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1. Mono selling timeline: public DOM is only one part of the calendar

TRREB reported 41 average days on market for Mono in April 2026, but a real seller timeline includes pre-listing preparation, the public marketing period, offer conditions, and the
negotiated closing window. Use this workbook to decide what to prepare before launch, how to read first-week buyer signals, and what to review with Kevin before choosing a listing date.

AVG DOM

41

listed days

April 2026 Mono metric

Sales

Average sale price

Median sale price

New listings

Active listings

Average days on market

Sale-to-list ratio

Timeline stage

Preparation

Public marketing

Offer / conditions

Firm sale / closing

Mono seller variable

Acreage and setting

Rural services

Condition and presentation

Competition

Buyer education

SP/LP SALES AVG PRICE MEDIAN ACTIVE
96% 8 $1.38M $1.477M 51
sale/list ratio April sales market context midpoint sale alternatives
Result Timeline meaning for sellers
8 Low monthly volume means your estimate should combine market data with property-specific competition rather than relying on one average.

$1,380,000 Useful context, but not a formula for your asking price because Mono properties vary widely by land, setting, services, and condition.
$1,477,500 Many buyers are evaluating substantial estate, acreage, or lifestyle purchases, so confidence and clarity affect decision speed.

25 Fresh supply affects urgency and how quickly buyers respond to your launch.

51 Buyers had alternatives at month end; unclear value or weak presentation can extend days on market.

41 Core benchmark: roughly six weeks from public launch to sale on average, excluding preparation and closing.

96% The average seller did not receive full asking price, so defensible pricing and negotiation planning matter.

What happens

Documents, repairs, presentation, pricing evidence, launch plan.

Listing, online showing, showings, questions, feedback, first-week
signal review.

Negotiation, deposit, inspection, financing, septic, well, insurance,
appraisal, legal review.

Moving, lawyer, mortgage discharge, utilities, adjustments,
nnssessinn Inaistics

Why it changes days on market

Buyers need to understand usability, privacy, access, views,
maintenance, and lifestyle value.

Unknown septic, well, water, heating, or utility facts can
slow due diligence.

Visible uncertainty creates delay even when the price is
reasonable.

Buyers compare your home with the active alternatives they
can book today.

Complex properties require more explanation before
buyers act decisively.

Seller focus

Remove uncertainty before buyers create it.

Create urgency while the listing is freshest.

Keep evidence ready and backups warm.

Protect the accepted deal through closing.

What to prepare

Photos, maps, exterior sequence, driveway notes, and
seasonal visuals.

Service records, test results, invoices, manuals, and clear
buyer answers.

Repair list, decluttering, system access, clean storage,
and staging.

Current active list, recent sales, value drivers, and
objections.

VR tour, floor plans, listing copy, feature sheet, and
document folder.

Typical friction to prevent

Missing rural records or rushed photos.

Weak price story or unclear value.

Condition extensions or re-trading.

Late document or repair surprises.

Kevin review point

Which land features should be explained before

showings?

Which records reduce conditional-sale risk?

Which fixes build confidence without wasting time?

Is the launch price defensible this week?

How will the online showing shorten decision time?

Ready for a property-specific Mono selling timeline?

Call or text Kevin at 226-270-6433 before choosing your launch date. Bring this workbook so Kevin can review preparation, price position, buyer demand, VR presentation,
first-week signals, and the realistic path to a firm sale.
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2. Preparation timeline table: work backwards from your preferred launch week

When

21-30 days before

14-21 days before

10-14 days before

7-10 days before

3-7 days before

Launch week

Offer / conditions

Seller tasks

Clarify whether speed, price, convenience, certainty, or balance
matters most. Start records and launch-window planning.

Collect septic, well, water, propane, WETT, survey, permits, tax,
utility, renovation, and maintenance records.

Prioritize visible repairs, declutter storage, organize mechanical
rooms, and improve access to outbuildings.

Prepare exterior, driveway, landscaping, lighting, staging, and
weather-sensitive presentation.

Approve pricing logic, listing details, showing rules, inclusions,
exclusions, and key answers.

Keep the home show-ready, track questions, and respond quickly
to feedback.

Use prepared documents, respond with evidence, and keep
backup interest warm.

Kevin / marketing tasks

Review property type, buyer pool, current competition, and likely
value range.

Build the rural-property question list buyers and agents are likely to
ask.

Separate confidence-building improvements from low-return
projects that waste time.

Plan media timing around light, grounds, access, and the strongest
property story.

Create copy, floor-plan context, online showing flow, and launch
package.

Monitor views, saves, inquiries, showing quality, and repeated
objections.

Compare offer quality, deposit, conditions, closing date, and buyer
strength.

Risk if skipped

Launch date becomes rushed or price is set without
enough evidence.

Buyers may extend conditions, renegotiate, or delay
because records are incomplete.

Photos and showings create avoidable doubt about
maintenance or care.

Listing fails to show land, privacy, views, or lifestyle
value clearly.

First-week buyers may not understand the value or
the property's fit.

Weak signals remain uncorrected until the listing
begins to feel stale.

A conditional sale can turn into a second negotiation
or collapse.

Property-document checklist for Mono sellers

[ ] Well records, water treatment details, pump information, and potability testing.

[ 1 Septic system location, service, inspection, and pumping information.

[1Propane, oil, gas, hydro, generator, heating, cooling, and utility records.

[1Survey, site plan, permits, zoning notes, easements, and conservation details.

[ ] Taxes, rental contracts, inclusions, exclusions, fixtures, and chattels.

[1Insurance, appraisal, financing, inspection, and lawyer questions anticipated.

Before launch

Exterior / access

Systems / records

Media package

Pricing logic

Seller action

Clear driveway, paths, gates, sheds, barns, garages, and key
exterior viewpoints.

Put rural service records into one folder before MLS

exposure.

Prepare floor plans, VR, photos, feature notes, and
property-page context together.

Confirm active alternatives, recent sales, and first-week
review trigger.

[ 1WETT, fireplace, wood-stove, chimney, and fuel-appliance information if applicable.

[ 1 Renovation receipts, warranties, manuals, invoices, and maintenance logs.

[ ] Outbuilding, barn, workshop, pool, driveway, fencing, and access notes.

[10One folder prepared for Kevin, buyer agents, and conditional-sale due diligence.

Buyer confidence gained

Buyers can judge setting and utility quickly.

Questions can be answered during the first showing cycle.

The online story feels complete before a buyer visits.

The price feels intentional and defensible.

If incomplete

Access issues create doubt during showings.

Conditions become longer and more fragile.

Buyers may not understand the value.

A late correction may waste launch momentum.

Mini worksheet: launch readiness

Preferred launch week:

Documents still missing:

Buyer questions Kevin should pre-answer:

Flaherty.ca | Mono Selling Timeline | Kevin Flaherty

Deadline that cannot move:

Repairs that affect confidence:

Weather or seasonal issue to plan around:
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3. Phase-by-phase checklist: shorten delay before buyers create it

Phase 1 - selling window

[1Review 41 DOM, 8 sales, 96% SP/LP, and 51 active listings.

[]1Separate prep time, exposure, conditions, and closing.

[1Name the property type and likely buyer profile.

[1Choose priority: speed, price, convenience, certainty, or balance.

[ 1 Write earliest safe launch week and latest acceptable closing.

[1Ask Kevin if the desired timeline is realistic today.

Phase 3 - remove friction

[ 1 Gather septic, well, water, heating, tax, survey, and permit records.

[1Organize mechanical rooms, sheds, barns, garages, and workshops.

[ 1 Fix visible maintenance issues that create doubt.

[1Prepare answers for insurance, inspection, financing, and appraisal.

[1Label buyer-relevant systems and service areas.

[ 1 Make rural property facts easy to verify.

Phase 5 - read signals

[1Track views, saves, inquiries, showings, agent comments, and objections.

[ 1 Compare showing quality with the expected buyer pool.

[]1Separate price resistance from presentation or document issues.

[ 1 Review competing listings that launch or change price.

[1Do not wait 41 days before diagnosing weak signals.

[1Document repeated questions so Kevin can strengthen answers.

Common delay

Early warning

Missing records Buyers ask basic system questions repeatedly.

Unclear value Views do not convert into qualified showings.

Weak buyer fit Showings happen, but visitors are not the right pool.

Question If yes

Could buyer due diligence be
answered today?

Use records to shorten conditional uncertainty.

Does the online story explain the land
and layout?

Lead with the strongest differentiators.

Is the price defensible against active
alternatives?

Launch with confidence and monitor signals.
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Phase 2 - price range

[ 1 Review recent sales and active alternatives buyers can book today.

[1Adjust for land, privacy, views, condition, access, and services.

[1Do not use the $1.38M average as an asking-price formula.

[1Use 96% SP/LP to set negotiation expectations.

[1Name the price that creates urgency instead of hesitation.

[ 1 Define the first-week review trigger before launch.

Phase 4 - online showing

[1Schedule media around light, weather, grounds, and access.

[ 1 Use floor plans to explain layout, scale, flow, and measurements.

[1Show acreage, views, outbuildings, privacy, and Orangeville proximity.

[1Use Kevin's Video Narrated VR Animated Online Showing.

[1 Confirm copy, MLS facts, exclusions, inclusions, taxes, and showings.

[1Ensure webpage, photos, plans, and copy tell one value story.

Phase 6 - conditions and close

[1Review price, deposit, closing, conditions, financing, and inspection scope.

[1Use prepared documents to reduce conditional-period uncertainty.

[1Respond to septic, well, and rural-service concerns with evidence.

[ 1 Keep backup interest warm until conditions are fulfilled.

[1 Confirm legal, mortgage, utility, insurance, moving, and possession tasks.

[1Track repairs, credits, rentals, inclusions, and adjustment issues.

Pre-launch prevention

Prepare a document folder before showings begin.

Strengthen price evidence, copy, photos, VR, and feature
order.

Clarify property type, lifestyle use, and likely buyer profile.

If no

Finish document folder before launch.

Add VR, floor-plan, exterior, and location context.

Rework range before public exposure.

Kevin question

Which records will matter most here?

Does the active competition make us look strong?

Who is most likely to pay for this setting?

Kevin meeting action

Ask which records matter most for this property.

Decide what the first serious buyer must understand.

Set a first-week trigger and review date.
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4. Seasonal selling calendar for Mono

Season matters because many Mono properties sell on privacy, rolling land, trails, gardens, views, outdoor living, workshops, estate presence, and proximity to Orangeville. Preparation
usually matters more than the month, but each season changes what buyers can see, what they worry about, and how quickly they act.

Season Timeline advantage Timeline risk Seller preparation focus Question for Kevin

Spring Fresh buyer activity; landscaping and exterior More competing listings can dilute attention. Time photos around grounds, light, curb appeal, Will competition help urgency or require
presentation improve. driveway, and gardens. sharper pricing?

Summer Land, patios, pools, gardens, trails, and outdoor Vacations can slow showing response, Make access easy; highlight acreage, views, outbuildings, Which outdoor features should lead the
living show well. conditions, and decisions. and amenities. online showing?

Fall Serious buyers often want decisions before Shorter daylight and weather changes can Use strong media and explain heating, drainage, How quickly must we launch before
winter. affect media quality. maintenance, and systems. daylight and grounds change?

Winter Lower competition can help a strong property Snow can hide land, landscaping, rooflines, Use seasonal photos, floor plans, VR, utility records, and What must be explained online so winter
stand out. septic areas, and driveway details. access notes. buyers feel confident?

5. Pricing impact worksheet: decide whether the launch price creates urgency

Price posture Likely buyer behaviour Timeline impact Seller decision test

Above defensible range Buyers save the listing, wait for reductions, or choose DOM rises; negotiation power may weaken after Can Kevin defend this price against today's closest active
better-supported alternatives. repeated objections. competitors?

Defensible market range Serious buyers see logic in the value and act before someone else Best balance of exposure, urgency, and negotiating Does first-week activity show saves, qualified showings, and
does. confidence. clear interest?

Intentional speed price More buyers notice value quickly; multiple interested parties may Can reduce time, but must protect net proceeds Is the lower price strategic, documented, and supported by a
develop if demand is deep. through exposure and negotiation. plan?

Delayed correction Buyers learn to wait; agents may revisit only after a change. Lost first-week energy can be difficult to recreate. What data trigger will prompt action before the listing feels

stale?

Pricing worksheet Seller notes to complete Kevin evidence to review Timeline implication

Closest alternatives Homes buyers can book today. Active listing set and recent price changes. Directly affects urgency and showing quality.

Value drivers Land, setting, systems, upgrades, privacy, access, Which features deserve the strongest marketing emphasis. Strong value story can shorten decision time.

outbuildings.
Review trigger Views, saves, showings, objections, and offer conversations. First-week signal threshold before launch. Prevents waiting too long to adjust.
Seller priority Speed, price, convenience, certainty, or balance. Recommended strategy and negotiation posture. Guides price and condition decisions.
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6. Kevin's VR system: reduce buyer decision time before showings

Kevin's Video Narrated VR Animated Online Showing highlights key features and benefits while detailing the property, area, and surrounding amenities. For Mono, that matters because
buyers often need to understand acreage, road access, floor-plan flow, outbuildings, service systems, privacy, views, and Orangeville proximity before they commit to a serious in-person visit.

Buyer uncertainty

Layout and scale

Land and setting

Features and upgrades

Furniture and use

Buyer quality

How the VR / narrated online showing helps

Animation through a scaled VR model and floor plans helps buyers understand room flow and exact

measurements.

Narration connects the house to acreage, driveway, privacy, views, outdoor living, and nearby amenities.

The presentation names key features, improvements, benefits, and lifestyle use cases.

Rooms can be shown with and without furniture so buyers can visualize practical use.

Buyers arrive with an intimate knowledge of the property rather than a shallow photo-gallery impression.

7. First-week dashboard and pricing-review triggers

Signal to track

Views and saves

Showing quality

Agent feedback

Competition

Offer conversations

48-hour check

Exposure

Buyer certainty

First-week notes

Repeated question

Repeated objection

Competition change

Healthy pattern

Online attention is building from the right buyer pool.

Visitors understand the property and ask serious due-diligence
questions.

Feedback supports the value range or raises solvable
questions.

Competing homes make your listing look well positioned.

Buyers discuss timing, documents, deposit, and condition
structure.

What to measure

Views, saves, inquiries, agent questions, and showing
requests.

Whether questions focus on offer terms or basic unknowns.

What happened
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Warning pattern

Views without saves, or low exposure versus similar
listings.

Showings are unqualified, confused, or focused on
avoidable unknowns.

Agents repeat the same price, condition, access, or
documentation concern.

New listings or reductions make your price look stretched.

Buyers delay, wait for reductions, or avoid writing despite
interest.

Good sign

Qualified attention begins quickly.

Buyers ask about documents and timing.

Likely meaning

Buyer uncertainty is not fully answered online.

Price, condition, layout, access, or documentation may be
slowing action.

A new listing or price change can reset buyer comparison.

Timeline benefit

Fewer orientation questions and better-qualified showings.

Buyers can decide fit earlier instead of delaying for basic
context.

The value story is understood before negotiation begins.

Reduces hesitation caused by unclear room function.

Less unnecessary foot traffic and more productive first
conversations.

Action to discuss with Kevin

Improve headline, media sequence, value story, or syndication
emphasis.

Strengthen VR, floor plans, documents, copy, and buyer
qualification.

Separate a price issue from a presentation or document issue.

Re-check comparable alternatives buyers can book today.

Clarify urgency, evidence, and negotiation strategy before
momentum fades.

Adjustment if weak

Reorder media, sharpen copy, or clarify value.

Add records, VR context, floor-plan notes, or system answers.

Next action

Add records, VR context, or listing-page copy.

Decide whether to fix, explain, or reprice.

Re-check position before momentum fades.
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8. Final verification checklist and Kevin meeting scratchpad

Final verification checklist before going live

[1Price range is supported by sold evidence and today's active alternatives. [ 1 TRREB April 2026 benchmarks are understood: 41 DOM, 96% SP/LP, 8 sales, 25 new listings, 51 active listings.
[1Septic, well, water, propane, WETT, survey, permit, utility, tax, and maintenance records are organized. [1Visible repairs and confidence-building fixes are complete or clearly disclosed.
[ 1 Mechanical rooms, storage areas, outbuildings, garages, driveways, and exterior access are show-ready. [1Photography, floor plans, listing copy, and online showing all tell one consistent value story.
[ 1 Kevin's VR system explains layout, land, upgrades, area, amenities, and buyer-relevant details. [1Showing instructions, access, pets, tenants, security, inclusions, exclusions, and preferred closing are clear.
[ 1 First-week review date is scheduled before launch, not after the listing becomes stale. [1 Offer-condition risks have been anticipated with documents and answers ready.
[1Legal, mortgage, moving, utility, insurance, and closing logistics have been reviewed. [1Seller priority is written down: speed, price, convenience, certainty, or best balance.

Decision What Kevin needs Seller input Outcome

Launch timing Prep status, season, weather, competition, and deadline. Preferred week and constraints. Realistic go-live date.

Negotiation posture Price evidence, expected objections, and condition risks. Minimum acceptable priorities. Plan for offers and backup interest.

Scratchpad prompt Your note Kevin input Decision / next step

Launch window and reason Prep, season, competition, and buyer demand. Confirm go-live date.

Important deadline Closing feasibility and negotiation risk. Set acceptable closing range.

Features buyers must understand VR, copy, floor plans, and media order. Clarify marketing priority.

Documents gathered / missing Rural-service and due-diligence checklist. Finish record folder.

Known concerns or repairs Disclosure, repair, or pricing strategy. Decide before launch.

Questions for Kevin Price, timing, showings, VR, offers, and conditions. Confirm action list.

Kevin meeting topic What to bring Decision to make

Timeline Preferred launch week, closing deadline, prep status, and any life-event constraints. Whether the timeline is realistic or needs adjustment.

Price Active competitors, recent sales, value drivers, and likely buyer objections. Which price posture best balances speed and net proceeds.

Marketing Features, documents, floor-plan needs, seasonal visuals, and buyer questions. How VR, copy, photos, and showing rules should reduce decision time.

Final note Seller commitment Kevin follow-up

Before launch Complete missing records and confidence-building fixes. Confirm pricing, VR, showing rules, and review trigger.

Ready for a property-specific Mono selling timeline?

Call or text Kevin at 226-270-6433 before choosing your launch date. Bring this workbook so Kevin can review preparation, price position, buyer demand, VR presentation,

first-weerpgq@jpﬁp_égwe' redlistin petiptpzafirm sale.
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