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A practical guide to understanding what your home is likely worth, why a local evaluation
matters more than an online estimate, and how Kevin's Video Narrated VR Animated Online
Showings help serious buyers understand your property before they ever walk through the

door.

Inside this guide
What a professional evaluation includes, the five value drivers Kevin reviews,

Orangeville's May 2026 market context, preparation checklists, and next steps for
booking your evaluation.
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  1. Why a Professional Home Evaluation Matters
An online estimate can be a useful conversation starter, but it is not a pricing strategy. A strong home evaluation connects your
property to the specific buyers, comparable sales, competing listings, condition factors, and launch timing that shape value in
Orangeville. Kevin Flaherty has worked in Orangeville real estate for 38 years, beginning in 1988 on First Street with Royal City
Realty, after growing up in a family where both parents spent decades in real estate. That local pattern recognition is difficult for
an automated tool to replicate.

Evaluation principle
The goal is not to name a single flattering number. The goal is to identify a defensible value range, explain what could move your
home higher or lower within that range, and decide which preparation and marketing choices are worth making before launch.

What Kevin reviews during an evaluation
☐ Confirm the property type, ownership timeline, lot features, parking, outbuildings, and any non-standard improvements.
☐ Review sold comparables that a buyer, appraiser, and competing agent are most likely to use.
☐ Separate relevant comparable sales from misleading sales that differ by location, condition, size, or timing.
☐ Compare the home against active listings that buyers can choose instead of yours this week.
☐ Look for price-band behaviour, including which homes are moving quickly and which homes are sitting.
☐ Assess curb appeal, first impression, layout flow, natural light, storage, finishes, and maintenance signals.
☐ Identify buyer objections that could reduce confidence or increase perceived risk.
☐ Review renovation history, permits, warranties, utility details, rentals, and included or excluded items.
☐ Discuss the owner's timing, flexibility, preferred closing date, and risk tolerance.
☐ Explain a likely value range rather than pretending the market produces a precise number on demand.
☐ Recommend whether small repairs, cleaning, staging, photography, or video presentation could improve results.
☐ Map pricing options: conservative, market-aligned, and ambitious, with the trade-offs of each.
☐ Explain how launch day, showing access, offer timing, and follow-up communication affect negotiation leverage.
☐ Review whether the home needs broader context because of neighbourhood, school area, commute, lot, or lifestyle features.
☐ Connect the evaluation to a marketing plan that can help buyers understand the home before they book a showing.

  2. How Kevin's Evaluation Differs from Automated Tools
Automated  tools  such  as  Zestimate-style  estimates,  HouseSigma-style  calculators,  and  portal  price  ranges  rely  on  available
data.  They  cannot  walk  through  the  home,  smell  dampness,  see  deferred  maintenance,  feel  layout  friction,  judge  staging
quality, or explain why one buyer paid a premium for a particular street, lot, upgrade, or closing date. Kevin uses data, but the
data is filtered through local experience and the practical question that matters most: what will qualified buyers believe when
they see this home beside its competition?

Where automated estimates often miss the mark
☐ They may treat two homes as similar even when one has a stronger floor plan, better light, or superior lot utility.
☐ They may not understand whether a renovation is current, dated, incomplete, over-improved, or poorly executed.
☐ They may miss basement quality, ceiling height, moisture concerns, separate entrances, or finished-area usefulness.
☐ They may not know which active listings are stealing attention from the same buyer pool right now.
☐ They may underweight presentation because they cannot experience smell, sound, clutter, lighting, and emotional response.
☐ They may over-rely on broad averages instead of the closest buyer-relevant comparable sales.
☐ They may not adjust properly for backing conditions, road exposure, proximity to amenities, school appeal, or commute patterns.
☐ They cannot interview the owner about timing, improvements, inclusions, rentals, contracts, or past inspection findings.
☐ They do not create a launch plan, a narrative, or a strategy for negotiation after showings begin.
☐ They cannot explain what should be fixed, cleaned, documented, staged, photographed, narrated, or left alone.
☐ They may imply certainty when the responsible answer is a value range with conditions and scenarios.
☐ They cannot draw on 38 years of Orangeville real estate experience and family real estate background.

Kevin's difference
Kevin  combines  comparable  sales,  competition,  condition,  buyer  psychology,  and  the  marketing  system  used  to  present  your
home. The evaluation is  not  just  a price opinion;  it  is  the beginning of  a plan to help the market  understand why your home is
worth choosing.
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  3. The Five Factors that Affect Your Home's Value Range
A value range is shaped by the evidence buyers can see and the confidence they feel. These five factors usually explain why
one property lands at the lower end of the range while another reaches the upper end.
☐ Comparable sales: Review the most similar sold homes by style, size, lot, neighbourhood, condition, and sale date.
☐ Comparable sales: Watch for misleading outliers caused by distress, unique features, family transfers, or unusual terms.
☐ Comparable sales: Compare sale price to original list price and days on market to understand buyer resistance.
☐ Comparable sales: Consider whether the market has shifted since the strongest comparable sale occurred.
☐ Condition and presentation: Identify visible maintenance signals that affect confidence before a buyer reads the feature sheet.
☐ Condition and presentation: Assess whether paint, flooring, lighting, odour, clutter, and cleanliness support the target price.
☐ Condition and presentation: Decide which repairs create confidence and which upgrades are unlikely to be recovered.
☐ Condition and presentation: Prepare the home so photos, video, VR, and in-person showings tell the same positive story.
☐ Competition: Study current active listings that buyers will compare against your home on the same evening.
☐ Competition: Look at price reductions and stale listings to understand where buyers are saying no.
☐ Competition: Identify whether your home should lead on value, condition, location, lot, lifestyle, or marketing clarity.
☐ Competition: Adjust launch expectations when active inventory gives buyers more choices.
☐ Marketing strength: Make sure buyers can understand the full home online, not just see a few still photos.
☐ Marketing strength: Use copy, photography, floor-plan logic, and narrated VR to answer buyer questions in advance.
☐ Marketing strength: Highlight the reasons a buyer should book a showing instead of moving to the next listing.
☐ Marketing strength: Reduce uncertainty for out-of-town, relocating, or time-constrained buyers.
☐ Timing: Discuss whether your ideal launch date matches buyer activity, competition, and your preferred closing date.
☐ Timing: Decide how quickly to respond if showings are strong but offers do not match expectations.
☐ Timing: Recognize that spring, summer, school calendars, mortgage conditions, and inventory levels can change leverage.
☐ Timing: Build a plan for price review checkpoints instead of waiting until the listing feels stale.

  4. May 2026 Orangeville Market Context
The market data below should not be used as a shortcut valuation for your property. It  is context for the conversation. Kevin
compares your home to the segment that matters most: the buyers who would realistically consider it and the homes they can
also buy.

May 2026 metric Orangeville What it means for your evaluation

Sales 50 Buyer activity exists, but each price band behaves differently.

Average sale price $762,658 The average is useful context, not a price for your property.

Median sale price $733,000 The midpoint helps separate typical results from outliers.

Sale-to-list price 97% Pricing strategy still matters; many homes are not selling over ask.

Listing days on market 33 LDOM Preparation and launch quality affect how quickly buyers respond.

Active listings 151 Competition gives buyers choice, so presentation and marketing matter.

Questions to ask when applying the market context
☐ Is my home competing below, near, or above the May 2026 average sale price of $762,658?
☐ Does the median sale price of $733,000 suggest the typical buyer pool is different from my expected price band?
☐ If the sale-to-list ratio is 97%, what list-price strategy gives my home the best chance to attract serious buyers?
☐ With 33 listing days on market, what needs to be ready before launch so the first two weeks are not wasted?
☐ With 151 active listings, what will make my home easier to understand and more memorable online?
☐ Which active listings are my strongest competition by price, condition, location, lot, and lifestyle?
☐ Are recent sales supporting my target, or am I relying on a peak sale that buyers may not accept today?
☐ Would a buyer viewing three comparable homes see mine as the best value, the safest choice, or the most compelling lifestyle fit?
☐ What condition items could cause a buyer to discount the property before making an offer?
☐ What marketing assets would help buyers justify a stronger offer before they arrive in person?
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  5. Prepare for Your Evaluation
A prepared evaluation is more accurate because Kevin can separate visible value from documented value. The more clearly you
can explain improvements, systems, ownership costs, and timing, the easier it is to position the home with confidence.

Documents and details to gather
☐ Property tax bill and legal description, if available.
☐ Survey, site plan, or builder floor plan, if available.
☐ Approximate dates and costs for major improvements.
☐ Receipts, permits, warranties, and contractor records for renovations or mechanical upgrades.
☐ Roof, window, furnace, air conditioning, electrical, plumbing, insulation, and appliance information.
☐ Utility costs, rental contracts, water heater details, propane or other fuel information, if applicable.
☐ Condo or common-element documents, fees, rules, parking, locker, and status-certificate details, if applicable.
☐ List of inclusions, exclusions, fixtures, appliances, and items that may be negotiable.
☐ Known issues, past water events, insurance claims, repairs, or disclosures that need careful handling.
☐ Mortgage maturity, payout penalty estimate, bridge-financing needs, or purchase timeline considerations.
☐ Preferred closing date, move-out constraints, school or work timing, and flexibility around showings.
☐ Any previous appraisal, inspection, energy audit, or contractor quote that may help explain value.

Questions to ask Kevin during the evaluation
☐ Which comparable sales will buyers and appraisers probably use for my home?
☐ Which active listings are the biggest threats to my result?
☐ What price range is realistic if I sell as-is?
☐ What price range is realistic if I complete the most important preparation items?
☐ Which improvements should I avoid because they will not likely pay back?
☐ What buyer objections should we answer before showings begin?
☐ How should we talk about upgrades without overpromising?
☐ What is the strongest story my home can tell online?
☐ How will the Video Narrated VR Animated Online Showing be used for this property?
☐ What should I expect during the first 72 hours after launch?
☐ How will feedback be interpreted if showings are strong but offers are weak?
☐ What price-review date should we set before the listing becomes stale?

Area Score 1-5 Likely buyer concern Notes before evaluation

Curb appeal

Entry/foyer

Kitchen

Bathrooms

Living areas

Primary bedroom

Basement

Mechanical systems

Exterior

Neighbourhood fit

  6. Preparation Timeline Before Launch
Not every home needs weeks of preparation, but every home benefits from order. This timeline helps you focus on the items
that can improve buyer confidence and reduce friction before pricing, photography, narrated VR, and showings begin.

Two to four weeks before listing
☐ Complete the evaluation and decide whether your target range depends on preparation work.
☐ Book contractors only for repairs that clearly protect confidence or remove a buyer objection.
☐ Declutter storage areas so buyers believe the home has enough space for their needs.
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☐ Remove excess furniture that blocks room flow or makes square footage feel smaller.
☐ Gather documents that support upgrades, warranties, permits, utilities, and inclusions.
☐ Plan where pets, valuables, prescriptions, personal documents, and fragile items will go during showings.
☐ Discuss showing access and any blackout times that may limit buyer availability.
☐ Review nearby active listings weekly so pricing decisions reflect current competition.

One week before listing
☐ Deep clean kitchens, bathrooms, floors, windows, baseboards, vents, and high-touch areas.
☐ Replace burned-out bulbs and choose consistent light temperatures where possible.
☐ Touch up obvious wall marks, chipped trim, loose handles, squeaks, and simple maintenance items.
☐ Improve curb appeal with lawn care, seasonal cleanup, clean entry areas, and visible house numbers.
☐ Prepare a concise list of improvements and features Kevin can use in buyer-facing material.
☐ Confirm what will be included, excluded, rented, leased, or negotiable.
☐ Review the planned launch price, market logic, and first-week communication plan.
☐ Make sure the home will be ready for still photography, video, VR, and in-person showings on the same day.

Forty-eight hours before launch
☐ Clear counters, nightstands, vanities, refrigerator doors, entry piles, and laundry areas.
☐ Open blinds, clean mirrors, remove visual distractions, and create easy walking paths.
☐ Set thermostat, lighting, and scents so the first impression feels calm and comfortable.
☐ Put away valuables, financial documents, medication, and personally identifying materials.
☐ Check that all rooms, closets, utility areas, garage spaces, and outdoor features are accessible.
☐ Review final listing details, room descriptions, feature highlights, and showing instructions.
☐ Prepare for questions about closing date, inclusions, chattels, systems, and improvements.
☐ Commit to a feedback and adjustment schedule so decisions are based on evidence, not anxiety.

  7. Kevin's Video Narrated VR System
Kevin's USP is Video Narrated VR Animated Online Showings. The system is designed to make the home easier to understand
online,  especially  for  buyers  who  are  comparing  several  properties,  relocating,  or  deciding  whether  a  showing  is  worth  their
time. A stronger online showing can increase confidence, improve showing quality, and help buyers remember the home when
they are ready to act.

How it connects to getting more for your home
A  buyer  who  understands  the  layout,  flow,  upgrades,  setting,  and  lifestyle  fit  before  arriving  is  more  likely  to  book  a  serious
showing,  spend  time  evaluating  the  property  properly,  and  make  a  confident  offer.  Marketing  cannot  change  the  facts  of  the
home, but it can help the right buyers understand those facts clearly.

What the narrated VR approach is built to do
☐ Explain the layout so buyers understand how rooms connect, not just how they photograph.
☐ Highlight features that may be missed in still images, such as storage, sightlines, flow, and outdoor use.
☐ Narrate the practical benefits of improvements rather than listing upgrades without context.
☐ Help out-of-town buyers decide whether the home belongs on their shortlist before travelling.
☐ Reduce wasted showings by giving buyers a clearer sense of fit before they book.
☐ Create a memorable presentation that stands apart from basic MLS photo galleries.
☐ Support stronger conversations with buyers who have already studied the home online.
☐ Make it easier for decision-makers who cannot attend the first showing to understand the property.
☐ Answer common buyer questions about flow, function, and lifestyle before they become objections.
☐ Give the listing a more complete online asset that Kevin can reference in follow-up and negotiation.
☐ Reinforce the value story developed during the evaluation and preparation stage.
☐ Help buyers compare the home on substance rather than scrolling past it based on a single photo.

  8. Final Evaluation Checklist and Next Steps
Use this  final  checklist  before  your  appointment  so  the  conversation  can move quickly  from basic  facts  to  the  decisions  that
affect  your  result.  The best  evaluation  should  leave you with  a  clear  value  range,  a  short  list  of  preparation  priorities,  and a
marketing plan that matches the market you are entering.

Before the appointment
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☐ Write down your ideal selling timeline and your latest acceptable closing date.
☐ Identify your most important outcome: speed, price, certainty, privacy, convenience, or flexibility.
☐ Prepare your list of upgrades, system ages, warranties, and known issues.
☐ Gather the documents that support value and reduce buyer uncertainty.
☐ Walk through the home as a buyer and note anything that distracts from the first impression.
☐ Identify the rooms or features you believe buyers will value most.
☐ List your concerns about pricing, showings, negotiation, moving, or buying next.
☐ Ask Kevin which preparation items are worth doing and which are unnecessary.
☐ Ask how your home should be positioned against the 151 active listings in the May 2026 context.
☐ Ask how the 97% sale-to-list environment should influence list price and negotiation expectations.
☐ Ask what would cause Kevin to revise the value range after seeing the home in person.
☐ Ask what the first week of marketing, showings, and feedback should look like.

What you should receive from the evaluation
☐ A clear explanation of the most relevant comparable sales.
☐ A realistic value range with the assumptions behind it.
☐ A short list of condition or presentation items that may affect value.
☐ An understanding of current competition and how buyers are likely to compare your home.
☐ A pricing strategy that matches your goals and current market evidence.
☐ A preparation plan that avoids spending money where it will not help.
☐ A marketing plan that includes Kevin's Video Narrated VR Animated Online Showing system where appropriate.
☐ A next-step plan for timing, photography, launch, showings, feedback, offer handling, and review checkpoints.

Ready for a real Orangeville home evaluation?
Call Kevin Flaherty at 226-270-6433, request your evaluation at flaherty.ca/homeeval, or book a Zoom conversation

at flaherty.ca/kevinscalendar-zoom. Bring your questions, your timing, and your goals; Kevin will help you
understand the value range and the plan to improve it.

Kevin Flaherty has served Orangeville real estate clients since 1988. His background, local experience, and family real estate
roots  help  sellers  move  beyond  automated  estimates  and  into  a  practical  plan  for  pricing,  presenting,  and  negotiating  with
confidence.
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