Erin Hobby Farm Selling Guide

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

Selling a Hobby Farm in Erin Ontario

Use this guide before listing an Erin hobby farm, equestrian property, farmhouse on acreage, or rural property with outbuildings. The
goal is to reduce buyer uncertainty and help the right buyer understand the complete property before they arrive.

Best use of this guide
Complete the checklists before your first pricing conversation. Bring records, questions, and known issues into the open early so
marketing, pricing, and negotiation strategy are built on facts rather than assumptions.

Why hobby farms need a different selling approach

A hobby farm is not just a house with land. Buyers evaluate the house, the land utility, every outbuilding, fencing condition, private
services, zoning permissions, access, and lifestyle fit as separate value components. If any one of those components is unclear,
uncertain, or undocumented, buyer confidence drops and offers weaken.

Erin has approximately 5,000 horses and hundreds of horse farms. Angelstone Tournaments draws equestrian buyers from across
Ontario. The Elora Cataract Trailway and Credit River headwaters attract lifestyle buyers. GTA move-up buyers, Guelph commuters,
and Halton Hills overflow buyers all look at Erin acreage. Each buyer pool evaluates the property differently.

Core preparation priorities

Document the house, land, barns, paddocks, fencing, wells, septic, access, services, and known improvements.
Separate what is currently usable from what a buyer may need to repair, verify, or insure.

Clarify zoning, farm tax class, permitted uses, and future-use questions before writing public marketing copy.
Identify the most likely buyer pools and build marketing language around their priorities.

Use rural marketing that shows the whole property online, not just room photos.

Prepare a documentation package so serious buyers can move through due diligence with confidence.
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Price based on usable buyer value, not acreage alone.

Prepared by Kevin Flaherty, Realtor since 1988. Start your home evaluation at flaherty.ca/lhomeeval or book a call at
flaherty.ca/kevinscalendar.
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1. Hobby farm selling preparation checklist

A hobby farm sale succeeds when the property is easy to understand. Complete as many items as possible before launch;
unresolved questions should be noted clearly for the buyer due-diligence process.

Property file

Current tax bill, legal description, and lot dimensions.

Survey, sketch, or boundary notes showing easements, laneways, shared access, and setbacks.

Receipts for major house, barn, fencing, driveway, drainage, roof, electrical, heating, and utility improvements.

List of inclusions and exclusions: gates, feeders, water troughs, panels, appliances, fixtures, equipment, and rented items.
Showing instructions for animals, dogs, gates, tenant areas, equipment, biosecurity, and seasonal access.

Insurance history, claims, and current policy details for all buildings and land use.
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Mortgage, HELOC, or lien details that affect timing or net proceeds.

Property presentation

Mow and define walking routes, driveway edges, parking, paddock access, and barn entrances.

Clean stalls, aisles, workshops, storage rooms, hay areas, tack areas, and equipment corners.

Repair obvious safety issues: broken gates, loose boards, exposed hazards, poor lighting, dangling wires, and unsafe footing.
Prepare a short property story explaining why the land, buildings, and location work together.

List known issues so they can be disclosed and managed instead of becoming surprises during conditions.
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Remove personal items, excess equipment, and clutter from all buildings and outdoor areas.
Ensure all buildings are accessible for photography and showings without advance notice.
House-specific preparation

O Complete standard home-selling preparation: declutter, clean, repair, paint, and stage key rooms.
0 Address deferred maintenance: leaky taps, cracked caulking, worn flooring, dated fixtures.

O Ensure heating, cooling, plumbing, and electrical systems are functional and documented.

O Note any renovations done without permits and decide how to disclose them.

Seller note
Buyers do not need a perfect farm. They need a property they can understand. Clarity often protects value better than hiding
complexity. The strongest hobby farm listings present every building, every system, and every known issue in plain language.
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2. Outbuilding, fencing, and paddock assessment

Outbuildings and land infrastructure are often the primary reason a buyer chooses one hobby farm over another. Document each
building and paddock area individually so buyers can evaluate utility without guessing.

Outbuilding documentation guide

O
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Create a building list with approximate dimensions, current use, roof notes, floor type, lighting, hydro, water, doors, stalls, storage,
and ventilation.

Photograph each building with doors open, lights on, clear paths, and enough context to show access from the driveway or
paddocks.

Note which buildings are insulated, heated, powered, plumbed, used seasonally, rented, or restricted in use.
Prepare known repair notes for roofs, foundations, siding, doors, stalls, floors, drainage, electrical, or water lines.
Confirm what should remain with the property and what is personal equipment.

Note any buildings that were constructed without permits or that have changed use over time.

Identify which buildings add the most buyer value and which may create buyer concern.

Fencing and paddock assessment
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Map paddock locations, gates, turn-out areas, water points, shelter, run-in access, and trailer movement.
Identify fencing material and condition: board, wire, page wire, electric, rails, posts, gates, and tension.
Repair obvious containment and safety problems before photography or showings.

Check drainage, mud, footing, vegetation, shade, manure management, and hay or feed access.
Separate usable acreage from scenic, wooded, wet, steep, or buffer land when explaining value.

Note seasonal limitations: spring mud, winter access, snow removal routes, and frozen water lines.

Confirm paddock count, horse capacity, and any boarding or training history.

Arena and riding facility notes
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Document arena dimensions, footing type, lighting, drainage, doors, and seasonal use.

Note whether the arena is insulated, heated, or usable year-round.

Identify any structural concerns: roof sag, post movement, door function, or drainage failure.
Confirm whether the arena was built with permits and whether it meets current zoning requirements.

Value reminder

Outbuildings, fencing, paddocks, and access do not all contribute equal value. Buyers value what is safe, usable, understandable, and
expensive for them to recreate. A well-documented 3-stall barn often sells better than an undocumented 10-stall barn with deferred
maintenance.
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3. Zoning, septic, and well verification

Zoning, private services, and permitted uses are the most common sources of buyer uncertainty on hobby farm sales. Address them
before listing so marketing copy is accurate and buyer conditions are manageable.

Zoning verification steps
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Confirm the current zoning designation before marketing animal, boarding, farm-stand, accessory-building, workshop, or
business-use possibilities.

Review farm tax class, rented land, income history, conservation influence, setbacks, watercourses, and known municipal
questions.

Avoid claims about severance, future development, or expanded use unless documentation supports them.

Prepare a plain-language list of items the buyer should independently verify with the municipality, lawyer, accountant, insurer, or
lender.

Note any existing site plan agreements, conservation authority restrictions, or heritage designations.
Confirm whether current use matches the zoning designation or relies on legal non-conforming status.
Document any municipal correspondence about property use, complaints, or variance applications.

Septic and well considerations for farm properties

O
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Collect septic installation records, pump-out receipts, inspection notes, tank location, bed location, and repair history.

Collect well record, pump details, water test results, treatment system details, filter or UV service notes, and pressure-tank
information.

Note livestock water, barn water, exterior taps, irrigation, seasonal use, and any known water-demand concerns.

Decide whether a pre-list water test, septic review, or service call would improve buyer confidence before launch.

Do not hide known service issues. Buyers often fear unknown rural systems more than documented, explainable limitations.
Confirm septic system capacity relative to house size, number of bathrooms, and any additional water sources.

Note distance between well and septic, and any potential contamination concerns from farm activities.

Insurance and liability
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Confirm current farm insurance covers all buildings, land use, animals, and visitor liability.
Note any claims history, premium increases, or coverage exclusions that affect the sale.
Prepare insurance documentation for buyer review during due diligence.

Professional confirmation
Tax, legal, municipal, insurance, financing, septic, and well questions should be verified with the appropriate professional. Marketing
should not overpromise future use. Present what is confirmed and direct buyers to verify what is uncertain.
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4. Pricing framework for land plus buildings

Hobby farm pricing should be built from usable buyer value, not acreage alone. The strongest pricing conversation separates house
value, land utility, outbuilding condition, private-service confidence, location, buyer-pool demand, and risk adjustments into distinct
components.

Pricing components to review
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House: condition, layout, mechanicals, renovation quality, daily livability, inspection risk, and buyer appeal.

Usable land: dry acreage, pasture, fields, privacy, trees, slope, drainage, access, fencing, and road frontage.

Outbuildings: barn utility, roof condition, stalls, storage, workshops, arena potential, hydro, water, doors, and flooring.

Fencing and paddocks: safety, containment, gate placement, footing, drainage, and repair cost.

Private services: well, septic, heating, hydro, propane, internet, generator, water treatment, and service records.

Location: Erin, Hillsburgh, Ospringe, Orton, Angelstone context, trail access, Guelph routes, GTA routes, and rural-village
convenience.

Risk: unclear zoning, undocumented systems, repair issues, financing questions, insurance concerns, and buyer-condition
uncertainty.

Pricing worksheet prompts

Which features are costly for a buyer to recreate from scratch?

Which features look attractive but require professional verification before a buyer commits?
Which repairs should be completed before launch to avoid price reduction during negotiations?
Which issues should be disclosed upfront and priced transparently rather than hidden?

Which buyer pool is most likely to pay full value for the property as a complete working system?
How does the property compare to recent sales of similar acreage, building count, and location?
What is the realistic price range if the property sells in 30 days vs 90 days vs 180 days?

Common pricing mistakes on hobby farms

Pricing based on total acreage without accounting for unusable land (wet, steep, wooded, landlocked).
Overvaluing outbuildings that need significant repair or lack permits.

Ignoring the cost of deferred maintenance that buyers will factor into their offers.

Comparing to properties in different municipalities with different zoning or tax structures.

Assuming equestrian buyers will pay a premium without providing equestrian-ready infrastructure.

Pricing reminder
Do not let total acreage become the only story. A smaller, better-organized hobby farm can compete strongly when buyers understand
how the property works as a complete system. Clarity in pricing builds buyer confidence and reduces lowball offers.
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5. Buyer profile targeting and rural marketing

Different buyer pools evaluate the same hobby farm property in completely different ways. Understanding who is most likely to buy
your specific property helps focus marketing language, photography priorities, and showing preparation.

Buyer profile scorecard
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Equestrian buyer: barns, stalls, paddocks, fencing, water, footing, trailer access, arena, and Erin horse-community context
(Angelstone, trails, local equestrian network).
Lifestyle acreage buyer: privacy, gardens, views, outdoor living, home comfort, low maintenance, and lower farm complexity.

GTA move-up buyer: space, value perception, commute time, schools, internet speed, services, and confidence with rural
systems.

Guelph commuter buyer: route practicality, rural lifestyle, internet, daily convenience, and private-service clarity.

Halton Hills or Caledon overflow buyer: acreage comparison, rural familiarity, access routes, and property utility.

Small-farm buyer: gardens, chickens, bees, storage, workshops, self-sufficiency, soil quality, water access, and flexible use.
Investor or multi-use buyer: rental potential, severance possibility, income history, and development context.

Marketing preparation
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Plan photography to show house, driveway approach, barns, paddocks, fencing, fields, service areas, road frontage, and privacy.
Use a clear online showing sequence so buyers understand the full property before booking a visit.

Prepare feature notes for every building and major land-use area with dimensions and current use.

Write copy that explains current use without promising unverified future use or zoning changes.

Use a Video Narrated VR Animated Online Showing to help serious buyers understand the whole property online before visiting.
Create a property information package with maps, building list, service records, and zoning summary.

Target marketing channels where equestrian, lifestyle, and rural buyers actively search.

What makes Erin hobby farms attractive to buyers

Proximity to GTA (under 90 minutes) with genuine rural character and privacy.

Angelstone Tournaments and established equestrian community with hundreds of horse farms.
Elora Cataract Trailway access for trail riding and outdoor recreation.

Credit River headwaters and natural landscape beauty.

Village convenience in Erin, Hillsburgh, and surrounding communities.

Wellington County rural character without Peel Region density or pricing.

Marketing goal
Attract the buyer who values the property for the right reasons. Better context reduces wasted showings, improves offer confidence,
and helps the right buyer move faster. A well-marketed hobby farm sells to someone who understands what they are buying.

flaherty.ca | Page 6 | Erin hobby farm selling preparation guide



Erin Hobby Farm Selling Guide

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

6. What to tell your agent and 30-day timeline

The first conversation with your agent should cover everything that affects pricing, marketing, timing, and showing logistics. The more
your agent knows upfront, the stronger the launch strategy.

What to tell your agent

O 0Ooo0oooQgodg

Your preferred timing, price expectations, transition needs, and any non-negotiable conditions.

Known issues with house systems, barns, fencing, drainage, septic, well, access, zoning, or past insurance claims.
Animal, tenant, equipment, storage, or showing restrictions that affect access or scheduling.

Which features you believe create the most value and which features buyers may misunderstand.

Documents you have ready and documents you still need to locate or request.

Any recent offers, appraisals, or conversations with other agents that provide pricing context.

Your timeline flexibility: can you wait for the right buyer or do you need a fast sale?

30-day pre-listing timeline

O
O
O

O 0O ogood

Days 1-3: Book the selling review. Gather tax bills, surveys, septic records, well records, insurance, and improvement receipts.
Days 4-7: Walk the property with your agent. List every building, paddock, fence line, and service point. Note known issues.

Days 8-10: Review septic, well, zoning, tax class, insurance, and disclosure questions. Book any pre-list inspections or service
calls.

Days 11-14: Clean, repair, organize, mow, define access routes, and prepare all buildings for photography.

Days 15-18: Complete house preparation: declutter, clean, paint touch-ups, staging, and curb appeal.

Days 19-22: Confirm pricing evidence, launch strategy, media plan, inclusions, exclusions, and offer-condition expectations.
Days 23-26: Photography, video, drone, and online showing production. Review all marketing copy for accuracy.

Days 27-30: Finalize showing instructions, buyer-document folder, offer-condition strategy, and launch readiness. Go live.

After launch

Monitor showing feedback and adjust marketing language if buyers are confused about specific features.
Track online engagement to understand which buyer pools are responding to the listing.

Prepare for offer conditions: inspection, financing, insurance, septic, well, zoning, and inclusions.

Keep the property show-ready: mowed, clean, accessible, and safe for unscheduled visits.

Review pricing strategy at 14, 30, and 60 days if the property has not sold.

Timeline note
Hobby farms often take longer to sell than village homes because the buyer pool is smaller and more specific. A well-prepared,
well-priced, well-marketed hobby farm attracts serious buyers faster and reduces time on market. Preparation time is not wasted time.
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Ready for a property-specific plan?

This guide covers general preparation for selling a hobby farm in Erin, Ontario. Every property is different. The next step is a focused
conversation about your specific house, land, outbuildings, private services, zoning, buyer pool, pricing evidence, and launch strategy.

Book a call with Kevin

flaherty.ca/kevinscalendar

Book a Zoom with Kevin

flaherty.ca/kevinscalendar-zoom

Start your home evaluation

flaherty.ca/homeeval

Phone
226-270-6433

About Kevin Flaherty

Kevin Flaherty has been a Realtor since 1988. He grew up near the Erin/Caledon Townline on Highway 24, where Erin was the
closest main town to his rural upbringing. His parents were both real estate brokers with deep roots in the Erin community. Kevin has
sold hundreds of rural properties including hobby farms, equestrian properties, and estate homes across Wellington County and
Dufferin County.

Kevin lives on a rural property himself and understands the private services, land management, outbuilding maintenance, and buyer
psychology specific to farm properties. His Video Narrated VR Animated Online Showing system helps buyers understand large rural
properties online before they decide whether to visit in person.

This guide is general information for Erin hobby farm sellers. Confirm tax, legal, municipal, insurance, financing, septic, well, and land-use questions
with the appropriate professional before making decisions. Information is current as of the date of preparation and may change.

flaherty.ca | Page 8 | Erin hobby farm selling preparation guide



