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Mono Septic & Well Seller Guide

A practical pre-listing checklist for selling a home with private septic and well systems in Mono, Ontario.

Prepared by Kevin Flaherty, Realtor with eXp Realty

Real estate experience since 1988. Local Purple Hill, Mono lived experience with septic and well systems.

Call or text: 226-270-6433

Guide page: flaherty.ca/selling-home-with-septic-and-well-in-mono

Use this guide as a preparation checklist before your property goes live. The goal is to organize septic, well,
water-testing, and disclosure information early so buyers receive clear records instead of guessing about private
services.

The seller's goal: remove septic and well doubt before buyers invent it

If you are selling a Mono home with a septic system and private well, the fastest way to lose buyer momentum is to
make people guess. Buyers do not usually assume missing information means everything is fine. They ask whether
the system has been maintained, whether the well has enough flow, whether the water has been tested, and whether
a known issue is beina avoided.

Kevin's rule: the confused mind does nothing. This guide helps you give buyers organized records, plain-language
explanations, and careful disclosure before uncertainty weakens your negotiation position.

This is an evergreen guide. It intentionally avoids market statistics, monthly TRREB data, and time-sensitive pricing
commentary. It is based on Kevin Flaherty's rural-property experience, OREA seller-information guidance, RECO
consumer guidance, and local/public-health standards for private well bacterial testing.

Use this guide as a preparation checklist, not as legal, engineering, water-treatment, mortgage, or inspection advice. Confirm
requirements with your Realtor, lawyer, septic professional, well professional, lender, and public health office.

Kevin's personal Mono baffle story

Kevin lives in Purple Hill, Mono, on a septic tank and bed system. At his own home, he asked the septic technician to
inspect the baffle while the tank was being pumped. The technician pulled on the cement baffle and it snapped off in
his hand.

- Kevin lives in Purple Hill, Mono, on a septic tank and bed system.

- At his own pumping appointment, he asked the technician to check the baffle.

- The technician pulled on the cement baffle and it snapped off in his hand.

- A plastic pipe with a 90-degree elbow was tapped into place as the replacement baffle.

- That small part helped prevent solids from moving toward the septic bed, where damage can become far more
expensive.

Seller takeaway: this is why a seller should not treat septic preparation as a box to ignore. A small, visible issue
caught at pumping can be dramatically different from a hidden bed concern discovered after buyers are already

nervous.
Kevin's field lesson Seller takeaway
A simple baffle problem was discovered during routine pumping. Ask better questions during pumping instead of waiting for buyers to find
uncertainty.
The repair was far simpler than a damaged bed would have been. Small pre-listing checks can prevent large negotiation concerns.
The story came from Kevin's own Purple Hill home. This is lived rural-property experience, not generic sales copy.
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The Mono septic and well seller checklist

Prepare the following items before the property goes live whenever possible. The purpose is buyer confidence, not
overpromising. A seller package should show what has been done, what has been observed, and what still belongs

to buyer due diligence.

Item

Septic pumping receipt
Baffle wording
Maintenance history

Well flow test

Bacterial water analysis
SPIS / OREA Form 222

Known issues

Seller action

Pump before listing and keep the invoice.

Ask if visible baffles can be checked and noted.

Collect prior pumping, repair, filter, riser, or alarm
records.

Arrange a current flow-rate result before launch.

Submit a proper private-well sample for E. coli and
total coliform indicators.

Answer private-water and sewage questions carefully.

Discuss with your Realtor and lawyer before listing.

Why it matters

Shows recent service and gives buyers a starting
record.

A broken baffle can be a small repair before it
becomes a bed concern.

Shows the system has not been ignored.

Buyers and lenders commonly ask about quantity.

Reassures buyers about the current sample result.

Documents what the seller knows and reduces
suspicion.

Known problems must be planned for and
disclosed properly.

Recommended receipt wording to request, if the technician can honestly support it: ‘At the time of pumping, the
system appeared to be in good working order and the baffles were in place.' Do not use this wording unless it
reflects what was actually observed.

How to position each document correctly

A good package explains both the value and the limits of each document. Buyers respect honesty. Overstating a
receipt or test can create a bigger problem than providing no package at all.

Document

Septic pumping receipt

Baffle note
Well flow result
Bacterial water result

SPIS / Form 222 answers

What it helps prove

Recent service and visible comments at pumping.

The seller asked about a known risk point.
A starting point for water quantity.
E. coli and total coliform indicators for that sample.

Seller knowledge about private water and sewage.

What it does not replace

A full septic-bed camera inspection unless that was
actually done.

A lifetime warranty on the system.
A buyer's lender, inspector, or condition.

Chemical, mineral, or mechanical well analysis.

Legal advice or warranty of property condition.

Package assembly note: place the newest, easiest-to-read records first. A buyer should be able to see the pumping
receipt, well quantity result, water sample result, and disclosure documents before digging through older invoices.

Document labels buyers understand

Label in the file Plain-language purpose

Shows the tank has been serviced recently and gives buyers a dated maintenance record.

Recent septic pumping
Visible baffle note

Current well flow

Current bacterial result

Shows the seller asked about a known septic risk point during pumping.

Gives buyers a current water-quantity reference point while leaving room for their own

testing.

Shows the E. coli and total coliform result for that sample date, without implying broader

chemical testing.
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Six-phase action plan

Phase Seller actions

1. Gather septic history - Collect pumping receipts, repair invoices, installation records, permits, service contacts, and any
technician comments.
- Separate documented facts from memories or assumptions.

2. Pump before listing - Book pumping before launch.
- Ask if baffles can be inspected and whether any visible issue should be repaired or disclosed.
- Keep the receipt and technician wording.

3. Document well quantity and water - Arrange a well flow test if useful for buyer confidence.
quality - Submit a bacterial water sample following public-health instructions.
- Remember that a buyer or lender may still request their own test.

4. Complete disclosure carefully - Review OREA Form 222 / SPIS private water and sewage questions.
- Answer based on actual knowledge and documents.
- Discuss uncertainty with your Realtor and lawyer.

5. Build the buyer confidence file - Combine septic, well, water, disclosure, and supporting rural-property documents.
- Add a one-page document summary so buyers know what each item means.

6. Launch with calm explanation - Market the package as preparedness.
- Answer repeated buyer questions with records instead of defensiveness.
- Avoid guarantees and support due diligence.

Use the action plan in order. If a complication appears, do not skip ahead to marketing language. Clarify the record
first, then decide with Kevin and the appropriate professional how it should be explained.

Timing and handoff worksheet

Step What Kevin and the seller should confirm

Before appointments Decide which septic, well, and water-testing appointments should happen before the listing goes live.
After each visit Save the receipt or result immediately and keep wording factual, dated, and easy to read.

Before photography Confirm whether any visible private-service items should be cleaned up, repaired, labelled, or explained.
Before offers Review the buyer confidence file so repeated questions can be answered consistently from records.
During conditions Support the buyer's due diligence without turning seller documents into guarantees.

What to avoid

Calling a pumping receipt a full inspection It can overstate what was actually observed.

Calling one water sample a permanent water-quality A sample reflects the tested indicators and the sample date.
guarantee

Ignoring a known issue because a buyer may not ask Known problems should be planned for and disclosed properly.
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Decision table for common complications

If this is true Best next step

You have no old septic records. Start with a fresh pumping receipt and disclose what you actually know.

The baffle is damaged. Get technician advice on repair and document the correction or issue.

The water sample fails. Pause, get public-health or water-professional guidance, and avoid marketing as clean.

Flow is lower than expected. Ask the well professional what it means, whether recovery matters, and how lenders
may view it.

A buyer wants their own inspection. Expect it; your package supports confidence but does not remove buyer due diligence.

Buyer questions to answer before they become objections

Buyer question Seller-ready answer

How do we know the septic is working? Here is the pumping receipt, service history, and technician note from the time of
pumping.

What if the baffle is broken? We asked the technician to review visible baffles during pumping and document
what was observed.

Is there enough water? Here is the flow-rate result; your lender or inspector may still require their own test.

Is the water safe? Here is the current bacterial result for E. coli and total coliform indicators.

Has the seller disclosed what they know? The seller has completed the applicable private-services questions based on actual
knowledge.

Can we rely on these documents alone? No. Use the package as organized disclosure and support for buyer due diligence,

not as a warranty.

Do not turn any answer into a warranty. Use records, plain language, and honest limits. A buyer can still test,
inspect, and verify.

If the same question is being asked repeatedly, treat that as a signal that the package needs a clearer summary
rather than a stronger promise. The best seller response is calm, organized, and specific about what each document
actually says.

Buyer confidence language bank

When buyers ask Use this approach

Whether the septic is okay Refer to the pumping receipt, maintenance history, and any technician note without promising
future condition.

Whether the well is strong enough Provide the flow-rate result and acknowledge that lenders or inspectors may still ask for their
own review.

Whether the water is safe Provide the current bacterial result and keep the answer limited to E. coli and total coliform
indicators.

Whether the seller is hiding something Show the disclosure answers and explain what is known, what is documented, and what

remains buyer due diligence.

Complication communication rule

If a record reveals a concern, the goal is not to bury it or dramatize it. The goal is to understand it, get qualified
guidance, decide whether repair or disclosure is required, and then explain the issue accurately in the seller package.
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Mono community context

This preparation principle applies across Mono communities including Purple Hill, Hockley Valley, Hockley Village,
Mono Centre, Camilla, Cardinal Woods, Fieldstone, Island Lake Estates, Starrview Acres, and Watermark. Estate
pockets may expect polished presentation; older rural properties may require more explanation; acreage properties
often involve broader due diligence. In every case, private-system confidence matters.

Sources used for the guide

- OREA guidance on Seller Property Information Statements and rural Form 222 water/sewage questions.
- RECO consumer guidance on property information statements and how they may be used.

- Wellington-Dufferin-Guelph Public Health well water testing guidance.

- Public Health Ontario private drinking water testing guidance for E. coli and total coliform indicators.

- Town of Mono well water testina information for local bottle pickup and testina process context.

Primary guide URL: flaherty.ca/selling-home-with-septic-and-well-in-mono

Final seller preparation review

Before launch Confirm this is ready

Septic records Most recent pumping receipt is saved, readable, and paired with any technician wording that
can be honestly supported.

Well records Flow information and current bacterial water result are organized with dates visible.

Disclosure Private water and sewage questions have been reviewed carefully with known issues
separated from assumptions.

Buyer explanation The listing team has a plain-language summary that says what each document proves and
what it does not replace.

Ready to sell with fewer unknowns?

Kevin can help you decide which septic and well documents to prepare, how to explain them in the listing, and how to

lLoon hinar diuo dilinonco from tiurnino into avaidahla foaar

Call or text Kevin Flaherty: 226-270-6433
Book a Mono home evaluation: flaherty.ca/mono-home-evaluation

Guide page: flaherty.ca/selling-home-with-septic-and-well-in-mono

Disclaimer: This PDF is educational and does not replace legal, engineering, environmental, mortgage, inspection, septic, well, water-treatment, or
public-health advice. Requirements and processes can change. Confirm current obligations with qualified professionals.
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