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Mikael Kjellström, CalgaryHerald
Realtor Carla Hart says the real estatemarket remains strong in Calgary. Sales have jumped to nearly $18 billion for the
year so far, and 365 homesworthmore than $1million have been sold in the city.

MARIOTONEGUZZI
CALGARYHERALD

S
ales of luxury homes
are surging in Calgary,
with more million-dol-
lar homes sold in the
first eight months of

the year than for all of 2006.
Residential real estate sales

in Alberta so far this year have
ballooned to nearly $18 billion

in total dollar volume, a jump
of almost 36 per cent com-
pared to a year ago, according
to the latest data by the Cana-
dianReal EstateAssociation.
And those numbers are be-

ing boosted by the sale of high-
end properties in the Calgary
market.
Until the end of July, a whop-

ping 326 residential properties
sold for more than $1 million in
Calgary, compared to 209 sales
in thatprice categoryduring the
sameperiod last year, according
to figures from theCalgaryReal
Estate Board. And in the town
and country area, which in-
cludes homes as well as
acreages, 180 residential prop-

erties have sold formore than $1
million until the end of July,
compared to 131 properties in
2006 for those sevenmonths.
Calgary realtor Bob Truman,

of First Place Realty, said
nearly 40 additional million-
dollar-plus homes in Calgary
have sold in August. As of Fri-
day, he said, 365 homes in Cal-
garyhavebeen sold this year for
more than $1 million, compared
with 339 homes for all of 2006.
And there are 270 active listings
pricedat $1millionormore.
The real estate association

says the dollar volume of MLS
sales in the province until the
end of Julywas $17.7 billion. For
the first seven months of 2006,

the dollar volume was $13 bil-
lion. Sales in the province are
also up 4.8 per cent to 49,779
compared to the same period
last year (47,483) while the av-
erage price has soared by 29.5
per cent to $355,720 year-to-
date. Itwas $274,732 last year.
Calgary realtor Carla Hart

with Re/Max House of Real
Estate said the local real es-
tatemarket remains strong.
“The (average) prices have

still increased (compared to a
year ago),” said Hart, adding
the number of listings has in-
creased by a huge amount as
well.
“It’s just the buyer’s market

moreso than a seller’smarket.”

Hart said in some ways she
is surprised the market has re-
mained so strong following
the scorching pace it set in
2006 with the number of sales
a record and the average price
climbing to a record aswell.
“But ImeanCalgary has a lot

to offer and the economy is
still strong and there’s still a
lot of people moving in here,”
she said.
In 2006, total MLS residen-

tial sales in Calgary were
32,912, according to the Cal-
gary Real Estate Board, which
was a 4.53 per cent hike from
the previous year’s 31,485 sales.
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A
ugust’smarketmeltdown
failed to rattleCanadian
consumersbuoyedbya

solid economy, strong labour
market and stable housing sector,
according to aConferenceBoard
ofCanada report releasedFriday.
The Conference Board re-

ported that consumer confi-
dence in August was on “solid
ground,” despite themonth’s gy-
rations in financialmarkets.
“We were anxiously waiting

to see if the decline in the mar-
kets would affect (the report),”
said Pedro Antunes, director of

national and provincial fore-
casts at the Conference Board.
“It was a bit of a surprise that
consumer confidence was so
strong.”
The report showed that con-

sumers felt slightly less opti-
mistic about their current finan-
cial situation than in July, per-
haps due to themarket turmoil.
However, many of the 2,000

households surveyed expected
the job market and their in-
comes to pick up over the next
sixmonths.
Consumer confidence waned

in B.C. and Quebec, but rose in
Atlantic Canada, Ontario and
the Prairies, the report showed.
Also Friday, Statistics Canada

reported that consumers pow-
ered the Canadian economy to a
3.4 per cent annualized growth
rate in the second quarter, much
stronger than analysts had been
expecting.
Consumer

spending in-
creased at a
healthy 4.3
per cent an-
n u a l i z e d
rate, led by purchases of durable
goods.
The agency said consumers

were out in force in the second
quarter, with personal expendi-
tures rising 1.2 per cent, fuelled
by gains in income.
“Consumers opened their

pocketbooks to finance a surge
in purchases of goods, notably
motor vehicles, household appli-
ances and recreational, sporting
and camping equipment,” Statis-
tics Canada said. “Retail sales
were particularly strong inMay.”
And despite increases inmort-

gage rates, Canadians continued
to invest in housing in the sec-
ondquarter, the agency said.
Both consumer confidence and

spending in the U.S. are slowing,
according to data this week,
largely as a result of a softening
housing market that is leaving
many subprime borrowers un-
able tomeetdebtobligations.
What affects the U.S. con-

sumer will ultimately create

global ripples,Antunes said.
“We’re not immune from the

U.S., and the (Canadian) con-
sumer hasn’t put that link to-
getheryet.”
The troubles in the U.S. did

spill into Canada earlier this
week with the news that GM
would be laying off about 1,100
hourly workers at its Oshawa
truck plant as sales of pickups
dipped south of the border.
“I don’t think the average con-

sumer pays much attention to
the stock market,” said Mel
Fruitman, vice-president with
the Consumers’ Association of
Canada. “They will be more af-
fected by the news out of Os-
hawa andGM.”

Market turmoil hasn’t deterredCanadian shoppers

MARGIN
CALLS
Exchanges

considermerger
TRADING • TTSSXXGGrroouupp IInncc.. di-
rector RaymondChan said
Canada’s biggest stock ex-
change has talked about
mergingwith theMMoonnttrreeaall
EExxcchhaannggee IInncc.., owner of
Canada’s derivativesmarket.
“It’s a topic thatwediscuss

regularly at boardmeetings,
but putting twobusinesses
together is not a simple task,”
Chan said.
TSXGroup, owner of the

Toronto Stock Exchange, is
being urged by investors such
asmoneymanager Thomas
Caldwell tomerge. TenU.S.
andCanadian institutional in-
vestors had a conference call
Thursday to discussways to
pressure the companies to
combine, a Toronto newspa-
per said Friday. Resistance is
at the board level, the paper
said, citing unnamedpersons.
“Iunderstandwhysome

shareholderswould feel it’sa
simple thingto justput thetwo
togetherandcall it aday,but in
realitybusinessesdon’tusually
workthatway,”Chansaid.
TSXGroupCEORichardNes-

bitt told investorsAug. 1 they
shouldprepare forapossible
combinationof theexchanges,
whichareset tocompetewith
eachother starting in2009.

NBC tocut ties
with iTunes

DOWNLOADS •NNBBCCUUnniivveerrssaall
hasdecidednot torenewits
contract tosell television
showson iTunes,becomingthe
secondmajormediacompany
tochallengeAAppppllee IInncc’sdomi-
nance indigitalentertainment.
Apple said FridayNBChad

demanded tomore thandou-
ble thewholesale rate for each
show,whichApple saidwould
have forced its iTunesonline
store to raisewhat it charged
consumers to$4.99USperTV
showepisode from$1.99.
“Weare disappointed to see

NBC leave iTunes becausewe
would not agree to their dra-
matic price increase,” Eddy
Cue, Apple’s vice-president of
iTunes, said in a statement.
Apple has decided not to of-

fer shows for download from
NBC’s upcoming season be-
ginning in September.
A spokeswoman forNBC

Universal confirmed itwill not
renew the iTunes contract
and declined to elaborate.

Petro-Canada
receives partial
payment for
Venezuelan
oilfield
PageD4
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■HIGHESTSALEPRICE 2007:
$3.7million (June, Springbank
Hill)

■HIGHESTSALEPRICE 2006:
$4.5million (PumpHill)

■HIGHESTPRICEACTIVE
LISTING: $10million
(twohomes, one in Bel Aire
and one in PumpHill)

■HIGHESTEVERSALEPRICE:
$4.55million in 2005 (Bowness)

Source: BobTruman,
First Place Realty

Million-dollar homes
pumpup sales values

SEELUXURY,PAGED6

Residential
dollar volume
soars to $18B

ALSOSEE
■Bernanke,Bush
soothefears
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*Limited time financing offer based on a 2007 RL 5-speed automatic (model KB1637K). MSRP is $65,795 (includes $100 excise tax, $20 new tire surcharge and $1,775 freight and PDI), financed at 1.9% APR equals $1,881.67 per month for 36 months. $6,579 down payment or equivalent trade may be required. Cost of borrowing is $1,945.03
for a total obligation of $67,740.03. GST, license, insurance and registration are extra. Retailer may sell for less. Retailer order/trade may be necessary. See Northwest Acura for full details.

AMVIC LICENSEE

Northwest Acura 125 Crowfoot Way N.W., TOLL FREE 1-866-822-6677
www.northwestacura.com

Visit acura.ca today.

STARTING FROM
$65,795*
INCLUDING $1,775 FREIGHT & PDI/
$100 EXCISE TAX/$20 NEWTIRE SURCHARGERL

2007 Acura Year-end Financing Sale

290-hp 3.5-litre VTEC® V6 engine, 5-speed automatic Sequential
SportShift® with paddle shifters, Super Handling All-Wheel Drive™,
Acura/Bose® 10-speaker Surround Sound System with 6-disc CD
DVD-Audio DTS® changer AM/FM tuner and MP3/WMA compati-
bility Auxiliary input jack.

239-6677

Better get a move on.
Financing sale ends September 30.

2007 Acura Year-end Financing Sale

A
A

63
71

91

GRAND PRIZE
$500,000 cash
TOLL FREE 1"877"483"8832 4kidslottery.org
Lottery License 252509 AA630589
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W hen people think about H&R
BlockInc., it’s usually early in
theyear.

That’s when many of the company’s
20.3 million U.S. customers use its ser-
vices to prepare their taxes. An addi-
tional 2.6 million customers hail from
CanadaandAustralia.
But H&R Block is now very much on

investors’minds.
It has lost $736.2millionUS in the past

15months, largely because of itsOption
One Mortgage Corp. subprime unit.
Option One has slashed lending more
than 90 per cent this year. A sale of the
unit, once thought to beworth $1 billion,
maybescrapped.
On Sept. 6, former U.S. Securities and

Exchange Commission chairman
turned activist investor Richard Bree-
den will tell shareholders at H&R
Block’s annualmeeting that they should
elect him and two colleagues to the
board.
Breeden says the largest U.S. tax pre-

parer should focus on tax preparation,
sell H&R Block Bank and quit mort-
gage lending.He says the company, born
just after the Second World War in a
rentedstoreroom,has lost itsway.
“Major shareholders are among the

best directors you can get because their
alignment of interests with other share-
holders is so powerful,” said Breeden,
the head of Greenwich, Conn.-based
BreedenCapitalManagementLLC.
“We argue for a strong board that will

put management on a short leash and
hold it strictly accountable for creating
increasedshareholdervalue,”headded.
H&RBlock’s share price is downone-

fifth over five years. Warren Buffett’s
Berkshire Hathaway Inc. as of June
appeared to have ended its seven-year
investment in thecompany.
Breeden’s firm owns 1.84 per cent of

H&R Block shares. The three largest

proxy advisory firms and three major
shareholders, including the CalPERS
pension fund,publiclybackhisbid.
H&R Block says the independent di-

rectors up for re-election should keep
their seats.
Breeden “has put forth no new ideas

to improve shareholder value,” Mark
Ernst, H&R Block’s chief executive
since 2001, said Thursday on a confer-
encecall discussingquarterly results.
“Many of their proposed changes are

identical to actions that were initiated
by this board,” he said. “We believe that
they are advocating a sale or disposition
of the bank, depriving shareholders of
thebank’s significantpotential.”
The creation last year of H&R Block

Bank shows how far the company has
evolved since 1946,
when it was
founded by broth-
ers Henry and
Richard Bloch with
$5,000 borrowed
from an aunt. Tax
preparation became
the firm’s specialty.
Knowing “Bloch”

was tough for peo-
ple to spell and pro-
nounce, Henry and
Richard incorpo-
rated in 1955 as
H&R Block. The
companywent pub-
lic in 1962, raising
$300,000.
In the last 10

years, H&R Block
branched out. It
bought Option One
in 1997, brokerage
Olde Financial in

1999, and American Express Tax and
BusinessServices in 2005.
Now, amid the subprime mortgage

crisis, H&R Block is trying to salvage a
sale of part of Option One to private
equity firm Cerberus Capital Man-
agementLP.
But Breeden says having a bank sub-

jects H&R Block to regulatory capital
requirements that limit its ability to buy
backshares.
“H&R Block can offer banking prod-

ucts to its customers without owning a
bank,”he said.

At the end of December, the average
sale price of a single-family home was
$396,870. That included properties in
Calgary and surrounding areas.
The real estate board now separates

that data and for July the average sale
price of a single-family home in Cal-
garymetrowas $505,920.
As of Friday, Truman’s website said

the average sale price of a single-fam-
ily home in the city was $484,827 over
the past 30 days and $478,790 over the
past seven days.
Lai Sing Louie, senior market ana-

lyst for Calgary for Canada Mortgage
andHousing Corp., said because of in-
creases in house prices over the past
couple of years, more houses in the
Calgary market are in the high-end
bracket.
“We’ve had strong price movement

last year and again in the first quarter
of this year. That pushed up a lot of
homes into that million-dollar cate-
gory,” said Louie.
“There’s move-up buying and peo-

ple that are buying those houses
would be high-income earners, high-
income families, to be able to do it.
And there are other people who have
a substantial amount of money that
they’ve put a large down payment on
homes like that.”
Ron Stanners, president of the Cal-

gary Real Estate Board, said the past
year’s increases in average prices have
put more million-dollar-plus homes
onto the real estatemarket in Calgary.
“It seems there’s a lot of people with

a lot of money,” said Stanners. “Also,
sales in the $2-million-plus homes are
up.
“In general terms, you’re looking at

a strong economy. A strong market-
place. Lots of labour shortages. So
business is prospering and whether

they’re entrepreneurs or people in the
oil and gas business, there’s just an in-
crease in people who have that kind of
money to spend.”
Nationally, year-to-date total dollar

volume is $102.6 billion, up 21.3 per
cent from a year ago. Sales are up 9.7
per cent from last year and the aver-
age sale price in Canada was $305,207
for the period between January and
July — that’s an increase of 10.6 per
cent compared to the $275,932 during
the same time frame in 2006.

MTONEGUZZI@THEHERALD.CANWEST.COM
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LUXURY: Strong economy,
high incomes boost prices

ROBERTOROCHA
CANWESTNEWSSERVICE

MONTREAL

Companies are increasingly hiring
through social networks like Facebook,
turning websites meant for friendly
banter into effective recruiting tools.
Talent seekers are finding that these

online services, where members
mostly share vacation photos and dis-
cuss weekend plans, have a terrific as-
set — it’s full of people and they talk a
lot.
Look at consultant giant Ernst &

Young, which created a Facebook
community showcasing the company
with flashy videos and a Q&A section.
More than 9,500 people are part of this
group.
The group for Southwest Airlines,

where one will find an ad for software
engineers, boasts more than 50,000
members.
Even the CIA is luring aspiring spies

onFacebook. It gets people talking.
Robert Neel, a recruiter in Washing-

ton, D.C., and blogger for Jobmatch-
box.com, puts the Facebook allure in
terms of numbers: “If you followwhere
people are online, the vast majority are
on MySpace and Facebook, and it’s in-
creasing.”
At last count, MySpace had more

than 115 million users. Facebook clocks
in much lower at 31 million. But re-
cruiters are preferring the latter since
it’s a little cleaner, more organized and
the members more mature than My-
Space, which found favour with bands
and teens.
And since Facebookmembers volun-

teer tons of personal information, its
search function can be a virtual gold
mine for recruiters,Neel said.
“You can search for people by skills

or by company or by job title,” he said.
“It takes you straight to the candidate.”
As the ease and low cost of social

networks becomes more apparent, in-

novative companies are finding cre-
ative ways to promote their brands. It
costs nothing to create a Facebook
group or to have employees who are
members spread job openings among
their contacts.
One of the more promising uses of

Facebook is through applications.
These are mini programs, made by
anyone, that users can add to their pro-
files for free, expanding the functions
to their once-static profile pages.
Popular applications involve movies

and sharingmusic, but job-related ones
are picking up. One app from website
Jobster sends users alerts whenever a
new position opens in the company
and area of their choice. Big names like
Nike,KPMG,GE,Merrill Lynch and
Boeinghave signedup.
Taleo Corp., a talent-management

software maker in Dublin, Calif., is
about to release its own application for
recruiters. The application will make it
so when a headhunter advertises a job,
the post appears on the Facebook news
feed of all their friends. But to use this
application, a companymust be aTaleo
client.
“For smaller companies who don’t

have a big brand, sourcing candidates
is their No. 1 pain,” said Jason Blessing,
general manager of Taleo’s small-busi-
ness division. “And there are a lot of
college students in Facebook. It’s rich
in talent. It’s a good place to give cus-
tomers a presence.”
Montreal entrepreneur Fred Ngo

doesn’t profess the same enthusiasm
for Facebook, preferring LinkedIn, a

social network made for professional
contacts.
But for his hiring needs, the free clas-

sified site Craigslist has proven much
more effective.
“We put up a job ad on Craigslist and

got applications within an hour. We
have several resumes now,”Ngo said.
He’s still waiting for someone to re-

spond to the ad he placed on Facebook,
but he’s not ready to disavow it just yet.
He still sees the benefit of announcing
a job through his network of friends in
away that’s easy to pass on.
“Your friends know someone who

knows someone who’s looking for a
job,” he said.
And going directly to a candidate ad-

dresses a major shortcoming of job
boards like Craigslist andMonster.com
— the most skilled people are usually
not looking for work. They’re already
hired somewhere.
“And for the candidate, it feels better

when someone reaches out to you
rather than through some ad,” he said.
Yet something funny happens when

employers reach out to people where
they happily post pictures of them-
selves in drunken revelry. Suddenly,
private and professional lives begin to
blur together.
It’s just something companies will

have to learn to deal with, Neel main-
tains.
“You’re looking for people who have

the experience and the skills you
need,” he says. “And sometimes these
people have fun. They have a social
life. It shouldn’t affect the recruiter.”

CORPORATEBOARDS

RichardBreeden

HeraldArchive, CanWestNewsService
The search function in the Facebook social networkingwebsite can be a
virtual goldmine for corporate recruiters, saysU.S. recruiter Robert Neel.

Even the
CIA is

recruiting
using

Facebook

Activist investor
shakesup tax firm
H&R Block has

lost itsway, claims
former SEC chief

Henry Bloch

CalgaryHerald Archive
Lai Sing Louie of CMHCsays rising
prices have pushedmanyhouses
into themillion-plus bracket.
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* REMEMBER! EARLY CONSIGNMENTS GET THE BEST CAR SPOTS.
* Out of town buyers call for free Airport P/U in our Lincoln Limousine built for Queen Elizabeth

Call Harold (403) 287-6565 Fax: (403) 217-4071
FRANK SISSON’S SILVER DOLLAR CASINO • 1010 - 42ND AVE. S.E. • www.carcrazy.ca

ng

Oct 1 AuctionSept. 28

Sept. 29
On the spotfinancing availablewith ATB

BET ON A WINNING COMBINATION

FALLFALL
AUCTIONAUCTION

We want you at the auction viewing September 28, Sale Sept. 29
Over 175 cars, trucks and bikes - something for everybody

SPECTATORS WELCOME!

WESTERN CANADA’S BIGGEST CLASSIEST COLLECTOR CAR AUCTION

1974
Porsche 911

1996 Corvette
Convertible

A
A

64
43
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1928 Ford
“A” Touring

Project Management Classroom Or Online Programs
Earn a Project Management Certificate Curriculum based on A Guide to
the Project Management Body of Knowledge (PMBOK® Guide)
CRN 90062 Sep 07-08 (Classroom)
CRN 90188 Sep 04-Oct 01 (Online)
PMP® Exam Preparation
Preparing for the Final Assessment. Work with
instructors who mark the final assessment papers and
find out what is required to be successful.
CRN 90134 Sep 24-Dec 10 (PMI Member)
CRN 90135 Sep 24-Dec 10 (Non-member)
Professional Development Seminars
Visit our website for upcoming seminars.

M O U N T R O Y A L C O L L E G E
C O N T I N U I N G E D U C A T I O N

Project Management Programs

http:/ /conted.mtroyal.ca/pm

INFORMATION: 440-8937 E-MAIL: cebusiness@mtroyal.ca

®
PMP, PMBOK and the

R.E.P. logo are registered
trademarks of the Project
Management Institute,

Inc.

AA630098

M O U N T R O Y A L C O L L E G E
C O N T I N U I N G E D U C A T I O N

http://conted.mtroyal.ca/bet

INFORMATION: 440-6861 REGISTRATION: 440-3833

• Basic Public Relations Certificate
• Business Analysis Certificate
• Certified Commercial Investment

Member (CCIM) Professional
Designation

• Certified Financial PlannerTM

(CFPTM) Professional Designation
• Certified Payroll Manager

(CPM) Program
• Entrepreneurship Certificate
• Event Management Certificate *
• Fundraising Management

Certificate
• Human Resource Management

Certificate
• Insurance – LLQP Professional

Designation
• Management Development

Certificate
• Mortgage Associates’

Licensing Program

• Nonprofit Management Certificate *
• Personal Finance & Investing
• Pillars of Management Certificate

of Completion – Fast Track
• PMAC Certificate in Purchasing
• Professional Business

Communications Certificate of
Completion

• Professional Finance & Investing
• Project Management Certificate *
• Real Estate Associates’

Licensing Program
• Real Property Administrator

Professional Designation
• Sales Development Certificate

of Completion / Certificate
• Supply Chain Management

Certificate
• Technical Writing Certificate of

Completion

* Programs are available in the Classroom or Online

Back to School
Business Education & Training Programs Fall 2007

TOLL-FREE: 1-888-392-3655 E-MAIL: cebusiness@mtroyal.ca

AA630097

PARTIAL LISTING: MOTOR GRADERS: 2004 Cat 14H; Champion 720A; Champion
740A. WHEEL LOADERS: 2003 Komatsu WA180; 2001 Volvo L70D; 2000 Cat 950G;
2000 Deere 624; Allis Chalmers 840; Deere 644B. HYD. EXCAVATORS: Hitachi EX700;
Bobcat X320; Mitsubishi Mini. CRAWLER LOADERS & DOZER: Case 850B; Cat 941B;
Cat D3BL LGP. LOADER BACKHOES: Case 580; Case 580C. SKID STEER LOADERS: 2002
Case 90XT; 98 Case 90ST; 98 Case 95XT. CRANE: Galion R/T Crane. FORKLIFTS: 2000
Carelift AZ6042 6,000 LB; 2000 Hyster 13,000, 12,000 & 11,000 LB’s; Allis Chalmer
6,000 LB; Clark 7,600 LB; Toyota 4,700 LB; Yale 6,000 & 4,000 LB’s; Cat F35 3,500 LB;
MEC Scissor Lift; Mite E Scissor Lift; (5) Genie S80 4x4 Manlifts; Genie 85 & 60 Manlifts;
JLG 60 Manlift. TRACTORS & FARM: Case 1070 FEL; Case 970; 97 J.D. 7810 FEL; J.D.
2950 4x4 FEL; New Holland 545D 4x4 FEL; (2) IHC Farm All 140’s; Massey Ferguson MF-
18. TRENCHING: Ditch Witch TR100 w/Plow; Case 60 WB. UTILITY & MAINTENANCE:
2007 J.D. 850 4x4 Gator; 2007 J.D. HPX 4x4 Gator; 1994 Elgin Eagle Street Sweeper;
Zamboni 400 Ice Resurfacer; 2000 Toro 325D Reel; (3) Toro 3250D Greensmowers; (2)
Jacobsen 2653A Reel Mower; J.D. LX188; Ransomme AR250l Sweeperster C36 Sweeper;
Tennant 240; Toro 1655 Turf Sweeper; Jacobsen Truckster; Toro 330D Turf Truckster. REFUSE
TRUCKS: (2) 2000 Freightliner FL80 T/A’s w/Wittke Express 33 Yd; 99 Freightliner 4900
S/A Side Load. EMERGENCY VEHCLES: IHC Cargo Star Pumper/Ladder; IHC VC9190
Pumper/Ladder; (2) 2001 Ford E450 Modular Ambulances. TRUCK TRACTORS: 2004
Freightliner Columbia; 2004 Freightliner Coronado; (2) 2004 Kenworth T800’s; 2003
Freightliner Columbia; (2) 2003 Kenworth W900’s; (2) 2001 Volvo’s; 2000 Sterling; 1999
Freightliner Classic; 98 Mack CH613. GRAVEL TRUCKS: 95 Peterbilt; 93 IHC 4900 T/A;
87 Freightliner T/A; Ford LT9000 T/A; GMC Top Kick T/A; IHC S1900 T/A. HEAVY DUTY:
91 Western Star 4964 T//A Winch; General S/A Winch. MEDIUM DUTY: 2005 & 2004
Freightliner T/A C&C; 2003 GMC S/a C&C; 98 Freightliner FL70 S/A C&C; 98 GMC T6500
S/A C&C; Peterbilt COE T/A C&C. TRAILERS: 2003 Load Line Triaxle End Dump; 98 Decap
Belly Dump Lead & Pup; McCoy T/A Gravel Pup; Raven 30’ T/A End Dump; 2007 PJ T/A Car
Hauler; 98 Titanium 53’ Triaxle Drop Deck; 96 Challenger 40’ T/A Double Drop; (2) Lode King
48’ Triaxle Decks; Almac T/A Aluminum B Train Lead & Pup; Fruehauf 48’ T/A Van Trailers;
(10) Trailmobile 53’ Triaxle Reefers; Assortment of Storage Containers 40’ & 20’ (2) 20’
Hi Cubes. RECREATION: 2007 Range Chariot 4x4 ATV; (2) 2007 Shineray 250 CC ATV;
Polaris 250 ATV; Quantity of Gas Golf Cars; (3) H/D Go Carts; Two Person Dune Buggy.

For a comprehensive brochure please call Canadian Public Auction Ltd.

403-269-6600 or 800-786-0857
Home Page at wwww.canadianpublicauction.com

A 10% handling fee will apply to all lots selling for $2,500.00 or less. Live Internet
Bidding www.bidspotter.com All internet purchases are subject to a 2% internet
buyers fee & a deposit may be required depending on your purchase history.

Auction License # 200278, AMVIC License # 200279.

UNRESERVED TRUCK AND
EQUIPMENT AUCTION

TUESDAY, SEPTEMBER 11, 2007
8:00 A.M.

9320 – 52 Street SE., CALGARY, AB
Selling on behalf of Service Alberta, The City of Calgary; City of Lethbridge; City of
Medicine Hat; Vulcan County; County of Lethbridge; South Rock; United Rentals; Peak
Energy; CDI International Inc., AltaLink; Oakcreek Golf & Turf & other consignors.

AA645198


