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July, 2017. 
 
July begins our main season...both for tourism/visitor experiences and for real estate discoveries and 
sales.  
 
In a way, Salt Spring Island is seasonless. People turn up at any time, and real estate sales occur in 
December and January as well as in August and September. 
 
The Pacific Northwest Coast, though, does seem to call forth most activity and arrivals in the late 
summer/early fall time. Although gardens spill over into spring beauty in April/May/early June, the 
arrivals time for serious property seekers has evolved into that mid-July to end of October timeline. 
 
Since mid-March, 2016, and even with interruptions from city off-shore tax ramifications and results of 
"real winter" (added up to 7 months of "pause"), we began to recover from that 8 year global economic 
downturn...and we have now arrived at an authentic seller's market. 
 
The classic definition of a seller's market: low inventory plus high buyer demand. The outcome of a 
seller's market: price increases.  
 
That said, there are always opportunities for a buyer.  
 
To own property on a Gulf Island, including on Salt Spring Island, is a long-term and enviable asset.  
 
In 1974, the provincial government created the Islands Trust. It's mandate: to preserve & protect the 
environmental beauties of the Gulf Islands, for the benefit of all B.C. residents. Through strict 
zoning/bylaws, the Trust effectively capped growth.  
 
A limited inventory, both structurally and by market forces, does predict an escalation of prices, over 
time. 
 
These early days of recovery in the real estate sector have seen most of the sales activity in the entry 
level priced properties. It may be that this action will now start to be seen in the mid-range to the upper 
tier priced options. What is also interesting, at this point: undeveloped land options have also seen sales 
action. A market recovery does always begin with sales in the entry level residential segment. As 
inventory thins, land options and a building project are considered.  
 
July and August are key months for all businesses in our rural/recreational region...tourism is the main 
industry in the Gulf Islands. A successful visitor experience can result in a real estate sale. 
 
Looking to sell? This may be an optimum time to consider listing your property. Low inventory coupled 
with buyer demand does favour a seller. Prices have stabilized. In many cases, properties are selling at 
list prices. In a few instances, if a property is unique and there are no comparables, there are small 
bidding wars. There are often back-up offers, due to lack of supply. That said, the buyers are, in the 
main, not "local". They are looking in other coastal communities, too. Salt Spring has competition as a 
destination for a buyer. All sellers need to treat offers with respect. The Gulf Islands are 
discretionary/"by choice" areas. 



 
Seeking to buy? A creative approach can often keep a property purchase at budget. It's important, 
though, in an offer moment, that one puts in one's "highest & best" offer response. A seller's market 
means that the negotiating window that buyers enjoyed, two years ago, has been erased. There is 
competition from other buyers now. More information, on how to enjoy a successful property purchase, 
as a buyer? Call me! 
 
There is always opportunity, regardless of a market trend in play at any specific time.  
 
Your best interests are my motivation. 
 
How may I help you to achieve your real estate goals on Salt Spring Island and the Gulf Islands? 
 
Tel: 1-250-537-7647  
E-Mail: LiRead33@Gmail.com 


