mindfulness in helping
each get their desired outcome. My thoughts have stayed
the same throughout this whole situation, I can and want
to help you, it is very empowering for me to empower
you with my acumen and skill set. I hope people share
the same sentiments that I do because it is more important now than ever to educate and help those in need.
It doesn’t matter if you work in real estate, you merely
must exist to be involved with property. We grow food
on it, drive and walk on it, live on it, work on it, maybe
even own or invest in it. One way or another you are
connected and play a part in its worth. Land has value,
no matter how you wish to derive value from it. We must
work diligently to hold on to the value we perceive by
promoting good personal values into it.
More so now than ever, real estate professionals need to
come together. We need to stay connected with each
other, and with our clients. We have a fiduciary duty to
each other, and the real estate market needs us more now
than ever. We must put ourselves above competition, put
the needs of our industry above our own, and help those
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who need guidance in retaining their worth and wealth
they have spent so long cultivating. Real estate is sentient, it does think, it has feelings, because we all share
the same connection to it.
COVID has badly bruised all types of real estate. I think
human ingenuity and resourcefulness will be the defining
factor in the recovery of the economy, especially in real
estate where much of our economies derived wealth exists. It is our persistence, dedication, and mindfulness
that will restore our confidence in the markets.
This whole situation is a learning experience for everyone. Those that choose not to internalize and self-reflect
on the situation might only feel loss instead of gain. Wisdom leads to ingenuity; self-reflection leads to resourcefulness; connections and relationships will help to
mobilize your ideas. In real estate, the perceived value
of land comes down to how people feel about it. Right
now, optimism and opportunity should be dominating
the headlines in all aspects of life. It is there for those
who choose to cut through the noise and actively pursue
the next opportunity with a positive mindset. Optimism
is just as infectious as COVID.
We must be mindful that people are experiencing great
loss.
We must be mindful that people are having a hard time
navigating this difficult time.
We must be mindful of each other and the connectedness
we all have that is so important to real estate and our well
being both physically and mentally. But most important
8

If we feel good about real estate, maybe others will too, and we can avoid the negativity
that can stigmatize people from making healthy choices with their business.
of all, we must we mindful of ourselves and how we interact with others. Do not declare defeat before the battle
is over. We will win, and all of us can cross the finish line
if we allow ourselves to overcome adversary.
If we feel good about real estate, maybe others will too,
and we can avoid the negativity that can stigmatize people from making healthy choices with their business. That
optimism translates into value and wealth. Like a smile,
all it takes is one to start a chain reaction. You oversee
how you conduct yourself by managing your time and
how you choose to build your relationships around you.
People who pursue a life in which optimism of future
growth and performance is paramount to their needs will
find their way to their destination, much the same way
people who predict their own defeat will write their own
self-fulfilling prophecy.
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Whatever your connection to property, be a lease, deed,
or dwelling, you must plan for after COVID and you must
do so with optimism. Reach out and talk to someone,
consult an expert, gain knowledge and position yourself
to tackle the tough months coming ahead. You must take
advantage of your position and create opportunities, but
you can’t do so unless you put your mind at ease.
Things are great, you might have to dig a bit deeper to
see it. I enjoy helping people with their leasing work, it’s
how I add value to real estate for people and their businesses. I can help so many people, yet people are reluctant to ask for advice. Be connected, nothing is below or
above you, me mindful of your ability to see this trough
by using your resources around you.
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IREM® CORNER
The IREM Foundation Fund
The IREM Foundation has introduced Elaina’s Sustainability Fund,
named for Elaina Tattersdale of
Toronto, Canada. On June 5th,
2019, Elaina Tattersdale passed
away after a short battle with cancer.
She leaves behind two young
daughters, a loving husband, and a
devoted family including her
mother, 2020 IREM President Cheryl
Gray, CPM®.
Elaina was an enterprise project
manager for Canada-based real
estate firm, Morguard Investments.
Her dream was to improve the
impact buildings have on our
environment by promoting sustainability initiatives. To
honor that dream, Elaina’s parents, Rick and Cheryl Gray,
donated $50,000 to the IREM Foundation to launch
Elaina’s Sustainability Fund. The fund will support
initiatives in commercial real estate that reduce demand
for resources, increase recycling efforts, or improve
occupant wellness.
Since Elaina believed that any effort can make a difference, funding will be available to all initiatives, big and
small. “It was important for us, as a family, to honor
Elaina’s short time here with something that had meaning
to her,” says Gray. “Elaina’s legacy will be to encourage
those in the industry to improve the environmental footprint that the buildings we manage have on our world.”
Sustainability initiatives in real estate not only have a
positive impact on the environment, they also reduce energy costs while increasing property value. “Cheryl and
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her family have turned an unspeakable tragedy into an inspiring call to
action,” says Denise Froemming,
IREM Foundation Executive Director. “We’re honored to be entrusted
with Elaina’s legacy by supporting
sustainability in the real estate industry.”
The Toronto chapter is supporting
fundraising in support of Elaina’s
Sustainability Fund over the next
few months. Funds raised at two of
our events earlier this year will be
donated to this great cause.
Additional Donations can be made
online via our website at
www.reic.ca/toronto until Sept. 30, 2020.

About IREM
For over 85 years, IREM members have made us the
world’s strongest voice for all things real estate management. Almost 20,000 leaders in commercial and residential management call us home for education, support and
networking. Our CPM®, ARM®, ACoM, and AMO® certifications are internationally recognized symbols of ethical leadership and a well-managed property. And our
tools deliver decades of on-the-job know-how to help
members get even better at what they do. Put simply –
IREM and its members are here to elevate the profession.
If you need information on COVID19 Resources or a
Pandemic Guide for Real Estate Managers, check out
irem.org
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Can COVID-19 Get You Out of
Your Lease?
By Natalka Falcomer, JD CLO

M

y experience during COVID-19 drew upon
two “laws” I learned early in my law career:
what’s legal isn’t always fair and contracts are
as good as the parties who sign it. Why am I telling you
this?
Because, COVID 19 showed me that, notwithstanding
one’s legal rights, landlords and tenants can cooperate,
especially since their survival was interdependent. This
is especially true during the height of COVID-19 as replacing a tenant or moving to a better location simply
wasn’t an option. As such, if you find that you do not
have the ability to suspend rent payment by invoking a
contractual right or terminating the lease due to a common law principle, not all is lost. While the law may not
be on your side, the economic reality of interdependence
is.
Generally, there are two ways tenants may find relief
from their contractual obligations – one under the force
majeure clause and the other under frustrated contract
principle.

What is a Force Majeure Clause?
Force majeure “rights” are derived from your contract
and this right allows you to not perform a covenant under
the contract because of circumstances that are beyond
your control. This right doesn’t exist unless it’s in your
contract and the nature of the right – i.e. what obligations
you don’t have to perform — depends on the language
In Touch with REIC Toronto Chapter | Summer 2020

of the force majeure clause.

Does COVID-19 Qualify as Force Majeure Event?
There are two types of force majeure clauses – specific
and general.
The general type of clause typically just states that a party
will not be liable for failure to perform a covenant/contractual obligation due to an event of “force majeure”.
General clauses typically reference “Acts of God” and
will not provide detail as to what a force majeure event
happens to be; these clauses are likely to give rise to the
most amount of litigation as enterprising lawyers will attempt to expand the definition “Acts of God” to include
pandemics.
The second variety of force majeure clauses – a specific
clause –is identifiable because of the exhaustive list of
events that are defined as “force majeure” events. A robust specific clause suggests, according to case law and
general contract law principles, that the parties have
turned their minds to what a force majeure event could
be and have specifically decided to include and exclude
certain events. As such, if your specific clause does not
include a pandemic, you may not have the ability to rely
upon the force majeure clause to get out of performing a
certain obligation, such as paying rent. Of course, attempts will be made to shove COVID—19 into other
listed events, such as “government intervention” and I
suspect that today’s more sympathetic courts may agree.
11

Does the Force Majeure Event Allow You to Not Pay
Rent?
Assuming that COVID-19 qualifies as a force majeure
event, you must understand which obligations you don’t
have to perform due to the event. Most leases specifically
exclude rent payments, meaning that even if COVID-19
is a force majeure event, you still have to pay rent. Let’s
say, however, that your force majeure clause allows you
to not pay rent, you still have to prove that COVID-19
makes it impossible, not just inconvenient, to pay rent.
This means that if paying rent just hurts your bottom line
but isn’t impossible, then the force majeure clause
doesn’t apply and you have to pay rent.

to try and make arrangements to ensure that you can reduce the impact of the intervening/unforeseeable event
on your inability to meet an obligation under your lease.
This means that you’d have to figure out how to change
your revenue streams, take advantage of all government
programs and negotiate with the landlord before you can
rely upon the clause.
Finally, these clauses typically have strict notice requirements. A phone call, text or email may not qualify as
proper notice and the notice may have to be provided
within a specific number of days after the event. Timelines, as many of us in this business know, are critical to
pay attention to as failure to meet the notice obligations
will likely bar your ability to rely upon the cause.

What if I don’t have a Force Majeure clause?

In addition to proving impossibility, you have to prove
that the pandemic, along with the consequences that
have affected your ability to pay rent, were beyond reasonable foresight and your skill to foresee when you entered into the contract. For this reason, if there is anyone
who’s entering into an agreement in today’s economic
climate, it’d be unreasonable to assume that they’d be
able to rely upon the force majeure clause as the economic impact on one’s business is simply obvious. But
wait, there’s more…

Even if Force Majeure applies, you still have to mitigate!
The courts do not look favourably upon a party to a contract who is leveraging a certain situation in order to get
out of performing an obligation. In other words, you have
In Touch with REIC Toronto Chapter | Summer 2020

Tenants who did not have a force majeure clause then
asked if they could rely upon the doctrine of “frustration”. This common law doctrine applies when a situation arises, the parties have no clause in their contract to
address this situation and performance of the contract
becomes “a thing radically different from that which was
undertaken by the contract.” Unfortunately, this concept
is much more difficult to prove than showing that a force
majeure clause should apply. This is because “it is not
enough that the contract become more onerous, or even
significantly more difficult, but still possible to perform”.
In other words, “a party must show that the original purpose of the contract has been frustrated, and it would be
unjust for them to be bound to the contract under the
existing circumstances”1. Since what you’ve contracted
to do – pay rent – hasn’t changed completely due to
COVID-19, I suspect that paying rent during these times
may be unjust, but the law won’t give you relief. And this
is why it’s important to sign contracts with parties who
are reasonably and willing to work towards a common
solution, regardless of what the law says.

https://www.lugarlaw.com/how-will-the-covid-19-outbreakaffect-your-contractual-obligations/
1
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to our new REIC members
Effective May 2020
REIC Designated Members
John Burdi, CPM
Larry Cai, FRI
Yu-Chen Chang, FRI
Johnson Cheng, FRI
Sun Jian Tian Cui, FRI
Fiona Fan, FRI
Rebecca Fang, FRI
Shan Feng, FRI
Jacob Ge, FRI
Helen Lee, CRES, FRI
Jennifer Li, FRI
James Lin, FRI
Shanna Lu, FRI
Allan Luo, FRI
Derrick Peng, FRI
Pavlo Pulnyev, CLO
Oladimeji Showande, CPM
Catherine Stobbart, CLO, FRI(E)
Raymond Xu, FRI
Jason Yu, FRI
Johnson Yu, FRI
Anita Zaman, FRI
Viva Zang, FRI
Angel Zhang, FRI
Victoria Zhang, FRI
Bo Zou, FRI

MAY 28, 2020
Toronto Chapter AGM –
OREA President, Guest Speaker
JUNE 11, 2020
Patio Night Coffee Talk
JUNE 25, 2020
National Virtual AGM
JULY 9TH, 2020
Patio Night Coffee Talk
OCTOBER, 2020
IREM Global Summit - Virtually
OCTOBER, 2020
Annual Awards Dinner
DECEMBER, 2020
PM Expo Seminar

SPONSORSHIP PROGRAM
Corporate sponsorship introduces your business to the most successful people who work within real
estate, and affords your organization the opportunity to access key decision makers. It also offers your
organization the opportunity to be visible promoters of your business through the real estate industry
through our programs, seminars and tours.
For more details see page 15 or contact us at info@reictoronto.com
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The Importance of Creating a Business
Operation Continuity Fund (BOCF)
By Paul Nathan CPM, CSM, FRICS, ACIArb

At the corporate level, business continuity plan is considered as managing and warehousing data in a remote
location so that one may swap between office locations
if it is not possible to perform work in the present office.
This solution, while necessary, is required, especially in
today’s scenario.

operational costs caused due to the additional expenditures every organization/owner has been incurring due
to COVID-19 measures.

It is the right time to realize that every organization
should start creating Business Operations Continuity
Funds (BOCF). The BOCF concept should be like the reserve funds allocated to meet capital planning improvement works. It is suggested to allocate a minimum of 2%
under operational cost in our Pro-forma as Business Operations Continuity Fund (BOCF). This is to meet inflated

ties and by Health and Safety Departments Therefore, the
Landlord and the Tenant has to mutually agree and arrive
on revised service charges as there should not be any
compromise on quality of services when hygiene and
safety is paramount.
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The overall operational cost will continue to increase due
to various measures that will be directed by the authori-
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About the Real Estate Institute of Canada
REIC is a not for profit organization that has been educating and certifying specialists in real estate since 1955. We are
a leading provider of advanced education and designation programs in the Canadian real estate industry. Some of our
designations include, Certified Property Manager (CPM®), Fellow of the Real Estate Institute (FRI), and Certified Leasing
Officer (CLO).

Website: www.reic.ca

About the Real Estate Institute of Canada Toronto Chapter
As of June 30, 2018, the Toronto Chapter had a total of 607 members/candidates,
which is the largest REIC chapter in the country.
Website: http://www.reic.ca/toronto

ANNUAL SPONSORSHIP LEVELS
Corporate sponsorship introduces your business to the most successful people who work within real estate, and affords
your organization the opportunity to access key decision makers. It also offers your organization the opportunity to be
visible promoters of your business through the real estate industry through our programs, seminars and tours.

Platinum
 5,000

Gold
 $3,500

Inclusions

Inclusions

✓ Company Logo on event
advertisements for any
Special Events organized
by the REIC Toronto
Chapter for one year

✓ Two tickets to the Awards
Dinner

✓ Recognition at the Awards
Dinner

✓ Company Logo on event
advertisements for four
Series for one year

✓ Company Logo or Business
Card in four consecutive
Newsletters

✓ One ticket to the Awards

Series Sponsor
The REIC Toronto Chapter’s Education and Events Committee
organizes professional development sessions within the GTA to
advance the education of its members. These sessions can be
divided into four categories: Building Tour Series, Industry Leader
Series, Seminar Series, and Networking Series.

Dinner

✓ Recognition at the Annual
Awards Dinner

✓ Company Logo on event
advertisement for two
Series for one year

✓ Company Logo or Business
Card in four consecutive
Newsletters

✓ Company logo, description,
and link to website on REIC
Toronto Chapter Website
for one year

Silver
 $2,000

Bronze
 $1,000

Inclusions

Inclusions

✓ Listed on event
advertisement for one
series for one year

✓ Company Logo or Business
Card in three consecutive
Newsletters

✓ Company logo, description,

and link to website on REIC
Toronto Chapter Website
for one year

 $500
Inclusions
Includes one event such as the
REIC Toronto Chapter’s Annual
Awards Dinner, Annual General
Meeting, or participation at one
of the networking events.

✓ Company Logo or Business

Newsletter Sponsor

Card in two consecutive
Newsletters

The REIC Toronto Chapter’s
Marketing and Communications
Committee publishes four
Newsletters per year, which are
sent to all Toronto Chapter
members and various Real
Estate Associations. Copies are
made available to individuals
taking courses at the REIC’s
National Head Office and
distributed to various real estate
companies and member events.

✓ Company logo, description,
and link to website on REIC
Toronto Chapter Website
for one year

and link to website on REIC
Toronto Chapter Website
for one year

✓ Company logo, description,

Special
Events Sponsor

For additional information, please contact Beth McKenzie at info@reictoronto.com or myself:
John Bowen, FRI, ARP, CPM®
President, Toronto Chapter, Real Estate Institute of Canada
Office: (416) 419-2745
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Thank you

to our Chapter Sponsors
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