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East Garafraxa
Acreage Selling Guide

Land presentation, outbuilding documentation, boundary preparation, access-road readiness,
privacy positioning, and buyer-type targeting for large-lot sellers.

What this guide is for

Use this guide before pricing, photography, drone media, repairs, or launch. It is designed for East Garafraxa properties where land,
privacy, access, and outbuildings are key reasons a buyer may pay attention.

Market Snapshot: TRREB April 2026

Sales 2 reported East Garafraxa sales
Average / median price $933,000 average and $933,000 median
Listings 13 new listings and 18 active listings
Market time 109 average days on market

Sale-to-list ratio 97 percent sale-to-list ratio

Because East Garafraxa is a low-volume market, acreage pricing should not rely on one statistic alone. The strongest plan
explains the specific land utility, privacy, outbuildings, access, and buyer demand attached to your property.
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1 d Presentation Checklist

Make the land understandable before it reaches the market. Buyers should see what the acreage can do, not just how many acres
are listed.

[1 Identify usable open areas, treed buffers, trails, gardens, lawn areas, work zones, parking zones, and any land that is
difficult to access.

[1 Clarify what the buyer will experience first: road frontage, driveway approach, privacy transition, house setting, yard
depth, views, and outbuildings.

[1 Clean the driveway entrance, gates, visible storage areas, field edges, garden edges, and approach to barns or
workshops.

[1 Prepare a simple land-use map that separates house area, primary yard, open acreage, wooded area, trails, outbuildings,
and access routes.

[1 List maintenance items that help buyers understand care: driveway grading, snow clearing, tree work, drainage work,
fencing, gate repair, or trail cleanup.

[1 Decide what the main land promise is: estate privacy, hobby acreage, workshop utility, garden potential, trail setting, open
space, or flexible country lifestyle.

[1 Make sure captions explain scale. Words such as private, spacious, and acreage are weaker than specific proof about
setbacks, buffers, and usable areas.

Kevin's acreage rule
If the online listing does not explain the land, buyers will price it like uncertainty. Narrated visuals, boundary orientation, and practical
land notes help serious buyers understand why the acreage matters.

Land Story Builder

Primary land advantage Write the strongest reason the land is worth paying for.
Buyer use case Name the buyer most likely to care: estate buyer, hobby farmer, equestrian user, workshop user,

gardener, retiree, privacy buyer, or family.

Proof needed List the photos, drone clips, documents, captions, and showing route needed to prove the land
value.
Likely objection Name what could weaken the offer: access, wet areas, slope, unclear boundaries, maintenance,

outbuilding condition, or road context.
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2. Outbuilding Documentation

A barn, garage, workshop, shed, or drive shed can be a value driver only when buyers understand what it is, what it does, and
what due diligence still applies.

[]

[]

Create one inventory line for every outbuilding: name, approximate dimensions, current use, access, power, water, heat,
insulation, floor type, door height, and condition.

Gather available permits, invoices, roof dates, electrical notes, concrete-pad details, repairs, upgrades, and maintenance
records.

Clean doors, entrances, interior work areas, lighting, storage piles, and vehicle access so the building photographs as
useful space instead of clutter.

Separate marketable utility from seller emotion. A building adds more value when it solves a buyer problem such as
storage, hobbies, contractor use, cars, animals, equipment, or gardening.

Note any limitations that should be handled carefully, including unfinished interiors, leaks, structural concerns, old wiring,
seasonal access, or buyer verification needs.

Prepare clear captions for the listing and tour: what the structure is, where it sits, how it connects to the driveway, and
why a buyer might care.

Outbuilding Value Matrix

Structure type What buyers need to understand

Workshop / garage Show door height, power, lighting, heat, floor, parking, turning area, storage, and tool or vehicle
use.
Barn / drive shed Show access, dimensions, storage capacity, equipment route, doors, roof, floor, water or power,

and maintenance history.

Garden / hobby structures Show raised beds, greenhouse, potting areas, water access, fencing, sun exposure, and

seasonal care.

Animal-related areas Show fencing, gates, paddock areas, shelters, water access, storage, and clear language that

buyers must verify intended use.

Do not overpromise use

Marketing can explain existing features, but buyers should complete their own zoning, insurance, financing, and suitability due
diligence. Clear documentation builds confidence without creating unrealistic claims.
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3. Boundary, Survey, and Access Prep

Acreage buyers need orientation. Boundary confusion, unclear driveway function, and unexplained access can create hesitation
even when the home shows well.

[1 Locate the survey, legal description, parcel mapping, title notes, easement references, fence notes, and any practical
boundary markers you can identify.

[1 Plan drone footage that shows the full parcel, road frontage, driveway path, house location, outbuildings, open land, treed
buffers, and neighbouring context.

[1 Prepare an animated boundary-line visual with a north arrow for marketing orientation. This supports understanding but
does not replace a legal survey.

[1 Inspect the driveway for grading, potholes, drainage, turning radius, snow storage, trailer movement, delivery access,
guest parking, and first-impression cleanup.

[1 Document shared access, private laneway responsibilities, road frontage, gates, culverts, ditches, or maintenance details
that a buyer may ask about.

[1 Create a showing route that helps buyers experience the property in the right order: approach, house, primary yard,
outbuildings, privacy buffer, and usable acreage.

Access-Road Maintenance Questions

Driveway surface Is it gravel, asphalt, paved, or mixed? What maintenance has been done recently?
Winter use Where is snow stored? Is there room for plows, visitors, trailers, and delivery vehicles?
Drainage Are there low spots, culverts, ditches, washouts, or seasonal issues that should be addressed

before launch?
Equipment movement Can trailers, contractors, deliveries, or recreational equipment turn around safely?
First impression Does the entrance feel clear, maintained, and private, or does it create doubts before the buyer

reaches the house?
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4. Privacy Positioning and Buyer Targeting

Privacy is not a slogan. It is built from setbacks, trees, driveway design, neighbouring context, views, and how the land is used.

[1 Describe privacy by evidence: tree lines, hedgerows, distance from road, driveway curve, building placement,

neighbouring homes, rear depth, and outdoor living zones.

[1 Choose a primary buyer type before writing the listing: estate buyer, workshop buyer, garden buyer, hobby-farm buyer,

equestrian buyer, privacy buyer, or flexible family buyer.

[1 Match media to the buyer type. Estate buyers need polish and approach; workshop buyers need utility; hobby buyers

need land function; privacy buyers need buffer and orientation.

[1 Avoid generic rural language. Write captions that explain how the land is used, where the privacy comes from, and what

lifestyle the property supports.

[1 Show the relationship to East Garafraxa pockets such as Brookhaven, Garafraxa Woods, Marsville, Rayburn Meadows,

and broader Orangeville-area convenience.

Buyer-Type Targeting Table

Buyer profile

Estate large-lot buyer

Workshop or garage buyer

Hobby-farm or animal buyer

Privacy buyer

Garden or lifestyle buyer

The goal

Marketing emphasis

Lead with approach, setting, privacy, landscaping, architecture, outdoor living, and
Orangeville-area convenience.

Lead with building utility, door height, power, heat, parking, storage, driveway access, and work
zones.

Lead with existing fencing, gates, paddock areas, shelters, storage, water access, and clear
due-diligence language.

Lead with tree cover, setbacks, road relationship, neighbouring context, rear-yard depth, quiet
zones, and outdoor living areas.

Lead with sun exposure, open usable land, raised beds, trails, lawn areas, views, and flexible

outdoor use.

The best buyer should feel, before the showing, that the property was explained for them. That is what turns acreage from a vague

lot-size claim into a specific value story.
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5. Launch and Negotiation Plan

When an acreage reaches the market, every major value driver should be visible at launch. Do not wait for buyers to ask basic

land questions.

[1 Launch with professional photography, narrated drone footage, VR room flow, animated boundary orientation, outbuilding
notes, land-use captions, and available documents.
[1 Review the live listing on desktop and mobile to confirm buyers can understand the house, land, outbuildings, driveway,

privacy, and community context quickly.
[1 Track showing feedback by category: price, land usability, privacy, access, outbuildings, house condition, road context,

neighbouring context, and buyer-use fit.

[1 If feedback shows confusion, update captions, media order, showing route, document package, or pricing evidence
before uncertainty becomes a discount.

[1 Evaluate offers beyond headline price: conditions, financing, inspection, insurance, boundary concerns, inclusions,
closing timeline, buyer seriousness, and rural-property due diligence.

[1 Negotiate from the evidence package: TRREB context, active competition, land utility, outbuilding documentation, privacy

story, and buyer engagement with the media.

Acreage Launch Scorecard

Pricing evidence ready TRREB context, active competition, nearby alternatives, land utility, outbuilding value, and seller
objectives.

Land media ready Drone route, boundary orientation, road access, house-to-land relationship, privacy buffers, and
usable areas.

Documents ready Survey, parcel mapping, legal description, outbuilding records, maintenance invoices, system
notes, and seller disclosures.

Buyer story ready Primary buyer type, strongest land promise, likely objections, and showing route.

Negotiation plan ready Walk-away point, preferred terms, acceptable conditions, inclusions, exclusions, closing range,

and feedback review schedule.
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Next Step: Build Your East Garafraxa Acreage Plan

This guide is a preparation tool. The next step is to turn your specific land, house, buildings, access, privacy, and buyer profile
into a pricing and marketing plan that can be defended in the market.

Call or text Kevin Flaherty
Call or text 226-270-6433 to discuss your East Garafraxa acreage sale. Kevin has served East Garafraxa for 38 years from his
Orangeville office and can help you prepare a land-led strategy before listing.

Three ways to start

[1 Start your home evaluation: flaherty.ca/lhomeeval
[1 Book a call with Kevin: flaherty.ca/kevinscalendar

[1 Book a Zoom with Kevin: flaherty.ca/kevinscalendar-zoom

Bring these notes to your first conversation

[1 Approximate acreage, road frontage, and any survey or parcel mapping you have.

[1 Alist of outbuildings, garages, workshops, sheds, barns, paddocks, trails, gardens, or storage areas.

[1 Known access details such as driveway surface, shared access, gates, culverts, snow clearing, and turning areas.
[1 Your strongest privacy features and any neighbouring-context issues buyers may ask about.

[1 Yourideal timing, preferred closing range, repair budget, and minimum acceptable result.

Flaherty.ca Home Selling System Team

170 Lakeview Crt #3a, Orangeville, ON | flaherty.ca | 226-270-6433
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