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As always, let us open by recognizing you, our Q Report subscribers, and 
appreciating your readership, feedback and questions. As Victoria’s real estate 
market has continued to defy expectations and break records, we continue to 
explore what actually happened  over this past quarter.  

Please help us continue to grow our audience by sharing The Q Report if you 
find our reporting valuable. Join our Facebook community, follow us  
@victoriaqreport, share to your page, or post a link to victoriaqreport.com on 
your favourite online forum when you see someone asking about what’s 
happening in local real estate. We always enjoy hearing from you with your 
specific questions, topic ideas, or to book a complementary Q Report insider’s 
consultation on your own real estate needs.  
       — Dirk & Fergus 
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introduction

l ist  of  terms

Assessed Value BC Assessment’s value for taxation based on 
property characteristics and classification

B-20 Stress Test A federally mandated requirement for lenders to 
ensure borrowers are protected from ‘rate shock’ 
by requiring borrowers to qualify for financing at a 
higher rate than the actual rate on the mortgage

Detached Single-family detached dwelling

Listing Discount The difference between original list price and final 
sale price, expressed as a percentage

Luxury >$1.5M ‘Luxury’ properties, comprised of detached and 
attached dwellings trading over $1.5M

MOI Months of Inventory; the amount of time (in 
months) it would take to exhaust the current 
number of available listings at the current pace of 
sales. Also known as absorption rate

PPSF Price Per Square Foot

Strata Attached dwellings such as condominiums and 
townhouses 

Y/Y Year over year; comparing the current quarter to 
the same quarter last year unless otherwise noted.

http://victoriaqreport.com


 
 

Introduction 
We continue to see patterns emerging from the lack of available listing 
inventory, driven by high demand from buyers which shows little sign of 
abating. The most notable effect in Q3 has been a drag on the pace of sales, 
with so few homes available for buyers. Price pressure continued as a result of 
competition for scarce listings, however, one emerging trend has been a recent 
‘settling’ of sale prices for many property types at around +25% to +30% of 
2021 BC Assessment values, with month-over-month price changes flattening.  
  
Detached Homes 
For single family homes under $1.5M, sale prices in Q3 averaged above list. No 
surprise to any buyers or their agents, who have been competing in multiple 
offer situations almost every time they write an offer. The only reason Q3 saw a 
slight change in listing discount has been the average asking price increasing 
throughout the year. On a PPSF basis, sale prices are up 25% from last year.  
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market overview

Q
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Market times also stretched slightly, up to three weeks, from the two week 
average we saw in Q2, but this small bounce in Q3 was still one of the lowest 
days-on-market counts we have seen since we began writing this report in 
2018.  

Months of inventory for this segment remains persistently below 1, as it has for 
the past year. If no new listings came on the market, and sales continued at 
pace, our market would be out of available detached homes in three weeks or 
fewer.    

Strata Units 
Comparing detached homes to strata homes, we note that the price gap 
between median sale prices of detached and strata units continues to widen, 
as it has done all year. Median sales prices for both have both increased, but 
the with detached segment going up at nearly double the pace. Where the 
median sale price for a detached home was 75% higher than for a strata home 
pre-pandemic, it is now 92% higher. 

On a per-square foot basis, however, the trajectory of strata and detached 
homes is nearly identical, rising +23% and +25% Y/Y, respectively. Looking at 
market times, condos are selling in nearly half the time it took a year ago.  

The most recent numbers point to a surge in strata homes’ relative market 
performance. Back in mid-2020, the strata homes segment was seeing 
increased activity in both listings and sales. Today, we are seeing just as many 
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sales, but next to no new listings. At the end of Q3, strata listing inventory ran 
down to fewer than 300 active listings, the same territory that detached homes 
have already been in for a year. By comparison, last summer there were more 
listings available just for strata properties than we have total listings today, 
across all price points and property types. 

Consequently, we've observed that for strata homes in Q3, asking prices are 
widely being realized, as evidenced by the fact that the listing discount has 
been at zero percent for the entire year. This is the first time we have recorded 
such a run for strata homes priced under $1.5M.  

We can see the writing on the wall: if the inventory of condos and townhouses 
remains at these low levels, we will see a steeper increase in median sale prices 
in the coming months.  

Luxury Homes 
The luxury segment showed slightly less froth than we saw in our previous 
report. Sales volume was down a little from last quarter, as was median price. 
Listing discounts returned to more normal levels, and market times were up 
slightly. We note, however, that the number of sales above $1.5M has remained 
three to five times higher than pre-2020 levels throughout the last year, and 
this trend continued in Q3. 
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Introduction 
The MLS® Home Price Index® (HPI®) 
tracks Indexed benchmark values for a 
number of different types of homes 
over time, broken down by area. The 
modelling and weighting involved 
makes the HPI® less sensitive to the 
swings of averages and medians found 
in monthly sales figures. Where most 
market statistics assess the regional 
housing market as a single market, we 
find it’s always especially interesting to 
see what’s happening in different parts 
of greater Victoria relative to one 
another. 

Up, Up, and Away 
As we reported for Q2, Q3 once again 
showed the Home Price Index® up in 
every single district Y/Y, and by double 
digits in every single district in Q3.  

Clearly, this sort of price growth trend is 
not sustainable over time. We’ve never 
seen anything quite like it.  

As The Q Report prepares to celebrate 
its third birthday, we were inspired to 
look back at where our HPI® reporting 
started out, and compared the current 
map to one of our earliest ones, 
reproduced on the next page of the 
report. It’s quite shocking. 

The 2018-19 HPI® map is 
reflective of a much more 
stable market just a few years 
ago, and reminds us once again 
just how powerful this tool is in 
helping us assess buying trends 
in your neighbourhood.  
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home price index® trends



Specifically, the composite 
index reflected declining Y/Y 
values in North Saanich and 
Oak Bay, as we cited at the 
time, principally because these 
a re a s f e a t u re d a l a rg e l y 
homogenous stock of single 
family detached homes with 
price points closer to $1M. My, 
how times have changed. As 
we’ve cited in several reports 
through the pandemic, the tidal 
shift in consumer preferences 
toward exactly this type of 
property pushed the index 
values in these areas way up.  

This exercise also served to reinforce the benefits in working with professionals 
who understand how to harness such a powerful tool to help advise clients in 
making clear, confident, and informed real estate decisions.  
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HPI® Use Case 
We thought it would be interesting to share a recent HPI® use case with our 
readers. In representing buyers on a strata purchase, we sought out historical 
sales within the same strata, for units of similar size and configuration. Using 
the HPI® performance over time, we were able to pick out the value of the index 
at the time of each sale over the preceding three years, and calculate the 
equivalent present-day sale price based the current index value. Bear in mind, 
for our use case, HPI® data can be isolated down to a particular neighbourhood/
property type, with the performance charted over a given timeframe.  

In the case of this particular strata’s sales, the 40% spread in actual sale prices 
reflected the movement of the market over several years, but once the prices 
were indexed to present-day, the range dropped to 8%, and the average we 
calculated was within dollars of a separate comparative analysis of more recent 
sales in other similar stratas nearby. 

When many buyers find naming a price confusing and frustrating, especially when they may face other bids, our approach using the HPI® 
and other data-based tools can turn the experience into an exercise in confidence, especially in instances where a buyer wishes to overbid, but 
not overpay.  

If you’d like to know more about how our expertise can create a real estate win for you, contact us for a complimentary, no-obligation 
consultation.



Against the backdrop of a housing affordability crisis and a local market which 
continues to grapple with record-setting low levels of listing inventory for sale, 
we aren’t printing any new information in saying that the imbalance of demand 
to supply has been the primary cause of upward pressure on prices. What we 
have found interesting coming out of Q3 2021, however, was some work by 
our industry economists, which have actually correlated the degrees of these 
pressures.  

This chart shows nearly three buyers to every seller in BC in 2021, correlating to 
a +30% price change on a province-wide basis.  

Of Vancouver Island specifically, BCREA’s chief economist wrote, “There is no 
more undersupplied housing market in BC than Vancouver Island, and Victoria 
in particular. Active listings for all Island markets are about 70 per cent below 
where they would need to be to ensure balanced growth in home prices… In 
Victoria, we estimate that at the height of the market, there were nearly nine 
potential buyers for each available listing, by far the most severe imbalance of 
supply and demand of any market in the province. As a result of this imbalance, 
home prices in Victoria increased 20 per cent during the pandemic with single 
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housing inventory emergency



family homes posting a greater than 25 per cent increase.” (BCREA Market 
Intelligence, October 2021)  
 
Nine potential buyers for every listing. Imagine a game of musical chairs with 
nine eager participants dancing around a single chair — what happens when 
the music stops?  
 

Gridlock 
With approximately 80% of our market’s sales volume originating locally, 
thousands of would-be home sellers have found themselves gridlocked, 
competing against other buyers for already scarce homes, and understandably 
unwilling to take the risk of listing their current home for sale without 
somewhere to go.  

Part of this competition is also what we’ve referred to before as the “pure 
demand” buyer, who is not putting a unit up for sale in exchange for one 
purchased out of inventory. Whether due to remote work opportunities, a 
pandemic-related preferences for more space or more greenery, or 
accelerated retirement plans, buyers flooded into Vancouver Island’s market 
during the pandemic. Investors also seized on record-low interest rates to 
leverage rental properties at previously unheard-of cashflow positions, riding 
the gravy train of near-zero vacancy rates and rising rents. 
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Decades in the Making 
While the pandemic brought our market to a flash point, the crisis has really 
been decades in the making. The Q Report has not shied away from pointing 
out the structural problems that stand in the way of new housing construction; 
recent stories in the local press about the intense backlash from North Saanich 
residents against proposed amendments to the municipality’s official 
community plan which would have allowed more density is a case in point, 
which is repeated ad nauseam around community association land-use board 
tables throughout the region. One source stated that Greater Victoria has 
accumulated a 5,000-6,000 housing unit shortage. We could fill a Bible-sized Q 
Report with local stories of stymied and stunted development proposals, but 
we will spare our readers the bore and skip right to the one commandment: 
Thou shalt not change the way things are.  

In fact, it has already been many years since Victoria was in a ‘balanced’ market, 
where active listing inventory ran between 3,000-4,000 and prices weren’t 
making any big moves. Inventory reductions began during the selloff that 
occurred in 2015, which led to 2016’s overheated market, and never 
recovered.  

Decades in the Future 
Within Canada, interprovincial movement statistics suggest populations are 
shrinking in some regions and growing in others; namely, Canadians are 
leaving the middle of the country for coastal climes. Added to that, Canada’s 
ambitious immigration program is set to get back on track in the coming 
months. The anticipated swelling of population alone should be a reason to 
see shovels in the ground.  

Solutions 
There are no easy solutions to such a multi-faceted problem. Structural 
changes need to happen: blanket up-zoning which will allow for more density 
without having to obtain extra approvals, streamlining the approval process 
itself, and reining in the power of anti-development NIMBY community 
associations would all start to move the needle, but Victoria’s patchwork of 
small municipalities will all want to continue protecting their vested interests. 
We don’t want to see this amazing city’s character or quality of life erode, but at 
the same time, our elected officials have a responsibility to respond to the fact 
that the word is clearly out, and our little slice of paradise is no longer a well-
kept secret.  
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How we can help 
As individuals, as industry representatives, as members of professional 
associations, and as we were both recently elected to the Victoria Real Estate 
Board of Directors, we are advocating for change where it needs to happen, in 
particular at the local government level. However, the reality is that until we see 
that change come into effect, the housing market will continue to require 
participants to be savvy, and to put together the right team to create wins.  

As experienced, licensed REALTORS® serving clients across all price points in 
Greater Victoria, we tailor our approach based on each client’s needs. We have 
written at length in past issues of The Q Report — and the one you have in front 
of you — about our data-based approach to pricing, and how, when 
representing purchasers, we can use our expertise to delineate between fair 
market value and overpayment, even in rapidly shifting conditions. We have 
tools and strategies to get our clients’ offers seen and accepted.   

Looking at the listing side, we will repeat what we have said before: although it 
may seem counterintuitive, when the market is hot (and it seems like your dog 
could sell your house), the stakes are necessarily higher. It’s the worst time to 
try and cut corners with how your property is prepared, presented, and 
marketed. You only get one chance to make a first impression to buyers, and 
you deserve the skill, guidance, and end-to-end transaction management of 
seasoned professionals who know the market intimately.  

Have a question or a comment? We would love to hear from you at 
victoriaqreport.com.  
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buyers 
‣ New Construction: While the region remains far behind on the needed 

number of new housing starts, there are builders adding new units at 
relatively attractive prices, in the Core, Westshore, and Peninsula areas, and 
choices of condos, townhouses, and detached homes. If you’d like to discuss 
options and representation, reach out to us for more information.  

sellers 
‣ Stratas: On page four of this edition, we discussed the inventory and demand 

pressures that we see leading to more rapid price increases for strata homes 
in the near term. If you’ve been considering a sale, this time of year is ideal 
for laying the groundwork for going on market.  

‣ Liquidating Assets: Landlord life got you down? Tenants giving notice? We’ve 
been working with a number of clients who have seized the current 
opportunity to realize an excellent return on holding properties being 
vacated. We have the experience and specialized training in handling 
tenanted properties, and the strategies and marketing chops to maximize 
your yield.  

investors 
‣ Suburban Pre-Sales: Rapid development outside of the core offers a 

particularly good current opportunity for savvy investors. With many 
developers willing to work with 10% down — and some even less — there are 
options for securing a future revenue-producer and/or resale opportunity for 
a modest amount of capital up-front.  

Contact us today for a personalized assessment of what your best opportunities 
will be in the coming months, tailored to your unique circumstances. 
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As we head into the home stretch of 2021, still muddling through the 
pandemic’s fourth wave, we are contemplating what ‘recovery’ is going to look 
like in 2022, for a fragile macroeconomy beset by debt, inflation, and interest 
rate pressures, for a struggling labour market prompting rolling business 
closures, and of course, for a limping local real estate market suffocated for 
listings by unprecedented demand. We are learning to expect the unexpected, 
and committed to keeping you informed in the pages of The Q Report. 

If you want a well-informed, data-based approach put to work for you as you 
make decisions about your largest asset, supported by trust, experience, and 
proven processes, we would love to talk to you. We continue to keep a number 
of confidential, complimentary consultation bookings reserved for Q Report 
Insiders each quarter.  

Dirk VanderWal & Fergus Kyne 
Office: (250) 385-2033 
info@victoriaqreport.com  
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data analysis 
The Q Report’s analysis includes listing and sales data exclusively from the 
Victoria Real Estate Board’s Multiple Listing Service® (MLS®) ‘Core’! ‘Westshore’,"
and #Peninsula’" regions. Data is analyzed for unconditional pending and 
completed sales that occurred between 2021/07/01 and 2021/09/30 except 
where specifically noted otherwise. 

data sources 

research & writing 
Fergus Kyne PREC*, B.Ed., REALTOR® 
Dirk VanderWal, REALTOR® 
 
connect with us online 
/victoriaqreport 
@victoriaqreport 
www.victoriaqreport.com 

  E&OE. Not intended to solicit parties already under contract. 

BC Real Estate Association (BCREA) bcrea.bc.ca 
Business in Vancouver Magazine biv.com 
The Canadian Real Estate Association (CREA) crea.ca 
Capital Daily capitaldaily.ca 
The Financial Post financialpost.com 
The Globe and Mail theglobeandmail.com 
The National Post nationalpost.ca
Real Estate Council of BC (RECBC) recbc.ca 
Statistics Canada statcan.gc.ca
Times Colonist timescolonist.com 
Victoria Real Estate Board (VREB) vreb.org 
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