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SHELBURNE SELLING TIMELINE GUIDE

How Long Does It Take to Sell a House in Shelburne, Ontario?

30 Days
Shelburne Market Average DOM

~14 Days
Kevin's Average Days on Market

52% Faster
Than the Market Average

99.2%
Sale-to-List Ratio

Selling your Shelburne home involves four distinct phases — from pre-list preparation through to closing day. This

guide breaks down every phase, gives you the real TRREB-based numbers, and shows you exactly what you can

control to compress your timeline without sacrificing your sale price.

Kevin Flaherty has been selling homes in Shelburne and Dufferin County for 30+ years. His system achieves a

99.2% sale-to-list ratio and sells homes 52% faster than the Shelburne market average.

WHAT'S INSIDE THIS GUIDE

• The 4 phases of a Shelburne home sale — with real timelines for each
• Market benchmark data from TRREB Q4 2025
• How each phase affects your total timeline
• 7 timeline-killing mistakes Shelburne sellers make
• Neighbourhood-by-neighbourhood DOM comparison
• A 30-step timeline checklist from decision to closing day
• How to get a free personalized timeline plan from Kevin

Kevin Flaherty
Broker — Flaherty.ca | 30+ Years in Dufferin County
Top 1% in Canada | RECO Licensed | TRREB Member
226-270-6433 | kevin@flaherty.ca | flaherty.ca

Get Your Free Shelburne Home Evaluation
Kevin will provide your current market value, a recommended list price, and a personalized timeline plan — no

cost, no obligation.

flaherty.ca/homeeval
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Shelburne Market Timeline — 2026 Benchmarks
These numbers are your baseline from TRREB Q4 2025 data. Every decision you make as a seller either moves

these numbers in your favour or against you.

Metric Shelburne Average Kevin's Average What It Means

Days on Market (DOM) 30 days ~14 days List date to accepted offer

Pre-List Preparation 14–21 days 7–10 days Declutter, clean, repair, stage, photo

Conditional Period 7–14 calendar days 7–10 calendar days Buyer financing & inspection

Closing Period 30–60 days 30–45 days Legal, discharge, key handover

Total Timeline 75–125 days 55–75 days Decision to close

Sale-to-List Ratio 97% 99.2% Actual vs. list price received

Average Sale Price ~$800,000 ~$800,000+ Q4 2025, all property types

Shelburne vs. Comparable Dufferin County Markets

Community Avg Price (Q4
2025)

DOM SP/LP Buyer Profile

Orangeville $960,000 22 days 97% Local move-up, GTA commuter

Mono $1,250,000 38 days 95% Estate, rural lifestyle

Shelburne ★ ~$800,000 30 days 97% Affordability-driven, GTA commuter

Grand Valley $720,000 45 days 96% Entry-level, rural

Amaranth $1,100,000 55 days 94% Rural acreage, lifestyle

★ Shelburne's 30-day average reflects strong GTA buyer demand balanced against a smaller local buyer pool than Orangeville.
Well-prepared, correctly priced Shelburne homes regularly match Orangeville's 22-day pace.
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The 4 Phases of Selling a House in Shelburne
Every Shelburne home sale moves through four distinct phases. Understanding what happens in each phase — and

how long it takes — lets you plan your move with confidence.

1 Pre-List Preparation 7–21 days
Decluttering, cleaning, minor repairs, staging, professional photography, and
Kevin's VR animated showing production. This phase sets the ceiling for your
sale price and the floor for your days on market. Rushing it costs you later.

2 Active Listing
14–30
days

MLS launch, showing scheduling, buyer feedback review, and offer
management. The Shelburne market average is 30 days. Kevin's system
targets 14 days through strategic pricing, Thursday launches, and
pre-qualified GTA buyer activation.

3 Conditional Period 7–14 days
Buyer financing approval and home inspection. Most Shelburne offers
include a 5–10 business day condition period. Pre-inspecting your home
before listing can shorten or eliminate this phase entirely.

4 Closing Period
30–60
days

Legal review, mortgage discharge, title transfer, requisitions, final
walkthrough, and key handover. The closing date is negotiable — Kevin
builds your preferred date into the offer terms from the start.

Phase-by-Phase Timeline Summary

Phase Duration Key Activities Timeline Risk

Pre-List Prep 7–21 days Declutter, clean, repairs, staging, photos,
VR tour, pricing strategy

Rushing adds DOM later

Active Listing 14–30 days MLS launch, showings, feedback review,
offer negotiation

Overpricing = #1 DOM killer

Conditional
Period

7–14 days Financing approval, home inspection,
condition waiver

Undisclosed defects trigger re-negotiation

Closing 30–60 days Lawyer review, mortgage discharge, title
search, key handover

Missing docs delay closing

Total Timeline 58–125 days Decision to close. Kevin's system
targets 55–75 days total.
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How Each Phase Affects Your Total Sale Timeline
Every phase has controllable and uncontrollable variables. Here is what you can do in each phase to protect your

timeline and maximize your sale price.

Phase Speeds Up Timeline Slows Down Timeline Kevin's Approach

Pre-List Prep Move-in ready; photos
booked during prep; VR
tour produced before
launch

Waiting to declutter;
DIY photography;
last-minute repairs

Systematic 7–10 day checklist; media team booked during
prep week

Pricing Strategy Priced at market;
targets $25K search
filter thresholds

Overpriced 3–5%;
misses buyer search
filters; 21-day stale
effect

TRREB comparable analysis; price to active GTA buyer
pool ceiling

Launch Day Thursday listing;
pre-qualified buyer
database activated;
offer date set

Monday–Tuesday
listing; no pre-launch
buyer activation

Thursday launch standard; GTA buyers notified 48 hrs
before MLS

Showing Phase Confirmed within 2
hours; show-ready in 30
min; daily feedback
review

Delayed confirmations;
restricted hours;
feedback ignored

Automated showing system; daily feedback; weekly
strategy review

Offer
Negotiation

Offer date creates
urgency; closing date
matches seller needs

One-at-a-time offers;
delayed responses;
closing date mismatch

Offer date strategy; 24-hour response protocol

Conditional
Period

Pre-listing inspection;
lawyer retained before
listing

Undisclosed defects; no
lawyer retained;
financing issues

Pre-inspection recommended; lawyer referral at listing
appointment

Closing All documents ready;
mortgage discharge
arranged in advance

Missing documents;
last-minute repairs;
mortgage discharge
delays

Closing checklist at firm sale; proactive communication
with lawyers
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Sale Timeline by Shelburne Neighbourhood

Neighbourhood Typical DOM Primary Buyer Key Timeline Factor

Emerald Crossing 14–22 days GTA families, first-time
buyers

Newest stock — fastest-selling area in Shelburne

Greenbrook Village 18–25 days Move-up families, GTA
commuters

Old Ontario architecture; 40-ft lots attract space buyers

Fiddler's Glen 20–28 days Families, bungalow
buyers

Bungalows attract retiree downsizers from Orangeville

Hyland Village 18–26 days Families, first-time
buyers

Mixed product; price range attracts widest buyer pool

Summerhill 20–28 days GTA commuters, young
families

Resale only; Highway 10 access is the primary draw

Historic Downtown 25–40 days Character home buyers Smaller buyer pool; premium for walkability and heritage
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7 Mistakes That Extend Your Shelburne Sale Timeline
These are the seven most common timeline killers in Shelburne — each one adds days or weeks to your sale without

adding a dollar to your net proceeds.

1 Listing Before You Are Ready

Rushing to list before the home is properly prepared forces buyers to see the property at its worst. A home that launches before it
is ready loses critical first-week momentum and takes 15–25 extra days to sell.

2 Overpricing and Waiting for the "Right Buyer"

The most expensive timeline mistake in Shelburne. A home priced 3–5% above market sits for 35–50 days before a price
reduction — then often sells for less than the correct original price would have achieved.

3 Restricting Showing Hours

GTA buyers drive to Shelburne on weekends and evenings. A home that cannot be shown after 5 PM or on short notice loses
buyers to competing listings. Every declined showing is a potential offer that went elsewhere.

4 Not Retaining a Lawyer Before Listing

Waiting until after acceptance to find a real estate lawyer adds 3–7 business days to the conditional period. Retaining a lawyer
before listing means you can respond to offers within 24 hours.

5 Ignoring the 21-Day Stale Listing Signal

A listing with no offer within 21 days is signalling a problem — usually price. Waiting 30–45 days before adjusting allows the listing
to go stale. A 2–3% adjustment at day 21 resets buyer interest.

6 Delaying the Mortgage Discharge Process

Some lenders require 30 days written notice to discharge a mortgage without penalty. Sellers who wait until after acceptance risk
being unable to close on the buyer's preferred date — or paying unnecessary penalties.

7 Leaving Agreed Repairs to the Last Minute

Contractors in Dufferin County are often booked 2–3 weeks out. A repair not complete on closing day can delay the transaction,
trigger legal action, or force a price reduction at the worst possible moment.
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30-Step Shelburne Sale Timeline Checklist
Use this checklist to manage your Shelburne sale from the decision to sell through to closing day. Check each step

as you complete it.

PHASE 1 — PRE-LIST PREPARATION (Days 1–21)

■ 1. Understand the Shelburne market baseline — 30 days avg DOM, ~$800K avg price

■ 2. Set your target closing date and work backward to your list date

■ 3. Book a free home evaluation with Kevin — get your price range and timeline plan

■ 4. Allow 7–14 days for pre-list preparation — do not rush this phase

■ 5. Schedule professional photography and VR animated showing production during prep

■ 6. Declutter every room — remove 30–40% of furniture and personal items

■ 7. Deep clean the entire property — kitchens, bathrooms, windows, baseboards

■ 8. Address the top buyer objections — dripping faucets, sticking doors, scuffed paint

PHASE 2 — PRICING & LAUNCH (Days 14–21)

■ 9. Analyse recent SOLD data in your specific Shelburne neighbourhood

■ 10

.

Price to the active GTA buyer pool — ceiling ~$800K–$850K

■ 11

.

Check $25K search filter thresholds — price at $799,900 or $824,900 not $800K or $825K

■ 12

.

Confirm Thursday launch date for maximum weekend showing traffic

■ 13

.

Activate Kevin's pre-qualified GTA buyer database before MLS launch

■ 14

.

Set a showing window and offer date for well-prepared homes

PHASE 2 — ACTIVE LISTING (Days 21–51)

■ 15

.

Respond to showing requests within 2 hours — never decline without rescheduling

■ 16

.

Ensure the home is show-ready within 30 minutes at all times

■ 17

.

Review showing feedback with Kevin within 24 hours of each showing
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■ 18

.

At day 21 with no offer — review pricing with Kevin and adjust if needed

■ 19

.

Evaluate all offers within 24 hours — even if the response is a counter-offer

PHASE 3 — CONDITIONAL PERIOD (Days 51–65)

■ 20

.

Negotiate closing date to match your timeline — it is fully negotiable

■ 21

.

Confirm your lawyer has received the Agreement of Purchase and Sale

■ 22

.

Accommodate the buyer's home inspection — typically 2–3 hours

■ 23

.

Respond to any post-inspection re-negotiation within 24 hours

■ 24

.

Confirm your mover's availability for the closing date

PHASE 4 — CLOSING (Days 65–125)

■ 25

.

Contact your lender to initiate mortgage discharge — allow 30 days if required

■ 26

.

Respond to buyer lawyer requisitions within 48 hours

■ 27

.

Complete all agreed-upon repairs at least 5 business days before closing

■ 28

.

Sign closing documents with your lawyer 1–2 business days before closing

■ 29

.

Accommodate the buyer's final walkthrough 24–48 hours before closing

■ 30

.

Transfer utilities and cancel home insurance effective on closing day — not before



SHELBURNE SELLING TIMELINE GUIDE Kevin Flaherty | 226-270-6433 | flaherty.ca

Kevin Flaherty — Broker | Flaherty.ca Home Selling System | 170 Lakeview Court, Orangeville, ON | 226-270-6433
flaherty.ca | kevin@flaherty.ca | Free home evaluation: flaherty.ca/homeeval

Page 9

Frequently Asked Questions — Shelburne Sale Timeline

Q: How long does it take to sell a house in Shelburne, Ontario?

A: Shelburne homes average 30 days on market (TRREB Q4 2025). Total time from decision to close is typically 60–90
days including pre-list prep and closing period. Kevin's system targets 55–75 days total.

Q: What is the fastest a house can sell in Shelburne?

A: Well-prepared, correctly priced homes have sold in 5–7 days on market with Kevin's system. Kevin's average is 52%
faster than the market — approximately 14–16 days on market.

Q: What slows down a Shelburne home sale the most?

A: Overpricing at list (adds 15–30+ days), incomplete preparation, delayed showing responses, and not having a lawyer
retained before listing are the top four timeline killers.

Q: Does the season affect how long it takes to sell in Shelburne?

A: Yes. Spring (March–May) and fall (September–October) average 20–25 days DOM. Winter (December–February)
averages 35–45 days. Summer is moderate at 25–32 days.

Q: How long does the conditional period last in Shelburne?

A: Most offers include a 5–10 business day conditional period for financing and inspection — approximately 7–14
calendar days. A pre-listing inspection can shorten or eliminate this phase.

Q: How does Kevin's system reduce the sale timeline?

A: Kevin compresses every phase: 7–10 day prep checklist, VR animated showings attract GTA buyers before MLS
launch, strategic pricing targets the largest buyer pool, and a pre-qualified buyer database activates demand on day one.
Result: 52% faster than market average.

Q: Should I sell before or after buying my next property?

A: Most Shelburne sellers benefit from selling first. Selling first eliminates the risk of carrying two mortgages and gives you
a firm budget for your next purchase. Kevin negotiates a closing date that gives you time to find your next home after the
firm sale.
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Ready to Plan Your Shelburne Sale Timeline?

Kevin Flaherty provides a free, no-obligation home evaluation and a personalized timeline plan based on

your specific property, neighbourhood, and goals.

flaherty.ca/homeeval | 226-270-6433 | kevin@flaherty.ca

Book a call: flaherty.ca/kevinscalendar

Book a Zoom: flaherty.ca/kevinscalendar-zoom

Data sourced from TRREB Q4 2025. Market conditions change — contact Kevin for current data. This guide is for informational purposes
only and does not constitute legal or financial advice. Kevin Flaherty is a RECO-licensed Broker in Ontario.


