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Answer first:  Mono’s 2026 real estate market is still  valuable, but it  is selective. TRREB April  2026 data shows 8 sales, 51 active listings, 41
average days on market, and a 96% sale-to-list-price ratio. When active listings outnumber monthly sales by 6.4 to 1, marketing quality is no
longer a cosmetic advantage; it becomes the difference between being chosen and being skipped.

How to Use This Report

This report is designed for Mono homeowners who are considering a sale and want to understand the market before choosing a price,
preparation  plan,  and  launch  strategy.  It  is  especially  useful  if  your  property  is  a  detached  home,  estate  home,  acreage  property,
hobby farm, rural property, or a home with private services such as septic and well.

The core message is straightforward. Mono is not a high-volume urban market where every listing automatically receives deep buyer
traffic. It is a higher-price, lower-volume market where buyers compare properties carefully. In that environment, a seller needs more
than an MLS listing. A seller needs a complete evidence package that explains the home, the land, the lifestyle,  the documents,  the
location, and the value before buyers ever book a showing.

Report Use Why It Matters

Understand current market pressure Sales, active listings, DOM, and SP/LP show how much choice buyers have.

Set a realistic pricing strategy In a 96% SP/LP market, sellers must avoid assuming full-list outcomes.

Prepare stronger buyer evidence Rural and estate buyers need documents, visuals, floor plans, and context.

Decide whether to launch now or
prepare first

A selective market rewards sellers who fix presentation gaps before going public.

Compare your home against active
competition

Buyers choose among current alternatives, not just past comparable sales.

The 2026 Mono Market Snapshot

The April 2026 Mono data tells a clear story. Prices remain substantial, but buyers have choice. The average sale price was $1,380,000,
the median sale price was $1,477,500, and all recorded sales in the supplied Mono periods were detached homes. The issue for sellers
is not that Mono has lost its appeal. The issue is that buyers are selective and are taking time to decide.

Period Sales Avg Price Median Price New Listings Active Listings Avg DOM SP/LP Dollar Volume

April 2026 8 $1,380,000 $1,477,500 25 51 41 96% $11,040,000

Q2 2025 24 $1,420,783 $1,435,000 90 44 39 96% $34,098,800

Q1 2025 5 $1,425,000 $1,475,000 44 21 43 91% $7,125,000

Source attribution: Toronto Regional Real Estate Board data supplied in the build brief for April 2026, Q2 2025, and Q1 2025.

The  most  important  number  is  not  only  the  average price.  It  is  the  relationship  between active  listings  and monthly  sales.  With  51
active listings and 8 sales, buyers had roughly 6.4 active options for every sale in April 2026. That is a buyer-choice signal. When buyers
have that much choice,  weak marketing,  weak photography,  unclear property information,  missing documents,  and inflated pricing
become more visible.

Detached Property Detail

Mono’s market profile  is  shaped by detached homes,  estate properties,  rural  homes,  and acreage settings.  In the supplied periods,
Mono’s  property-type detail  was entirely  detached.  This  matters  because detached rural  and estate  buyers  evaluate  more variables
than  a  typical  urban  buyer.  They  often  compare  land,  driveway  access,  outbuildings,  privacy,  trails,  gardens,  views,  septic  and  well
information, renovation history, commuting routes, and proximity to Orangeville or recreation amenities.

Period Property
Type

Sales Avg Price Median Price New Listings Active
Listings

Avg DOM SP/LP

April 2026 Detached 8 $1,380,000 $1,477,500 25 51 41 96%

Q2 2025 Detached 24 $1,420,783 $1,435,000 90 44 39 96%

Q1 2025 Detached 5 $1,425,000 $1,475,000 44 21 43 91%

Seller  interpretation:  If  your  home  is  detached,  rural,  estate-oriented,  or  acreage-based,  your  listing  should  not  rely  on  a  few  still
photos and generic remarks. The marketing needs to explain what makes the property understandable, usable, and valuable.

Dufferin County Context
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Mono should be read within the broader Dufferin County context, but it should not be treated as interchangeable with Orangeville or
other nearby markets. In April 2026, Dufferin County recorded 63 sales at an average price of $843,075, while Mono recorded 8 sales
at an average price of $1,380,000. Orangeville had more sales, a lower average price, and a slightly higher SP/LP ratio.

Area Latest Period Sales Avg Price Avg DOM SP/LP

Dufferin County April 2026 63 $843,075 44 96%

Mono April 2026 8 $1,380,000 41 96%

Mulmur April 2026 4 $1,208,750 73 92%

Orangeville April 2026 33 $710,734 34 97%

The  comparison  shows  why  a  Mono  seller  should  avoid  using  Orangeville  demand  as  a  direct  substitute  for  Mono  demand.  Mono
buyers  are  often  evaluating  a  different  kind  of  property  at  a  higher  average  price  point.  They  may  need  more  explanation,  more
documentation, and more confidence before they act.

What the Numbers Mean for a Mono Seller

The data points toward a selective market. A seller can still  achieve a strong result, but the result is less likely to come from passive
exposure.  The  market  asks  a  simple  question:  why  should  this  buyer  choose  your  property  instead  of  the  many  other  options
available?

Market Signal What It Means Seller Response

51 active listings vs. 8 sales Buyers have substantial choice. Make the listing more complete, more visual, and easier to
understand than competing homes.

41 average days on market Homes are taking more than a month on average. Build a launch plan that creates confidence early instead of
waiting for stale-listing pressure.

96% SP/LP Sellers are negotiating below list price on average. Price defensibly and support the price with evidence,
documents, and buyer benefits.

100% detached sales Mono is a detached and rural-oriented market. Explain land, services, layout, lifestyle, access, and
property-specific features clearly.

High average price Buyer decisions carry greater financial weight. Reduce uncertainty through better visuals, disclosures, and
online education.

In Kevin Flaherty’s view, marketing quality matters most when buyers have options. A seller cannot control the entire market, but a
seller can control how clearly the property is presented, how much confidence buyers receive before visiting, and whether the listing
stands apart from average competition.

The Flaherty.ca Seller Strategy for a Selective Mono Market

A selective market  does not  mean a seller  should panic.  It  means the seller  should be disciplined.  The Flaherty.ca approach is  built
around the idea that buyers must understand the property before they can value it. That is especially important in Mono, where many
homes are not simple suburban comparisons.

The strategy begins with evidence. A seller should gather the property documents, prepare the home properly, capture strong visuals,
explain community context,  and make the buyer’s decision easier.  Kevin’s system uses professional photography, drone context,  VR
floor plans, custom property websites, and Video Narrated VR Animated Online Showings to help buyers evaluate the property before
they visit.

Key  principle:  In  a  buyer-choice  market,  exposure  is  not  just  about  more  views.  It  is  about  better-informed  views  from  buyers  who
understand the property well enough to act.

The goal  is  not to hide market conditions.  The goal  is  to respond to them intelligently.  If  average days on market are 41,  the seller
should not assume urgency. If SP/LP is 96%, the seller should not assume full list price. If active listings outnumber sales by 6.4 to 1,
the seller should not assume that basic marketing is enough.

How to Use Market Data Before Listing

A  Mono  seller  should  use  market  data  in  a  sequence.  The  numbers  are  not  just  trivia.  They  are  practical  decision  tools  that  help
determine timing, pricing, preparation, and marketing intensity.
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Step Seller Question Practical Action

1. Read the inventory pressure How much choice do buyers have right now? Compare active listings to recent sales and identify your direct
competition.

2. Interpret DOM How long are similar homes taking to sell? Build a realistic launch and negotiation timeline.

3. Study SP/LP How much negotiation is the market absorbing? Avoid pricing based on hope; price based on defensible
evidence.

4. Review property type Is my home comparable to the homes that are actually
selling?

Adjust for acreage, services, condition, finish, location, and lot
features.

5. Build the evidence package What will buyers need to trust the value? Prepare visuals, documents, floor plans, records, and online
explanations before launch.

The seller who does this work before going public is  usually in a stronger position than the seller who lists first  and fixes problems
later.

Mono Seller Preparation Checklist

Use this checklist before deciding whether your property is ready for market. The goal is not perfection. The goal is to remove buyer
uncertainty and present the home in a way that fits the current market.

Preparation Area Checklist Item Complete

Pricing Review April 2026 Mono data and current active competition. ☐

Pricing Identify the three to six most relevant competing listings. ☐

Pricing Separate township-wide averages from your home’s specific value range. ☐

Documents Gather survey, permits, renovation receipts, and utility costs. ☐

Documents Gather septic records where applicable. ☐

Documents Gather well information and water testing where applicable. ☐

Visuals Plan professional photography around the property’s strongest season and light. ☐

Visuals Capture drone context if land, views, setting, access, or privacy matter. ☐

Visuals Prepare floor plans and room-flow explanations. ☐

Marketing Build a custom property website or central buyer-information hub. ☐

Marketing Include a Video Narrated VR Animated Online Showing when the home needs explanation. ☐

Marketing Prepare community context for the relevant Mono pocket. ☐

Launch Decide whether to launch immediately or improve presentation first. ☐

Launch Track early showing quality, buyer-agent questions, and feedback. ☐

Negotiation Use market evidence and property documentation to support the seller’s position. ☐

Community Context: Mono Is Not One Uniform Market

Mono sellers should understand how local context changes the buyer story. A home in Watermark is not marketed exactly the same
way  as  a  rural  property  in  Hockley  Valley,  a  home  near  Island  Lake,  or  an  acreage  property  near  Mono  Centre.  Buyers  need  to
understand setting, access, services, lifestyle, and value in relation to the specific community.

Mono Community Seller Strategy Note

Mono Real Estate hub Use township-wide context for detached, estate, acreage, hobby-farm, and rural homes.

Camilla Explain commuter access, rural setting, and proximity to services.

Cardinal Woods Emphasize condition, lot value, and buyer-confidence documentation.

Fieldstone Connect lifestyle, convenience, and Island Lake proximity where relevant.

Hockley Village Explain village charm, rural access, and lifestyle context.

Hockley Valley Emphasize recreation, views, privacy, destination value, and scenic setting.

Island Lake Estates Highlight trails, lake lifestyle, setting, and buyer lifestyle benefits.

Mono Centre Explain land use, rural services, location, and long-term value.

Purple Hill Emphasize privacy, rolling land, local familiarity, and setting.
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Mono Community Seller Strategy Note

Starrview Acres Position against both Orangeville convenience and Mono detached-home alternatives.

Watermark Present finish, prestige, setting, design, and value against luxury alternatives.

Kevin’s  real  local  proof  is  grounded  in  the  Mono  lifestyle.  Since  1998,  he  has  spent  time  canoeing,  fishing,  and  walking  the  10  km
Island Lake trail with his two dogs. That local familiarity helps him describe Mono as a lived environment rather than a generic market
label.

Seller Decision Worksheet

Before  choosing a  price  or  launch date,  answer  the following questions  in  writing.  These answers  will  help  determine whether  you
should list now, prepare further, or adjust the strategy.

Question Your Notes

What are the most similar active listings
competing against my home right now?

________________________________

What does my home offer that those
listings do not?

________________________________

What might make a buyer hesitate
before booking a showing?

________________________________

Are my septic, well, survey, permit, or
utility documents ready?

________________________________

Does my online presentation explain the
land, layout, and lifestyle clearly?

________________________________

Would an out-of-area buyer understand
the value before visiting?

________________________________

Is my asking price defensible against
current active competition?

________________________________

What would need to change if the first
two weeks produce weak activity?

________________________________

The purpose of this worksheet is to prevent a common seller mistake: launching first and diagnosing later. In a selective market, the
first impression matters because buyers have other options.

When to Request a Mono Home Evaluation

A  township-wide  market  report  is  useful,  but  it  cannot  replace  a  property-specific  evaluation.  You  should  request  a  Mono  home
evaluation  if  you  are  considering  a  sale  in  the  next  3  to  12  months,  if  you  are  comparing  renovation  decisions,  if  your  home  has
acreage or private services, or if you want to understand how your property stacks up against current active listings.

A useful evaluation should include more than a price opinion. It should address current competition, likely buyer profile, preparation
needs, documentation gaps, marketing requirements, timing, and the risk of launching with a weak listing package.

Evaluation Topic Why It Matters

Current active competition Buyers choose among today’s options, not just past sales.

Recent comparable evidence Sold data helps set a defensible value range.

Property documents Documentation reduces buyer uncertainty, especially for rural homes.

Marketing requirements The higher the buyer-choice pressure, the stronger the online presentation must be.

Launch timing Timing should reflect readiness, inventory, seasonality, and seller goals.

To request a property-specific discussion, call or text Kevin Flaherty at 226-270-6433 or visit flaherty.ca/mono-home-evaluation.

Kevin’s Bottom Line for Mono Sellers

The 2026 Mono market is not a market where sellers should rely on average presentation. Prices are still meaningful, but buyer choice
is real. The homes most likely to perform well are the homes that are priced defensibly, prepared carefully, documented thoroughly,
and marketed in a way that makes the value easy to understand.

If your property is rural, estate-oriented, on acreage, near Island Lake, in Hockley Valley, in Watermark, in Purple Hill, or in any other
Mono pocket where the story is not obvious from a few photos, your marketing has to do more work. It has to help buyers understand
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the home before they visit, trust the value before they offer, and feel confident enough to choose your property over the alternatives.

Final takeaway: When SP/LP is 96%, DOM is 41 days, and active listings outnumber sales 6.4 to 1, marketing quality is not an extra. It is part
of the selling strategy.

References
:  Toronto  Regional  Real  Estate  Board  (TRREB)  — Market  data  supplied  in  the  build  brief  for  Mono,  Dufferin  County,  Mulmur,  and  Orangeville,  including  April  2026,  Q2  2025,  and  Q1  2025
figures.
: Town of Mono — Municipal context for Mono, Ontario.
: Dufferin County — County-level context for Mono and surrounding communities.
: Dufferin Board of Trade — Local business-community context for Dufferin County.

Mono Seller Action Plan

Use this closing action plan as a practical bridge between the market data and your next decision. The objective is to enter the market
with a defensible price, a complete buyer evidence package, and marketing that explains the property before buyers decide whether
to visit.

Market Reality Seller Risk Practical Response

51 active listings and 8 April
sales

Buyers can skip weak listings quickly. Clarify the home, land, services, layout, and lifestyle before
launch.

41 average days on market A slow start can make the listing feel stale. Prepare visuals, documents, and pricing before going public.

96% SP/LP Overpricing can invite early negotiation pressure. Use current competition and recent evidence to set a defensible
range.

Detached and rural-oriented
demand

Generic marketing misses key buyer questions. Explain septic, well, acreage, outbuildings, access, privacy, and
commute context.

High average price point Buyers need confidence before they commit. Reduce uncertainty with floor plans, drone context, records, and
a property website.

Before Launch Confidence Item Ready

Pricing Active competition and sold evidence reviewed ☐

Documents Survey, permits, utilities, septic, well, and renovation records
gathered

☐

Visuals Professional photography, drone context, and floor-plan story
prepared

☐

Marketing Custom online presentation and Video Narrated VR Animated
Online Showing planned

☐

Follow-Up Showing feedback, buyer-agent questions, and launch-week
response tracked

☐

Launch-Week Decision Point What To Watch How To Respond

Showing quality Are qualified buyers engaging or only browsing? Clarify the value story and address repeated buyer questions
quickly.

Buyer-agent feedback Do objections repeat around price, condition, documents, or
location?

Use feedback to refine presentation before momentum
weakens.

Competing listings Have better-positioned homes entered or adjusted? Re-check current alternatives, not only historical comparable
sales.

Ready to discuss your Mono home? Call or text Kevin Flaherty at 226-270-6433 or visit
flaherty.ca/mono-home-evaluation
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