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Caledon East Home Seller's Guide to
Choosing the Right REALTOR®
How to interview, compare, and hire the right listing professional before you sell

Kevin Flaherty | Flaherty.ca | 226-270-6433

Use this before you sign a listing agreement
This evergreen guide helps Caledon East sellers interview REALTORS®, compare marketing plans, avoid weak listing strategies, and
prepare for the rural and small-town details that often matter before a home is listed.

Evergreen market note

This PDF intentionally avoids month-specific statistics, average prices, and temporary market claims. For current Caledon market
conditions, review https://flaherty.ca/caledon-real-estate-market.

Start Here: Your REALTOR® Shortlist

Candidate name and brokerage recorded. Written marketing plan received.

Phone and email recorded. Listing agreement reviewed.

Local Caledon East experience discussed. Questions answered clearly.

Comparable sales reviewed. Current Caledon market data source noted.

1. What to Look for When Hiring a REALTOR® in Caledon East
A strong listing REALTOR® should understand both buyer psychology and local property details. In Caledon East, that means
knowing how to explain neighbourhood value, rural services, lot features, commuting patterns, property access, outbuildings, wells,
septic systems, fireplaces, surveys, and propane arrangements where applicable.

Has recent experience listing in Caledon, Caledon East, or nearby
rural communities.

Discusses likely buyer objections before launch.

Explains differences between village homes, estate lots, subdivisions,
and rural properties.

Shows examples of property-specific marketing.

Uses sold comparables rather than active-listing wish prices. Explains how online presentation can reduce unnecessary showings
from poorly informed buyers.

Explains pricing strategy without pressure or vague promises. Identifies likely buyer profiles for the property.

Understands septic, well, WETT, survey, conservation authority,
Greenbelt, Oak Ridges Moraine, and propane considerations where
relevant.

Has a process for listing remarks, floor plans, visuals, and feature
sheets.

Provides a written plan for launch timing, preparation, marketing,
showings, feedback, negotiation, and offer management.

Recommends preparation priorities without overspending.

States a clear communication standard for updates. Is transparent about commission, services, cancellation terms, and
extra costs.

Explains what happens if the listing does not receive strong interest.

REALTOR® Comparison Table
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Evaluation Area A B C

Local Caledon East knowledge

Pricing explanation quality

Written marketing plan

Rural due diligence knowledge

Online presentation strength

Communication plan

Confidence without pressure

2. Questions to Ask Before Signing a Listing Agreement
The goal is not to hire the person who gives the highest suggested price. The goal is to hire the REALTOR® who can defend the price,
prepare the property, attract qualified buyers, explain the home clearly online, and negotiate from evidence rather than hope.

What evidence supports your recommended list price? How will showing feedback be collected and interpreted?

Which sold homes are most comparable, and which ones should not
be treated as comparables?

How often will I receive updates?

What is your strategy if buyer activity is strong immediately? Who handles calls, inquiries, and showing questions?

What is your strategy if buyer activity is weaker than expected? How do you evaluate the strength of an offer beyond price?

How will you market the layout, land, improvements, location, and
lifestyle of my property?

What are the listing term, holdover clause, commission, cancellation
terms, and excluded services?

Will you create a property-specific webpage or only use MLS and
portals?

Are there any marketing expenses I pay separately?

Will my listing include professional photography? What preparation items are worth doing before listing, and which
ones are not?

Will my listing include video, floor plans, and a narrated online
showing?

What risks should I understand before going live?

How will you explain rural systems such as septic, well, WETT, survey,
and propane if applicable?

What would you do differently for this property compared with a
standard subdivision listing?

What documents should I gather before launch?

3. Red Flags to Watch For
A weak listing strategy can cost a seller time, leverage, and confidence. Watch for signs that the agent is trying to win the listing
rather than protect the outcome.

Promises a sale price without explaining the evidence. Cannot explain what happens after launch.

Uses the highest suggested price as the main reason to sign. Does not provide clear feedback reporting.

Cannot explain list price, market value, and negotiation strategy. Suggests unnecessary spending without explaining return on effort.

Relies mainly on MLS exposure without a detailed marketing plan. Uses fake urgency or fear-based language.

Does not discuss professional visuals, video, floor plans, or
property-specific online presentation.

Cannot explain the listing agreement in plain language.

Treats a rural or semi-rural property like a basic city listing. Has no written plan if the home does not sell quickly.

Avoids septic, well, WETT, survey, propane, easement, conservation,
or zoning questions.

Uses generic descriptions that could apply to any property.

Minimizes buyer objections instead of preparing for them. Makes statistical claims without identifying a current source.

Pressures you to sign immediately. Discourages detailed questions.

Gives vague answers about communication frequency. Cannot provide examples of polished listing presentation.
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4. Selling Process Overview for Caledon East Homes
The selling process should feel structured. Good preparation creates fewer surprises and gives buyers more confidence. In Caledon
East, the process often includes ordinary listing steps plus rural-specific due diligence depending on the property.

Review your goals, timeline, and preferred closing range. Confirm whether propane tanks are rented or owned if applicable.

Discuss the home, land, improvements, systems, location, and buyer
profile.

Confirm rental contracts for water heaters, HVAC, softeners, or other
equipment.

Review current Caledon market context at
https://flaherty.ca/caledon-real-estate-market.

Identify easements, rights-of-way, shared driveways, or unusual
access considerations.

Compare relevant sold properties. Review zoning, conservation, Greenbelt, or Oak Ridges Moraine
considerations if relevant.

Identify upgrades, maintenance items, and buyer objections. Declutter key living areas and improve curb appeal.

Choose a pricing strategy that matches your goals and market
conditions.

Clean mechanical rooms, garages, sheds, barns, and outbuildings.

Locate the deed, tax bill, mortgage details, and utility information. Repair obvious defects that could distract buyers.

Locate the survey if available. Prepare for photography, video, floor plans, and online showing.

Gather permits, invoices, warranties, and renovation records. Review listing copy for accuracy before launch.

Gather septic records if applicable. Track showing volume, buyer feedback, online engagement, and
inquiry quality.

Gather well records or water test history if applicable. Evaluate offers for price, deposit, conditions, closing date, inclusions,
exclusions, and buyer strength.

Confirm WETT status for wood-burning appliances if applicable. Maintain insurance and utilities until closing and complete agreed
closing tasks.

5. Rural and Property-Specific Readiness
Not every Caledon East home has rural systems, but sellers should be ready when they apply. Preparing answers early can reduce
buyer uncertainty and help a serious buyer move with more confidence.

Septic system location known. Driveway, laneway, snow removal, and access details explained.

Septic age and service records gathered. Outbuildings, barns, workshops, or accessory structures documented.

Septic pump-out or inspection considered before listing if appropriate. Conservation authority or environmental restrictions reviewed where
applicable.

Well location known. Greenbelt or Oak Ridges Moraine context reviewed where applicable.

Recent water test considered where applicable. Inclusions and exclusions listed clearly.

Water treatment equipment identified. Rental equipment contracts gathered.

WETT certificate status reviewed for wood stove or fireplace where
applicable.

Utility averages available if useful.

Survey located or absence of survey disclosed early. Internet service options and limitations understood.

Propane supplier, tank ownership, and rental terms confirmed where
applicable.

School bus, commuting, and local service details considered if
relevant.

Oil, propane, wood, electric, or gas heating details confirmed. Buyer-facing explanations prepared for features that need context.

6. How to Evaluate a REALTOR® Marketing Plan
Marketing should do more than make the home visible. It should make the home understandable, memorable, and easy for serious
buyers to evaluate. Strong marketing answers buyer questions before the showing, which can improve showing quality and reduce
wasted foot traffic.

Includes professional photography. Uses remarketing or follow-up exposure to interested buyers where
appropriate.
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Includes accurate floor plans with measurements. Gives buyers enough information to decide whether the home is truly
suitable.

Includes a video-narrated online showing or equivalent detailed
presentation.

Reduces unnecessary showings from buyers who did not understand
the property.

Explains the layout, not just the finishes. Presents rural systems clearly when applicable.

Highlights room function, storage, updates, systems, and property
flow.

Includes accurate listing copy that avoids exaggeration.

Explains the lot, yard, driveway, garage, outbuildings, privacy, and
setting.

Includes a launch schedule.

Identifies likely buyer audiences. Includes a showing and feedback plan.

Uses a property-specific webpage or expanded online presentation. Includes a plan for measuring response.

Syndicates beyond basic MLS exposure. Includes a plan for adjustments if traffic or offers are weak.

Includes targeted digital promotion where appropriate. Includes negotiation preparation before offers arrive.

Flaherty marketing differentiators to discuss

Ask about video-narrated online showings, animated VR scaled models, floor plans with detailed measurements, broad online syndication,
buyer-database strategy, and a team structure focused on matching listings with likely buyers.

Final Decision Checklist
Before you sign, make sure the REALTOR® has given you a clear strategy, not just enthusiasm. Use this final checklist as your last
review point.

I understand the recommended list price and the evidence behind it.

I understand how my property will be marketed.

I understand how rural systems and property-specific details will be presented.

I understand the listing agreement, commission, term, holdover clause, cancellation terms, and any extra costs.

I have asked how feedback, showings, and offers will be managed.

I have reviewed examples of the agent's marketing quality.

I have not chosen an agent only because they suggested the highest price.

I know where to find current Caledon market information: https://flaherty.ca/caledon-real-estate-market.

I know what documents to gather before launch.

I feel confident the REALTOR® has a clear plan.

Ready to choose your selling strategy?
Book a free, no-obligation home evaluation with Kevin Flaherty. Get a pricing conversation, preparation

priorities, and a marketing plan suited to your Caledon East property.

https://flaherty.ca/homeeval | 226-270-6433
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