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NOT INTENDED TO SOLICIT Buyers or Sellers currently under contract with a brokerage.

low as 5% down payment.   
Ask your Mortgage Spe-

cialist to provide you with a 
Pre-Approval certificate or 
commitment. This does not 
commit you to borrowing 
any funds from a lender and 
may not commit the lender 
to loan you any funds. How-
ever this process will give 
you an idea of how much the 
lender will loan to you, how 
long it will take to repay your 
loan and the rate of interest 
that you can expect them to 
charge.

This is the time to shop 
and compare the various 
interest rates and mortgage 
terms that are available to 
you. Your Mortgage Special-
ist will explain to you a num-
ber of options that are of-
fered by a variety of lenders.

Now it is time to choose 
the second member of your 
team – your Realtor.

Your Realtor will work very 
closely with you to find the 
home that best suits your 
needs, in both location and 
price range.

Introduce your Mortgage 
Specialist to your Real Estate 
Agent to make sure they are 
aware of all of your timelines 
and financial requirements. 
Remember they are both on 
your team looking after your 
best interests.  

The June edition of the 
Home Promoter will offer 
more suggestions for First 
Time Home Buyers and ex-
pand on the role of your 
Realtor, Solicitor, Home In-
spector and Insurance Pro-
fessional. 

In the meantime, should 
you find the home of your 

dreams and you’re ready to 
make an offer, remember 
before you sign on the dot-
ted line to enlist the services 
of your Solicitor, the third 
member of your team.

The role of your Solicitor 
is to ensure you understand 
your legal obligations and 
the terms of the Agreement 
of Purchase and Sale.

Should you find yourself in 
a situation that your solicitor 
is not available to give you 
that advice, simply have your 
Realtor add a condition to 
your offer to ensure that ev-
eryone is aware that your of-
fer is subject to the approval 
of your Solicitor.

Contact your Realtor and 
Mortgage Specialist and let’s 
get this exciting time of your 
life started! It’s a great time to 
buy!
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Good Advice For First Timers

Canadian Pub...

        
Irish Hospitality.

28 King Ave. E., 
Newcastle. ON

L1B 1H6

905.987.1961  •  www.walshssnug.ca
905-983-6107
www.kendalvale.ca

KENDAL VALE

CHEESE • PRODUCE • MEAT • WOOL

KYLE’S QUALITY MEATS
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The Healthy Way To Go!
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Lamb & Veal, Frozen Seafood & Fish

Imported Cheese & Deli, Poultry & Pork 
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“Your hometown butcher”
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Hello everyone,
I am delighted to be part of the 1st edition of Home Promoter. When my husband 

asked me to submit a recipe for our new monthly paper, my mind was swirling with 
thoughts all of my favourite recipes. 

The recipes that came to mind are from many sources.  They include recipes passed 
down from my mother and grandmother, my catering days, cooking courses in Ni-
agara on the Lake, and of course recipes shared by neighbours and friends. 

I knew one thing for sure. The recipes will be based on seasonal trends and foods 
from the bounty of our wonderful agricultural community.

So today I am going to share with you a recipe that I just recently received from 
Francis and Tim Tufts of Kendal.

Tim swears that this is the best tasting lamb he has ever cooked. It sounds so deli-
cious that I am planning to pay a visit one of Clarington’s many sheep farms and sur-
prise everyone at Easter with Greek Roast Leg of Lamb………………. enjoy !

- compliments of Tim Tufts
Greeks generally roast their lamb with the addition of liquid until it is well done, 

mouth-wateringly tender and juicy. The use of butter here rather than olive oil might 
surprise you; however, in much of northern Greece, especially in Greek Macedonia, 
cow or sheep‘s milk butter is commonly used in cooking.

Greek Roast Leg of Lamb Compliments of Tim Tufts

Ingredients
1 leg of lamb (4 to 6 lb/2 to 2.7 kg) or 2 legs suckling lamb (2 to 3 lb/1 to 1.5 kg each) 
6 small garlic cloves, halved lengthwise 
1-1/4 tsp  (6 mL)  ground allspice 
1 tsp  (5 mL)  salt 
1/2 tsp  (2 mL)  each cinnamon and black pepper 
1/3 cup  (75 mL)  butter, melted 
1/3 cup  (75 mL)  lemon juice 
1 tbsp  (15 mL)  crumbled (preferably Greek) oregano 
1 tbsp  (15 mL)  tomato paste

Preparation
Trim fat from lamb. Cut 12 slits all over lamb; insert garlic half in each. Mix allspice, salt, cinnamon and 

pepper; sprinkle all over lamb. Place in roasting pan; roast in 400F/200C oven for 30 minutes. Meanwhile, 
mix together butter, lemon and oregano; baste lamb with half of the butter mixture. Roast for 30 more 
minutes and repeat basting with remaining mixture. Pour 1-1/2 cups/375 mL boiling water into pan; cover 
with foil. Reduce heat to 350F/180C. Roast, basting with pan juices every 20 minutes, until meat is well 
done and tender, about 1-1/2 hours. Transfer meat to cutting board; let stand for 5 to 10 minutes. Stir 
tomato paste into pan juices until dissolved. Cook over medium-high heat until slightly thickened, 4 to 5 
minutes. Carve roast; place meat in warmed serving dish. Pour pan juices over meat. 

Makes 6 to 8 servings

HOME COOKING
with Cathy

Surprise everyone this Easter with Greek Roast Leg of Lamb!

supply it and so on. There is always at least 
one reason why a customer will buy from 
you, and these reasons vary over different 
market segments. In relation to how you 
make a profit, what is it you do that allows 
you to generate a margin over your costs? 
Do you have lower costs, and if so, why? 
Can you command a price premium, and 
if so, why? It is hard to go into business and 
generate revenues, but what is it about 
your business that makes these revenues 
profitable? Both of the above add up to 
your Valuable Formulae.

And here is the real rub. In good times 
many businesses take their Valuable For-
mulae for granted — or even worse, they 
are not really aware of just why they are 
successful. However, when the external 
environment is changing, the dynamics 
of your Valuable Formulae can change 
and adverse outcomes can emerge. Those 
businesses with a “weak” Valuable For-

mulae are going to feel the pain quickly, 
and those with a strong Valuable Formu-
lae may find this could erode due to the 
changing circumstances and the business 
will come under pressure. Your grip on the 
market will slip and this will manifest itself 
in reduced margins, loss of market share 
and declining profitability.

The key point is this. You must re-ex-
amine your Valuable Formulae and make 
sure what you are doing is relevant to the 
current market place, because if you are 
not doing the right things strategically, the 
right things will not happen in the rest of 
your business. Working harder and harder 
is not going to overcome a broken Valuable 
Formulae.

Once you are sure your strategy is valid, 
consideration needs to be given to certain 
operating parameters to cope with the 
changing economic climate. I will cover 
those key parameters in the next edition of 
the Home Promoter. 
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Knowing Your Business Model

“Home is an invention on which 
no one has yet improved.”

- Ann Douglas
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message here!

Reach more than 30,000 homes & businesses 
in Clarington by Canada Post for just over 

1/2 cent per household
business Card Sized Ad only $180/month!

Call 905-261-7788


