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Perera Shawnee Ltd. and
Perera Development Corporation - In Receivership
Statement of Cash Receipts and Cash Disbursements
For the period March 3, 2010 to January 4, 2011

Cash Receipts
Receiver's borrowings $
Restricted sales proceeds (net of sales trust funds and GST)
GST collected
Restricted sales trust funds (Amenities Holdback and ANHWP)
Presale settlements
Maintenance fees collected
Miscellaneous refunds
Cash in bank at date of receivership
Key sales

5,000,000.00
2,373,548.58
120,318.43
32,820.00
23,847.50
5,515.83
147.54

97.90

60.00

7,556,355.78

Cash Disbursements
Construction costs
Equipment & crane rentals
Payments to critical suppliers
Payroll
Canstruction consultants
Operating costs
Lega! fees and disbursements
GST paid on disbursements
Sales centre expenses
Receiver's fees and disbursements
Insurance
Sales contract services
Sales commissions
Pre receivership consulting services
Perera office expenses
Office lease payment
Employee reimbursements
Appraisal fees
Security
Official Recelver filing fees

2,580,077.64
314,467.79
309,533.58
302,808.31
286,633.14
246,187.47
222,058.84
216,185.32
192,546.48
131,119.88
82,001.91
65,380.00
37,195.00
24,753.00
24,184.00
22,757.10
22,096.75
10,553.00
4,343.00
140.00

5,095,022.21

Excess of Cash Receipts over Cash Disbursements $ 2,461,333.57

Represented by
Cash in general account $
Cash in sales revenue account - restricted
Cash in ANHWP trust account - restricted
Cash in amenities holdback account - restricted

54,964.99
2,373,548.58
15,000.00
17,820.00

$ 2,461,333.57
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Ken A. Westhaver : c B R E

Senior Vice President CB RICHARD ELLIS

Haryey Russel!

Investment Sales, Multi Family & Land ken,westhaver@cbr
www.cbre.com

National Investment Team Harveyrussell@cbre.com

Vancouver - Calgary - Edmonten « Winnipeg www cbre.com

Toronto * Ottawa - Montreal « Halifax

January 14™, 2011

Mr. Stefan DuChene

300, 700 2 Street SW

Calgary, AB T2P 0S7

Email: stduchene@deloitte.ca

Re:  The Highbury

As you know, over the past few months, we have engaged the market and presented the
opportunity to acquire Phases 2 and 3 of the Highbury project. We supported the initial marketing
plan to separate the sale of the remaining Phase 1 units from the sale of Phases 2 and 3, because of
the significant discounting that would impact the value of the remaining Phase 1 units, should these
units be included with Phases 2 and 3 on a “block sale” or wholesale basis,

Based upon our conversations with developers active in the market, it was clear that such a block
sale offering would come at a steep discount, versus the potential revenue available through a
program of retail selling to end users. When it comes to block sales, developers look to discount
pricing in order to account for their marketing costs, financing costs, G and A costs, risk and profit
expectations.

We are now advised that the Receiver’s ability to close Phase 1 sales had been inhibited by a
number of circumstances. Further, we understand that many of the prospective purchasers have
elected not to close and as a result, these previously contracted units are now available for sale and
that Condo Source has been engaged to retail sell all of the remaining Phase 1 units.

As it pertains to Phases 2 and 3, we will continue with our marketing program. This has to-date
included advising interested prospects that the opportunity exists to acquire the remaining un-sold
units in Phase 1, should a particular prospect consider this an important piece of their development
and marketing strategy for the remaining two phases. We will continue with this as part of our
marketing program. However, we note that while the bulk sale of the remaining units may provide
liquidity for the remaining Phase 1 units and assist in the sale of Phases 2 and 3, there should be no
doubt that this will come at a significant discount, when compared to the potential revenue coming
from the retail marketing strategy being undertaken by the Receiver and Condo Source,



Furthermore, we will continue to advise prospective purchasers that the potential exists to
reconfigure and/or redesign the remaining two phases of the project, in order to increase
construction efficiency. While we acknowledge that this will likely require the cooperation of those
wiio have already purchased units in Phase 1, we would anticipate that a purchaser should receive a
positive hearing from these current owners, given the prospects that these current owners face
should construction not recommence, in some form, on the final two phases in the short to medium
term,

Yours truly,

CB RICHARD ELLIS LIMITED
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Ken A, Westhaver Harvey Russell
Senior Vice President — National Investment Team JInvestment Sales, Multi Family & Land
(Ditect Line 403-750-0509) (Direct Line 403-750-0525)
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NORR

ARCHITECTS PLANNESRS

January 17, 2011

Deloitte & Touche Inc.

(as Reciever and Manager of Perera Shawnee Ltd, and Perera Development Corporation}
3000 Scotia Centre

700-2nd Street SW

Calgary AB, T2P 057

Attention: M. Stefan DuChene ,
Senior Manager/ Financial Advisory Services

Re: Highbury Condominiums
NORR file No. 2006-055/2.1

Dear Sir,

Further to your request for NORR Architects Planners to review the status of the above noted
project and the potential for Strata Subdivision of the Property between phases 1 and 2 we
offer the following comments.

The current Building can be physically subdivided at the proposed strata boundaries between
phases 1 and 2, to meet the requirements of the Alberta Building Code. The
Masonry/Concrete 2 hour fire rated assemblies that are currently installed, or that can be
installed, or equivalent protection for requiréd transit openings, are commonly used in
developments with internal Strata boundaries and these are sujtable for the proposed
horizontal and vertical strata boundaries that would be required between phases 1 and 2 of
Highbury. .

There are a number of shared infrastructure elements that can continue to be shared by two
strata. These include fire alarm and fire suppression systems, emergency power generation,
exiting and other life safety systems, and shared vehicular access and parking use that are
associated with both phases.

These elements can be reconfigured or additional elements provided to isolate each strata to
operate more independently, however some, such as exiting, shared vehicular access and
parking use, cannot be segregated. While this is an undertaking that requires review and
confirmation with the City of Calgary, it is common in strata properties to share these
infrastructure elements through joint access easements and right of way designations as legal
instruments,

NORR Architects Planners 221-10th Avenue S T 403 264 4000  Victor Smith, Architact, AAA, 8.Arch, BSAIBC
0 tugeaum Growp Company Suite 100 F403 2697215  Roaald M. Poon, Archetact, AAA, M.arch, MAIRC
& 2gstmuship ol Lmited Coiropanivs Calgary, AB Bruce G. McKenzle, Architet, 3AA, M.Arch, MAIBC

C e . Canada T2G 0vg A, Silvio Baldassarra, Architpet, 544, B.Arch, MAIBC



NORR

ARCHITECTS PLANMNERS

The significant element to Strata Subdivision is the ability to separate the Water and Sanitary
Utilities to each Strata. The current Highbury building configuration has these utilities shared
by both phase 1 and phase 2.

A utility main for Water exists in James McKevitt Road and Shawnee Gate. A separate
connection to either would be possible for Phase 2 as a separate service from phase 1.

The utility main for Sanitary Sewer exists only in Shawnee Gate adjacent to the northern end
of the site. A separate connection, while possible, would not be practical at James McKevitt
due to the costs of extending existing services south on Shawnee Gate and west on James
McKevitt.

Per the attached preliminary review, The City of Calgary has noted that a separate service
connection for Phase 2, Sanitary Sewer and Water may be possible via the access right of way
to the north of the Highbury Property. This would be subject to approval by the City of -
Calgary and Highbury Phase 1, as the adjacent praperty owners affected by the Access Right
of Way.

In summary, it appears that it is possible to subdivide the Highbury Development into 2
strata lots, (approximately at the current boundary of phase 1 and phase 2) both physically
and through legal instruments, subject to the approvals of the City of Calgary of Strata
boundary construction / location , Joint access agreements and easements and Utility Access
agreements, ’

We trust this will assist in your review of the potential for Strata Subdivision of the Highbury
Property. If you have any questions or require further clarification please contact me,

NORR Architects Planners

Don Dessario
Director Architectural Technology

Cc Abaton Construction Services Inc.- Bruce Moffat
NORR Architects Planners- Bruce McKenzie
Tronnes Surveys - Aziz Dharamshi
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CondoSource

Suite 246, 2519 Sitewart Green SW, Calgary AB, Canada T3H3C38
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INTRODUCTION

In its 12th year of business, CondoSource™ has a proven track record of success, providing real estate
consulting services including creative marketing & sales solutions. With expertise in mutti-family projects,
CondoSource™ advises on product determination, pricing strategies, buyer demographic studies to arist
renderings, show suites, pre-sales events and more. Our CondoSource Realty division executes on sales
that are specifically tied to our customized marketing campaligns.

CondoSource provides comprehensive
Marketing and Sales services that include
identifying a target consumer, creating
value and designing campaigns to maxi-
mize a projects potential.

"We believe sales, marketing management
and research are joined at the hip and the
more
CondoSource is involved in product de-
termination, pricing strategies, market-
ing, merchandising
and sales training, the better sales will
bet"

CondoSource™ thrives on making a develop-
ment successful for both the developer and the
buyer. Success for a developer means selling
most of or their entire inventory prior to comple-
tion. Marketing a project from our Macleod Trail
Presentation Center is just one way we ensure a
development gets the kick start it needs. We
have installed over 20 LCD screens so purchas-
ers may view the project and all it has to offer, on
several interactive touch screens. Integrating the
latest software with floor plans provided from the
architect, CondoSource™ can also walk a po-
tential buyer through a unit before it is even built
in our virtual reality room. Buysrs can pick colors,
flooring, cabinets and even furniture before the
"virtual walkthrough.”




INTRODUCTION CONT.

Over the past 12 years the CondoSource™ team has won numerous awards for both sales
volume and customer service; these include:

* Calgary and Alberta SAM Awards (Numerous Monthly and Yearly Top Producer)

* Multi-Family Sales Person of the Year Category (First, Second and Third in Calgary’s
prestigious Multi-Family Sales Person of the Year Category)

CondoSource™ has been extremely proud to have helped partner developers win some out-
standing awards; these include:

* Multi-Family Project of the Year
*‘Best Low Rise Commuinity

* Best Floor plan

Best Architectural Design

* Multi-Family Builder of the Year

Successful developments often requires multiple abilities: the vislon to see the best use for a prop-
erty, assembling investors to raise needed capital and working closely with the city to remove zoning
timitations, hiring the right architect and contractor, and applying strong marketing skills. Following
the success of CondoSource™, the sister companies of Source Development Corporation and Condo-
Fund were launched in 2006 to allow Source Group of Companies to deliver the full services required
to take a condo project from inception to completion.

Source Development Corporation strategically manages each facet of condominium developments by
acquiring land in a desirable location that is on par with the vision of Source Group of Companies,
Top architectural firms are integrated to help create a building that is stylish, functional and cost~
effective. Our experienced construction team meticulously manages construction and sub-trades
from inception to completion keeping within the timeline and budget.

CondoFund originated from the need to raise capi-
tal for our own real estate developments. As an
alternative to traditional lenders we have built a
strong pooal of institutional, strategic and high net
worth investors representing a wide range of
backgrounds.

Through our contact management system, we are
able to Invite clients to our promotional events,
send investment packages and keep our clients
current on all projects and investments.




Ressarch

CandoSource provides site-specific, In-depth market research and feasibility studies. Over the years
we've developed close knit ties with a host of specialty firms such as architects, contractors, design-
ers, engineers, lenders and other key professionals that we can utilize on an as needed basis. Some
of our services include;

¢ Feasibility Studies

* Product Design and Designation

* Buyer Demographics

¢ Pricing Analysis and Strategies

* Focus Groups

*  Competitive Analysis and Market Updates

Marketing

CondoSource can handle all marketing needs to enhance what may already be working. Effective
marketing of a project to the public is paramount. CondoSource has the ability to seek out market -
niches and target a specific buyer.

* Marketing Material Design and Preparation
(Artist Renderings, Brochures, Floor plans, General Specifications, Price Lists, etc.)
* Sales Center Design and Coordination

* CondoSource’s exclusive “virtual walk-through™
* Marketing Budget Preparation and Implementation

* Promotions (Grand Opening, buyer incentives, etc.)
* Web Page Design and Set-Up ;
* Advertising and Public Relations Y W
* Realtor Relations and Programs MO
 SieSignage MANCHESTER
*  On-Site Show Suite

Sales Management

Throughout the sales cycle we'll provide detailed demographic profiles of people who have visited the
development, Our specialized software allows us to accurately track and follow-up with every single
prospect. In short, our collective capabilities provide an economy of scale few, if any, other organiza-
tions can offer.

* Negotiations * Personnel (Sales Executive and Assistants)

* Training and Coaching * Competition Awareness

* Sales Management * Phasing and Inventory Control

* Transaction Tracking * Extensive Buyer Follow-up Programs

* Financing * Contract and Condo Document Consulting & Preparation



At Source Group of Companies, our success is based on delivering superior products and
services. Maintaining strong and enduring relationships is imperative to us and our part-
ners, including Poon McKenzie Architects, AMEC Environmental, Niklas Group and SUMMA
Construction Management. These partnerships ensure our developments are viable and
sustainable for decades to come.

POON MCKENZIE
ARCHITECTS

Source Development Corporation was farmed to facilitate the expansion of Source Group of
Companies into the condominium development market. Through the experience gained by as-
sisting with the development of numerous single and multi-family projects, the team at Source
Group is well-prepared for exciting opportunities that lay ahead:

* Land research & acquisition

* Building design

* land surveys

* Environmental studies

* Obtaining development and building permits
* Negotiating construction contracts

* Supervising construction and sub-trades

*  Warranty compliance

Source Development Corporation is proud to have broken ground on its newest development in
early 2008. Located in the South West community of Manchester, Manchestar Station continues
the revitalization and growth of Calgary’s inner core. Each of the ninety-hine suites feature spa-
cious balconies, heated underground parking with two master bedrooms and two en-suites all
meticulously crafted with high quality finishings while filling the need for price sensitive product.

With its low maintenance fees, prox-

imity to downtown and manageable

fees, Manchester Station is a unique
condominium experience.




CondoFund

CondoFund brings together like-minded investment individuals to participate in our high quality real
estate projects throughout Calgary and abroad. Large real estate developments are split into manage-
able pieces -~ making them affordable for both small and large investors. Through the use of a Lim-
ited Partnership, investors reap the benefits of appreciation, profit and tax deductions without incur-
ring a liability beyond the amount of the investment, while Source Development Corporation main-
tains control of day to day activities of each development.

CondoFund’s elements of success include;

* Thorough project research

* Daetailed pro-forma and profit shatring
analyses

* Integrity and professionalism

¢  Sound communication and commitment to
investors

* Straight forward feedback via monthly up-
date letters

* In-depth knowledge of Industry and trends
* Strategic jeint-venture alliances

When our investors trust in CondoFund, they can rest assured that we have utilized our
experience and performed our due diligence. All facets of our projects have been inves—
tigated and analyzed down to every last detail to determine their viability.

Our Clients, who may not have thé time
or resources to find profitable real es-
tate investments on their own, come on
board and profit with easy, secure arm-
chair investing. :

This provides clients the opportunity to sit back and reap the profits of real estate invest-
ing without the usual headache and stress involved. CondoFund excels in providing in-

vestment opportunities to accumulate wealth through projects in well researched, high
demand locations.



Company Bios

Todd Gow
President/CEQ
CondoSource Group of Companies

For the past 21 years Todd Gow had been involved in the Real-estate
community; 12 years as a Realtor. Tadd launched CondoSource in 1998 to

broaden his ohjectives to become an expert in offering Calgary property on a pre-

sale basis in addition to present property sales. He continues to be selective in
marketing products that carefully identify both quality and value. “We belleve
sales, marketing management, development planning and research are joined at
the hip and the more CondoSource is involved in product determination, pricing
strategies, marketing, merchandising and sales training, the better sales will be!®

Renee Vander Zwaag
Vice President
CondoSource

Renee has built and maintained relationships with developers at Condo-
Source for the past four years. She brings thirteen years of sales & customer
service to CondoSource and its clients. We felt that it was very important to take
our clients relationships one step further with Renee managing implementation
of Marketing and Sales services for all of our clients projects. The client is hand
held throughout the entire project from initial relationship with CondoSource,
right through till the last purchaser has taken possession.

Cameron McFarlane
Vice President N
Source Development/CondoFund

For the past Four years Cam has been compiling and analyzing market
and demographic information for Source Group and our clients in addition to as~
sessing the viability in land/building acquisition. In depth Feasibility and Mar-
ketability Studies are provided in tandem with Kearns Research & Consulting Inc,
whom CondoSource has had a working relationship for 10 years. “Accurate re-
search and data is critical to all projects and is the foundation for Source Groups
strategic plannirg.”



Project Portfolio

CondoSource & Source Development Corporation
Calgary, AB

99 Uni

*

ts :

Land acquisition and purchase negotiation
Facilitating building and development per-
mit process

Complete marketing including; project
branding, logo, theme & image creation
Marketing materials (brochures, cards, sta-
tionary)

Advertising: magazines & newspapers ads
and All other related medias.

Website & Registration page development
Virtual Reality with Interactive touch-screen
to be used at show suite

Sales and sales management,

Promotional events

Condo document contract creation and
consulting

et J.¥. y
AR L L gLl L 1 27 4

Trump Organization,The Related Group, IMI,
CondoSource, CondoFund.

Waest

150

Palm Beach

Units
CondoSource™ planned and held exclusive pre-
sales events for buyers and real estate agents
Marketed propesty from on-site show suite
Raised capital investment
Full sales and marketing management
Priority registration events
Unit selection; process for out of state/country
buyers
Hasting of numerous promotional functions in
Calgary, Edmonton, Toronto and West Palm.
Below: CondoSource Executive Team at Grand
Opening With Donald & lvanka Trump




Project Portfolio
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Deloitte & Touche, First Calgary Financial, Condo~

Sourc

e & Source Development Corporation

Calgary, AB

252U

nits (3 Phases)

Design & Construction of Sales Center
Building & Construction Consulting
Complete Redesign of Marketing Material
Advertising: magazines & newspapers ads
and All other related medias.

Website & Registration page development
Sales and sales management. '
Promaotional events

Condo document contract creation and
consulting

Price Waterhouse Coopers, Citizens Bank, Condo~
Source, Source Development Corporation. Calgary,
AR

30 Units

Completion of Construction

Building & Construction Consulting
Specification Design

Full sales and marketing management
Design & Construction of Sales Center
Complete Redesign of Marketing Material
Advertising: magazines & newspapers ads
and Al other refated medias.

Website & Registration page development
Sales and sales management.
Promotional events

Condo document contract creation and
consulting

1



Project Portfolio

Niklas Group, CondoSource,
Calgary, AB

Niklas Group, CondoSource,

54 Units Mixed Use ' 21 Units

Complete marketing including: project
branding, logo, theme & image creation
Marketing materials (brochures, cards, sta—-
tionary)

Advertising: magazines & newspapers ads
and All other related medias.’

Website & Registration page development
Sales Center & Show Suite Design

Sales and Marketing management.
Promotional events

Condo document & contract consulting

Complete marketing including: project
branding, logo, theme & image creation
Marketing materials (brochures, cards, sta-
tionary)

Advertising: magazines & newspapers ads
and All other related medias.

Website & Registration page development
Sales Center & Show Suite Design

Sales and Marketing management.
Promotional svents

Condo document & contract consuiting

12



Project Portfolio

Niklas Group, CondoSource,

16 Unlts

Complete marketing including: project
branding, logo, theme & image creation
Marketing materials (brochures, cards, sta-
tionary) '
Advertising: magazines & newspapers ads
and All other related medias.

Website & Registration page development
Sales Center & Show Suite Design

Sales and Marketing management.
Promotional events

Condo document contract consulting

Niklas Group, CondoSource,

4 Units

Complete marketing including: project
branding, logo, theme & image creation

Marketing materials (brochures, cards, sta-

tionary)

Advertising: magazines & newspapers ads

and All other related medias.

Waebsite & Registration page development

Sales Center & Show Suite Design
Sales ‘and Marketing management.
Promotional events

Condo document contract consulting

13



Project Portfolio

CondoSource, Sokol Development Corporation
Calaarv. AB

16 Uni

ts

Complete marketing including: project
branding, logo, theme & image creation
Marketing materials (brochures, cards, sta-
tionary)

Advertising: magazines & newspapers ads
and All other related medias.

Website & Registration page development
Sales Center & Show Suite Design
Sales and Marketing management.
Promotional events

Condo document contract consulting

CondoSource, Sokol Development Corporation
Calgary, AB

31 Units

Complete marketing including: project
branding, logo, theme & image creation
Marketing materials (brochures, cards, sta-
tionary)

Advertising: magazines & newspapers ads
and All other related medias.

Website & Registration page development
Sales Center & Show Suite Design

Sales and Marketing managemaent.
Promotional events

Condo document contract consulting.

14



Project Portfolio

CondoSource & Jigsaw Homes
Calgary, AB

17 Units

Complete marketing including: project
branding, logo, theme & image creation
Marketing materials (brochures, cards, sta-
tionary) :
Advertising: magazines & newspapers ads
and All other related medias.

Website & Registration page development
Sales Center & Show Suite Design

Sales and Marketing management.
Promotional events

Condo document contract consulting

CondoSource, Sokol Development Corporation
Calgary, AB

46 Units

* Complete marketing including: project
branding, logo, theme & image creation

* Marketing materials (brochures, cards, sta-
tionary)

* Advertising: magazines & newspapers ads
and All other related medias.

*  Website & Registration page development

* Sales Center & Show Suite Design

* Sales and Marketing management.

* Promotional events

15



Project Porifolio

CondoSource and CondoFund
Calgary, AB

59 Units (2 Phases)

Located in Lower Mount, The Greystones was managed
and sold personally by the president of CondoSource,
Todd Gow. The fifty percent needed for pre~sales was
achleved in less than 60 days.

CondoSource, Source Development Corporation
and CondoFund
Calgary, AB

.

53 Units

¢ Bullding Acquisition

* Budgeting & Design

* Construction Management

*  Created web site

* Redesigned site sighage, brochures, price lists,
floor plans,

* Refurbished two existing show suites

* Architecturat redesign

* Condo document binder

*  Contract negotiations

*  Transaction management

*  Promotional events

*  Newspaper and magazine articles

18



Project Portfolio

CondoSource and CondoFund
Calgary, AB

202 Units

* 9 & & ¢

CRHBA Multifamily Builder of the Year

Two time winner of CRHBA’s Multi-Family De-
velopment of the Year

Multi-Family Developer of the Year

- Floor plan of the Year

AHBA Development of the Year
Numerous Multi Family top sale producer
awards

Feasibility study

Pricing and promotional infrastructure
Phasing

Construction Management
Interior/Exterior Dasign

Full Sales and Marketing Management

CondoSource, CondoFund, Pacer Home
Source Development Corporation
Calgary, AB

28 Units :
Located in Elbow Valley, Canada’s community of the
year.

Total inventory sellout of every half million doilar villa,

all within the prescribed timeframe developer &

builder.

* Newspaper and magazine articles

* Redesigned site signage, price lists, floor plans,
elc

¢ Contract negotiations

* Transaction management

* Staffed showsuite with CondoSource sales ex~
ecutive

* Interfor/Exterior Design

* Full Sales, Marketing and Management.

17



Project Portfolio

CUEKTD -
ENLARGE ) {

The Pauls Corporation, CondoSource &

Lister Group, CondoSource Millenium Realty

18



Project Portfolio

Streetside Development Corporation, CondoSource &
Millenium Realty

19



CondoSource

Suite 246, 2519 Stewart Green SW, Calgary AB, Canada T3H3C8
Phone 403.692.6636 Fax 403.632.6637
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CondoSource

Condominium Project (Sales & Marketing) Listing Contract

This Contract is made December_2-7%" , 2010 (the “Effective Date")

Between:

1.0

2.0

21

2.2

23

w

" The Seller (“Deloitte”):
Deloltte and Touche Inc, as Receiver and Manager of
Perera Shawnee Lid. (‘PSL") and Perera Development Corporation (‘PDC")
Suite 3000. 700-2™ Street, S.W. Calgary, AB Canada T2P 0S7

Sales and Marketing Company "CondoSource”

CondoSource Inc. U
2519, 246 Stewart Green SW A

Calgary, Alberta T3H 3C8
THE UNITS
The condominium units that are the subject of this Contract are only those condominium
units in Condominium Plan No. 0915321 that are located at 10 Shawnee Hill SW and
which'are listed in Schedule A to this Contract (collectively, the "Units”).
TERM OF CONTRACT
CondoSource will exclusively market for sale the Units on an individual as opposed to en
bloc basis from the Effective Date until January 31, 2011 {the "Term"), For greater
certalnty, it is understood by CondoSource that the Umts may be marketed for sale on an
en bloc basis through a reai estate agent other than CondoSource.
CondSource agress to enter into the contract attached hereto as Schedule B {the “Court
Approved Contract’) at the same time as it enters into this Contract and the Receiver
agrees to apply to the Court of Queen’s Bench of Alberta (the “Court”) to have the Court
Approved Contract approved,
This Contract will automatically come to an end without notice;

(a) upon Court Approval (as that term Is defined In the Court Approved Coniract) of
the Court Approved Contract being obtained; or

AL



3.0

3.1

3.2

3.3

3.4

3.5

‘3.6

3.7

3.8

3.8

(b upon the expiry of the Term, unless it is extended by agreement in writing by
CondoSource and Deloitte,

whichever is earlier.

REAL ESTATE COMMISSION

Except in the case of a Double Agent Commission or an En Bloc Commission (as those
terms are hereinafter defined), the commission payable to CondoSource hereunder is

4.0% of the Selling Price (as hereinafter defined) of a Unit plus GST in accordance wi_th_

Section 5.3 (the "Single Agent Commission®).

The “Selling Price" means the sale price of a Unit, not including GST, that'is specified in
the offer to purchase contract In respect of that Unit, which Is agreed to by Deloitte (the
"Selling Price").

The Single Agent Commission will be pald in the following manner: 100% of the total
commission will be paid within (7) business days of a completed sale (title transfer date).

All commission cheques 10 be made payable to Elmbi Properties Group Inc. (a
subsidiary of Condo Source Inc.) but Eimbl Properties Group Inc, shall have no rights
hereunder. -

Where a sale occurs with a purchaser who is represented by an outside real estate agent
{le.,, an agent other than CondoSource), the commission payable to CondoSource
hereunder will be 4.5% of the Selling Price of the Unit plus GST in accordance with
Section 5.3 {the “Double Agent Commission”). The Double Agent Commission will be
paid in- the following manner: 100% of the total commission will be paid within (7)
business days of a completed sale (title transfer date). CondoSource is responsible for
payment to an oulside real estate agent.

In the event of a wholesale offer where all or substantially all of the Units are purchased
by one purchaser, the commission payable to CondoSource hereunder shall be 1.25% of
the total en blec purchase price for all Units plus GST in accordance with Section 5.3 {the
"En Bloc Commission™).

The Single Agent Commission, the Double Agent Commission and the En Bloc
Commission are hereinafter collectively referred to as the “Commission’.
?

Notwithstanding any other provision of this Contract, in the event that First Calgary
Savings & Credit Union Ltd. or its nominee successtully makes & ¢redit bid for any or all
of the Units or other assets of PSL or PDC (“Credit Bid") or successfully exercises its
right to foreclose on or take title to any or all of the Units (collectively, “Foreclosure”),
CondoSource hereby acknowledges and agrees that no fes, commission or other
compensation, including Commission or Alternate Campensation {(as hereinafter defined),
will be payable to CondoSource in respect of any Units which are the subject of a Credit
Bid or a Foreclosure,

Notwithstanding any other provision of this Coniract, in the event that a Unit is sold to a
purchaser who entered into a purchase and sale contract with PSL In respect of a Unit
prior to Deloitte being appointed receiver and manager of PSL and PDC (a "Presale
Buyer"), CondoSource hereby acknowledges and agrees that no fee, commission or

14
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3.10

3.1

3.12

4.0

4.1

5.0

5.1

5.2

5.3

5.4

5.5

other compensation, including Commission or Alternate Compensation {(as hereinafter
defined), wilt be payable to CondoSourcs in respect of any Units sold to a Presale Buyer.

Subject to Section 5.1(p) herec, the provisions of this Section 3.0 apply during the Term
and not beyond the same.

For clarity, no Commission or Aternate Compensation (as heréinafter deflned) is payable
on the GST portion of the sale price. :

Notwithstanding any other provision of this Contract, no fee, commission or other
compensation is payable to CondoSource other than the Commission or Alternate
Compensation (as hereinafter defined) payable as provided in this Contract as the case
may be.

DEPOSITS

All deposits collected on the sale of a Unit will be held in trust in accordance with the
terms of the signed purchase contract fof the sale of a Unit.

DUTIES OF THE SELLER (DELOITTE)

Deloitte will pay the applicable Commission to CondoSource provided:

(a) the property is sold, exchanged or otherwise disposed of by Deloitte or anyone
else other than CondoSource during the Term of this Contract.

(b) during the Term of this Contract, & person contacts Deloitte directly or through a
brokerage or inspects the Unit and the Unit is then sold, exchanged or otherwise
disposed of by Deloitte or anyone else o that person within 90 days after the
expiry of the Term. :

Deloitte will pay alternate compensation to CondoSource provided:

(a) during the Term a buyer is found who Is willing and able to complete the sale, at
the Selling Price, upon the conditions outlined in this contract but Deloitte refuses
to sign the purchase contract; or

(b) during the Term a purchase contract is signed but the buyer defautts and the
deposits are forfeited.

This alternate compensation will be the lesser of the applicable Commission that would
have been payable had the sale been completed 6r 50% of the forfeited deposits: (the
“Alternate Compensation”).

In addition Deloitte will pay GST, where applicable, o CondoSource on the Commission
or on any Alternate Compensation gue under this Contract.

Deloitte will make lts best efforts to insure the Units and their contenis against loss or
damage due to perils thal are normally insured against for similar properties. This
insurance will be effective even whan the property is vacant.

Deloitte will make reasonable efforls to cooperate with CondoSource.
4.4
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6.0

6.1

Deloitte will, subject to prior review and approval by Deloitte, pay all hard costs including
but not limited to: signage, advertising, brochures, business cards, stationary, sales
center set-up, sales center cleaning, sales center lease, sales ¢enter turnishing, utility
payments, condominium document preparation and reproduction, interior design fees,
architect fees, surveying fees, municipal development fees, virtual tour (hard cost only).

DUTIES OF CONDOSOURCE

CondoSource wilk:

{(8) make all reasonable efforts 1o find buyers for the Units;

(b} not discourage any person who is an industry member as defined in the Real
Estate Act (Alberta) and who is not a member of a real estate board from
attempting to sell the Property, uniess Deloitte otherwise instructs CondoSource
in writing;

(c) pay any applicable Commission, Altemate Compensation and GST that are
payable to another brokerage;

{d) ensure the sales center is open during the hours of operation set forth In all
advertising material;

(e) train and coach the sales staff and personnel; all such personnel may be
intervlewed and accepted by Deloitte, if it so desires;.

4] hire and pay for sales staff and personnel related to the selling of the Units;

(@ provide Deloitte with a competitive analysis from time to time;

(h) handle all public relations related to the marketing of the Units, subject 10 prior
review and approval by Deloitte;

0] follow-up with all prospective purchasers (visitors to the sales center);

)] maintain the ongoing advertising and marketing of the Units;

k) write and negotiate purchase contracts in a form approved by Deloitte and
present them to Deloitte;

()} collect all deposit meney on behalf of Deloitte from a purchaser;

(m)  provide, on a weekly basis, a report on sales activity, sales center iraffic, source
of traffic, current advertising and promotion and current prospective buyers;

{m make all efforts to obtain a guest card from visitors to the sales center;

(o) maintain a database of purchasers and potential purchasers. This database will
be the property of Deloitte;

(s)] make all press releases in direct relation to the Unlts, subject to prior review and

approval by Deloitte;
/)’ -



6.2

7.0

7.1

8.0

8.1

(a)

("

maintain and distribute a current asking price list for all Units, subject to prior
review and approval by Deloitte; and

duplicate and distribute relevant marketing material to praspective purchasers.

CondoSource and its agents, employees or directors will not be liable and be saved
hatmless for any errors In information provided by Deloitte including but not limited to:
slze of units, general specifications, condominium fees, paint colors ete. All agents will
discourage the purchasers and general public from entering the construction site and will
not be liable for any accident or injury that may take place if anyone does so.

DEVELOPMENT SET-UP

CondoSource will, subject to prior approval by Deloitte:

(&)
()
()

(d)

(®

®

(9)
(h
0

design and set-up the sales and marketing center;

design and set-up a web page to market the sale of Units;

design and arrange all marketing material including but not limited to: artist
renderings, art work, brochures, letterhead, envelopes, business cards, floor
plans, general specifications, pricelists, thank you cards and building models;
consult with Deloitte’s architect on building and floor plan design;

consult with Deloitte’s legal counsel on relevant condominium document
preparation, reproduction and distribution;

consult with Deloitte’s interior designer on interior selection colors, flooring,
cabinels ete.;

consult with Deloitte regarding construction and finishing material;
arrange the set-up of “the virtual walk through”; and

prepare all relevant material and make arrangements for a grand opening of the
condominium development.

SECURITY FOR COMMISSION AND MARKETING FEES.

The parties agree that CondoSource is entitled to encumber the fand in accordance with .

the Land Tiles Act (Alberta). Deloitte authorizes CondoSeurce to file and maintain a
caveat to give notice of this encumbrance.

If CondoSource successfully enforces any of its rights or remedies under this Section,
Deloitte agrees to pay reasonable lawyer and dlient legal fees and costs paid by
CondoSource.

1.0



9.0

8.1

9.2

9.3

10.0

10.1

10.2
10.3

104

10.5

10.6

11.0

111

11.2

12.0

12.1

ENDING THE CONTRACT

Notwithstanding Section 2.0 above, this contract will automatically end if CondoSource is
bankrupt or insolvent or in recelvership.

Where a party to this contract has breached a portion of this contract, the other party may
immediately end this contract by notice in writing to the party in breach.

Deloitte and CondoSource may enforce portions of this contract even if this contract has
ended or expired.

ADDITIONAL TERMS

This contract is for the benefit of and will be binding upon the helrs, administrators,
executors, suscessors and assigns of the parties.

All changes of number and gender will be made where required.

Portions of this contract is a Seller's Brokerage Agreement for the purposes of the Real
Estate Act (Alberta), '

The parties understand and agree that this Contract contains the entire agresment
between the parties and there are no representations or warranties other than expressly
set forth herein. Any and all amendments to this Contract shall be agreed to in writing by
Deloitte and CondaSource. :

In no event is Deloitte liable for any damages o any basis, in contract, tort or otherwise,
of any kind and nature whatsoever, arising out of or in connection with this Contract,
howsoever caused, including damages and/or losses of any kind and nature caused by
Deloitte’s negligence, or by a fundamental breach of contract or any other breach of duty
whatsoever.

This Contract supersedes any and all previous agreements between the parties, which
agreements shall be of no force and effect as of the Effective Date,

ADVICE TO THE SELLER

This contract creates binding legal obligations. Deloitte Is free to obtain fegal advice
before signing.

The amount of Commission and Alternate Compensation are not fixed by law and are as
set forth herein.

SIGNATURES

This contract may be signed by the parties and transmitted by fax or emall. This
procedure will be as effective as if the parties had signed and delivered an original copy.

1.C
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13.0
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COURT APPROVAL

CondoSource acknowledges that the sale of any Unit is subject 1o approval by the Court.
CondoSource further acknowledges that in the event that the sale of any of the Units is
not approved by the Court, notwithstanding any other term of this Contract, Deloitte is not
liable to pay any Commission or Alternate Compensation In respect of those Units,

A 75?\\
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@ndoSource

Condominium Project (Sales & Marketing) Listing
SCHEDULE ‘A’

This Schedule is attached to and forms part of the Condominium Project (Sales & Markseting)
Listing Gontract between the parties listed below
The Seller: Deloitte
&

Sales & Marketing Company: CondoSource Inc.

The following units are available for sale and promotion by CondoSource:
Unit #

201, 202, 207, 306, 307, 402, 405, 406, 407, 501, 506, 508, 601, 605, 702, 708, 14601, 14603,
14605, 14609, 14615, 14617, 14623.
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1.0

29

241

22

3.0
3.1

" CondoSource

Condominium Project (Sales & Marketing) Listing Contract

The Seller (“Deloitte”):
Deloitte and Toughe Inc. as Recelver and Manager of

Perera Shawnee Ltd. (*PSL") and Perera Development Corporation ("FDCY

Suite 3000, 700-2" Street, S.W. Galgary, AB Canada T2P 0S7

Sales and Marketing Company "GondoSource™:
CondoSource In¢.
2519, 246 Stewart Green SW

Calgary, Alberta TSH 3GB

THE UNITS

The condominium units that are the subject of thls Contract are only those condominium
units in Condominium Plan No. 0915321 that are focated at 10 Shawnee Hill SW and
which are listed in Schedule A to this Contract (collectively, the “Units”}.

Ay

TERM OF CONTRACT

CondoSource will exclusively market for sale the Units on an indlvidual as opposed (o en
bloc basis until April 30, 2011 (the “Term’). For greater cerainty, it Is understood by
CondoSource that the Units may be marketed for sale on an en bloc basis through a real
estate agent other than CondoSource,

Upon the explry of the Term, this Contract will automatically come to an end without
notice unless It is extended by agreement in writing by CondoSource and Deloitte.

REAL ESTATE COMMISSION

Except In the case of a Double Agent Commission or an En Bloc Commission {as those
terms are hereinafter defined), the commission payable o CondoSource hereunder is
4.0% of the Selling Price (as herelnafter defined) of a Unit plus GST in accordance with
Section 5.3 {the "Single Agent Commission”).

The "Selling Price” means the sale prica of a Unit, not including GST, that is specified in

{he offer to purchase contract in respect of that Unit, which is agreed {o by Deloitte {the
“Sefling Price").

s




3.3

3.4

3.6

3.6

3.8

3.9

3.0
341

312

The Single Agent Commission will be peid In the following manner. 100% of the total
commission will be paid within (7) business days of a completed sale (title transfer date).

All commission cheques to be made payable to Elmbi Properties Group Inc. (a
subsidiary of Condo Souree Inc.) but Elmbi Properties Group Inc. shali have no rights
hereunder.

Where a sale occurs with @ purchaser who (s represented by an outside real sstate agent
(le., an agent other than GondoSource), the commission payable to CondoSource
hereunder will be 4.5% of the Selling Price of the Unit plus GST in accordance with
Section 5.3 {the “Double Agent Commission”). The Double Agent Commission will be
peid in the following manner: 100% of the ftotal cormmission will be pald within (7}
business days of a completed sale (title transfer date). CondoSource is responsible for
payment to an outside feal estate agent.

In the event of a wholasale offer where all or substantially all of the Units are purchased
by one purchaser, the commission payable to CondoSource hereunder shall be 1.26% of
the total en bloc purchase price for all Units plus GST In accordance with Section 5.3 (the
"En Bloc Commission®). .
The Single Agent Commission, the Double Agent Commission and the En Bloc
Commission are herelnafter collectively referred fo as the *Commissionr”.

Notwithstanding any other provision of this Cantract, in the event that First Calgary
Savings & Credit Unlon Ltd. or its nominee successfully makes a credit bid for any o all
of the Units or other assets of PSL or PDC (“Credit Bid") o successfully exerclses Its
right to foreclose on or take fitle to any or all of the Units (collectively, "Foreclosure’),
ContdoSource hereby acknowledges and agrees that no fee, commission or other
compensation, Including Commission or Alternate Gompensation (as hereinafter defined),
will be payable to GondoSource in respect of any Units which are the subject of a Credit
Bid or a Foreclosure, .

Notwithstanding any other provision of this Contract, in the event that a Unit i sold to a
purchaser who entered into a purchase and sale contract with PSL. in respect of a Unit
prior to Deloitte being appointed recalver and manager of PSL and PRC (a “Presale
Buyer"), CondoSource hereby acknowledges and agrees that no fee, commission or
other compensation, including Commission or Alfernate Compensation (as hereinafter
defined), will be payabls to CondoSource in respect of any Units scld to a Presale Buyer.

Subject to Section 5.1(b) hereof, the provistons of this Section 3.0 apply during the Term
and not beyond the same.

For clarity, no Commission or Altlernate Compensation (as hereinafter defined) is payable
on the GST portion of the sale price.

Notwithstanding any other provision of this Contract, no fee, commission or other
compensation is payable to CondoSource other than the Comrnission of Allernate
Compbensaﬂon (as hereinafter defined) payable as provided in this Confract as the case
may be,
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4.0

4.1

5.0
5.1

5.2

83

54

5'5
58

6.0

6.1

DEPOSITS

All deposits collected on the sale of a Unit will be held in trust in accordance with the
terms of the signed purchase contract for the sale of a Unit,

DUTIES OF THE SELLER (RELOITTE)
Deloitte wilt pay the applicable Commission to CondoSource provided:

(a) the property is sold, exchanged or otherwise disposed of by Deloitts or anyone
else other than CondoSource during the Term of this Contract.

(b} during the Term of this Contract, a person contacts Deloitte directly or through @
brokerage or inspects the Unit and the Unit is then sold, exchanged of otherwise
disposed of by Deloitte or anyone else to that persen within 8¢ days after the
expiry of the Term.

Deloitte will pay afternate compensation to CondoSource provided:

(2) during the Term a buyer is found who is willing and able to complete the sale, at
the Seliing Price, upon the conditions outlined in this contract but Deloitte refuses
to sign the purchase contract; or

(b) during the Term a purchase contract is signed but the buyer defaults and the
deposits are forfelted, .
This alternate compensation will be the lesser of the applicable Comrﬁission that would
have been payable had ihe sale been completed or 50% of the forfeited deposits {the
*Alternate Compensation”). '

In addition Deloitte will pay GST, where applicable; to GondoSource on the Commission
or on any Altemate Compensation due under this Contract.

" Deloitte will make its best efforts to insure the Units and their contents against loss or

damage due to perils that are normally insured agalnst for similar properties.  This
insurance will be effective even when the property is vacant.

Deloitte will make reasonable efforts to cooperate with CondoSource,

Deloitte will, subject to prior review and approval by Deloitte, pay all hard costs including
but not limited to: signage, advertising, brochures, business cards, stationary, sales
center set-up, sales center cieaning, sales center lease, sales center furnishing, utility
payments, condominium document preparation and reproduction, interior design fees,
archilect fees, surveying fees, municipal development fees, virtual tour (hard cost only).
DUTIES OF CONDQSOURCE

CondaSource will:

(a) make all reasonable efforts fo find buyers for the Units;

T.




8.2

(b} not discourage any persen who is an industry member as defined In the Real
Estate Act (Alberta) and who is not a member of a real estate board from
attempting to sell the Property, unless Deloitte otherwise instructs CondoSource
in writing;

{c) pay any applicable Commission, Alternate Compensation and GST that are
payable to another brokerage,

(d) ensure the sales center [s open during the hours of operation set forth in all
advertising material;

{e) train and coach the sales staff and personnel; all such parsonnel may be
interviewed and accepted by Deloitte, If it so desires;,

] hire and pay for sales staff and personﬁel related to the selling of the Units;
{9) provide Deloiite with a competitive analysis from time to time; '

(h) handle all public relations related to the marketing of the Units, subject to prior
review and approval by Deloitte;

(i) follow-up with all prospective purchasers {visitors to the sales center);
)} maintaln the ongoing advertising and marketing of the Units;

(k) write and negotiate purchase contracts in a form approved by Deloltte and
present them to Deloille;

D) collect all deposit money on hehalf of Deloitte from a purchaser,

(m) provide, on a weekly basis, a report on sales activity, sales center traffic, source
of traffic, current advertising and promotion.and current prospective buyers;

(n) make all efforts to obtain a guest card from visitors to the sales center;

(0) malntain a database of purchasers and potential purchasers. This database will
be the property of Deloiite;

r) make all press releases in direct refation to the Units, subject to prior review and
approval by Deloltte; .

(@ maintain and distrdbute a current asking price list for all Units, subject to prior
review and approval by Deloitte; and

{r dupllcate and distribute relevant marketing material to prospective purchasers,

CondoSource and its agents, employees or directors will not be liable and be saved
harmiess for any errors in information provided by Deloitte including but not limited lo:
size of unlis, generat specifications, condominium fees, paint colors efc. All agents wil
discourage the purchasers and generai public from entering the construction site and will
not be liable for any accident or injury thal may take place if anyone does so.

4
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7.0

71

890

8.1

2.0
9.1

9.2

9.3

DEVELOPMENT SET-UP

CondoSource will, subject to prior approval by Deloitte:

{3) design and set-up the sales and marketing centes,

(b} design and set-up a web page to market the sale of Units;

(c) design and arrange afi marketing material including but not limited to: artist
renderings, art work, brochures, letterhead, envelopes, business cards, floor
plans, general specifications, pricelists, thank you cards and bullding models;

{d} consult with Deloitte's architect on building and floor plan design;

(&) consult with Deloitte's lsgal counsel on relevant condominium document
preparation, reproduction and distribution;

{f) consult with Deloitte’s interior designer on interior selection colors, flooring,
cabinets elc.;

{9) cansult with Deloitte regarding construction and finishing material;

{h) arrange the set-up of “the virtual walk through”; and

(i)' prepare all relevant materlal and make aangements for a grangd opening of the
condominium development.

SECURITY FOR COMMISSION AND MARKETING FEES.

The parties agree that CondoSource is entitled to encumbear the land in accordance with

the Land Tilles Act (Alberta). Deloitte authorizes CondoSource to file and maintain a

caveat to give notice of this encumbrance.

If CondoSource successfully enforces any of its rights or remedies under this Section,

Deloitte agrees to pay feasonable lawyer and client legal fees and costs pald by

CondaSource. .

ENDING THE CONTRACT

Notwithstanding Section 2.0 above, this contract will automatically end if CondoSource is
bankrupt or insolvent or in receivership,

Where a party to this contract has breached a portion of this contract, the other party may
immediately end this contract by nofice in writing to the parly in breach.

Deloitte and CondoSource may enforce portions of this contract even if this contract has
ended or expired.
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101

10.2
10.3

104

10.5

10.6

110
11.1

11.2

12,0
121

13,0

131

13.2

ADDITIONAL TERMS

This conlract 1s for the benefit of and will be binding upon the heirs, administrators,
executors, successors and assigns of the parties.

All changes of number and gender will be made where required.

Portions of this contract is a Seller's Brokerage Agresment for the purposes of the Real
Estate Act (Alberta).

The parties understand and agree that this Contract contalns the entire agreement
between the parties and there are no representations or warranties other than expressly
set forth herein. Any and all amendments fo this Contract shall be agreed to in writing by

" Deloltte and CondcSource.

In no event is Deloitte liable for any damages on any basis, In contract, tort or otherwise,
of any kind and nature whatsoever, arising out of or In connection with this Contract,
howsoever caused, Including damages andlor losses of any kind and nature caused by
Dg!oitte’s negligencs, or by a fundamental breach of contract or any other braach of duty
whatsozver.

This Contract supersedes any and all previous agreements between the parties, which
agreements shall be of no force and effect &s of the Effective Date (as hereinafter
defined).

ADVICE TO THE SELLER

This contract creates binding legal obligations. Deloitte is free to obtain legal advice
before signing.

The amount of Commission and Alternate Compensation are not fixed by law and are as
set forth herein.

SIGNATURES

This contract may be signed by the parties and transmitted by fax or email. This
procedure will be as effective as If the parties had signed and delivered an original copy.
COURT APPROVAL

CondoSource acknowledges that the sale of any Unit is subject to approval by the Gourt
of Queen's Bench of Alberta {the "Court”. CondoSource further acknowladges that in
the event that the sale of any of the Unils is not approved by the Court, notwithstanding
any other term of this Contract, Deloitte is not liable to pay any Commission or Alternate
Compensation In respect of those Units,

This Contract is subject to and conditional upon an order of the Court in Action No, 1001~
03215 approving the Contract (the "Court Approval’).

1l
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This Contract shall become effective only upon and not before the date that Court Approval (s

obtained (the “Effective Date").

‘j-u'\v-ar./ ,IJ\ 2—0 } I~

oA AL,

Date

Cor: 2 '

Date

CondoSource-~ Signature
T oré Gow

P."é’"‘jcql ‘CE&

Deloite & Joyche Inc., asReceiver and
Manager of Perera Shawnee Ltd. and
Perera Development Corporation, and
not in its personal capacity
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