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Erin Buyer Objections Guide

The 12 things that scare buyers away during photos, showings, and
rural-property due diligence

Prepared by Kevin Flaherty, Realtor with eXp Realty, serving Erin
since 1988

Use this guide before you spend money on repairs, cleaning, photos, disclosures, or
documentation. The goal is not to make an Erin property look perfect. The goal is to remove
avoidable fear so buyers can evaluate the home, land, systems, and price with confidence.

Coverage includes Erin Village, Hillsburgh, Ospringe, Orton, and rural Township of Erin homes.
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Top 12 Buyer Objections Checklist
Print this page and check each item only after the concern has been fixed, documented, explained, or deliberately priced
into the strategy.

Buyer objection What buyers are afraid of

■ Septic records are missing or vague Confirm pump-outs, inspection notes, system location, bed location, and known
maintenance history before buyers ask.

■ Well water feels uncertain Prepare recent potability testing, treatment-service notes, and clear answers about flow,
pressure, and equipment.

■ Deferred maintenance is visible Repair or explain water marks, loose gutters, foggy windows, soft deck boards, cracked
caulking, and damaged trim.

■ Odours, clutter, and pet evidence
dominate

Deep clean, ventilate, remove pet items, organize storage, and make mechanical areas
easy to inspect.

■ Curb appeal looks neglected Cut back overgrowth, repair obvious hazards, clean entries, improve lighting, and
organize exterior spaces.

■ Kitchens and bathrooms look dated
for the price

Clean deeply, brighten, simplify counters, repair small defects, and price/stage honestly
around condition.

■ Driveway and winter access feel
difficult

Explain plowing, drifting, deliveries, turning radius, parking, and emergency access before
buyers imagine problems.

■ New-build competition makes the
resale feel tired

Emphasize lot, privacy, mature setting, upgrades, documentation, and value compared
with easier newer alternatives.

■ Permits, surveys, and records are
missing

Gather available permits, surveys, renovation records, service invoices, and honest notes
about what is known.

■ Listing photos create distrust Avoid over-editing. Show the land, outbuildings, basement, mechanical spaces, driveway,
room flow, and true condition.

■ Privacy and security feel unclear Clarify lighting, entrances, laneway visibility, neighbour distance, alarms, cameras, and
after-dark comfort.

■ Heating, insurance, and utility costs
feel unknown

Prepare utility history, furnace/boiler service, propane/oil details, WETT notes if relevant,
roof age, and electrical records.
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Pre-Showing Preparation That Reduces Fear
Buyer confidence is created in the first five minutes. The house should feel clean, accessible, dry, bright, understandable,
and easy to inspect.

Area Action before showings

Odour and air quality Neutralize pet, smoke, damp, oil, and fragrance issues. Run dehumidifiers where needed and
open airflow before showings.

Storage and access Clear closets, basements, barns, utility rooms, garages, septic access points, and
water-treatment areas so buyers can inspect calmly.

Exterior first impression Trim grass, tidy lanes, repair steps and railings, clean doors, remove debris, and make the
property feel maintained from the driveway.

Rural systems Make well, septic, heating, electrical, water treatment, and outbuilding information easy to find
and easy to explain.

Showing comfort Set temperature, lighting, humidity, pets, cameras, alarms, and gates so buyers do not feel
rushed, watched, or confused.

Practical rule: anything that blocks access, creates smell, hides a system, or makes the property feel harder to own will
become a buyer objection. Remove the friction before the buyer has to ask.
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Documentation That Neutralizes Concerns
Rural buyers are often comfortable with complexity when the facts are organized. They become nervous when septic, well,
access, utility, permit, or renovation answers are missing.

Concern category Documents or answers to prepare

Septic Pump-out records; inspection notes; permit or installation details if available; tank and bed
location; known repairs.

Well and water treatment Potability test; well record if available; treatment equipment notes; filters and service invoices;
flow/pressure notes where known.

Land and access Survey if available; easement or driveway notes; boundary information; outbuilding placement;
laneway maintenance details.

Heating and insurance Utility history; furnace/boiler service; propane/oil account details; WETT information if relevant;
roof age and electrical notes.

Renovations and permits Permits, receipts, contractor names, product warranties, drawings, and honest notes about
missing records.

Do not over-disclose dramatically or bury buyers in paper. Prepare a clean file so your Realtor can answer the right
questions at the right time.
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Rural-Specific Buyer Fears in Erin
Erin buyers may love space, privacy, barns, trees, and long views, but they still ask practical questions about daily life. A
rural listing should make the benefits visible and the responsibilities understandable.

Fear How to address it before launch

Winter driveway access Explain plowing, drifting, parking, turning radius, deliveries, school bus patterns where known,
and emergency access.

Privacy and security Show lighting, entrances, sightlines, laneway visibility, neighbour distance, alarm systems, and
after-dark comfort without making the property feel isolated.

Internet and utilities Prepare provider names, speed information where known, utility histories, heating type,
propane/oil details, and electrical-service notes.

Outbuildings and land use Clarify barn condition, paddock use, fences, gates, water access, zoning or use assumptions, and
what is included or excluded.

Drainage and grading Walk exterior areas, clear gutters, note known drainage improvements, and make wet areas or
foundation concerns explainable before showings.
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Photo and Presentation Fixes
The online listing is the first showing. Photos that are dark, distorted, incomplete, or too selective make buyers wonder what
is being hidden.

Presentation area Fix that reduces buyer doubt

Exterior and driveway Show entrance, lane, parking, turning areas, yard flow, outbuildings, and the setting that makes
the property worth choosing.

Interior flow Use natural order, wide but not distorted angles, bright rooms, clean counters, and enough
images for buyers to understand layout.

Rural systems and utility spaces Do not hide basements, mechanical rooms, water treatment, barns, or garages. Buyers fear what
they cannot see.

Land and lifestyle Show usable lawn, paddocks, gardens, privacy, views, outdoor living spaces, and proximity
context without overpromising.

Online Showing Use Video Narrated VR Animated Online Showing to explain layout, measurements, upgrades,
systems, and location before the visit.

Kevin uses Video Narrated VR Animated Online Showing to help buyers understand layout, upgrades, measurements, land
context, and systems before they arrive. The more buyers understand online, the less they invent during the showing.
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Seven-Day Buyer Objection Action Plan
Use this page as a simple launch sprint before photography and showings.

Day Focus Outcome

1 Walk the property like a cautious buyer. List visible scares, odours, blocked access, and unanswered questions.

2 Gather septic, well, survey, permit, utility, and
service records.

Create a clean confidence file.

3 Fix small visible maintenance items. Remove easy reasons for buyers to distrust condition.

4 Deep clean and declutter. Make the showing feel calm, dry, bright, and accessible.

5 Prepare exterior, lane, yard, and outbuildings. Improve first impression and rural practicality.

6 Plan photos, captions, and Online Showing
explanations.

Reduce confusion before buyers visit.

7 Review price, competition, and objection strategy. Launch with clarity instead of hoping buyers overlook concerns.

Decision rule: if a concern is cheap to fix and highly visible, fix it. If it is expensive, complex, or historical, prepare
documentation and strategy before launch.



Erin Buyer Objections Guide | Flaherty.ca

Kevin Flaherty, Realtor with eXp Realty | 226-270-6433 | flaherty.ca Page 8

Ready to Reduce Buyer Fear Before You List?
Before spending money on repairs, cleaning, photography, or paperwork, get a

property-specific review of which buyer objections are most likely to matter for your Erin
home.

Next step Link or contact

Start Your Home Evaluation https://flaherty.ca/homeeval

Book a Call with Kevin https://flaherty.ca/kevinscalendar

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

Read Erin Seller Guides https://flaherty.ca/selling-a-home-in-erin

Reviews https://flaherty.ca/reviews

Phone 226-270-6433

Kevin Flaherty, Realtor with eXp Realty

Serving Erin since 1988. Grew up near the Erin/Caledon Townline on Highway 24. Parents were both in real estate in the
Erin area. Office: 170 Lakeview Court, Orangeville, ON.

The Flaherty.ca Home Selling System combines local pricing judgment, a dedicated marketing team, professional online
presentation, and Video Narrated VR Animated Online Showings.


