Caledon Septic & Well Seller Guide

How to prepare private-service proof before buyers create their own fears

Prepared for Caledon sellers by Kevin Flaherty, Realtor with eXp Realty - 226-270-6433 -
flaherty.ca/lhomeeval

Short answer: if you are selling a Caledon home with a septic system and well, prepare the proof before buyers create their own fears. A
recent septic pumping receipt, baffle-aware service note, maintenance history, well flow result, bacterial water analysis, and careful
written disclosure make the private systems easier to trust. The core lesson from Kevin Flaherty’s Caledon family history is simple: age
does not equal failure — maintenance equals longevity.

Why this matters in Caledon

Caledon combines village properties, estate homes, farm-adjacent lots, conservation-sensitive locations, and rural roads where buyers
may ask about water source, septic age, pumping history, baffles, well flow, bacterial water results, propane, surveys, and written
disclosure. A seller who waits until an offer condition to answer these questions can lose attention before the negotiation starts.

Kevin’s Caledon proof story

Kevin grew up at 466 Charleston Side Road in Caledon on a septic tank and bed system. His father, a real estate broker serving the
Caledon area for more than 35 years, did not wait for trouble; he proactively pumped the tank, checked that the baffle was in place, and
addressed baffle concerns before solids could reach the bed. That original 1960s system is still operating today, which is why Kevin’s
seller advice is practical: buyers should not judge by age alone; they should review maintenance, records, and current evidence.

Seller principle: never describe a private system as risk-free. Describe what is known, what was maintained, what was recently
checked, what is documented, and what the buyer may still verify.

Recent septic pumping receipt Shows the tank was opened, serviced, and not Suspicion that the seller is hiding septic neglect.
ignored.

Baffle-aware wording Shows a common failure point was considered at Buyer fear that solids may have reached the
pumping. septic bed.

Maintenance history Shows a pattern of care over time. Age-only assumptions about failure.

Well flow test Gives early water quantity information. Lender and buyer uncertainty about supply.

Bacterial water analysis Shows E. coli and total coliform indicator results Fear that the seller avoided water testing.

for that sample.

What happens next: Kevin reviews your property, identifies the likely septic and well questions, and helps you decide which
documents should be ready before launch.
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The five-part Caledon confidence package

A strong package is not a guarantee; it is a disciplined explanation. It should be simple enough that a buyer agent can understand it,
complete enough that a cautious buyer does not assume the worst, and honest enough that it never overstates what a test or receipt
proves.

1. Well flow rate test

Arrange a flow-rate test before listing if water quantity is likely to become a buyer question. Kevin's field reference is that lenders are
generally satisfied around 2.5 gallons per minute even though that level is considered low, while 3.5 gallons per minute or more is
commonly seen. A buyer’s lender, inspector, or lawyer may still require its own process, so present the result as early information rather
than as a final warranty.

2. Bacterial water analysis

Use the correct public-health sample bottle, follow the collection instructions exactly, and submit the sample within the required window.
Keep the official result. A statement such as “no significant evidence of bacterial contamination” relates to the submitted sample and
indicator organisms; it does not replace broader testing for minerals, chemicals, pump function, casing, or future conditions.

3. Septic pumping and baffle wording

Pump the septic tank before listing. Ask the technician, where appropriate and truthful, whether the receipt can state: “At the time of
pumping, the system appeared to be in good working order and the baffles were in place.” Do not ask a technician to certify something
not observed. Do not call a pumping receipt a full bed camera inspection unless that inspection actually occurred.

4. Septic maintenance history

Chronological maintenance matters because it supports the “maintenance equals longevity” argument. Include pumping dates, riser or
lid work, filter notes, repair invoices, installer details, alarm service, and any technician comments. If old records are missing, start fresh
with current service and be transparent about what is known and not known.

5. Written disclosure for private water and sewage

Complete the applicable seller property information questions and OREA Form 222 material carefully, preferably with Realtor and legal
guidance. If you know about a defect, disclose it; silence about known septic or well problems is not a safe strategy. Written answers
should match your actual knowledge and the documents you can support.

Pumping receipt “Tank pumped on [date]; baffles visible and in place at the “Septic is perfect” or “guaranteed for years.”
time of pumping” if true.

Water result “Official bacterial analysis result for the submitted sample is ~ “Water is completely safe in every way.”
attached.”

Disclosure “Seller has completed known-information private-services “No need for buyers to inspect.”
answers.”

Maintenance history “Available receipts show pumping and service dates.” “System age does not matter at all.”

Agent-friendly CTA: If you want Kevin to review which documents matter for your specific Caledon property, call or text
226-270-6433 before you launch.
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Step-by-step preparation timeline

Two to four weeks before launch is a comfortable planning window for many sellers. If your listing is urgent, start with pumping, water
sampling, and disclosure review first, then add older records as they are found. The sequence below keeps the process calm and avoids
last-minute confusion.

Week 1

Week 1

Week 1-2

Week 2

Week 2-3

Week 3—4

Collect every septic, well, water, survey, propane, WETT,
conservation, and rural-service document available.

Book septic pumping and ask what can truthfully be recorded
about visible baffles, liquid level, filter, lids, and obvious issues.

Arrange well flow testing and bacterial water sampling through
the current local process.

Review OREA Form 222 and any seller property information
questions about private water and sewage.

Create a plain-language buyer package with copies of receipts,
results, forms, and a one-page summary.

Prepare listing language, online-showing notes, and
buyer-agent talking points that explain the package.

Buyer objection scripts

“How old is the septic?”

“How do we know the baffles are intact?”

“Is there enough water?”

“Is the water safe?”

“What has the seller disclosed?”

records and recent pumping receipt.

Create one digital folder and one simple index.
Separate facts from family memory.

The goal is a factual receipt, not a guarantee or
engineering report.

Follow bottle, timing, and drop-off rules exactly to
avoid rejected samples.

Answer only what you know; discuss uncertain
answers with your Realtor and lawyer.

Label what each document proves and what it
does not prove.

Confidence comes from calm facts, not defensive
promises.

Age matters, but it should be reviewed with the maintenance history. Here are the service

The pumping receipt includes what the technician could truthfully observe at the time of

pumping; buyers can still conduct their own inspection.

through your own due diligence.

Here is the well flow result. It gives early water quantity information, and you may still verify it

Here is the official bacterial water analysis for the submitted sample. Broader chemical or

mineral tests can be requested if desired.

known facts and available documents.

The seller has completed the applicable private-water and private-sewage information based on

Kevin’s positioning line: “We are not asking buyers to skip due diligence; we are making their due diligence easier and less

fearful.”
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Disclosure and documentation principles

Private systems create special selling risk because buyers often cannot see the most important components. That does not mean the
property is defective; it means the seller must communicate clearly. The safest strategy is to document current facts, disclose known
issues, and avoid absolute promises.

What to disclose

Disclose known septic or well problems, known repairs, known operational issues, known contamination concerns, known dry-well
issues, known backups, and known unresolved defects. If you are unsure whether something is a disclosure issue, ask your Realtor and
lawyer before the listing goes live.

What not to overstate

Do not say a system is “approved,” “certified,” “guaranteed,” or “like new” unless a qualified source has actually provided that exact
support. A pumping receipt is helpful, but it is not the same as a full septic-bed camera review. A bacterial analysis is useful, but it is not
the same as a full water chemistry review.

Caledon-area items that often belong in the same folder

Survey or site sketch Helps buyers understand structures, lot layout, and potential Buyer package appendix.
septic or well location context.

Conservation authority Some Caledon properties involve regulated areas or Property-specific due diligence section.
context environmental review questions.
Propane / oil / heating Country buyers may ask about tanks, contracts, and service Rural-service folder.
documentation history.
WETT documentation Wood-burning appliances can create insurer and buyer Safety and insurer section.
questions.
Service contacts Helps buyers verify who worked on the property. Back page or appendix.

Community-specific reminders

In Palgrave and other estate-oriented areas, buyers may scrutinize lot servicing and long-term maintenance. In Alton, Mono Mills,
Caledon Village, Cheltenham, and Inglewood, older homes or rural village lots may require clearer records. In Bolton and Caledon East,
do not assume every property has the same services; confirm whether the specific address is municipal, private, or mixed.

What happens next: Kevin helps you turn these records into buyer-facing explanations, listing language, and online-showing
context without overstating any test or receipt.
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Pre-listing worksheet

Use this page as the working checklist for your seller package. The stronger the file, the easier it is for buyer agents to answer their
clients without repeatedly interrupting the offer process.

Find installation, permit, or old closing documents for septic and well. ]
Collect septic pumping, repair, filter, riser, baffle, alarm, and service ]
receipts.

Book septic pumping before listing and ask for factual baffle wording ]
where true.

Arrange well flow-rate test and save the official result. ]
Pick up correct water sample bottle and follow current public health ]
instructions.

Submit bacterial sample on time and save the official analysis. [ ]
Complete OREA Form 222 / private-services answers with ]
professional guidance.

Identify known issues that require disclosure or repair discussion. ]

Add related rural items: survey, propane, WETT, conservation, service =

contracts.

Create one-page buyer summary explaining what each document ]
proves.

Prepare buyer-agent talking points and listing/online-showing notes. ]

Decision table: repair, disclose, or document?

Known septic defect Get technician advice, then discuss repair, disclosure, pricing, and Known issues should not be hidden
timing with Realtor and lawyer. or minimized.

Old system with good records Lead with maintenance history, recent pumping, and factual This supports the longevity story
condition notes. without overpromising.

Missing records Start with current pumping, current flow, current bacterial test, and Fresh documentation is better than
honest disclosure. pretending old paperwork exists.

Water sample not clean Pause confident language, get proper advice, and resolve or Do not let bad or unclear results
disclose as required. become a surprise during

conditions.
Buyer wants own inspection Allow normal due diligence while supplying the seller package. Your documents reduce fear; they

do not remove the buyer’s rights.

Reminder: the “confused mind does nothing.” Give buyers enough organized information to keep them engaged, not enough
exaggerated language to create distrust.
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Frequently asked Caledon seller questions

Should | do a full septic-bed camera inspection before listing? Usually, no. The practical pre-listing move is often septic pumping,
baffle-aware receipt wording where possible, maintenance history, and honest disclosure. A full bed camera inspection may be
appropriate in some situations, but it is not the default first step for every seller.

What should the septic pumping receipt say? Ask for factual wording only, such as: “At the time of pumping, the system appeared to
be in good working order and the baffles were in place,” if the technician can truthfully state it. Do not pressure a technician to certify
what was not observed.

What well flow number should | understand? Kevin’s field reference is that lenders are generally satisfied around 2.5 gallons per
minute even though that is considered low, while 3.5 gallons per minute or more is commonly seen. Confirm requirements with the actual
lender, inspector, or water professional involved.

Does a bacterial water result prove everything about the well? No. It relates to the submitted sample and bacterial indicators. Buyers
may still test for minerals, chemicals, pump capacity, casing issues, treatment equipment, or future water quality.

What if my records are missing? Start fresh. Order current service, gather current results, search old service providers or files, and
disclose honestly. Missing records can be managed; pretending to have proof is the danger.

References and authority links

This guide is evergreen seller education and intentionally avoids time-sensitive market statistics. It should be reviewed for changes to
forms, public-health procedures, and local requirements before publication updates.

Ontario Real Estate Association (OREA) SPIS Background on seller property information statements and careful written answers.
guidance

Real Estate Council of Ontario (RECO) property ~ Consumer-facing caution about property information statements and seller obligations.
information statement guidance

Public Health Ontario well water testing Private well bacterial testing process and interpretation context.
Region of Peel / Town of Caledon Local municipal and public-health context for Caledon properties.
Credit Valley Conservation Conservation context that may matter for some Caledon rural properties.

Next step with Kevin Flaherty

Ready to find out what your home is worth and what should be prepared before listing? Book your free, no-obligation Opinion of Value
with the Flaherty Team at flaherty.ca/homeeval, or call/text Kevin at 226-270-6433. Kevin can review your septic and well story, identify
likely buyer questions, and position the property using the Flaherty Team’s video-narrated VR animated online showing system.

Flaherty.ca - 170 Lakeview Crt #3a, Orangeville, ON L9W 3R3 - Serving Caledon, Orangeville, Mono, and south-central Ontario
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