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Use this guide before you set a public price. Estate homes in Erin require a different approach than village or standard rural

listings. Custom features, large lots, privacy requirements, limited comparable sales, and a smaller buyer pool all demand

careful preparation, documentation, and targeted marketing.

1. What makes an estate home different to sell

Estate properties in Erin typically include custom-built homes on large lots, equestrian facilities, gated entrances, pools,

workshops, guest houses, ponds, trails, and premium finishes. These features create value but also create complexity during

pricing, marketing, and negotiation.

Key differences from standard listings:

-  Limited comparable sales make pricing more complex.

-  Custom features must be documented and explained to buyers.

-  Privacy and security require controlled showing access.

-  Buyer pools are smaller and often come from outside the immediate area.

-  Marketing must showcase the full property, not just the house.

-  Septic, well, and outbuilding systems need clear documentation.

-  Longer days on market are typical and do not always indicate a problem.

-  The Video Narrated VR Animated Online Showing reduces unnecessary foot traffic while giving serious buyers a

comprehensive virtual tour.

Seller principle

Do not assume buyers will automatically understand the value of a rare feature. The listing has to explain what the feature is,
how it works, why it matters, and how it supports the buyer lifestyle.

How to use this workbook:

-  Complete the document checklist before media day so the marketing can be accurate.

-  Mark sensitive security or privacy information as restricted, not public.

-  Separate repairs that affect buyer confidence from upgrades that may not return their cost.

-  Use the pricing worksheet to think beyond simple price-per-square-foot comparisons.

-  Review the showing checklist before the first private appointment.

2. Documentation checklist for an Erin estate home

The strongest estate-home sale often starts with documents, records, and clear answers that reduce uncertainty before buyers

begin due diligence.

Area What to gather or do Why it matters
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Survey and title Survey, site plan, easements, right-of-way notes, driveway

access, lot boundaries, and any known agreements.

Helps buyers understand land layout, access,

privacy, and practical use.

Permits and renovations Permits, contractor invoices, renovation dates, warranties,

engineering notes, and final inspection records where

available.

Supports confidence in custom work and reduces

questions during conditions.

Septic system Location, age, pump-out records, inspection notes,

repairs, permits, and access instructions.

Septic uncertainty can slow or weaken offers on

rural and estate properties.

Well and water Well record, flow information where available, water tests,

treatment equipment, filter schedule, and service provider

notes.

Water confidence is a key part of rural buyer due

diligence.

Pool or spa Opening and closing records, equipment age, liner or

heater information, service company notes, and safety

details.

Premium outdoor features support value when

condition and maintenance are clear.

Barns, arenas,

workshops

Dimensions, use, heating, hydro, water, flooring, stalls,

storage, doors, ventilation, and recent improvements.

Outbuildings can change the buyer pool and

should be explained accurately.

Security and smart-home Systems included, subscriptions excluded, device

ownership, access transfer process, and privacy

restrictions.

Avoids confusion about cameras, alarms, locks,

gates, thermostats, and monitoring.

Inclusions and exclusions Appliances, equipment, fixtures, water systems, pool

equipment, tractors, generators, mirrors, lighting, and

rented items.

Prevents negotiation friction and protects the

seller from accidental promises.

Utilities and services Hydro, propane or gas, internet, garbage, snow removal,

landscaping, water treatment, and maintenance provider

list.

Lets buyers understand the property as an

operating estate, not only as a house.

Insurance and risk Wood-burning appliances, outbuilding use, pool, pond,

security, driveway, and any specialty insurance

considerations.

High-value and rural properties may require more

detailed buyer planning.

Privacy rule

Keep sensitive security, gate, camera, and alarm details out of public marketing. Share only what qualified buyers need at the
right stage of the process.

3. Pricing an estate home in Erin

Estate properties resist simple price-per-square-foot analysis. Custom features, land value, outbuildings, and location privacy

all contribute to value in ways that standard comparables may not capture.

Factor What to consider

Land value Lot size, road frontage, privacy, views, trails, ponds, and usable acreage beyond the house footprint.

Custom build quality Materials, finishes, layout, ceiling heights, mechanical systems, insulation, windows, and structural

upgrades.

Outbuildings Barns, arenas, workshops, drive sheds, guest houses, pool houses, studios, and garages with services.

Lifestyle features Pool, pond, trails, equestrian facilities, gardens, outdoor kitchens, sport courts, and entertainment spaces.
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Privacy and access Gated entrance, tree screening, setback from road, neighbour distance, and controlled access.

Systems and infrastructure Septic capacity, well flow, water treatment, backup power, heating zones, and internet connectivity.

Location context Proximity to Erin village, Hillsburgh, Highway 124, commute routes, schools, and recreational amenities.

Comparable limitations Few direct comparables may exist. Adjustments for land, outbuildings, and custom features are often

required.

Pricing principle

Price the estate as a complete property, not just a house with extra land. Buyers evaluate the home, the land, the outbuildings,
the systems, and the lifestyle as a package.

4. Marketing strategy for estate homes

Estate-home marketing must explain the full property to buyers who may not be local and cannot easily visit for casual

showings. The Video Narrated VR Animated Online Showing is particularly valuable because it lets serious buyers explore the

entire estate virtually before requesting private access.

Marketing components for estate properties:

-  Professional photography capturing arrival sequence, exterior scale, main rooms, custom finishes, and outdoor living.

-  Floor plans or layout notes that help buyers understand how large spaces connect.

-  Selective aerial context for privacy, land shape, outbuilding placement, trails, paddocks, gardens, and road setting.

-  Feature captions that explain important upgrades instead of assuming buyers recognize them.

-  A listing narrative written for the most likely buyer, not for everyone.

-  Controlled public wording for gates, cameras, security, and private areas.

-  Video Narrated VR Animated Online Showing for comprehensive virtual access.

-  Targeted buyer outreach to GTA executives, equestrian buyers, and lifestyle purchasers.

Buyer pre-screening questions:

-  Does the online listing answer the biggest questions before a buyer asks for a showing?

-  Can buyers understand land layout, outbuildings, and the relationship between the house and property?

-  Have sensitive details been removed from public copy?

-  Are the best features visible, named, and connected to a lifestyle benefit?

-  Does the listing attract the right buyer group or only general curiosity?

-  Is the property easy to understand for an out-of-area buyer comparing Erin with Caledon, Halton Hills, Guelph, or

Orangeville?

Marketing rule

An estate-home listing should not only create attention. It should create informed attention from buyers who understand the
property, respect the privacy requirements, and are more likely to be qualified.

5. Preparation checklist before photos, video, and showings

Presentation should make the property feel calm, private, cared for, and easy to understand.

Area What to prepare Why it matters

Arrival Gate, driveway, parking, address visibility, lighting, seasonal

maintenance, snow or ice plan, and turnaround space.

The first impression sets the premium tone

before buyers enter the home.
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Exterior Landscaping, gardens, patios, decks, pool area, trails, fencing,

paddocks, pond edges, and outbuilding exteriors.

Estate buyers evaluate outdoor living and land

utility as core value.

Interior Decluttering, cleaning, furniture placement, lighting, odour

control, window coverings, surfaces, and sightlines.

Buyers should see scale, condition, and flow

without distraction.

Private areas Documents, valuables, medication, family photos, restricted

rooms, personal collections, and sensitive business materials.

Protects privacy while allowing a confident

showing experience.

Systems Mechanical rooms, water treatment, pool equipment, barns,

arenas, generators, panels, and service access.

Inspectors and serious buyers often read these

areas as maintenance signals.

Pets and animals Feeding areas, odours, gates, paddock access, livestock plans,

kennel areas, and showing instructions.

Keeps the appointment safe, clean, and

predictable.

Inclusions Clearly identify what stays, what is excluded, rented equipment,

leased items, and specialty equipment.

Prevents disappointment or conflict after an

offer is negotiated.

Showing instructions Gate codes, alarms, parking, shoe policy, lights, locks,

outbuildings, cameras, and restricted areas.

A high-end showing should feel organized, not

improvised.

What not to overdo:

-  Do not spend heavily on cosmetic projects without first confirming likely return and timeline.

-  Do not disclose sensitive security details in public remarks.

-  Do not leave major records scattered across email, drawers, or text messages.

-  Do not hide obvious issues that will likely appear during inspection.

-  Do not rely on a generic village-home marketing plan for a custom estate property.

6. Showing protocol for estate properties

Estate showings require more planning than standard listings. Privacy, security, animals, and the size of the property all create

logistical considerations.

[ ]  Confirm buyer pre-qualification before granting private access.

[ ]  Provide gate codes or access instructions only to confirmed appointments.

[ ]  Brief the showing agent on parking, restricted areas, and pet/animal protocols.

[ ]  Ensure all systems are operational (lighting, heating/cooling, pool, water).

[ ]  Secure valuables, personal documents, and sensitive business materials.

[ ]  Prepare outbuildings for viewing (lights on, doors accessible, clean).

[ ]  Have documentation package available for serious buyers.

[ ]  Set clear time expectations for the appointment.

[ ]  Plan for seasonal considerations (snow clearing, ice, mud, darkness).

[ ]  Follow up with buyer agent feedback within 24 hours.

7. Pre-listing timeline for estate homes

Timeframe Key actions

4-6 weeks before Gather documents, complete repairs, address septic/well/pool maintenance, organize records, and define

privacy boundaries.

3-4 weeks before Prepare interior and exterior, stage key areas, address landscaping, clean outbuildings, and confirm showing

access details.

2-3 weeks before Professional photography, video, aerial, floor plans, and Video Narrated VR Animated Online Showing

production.

1-2 weeks before Review marketing copy, confirm pricing strategy, finalize showing protocol, and prepare documentation

package.
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Launch week Activate listing, begin targeted buyer outreach, monitor online engagement, and schedule qualified private

showings.

Ongoing Weekly review of showing feedback, buyer interest patterns, online analytics, and pricing position relative to

market.

8. Owner planning worksheet

Complete these notes before the private strategy conversation so the listing plan reflects the property and your moving goals.

Property story notes

Three features buyers must understand: _______________________________________________

Most private or irreplaceable part of the property: _______________________________________________

Best land, outbuilding, garden, pool, trail, arena, workshop, or view feature: _______________________________________________

Recent upgrades or maintenance that should be documented: _______________________________________________

Features that should be explained carefully because they are unusual or niche: _______________________________________________

Neighbourhood, road, village, commute, or lifestyle advantages to highlight: _______________________________________________

Moving and negotiation notes

Preferred moving window: _______________________________________________

Minimum acceptable terms beyond price: _______________________________________________

Items you may include only with the right offer: _______________________________________________

Items that must be excluded from the sale: _______________________________________________

Showings restricted by time, access, animals, privacy, or security: _______________________________________________

Professional advice still needed before listing (legal, tax, septic, well, insurance): _______________________________________________

Pre-launch risk check

[ ]  Do any septic, well, drainage, pool, heating, electrical, roof, or outbuilding issues need early review?

[ ]  Are all renovations, additions, finished spaces, decks, pools, barns, arenas, and workshops properly documented?

[ ]  Could a buyer misunderstand what is included, rented, excluded, leased, or negotiable?

[ ]  Would the property look better with selective repairs, cleaning, staging edits, landscaping, or exterior preparation?

[ ]  Is there any security or personal information that must not appear in public media?

[ ]  Is the public listing copy clear enough for an out-of-area buyer comparing Erin with nearby communities?

Use this page as your working copy

Bring these notes into the private home evaluation. They help Kevin separate price, preparation, privacy, timing, documentation,
and the marketing story before the property is exposed to buyers.
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9. Next steps

Start with a property-specific conversation. Kevin will review your documentation, walk the property, discuss pricing strategy,

and build a marketing plan tailored to your estate home.

Book a Call with Kevin: flaherty.ca/kevinscalendar

Book a Zoom with Kevin: flaherty.ca/kevinscalendar-zoom

Start Your Home Evaluation: flaherty.ca/homeeval

This guide is evergreen and intentionally avoids dated market statistics. For current Erin market data, use

flaherty.ca/erin-real-estate-market and apply the information to your home type, condition, location, and timeline.
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