Mulmur Home
Seller's Guide

Your Complete Checklist for Selling a Rural Property
in Mulmur Township, Dufferin County

This guide covers everything you need to know about selling your Mulmur home - from pre-listing
preparation and rural due diligence to pricing strategy, marketing, offers, and closing. Work through each

phase in order for the best possible outcome.

Kevin Flaherty, Broker
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Free Home Evaluation: flaherty.ca’lhomeeval
This guide is provided as general information only and does not constitute legal or financial advice.
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Pre-Listing Due Diligence
Property Preparation
Choosing Your Realtor
Pricing Strategy
Marketing and Launch
Showings and Feedback
Offers and Negotiation
Conditional Period
Closing Day

Rural Property Considerations

Work through each phase in order. Check off every item before moving to the next phase. For current Mulmur market data, visit
flaherty.ca/mulmur-real-estate-market. Call Kevin Flaherty at 226-270-6433 with any questions.
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Phase 1: Pre-Listing Due Diligence

Before you list your Mulmur property, complete these essential steps. Rural properties require more upfront preparation than
suburban homes because buyers will have questions about systems, boundaries, and property condition that must be
answered with documentation.

[1 Get a professional property evaluation from a Realtor experienced in rural Mulmur sales

[1 Locate your property survey (or discuss with your Realtor whether a new one is needed)

[] Commission a septic inspection - pump-out, camera inspection of tank and distribution bed

[1 Getwell water testing - bacteriological and chemical analysis from an accredited lab

[] Obtain a WETT inspection certificate if you have a wood-burning appliance (fireplace, wood stove, insert)
[1 Check if your property falls within the Niagara Escarpment Plan area and understand any restrictions
[1 Gather permits for all renovations, additions, outbuildings, and decks

[1 Confirm heating fuel type and equipment ownership (owned vs. rented propane tank, oil tank status)
[1 Review your mortgage terms - prepayment penalties, portable mortgage options, discharge process
[1 Choose your real estate lawyer early - they will review the listing agreement and handle closing

[1 Locate property tax bills and confirm current assessment

[1 Gather utility cost records for the past 12 months (hydro, propane/ail, internet, water softener)

Kevin's Tip: The Pre-Listing Inspection
One of the most valuable things you can do is hire a home inspector BEFORE listing. This lets you identify and fix issues on your
terms, at your cost, with your contractors - rather than scrambling during a conditional period when the buyer has leverage.
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Phase 2: Property Preparation

First impressions matter enormously in real estate. For rural properties, preparation extends beyond the house to include
outbuildings, driveways, fencing, and the overall presentation of the land. Buyers are evaluating the entire property - not just
the living space.

Interior Preparation

[1 Declutter every room - remove 30-40% of belongings to make spaces feel larger

[1 Deep clean the entire home including windows, baseboards, and light fixtures

[1 Address deferred maintenance - leaky faucets, sticking doors, cracked tiles, worn caulking
[1 Freshen paint in high-traffic areas using neutral colours

[1 Clean or replace worn carpeting

[] Ensure all light fixtures work and replace dim bulbs with bright, warm-tone LEDs

[] Organize closets and storage areas - buyers will open every door

[] Remove personal photos and highly specific decor

[1 Consider professional staging for key rooms (living room, primary bedroom, kitchen)

Exterior and Property Preparation

[1 Maximize curb appeal - trim landscaping, edge walkways, refresh mulch beds
[1 Power wash siding, decks, walkways, and driveway entrance

[1 Repair or replace damaged fencing, gates, and railings

[1 Clean and organize outbuildings - barns, workshops, garages, sheds

[1 Clear brush and debris from property edges and sight lines

[1 Ensure driveway is graded, gravel is fresh, and drainage is working

[1 Service and clean any pools, hot tubs, or water features

[1 Mow, trim, and maintain all visible lawn and field areas

[1 Ensure house numbers are visible from the road for showing access

Rural Property Tip: Outbuildings Matter
Buyers of rural properties pay close attention to outbuildings. A clean, organized barn or workshop signals a well-maintained
property. A cluttered, neglected outbuilding raises questions about what else has been deferred.
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Phase 3: Choosing Your Realtor

Not all Realtors are equipped to sell rural properties. Mulmur homes involve septic systems, wells, acreage valuation,
outbuildings, conservation authority rules, and buyer pools that extend well beyond the local area. Your Realtor must
understand these complexities and have a marketing system designed to reach the right buyers.

[1 Interview at least two Realtors before making your decision

[1 Ask how many rural properties they have sold in the past 24 months

[1 Ask specifically about their experience with septic, well, and acreage properties

[1 Demand a written marketing plan - not just a verbal promise

[1 Askto see examples of their online property presentations and video content

[1 Ask how they reach buyers outside the local area (GTA, out-of-province)

[1 Understand their commission structure and what services are included

[1 Ask about their team - who handles photography, marketing, showings, and communication
[1 Check their reviews on Google, RankMyAgent, and other platforms

[1 Ask how they handle pricing when comparable sales are limited

[1 Review and understand the listing agreement before signing

Questions That Reveal Experience
Ask: 'How would you explain our septic system to a buyer from the city?' and 'How do you value the land separately from the house?'
A rural specialist will answer confidently. A suburban agent will hesitate.
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Phase 4: Pricing Strategy

Pricing a rural property correctly is both an art and a science. Unlike suburban subdivisions where comparable sales are

plentiful, Mulmur properties are unique - each has different acreage, views, outbuildings, road frontage, and land usability.

Getting the price right from day one is critical because overpriced rural properties can sit for months, losing buyer interest and

ultimately selling for less than they would have at the correct initial price.

[]
[]
[]
[]
[]
[]
[]
[]
[]
[]

Review recent sold comparables with your Realtor (expect to look 12+ months back in rural areas)

Understand how your acreage is valued - cleared land vs. bush vs. wetland

Factor in views, privacy, and setting as value-adds that comparables may not reflect

Assess outbuilding value separately - functional barns and workshops add measurable value

Consider road frontage, lot shape, and access quality

Evaluate your home's condition honestly relative to recent sales

Understand the current absorption rate - how many months of inventory exist

Discuss pricing strategy with your Realtor: price at market, slightly below to generate interest, or at the top of range
Set a clear review timeline - if no showings in 2-3 weeks, reassess price

Agree on a walk-away number before going to market

The Danger of Overpricing

In a rural market with limited comparable sales, it is tempting to 'test the market' at a high price. This almost always backfires.
Serious buyers research extensively and recognize overpricing immediately. Your property becomes stale, showings dry up, and
eventual price reductions signal desperation. Price correctly from day one.
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Phase 5: Marketing and Launch

The

launch of your property listing is a coordinated event. Everything - photography, video, online showing, MLS listing, digital

advertising, and buyer outreach - should go live simultaneously for maximum impact. The first two weeks on market generate

the most buyer attention, so everything must be ready before the launch date.

[]
[]
[]
[]
[]
[]
[]
[]
[]
[]

Confirm professional photography is scheduled (interior, exterior, aerial drone)
Confirm Video Narrated VR Animated Online Showing production is complete

Review all listing details, room measurements, and property description for accuracy
Verify MLS listing is accurate - lot size, acreage, zoning, heating type, water source
Confirm digital advertising campaigns are ready to launch

Ensure property-specific landing page is live with all media

Prepare the home for photography day - everything clean, lights on, curtains open
Remove vehicles, equipment, and personal items from driveways and yards for photos
Confirm showing instructions are clear - lockbox, access codes, pet arrangements

Set up showing notification system so you receive immediate feedback

Launch Day Matters
Your property gets the most attention in its first 7-14 days on market. Buyers who have been searching will see it immediately. Make
sure every element of your marketing is live and polished on day one - you do not get a second chance at a first impression.
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Phase 6: Showings and Feedback

Once your property is live, showings will begin. For rural properties, buyers often drive significant distances to view - which

means they are already serious by the time they arrive. Your job during this phase is to keep the property in showing condition

and respond quickly to feedback.

[]
[]
[]
[]
[]
[]
[]
[]
[]
[]

Keep the property in showing-ready condition at all times

Leave the property during showings - buyers need to feel comfortable exploring
Secure valuables, medications, and sensitive documents during showing periods
Ensure pets are managed during showings (removed or secured)

Keep driveways clear and accessible, especially in winter

Leave lights on and blinds open for daytime showings

Maintain a pleasant temperature - not too hot, not too cold

Review showing feedback with your Realtor weekly

Discuss any patterns in feedback - repeated concerns may indicate a fixable issue

If no showings after 2-3 weeks, discuss price adjustment with your Realtor
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Phase 7: Offers and Negotiation

When an offer arrives, the negotiation phase begins. In rural markets, offers often come with more conditions than suburban

transactions because buyers need time to verify septic, well, financing on unique properties, and sometimes zoning or

envi

[]
[]
[]
[]
[]
[]
[]
[]
[]
[]

ronmental factors. Understanding the full picture of an offer - not just the price - is essential.

Review the full offer with your Realtor - price, conditions, closing date, deposit, inclusions/exclusions
Evaluate the buyer's qualification - pre-approval letter, deposit amount, financing type

Understand all conditions: financing, inspection, septic, well water, insurance, lawyer review
Consider the closing date - does it align with your plans and any purchase you are making?

Discuss counter-offer strategy with your Realtor before responding

Know your walk-away number and stick to it

Consider the full package: a slightly lower price with fewer conditions may be stronger

If multiple offers arrive, understand the process for handling competing bids

Get all counter-offers and acceptances in writing - verbal agreements are not binding

Once accepted, confirm the deposit is delivered within the specified timeframe

Price Is Not Everything
A clean offer at 97% of asking with no conditions and a flexible closing date may be worth more than a full-price offer with five
conditions and a tight timeline. Evaluate the certainty of closing, not just the number on the page.
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Phase 8: Conditional Period

After accepting an offer, the conditional period begins. This is when the buyer completes their due diligence - inspections,

financing confirmation, insurance quotes, and lawyer review. For rural properties, this period is critical because there are more

systems and factors to verify.

[]
[]
[]
[]
[]
[]
[]
[]
[]
[]

Cooperate fully with the home inspection - provide access to all areas including attic, crawlspace, and outbuildings
Make septic records, well test results, and WETT certificates available to the buyer

Provide access for the buyer's septic inspector if a separate inspection is requested

Respond promptly to any requests for documentation or clarification

Continue maintaining the property in showing condition until conditions are waived

Do not begin packing or making changes until all conditions are waived in writing

If the buyer requests repairs based on inspection, discuss with your Realtor before responding

Engage your real estate lawyer immediately after acceptance - do not wait for conditions to clear

Confirm your mortgage discharge process and any penalties with your lender

If conditions are not waived by the deadline, understand your options (extension, termination)
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Once all conditions are waived, the sale is firm and you move toward closing. This phase involves legal paperwork, final

preparations, and the logistics of handing over your property to the new owner.

[]
[]
[]
[]
[]
[]
[]
[]
[]
[]
[]
[]

Confirm closing date and time with your lawyer

Arrange final utility readings for closing day (hydro, propane, water softener)
Cancel or transfer home insurance effective on closing day

Arrange mail forwarding with Canada Post

Complete any agreed-upon repairs before closing

Remove all personal belongings unless specifically included in the sale
Leave all keys, garage door openers, alarm codes, and appliance manuals
Leave the property in broom-clean condition

Complete the final walkthrough with the buyer (typically day before or morning of closing)
Sign all closing documents with your lawyer

Confirm funds have been received and keys can be released

Celebrate - you have successfully sold your Mulmur property!

flaherty.ca/lhomeeval | 226-270-6433
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Bonus: Rural Property Considerations

Selling a rural property in Mulmur involves considerations that suburban sellers never encounter. This section covers the
unigue factors that affect rural property sales in Dufferin County.

Septic Systems

Most Mulmur properties use private septic systems. Buyers will want to know: the age and type of system, maintenance
history, pump-out records, and current condition. A pre-listing septic inspection ($300-$500) removes uncertainty and prevents
deals from collapsing during the conditional period.

Well Water

Private wells supply water to most Mulmur homes. Test your water before listing (bacteriological and chemical analysis). If
bacteria are present, shock chlorinate the well and retest. Clean results give buyers immediate confidence. Failed results
during a conditional period can kill a deal.

Heating Systems

Rural properties use various heating fuels - propane, oil, wood, electric, or combinations. Document your heating costs,
confirm equipment ownership (rented vs. owned tanks), and ensure all systems are serviced and functioning. Buyers from the
city may be unfamiliar with propane or oil heating and need reassurance.

Niagara Escarpment Plan

Parts of Mulmur fall within the Niagara Escarpment Plan area. If your property is affected, understand the designation (Natural,
Protection, Rural, Minor Urban) and what development is permitted. This is not a negative - Escarpment properties command
premium prices - but buyers need clarity on what they can and cannot do.

Outbuildings and Barns

Functional outbuildings add measurable value. Document the condition, size, and permitted uses of all structures. If any were
built without permits, discuss disclosure requirements with your Realtor. Clean, organized outbuildings present far better than
cluttered or neglected ones.

Internet and Connectivity

Internet service varies significantly across Mulmur. Document what is available at your address (fibre, cable, fixed wireless,
satellite, Starlink). This is increasingly important to buyers, especially those planning to work from home. If you have Starlink or
fibre, highlight it as a feature.

Access and Driveways

Long rural driveways require maintenance - grading, gravel, snow removal, and drainage. Buyers will consider year-round
accessibility, especially in winter. Ensure your driveway is in good condition for showings and document any shared access or
right-of-way arrangements.
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Ready to Get Started?

Kevin Flaherty has been selling properties in Mulmur Township for 38 years. His dedicated
marketing team and Video Narrated VR Animated Online Showing system consistently deliver
top-dollar results for rural homes, hobby farms, estate properties, and acreage.

flaherty.ca/lhomeeval | 226-270-6433

For current Mulmur market data, average prices, and days on market, visit flaherty.ca/mulmur-real-estate-market

Connect with Kevin:

Phone: 226-270-6433

Email: kevin@flaherty.ca

Website: flaherty.ca

YouTube: youtube.com/@KevinFlaherty

Facebook: facebook.com/flaherty.ca
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