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What Sellers Actually Pay in Orangeville

Selling a home is not just a question of the final sale price. The amount that matters most is net proceeds, meaning what remains
after commission, legal work, mortgage items, preparation, moving, and any applicable tax considerations have been accounted for. In
Canada, standard seller costs commonly include legal fees, mortgage discharge fees, real estate fees, repairs, staging, moving,
cleaning, and possible mortgage prepayment penalties.1

This guide is designed for homeowners in Orangeville and the surrounding south-central Ontario market who want a clear
picture before they list. Cost ranges vary by property type, service provider, sale timing, mortgage terms, and the level of preparation
required. The figures below are intended as planning ranges, not quotes, legal advice, tax advice, or mortgage advice.

Cost Category Typical Seller Planning When It Applies Seller Note
Range
Real estate Often percentage-based and When listing with a brokerage HST applies to taxable professional services in
commission negotiable Ontario at 13%.2
Legal fees and Often hundreds to low Almost every sale Covers title, statement of adjustments, discharge
disbursements thousands coordination, and closing documents.
Mortgage discharge Often lender-specific If a mortgage is registered on title Removes the lender’s collateral charge or
fee mortgage from title.1

Mortgage prepayment From none to several thousand If the mortgage is paid before term maturity ~Often based on the higher of three months’

penalty dollars or more interest or an interest rate differential.3
Staging, prep, From modest touch-ups to Depends on presentation strategy Should be measured against likely return and
cleaning several thousand dollars marketability.
Repairs and Highly variable Before listing or after inspection Prioritize issues that affect confidence, safety,
maintenance financing, or first impressions.
Moving and transition  Variable by distance, volume, Every physical move Include movers, storage, utility overlap, and
and timing supplies.
Capital gains tax Situation-specific Usually not on a principal residence; may CRA rules depend on principal residence use and
apply to rentals/investments reporting.4

Seller takeaway: Your sale price is only one part of the outcome. The right strategy is to increase buyer confidence, reduce
friction, avoid preventable deductions, and plan the closing numbers before the property goes live.

1. Commission Structure and What Sellers Actually Pay

In a typical Ontario resale transaction, the seller agrees to a listing arrangement with a brokerage. The commission structure is usually
set out in the listing agreement and is commonly calculated as a percentage of the sale price. The Financial Consumer Agency of
Canada notes that real estate commissions may be negotiable and often range from 2% to 6%, depending on location and
arrangement.1

Commission is not best evaluated as a cost in isolation. A lower fee does not automatically mean a better net result, and a higher
service model must justify itself by improving exposure, negotiation strength, buyer confidence, and final net proceeds. Sellers should
understand exactly what is included: pricing advice, marketing, photography, online presentation, buyer follow-up, negotiation, offer
management, and support through closing.

Example Sale Price Example Commission Assumption Commission Before HST 13% HST on Commission Total Commission Cost

$700,000 4.0% $28,000 $3,640 $31,640
$800,000 4.0% $32,000 $4,160 $36,160
$900,000 4.0% $36,000 $4,680 $40,680
$1,000,000 4.0% $40,000 $5,200 $45,200

The table uses 4.0% only as a simple illustration. Actual commission arrangements may differ, may include separate listing-side and
co-operating brokerage components, and should be confirmed in writing. Ontario’s HST rate is 13% on taxable supplies, and real estate
agent services are identified by CRA among special GST/HST service cases.2
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2. Legal Fees and Ontario Closing Costs

Every seller should budget for a real estate lawyer. Legal work generally includes reviewing the agreement of purchase and sale,
preparing closing documents, coordinating title matters, handling the statement of adjustments, paying out registered mortgages or
liens, and releasing funds after closing. FCAC specifically identifies legal fees, a statement of adjustment, and mortgage discharge fees
as standard home-selling costs.1

Ontario sellers often ask whether they pay land transfer tax. In most ordinary resale transactions, land transfer tax is a buyer-side cost
because Ontario states that when a person buys or acquires land or a beneficial interest in land, that person pays land transfer
tax when the transaction closes.5 This distinction matters: sellers should still review the statement of adjustments carefully, but they
should not confuse buyer land transfer tax with their own seller closing costs.

Closing Item Paid By Typical Seller Planning Comment
Relevance

Seller’s legal fee Seller Yes Confirm fee, disbursements, HST, bank payout charges, and
document costs in advance.

Statement of adjustments Both sides through lawyers Yes Allocates items such as property taxes, utilities, condo fees,
or fuel adjustments.

Mortgage discharge Seller if mortgage on title Yes Lender and legal coordination may create fees or

registration disbursements.

Ontario land transfer tax Usually buyer Usually no Ontario frames the tax as payable by the person acquiring
land.5

Property tax adjustment Seller or buyer depending on Yes If you prepaid taxes beyond closing, buyer may credit you; if

prepaid/unpaid amounts unpaid, you may owe.
Utility/fuel/condo Depends on property Sometimes More common where prepaid services, rentals, or condo fees
adjustments are involved.

Sellers should ask their lawyer for an estimated closing statement as soon as they have an accepted offer. The sooner the payout
statement, mortgage instructions, tax adjustments, rental contracts, and title issues are understood, the less likely the seller is to face
last-minute surprises.

3. Mortgage Discharge and Penalty Costs

If there is a mortgage registered against the home, it generally must be paid out and discharged on closing unless it is being
transferred in a lender-approved way. FCAC describes a mortgage discharge fee as a cost to remove the collateral hold on the home.1

The larger potential cost is a mortgage prepayment penalty. FCAC explains that lenders may charge a prepayment penalty when a
borrower breaks a mortgage contract, transfers the mortgage before term end, or pays back the entire mortgage before the end of the
term, including when selling the home.3 For many closed mortgages, the penalty is commonly the higher of three months’ interest
or the interest rate differential, although the exact method varies by lender and contract.3

Mortgage Situation Possible Cost Impact What to Do Before Listing

Open mortgage Often more flexible Confirm whether any administration or discharge fee still applies.

Variable-rate closed mortgage  Often three months’ interest, but contract-specific ~ Ask lender for a written payout estimate.

Fixed-rate closed mortgage Can be substantial if IRD applies Ask for payout quotes at different closing dates.
Mortgage near maturity Penalty may be lower or avoidable Consider listing and closing timeline carefully.
Buying another home Porting may reduce penalty Ask whether the mortgage is portable and under what conditions.

Kevin’s planning note: Before deciding on list timing, ask your lender for a current payout statement and a penalty estimate
based on likely closing windows. A strong sale price can still be undermined if the mortgage penalty is ignored until the week
before closing.
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4. Staging and Preparation Costs

Presentation affects buyer perception. In Orangeville, where buyers may compare detached homes, townhomes, rural-edge properties,
and commuter-friendly options across nearby communities, a seller’s preparation plan should help buyers understand space, condition,
lifestyle, and value quickly.

Staging does not always mean renting a full house of furniture. It can range from decluttering and editing existing furniture to targeted
room styling, professional cleaning, curb appeal improvements, and vacant-home furnishing. FCAC identifies staging and cleaning as
potential costs when selling a home.1

Preparation Level Typical Work Included Planning Best Fit
Range
Essential clean and Deep cleaning, window cleaning, depersonalizing, Low to Well-maintained homes with good furniture and
declutter minor organization moderate layout.
Light styling Linens, artwork, accessories, room editing, curb appeal Moderate Homes that show well but need polish for photos
and showings.
Partial staging Key rooms such as living room, dining area, primary Moderate to Vacant or under-furnished homes where scale is
bedroom higher hard to read.
Full staging Furnishing multiple rooms, delivery, rental, setup and Higher Vacant homes or listings where lifestyle
removal presentation is central.

The right question is not “Should | spend money on staging?” The better question is which preparation items are most likely to
improve buyer confidence or reduce objections? A seller should avoid over-improving for the neighbourhood, but should also
avoid launching with avoidable visual distractions that make buyers discount the home.

5. Repairs and Maintenance Before Listing

Repairs before listing should be strategic. Some repairs increase perceived value; others simply prevent unnecessary negotiation
pressure. The priority should be to address issues that affect safety, financing, insurance, inspection confidence, water intrusion,
electrical or plumbing concerns, roof confidence, and obvious cosmetic distractions.

Repair Category Why Buyers Notice It Seller Priority

Roof, water, grading, foundation signs Buyers fear expensive hidden problems High if visible or known.

Electrical, plumbing, heating, cooling Can affect comfort, insurance, and inspection confidence  High if outdated, defective, or poorly documented.
Paint, drywall, trim Shapes first impression and photo quality Often high-return if done cleanly and neutrally.
Flooring transitions or damaged surfaces Buyers mentally subtract replacement costs Selective repair can reduce perceived neglect.
Doors, handles, lights, caulking Small defects can imply poor maintenance Inexpensive details can improve confidence.
Landscaping and entry Sets the tone before buyers step inside Important for curb appeal and online photos.

Sellers should disclose known material facts as required and obtain professional advice where needed. For larger issues, the decision
may be to repair, price accordingly, or provide documentation and quotes. Kevin’s role is to help sellers understand which items are
likely to affect buyer behaviour in the Orangeville market and which are unlikely to change the final outcome.
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6. Moving Costs and Transition Expenses

Moving costs are easy to underestimate because they rarely arrive as one invoice. Sellers may pay for movers, packing materials,
storage, bridge financing, temporary accommodation, utility overlap, appliance disconnection, pet boarding, cleaning after move-out,
junk removal, and insurance changes. FCAC includes moving costs among potential seller expenses.1

Moving Expense Typical Driver Cost-Control Tip

Professional movers Distance, weight, stairs, timing, crew size Get written quotes and confirm insurance.

Packing supplies Volume and fragility of belongings Declutter before buying boxes or booking movers.
Storage Gap between sale and purchase closings Compare portable storage with warehouse storage.
Utility overlap Closing dates and possession timing Schedule final readings and account transfers early.
Junk removal Years of accumulated items Remove before staging so the home shows better.
Bridge financing Buying before sale proceeds are available Discuss timing with lender before firming up dates.

A well-managed transition protects more than money. It reduces stress and helps the seller comply with closing obligations such as
vacant possession, agreed inclusions, fixture condition, and timely key release.

7. Capital Gains Considerations for Investment Properties

For many homeowners, the sale of a principal residence does not create tax on the gain if the property was solely the owner’s principal
residence for every year owned. CRA states that if a property was solely your principal residence for every year you owned it, you do
not have to pay tax on the gain.4

However, sellers should be careful if the Orangeville property was rented, partly rented, used for business, flipped within a short period,
inherited, owned by a corporation or trust, or not designated as a principal residence for every year. CRA notes that if the property was

not your principal residence, or not solely your principal residence, for any period of ownership, you may not be able to benefit from the
principal residence exemption on all or part of the gain.4

Property Use Possible Tax Treatment Seller Action

Sole principal residence for all Gain may be fully sheltered by principal residence Still report the sale as required by CRA.

years exemption

Rental or investment property Capital gain may be taxable Speak with a CPA before listing if possible.

Partly rented home Partial exemption may be relevant Gather rental records and improvement costs.

Short-term ownership or flip May be business income in some cases Obtain tax advice before assuming capital gains
treatment.

Change of use Special rules may apply Review timing, elections, and records with a tax

professional.

This guide does not provide tax advice. Before listing an investment property or a home with rental history, sellers should speak with a
qualified accountant so that expected after-tax proceeds are understood before accepting an offer.
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8. Hidden Costs Sellers Often Miss

The hidden costs of selling are often not hidden because they are unusual; they are hidden because sellers do not connect them to the
sale early enough. Many are small individually but meaningful together.

Hidden Cost Why It Gets Missed How to Plan

HST on commission and services Sellers may think only of the commission percentage Add 13% HST to taxable professional services in
Ontario.2

Mortgage penalty date Penalty changes with closing date and rate environment Request estimates for multiple closing dates.

sensitivity

Repairs after inspection Negotiated after the buyer reviews condition Pre-inspect key concerns or prepare quotes.

Chattels, rentals, and contracts Hot water tanks, alarms, propane, or equipment may be assumed  Gather rental agreements before listing.

or paid out

Property tax and utility Closing statement may credit or debit amounts Ask lawyer to explain the statement of

adjustments adjustments.

Extra insurance or vacancy Vacant homes may need different coverage Notify insurer if the home will be empty.

coverage

Holding costs Mortgage, taxes, utilities, and insurance continue until closing Compare accepting a strong clean offer against
waiting.

Failed deal costs Re-listing, legal review, delayed moving plans Strengthen buyer qualification and offer review.

Orangeville seller principle

The best sale is not always the highest headline price. The best sale is the offer that produces the strongest net result after
conditions, timing, risk, carrying costs, and closing certainty are considered.

9. How to Calculate Your Net Proceeds

A simple net proceeds estimate allows sellers to compare offers intelligently. It also helps separate emotional price expectations from
the practical number that will be available for the next purchase, retirement plan, investment, or relocation.

Net Proceeds Line Amount

Expected sale price $

Less: real estate commission ($ )
Less: HST on commission ($ )
Less: legal fees and disbursements ($ )
Less: mortgage balance payout ($ )
Less: mortgage discharge fee ($ )
Less: mortgage prepayment penalty, if any ($ )
Plus/minus: property tax and utility adjustments $

Less: staging, cleaning, preparation ($ )
Less: repairs or inspection-related credits ($ )
Less: moving, storage, transition costs ($ )
Less: estimated tax reserve, if investment property ($ )
Estimated net proceeds before next purchase costs $

The worksheet should be updated at four stages: before listing, after the listing strategy is finalized, when offers are being compared,
and once the lawyer provides the closing statement. The earlier this calculation is done, the easier it is to avoid unpleasant surprises.
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10. Kevin’s Approach to Maximizing What You Keep

Kevin Flaherty’s approach begins with a simple premise: sellers do not hire a broker just to put a property on the market; they hire a
broker to protect equity, create buyer confidence, and negotiate a stronger net result. With 38 years of experience serving
Orangeville and surrounding communities, Kevin's seller strategy focuses on preparation, presentation, exposure, negotiation, and
closing certainty.

A key Flaherty Team advantage is the use of video-narrated online showings that fly buyers through an accurate, VR-scaled model
of the home. These online showings help buyers understand layout, measurements, furniture possibilities, features, upgrades, and
surrounding area benefits before they book an in-person appointment. This matters because better-informed buyers tend to arrive with
stronger context and fewer basic uncertainties.

The Flaherty Team’s broader marketing model is designed to maximize exposure and reduce wasted showings. Their custom listing
presentation includes detailed floor plans, exact square footage, online syndication, buyer targeting, re-marketing, and a dedicated
marketing team. Internal Flaherty Team performance materials state that the team sells homes for 99.2% of market value, compared
with 97.7% for other realtors, putting an average of $13,358 more in clients’ pockets, while selling homes faster than the average
agent.

Kevin’s Seller Focus How It Helps Protect Net Proceeds

Pricing strategy grounded in current market evidence Reduces the risk of underpricing or sitting stale.

Preparation plan before launch Helps sellers spend on the right items, not every item.

Professional visual and online presentation Makes the home easier for buyers to understand and value.

Buyer education before showings Reduces unnecessary traffic and attracts better-prepared buyers.

Offer comparison beyond price Weighs conditions, deposit, closing date, inclusions, and certainty.
Closing coordination Helps sellers anticipate discharge, legal, adjustment, and timing issues.

Next step: Ready to find out what your Orangeville home is worth in today’s market? Book your free, no-obligation Opinion of
Value with the Flaherty Team at Flaherty.ca/homeeval or call 226-270-6433.

Seller Pre-Listing Checklist

[J Ask your lender for a mortgage payout statement and prepayment penalty estimate.

[0 Ask your lawyer for an estimate of seller legal fees, discharge costs, and closing adjustments.

[ Gather property tax bills, utility information, warranties, rental contracts, permits, and renovation receipts.
[ Decide which repairs should be completed, documented, quoted, or left for negotiation.

[ Build a staging and preparation plan that fits the expected buyer profile.

] Estimate moving, storage, and transition costs before choosing a closing date.

[ If the property was rented or used for business, speak with a CPA before listing.

[ Calculate estimated net proceeds before reviewing offers.

References

Disclaimer: This guide is for general information only and does not replace legal, tax, accounting, mortgage, or financial advice. Cost ranges and rules may
change, and every sale should be reviewed with the appropriate licensed professionals.

Flaherty.ca | 226-270-6433 | Kevin Flaherty, Broker | eXp Realty



