FREE SELLER WORKBOOK | PRIVATE SERVICES | FIRST-TIME RURAL BUYERS

Kevin Flaherty

EaSt Garafraxa Septlc & We” Se”er Gl_“de 38 years local experience

Call or text 226-270-6433

Use this guide before listing an East Garafraxa home served by a private septic system or private well. The goal is not to make the buyer waive
due diligence. The goal is to stop first-time rural buyer anxiety from turning into delay, discounting, or a collapsed offer.
SEPTIC PROOF WELL PROOF WRITTEN DISCLOSURE BUYER EDUCATION

The confidence equation

What creates trust What to prepare How to present it

Septic failure Evidence of care and Pumping receipt, One-page summary
access baffle note, service plus receipts
history, tank/bed
location
Well safety Current water Bacterial analysis Explain sample
evidence and treatment result and buyer
records verification
Water supply A number the lender Well flow-rate test State result; do not
can review overpromise
Hidden issue Written answers OREA Form 222 where Disclose known facts
appropriate early
Rural confusion Plain-language Seller confidence Answer before the
education file buyer invents risk
Why East Garafraxa needs a different message Kevin Flaherty field rule
Many buyers attracted to East Garafraxa want country space at a more The confused mind does nothing. If a buyer cannot understand water,
accessible entry point than some luxury rural markets. They may be septic, disclosure, and maintenance quickly, the buyer may delay,
leaving town water and sewers for the first time. The seller wins by discount, or walk away. A calm document package keeps the property
making private systems feel understandable, not by assuming the buyer in the buyer conversation.

already knows country-property due diligence.

Your first-week action plan

Book or locate a septic pump-out receipt and ask about baffles during service.

Order or locate a well flow-rate test and keep the actual result in the file.

Arrange bacterial water testing through the appropriate local process.

Collect water treatment, pump, pressure tank, softener, filter, and UV invoices.

Complete written disclosure materials, including OREA Form 222 where appropriate.

Prepare a one-page summary that explains what each document means to a first-time rural buyer.
Review all claims before listing so marketing, disclosure, and documents match.

Call or text Kevin Flaherty at 226-270-6433 before spending money on tests or repairs. The best prep depends on the property, the buyer
pool, and which questions are most likely to affect confidence.
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Septic pumping and baffle inspection guide

A first-time rural buyer may understand kitchens, roofs, and windows but have no practical picture of what happens underground. Your job is to turn
the septic system from an invisible risk into a documented system with a simple maintenance story.

Before the pump-out During and after the pump-out
[I Find prior pumping receipts and service invoices. [l Keep the dated receipt in the seller confidence file.
[I Locate the tank, lids, bed, and any drawings or permits. [1 Ask for wording that confirms tank pumped and visible baffles reviewed
[I Confirm the household use pattern and approximate pumping interval. where possible.
[l Ask whether the technician can note visible working condition. [l Ask whether the inlet and outlet appear functional.
[l Ask the technician to comment on baffle condition if visible. [l Record any recommendation without hiding it.
[I Photograph access lids after they are exposed. [I Fix small, clear issues before they become buyer fear.
[l Do not drive or stage heavy equipment over the bed. [ If an issue requires specialist advice, get it documented.
[l Write down odour, backup, or drainage history honestly. [l Keep before/after photos organized but do not oversell them.
[I Summarize the result in plain English for buyers.

Baffle inspection: why a small part can carry big buyer psychology

A septic baffle helps control how waste moves through the tank. When buyers hear a new technical word during a condition period, it can sound like a
major defect. Kevin's personal baffle experience shows why it is better to ask the question during pumping: a cement baffle broke, the practical fix was
a plastic pipe with a 90-degree elbow, and the issue became manageable because it was identified clearly.

Sk At

Were inlet/outlet Buyers worry solids The technician Receipt or technician
baffles visible? will reach the bed. reviewed visible note
baffle areas during
pumping.
Any obvious cracks Small parts can sound Known visible items Repair invoice or
or missing parts? alarming if found were addressed or disclosure note
late. disclosed.
Any backup, odour, Patterns matter more Seller has stated OREA 222 or related
or slow-drain than vague known history in answer
history? reassurance. writing.
Where is the bed Buyers need to know Bed area is Sketch, map, or
located? what areas to identified so future seller note
protect. use is sensible.

Septic language to avoid
Avoid saying "the septic is perfect" or "you will never have a problem." Use supportable wording: "The tank was pumped on [date], the available service history
is in the file, known issues have been disclosed, and buyers are encouraged to verify during their due diligence."

Seller worksheet: Write your last pump-out date, technician name, baffle note, tank location, bed location, and any known repair history
before your first showing.
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Well flow-rate and bacterial testing reference

A private well raises two separate questions. First, can the well supply enough water for normal use? Second, does the bacterial test result support
water quality at the time of sampling? Treat these as separate proof points and explain both without overpromising.

Proof point Common buyer question What the result means Seller preparation move

Flow-rate test

2.5 gpm reference

3.5+ gpm reference

Bacterial analysis

Treatment records

Will the home have
enough water?

Is this too low for
financing?

Is this more
comfortable?

Is the water safe
today?

How is water
maintained?

A measured production
result under test
conditions.

Often treated as low
but potentially
acceptable by many
lenders.

Often easier for
buyers and agents to
understand.

Sample result for
bacteria at the time
of testing.

Shows filters, UV,
softener, pump,

Provide the actual
gallons-per-minute
result.

Do not oversell; tell
buyer to confirm
lender rules.

Keep the report ready
and explain household
use.

Retest if timing or
handling creates
doubt.

Compile invoices and
operating notes.

pressure tank, or
service history.

Bacterial testing checklist Well system document checklist

Confirm the correct local testing process before sampling.
Use the proper sterile bottle and follow handling instructions.
Avoid touching the inside of the bottle or cap. Pump service invoices.
Sample from the correct tap and remove aerator if instructed. Pressure tank information.

1] [I Well record or drilling information if available.
I I
0 0
0 0
[1 Deliver the sample within the required time window. [I Softener, UV, filter, or treatment records.
0 0
1 1
1 0

Flow-rate test result.

Keep the report with date and result in the seller file. Recent bacterial water analysis.
Do not represent one test as a lifetime guarantee. Known water pressure or supply history.
Invite buyers to verify during conditions. Disclosure answers for any known issue.

How to answer well objections without creating new fear

"l do not understand the water test."
Explain the sample result and encourage buyer retesting during conditions.

"What if the well runs dry?"
Provide the flow report and use history; invite specialist verification.

"What if treatment equipment is expensive?"
Show service records so the buyer sees what is installed and maintained.

"What if the lender says no?"
Give the actual flow result to the buyer so the lender can review it early.

Kevin field note: 2.5 gpm is commonly treated as low but often acceptable; 3.5 gpm or more is easier for buyers to understand. Provide
the actual result and avoid guarantees.
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OREA Form 222 preparation worksheet and disclosure prompts

Written disclosure is not a marketing gimmick. It is a trust tool. OREA Form 222 or related seller property information materials help organize what
the seller knows about private water and private sewage so the buyer sees clarity instead of silence.

Important disclosure principle
If you know about a material septic, well, water-quality, water-supply, repair, permit, or contamination issue, do not hide it. Discuss the wording with the
appropriate real estate and legal professionals. A known problem handled honestly is usually easier than a trust problem discovered late.

Worksheet area Seller answer to prepare Evidence to attach Risk if ignored

Septic age and type

Septic performance

Baffle and tank
access

Well supply

Water quality

Treatment equipment

Known limitations

What do you know about
tank, bed, permits, and
installation?

Any backups, odours,
repairs, or known
failures?

Were visible baffles
discussed during
pumping?

What flow result is
available?

What bacterial result
is available?

What is installed and
maintained?

What should buyer

Permit, drawing,
receipt, invoice

Service history and
disclosure note

Technician note or
receipt

Flow-rate report

Lab/public-health
report

Invoices, manuals,
filter dates

Disclosure note

Buyer assumes seller
is guessing

Late discovery
becomes leverage

Small issue sounds
like big defect

Lender or buyer
delays review

Buyer worries about
safety

Buyer cannot estimate
care

Seller appears

independently verify? evasive

Document compilation checklist Buyer orientation summary

Septic pumping receipt.

Baffle note where available.
Septic repair or service invoices.
Tank and bed location sketch.

0 Explain septic care.
1

1

1

[ Well flow-rate report.

1

1

1

1

1

Explain baffle review.
State well flow.

State water test.

List treatment equipment.
Invite verification.

Identify known repairs.
Give showing contact.

Bacterial water analysis.
Water treatment invoices.
Pressure tank/pump invoices.
OREA Form 222 answers.
Known issue disclosure notes.

OoOoooooocoocd

Plain-language template: "The home uses private septic and well systems. Available records, testing information, and written disclosure
are organized so buyers can review and verify them during due diligence."
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East Garafraxa Septic & Well Seller Guide

Listing timeline, cost estimates, and objection responses

The best time to solve septic and well confusion is before the home is live. Use this timeline to prevent last-minute testing, rushed disclosure, or
buyer questions that arrive after emotions are already high.

Timing Seller task Why it matters Result
21-30 days Gather records and map You learn what is Clear prep list
before missing documents. missing before buyers
do.

14-21 days Schedule septic pump- Creates a current Septic proof point
before out and ask about receipt and practical

baffles. technician context.
10-18 days Arrange flow-rate and Gives lender and buyer Well proof point
before bacterial water questions a starting

testing. point.
7-14 days Complete disclosure Aligns seller answers, Trust file
before materials and document marketing, and due

package. diligence.
3-7 days Write buyer-facing Prevents overpromising Confidence copy
before summary and review and technical confusion.

claims.

Launch week

Use media, showings,

Buyer sees systems as

Stronger offer

and follow-up to prepared, not hidden. confidence
educate.
Item Typical planning range What affects cost Seller note

Septic pump-out $300-$700+ Tank size, access, Ask for baffle
lids, distance, comment where
technician scope appropriate.

Well flow-rate test $250-$600+ Contractor, travel, Share result with
testing method, buyer; avoid
reporting guarantees.

Bacterial water test $0-$150+ Public-health Follow exact sample
process, private instructions.
lab, retesting need

Water treatment $150-$600+ Filters, UV lamp, Keep invoices and

service softener, pump, maintenance notes.
pressure tank

Minor septic repair $300-$2,000+ Baffle, lid, riser, Disclose and document
access, specialist any fix.
findings

Buyer objection responses

"What if the water is not safe?"
Point to the bacterial report and invite buyer retesting during conditions.

"l have never owned septic."
Use the maintenance history and pump-out receipt; invite inspector review.

"The well flow seems low."
Give the actual result and ask the buyer to confirm with lender and inspector.

"Why so many documents?"
Explain that documents support due diligence; they do not replace verification.

Budget note: estimates vary by contractor, access, travel, testing method, and repair scope. Obtain current local quotes before decisions.
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Launch and negotiation playbook

A good East Garafraxa septic and well launch should make buyers feel informed before they become afraid. That means the marketing, showings,

document package, disclosure, and negotiation responses must all tell the same confidence story.

What to do What not to do Kevin/team role

Before photos

Confirm documents,

Wait until offer night

Identify likely buyer

missing records, and to answer system fears.
seller answers. questions.

Listing copy Mention private Hide septic or well Write accurate buyer-
systems with calm information friendly positioning.
confidence. completely.

Online media Use narrated media to Make buyers guess what Create Video Narrated
explain layout, they are seeing. VR Animated Online
utility areas, land, Showings.
and context.

Showings Keep summary ready for Overwhelm visitors Answer questions
buyer agents. with technical claims. clearly.

Conditions Use documents and Take normal due Keep deadlines and
specialists to address diligence personally. proof organized.
concerns.

Renegotiation Separate real repair Agree to vague Negotiate around

costs from fear-based

discounts without

facts.

leverage. evidence.

East Garafraxa local positioning

Buyers may compare Brookhaven, Garafraxa Woods, Marsville,
Rayburn Meadows, Erin, Orangeville, and Grand Valley alternatives.
The winning message explains rural privacy, access to services, private
systems, and everyday maintenance in one calm story.

Final seller script

"We know septic and well ownership may be new for some buyers, so
we prepared the available records, testing information, and disclosure
materials in advance. Please review them and complete your own due
diligence during the condition period."

Final 20-point launch checklist

Check before the listing goes live

Septic receipt saved.

Baffle question asked.

Septic history compiled.

Tank/bed location noted.

Flow test saved.

Bacterial test saved.

Treatment invoices compiled.
Pump/pressure tank records found.
OREA 222 considered.

Known issues disclosed.

One-page summary written.

Buyer questions predicted.

Listing copy checked.

Media plan approved.

Showing response prepared.
Lender-friendly docs ready.

Condition deadlines planned.

Repair estimates separated from fear.
PDF guide saved.

Kevin call booked.

0
1
1
1
1
i
1
1
1
1

CoOoooooooooo.o

Need help? Call or text Kevin Flaherty at 226-270-6433, book at flaherty.ca/kevinscalendar, or start a home evaluation at
flaherty.ca/lhomeeval.
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