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FLAHERTY.CA HOME SELLING SYSTEM TEAM

The Erin Downsizing Guide
A practical planning workbook for empty nesters, retirement sellers, rural-to-village movers, and
long-time family-home owners in Erin, Ontario.

Evergreen focus: decision framework, preparation steps, belongings, timing, emotional
readiness, synchronized buy/sell strategy, and questions to answer before listing.
Kevin Flaherty | Realtor | eXp Realty, Orangeville

38 years of experience | 2,500+ families helped | 50,000+ qualified buyers exposed to client homes over Kevin's career

Use this guide to decide

[ ] why downsizing matters now

[ ] what next-home options fit

[ ] what preparation is worthwhile

[ ] how to handle belongings

[ ] how to coordinate timing

Before you list, collect

[ ] utility and service records

[ ] renovation receipts and warranties

[ ] well/septic records if relevant

[ ] survey or property documents

[ ] questions for Kevin and advisors

Current market data stays current elsewhere

This PDF intentionally avoids dated market statistics. When you are close to listing, use flaherty.ca/erin-real-estate-market for current Erin data and combine it with a
property-specific home evaluation.
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PAGE 2 | DECISION READINESS

Downsizing is a life transition before it is a listing
For many Erin homeowners, downsizing means leaving the home where family routines, holidays, gardens, projects, pets, and memories
were built. The sale is financial, but the decision is also practical and emotional. The best plan starts with the next chapter, then works
backward to value, preparation, belongings, marketing, negotiation, and moving logistics.

Readiness checklist

[ ] I know why less space, less maintenance, or a different daily routine matters now.

[ ] I have identified the next-home options that could realistically work.

[ ] I know which family members, advisors, or helpers should be involved early.

[ ] I have thought about selling first, buying first, or coordinating both.

[ ] I am willing to use current evidence rather than a dated estimate.

Next-home questions

[ ] Do I need a bungalow, condo, townhome, adult community, or smaller rural home?

[ ] How important are parking, pets, storage, guest space, gardens, workshop space,
and accessibility?

[ ] Would Erin Village, Hillsburgh, Ballinafad, Orton, Brisbane, Orangeville, Guelph, or
another centre fit better?

[ ] Which daily tasks do I want to stop doing?

[ ] What parts of the current home will I genuinely miss?

Rural-to-village moves
Moving from acreage, a hobby farm, an estate home, or a country property can be a bigger shift than expected. Village or condo living can
reduce workload, but it may also change privacy, outdoor space, equipment, pets, parking, storage, and daily routines. Name those
trade-offs early so the next home is easier, not merely smaller.

Emotional readiness prompts

[ ] What memories do I want to preserve?

[ ] What am I ready to release?

[ ] What family conversations should happen now?

[ ] What would make the move feel respectful?

[ ] What would make waiting too costly?

Practical readiness prompts

[ ] How many rooms are unused?

[ ] Are stairs, snow, grass, or repairs becoming too much?

[ ] Would equity from the sale improve flexibility?

[ ] Do I need support closer by?

[ ] What timeline feels realistic?
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PAGE 3 | VALUE, TIMING, AND PREPARATION

Price and prepare without over-improving
Pricing a larger Erin home should be based on current buyer evidence, condition, layout, land, location, private services, and likely buyer
pool. The price should not simply be what the next move costs, but the sale must still support your next chapter. Because market conditions
change, review flaherty.ca/erin-real-estate-market when you are close to listing.

Decision Why it matters Action before listing

Pricing range Downsizers need clarity before committing to the next
home.

Review current evidence, property condition, and likely buyer objections.

Sell first or buy first The right sequence depends on finances, housing
options, urgency, and risk comfort.

Discuss closing flexibility, conditions, deposit timing, and bridge-financing advice if
relevant.

Repair budget Unnecessary upgrades can delay the move and reduce
net proceeds.

Prioritize fixes that reduce buyer fear over personal style renovations.

Closing date Packing, family help, lawyers, movers, and the next
possession date need breathing room.

Choose a preferred closing window before offers arrive.

Preparation that usually helps

[ ] Clean, declutter, and improve lighting first.

[ ] Fix safety issues, leaks, odours, and access problems.

[ ] Gather permits, warranties, service records, utilities, and improvement notes.

[ ] For well/septic homes, gather service records and water information.

[ ] For rural homes, clarify driveways, outbuildings, equipment, sheds, barns, and
land use.

Work to question before spending

[ ] Full renovations based mainly on personal taste.

[ ] Large projects that delay the move.

[ ] Updates that will not change buyer confidence.

[ ] Decor choices a buyer may replace anyway.

[ ] Repairs better disclosed and negotiated than rushed.

Kevin's role

Kevin can review the current home, preparation needs, likely buyer concerns, and current market evidence so the listing strategy supports the move rather than creating
unnecessary pressure.
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PAGE 4 | BELONGINGS, MEMORIES, AND MARKETING

Sort a lifetime of belongings before the sale becomes urgent
Belongings can become the hardest part of downsizing. The practical work is physical, but the emotional work is remembering, choosing,
releasing, and sometimes negotiating with family. Start before the listing process feels urgent, and treat the task as a transition project rather
than a weekend cleanup.

The six-bin method

[ ] Keep: items that fit the next home and support daily life.

[ ] Family: items offered to family with a clear deadline.

[ ] Sell: items with real resale value that justify the effort.

[ ] Donate: useful items that should move on quickly.

[ ] Recycle/remove: items that should not follow you.

[ ] Unsure: a small category for a second review, not a permanent holding zone.

Memory-preserving tactics

[ ] Photograph rooms, collections, gardens, views, and workshop spaces before
changing them.

[ ] Keep a small memory box instead of whole rooms of storage.

[ ] Give family realistic pickup deadlines.

[ ] Book donation, auction, estate-sale, junk-removal, or storage help early.

[ ] Pack next-home essentials separately from keepsakes.

Market the current home for the next buyer
A downsizing seller may know every strength of the property, but buyers need those strengths explained quickly. The selling story should
translate years of ownership into buyer benefits: layout, light, storage, quiet, gardens, workshop space, village access, acreage, family
function, commuting, schools, or potential for the next stage of ownership.

Marketing should answer

[ ] Who is the most likely buyer?

[ ] What problem does this home solve for that buyer?

[ ] What features are hard to replace locally?

[ ] What concerns might buyers have before seeing the home?

[ ] What online materials will help buyers self-qualify before booking a showing?

The Flaherty.ca approach uses professional media, buyer-focused explanation, and the Video Narrated VR Animated Online Showing to help
buyers understand the home before booking a visit. For sellers still living in the home, fewer better-qualified showings can make the process
less disruptive.

CONTINUED | OFFER STRATEGY AND TRANSITION PLAN

Negotiate and move with care
A strong downsizing negotiation considers more than price. Conditions, deposit strength, closing date, inclusions, inspection confidence,
financing risk, buyer motivation, and flexibility all matter. The best offer should protect your next move, not simply look strongest on the first
line.

Offer review checklist

[ ] Price and deposit strength.

[ ] Financing, inspection, insurance, sale-of-property, or other conditions.

[ ] Closing date and flexibility.

[ ] Included items, excluded items, and rental items.

[ ] Buyer motivation and risk of renegotiation.

Move planning checklist

[ ] Lawyer details, mortgage payout, utilities, insurance, and address changes.

[ ] Mover estimates, packing help, donation pickup, junk removal, and cleaning.

[ ] Medication, valuables, pets, documents, keys, remotes, and final walkthrough
details.

[ ] Family help that is scheduled rather than assumed.

[ ] Enough time after firm sale to close one chapter calmly.

About Kevin Flaherty
Kevin Flaherty has been a Realtor for 38 years, has helped more than 2,500 families, and has exposed homes to more than 50,000 qualified
buyers over his career. His work is built around clear seller guidance, careful preparation, strong online presentation, and a dedicated
marketing team.

Kevin also has deep Erin roots. He grew up on Townline near the Erin and Caledon border, with parents who were both from Erin, and
remembers skating at the Erin Community Centre and Arena as a child. His family attended the Erin Fall Fair as a tradition, watching
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homemade boat races and tractor pulls, and both of Kevin's sisters were in the Miss Erin Fall Fair beauty pageant.

Private next step

If you are only thinking about downsizing, start with a private planning conversation. Review value, timing, preparation, belongings, next-home questions, family concerns, and
whether this year, next year, or a later move makes the most sense.
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FINAL PAGE | REVIEWS, RESOURCES, AND CALLS TO ACTION

Trusted guidance for an important move
I may not have enough space to say all the good things about Kevin and his team.
after having a very poor experience with a previous broker we turned to Kevin for
help. My wife and I had done a little research for another broker and found Kevin in
our search. Boy am I glad we did. When we met Kevin for the first time he took the
time to listen to our needs and made us feel comfortable when we started with doubts.
The team all are very professional when visiting our home to prepare for the sale.The
online tour was fantastic. With the previous broker we had lower the price to where it
was just barley meeting our needs. Kevin was able to in a couple of weeks get us our
full asking price when the other broker could not in eight months.Because of Kevin
and his team my wife and I are now able to move into our new dream home to enjoy
are retirement.Thank You Kevin and your team. Don't stop, you make people happy.

Kevin and his team were professional, calm, and reassuring while selling our home
during an extremely slow real estate market. We appreciated having a team with so
many years experience, as well as the power of their enhanced digital marketing
package. Kevin helped us sell our house during an unprecedented market downturn.
We can't thank him enough!!!

- Edwin Muntz - Erin Woodley

Related Erin guides
flaherty.ca/selling-a-home-in-erin flaherty.ca/selling-rural-property-in-erin

flaherty.ca/home-evaluation-in-erin flaherty.ca/selling-a-hobby-farm-in-erin

flaherty.ca/erin-real-estate-market flaherty.ca/septic-and-well-homes-in-erin

flaherty.ca/how-to-price-your-house-in-erin flaherty.ca/selling-an-estate-home-in-erin

flaherty.ca/prepare-your-home-for-sale-in-erin flaherty.ca/erin-realtors

Book a call: flaherty.ca/kevinscalendar Book a Zoom: flaherty.ca/kevinscalendar-zoom Home evaluation: flaherty.ca/homeeval

Bring to a planning conversation

[ ] Your preferred timing window.

[ ] Questions about value, preparation, and next-home options.

[ ] Known repairs, upgrades, warranties, and service records.

[ ] Concerns about showings, privacy, pets, mobility, or family logistics.

Keep the next step calm

[ ] Start with advice, not pressure.

[ ] Use current Erin data when timing is real.

[ ] Decide what must be handled before listing.

[ ] Coordinate the sale around the next chapter, not just the sign on the lawn.


