
HOMES
WESTCOAST

S E C T I O N

H

CRYSTAL
HERITAGE

PROJECT PROFILE I H5

MARKET VALUE IN POINT GREY I H4 VILLA OF THEIR DREAMS I H9

EDITOR STEVE WHYSALL 604-605-2 176  •                 SATURDAY,  JANUARY 17,  2004                        •                E-mai l  swhysa l l@png .canwest .com

BY BRIAN MORTON
VANCOUVER SUN

H
ow do you convince a couple
who’ve lived in a house at the
foot of Cypress Mountain for
30 years that they should

move to a second-floor condominium
in Richmond?

Well, it’s not always easy, admit part-
ners  Jason  Cra ik  and Cameron
McNeill, who are gaining a reputation
as two of the city’s top condo mar-
keters.

But it’s more than doable, although
the secret is to forget about trying to
“convince” those clients.

In fact, says Craik, Richmond’s
Imperial Landing development —
which they both marketed — was
specifically targeted at people who had
lived in areas like the West Side and

West Vancouver and wanted to retain
many of the amenities they were used
to.

“You can’t really convince them [to
buy],” says the 32-year-old Craik, who,
with McNeill, has sold more than 1,200
homes in the Lower Mainland in the
past two years. “What you have to do is
offer something that suits the lifestyle
they want now. [Imperial Landing] was
a great example. We took time to

educate the general market in the Low-
er Mainland about what a beautiful
community that was and that the con-
do was only part of the package. We
targeted the west side of Vancouver as
a comparable community. [Steveston]
has all the uniqueness that Kitsilano
has, from the boutique shops and
restaurants and seawall and water and
pedestrian living that Kitsilano has. So,
before we even got into the product,
we really sold the lifestyle.”

McNeill says it’s important that buy-
ers have a genuine interest in chang-
ing their lifestyle. “I have to be cau-
tious about using the word ‘convince.’
They have to be ready, willing and able
to move to Coal Harbour from a single
family home. So it’s not convincing. It’s
a matter of exposing [the product] in
the right fashion.”

Two years ago, McNeill, 33, and
Craik combined their marketing and
sales experience to create McNeill and
Craik Real Estate Solutions, common-
ly known as MAC.

After earning their spurs with some
of the largest developers in the area —
primarily the Onni Group of Compa-

nies — the two decided to form their
own firm specializing on new large-
scale residential projects.

Since then, the company has become
one of B.C.’s largest residential mar-
keting companies with about 25
employees working out of a downtown
office.

The company assists developers in
everything from design and pricing to
orchestrating promotions and over-
seeing sales to giving the project char-
acter and ‘soul.’

They’re paid a commission based on
sales, but will not say what percentage
of the selling price goes to MAC.

McNeill and Craik say they love
what they’re doing, adding that they
and their staff are having a lot of fun
these days.

The company’s 16th floor Georgia
Street office commands a lovely view
of False Creek, but it’s anything but
stuffy.

A couple of vintage-style couches
dominate the fairly sparse entrance
foyer, with photographs of Charlie
Chaplin, Malcolm X, Pablo Picasso and

Finding lifestyle solutions
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Marketing whiz kids Jason Craik (left) and Cameron McNeill stand in front of Brazo condominium development, which they marketed and is now sold out.

Matching people with the right kind of accommodation 
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I
n my last column, I men-
tioned that I believe one of
the  p laces  tha t  wi l l  see

growth and property apprecia-
tion in 2004 is the east side of
Vancouver.

Although I named some other
areas, East Van really seemed to
catch your attention. I have
received a number of e-mails ask-
ing me where exactly on the east
side I see the action happening. 

I don’t know if these inquiries
come from the pot-of-gold seek-
ers looking for a fast return on an
investment, or from those who
really want to buy into a transi-
tional area early, and live there
for some time. 

As with most speculation,
there are no guarantees and
investment appreciation is as
much a question of timing as
anything else.  

There are lots of opportunities
coming up, but if it is a new con-
dominium you are looking for
then you might want to check
into these new or developing
buildings:

• Uno at 11th and Kingsway by
Intracorp Developments Ltd.
Scheduled to open in March, this
is an exciting new concrete con-
struction building featuring
about 110 condominium apart-
ments and townhomes designed
by the celebrated architect Peter
Busby and interiors by the bril-
liant Cecconi Simone team.
www.unoliving.com

• Soma by Bogner Develop-
ments Ltd., just across from Uno
a t  26 3 0  P r i n ce  E dwa rd  St .
Designed by Rositch Hemphill &
Associates and due to open for
sale in spring www.somalofts.ca

• The Hub at Main and 10th
developed by Robert Wilson.
Currently open on-site in a pre-
sale off ice and selling well.
www.hubonmain.com

• The Left Bank at 919 Station
St. (near Prior). Fifty-nine homes
in concrete construction with a
heritage component at the base.

Here’s where
the action is
in East Side

condos
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