Shelburne Value Boosters Guide

Flaherty.ca Home Selling System Team « Kevin Flaherty « 226-270-6433

Use this guide before spending on repairs, upgrades, staging, documentation, or pre-list marketing in Shelburne.

How to choose improvements that actually add value before
selling in Shelburne

The strongest pre-sale improvements are not always the most expensive projects. The right improvements make the home easier to
trust, easier to compare, easier to photograph, easier to show, and easier for a buyer to defend when writing an offer. Use this guide
to decide what to repair, refresh, stage, document, market, or leave alone before listing in Shelburne.

Shelburne April 2026 market context: average sold price $691,750; median sold price $695,000; average days on market 36;
sale-to-list-price ratio 96%; active listings 75; new listings 32. Detached homes averaged $756,750 with a $712,500 median. Use
these numbers as context, not as a substitute for a property-specific valuation.

Buyer confidence Will this reduce fear, uncertainty, inspection risk, or Repair, document, or disclose clearly.
negotiation pressure?

First impression Will this improve the first photo, entry, smell, light, or Clean, paint selectively, improve lighting, and tidy curb
emotional response? appeal.

Room clarity Will buyers understand how the space is used and how traffic ~Declutter, stage, label, photograph, and explain through
flows? VR narration.

Price support Will this help justify the target list price against current Use a valuation review, upgrade sheet, and comparable
alternatives? analysis.

Net return Will the likely value increase exceed the cost, delay, and risk?  Proceed only if the project passes the return test.

1. Strategy and value target checklist
O Clarify the likely list-price range before choosing projects.
O Compare the home with active Shelburne listings in the same price band.
O Compare detached results separately when the home is detached.
O Identify whether the buyer is likely a commuter, move-up buyer, downsizer, investor, or relocating family.
[ List the top five buyer objections before spending money.
O Separate required repairs from optional upgrades.
O Estimate project cost, timeline, disruption, and likely buyer impact.
O Avoid projects chosen only because the seller personally likes them.
O Decide which improvements must be completed before photography.
O Decide which improvements can be handled through staging instead of renovation.
O Decide which items should be disclosed, documented, or priced around.
O Check whether the improvement changes the first impression online.
O Check whether the improvement supports the home's strongest value story.
O Create a written priority list before contacting contractors.
O Confirm whether the project affects showability in the first week.
[ Set aside budget for cleaning, staging, and media rather than spending all funds on materials.
O Review neighbourhood expectations for the relevant Shelburne pocket.
O Ask whether a buyer would notice the improvement without being told.
O Ask whether the improvement reduces a likely inspection issue.

O Ask whether the improvement creates a measurable marketing point.

2. Repair and maintenance confidence checklist
O Repair leaking taps and visible plumbing drips.
O Correct slow drains where practical.
O Replace missing, loose, or damaged handles.
O Repair loose handrails and stair concerns.
O Fix damaged trim that appears in major sightlines.
O Patch wall damage before selective painting.

O Replace burned-out bulbs throughout the home.
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O Use consistent light temperature in key rooms.

O Clean or repair bathroom exhaust fans.

O Address caulking gaps around tubs and showers.

O Clean grout or regrout high-visibility areas.

O Repair running toilets.

O Tighten cabinet hinges and adjust doors.

O Repair closet doors and sliding tracks.

O Check smoke and carbon monoxide alarms.

O Clean furnace area and replace filters.

[ Organize utility-room access for showings.

[ Gather receipts for major repairs and servicing.

O Document roof age if known.

O Document furnace, air conditioner, and water heater age if known.
O Check attic or basement moisture clues before cosmetic spending.
O Correct trip hazards at entry and walkway areas.

O Improve exterior lighting at entry points.

O Clean gutters or note recent service where relevant.

O Remove signs of deferred maintenance from the garage.

O Repair fence, gate, or deck issues that create safety concerns.

O Confirm appliances are clean and functioning.

O Decide whether older appliances should be replaced or simply documented.

3. Cleaning, decluttering, and presentation checklist

O Deep clean kitchen counters, sink, backsplash, and appliance faces.
O Clean inside appliances that buyers may open.

O Clean bathroom grout, glass, mirrors, and fixtures.

O Clean windows and tracks where accessible.

O Dust light fixtures, vents, ceiling fans, and ledges.

O Wash baseboards and door trim.

0 Remove pet odours and visible pet wear.

[ Reduce closet contents by at least one third.

O Clear basement storage walkways.

O Organize garage walls, tools, bins, and seasonal items.

0 Remove excess small appliances from counters.

O Remove personal paperwork and valuables.

O Reduce refrigerator magnets, notes, and visual clutter.

O Simplify bookshelves and display surfaces.

O Use storage bins that stack neatly.

O Remove furniture that blocks traffic flow.

O Create a clean entry sequence from door to main living area.
O Make mudroom, laundry, and storage zones easy to understand.
O Freshen bedding, towels, and soft goods.

O Use neutral scents and avoid heavy fragrance.

O Prepare the home for both photos and live showings.

O Create a showing-day reset checklist for the seller.

O Keep garbage, recycling, and pet items out of key sightlines.

O Ensure every room has a clear purpose before media day.
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4. Light, paint, curb appeal, and staging checklist

O Paint only where colour, damage, or patch marks distract buyers.

O Choose neutral colours that photograph cleanly.

O Touch up trim where scuffs are obvious.

O Clean or replace worn switch plates.

O Replace dated or damaged hardware only when it creates visual friction.

O Improve under-cabinet or task lighting where cost-effective.

O Open blinds and remove window coverings that block light.

O Stage the living room around conversation and flow.

[ Stage the kitchen to show workspace rather than clutter.

[ Stage the primary bedroom to feel calm and spacious.

[ Stage spare rooms as bedrooms, office, or flex space with intention.

[0 Stage basement zones for storage, recreation, gym, office, or teen use.

O Create a defined outdoor sitting or dining zone when possible.

O Clean front door, porch, steps, and railings.

[0 Add seasonal planters if the entry looks bare.

O Trim lawn edges and tidy garden beds.

O Remove broken outdoor furniture and unused items.

O Power wash surfaces where dirt affects first impression.

[0 Make house numbers visible and clean.

O Tidy driveway, garage door, and parking areas.

O Check whether curb appeal matches the list-price expectation.

O Show lot function for kids, pets, entertaining, and storage.

O Use staging to clarify awkward rooms instead of pretending they do not exist.

O Confirm staging supports the buyer profile most likely to purchase.

Room-by-room improvement worksheet

Use this table as a working worksheet. The goal is not to make every room perfect. The goal is to decide what makes the home easier
to trust and easier to choose. Mark each area as repair, clean, stage, document, market, or leave alone.

_ Highest-value focus Seller note

Entry

Kitchen

Living room

Dining area

Primary bedroom
Bedrooms
Bathrooms
Basement

Laundry / mechanical
Garage / driveway

Exterior / yard

Documents

Clean door, lighting, shoes/coats, sightline, first smell.

Cleanliness, counter space, hardware, lighting, appliance
condition, storage.

Furniture scale, traffic flow, light, focal point, family function.

Seating capacity, connection to kitchen, natural light, clutter
reduction.

Calm presentation, bed scale, closet clarity, window light.
Purpose, closet function, flooring, lighting, flexibility.

Caulking, grout, mirrors, ventilation, hardware, cleanliness.
Moisture confidence, storage, finished potential, recreation use.
Access, labels, service records, cleanliness, utility confidence.
Parking, storage, door function, seasonal clutter, tools.

Curb appeal, entry, privacy, deck/patio, pet/kid use,
maintenance.

Receipts, warranties, permits, upgrades, utility costs, rental
items.

5. Kitchen and bathroom value checklist
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O Confirm cabinet doors and drawers open properly.

O Tighten pulls and handles.

O Declutter counters to show workspace.

O Clean sink, faucet, backsplash, and range hood.

O Check under-sink areas for evidence of leaks.

O Replace only the most distracting hardware if needed.

O Clean inside oven, fridge, microwave, and dishwasher.

0 Remove excess items from pantry and cupboards.

O Improve kitchen lighting where practical.

O Make dining connection clear in photos and showing flow.
O Avoid a rushed full kitchen renovation without return testing.
[ Use staging to show coffee, prep, and entertaining zones.
[ Replace stained shower curtains and worn bath mats.

O Re-caulk tubs, showers, and sinks where needed.

O Clean or repair grout lines.

O Check toilets for running or rocking.

O Improve bathroom mirror and vanity lighting.

O Clear personal products before photography.

O Show linen storage neatly.

O Repair damaged towel bars, toilet-paper holders, and hooks.
O Check ventilation and odour control.

O Use fresh towels for media and showings.

O Document recent bathroom updates if completed.

O Avoid high-end bathroom finishes that exceed neighbourhood expectations.

6. Basement, storage, mechanical, and exterior checklist

0 Make basement access clear and safe.

0 Remove musty odours before listing.

O Organize storage into labelled zones.

O Show ceiling height and practical use clearly.

[0 Keep mechanical areas clean and accessible.

[ Gather service records for major systems.

O Label rental items if applicable.

O Document water heater, furnace, air conditioner, and water softener status.
O Clarify whether basement space is recreation, office, gym, storage, or guest overflow.
0 Remove excess furniture from unfinished areas.

O Check sump pump visibility and function if applicable.

O Address visible efflorescence or moisture concerns honestly.

O Clean garage floors and remove hazardous clutter.

O Show parking capacity accurately.

O Check garage door and remote function.

O Tidy sheds, gates, fencing, and decks.

O Repair unsafe deck boards or railings.

O Trim branches affecting sightlines or exterior presentation.

O Make yard use obvious for families, pets, entertaining, or gardening.
O Clean exterior windows, siding, railings, and steps where possible.
O Remove seasonal debris from yard edges.

O Present snow, mud, or seasonal conditions realistically.
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O Highlight privacy and lot usability in the marketing package.

O Use the VR showing to explain yard and storage function.

Budget and return worksheet

A project should earn its place in the plan. Use this worksheet to rank projects by confidence impact, visibility, cost, timeline, and
net-return logic.

_ Estimated cost Confidence impact Photo / showing impact

Deep clean + windows High High Yes / No

Paint selected rooms $$ Medium to high High Yes / No

Minor maintenance repairs $to $% High Medium Yes/No

Curb appeal refresh $ Medium High Yes/No

Kitchen hardware / lighting $to $3 Medium Medium to high Yes/No

Bathroom caulk / grout / mirrors $ High Medium Yes / No

Full kitchen renovation $$%% Depends High Only if evidence
supports it

Full basement finish $$%% Depends Medium to high Usually review first

Professional staging $3$ Medium to high High Often useful

VR online showing and media $$ High High Strongly consider

7. Documentation, marketing, and launch checklist
O Prepare a dated upgrade list.
O Attach receipts for significant improvements.
O Summarize warranties and transferable coverage.
O List permit information where relevant.
O Prepare utility cost details if available.
O Clarify inclusions and exclusions before listing.
O Document rental items and monthly costs.
O Gather appliance model or age information when useful.
O Write feature notes in buyer-benefit language.
O Rank the top five value messages for listing copy.
O Make sure the first photo communicates the strongest value point.
[ Use captions or copy to explain upgrades that are not obvious.
O Prepare the home for professional photography.
O Prepare the home for a Video Narrated VR Animated Online Showing.
O Use VR narration to explain layout, flow, storage, basement, yard, and upgrades.
O Confirm the online listing answers common buyer questions.
O Make the upgrade list available for serious buyers.
O Prepare showing instructions that protect the home’s best presentation.
O Create a first-72-hours monitoring plan.
O Track views, saves, inquiries, showing requests, and feedback.
O Compare response to active competition after launch.
[ Diagnose weak response before changing price.
O Use evidence rather than panic when adjusting strategy.

O Review feedback with Kevin before spending more after listing.

8. Final pre-list seller reset checklist
O Walk from curb to front door as a buyer.

O Check the first smell inside the home.
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O Open every closet a buyer might open.

O Turn on every light before media and showings.

O Remove laundry, dishes, garbage, and personal items.
O Clear pet items, litter, toys, beds, and odours.

O Set thermostat for comfort.

O Open blinds and curtains for light.

O Put valuables, medication, and documents away.

O Clean mirrors and glass surfaces.

O Make beds and straighten pillows.

O Wipe counters and sinks.

O Hide cords and charging clutter.

O Tidy children’s rooms without removing purpose.

O Clear basement pathways.

O Check yard gates and exterior doors.

O Sweep porch, steps, and entry.

O Move vehicles for photos if needed.

O Review showing feedback after each block of activity.
O Avoid adding new projects without strategy.

O Keep receipts together for buyer confidence.

O Keep the home ready for second showings.

O Refresh staging if online response is weaker than expected.

O Book a review before changing price or relaunching.

When to call Kevin before spending

Call Kevin before spending if the project is expensive, delays the launch, changes the buyer profile, affects inspection risk, or is mainly
cosmetic. A strategy review can help you decide whether the next dollar should go to repair, cleaning, staging, documentation,
pricing, or stronger media.

Next step: book a Shelburne home evaluation or strategy call before committing to major projects. The goal is to protect your net,
not to create a longer renovation list.

Shelburne home evaluation You want a property-specific value range and improvement priority list.
Kevin's calendar You want to discuss timing, project choices, pricing, or launch strategy.
Seller services page You want to understand the full Flaherty.ca Home Selling System, including professional marketing and

VR online showings.

Final pre-list call worksheet

Before booking the final strategy call, use this worksheet to summarize the decisions that affect your launch plan, pricing confidence,
and time-on-market risk in Shelburne.

Decision area Your notes

Target launch window

Maximum improvement budget before listing

Projects already completed

Projects still being considered

Items to repair, disclose, or document

Top three buyer objections to solve

Photos, receipts, warranties, or permits to
gather

Questions for Kevin before spending more
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