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Erin Glen Resale Strategy Guide
How to position, price, and market a resale home when builders are offering incentives

nearby

Prepared for resale homeowners near Erin Glen, Erin Village, and

nearby Erin-area communities.

Use this guide before choosing a list price, deciding whether to offer a seller incentive,

or launching against nearby new-build inventory.

Kevin Flaherty | Realtor since 1988 | Flaherty.ca Home Selling System Team

Book a call: flaherty.ca/kevinscalendar | Home evaluation: flaherty.ca/homeeval
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1. The resale seller problem near Erin Glen
A homeowner near Erin Glen is not only competing with other resale listings. The buyer may also be comparing

model-home presentation, builder financing incentives, design credits, quick-move-in inventory, and the emotional

appeal of being the first owner. That comparison can be unfair if your resale is presented like a standard listing

instead of a finished alternative with measurable advantages.

Your goal is not to make the resale look brand new. Your goal is to make the resale easier to choose. That means

showing the buyer what is already finished, what is included, how quickly they can move, and how the total cost

compares after builder upgrades and lender conditions are made visible.

The answer-first positioning statement

The right resale message is: "This is the finished, known, move-in-ready alternative to waiting for

construction, paying for upgrades, and comparing incentives that may not reflect the total ownership cost."

Use the rest of this guide to build that message from evidence instead of guesswork.

Seller risk What buyers may think How to respond

Builder incentive looks
richer

The new build must be the better deal. Separate headline incentive from total price, upgrades, timing,
lender rules, and after-closing costs.

Model home looks perfect The resale feels ordinary by comparison. Stage and photograph the resale so the buyer sees real rooms,
real light, real yard utility, and real inclusions.

Construction feels exciting A new community feels like a safer future
bet.

Explain the value of established surroundings, known condition,
immediate possession, and finished improvements.

Resale price seems high Why not buy new for a similar number? Compare the exact finished home to the exact new-build
package, not the base-price brochure.
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2. Builder incentive comparison worksheet
Builder incentives can be valuable, but they should be converted into a full comparison. Fill in this worksheet with the

best available public builder information, then compare it with your resale home before deciding whether to adjust

price, offer a credit, or strengthen your marketing message.

Line item Builder option Your resale home Question to answer

Advertised price Base price or inventory price: Proposed list price: Are these prices for comparable finished
homes?

Lot premium Included or extra: Existing lot included: Does the builder price require a different
lot, exposure, or phase?

Upgrades Design center / upgrade cost: Completed upgrades included: Which items would the buyer pay for
after choosing new?

Financing incentive Rate buydown / credit: Seller credit or price option: Is the builder incentive temporary,
lender-tied, or priced into the home?

Closing costs Builder contribution: Possible seller contribution: Which option creates the better
cash-to-close result?

Timeline Occupancy date: Available closing date: Does the buyer need certainty, school
timing, or immediate possession?

After-closing spend Landscaping / fencing /
appliances:

Included improvements: What will the buyer still need to buy after
closing?

Warranty / confidence Builder warranty: Inspection / warranty /
documents:

How can the resale reduce perceived
risk?

Seller note

If the builder is offering a low monthly payment, do not stop at the payment. Ask whether the rate is temporary,

whether the lender is required, whether the price was protected instead of discounted, and whether the buyer is

financing upgrades or premiums inside the purchase.
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3. Resale advantages checklist
A resale home competes best when the buyer can see specific advantages that a new build cannot deliver

immediately. Mark every advantage your property can prove, then turn the strongest items into listing copy, photo

captions, showing notes, and negotiation talking points.

Category Mark the advantages your resale can prove

Finished and included value [ ] Appliances included
[ ] Window coverings included
[ ] Finished basement or recreation space
[ ] Garage shelving or storage
[ ] Light fixtures and hardware already upgraded

Outdoor and lot advantages [ ] Mature trees or privacy
[ ] Deck, patio, porch, or outdoor living space
[ ] Fencing, gates, sheds, or play structures
[ ] Known drainage, grading, and usable yard areas
[ ] Garden beds or professional landscaping

Timing and certainty [ ] Buyer can inspect the exact finished home
[ ] Predictable closing date
[ ] No construction delay risk
[ ] No phase-release uncertainty
[ ] Clear commute, school, and neighbourhood context

Condition confidence [ ] Maintenance records available
[ ] Recent mechanical updates
[ ] Roof, windows, HVAC, electrical, or plumbing improvements documented
[ ] Optional pre-listing inspection considered
[ ] Repairs completed before launch

Lifestyle context [ ] Erin Village access explained
[ ] Local parks, shops, schools, and routes described
[ ] Noise, traffic, and construction context addressed honestly
[ ] Neighbourhood story included in marketing
[ ] Buyer questions anticipated before showings

Turn checklist items into buyer language

Do not write only "many upgrades" or "great location." Translate the feature into a benefit: "finished fencing and

mature landscaping reduce the buyer's after-closing spend and create privacy immediately," or "known closing date

gives a relocating buyer more certainty than a future occupancy estimate."
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4. Pricing against nearby new-build inventory
Pricing near a new subdivision requires more than a standard comparable sale review. The best launch price

considers resale comparables, active resale competition, current builder inventory, and the buyer segment most likely

to choose your property over new construction.

Use this framework with current local market data from flaherty.ca/erin-real-estate-market and your specific property

details.

Pricing layer Evidence to gather Decision it informs

Recent resale sales Sold homes with similar size, age, finish, lot, and location. The market-supported range for your
existing-home category.

Active resale competition Comparable homes currently online, days on market,
presentation quality, and price changes.

Whether your launch needs to lead, match,
or avoid a crowded price band.

Builder alternatives Base price, inventory homes, upgrade packages, incentives,
closing dates, and preferred-lender terms.

How a buyer will compare your price to the
new-build offer.

Resale advantages Inclusions, finished work, mature setting, timing, privacy, and
known condition.

Which differences justify your position and
which require price sensitivity.

Seller goal Desired timing, net proceeds, flexibility, and risk tolerance. Whether to prioritize speed, certainty, or
maximum price.

Pricing guardrails

[ ] Do not price from the builder base price unless you also include upgrades, premiums, incentives, and completion timing.

[ ] Do not assume a seller credit beats a price adjustment. Model both options before launch.

[ ] Do not ignore buyer feedback from people who toured new builds. Their objections reveal the real comparison.

[ ] Do not hide obvious repair issues. New construction creates a lower-tolerance buyer mindset.

[ ] Do not rely on MLS remarks alone. The listing needs a stronger online explanation before buyers book.
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5. Marketing differentiation plan
A builder sales centre is designed to control the buyer story. Your resale listing needs its own story before the buyer

arrives. The marketing plan should explain the finished home, its included value, the local setting, and the certainty a

resale can offer.

Marketing asset Purpose Erin Glen resale angle

Feature inventory Turns upgrades into value statements. Documents finished landscaping, fencing, decks, appliances,
basement work, storage, and mechanical updates.

Professional photography Creates a polished first impression. Shows the real yard, room sizes, natural light, streetscape,
and finished condition.

Video Narrated VR Animated
Online Showing

Explains the home online before buyers
decide to book.

Narrates the resale advantages against new-build
uncertainty, timing, and after-closing costs.

Builder comparison
worksheet

Prepares the seller and agent for buyer
objections.

Shows how price, incentives, timing, and inclusions compare
in plain language.

Showing and follow-up plan Measures whether the positioning is
landing.

Asks whether buyers also toured Erin Glen or other new
builds and what influenced the comparison.

Listing copy formula

Use this structure: "For buyers comparing Erin-area resale homes with nearby new construction, this

home offers [finished advantage], [included value], [timing certainty], and [local lifestyle context]." Then

support every claim with media, documentation, and specific examples.
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6. 30-day action plan before launch
The best resale launch is built before the listing goes public. Use the 30-day plan below to reduce uncertainty, clarify

the builder comparison, and make your home easier for buyers to choose.

Timing Action Outcome

Days 1-7 Collect builder information, recent resale comparables, current active
listings, and your upgrade/inclusion list.

You know the buyer alternatives before
setting price.

Days 8-14 Complete quick repairs, paint touch-ups, decluttering, exterior
clean-up, and documentation of improvements.

The home feels move-in ready rather than
task-heavy.

Days 15-21 Finalize pricing options, seller incentive options, included items, and
closing flexibility.

You can respond to builder incentives
strategically, not emotionally.

Days 22-30 Prepare photography, video, listing narrative, showing plan, PDF or
feature sheet, and launch timing.

The public launch tells a clear resale story
from day one.

Questions for your strategy call

[ ] Which builder incentives are buyers currently seeing near Erin Glen?

[ ] Which resale advantages are strongest enough to lead the marketing story?

[ ] Should the launch plan use price, inclusions, warranty, closing flexibility, or a targeted credit?

[ ] What repairs or presentation changes matter most before professional media?

[ ] How will feedback be measured against both resale and new-build competition?

Next step

Book a call with Kevin Flaherty at flaherty.ca/kevinscalendar, book a Zoom at flaherty.ca/kevinscalendar-zoom, or

start a home evaluation at flaherty.ca/homeeval.

Research basis: this guide reflects current public discussion around new construction versus resale homes, including builder incentives
such as rate buydowns, closing-cost credits, upgrade credits, quick-move-in offers, warranties, timing, mature neighbourhood advantages,
and total cost comparisons. Reviewed sources included Zillow, National Mortgage Professional, Grey Square, Jagoe Homes, Marshall
Team, Solterra Texas, and St. Augustine resale/new-construction guidance.


