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Erin Selling Timeline Guide
An evergreen planning workbook for sellers who want to understand the process, the timing factors,
and the steps they can control before listing.
This guide is intentionally evergreen. It does not include monthly market numbers or dated days-on-market statistics. Those figures change.
The goal here is to help you understand the selling timeline from preparation through closing, so you can make better decisions regardless of
the market cycle.
Use this workbook before you choose a listing date. The best timeline is not simply the fastest possible launch. It  is the timeline that gives
buyers confidence, protects your negotiating position, and fits your next move.

How to use this guide
Work through the sections in order. Check off what is complete, circle the items that need attention, and bring the notes to your home evaluation
or planning call.

The Three Clocks in Every Erin Sale

Clock What It Means Seller Control

Preparation clock The  time  before  launch  used  to  price,  document,  repair,  declutter,  clean,
photograph, and build the listing story.

You control much of this clock.

Public-market clock The  time  the  property  is  actively  exposed  to  buyers  before  an  accepted  offer
becomes firm or close to firm.

You  influence  this  clock  through
price,  presentation,  access,  and
marketing.

Closing clock The  time  after  an  accepted  offer,  including  conditions,  lawyer  work,  mortgage
steps, moving logistics, and the closing date.

You  negotiate  this  clock  before
accepting the offer.

Opening worksheet
☐ My ideal listing month is: ________________________________
☐ My ideal closing window is: _______________________________
☐ The date I cannot miss is: ________________________________
☐ My biggest priority is: price / speed / certainty / convenience / privacy
☐ My biggest concern about the sale is: ______________________
☐ My next move depends on: buying first / selling first / estate timing / relocation / downsizing / other
☐ The decision-makers who must agree on timing are: __________
☐ The property details buyers may ask about are: ______________

Phase 1: Define the Goal Before You Pick a Date
A selling timeline should start with the seller goal, not the calendar. A launch date that looks convenient can still be wrong if the home is not
ready, the price is not defensible, or the closing plan does not support the next move. Erin sellers should separate emotional urgency from
practical readiness.
☐ Write down why you are selling and what happens if the timeline changes.
☐ Decide whether the sale must maximize price, reduce stress, create certainty, or move quickly.
☐ List every person whose consent, signature, or timing affects the sale.
☐ Confirm whether a purchase, rental, retirement move, estate step, or job change is driving the date.
☐ Decide whether you can accept a longer closing if it improves the offer quality.
☐ Decide whether you can accept an earlier closing if the buyer is stronger.
☐ Identify any dates that conflict with travel, school, medical appointments, farm obligations, or family events.
☐ Confirm whether tenants, pets, livestock, home businesses, or work-from-home schedules affect showings.
☐ Write a simple one-sentence goal for the sale.
☐ Share the goal with your Realtor before pricing discussions begin.
☐ Ask which decisions could shorten the timeline and which could protect price.
☐ Keep a written record of timing decisions so the plan stays clear during negotiation.

Seller principle
A timeline is  not only how long the home sits online.  It  is  the full  path from readiness to closing. The more precise the goal,  the easier it  is  to
choose the right launch strategy.

Phase 2: Identify Property Type and Buyer Pool
Erin includes village homes, rural  homes, estate properties,  acreage, septic and well  homes, hobby farms, and downsizing properties.  Each
type attracts a different buyer pool, and each buyer pool moves at a different pace. A broad, generic marketing plan can waste time because
it does not answer the specific buyer questions that matter.
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☐ Identify whether the property is village, rural, acreage, estate, newer subdivision, older home, septic and well, or mixed-use in character.
☐ List the buyer groups most likely to care: local move-up buyers, first-time buyers, downsizers, GTA relocators, Guelph commuters, rural lifestyle
buyers, estate buyers, or investors.
☐ Write down the top three reasons a buyer would choose this home instead of a competing home.
☐ Write down the top three reasons a buyer may hesitate.
☐ Identify the comparable homes buyers are most likely to tour in the same price range.
☐ Note if buyers will compare the property with homes outside Erin.
☐ Confirm whether the lot, road, services, outbuildings, or commute pattern narrow the buyer pool.
☐ Identify whether the property needs extra explanation online before buyers book.
☐ Decide which features should be highlighted in photos, captions, floor plans, and showing notes.
☐ Prepare a short property story that explains the home clearly in plain language.
☐ Avoid making unsupported claims about future use, severance, income, or zoning.
☐ Keep buyer questions in a shared note so answers can be prepared before launch.

Buyer-pool worksheet
Buyer Type Likely Questions What We Should Prepare

Village buyer Condition,  layout,  neighbourhood,  schools,  walkability,
updates, closing date.

Feature  list,  update  notes,  room  function,  showing
readiness.

Rural buyer Septic,  well,  heating,  internet,  road,  driveway,  utility  costs,
services.

Records, service notes, water information, heating details.

Lifestyle buyer Privacy, land use, gardens, outbuildings, commute, storage,
future plans.

Land  story,  exterior  access,  outbuilding  notes,  accurate
limits.

Downsizing buyer Maintenance,  stairs,  main-floor  function,  closing  flexibility,
costs.

Floor-plan clarity, monthly cost notes, transition timing.

Phase 3: Prepare the Home Before the Market Judges It
Preparation does not mean spending money everywhere. It  means removing avoidable buyer fear.  Many sellers lose time because the first
wave  of  buyers  sees  clutter,  uncertainty,  repair  questions,  poor  access,  or  weak  documentation.  The  goal  is  to  make  the  home  easy  to
understand and easy to trust.
☐ Clear the front entrance, porch, driveway approach, and first room buyers will see.
☐ Deep clean kitchens, bathrooms, floors, windows, fixtures, and high-touch areas.
☐ Remove visual clutter from counters, shelves, closets, mechanical rooms, garages, barns, and storage areas.
☐ Repair obvious safety concerns such as loose railings, trip hazards, damaged steps, exposed wires, or broken gates.
☐ Replace burned-out bulbs and improve lighting in basements, utility rooms, hallways, and exterior entrances.
☐ Create clear access to electrical panels, furnaces, water equipment, attic access, crawlspaces, sump pumps, and shutoffs.
☐ Touch up high-impact paint areas where scuffs distract from room quality.
☐ Remove odours at the source rather than masking them.
☐ Trim exterior overgrowth that blocks windows, walkways, views, signage, or parking.
☐ Plan snow, mud, lawn, leaf, and seasonal maintenance before showings begin.
☐ Prepare pet, livestock, tenant, and home-business instructions before the listing goes live.
☐ Decide which low-cost improvements reduce fear and which projects are unlikely to change buyer behaviour.

Room-by-room quick scan
Area Score 1-5 Most Important Fix Notes

Curb appeal

Entry

Kitchen

Bathrooms

Primary bedroom

Basement

Garage/storage

Mechanical areas

Yard/exterior

Outbuildings

Phase 4: Organize Documents That Shorten Buyer Uncertainty
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Documentation can shorten the stressful part of the timeline. It  does not guarantee an offer,  but it  helps serious buyers move through due
diligence  with  fewer  unanswered  questions.  This  is  especially  important  for  rural  and  older  properties  because  buyers  often  need  more
confidence before firming up.
☐ Property tax bill is available.
☐ Utility information is summarized.
☐ Major renovation receipts are organized.
☐ Permits, warranties, and manuals are grouped together where available.
☐ Rental contracts are identified, including hot water tank, propane tank, security, or equipment rentals.
☐ Survey, sketch, title notes, or boundary information is ready if available.
☐ Septic pump-out, inspection, or known system information is gathered where applicable.
☐ Well record, water treatment details, and water testing information are gathered where applicable.
☐ Propane, oil, wood, or alternative heating details are available where applicable.
☐ Internet, garbage, snow, road, maintenance, or private-road information is summarized if relevant.
☐ Outbuilding notes include approximate use, power, water, doors, access, and known limitations.
☐ Known material issues are written down for disclosure discussion with proper professional advice.
☐ Chattels, fixtures, exclusions, and inclusions are listed before offers arrive.
☐ Closing documents and lawyer contact information are prepared early.

Documentation principle
Buyers can accept many imperfections. What slows them down is uncertainty. Good documents help buyers understand what they are evaluating.

Phase 5: Price for the Market You Are Entering
Pricing  affects  both  speed  and  leverage.  The  right  price  is  not  chosen  from hope,  a  neighbour  story,  or  a  single  online  estimate.  It  should
reflect comparable sales, current competition, buyer psychology, property condition, and the strategy you want to use at launch.
☐ Review recent sales that a buyer would actually compare with your home.
☐ Review active listings because they are your competition, even if they have not sold yet.
☐ Review expired or stale listings to understand what buyers rejected.
☐ Separate list price from sale price when studying the market.
☐ Adjust for condition, upgrades, location, lot, services, layout, age, and buyer demand.
☐ Avoid treating every improvement as dollar-for-dollar value.
☐ Decide whether the price should create urgency, defend value, or test a narrower buyer pool.
☐ Understand the risk of a slow start: fewer showings, weaker urgency, and more price-resistance later.
☐ Set a review date before launch so feedback is evaluated objectively.
☐ Prepare a response plan if showings are low, feedback is repetitive, or competition changes.
☐ Do not let the first price conversation happen after the listing has already gone stale.
☐ Choose a price that fits both the data and the seller’s timeline goal.

Pricing decision questions
☐ What would buyers compare with this property first?
☐ What does this home offer that those alternatives do not?
☐ What concerns could cause buyers to discount the home?
☐ If the home does not sell quickly, what would the most likely reason be?
☐ What feedback would tell us the price is right but the buyer pool is narrow?
☐ What feedback would tell us the price is blocking activity?

Phase 6: Launch With Media, Access, and Buyer Confidence
Launch quality matters because the first buyer wave often includes the most active prospects. The listing should not simply announce that the
home exists. It should explain why it matters, who it fits, what has been done, and how the buyer can understand the property before deciding
to visit.
☐ Photography is scheduled only after cleaning, decluttering, and high-impact preparation are complete.
☐ The listing description explains benefits, not just features.
☐ Important features are shown in media rather than buried in remarks.
☐ Floor plan, room function, exterior context, and storage are clear where possible.
☐ Online showing or video content helps buyers understand the home before touring.
☐ Showing instructions are simple and realistic.
☐ Pets, alarms, gates, tenants, livestock, or access issues are planned before the first appointment.
☐ The seller is ready for short-notice showing opportunities if the goal is speed.
☐ The first week is monitored for views, saves, inquiries, showings, and buyer comments.
☐ Feedback is collected in writing so patterns are visible.
☐ Competing listings are reviewed during the launch period.
☐ The seller and Realtor agree on when to review strategy if early activity is weak.

Phase 7: Read Feedback Without Overreacting
Feedback is most useful when it is treated as evidence. One comment may be random. A repeated pattern is data. Sellers should avoid both
extremes: ignoring the market completely or panicking after one slow weekend. The right response depends on the evidence.

flaherty.ca | Erin Selling Timeline Guide | Page 3



ERIN SELLING TIMELINE GUIDE
Kevin Flaherty | 226-270-6433 | flaherty.ca

Signal Possible Meaning Potential Response

Many views, few showings The online listing may not be converting, or price may feel
high before buyers visit.

Review  price,  photos,  opening  image,  remarks,  and
competing options.

Showings but no second looks Buyers  are  interested  enough  to  visit  but  not  confident
enough to act.

Review  condition,  layout  objections,  disclosures,  and
value match.

Repeated same objection A fixable concern may be slowing the timeline. Address, explain, document, or price for the concern.

Low activity after launch The listing may be mispriced, poorly positioned, difficult to
show, or aimed at a narrow pool.

Review market fit quickly rather than waiting passively.

☐ I have a review date set for early listing performance.
☐ I know what level of showing activity would concern me.
☐ I know which objections can be fixed and which must be priced or explained.
☐ I am willing to adjust strategy if the evidence is clear.
☐ I will not judge the entire sale from one casual comment.
☐ I will not ignore repeated feedback from serious buyers.

Phase 8: Offer, Conditions, and Closing
The fastest offer is not always the best offer. A seller should evaluate certainty, conditions, deposit, closing date, inclusions, buyer strength,
and risk. Timeline planning before the offer arrives makes negotiation easier because the seller already knows which terms matter most.
☐ Decide the shortest acceptable closing date.
☐ Decide the longest acceptable closing date.
☐ List any inclusions or exclusions before offers are drafted.
☐ Understand how inspection, financing, insurance, lawyer review, septic, well, or sale-of-property conditions could affect certainty.
☐ Know whether a larger deposit matters to your risk comfort.
☐ Ask how buyer qualification and financing confidence are being assessed.
☐ Consider whether a clean offer with a workable closing may beat a higher-risk offer.
☐ Prepare documents so conditions can move quickly when an offer is accepted.
☐ Confirm lawyer contact information before the offer stage.
☐ Plan moving, cleaning, key transfer, and final walkthrough obligations early.
☐ Keep communication organized during conditional periods.
☐ Do not focus only on price if the timeline or certainty is weak.

What Sellers Can Control Versus What They Cannot

Mostly Within Seller Control Mostly Outside Seller Control

Preparation, cleaning, decluttering, access, documents, launch readiness. Interest  rates,  broad  buyer  confidence,  weather,  competing  sellers,  lender
timing.

Choosing a defensible price and review plan. Unexpected buyer life events or financing changes.

How clearly the property is explained online. How many buyers are actively searching in a narrow price band.

Repairing or explaining buyer fear points. Municipal, legal, insurance, and third-party processing times.

Negotiating a closing date that fits the next move. A buyer’s own sale or moving constraints.

☐ The item I can control this week is: _______________________
☐ The item I need help evaluating is: _________________________
☐ The risk I cannot control but should plan around is: _________
☐ The decision I should make before launch is: ________________

Pre-Launch Timeline Planner
Use this  page as  a  working schedule.  The exact  dates  can shift,  but  the order  matters.  Sellers  who compress  preparation too tightly  often
create avoidable stress during the first week on market.

Timing Primary Focus Notes

6+ weeks before Clarify  goal,  choose  advisory  team,  review  property  type,  gather  major
documents.

4-5 weeks before Price research, repair triage, decluttering plan, service record review.

2-3 weeks before Cleaning,  staging  decisions,  photography  readiness,  showing  plan,  feature
notes.
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Timing Primary Focus Notes

Launch week Listing goes live, media is checked, showing access is monitored, buyer activity
is reviewed.

First 14 days Evaluate views, saves, inquiries, showings, comments, and competing listings.

Offer stage Compare price, deposit, conditions, buyer strength, closing date, and certainty.

Conditional period Support  inspection,  financing,  insurance,  legal,  septic,  well,  or  other  due
diligence.

Closing prep Coordinate lawyer, movers, utilities, keys, final cleaning, and possession details.

Final Readiness Score
Score each category from 1 to 5. A lower score does not mean the home cannot be sold; it shows where attention may reduce wasted time or
buyer hesitation.

Category Score 1-5 Next Action

Goal clarity

Pricing confidence

Home presentation

Repair triage

Documents organized

Rural services explained

Showing access

Media readiness

Buyer objections identified

Offer/closing plan

☐ If three or more categories score below 3, I should prepare longer before launch.
☐ If pricing confidence is low, I should review comparables before choosing a list price.
☐ If documents are disorganized, I should gather them before serious buyers begin due diligence.
☐ If showing access is difficult, I should decide whether speed or convenience matters more.
☐ If buyer objections are obvious, I should fix, document, explain, or price for them.

Ready to Estimate Your Erin Selling Timeline?
The next step is a property-specific conversation. A general guide can help you prepare, but your real timeline depends on your home, your
price range, your buyer pool, your preparation level, and your next move.

Choose the next step that fits your planning style
You can start with a home evaluation, book a phone call, or schedule a Zoom conversation. Bring this worksheet so the discussion can focus on
the factors that matter most for your sale.

Contact and Planning Links
Kevin  Flaherty,  eXp  Realty,  Orangeville  |  226-270-6433  |  flaherty.ca  |  Book  a  call:  flaherty.ca/kevinscalendar  |  Book  a  Zoom:
flaherty.ca/kevinscalendar-zoom | Home evaluation: flaherty.ca/homeeval

Bring These Notes to the Conversation
☐ My ideal selling timeline is: _____________________________
☐ My biggest timing concern is: _____________________________
☐ The preparation item I am least sure about is: ______________
☐ The buyer concern I want to reduce is: ______________________
☐ The closing date range I prefer is: _________________________
☐ Questions for Kevin: ______________________________________

A stronger timeline starts before the listing goes live. Prepare the right details and choose a launch plan that
supports your next move.
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