The Caledon Unsold Home Rescue Guide

Why Listings Fail & How to Relist for Success
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Introduction: The Real Problem

Your Caledon home didn't sell. The listing expired. Showings dried up. Maybe you got one or two lowball offers that insulted

more than interested.

The problem is rarely your home. In nearly every expired listing Kevin Flaherty has taken over in Caledon, Bolton,
Palgrave, and surrounding communities, the failure was strategic — not structural.

The wrong price. The wrong marketing. The wrong agent. The wrong timing. The wrong presentation. All fixable.

Key Insight: Kevin Flaherty has relaunched and sold homes that sat for 90, 120, even 180 days with other
agents — often at or above the original asking price. The difference was strategy, not luck.

What This Guide Covers

e The 7-point expired listing diagnostic checklist

e How to interview your next agent before signing

¢ The week-by-week relaunch timeline

e Preparation priorities ranked by return on investment
o Marketing requirements every relisted home needs

e Negotiation tactics for lowball offers on stale listings

e Local Caledon market specifics you must know

Part 1: The 7-Point Expired Listing Diagnostic

Before you relist, diagnose what went wrong. Use this checklist to identify the specific failures in your previous listing.
1. Pricing Analysis

[OOwas the original price based on comparable sales from the same micro-market?

[OOwWere comparable sales from the last 90 days used, or outdated sales from 6+ months ago?

[Owas the price tested against active competition — homes currently for sale?

Obid the agent explain the pricing strategy in writing?

Caledon-Specific Note: A 10-acre property near Palgrave cannot be priced using Bolton townhouse
comparables. Micro-market analysis is essential.

2. Marketing Audit

OHow many platforms was the home listed on? (MLS only = failure)
Owas professional photography used, or phone snapshots?

[Iwas video produced? Virtual tour? Drone footage for rural properties?



Owas there a dedicated marketing budget with specifics?
Opid the agent have a buyer database, and how many were looking in your price range?
3. Presentation Assessment
[OOwas a pre-listing preparation walkthrough conducted?
Owere specific recommendations provided room-by-room?
OFor rural properties: were well/septic records and surveys prepared?
Owas staging discussed, even as a consultation?
4. Agent Competency Check
[OJHow many homes has the agent sold in Caledon in the last 12 months?
Owhat percentage of their buyers are relocating from the GTA vs. local?
Ocan they show examples of expired listings they successfully relaunched?

Obo they understand rural specifics: wells, septic, acreage valuation?

Red Flag: An agent who works primarily in Brampton or Mississauga will price your Caledon rural property
using suburban comparables. This single mistake can cost you $50,000+.

5. Timing Evaluation

[OOwas the original listing date chosen based on market data or convenience?
[OwWas there a seasonal strategy, or was the home listed and forgotten?
OFor rural properties: was winter access considered for showings?
6. Showing Access Review
Owere showing requests responded to within 30 minutes?
[Owas weekend and evening access available?
OFor tenant-occupied properties: was tenant cooperation secured?
[Owas the driveway/access maintained for winter showings?

7. Feedback Loop Analysis

Owas buyer feedback collected after every showing?



Owas that feedback shared with you in writing?
Owas the listing strategy adjusted based on feedback?

OJif feedback was consistently "too expensive," was a price reduction recommended?

Part 2: The Relaunch Timeline
When you relist with Kevin Flaherty, the process is structured and designed to erase the stigma of the previous failed listing.

Week 1: Strategy & Preparation

e Day 1-2: Exit interview and fresh market analysis. Pull new comparable sales. Identify micro-market positioning.
e Day 3-4: Preparation walkthrough. Room-by-room priority list. Contractor quotes for recommended fixes.

e Day 5-7: Price strategy finalised. Photography and video scheduled. Listing description drafted.

Week 2: Production & Launch Prep

¢ Day 8-10: Professional photography, video narrated VR animated online showing, drone footage.

e Day 11-12: Listing materials finalised. Syndication setup across 57+ platforms. Social media ads created.
e Day 13-14: Pre-launch email to 2,300+ buyer database. Agent-to-agent outreach.

Week 3: Go Live & Active Marketing

¢ Launch Day: Listing goes live at optimal time (Tuesday or Wednesday morning).
e Days 15-17: Social media ads targeting GTA relocation buyers. Email campaign continues.

e Days 18-21: Showing feedback collected after every tour. Strategy adjusted in real time.

Week 4+: Negotiation & Close

¢ Multiple offers managed with structured response timeline.
e Single offers negotiated using comparable data and buyer motivation analysis.
e Conditions managed: inspection, financing, appraisal.

e Closing coordination with lawyer, lender, and buyer agent.

Critical: The gap between your old listing expiring and your new listing launching should be zero. Every day of

gap costs you buyers.

Part 3: Preparation Priority List (Ranked by ROI)

Not every improvement is worth making. This list ranks fixes by impact on sale price and buyer perception.

Tier 1: High Impact, Low Cost

Fix Est. Cost Impact Priority

Deep clean entire home $300-500 Very High Must Do



Paint main rooms (neutral) $1,500-2,500 Very High Must Do

Declutter and depersonalise $0 (DIY) Very High Must Do
Landscape tidy-up / curb appeal $500-1,000 High Strongly Recommended
Update light fixtures $200-400 High Strongly Recommended

Tier 2: Moderate Cost, Strong Return

Fix Est. Cost Impact Priority

Kitchen cabinet refresh $2,000-4,000 High Recommended
Bathroom updates $1,500-3,000 High Recommended
Floor refinishing (hardwood) $3,000-5,000 Moderate-High Property Dependent

Tier 3: Rural Caledon Specifics

Fix Est. Cost Impact Priority

Well water test + documentation $200-400 Very High Must Do

Septic inspection + records $300-500 Very High Must Do

Fence repair/replacement $1,000-3,000 High Recommended
Driveway grading/resurfacing $2,000-5,000 High Strongly Recommended
Barn/outbuilding cleanup $500-2,000 Moderate Recommended

Money Waster Alert: Full kitchen renovations, roof replacements, and major additions rarely return their cost.
Focus on presentation, not transformation.

Part 4: Marketing Requirements for Relisted Homes

A relisted home must look and feel like a brand new listing. Here is the minimum standard Kevin Flaherty applies to every
expired listing takeover.

Visual Assets

o Professional photography: HDR, wide-angle, twilight exterior shots. Minimum 25 photos.
o Aerial/drone footage: Essential for rural properties to show lot depth, outbuildings, and privacy.
¢ Video narrated VR animated online showing: A guided virtual tour with voiceover. Not a slideshow. A produced video.

¢ Social media cut-downs: 30-second and 60-second versions for Instagram Reels, Facebook, TikTok.

Distribution

e MLS®: Properly categorised with correct property type and keyword-optimised description.

¢ Social media advertising: Geo-targeted to GTA buyers interested in Caledon.



o Database marketing: Direct email to 2,300+ active buyers, segment-matched by price and type.

o Agent-to-agent: Personal outreach to agents who recently sold in your micro-market.

Kevin Flaherty's Note: "I am not aware of any other team in the industry worldwide that produces video
narrated VR animated online showings at this level. In a market where buyers are relocating from the city, this is
the difference between a click and a pass."

Part 5: Negotiation Tactics for Stale Listings

When your home has been on the market for months, buyers think they have leverage. They don't — if you have the right
strategy.

Handling Lowball Offers

A lowball offer on a stale listing is not an insult. It is a test. The buyer wants to know how desperate you are. Your response
tells them everything.

The Counter Strategy: Never reject a lowball offer outright. Counter at a price that reflects true market value,
supported by fresh comparable data. This signals confidence. Kevin Flaherty has turned $200,000-below-asking
offers into full-price sales.

Multiple Offers on a Relisted Home
If the relaunch works, you may receive multiple offers within 14 days. Kevin Flaherty manages this with:

e Structured response deadline (creates urgency)
e Transparent communication about offer count
e Best-and-final round if appropriate

e Condition evaluation: price, closing date, deposit, buyer qualification

Managing Conditions
Buyers of stale listings add more conditions. The strategy:

e Pre-listing inspection to remove the inspection condition
e Pre-approval documentation requested with offers
e Appraisal support package: comparable sales, improvement list

e Flexible closing to accommodate buyer timelines

Part 6: Interviewing Your Next Agent

Before you sign with any agent to relist your Caledon home, conduct this interview.

The 10 Essential Questions

1. How many homes have you sold in Caledon in the last 12 months?

The answer should be specific. "A few" means they don't specialise. Kevin Flaherty sells homes across every Caledon
community monthly.



2. Can you show me examples of expired listings you successfully relaunched?

Ask for addresses, DOM before and after, and final sale prices. Generic agents have no examples. Specialists have case
studies.

3. What is your buyer database size?

Flaherty's database: 2,300+ active buyers. Segmented by price, area, and property type. A managed CRM with active

engagement.

4. What platforms will my home appear on besides MLS®?

answer.

5. What video assets will you produce?

Look for: professional video walkthrough, drone footage, social media cut-downs. "We'll take photos" is insufficient in 2026.

6. How do you handle showings and feedback?

7-day access? Flexible hours? Real-time feedback? A dedicated showing coordinator? If the agent handles showings
personally, they are too small.

7. What is your pricing strategy for relisted homes?

Look for: fresh comparable analysis, micro-market positioning, strategic price points. Avoid agents who say "We'll start high
and see what happens."

8. What preparation recommendations will you make?

Room-by-room assessment? Contractor referrals? ROI-ranked list? Staging consultation? The agent should have a process.

9. How do you market to relocating GTA buyers?

Caledon's buyer pool is heavily GTA-relocation. The agent must have a specific strategy: geo-targeted ads, relocation
partnerships, VR showings.

10. What is your average sale-to-list price and days on market?

Flaherty's numbers: 99.2% sale-to-list. 52% faster than market average. If the agent cannot provide statistics, they are not
tracking performance.

Download the full interview framework at flaherty.ca/10questions

Part 7: Caledon Market Specifics

Caledon is not a single market. It is a collection of micro-markets, each with different buyer profiles and selling strategies.

Bolton

Most urbanised part of Caledon. Townhouses, semi-detached, detached. Buyer pool: first-time buyers priced out of Brampton,
young families, commuters. Key selling points: Highway 50 proximity, GO Transit, newer construction. Marketing focus:
affordability vs. Brampton/Mississauga.

Palgrave

Equestrian and estate country. Larger lots, rural character. Buyer pool: horse owners, privacy seekers, downsizers. Key
selling points: acreage, barns, trails. Marketing focus: lifestyle, not square footage.



Caledon East

Small-town feel with modern amenities. Mix of older homes and new subdivisions. Buyer pool: families, local downsizers. Key
selling points: schools, community centre, local shops. Marketing focus: community and convenience.

Cheltenham, Inglewood, Alton, Belfountain

Heritage and village communities. Older homes with character. Buyer pool: heritage enthusiasts, remote workers, empty
nesters. Key selling points: charm, walkability. Marketing focus: uniqueness and lifestyle.

Rural Caledon

Acreage, farms, estate properties. Buyer pool: hobby farmers, equestrians, investors. Key selling points: land, outbuildings,
agricultural potential. Marketing focus: income potential and privacy.

Critical Mistake: Pricing a rural estate using Bolton comparables, or marketing a Bolton townhouse to
equestrian buyers. Micro-market expertise is non-negotiable.

Part 8: Your Action Plan

Immediate Actions (This Week)

Oschedule exit interview with Kevin Flaherty: 226-270-6433

|:|Request fresh comparable sales analysis for your micro-market

Ocomplete the 7-point diagnostic in this guide

OGather all documentation: well records, septic reports, surveys, zoning

Oidentify 3-5 preparation priorities from the ROI-ranked list
Short-Term Actions (Weeks 1-2)

Ocomplete high-impact, low-cost prep (clean, paint, declutter)

Oschedule professional photography and video production

OFinalise pricing strategy with micro-market data

Oprepare listing description targeting the right buyer segment
Launch Actions (Week 3)

OGo live with upgraded marketing launch

Oactivate social media ad campaigns

OEmail buyer database announcement



Oimplement 7-day showing schedule with feedback collection
Negotiation Actions (Weeks 4+)

OReview all offers with comparable-backed pricing

Ocounter lowball offers with confidence

[OManage conditions strategically

Ocoordinate closing with all parties

52%

Faster than market average

99.2%

Sale-to-list price achieved

2,300+

Buyers in active database

Ready to Relaunch?

Your Caledon home deserves a second chance.
226-270-6433
kevin@flaherty.ca
170 Lakeview Crt #3a, Orangeville, ON LOW 3R3

Serving: Bolton, Palgrave, Caledon East, Cheltenham, Inglewood, Alton, Belfountain, Terra Cotta, Mono Mills, Mayfield West, and rural
estates throughout Peel Region.

© 2026 Kevin Flaherty | flaherty.ca/caledon-home-evaluation



