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Your Complete New Tecumseth Septic & Well Selling Guide

Selling a rural property in New Tecumseth requires more preparation than a standard city home. Buyers are often

anxious about private water and wastewater systems, and their lenders require strict compliance before approving a

mortgage. A failed septic system can cost you tens of thousands of dollars in negotiations, while poor well water can kill

a deal entirely. By following this guide, you will take control of the process, gather the necessary documentation, and

ensure your property passes due diligence with flying colors.

  Understanding the Rural Buyer Mindset

When buyers transition from municipal services in the city to rural properties in New Tecumseth, they often bring a high

level of anxiety regarding private infrastructure. They do not understand how septic systems function, they worry about

wells running dry, and they fear unexpected costs.

Your goal as a seller is to remove this anxiety through radical transparency and preparation. A buyer who feels confident

in the mechanical systems of your home will make a stronger, cleaner offer. A buyer who is left guessing will either walk

away or demand significant price reductions to cover their perceived risk.

The most successful rural sales occur when the seller acts as the educator. By providing a comprehensive package of

maintenance records, recent inspections, and clear water tests, you shift the narrative from 'buyer beware' to 'buy with

confidence.'

  Septic System Preparation Checklist

The septic system is the most financially significant hidden variable in your transaction. Start this process 2 to 3 months

before your planned listing date.

[  ] Locate your septic tank, access lids, and leaching bed area.

[  ] Clear the leaching bed area of any vehicles, heavy equipment, or storage sheds.

[  ] Trim back trees or large shrubs growing within 10 feet of the drainfield.

[  ] Ensure the drainfield grass is neatly mowed and looks well-maintained.

[  ] Schedule a professional septic pump-out (expect to pay $300-$600).

[  ] Commission a full pre-listing septic inspection at the same time as the pump-out.

[  ] Verify the inspector checks the tank interior walls, baffles, and effluent filter.

[  ] Ask the inspector to measure the sludge and scum layers before pumping.

[  ] Have the inspector test the drainfield (dye test or distribution box evaluation).

[  ] Replace any cracked or damaged baffles immediately.

[  ] Clean or replace a missing/clogged effluent filter.

[  ] Seal any minor tank cracks that are not structural.

[  ] Consider adding tank risers to make future pumping and inspections easier.

[  ] If the tank needs replacement, decide whether to replace it now or offer a credit.

[  ] If the drainfield shows signs of stress, document it and price the home accordingly.

[  ] Verify the system is sized correctly for the number of bedrooms you are advertising.

[  ] Understand that under Ontario Building Code, septic capacity is based on bedrooms, not bathrooms.

[  ] Never market a 4-bedroom home if the septic permit is only for 3 bedrooms.
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[  ] Review the inspection report carefully for any 'conditional pass' or 'fail' status.

[  ] Address any mandatory repairs before the property hits the market.

[  ] Understand that Lake Simcoe Region Conservation Authority may have mandatory re-inspection rules.

[  ] Keep all receipts for pumping, inspection, and repairs.

  The Pre-Listing Inspection Advantage

A pre-listing inspection tells you exactly what you have before a buyer's inspector tells a buyer. It gives you time to address minor

issues before they become deal-killers, fulfills your disclosure obligations proactively, and gives buyers confidence. A clean report

often eliminates the need for a buyer's inspection condition entirely.

  Well Water Testing Checklist

Unlike municipal water, private wells are the homeowner's responsibility. Buyers and lenders want assurance that the

water is safe to drink and that the well won't run dry. In Ontario, the province does not monitor private wells, so you must

prove the water quality.

[  ] Identify whether you have a drilled well, dug well, or bored well.

[  ] Locate the physical wellhead on your property.

[  ] Ensure the well cap is secure, vermin-proof, and sits at least 12 inches above ground.

[  ] Check that the ground slopes away from the wellhead to prevent surface runoff contamination.

[  ] Obtain sample bottles from Public Health Ontario (available at local health units).

[  ] Test for E. coli and total coliforms (bacteriological testing is free in Ontario).

[  ] Ideally, gather a history of clean bacteriological tests (e.g., spring, summer, fall).

[  ] If a test comes back positive, shock the well with chlorine and retest.

[  ] If bacteria persists, install a UV disinfection system before listing.

[  ] Commission a comprehensive chemical analysis from a private lab.

[  ] Test for Nitrates (especially important if near agricultural areas or older septics).

[  ] Test for Hardness (Calcium and Magnesium).

[  ] Test for Iron and Manganese (which cause rust stains and metallic taste).

[  ] Test for naturally occurring Arsenic (common in some Ontario bedrock).

[  ] Test for pH levels to ensure water is not corrosive to plumbing.

[  ] If water is hard or high in iron, highlight your water softener or iron filter as a selling feature.

[  ] If arsenic is elevated, consider installing a point-of-use reverse osmosis system.

[  ] Hire a professional to perform a flow rate test (gallons per minute).

[  ] Ensure the well produces the standard 3 to 5 gallons per minute required for household use.

[  ] Test the pressure tank for cut-in pressure, cut-out pressure, and differential.

[  ] Check for any visible corrosion on the pressure tank or pump fittings.

[  ] Note the age of the well pump (average lifespan is around 10 years).

[  ] If you have a dug well, be prepared to provide extensive flow history as they are more susceptible to drought.

  Documentation Checklist

The single most valuable thing you can hand to a buyer's agent is a complete documentation package. Homes with

documented maintenance histories sell for more because they remove uncertainty. Gather these documents to fulfill
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Ontario disclosure obligations (REBBA) and reassure buyers.

[  ] Certificate of Completion for the current septic system (from Health Unit or municipality).

[  ] Original building permit for the septic system.

[  ] System design drawings showing tank location, pipe routes, and drainfield.

[  ] Confirmation of the bedroom count the system was designed for.

[  ] Current pump-out receipt with date and company name.

[  ] All historical pump-out receipts you can find (shows a pattern of maintenance).

[  ] Current pre-listing septic inspection report.

[  ] Any repair or modification permits.

[  ] Any correspondence or inspection reports from the local Health Unit or Conservation Authority.

[  ] Service records for any Advanced Treatment Units (ATU) if applicable.

[  ] Original well driller's log or record (shows depth and original flow rate).

[  ] Recent bacteriological water test results from Public Health Ontario.

[  ] Recent comprehensive chemical water test results.

[  ] Manuals and warranties for water softeners, UV systems, or iron filters.

[  ] Receipts for recent well pump or pressure tank replacements.

[  ] Complete the Seller Property Information Statement (SPIS) accurately.

[  ] Disclose any known material latent defects (e.g., past sewage backups).

[  ] Disclose if the system does not meet current code but is grandfathered.

[  ] Provide a list of local service providers you use for pumping and water treatment.

[  ] Organize all documents into a clean, easy-to-read binder or digital folder for buyers.

  The Cost of Not Disclosing

Under Ontario's Real Estate and Business Brokers Act (REBBA), you must disclose all known material latent defects. A failing septic

system qualifies. Failing to disclose a known issue exposes you to a claim of fraudulent misrepresentation, which can result in the

buyer rescinding the purchase or suing for the cost of remediation plus legal fees. Full disclosure is always the cheaper option.

  The Bedroom Count Trap Explained

One of the most frequent deal-killers in rural real estate is a mismatch between the home's marketed bedroom count

and the septic system's legal capacity. Under the Ontario Building Code, septic systems are sized based on maximum

daily sewage flow, which is calculated primarily by the number of bedrooms, not the number of bathrooms or the current

occupancy.

If a property was originally built as a 2-bedroom home with a septic system designed for 2 bedrooms, and a subsequent

owner finished the basement to add 2 more bedrooms without upgrading the septic system, the home is legally

non-compliant. If you list this home as a 4-bedroom property, a savvy buyer's inspector or real estate lawyer will catch

the discrepancy.

When this happens, buyers will demand a massive price reduction-often the full cost of a new, larger septic system

($20,000 to $30,000)-or they will walk away. To avoid this, you must market the home according to its legal septic

capacity. A '2-bedroom home with 2 bonus rooms' sets the correct legal expectation while still showing the space.
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  Financing Requirements (What Lenders Need)

The type of mortgage your buyer uses determines how much the septic and well systems matter to the transaction.

Lenders view rural infrastructure as a significant risk factor.

[  ] Understand that CMHC-insured mortgages require a functioning septic system and potable water.

[  ] Be aware that if a buyer has less than 20% down, the lender's scrutiny will be extremely high.

[  ] Know that appraisers are trained to look for signs of septic failure (standing water, odors).

[  ] Ensure the septic tank is a minimum safe distance from the well (typically 50 feet per FHA/HUD guidelines).

[  ] Be prepared for the lender to demand a professional septic evaluation if the appraiser flags concerns.

[  ] Understand that a failed septic system will usually cause the lender to deny the loan.

[  ] If the system fails, be prepared to repair or replace it before closing to save the deal.

[  ] Recognize that cash buyers do not face lender restrictions, but will demand steep price discounts for failed

systems.

[  ] Ensure your well water test proves the water is potable (free of E. coli and coliforms).

[  ] If water is not potable, the lender will not fund the mortgage.

[  ] Understand that properties with only a holding tank (no leaching bed) often face stricter lender requirements.

[  ] Verify that any basement bathrooms or unpermitted additions do not exceed the septic system's legal capacity.

[  ] Be prepared to provide all documentation (from Phase 3) directly to the buyer's lender if requested.

[  ] Anticipate that standard conventional lenders may also require septic compliance as a condition of approval.

[  ] Understand that discovering a problem mid-transaction stalls the closing and forces you to scramble for

contractors.

[  ] Recognize that resolving these issues before listing ensures the buyer's financing goes through smoothly.

  Common Deal-Breakers and Prevention

After 30+ years of selling real estate in New Tecumseth, Kevin Flaherty sees the same issues kill deals time and time

again. Here is how to prevent them.

[  ] DEAL-BREAKER: No pump-out history. PREVENTION: Pump the tank immediately and keep the receipt.

[  ] DEAL-BREAKER: Failed water test right before closing. PREVENTION: Test early and install a UV system if

needed.

[  ] DEAL-BREAKER: The Bedroom Count Trap. PREVENTION: Never market more bedrooms than the septic permit

allows.

[  ] DEAL-BREAKER: Vehicles parked on the drainfield. PREVENTION: Keep the leaching bed clear of all heavy

objects.

[  ] DEAL-BREAKER: Missing effluent filter. PREVENTION: Have your inspector check and replace it for under $200.

[  ] DEAL-BREAKER: Unpermitted plumbing additions. PREVENTION: Disclose the true legal capacity of the system.

[  ] DEAL-BREAKER: Seller refuses to disclose known issues. PREVENTION: Fill out the SPIS honestly and

completely.

[  ] DEAL-BREAKER: Dug well running dry during inspection. PREVENTION: Provide historical flow data and manage

usage.

[  ] DEAL-BREAKER: Appraiser smells sewage. PREVENTION: Fix any leaks, cracked baffles, or backups before

listing.
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[  ] DEAL-BREAKER: Waiting for the buyer's inspector to find problems. PREVENTION: Get a pre-listing inspection.

  Understanding Water Treatment Systems

Many rural homes require supplementary water treatment systems to ensure the well water is palatable and safe.

Buyers often do not understand these systems, so providing manuals, maintenance schedules, and a brief explanation

of each can turn a potential negative into a strong selling feature.

[  ] Water Softener: Removes calcium and magnesium. Note the salt refill schedule.

[  ] Iron Filter: Removes dissolved iron to prevent rust stains. Note if it uses potassium permanganate or air injection.

[  ] UV Disinfection System: Uses ultraviolet light to neutralize bacteria (E. coli). Note when the bulb was last replaced

(should be annually).

[  ] Reverse Osmosis (RO): Typically installed under the kitchen sink for drinking water. Removes arsenic, nitrates, and

trace minerals. Note filter change dates.

[  ] Sediment Filter: The first line of defense that removes sand and grit. Show buyers where to change the cartridge.

  Timeline for Rural Due Diligence

Follow this timeline to ensure your property is ready for the market without last-minute panic.

[  ] 60-90 Days Before Listing: Schedule septic pump-out and pre-listing inspection.

[  ] 60-90 Days Before Listing: Submit well water samples to Public Health Ontario.

[  ] 45-60 Days Before Listing: Complete any required septic repairs (e.g., cracked baffles, risers).

[  ] 45-60 Days Before Listing: Install UV system or water treatment if water tests indicate a need.

[  ] 30 Days Before Listing: Gather all historical permits, receipts, and design drawings.

[  ] 15 Days Before Listing: Clear and mow the drainfield area; ensure wellhead is accessible.

[  ] 7 Days Before Listing: Complete the Seller Property Information Statement (SPIS).

[  ] Listing Day: Have the complete documentation package ready on the kitchen counter for showings.

[  ] Offer Day: Use your clean inspection reports to negotiate the removal of the buyer's inspection condition.

[  ] Closing Day: Hand over all manuals, warranties, and maintenance contacts to the new buyer.

Ready to Sell Your New Tecumseth Property?

Get a free, no-obligation evaluation of your home and see our rural marketing plan in action.
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