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Mono Pricing Strategy Guide Flaherty
Kevin Flaherty, Broker | 226-270-6433 | flaherty.ca | Updated May 2026

A dense pricing worksheet for Mono sellers of estate lots, hobby farms, acreage, rural detached homes, and conservation-adjacent properties. Use it before
setting a 2026 list price so the number is supported by data, land utility, rural-service confidence, and buyer logic.

Core pricing rule. Do not price a Mono property by township average alone. Start with TRREB evidence, then adjust for pocket, usable land, well/septic
confidence, outbuildings, conservation limits, active competition, and the online story buyers will actually see.

1. Market Benchmark and Price Range

Period Sales Avg Median New Active DOM SP/LP

TRREB Apr 2026 8 $1.380M $1.477M 25 51 41 96%

Q2 2025 24 $1.421M $1.435M 90 44 39 96%

Q1 2025 5 $1.425M $1.475M 44 21 43 91%

☐ Record the exact TRREB period used for pricing.
☐ Write the current average and median only as benchmarks.
☐ List the three closest sold comparables by buyer motivation.
☐ List two active competitors buyers can choose today.
☐ List two expired/terminated listings that show rejected prices.
☐ Define your low, defendable, and stretch price positions.
☐ Identify whether the market signal is price resistance or thin sales volume.
☐ Compare Mono alternatives in Orangeville, Caledon, East Garafraxa, Mulmur, and Hockley Valley.
☐ Circle the most likely objection: price, condition, systems, documents, access, or presentation.
☐ Write one sentence explaining why the launch price is defensible.

2. Property Fingerprint Scorecard
Score each value driver from 1 to 5. A high list price needs visible proof for the factors that matter most to Mono buyers.

- ☐ House condition: 1 2 3 4 5    Proof: ____________________________ - ☐ Kitchen/bath appeal: 1 2 3 4 5    Proof: ____________________________ - ☐ Basement
utility: 1 2 3 4 5    Proof: ____________________________ - ☐ Garage/storage: 1 2 3 4 5    Proof: ____________________________ - ☐ Driveway approach: 1 2 3 4 5   
Proof: ____________________________ - ☐ Road character: 1 2 3 4 5    Proof: ____________________________ - ☐ Privacy/views: 1 2 3 4 5    Proof:
____________________________ - ☐ Usable land: 1 2 3 4 5    Proof: ____________________________ - ☐ Trees/trails: 1 2 3 4 5    Proof:
____________________________ - ☐ Outbuildings: 1 2 3 4 5    Proof: ____________________________ - ☐ Workshop/barn utility: 1 2 3 4 5    Proof:
____________________________ - ☐ Paddock/fencing: 1 2 3 4 5    Proof: ____________________________ - ☐ Well confidence: 1 2 3 4 5    Proof:
____________________________ - ☐ Septic confidence: 1 2 3 4 5    Proof: ____________________________ - ☐ WETT/wood appliance: 1 2 3 4 5    Proof:
____________________________ - ☐ Propane/mechanicals: 1 2 3 4 5    Proof: ____________________________ - ☐ Internet reliability: 1 2 3 4 5    Proof:
____________________________ - ☐ Drainage/grading: 1 2 3 4 5    Proof: ____________________________ - ☐ Survey clarity: 1 2 3 4 5    Proof:
____________________________ - ☐ Permit confidence: 1 2 3 4 5    Proof: ____________________________ - ☐ Conservation/Greenbelt limits: 1 2 3 4 5    Proof:
____________________________ - ☐ Orangeville convenience: 1 2 3 4 5    Proof: ____________________________ - ☐ Hockley Valley lifestyle: 1 2 3 4 5    Proof:
____________________________ - ☐ Prestige-pocket appeal: 1 2 3 4 5    Proof: ____________________________ - ☐ Multigenerational utility: 1 2 3 4 5    Proof:
____________________________ - ☐ Energy efficiency: 1 2 3 4 5    Proof: ____________________________ - ☐ Outdoor entertaining: 1 2 3 4 5    Proof:
____________________________ - ☐ Pool/hot tub readiness: 1 2 3 4 5    Proof: ____________________________ - ☐ Garden/landscape presentation: 1 2 3 4 5    Proof:
____________________________ - ☐ Winter access confidence: 1 2 3 4 5    Proof: ____________________________

3. Rural Documentation Before Pricing
☐ Survey, parcel record, tax bill, legal description, and lot sketch.
☐ Septic record, pumping history, age, tile-bed location, and service notes.
☐ Well record, pump details, water-treatment equipment, and water-test history.
☐ WETT certificate or wood-burning appliance details if relevant.
☐ Propane tank ownership/lease, delivery history, and average cost.
☐ Hydro, heating, internet, snow removal, and driveway maintenance costs.
☐ Roof, windows, HVAC, electrical, plumbing, insulation, and generator records.
☐ Permits and final inspections for additions, decks, pools, barns, suites, or basements.
☐ Outbuilding sizes, power, heat, water, access, storage, and condition notes.
☐ Conservation, Niagara Escarpment, Greenbelt, trail, heritage, or zoning correspondence.
☐ Insurance notes for rural structures, water, septic, wood appliances, or high-value features.
☐ Known defects and the plan for honest disclosure.
☐ Pre-list repair receipts that reduce buyer leverage during conditions.
☐ A document folder for buyers, inspectors, lenders, and appraisers.
☐ A price-support summary linking documents to value.
☐ A seller lifestyle note explaining the pocket, access, privacy, and daily convenience.

4. Comparable Selection and Adjustment Grid

Evidence Address/date Adjustment focus Result

Sold comp 1 ____________ land, systems, pocket +/- ______

Sold comp 2 ____________ condition, finish, buyer path +/- ______

Sold comp 3 ____________ outbuildings, access, privacy +/- ______

Active comp 1 ____________ current buyer choice +/- ______

Active comp 2 ____________ search-bracket pressure +/- ______

Expired 1 ____________ rejected price ceiling +/- ______

Expired 2 ____________ marketing or price lesson +/- ______

☐ Remove sales that only share the Mono label but not buyer motivation.
☐ Adjust usable land separately from total acreage.
☐ Adjust outbuildings only when the likely buyer values them.
☐ Adjust for well, septic, WETT, propane, permits, and drainage confidence.
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☐ Adjust for Orangeville convenience or deeper-rural privacy.
☐ Adjust for Hockley Valley, Island Lake, Watermark, Purple Hill, Mono Centre, Camilla, Cardinal Woods, Fieldstone, Starrview Acres, and other pocket
identity.
☐ Use active listings to test today’s buyer alternatives.
☐ Use expired listings to identify unsupported prices.
☐ Write why each comparable is better or worse than your property.
☐ Select a price band that buyers will actually search.
☐ Avoid adding an arbitrary negotiation cushion that weakens visibility.
☐ Confirm the price can be defended to buyers and appraisers.

5. Mono Sub-Community Pricing Lens
☐ Camilla: country setting plus Orangeville access; explain convenience and land utility.
☐ Cardinal Woods: estate-lot expectations; prove finish, lot presentation, and privacy.
☐ Fieldstone: detached-home appeal; price condition, polish, and buyer confidence.
☐ Hockley Village: lifestyle and valley access; explain charm, terrain, and road practicality.
☐ Hockley Valley: rolling land and trails; separate lifestyle premium from maintenance burden.
☐ Island Lake Estates: convenience plus estate space; emphasize layout and daily access.
☐ Mono Centre: central rural character; address services, zoning, acreage, and conservation context.
☐ Purple Hill: local familiarity; Kevin has lived in Mono since 1998 and understands pocket perception.
☐ Starrview Acres: estate-style presentation; support premium features with evidence.
☐ Watermark: prestige positioning; buyers expect finish, documents, and premium visual marketing.
☐ Mono Mills edge: compare carefully when buyers weigh Mono against Caledon commuter options.
☐ Write the pocket story in the listing remarks, not only in the CMA notes.

6. Launch Price and Online Story
Pricing is also a marketing promise. If the price says premium acreage, the listing must prove premium acreage before buyers book a showing.

☐ Define the most likely buyer profile.
☐ Define the second likely buyer profile.
☐ Write the top three features the best buyer will pay for.
☐ Write the top three concerns the buyer may discount.
☐ Choose the main position: convenience-plus-space, hobby-farm utility, rural privacy, prestige subdivision, or conservation lifestyle.
☐ Confirm the lead photo supports the price.
☐ Confirm aerial images explain land, access, outbuildings, and surroundings.
☐ Confirm floor plans and measurements explain layout and scale.
☐ Confirm remarks state the pocket, property type, services, and lifestyle clearly.
☐ Use Video Narrated VR Animated Online Showings to highlight all the home’s key features and benefits while detailing the property, area, and surrounding
amenities.
☐ Show rooms, land, approach, surrounding amenities, and area context before the in-person showing.
☐ Prepare a buyer-document package before launch.
☐ Confirm the price, documents, photography, VR, remarks, and showing experience all tell the same story.
☐ Set the first review date before launch.
☐ Set the action trigger for price resistance.
☐ Set the action trigger for marketing confusion.
☐ Set the action trigger for documentation concerns.
☐ Set the action trigger for low qualified buyer activity.

7. First Two Weeks Feedback Tracker

Timing Views/saves Showings Objection Action

Day 1-2 ______ ______ ________________ ______

Day 3-4 ______ ______ ________________ ______

Day 5-7 ______ ______ ________________ ______

Day 8-10 ______ ______ ________________ ______

Day 11-14 ______ ______ ________________ ______

☐ High views and low showings can indicate price, first photo, or search-band problems.
☐ Showings with no return visits can indicate condition, systems, or value mismatch.
☐ Repeated well/septic questions usually signal missing documentation.
☐ Out-of-area confusion may require maps, narration, floor plans, or amenities explanation.
☐ Agent price feedback should be weighed against actual buyer behaviour.
☐ If marketing fails to explain the property, fix the story before cutting price.
☐ If qualified buyers reject the number, adjust decisively with refreshed messaging.
☐ Do not drip small reductions while the listing becomes stale.
☐ Track deposit strength, condition length, financing, and inspection scope when offers arrive.
☐ Prepare the appraisal evidence package before the lender asks.

8. Offer and Net-Result Worksheet
☐ Offer price 1: ________________ Deposit: ____________ Conditions: ____________
________________________________________________________________
☐ Offer price 2: ________________ Deposit: ____________ Conditions: ____________
________________________________________________________________
☐ Preferred closing date: __________________ Flexibility: ___________________________
________________________________________________________________
☐ Inclusions/exclusions affecting value: __________________________________________
________________________________________________________________
☐ Estimated commission: __________ Legal: __________ Mortgage payout: __________
________________________________________________________________
☐ Moving/prep/repair credits: __________ Estimated net: _________________________
________________________________________________________________
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☐ Best certainty offer: __________________ Best price offer: _______________________
________________________________________________________________
☐ Selected offer reason: ________________________________________________________
________________________________________________________________
☐ Evaluate headline price and certainty together.
☐ Review financing strength for a unique rural or high-value property.
☐ Limit open-ended inspection language where possible.
☐ Use the document package to reduce renegotiation risk.
☐ Support appraisals with sold comps, adjustments, survey, upgrades, and rural-service records.
☐ Clarify equipment, hot tub, appliances, water-treatment equipment, and outbuilding contents.
☐ Choose the offer that protects net proceeds, timing, certainty, and stress level.

9. Buyer Objection Preparation
A Mono buyer may love the home and still hesitate because of risk, upkeep, commute, services, or unclear land use. Use these prompts before launch so the
listing answers predictable objections.

☐ If the buyer worries about septic, provide records and explain care history.
☐ If the buyer worries about well water, provide recent test results and treatment details.
☐ If the buyer worries about winter access, explain plowing, driveway grade, and maintenance.
☐ If the buyer worries about internet, document provider options and actual service.
☐ If the buyer worries about propane, document tank ownership, delivery, and average cost.
☐ If the buyer worries about outbuildings, explain size, power, water, heat, and condition.
☐ If the buyer worries about permits, provide records or address uncertainty before launch.
☐ If the buyer worries about conservation limits, summarize known restrictions clearly.
☐ If the buyer worries about commute, explain practical routes and Orangeville access.
☐ If the buyer worries about upkeep, show what has been maintained recently.
☐ If the buyer worries about acreage usability, map usable areas and hidden limitations.
☐ If the buyer worries about price, point to comparable evidence and feature adjustments.
☐ If the buyer worries about appraised value, prepare support materials before offer review.
☐ If the buyer worries about insurance, clarify wood appliance, water, septic, and outbuilding details.
☐ If the buyer worries about schools or services, provide community context without overpromising.
☐ If the buyer worries about rural isolation, explain amenities, routes, and daily convenience.
☐ If the buyer worries about noise or road exposure, show setting and approach honestly.
☐ If the buyer worries about drainage, address grading, ditches, downspouts, and known wet areas.
☐ If the buyer worries about a pool or hot tub, document age, equipment, and maintenance.
☐ If the buyer worries about renovations, connect invoices, permits, and visible improvements.
☐ If the buyer worries about the barn, workshop, or paddocks, show real function and limitations.
☐ If the buyer worries about resale, explain the most durable value drivers in the pocket.
☐ If the buyer worries about monthly carrying costs, organize utility and maintenance history.
☐ If the buyer worries about negotiating leverage, remove uncertainty before the offer stage.

10. Listing Price Stress Test
Before approving the final number, stress-test it against buyer behaviour, search exposure, documents, and the story the property can prove online.

☐ Would I choose this home over the closest active competitor at the same price?
☐ Would an out-of-area buyer understand the acreage, systems, and pocket from the listing alone?
☐ Does the lead photo justify the price before the buyer reads the description?
☐ Does the first paragraph name the property type and the strongest buyer benefit?
☐ Do the aerial photos explain land, driveway, neighbours, roads, and surroundings?
☐ Do the floor plans answer scale and flow questions before a showing?
☐ Do the remarks explain wells, septic, outbuildings, and conservation context clearly?
☐ Does the price fit a search band that qualified buyers actually use?
☐ Would the price still make sense if the buyer compares Caledon or Orangeville alternatives?
☐ Can Kevin defend the price with sold data, active competition, and adjustment notes?
☐ Can the property survive inspection conditions without predictable renegotiation?
☐ Can the appraisal be supported with documents and comparable explanation?
☐ Is the stretch price worth the risk of longer days on market?
☐ Is the defendable price more likely to create urgency and stronger terms?
☐ Is the low end too conservative given land, privacy, and unique features?
☐ Is the launch strategy built for the first two weeks, not only launch day?
☐ Does the seller know the review date and trigger for adjustment?
☐ Does the marketing plan explain why this Mono property is not average?

11. Seller Prep, Net, and Timing Review
A correct list price should protect the seller’s net result. Review preparation costs, carrying costs, and timing before choosing whether to price for speed,
certainty, or maximum exposure.

☐ Estimate pre-list cleaning, staging, landscaping, and photography readiness costs.
☐ Estimate rural driveway, snow, grading, tree, and exterior maintenance costs before launch.
☐ Estimate septic, well, water, WETT, pool, hot tub, or inspection documentation costs.
☐ Estimate legal, discharge, mortgage payout, moving, bridge-financing, and storage costs.
☐ Estimate the cost of one extra month on market if pricing too high delays the sale.
☐ Estimate the cost of a larger price correction if the listing becomes stale.
☐ Compare the net result of a defendable launch price versus a stretch price.
☐ Decide whether speed, certainty, or highest possible price is the dominant goal.
☐ Confirm the preferred closing date and the flexibility buyers may value.
☐ Confirm whether repairs should be completed, disclosed, credited, or priced in.
☐ Confirm whether buyer incentives would help more than a list-price reduction.
☐ Confirm whether marketing upgrades can support price better than cosmetic repairs.
☐ Confirm whether seller expectations match the evidence from comparable sales.
☐ Confirm whether Kevin’s 38 years of pricing experience supports the chosen approach.
☐ Confirm whether the property story is clear enough for a buyer who has never lived rural.
☐ Confirm whether the listing should launch before, after, or during a seasonal showing window.
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☐ Confirm whether weather, gardens, driveway, trees, or outdoor amenities affect timing.
☐ Confirm whether offer certainty matters more than a small increase in headline price.
☐ Confirm whether the appraisal package is ready if the buyer uses financing.
☐ Confirm whether the final launch price can be explained calmly in one paragraph.

12. Final Pricing Decision
☐ Target launch price: $_________________ ________________________________________________________________
☐ Defendable range: low ____________ target ____________ stretch $____________
________________________________________________________________
☐ Top comparable supporting the price: __________________________________________
________________________________________________________________
☐ Biggest value premium: _______________________________________________________
________________________________________________________________
☐ Biggest buyer objection: ______________________________________________________
________________________________________________________________
☐ Document that reduces the objection: _________________________________________
________________________________________________________________
☐ First review date: __________________ Adjustment trigger: _____________________
________________________________________________________________
☐ Kevin Flaherty pricing consultation notes: _____________________________________
________________________________________________________________

Pricing Notes and Seller Questions
Use these optional notes to make the last review practical rather than theoretical. They do not replace the pricing sections above; they give the seller and Kevin a
place to capture the judgment calls that often decide whether a Mono listing launches with confidence or needs more preparation.

- ☐ Seller’s preferred list range: low $__________ target $__________ stretch
$__________. - ☐ Seller’s non-negotiable timing or closing date:
_________________________________. - ☐ Most important net-proceeds goal:
____________________________________________. - ☐ Most important
certainty goal: ________________________________________________. - ☐ Top
three features Kevin should emphasize in pricing and marketing: _____________. -
☐ Top three features likely to create buyer hesitation:
____________________________. - ☐ Documents still missing before launch:
________________________________________. - ☐ Repairs or prep tasks that
should be completed before photos: __________________. - ☐ Repairs or issues
that should be disclosed and priced in: _______________________. - ☐ Most
relevant sold comparable Kevin should explain: ____________________________.
- ☐ Most relevant active competitor Kevin should monitor:
__________________________. - ☐ Most relevant expired listing lesson:
__________________________________________. - ☐ Best pocket-specific value
argument: __________________________________________. - ☐ Best rural-
service confidence argument: _______________________________________. - ☐
Best land/outbuilding utility argument:
________________________________________. - ☐ Best Orangeville, Hockley
Valley, or commuter-access argument: _________________. - ☐ Buyer profile most
likely to pay the target price: ______________________________. - ☐ Marketing
asset most likely to support premium value: __________________________. - ☐
Search bracket the property must appear in:
___________________________________.

- ☐ First two-week review date and adjustment trigger:
_____________________________. - ☐ Seller’s biggest concern about pricing:
________________________________________. - ☐ Kevin’s recommended
pricing position after evidence review: ____________________. - ☐ Decision made:
launch at $________________ with review date ___________________. - ☐
Follow-up items before signing listing paperwork:
______________________________. - ☐ Photos or video shots still needed to
prove the price: __________________________. - ☐ Aerial-view notes Kevin
should include in the property story: ____________________. - ☐ Neighbourhood
or amenity details worth mentioning carefully: ____________________. - ☐ Rural
system files still needed from the seller: ________________________________. -
☐ Buyer objection Kevin should address first in the remarks:
______________________. - ☐ Price point that would create stronger buyer
urgency: ___________________________. - ☐ Price point that would risk stale-
listing perception: ____________________________. - ☐ Marketing revision to use
if early activity is weak: ____________________________. - ☐ Document revision
to use if buyers ask the same question repeatedly: ____________. - ☐ Negotiation
item the seller is willing to trade: ________________________________. - ☐
Negotiation item the seller should protect:
____________________________________. - ☐ Offer term that matters most
besides price: ____________________________________. - ☐ Minimum
acceptable deposit or certainty expectation: ____________________________. - ☐
Inspection-condition comfort level:
____________________________________________.

Launch-Day Confirmation Notes
- ☐ Final price explains the property’s pocket, land utility, and buyer reason for
urgency. - ☐ Launch remarks connect the list price to documents, improvements,
and setting. - ☐ Main photo, aerial sequence, and first paragraph all support the
same value story. - ☐ Showing instructions make rural access, parking, pets, gates,
and outbuildings clear. - ☐ Seller has reviewed the first-week feedback plan and
understands the review trigger. - ☐ Kevin has the sold-comparable, active-
competition, and expired-listing evidence ready.

- ☐ Buyer-facing document package is complete enough to reduce conditional
uncertainty. - ☐ Pricing range has been tested against search brackets and nearby
alternatives. - ☐ Objection-handling notes are ready for septic, well, propane,
internet, and drainage. - ☐ Net-result worksheet reflects likely closing date, prep
costs, and negotiation priorities. - ☐ Appraisal support file is ready if the strongest
buyer uses financing. - ☐ Seller knows the exact action if showings are weak or
feedback repeats.

Post-Launch Decision Triggers

Signal Question Kevin and the seller should answer Action note

Few qualified showings Is the price above the search bracket buyers trust? __________________

Repeated system questions Is the document package strong enough? __________________

Good showings, no offers Is value weaker than the active competition? __________________

Price objections Which comparable or adjustment is being rejected? __________________

Marketing confusion Do photos, aerials, remarks, and VR explain the same story? __________________

Conditional offer risk Which file reduces renegotiation or appraisal pressure? __________________

Final reminder. The right Mono price is not an algorithmic estimate. It is a documented, defendable market position that accounts for property type, pocket,
land utility, rural systems, buyer psychology, and the strength of presentation.

Next step. Before listing a Mono estate home, hobby farm, acreage property, or rural detached home, call or text Kevin Flaherty at 226-270-6433 or visit
flaherty.ca/mono-realtors for a property-specific pricing evaluation.


