
Mono Repairs To Skip Flaherty
A definitive “do NOT fix this first” checklist for Mono rural sellers
Selling in Mono is not the same as preparing a small subdivision home for a generic weekend launch. Rural properties, private services, outbuildings,
long driveways, conservation-area expectations, acreage presentation, and buyer financing confidence all change the repair conversation. The wrong
project can consume weeks, create permit questions, or make a seller spend money that the market will not return. This guide is designed to help you
decide what to skip, explain, document, price, or fix before listing.

Core rule: Do not spend on repairs unless the work improves safety, financing confidence, insurance confidence, access, water control, private-
service clarity, photography, or pricing credibility.

Use this as a first-pass worksheet before calling contractors. It is not a substitute for legal, engineering, insurance, septic, well, WETT, or municipal
advice. It is a practical seller-preparation guide for deciding where money and time are most likely to matter before a Mono listing goes public.

The First-Pass Skip List
Many sellers start with the most visible or emotionally annoying item. That is not always the right move. The priority is not whether something is dated;
the priority is whether the condition blocks confidence, financing, access, insurance, or the buyer’s ability to understand value.

Do NOT fix this first Why it is risky before listing Better move

Full kitchen rebuild It can delay launch, trigger decision fatigue, and miss the taste of rural
buyers who may prefer to redesign after closing.

Deep clean, declutter counters, repair obvious damage, update
simple lighting or hardware only if fast and neutral.

Luxury bathroom rebuild High-end tile, glass, fixtures, and layout changes rarely appeal equally
to every buyer and can expose hidden plumbing issues.

Ensure clean grout, working fans, no leaks, stable toilets, fresh
caulking, and good photography.

New pool or major pool
refresh

Pools are lifestyle-specific, maintenance-heavy, and can raise safety,
insurance, and inspection questions.

Service the existing pool, provide maintenance records, disclose
known condition, and photograph it honestly in season.

Barn conversion Converting a barn to finished space can create zoning, permit, code,
insurance, septic-capacity, and financing complications.

Present the barn as clean, dry, accessible utility space with
dimensions, hydro notes, and permitted-use clarity.

Workshop or hobby-farm
buildout

Specialized benches, stalls, lifts, drains, wiring, or storage may narrow
the buyer pool and cost more than the premium created.

Clean, organize, label services, show usable zones, and let the
marketing explain flexible future uses.

Long driveway paving Rural buyers may not pay back the full cost, and grading or drainage
errors can create bigger objections than gravel.

Grade, fill potholes, improve turn-around points, trim sight lines,
and confirm year-round access.

Major landscaping Large planting, retaining, stonework, and decorative features may not
mature before listing and can distract from acreage utility.

Mow, brush-cut, remove debris, define edges, improve approach
views, and create clean photo angles.

Permit-dependent last-
minute work

Unfinished permits or undocumented work can alarm buyers, lenders,
insurers, and lawyers.

Avoid starting unless essential; gather existing permits, invoices,
warranties, and inspection records instead.

Whole-home premium
flooring

Expensive flooring can be damaged during moving, fail to match buyer
taste, or create awkward transitions.

Replace only unsafe or badly stained areas; otherwise clean,
repair transitions, and price accordingly.

Functioning system
replacement

Replacing working HVAC, roof components, water equipment, or
electrical panels just because they are older can waste capital.

Service, document age and condition, obtain transferable records,
and disclose what is known.

Decorative exterior stone
or façade work

Cosmetic exterior projects can look mismatched, invite water-detail
mistakes, and consume prime listing-prep time.

Wash siding, repair obvious rot, paint trim where needed, and
make the entrance clean and safe.

Large tree removal for
appearance only

Unnecessary removal can be expensive, alter privacy, and raise
conservation or neighbour concerns.

Remove hazardous limbs, clear roof contact, improve driveway
sightlines, and keep attractive privacy intact.

Smart-home or luxury
tech package

Buyers may not value the system, subscriptions may not transfer
cleanly, and older homes can require wiring work.

Provide basic functionality, label controls, replace dead batteries,
and keep instructions in the listing file.

The 10-Minute Decision Test
Before calling a contractor, write down the answer to each question. If a repair does not pass at least one of these tests, it is probably a skip, explain,
or price item rather than a pre-listing project.

1. Does this repair affect safety, access, water control, or insurability? If the answer is yes, it may deserve priority; if the answer is no, it must
justify itself through presentation or pricing credibility.

2. Will a lender, insurer, buyer’s agent, inspector, or lawyer likely care? Rural buyers often ask for proof on wells, septic, heating, wood-
burning, fuel tanks, permits, and access. Focus there before decoration.

3. Can the work be completed, cleaned up, documented, and photographed before launch? Half-finished work is usually worse than honest,
priced condition.

4. Would three different buyers make the same design choice? If not, avoid spending heavily on taste-based renovations such as counters, tile,
fixtures, cabinetry, luxury lighting, or feature walls.

5. Can a document solve the objection better than construction? A well record, septic pump-out, WETT report, service receipt, invoice, survey,
permit, maintenance log, or written explanation can sometimes create more confidence than a rushed upgrade.

Fast rule: If the issue is cosmetic, buyer-specific, difficult to finish cleanly, or likely to create permit questions, do not start there. If it is unsafe, wet,
inaccessible, undocumented, or likely to damage financing confidence, investigate it early.

Room-by-Room: What NOT to Fix
Kitchen
Do not begin with a complete kitchen rebuild unless the existing kitchen is unsafe, non-functional, or actively damaging the home. Rural buyers may
value a workable layout, good storage, views, mudroom connection, pantry space, and mechanical confidence more than fashionable finishes. Cabinet
refacing, stone counters, appliance packages, and new islands can easily become expensive taste bets.
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Skip first: custom cabinetry, luxury counters, wall removals, high-end appliances, designer backsplash, pot-light redesign, and major layout changes.
Do instead: remove excess small appliances, repair loose hinges, clean inside cabinets, replace burnt bulbs, tighten hardware, fix leaks, make
appliances presentable, and create a simple inventory of inclusions and exclusions.

Bathrooms
Bathrooms should feel clean, dry, functional, and honest. They do not need to feel like a boutique hotel. Buyers become concerned when they see
staining, soft flooring, failed caulking, bad odour, non-working fans, wobbling toilets, or visible leaks. They are less likely to reward a rushed premium
renovation if the style is not theirs.
Skip first: heated floors, glass shower conversions, custom tile, vanity splurges, niche lighting, and reconfigured plumbing. Do instead: repair leaks,
reseal where needed, improve ventilation, remove personal products, clean grout, replace damaged toilet seats, and make sure every drain, fan, light,
and shutoff works.

Basement/Lower Level
In rural Mono properties, the lower level often carries moisture, mechanical, storage, walkout, and utility questions. Do not cover up concerns with fast
finishing. Buyers and inspectors are more comfortable with visible, explainable condition than suspiciously fresh drywall over an unresolved water
issue.
Skip first: finishing unfinished space, adding bedrooms without egress clarity, covering foundation walls, installing premium flooring over questionable
moisture, and creating a last-minute apartment or suite. Do instead: remove storage from walls, manage humidity, service sump equipment, correct
downspout discharge, label mechanical systems, document past water work, and make access to panels, pumps, filters, and shutoffs obvious.

Flooring, Paint, and Lighting
Cosmetic improvements can help, but only when they are neutral, fast, and proportionate. Do not let a flooring project delay the listing by weeks or turn
into trim, door, stair, and transition problems. Do not paint over active staining without understanding the cause.
Skip first: whole-home premium flooring, dramatic paint colours, feature walls, trendy fixtures, complicated stair refinishing, and expensive custom
window coverings. Do instead: clean carpets, replace only the worst damaged sections, touch up high-impact walls, use warm consistent bulbs,
remove heavy drapes, and make rooms brighter for photography.

The “Explain Instead” Interior File
Some interior conditions are better explained than repaired. A dated but functional kitchen, older but maintained furnace, cosmetic concrete cracks,
vintage flooring, older windows, or unfinished storage area may not require immediate replacement. Put the explanation in writing: age if known,
service records, invoices, warranties, maintenance rhythm, known limitations, and the pricing logic. A confident file often reduces suspicion.

Rural Exterior: What NOT to Fix
Driveways, Gates, and Access
Access matters, but that does not mean every driveway needs paving. Mono buyers often understand gravel, long lanes, snow management, and rural
turnarounds. What matters is whether the approach is safe, clear, and easy to understand during showings. A buyer should know where to park, how
service vehicles access the property, and whether the entrance feels maintained.
Skip first: full paving, decorative gates, elaborate entry monuments, unnecessary culvert work, and expensive lighting systems. Do instead: grade
rough sections, fill potholes, trim branches, improve signage if needed, clear sightlines, define parking, remove scrap material, and ensure the lockbox,
gate, and showing instructions are simple.

Outbuildings, Barns, and Sheds
Outbuildings are valuable when buyers can understand their condition, access, power, water, storage, and practical use. They become risky when a
seller tries to convert or over-improve them at the last minute. A barn does not need to become finished living space to be marketable; it needs to be
safe, clean, documented, and described accurately.
Skip first: conversions, new stalls, concrete floors, spray foam, finished office rooms, heavy electrical upgrades, and hobby-farm specialization. Do
instead: remove debris, check obvious hazards, confirm door operation, identify hydro service, note water access if any, collect permits or invoices,
and measure usable areas.

Landscaping and Acreage Presentation
Acreage should look cared for, not over-designed. The highest-return exterior work is usually maintenance that makes the property easier to read:
mowed routes, cleared edges, tidy storage, visible boundaries where practical, and attractive first impressions. Large decorative projects can hide
rather than clarify value.
Skip first: large gardens, new patios, retaining walls, mature tree planting, ornamental fencing, and extensive landscape lighting. Do instead: mow,
brush-cut, remove junk piles, stack materials neatly, clean around the home, open views from key windows, and prepare a simple notes page on trails,
paddocks, garden areas, or usable land.

Conservation Context and Mono Cliffs Influence
Near environmentally sensitive or scenic areas, buyers can be drawn to privacy, trails, views, and natural surroundings, but they may also ask about
restrictions, stewardship, drainage, tree work, and future improvements. Do not create a last-minute project that raises questions you cannot answer
before listing.
Skip first: clearing large natural areas, changing drainage, removing healthy screening trees, building new structures, or altering slopes. Do instead:
gather any available conservation, survey, zoning, permit, or work-order documents; keep natural areas tidy but authentic; and let the marketing frame
privacy, setting, and responsible ownership clearly.

Private Services: Do Not Replace First, Prove First
Private services are one of the most important differences between rural and urban listing preparation. A buyer may forgive a dated bathroom, but they
will slow down if they do not understand water, septic, heating fuel, wood-burning, generators, rentals, or maintenance history. The first move is often
proof, not replacement.

Well Water
Do not replace well equipment first simply because it is older. Start with clarity. Collect water test history if available, identify treatment equipment, label
filters, note pressure behaviour, and have service records ready. If there is a known issue with potability, flow, pressure, odour, staining, or treatment,
address it with the right professional rather than guessing.
Skip first: cosmetic pump-room upgrades, unnecessary equipment swaps, or hiding treatment systems from view. Do instead: organize the
pump/treatment area, replace expired filters, gather invoices, and be ready to explain what the system does and when it was last serviced.

FLAHERTY.CA SELLER GUIDE Kevin Flaherty | 226-270-6433 | flaherty.ca

flaherty.ca | Not intended to solicit properties already listed for sale | Page 2



Septic
Do not rush into replacement or major excavation without evidence. Septic work can be expensive, disruptive, and documentation-heavy. Buyers
usually want confidence that the system is understood, accessible, and maintained.
Skip first: replacement before diagnosis, landscaping over components, finishing rooms that strain bedroom-count questions, and hiding tank or bed
access. Do instead: collect pump-out records, locate available drawings, mark access points if appropriate, disclose known history, and keep heavy
vehicles off sensitive areas.

WETT and Wood-Burning
Wood-burning features can be an asset, but they can also trigger insurance and safety questions. Do not assume a fireplace, stove, chimney, or
outdoor boiler is automatically a marketing positive without documentation.
Skip first: decorative hearth work, repainting a stove, or expensive aesthetic changes. Do instead: obtain or update a WETT-related inspection where
appropriate, collect chimney-cleaning records, confirm clearances and use history, and be prepared to remove uncertainty from the buyer’s insurer’s
mind.

Propane, Oil, Heating, Generator, and Rented Equipment
Rural buyers need to know what they are inheriting. Owned versus rented equipment, tank age, fill history, service contracts, generator capacity, and
transfer terms can matter more than cosmetic upgrades. Do not replace functioning equipment unless there is a real safety, insurance, or end-of-life
issue.
Skip first: replacing working furnaces, premium thermostats, generator upgrades, tank relocation, or cosmetic mechanical-room finishing. Do instead:
gather rental contracts, service tags, tank information, maintenance invoices, fuel supplier details, and manuals. Label shutoffs and make mechanical
areas easy to inspect.

Repair, Explain, or Price?
Use this matrix to choose the least risky response. When in doubt, document first, then decide whether the market requires repair, explanation, or
pricing adjustment.

Condition Best Response

Minor dated kitchen with working appliances Explain and stage. Clean, declutter, confirm inclusions, and avoid a remodel.

Active leak under a sink Repair. It affects trust and may suggest hidden damage.

Older furnace with service records and normal operation Explain. Provide age, service invoices, and realistic pricing context.

Furnace red-tagged or unsafe Repair or replace before listing, with documentation.

Stained basement wall from an old corrected issue Explain. Provide cause, correction, dates, and any invoices; avoid covering it up.

Ongoing basement moisture Investigate and repair the cause before cosmetic finishing.

Gravel driveway with potholes Repair lightly. Grade and fill; do not assume paving is required.

Barn roof with obvious active leak Repair if feasible or price clearly with disclosure and quotes.

Dated bathroom, clean and functional Explain and present well. Do not start a luxury renovation.

Septic last pumped several years ago, no records handy Prove first. Find records or arrange appropriate maintenance/documentation.

Well treatment equipment confusing but functional Explain. Label equipment, replace filters, gather service details.

Fireplace with no recent documentation Prove first. Obtain relevant inspection or cleaning records if the feature will be marketed.

Peeling exterior paint on trim Repair selectively. It affects photography, maintenance perception, and buyer confidence.

Large cosmetic deck project desired for appearance Skip unless unsafe. Clean, repair hazards, and price larger replacement honestly.

Unpermitted finished area discovered late Pause and seek professional guidance before marketing it as finished living space.

Rented water heater, propane tank, or equipment Explain. Provide contracts, costs, transfer details, and contact information.

Mature trees near roofline Repair selectively. Remove hazardous limbs and roof contact; do not clear privacy unnecessarily.

Old carpet in one damaged room Replace selectively or price. Avoid whole-home flooring unless condition demands it.

The Mono “Do Not Spend” Action Plan
1. Create the property confidence file first. Put permits, surveys, well records, septic records, WETT documentation, invoices, warranties, rental

contracts, fuel information, service tags, manuals, and known ages into one digital folder. A documented property often feels less risky than an
over-renovated property.

2. Walk the home in buyer-priority order. Start with safety, water, access, odour, mechanical clarity, private services, obvious damage, and
photography problems. Leave taste-based upgrades until the end.

3. Classify every issue as repair, explain, price, or ignore. Repair what damages trust or financing confidence. Explain what is functional but
dated. Price for larger known defects. Ignore small taste differences that buyers will change anyway.

4. Fix the first impression without pretending the property is something it is not. Clean approaches, clear storage, label systems, remove
debris, brighten rooms, and make rural utility easy to understand.

5. Ask for pricing and marketing feedback before spending heavily. A strong pricing strategy and clear property story can outperform a rushed
renovation that creates delay, uncertainty, or mismatched taste.

Final Checklist Before Listing
Category Do this Skip this Documents needed

Documents Build a digital folder with permits, surveys, service
records, warranties, utility details, rental
agreements, and manuals.

Do not rely on memory or verbal explanations
for private services or equipment.

Survey if available, permits, invoices,
contracts, manuals, warranties, service tags.
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Category Do this Skip this Documents needed

Safety Repair hazards that could affect showings,
insurance, or buyer confidence.

Do not spend first on luxury finishes while
obvious hazards remain.

Receipts, inspection notes, contractor
invoices, before-and-after photos where
useful.

Presentation Clean deeply, declutter storage, brighten rooms,
remove odour, and simplify furniture.

Do not start major kitchens, bathrooms,
flooring, or design-led projects unless clearly
justified.

Staging notes, inclusion/exclusion list, room
measurements if available.

Exterior Grade rough access, tidy yards, clear debris, trim
hazards, and make outbuildings understandable.

Do not assume paving, extensive
landscaping, barn conversion, or acreage
redesign is needed.

Outbuilding notes, hydro/water details,
permits, sketches, maintenance records.

Pricing Use known condition, documentation, comparable
buyer expectations, and likely objections to set
strategy.

Do not hide defects or overprice because of
money spent on low-return projects.

Quote file for larger issues, repair history, list
of known conditions.

Marketing Emphasize layout clarity, setting, acreage utility,
private-service proof, and professional presentation.

Do not market unverified uses,
undocumented finished space, or private-
service assumptions.

Feature sheet details, system summaries,
property confidence file, showing instructions.

Private services Label well, septic, treatment, filters, softener, sump,
shutoffs, and access points so buyers can
understand the property quickly.

Do not replace functioning private-service
equipment simply because it looks older or
complex.

Well records, water tests if available, pump
notes, septic pump-out/inspection records,
treatment manuals.

Heating and fuel Confirm fuel type, tank ownership or rental, service
rhythm, generator capacity if applicable, and safe
access to mechanical rooms.

Do not hide rented equipment costs, tank
locations, fill history, or transfer obligations.

Service tags, fuel supplier details, rental
contracts, tank information, generator
manuals, recent invoices.

Outbuildings Clean, measure, photograph, and describe barns,
sheds, workshops, storage, hydro, doors, water, and
practical use.

Do not convert, insulate, finish, or over-
improve outbuildings at the last minute.

Measurements, permits if available, hydro
notes, maintenance records, roof/door notes,
known limitations.

Access and
showings

Grade rough sections, mark parking and turnaround
areas, keep gates working, and make lockbox or
entry instructions simple.

Do not pave long driveways, install
decorative gates, or redesign entrances
unless safety or access demands it.

Showing instructions, gate/lock notes, winter
access notes, maintenance receipts, snow or
grading details.

Conservation
and planning

Gather available conservation, zoning, survey,
permit, or work-order context before making exterior
changes near sensitive areas.

Do not clear natural areas, alter drainage,
remove privacy, or start structures without
clarity.

Survey, zoning notes, conservation
correspondence, permits, maps, municipal
records if available.

Negotiation file Prepare a calm explanation for every known issue
so pricing and buyer questions feel intentional.

Do not improvise answers during offers or let
cosmetic frustration drive large spending.

Quote file, condition summary, repair history,
disclosures where appropriate, pricing
rationale.

Water confidence Make water equipment visible, understandable, and
maintained; replace filters and note service dates.

Do not conceal treatment equipment or
remove it simply because it looks
complicated.

Filter dates, treatment notes, service invoices,
water-test history if available.

Septic
confidence

Know the location, access point, pump-out rhythm,
and any known limitations before buyer questions
begin.

Do not landscape over components or begin
excavation without evidence of a problem.

Pump-out receipts, inspection notes, permits
or drawings if available, maintenance
contacts.

Wood-burning Decide whether the wood feature will be marketed
as usable, decorative, or excluded from reliance.

Do not assume buyers, insurers, or lenders
will accept undocumented fireplaces or
stoves.

WETT-related report if available, chimney-
cleaning records, installer or service notes.

Photography
readiness

Make rooms bright, logical, clean, and easy to
understand on camera before upgrading finishes.

Do not spend on luxury details that will not be
visible or valued in listing media.

Staging list, repair touch-up list, room-use
notes, inclusion/exclusion notes.

Offer readiness Prepare answers for likely objections before the first
showing so negotiations are not reactive.

Do not wait until an offer arrives to find
records, quotes, or private-service details.

Quote file, document index, known-condition
summary, contractor names where relevant.

Timeline Protect the launch date by choosing fast,
confidence-building work over slow taste-based
projects.

Do not start work that can leave the property
half-finished, dusty, or unavailable for
showings.

Contractor dates, supply timelines, completion
receipts, backup pricing plan.

When to Ask for Help
Ask for help before you commit to expensive, taste-based, permit-dependent, or private-service-related work. The best pre-listing decision is often not
a repair; it is a strategy. Kevin Flaherty and the Flaherty Team can help you decide what deserves repair, what should be explained, what belongs in
pricing, and how to present a Mono property so buyers understand both the home and the rural setting.
The Flaherty Team’s seller process is built around strong preparation and marketing, including video-narrated online showings, detailed property
presentation, broad syndication, and buyer-focused explanation of layout, features, upgrades, and location. If you want a practical opinion before
spending thousands on repairs, start with the property confidence file and a pricing conversation.
Kevin Flaherty
Phone: 226-270-6433
Website: flaherty.ca
Seller CTA: Ready to find out what your Mono home is worth in today’s market? Book a free, no-obligation Opinion of Value with the Flaherty Team at
https://flaherty.ca/homeeval.
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