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Your Complete Tottenham Commuter Home Selling Guide

Tottenham is the most affordable urban community in New Tecumseth, and that makes it one of the most sought-after
destinations for Greater Toronto Area commuters looking for value, space, and a quieter lifestyle. To sell your home for the
most money, you must position it specifically for these buyers: people relocating from Toronto and the inner 905 who need
easy access to Highway 400 via Highway 9, a roughly 30-minute drive to the Bradford GO station on the Barrie line, and a
dedicated space for hybrid work. Work through each phase of this guide in order, checking off every item as you complete it.
Call Kevin Flaherty at 226-270-6433 with any questions along the way.

The Commuter Buyer Mindset

A commuter buyer is making two decisions at once: choosing a home and choosing a daily routine. Every marketing message,
every staged room, and every disclosure should answer one underlying question - "Will my life work from this address?" The
seller who answers that question clearly wins the offer.

Commute Story Worksheet

GTA buyers shortlist homes online by how the commute will feel. Spell it out for them. Fill in the details below and give them to
your agent so they appear in your listing copy, your custom webpage, and the Video Narrated VR Animated Online Showing
narration.

Drive to Highway 400 (via Highway 9) - minutes:
Drive to Bradford GO station (Barrie line) - minutes:
Nearest park-and-ride / transit stop and route:
Typical drive to your main GTA work hub - minutes:

Home internet provider and download speed:

Phase 1: Understand Your Commuter Buyer

Before you list, get clear on who is most likely to buy your home. In Tottenham, the strongest buyer pool is GTA commuters
and hybrid workers trading a smaller, pricier property closer to the city for more space and value here. Use this phase to define
your ideal buyer so every later decision supports them.

[ ] Identify whether your home best suits a young family, a downsizer, or a first-time buyer.

[l
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Note the closest commuter routes: Highway 9 to Highway 400, and the drive to Bradford GO.
Estimate realistic drive times to common GTA employment hubs for your listing notes.

List nearby transit options, including the Bradford GO station and LINX Route 5 bus service.
Confirm and document your home internet speed and provider - critical for remote-work buyers.
Map walking distance to schools, parks, and the Tottenham Conservation Area.

Highlight lot size and yard space versus comparable inner-905 properties.

Identify your home's single strongest commuter-friendly feature to lead with.

Note proximity to grocery, pharmacy, and everyday errands for time-pressed commuters.

Oooddoon

Decide which lifestyle story best fits your home: heritage character or modern family living.

Phase 2: Pre-Listing Preparation

Commuter buyers prize move-in readiness because they have no time for projects. The goal of this phase is to remove every
reason for a buyer to hesitate, negotiate down, or walk away. Small, inexpensive fixes made now protect thousands of dollars
in your final sale price.

Declutter every room - remove 30 to 40 percent of belongings to make spaces feel larger.
Deep clean the entire home, including windows, baseboards, and light fixtures.
Depersonalize by removing family photos and highly personal decor.

Address visible deferred maintenance: leaky faucets, sticking doors, scuffed paint.

Touch up paint in neutral, broadly appealing tones.

Maximize curb appeal: tidy landscaping, clean walkways, and a welcoming entry.

Test and document internet speed; consider an upgrade if it is slow.

Service the furnace and have HVAC paperwork ready.

If applicable, pump and inspect the septic system and gather the report.

If applicable, complete a recent well water potability test and keep results on hand.

Locate your property survey and any renovation permits.

Oodddooooodd

Gather warranties and manuals for appliances and major systems.

Key Principle: Sell Time, Not Just Square Footage
Commuters are buying back hours of their day. When your preparation and presentation make the commute feel effortless and
the home feel ready, you are selling the most valuable thing a busy buyer can own - time.

Phase 3: Stage for the Hybrid Worker

Modern commuters rarely drive downtown five days a week. Most split their time between the office and home, so a credible,
photogenic workspace is no longer optional. Use this room-by-room guidance to make your home read as commute-ready and
work-ready at the same time.

Home Office / Work Space

|:| Create at least one clearly defined, quiet workspace - even a well-lit corner or den.
|:| Ensure the space photographs well: clear desk, good lighting, tidy cabling.

[[] sShow a believable video-call backdrop free of clutter and distractions.

Primary Living Areas

O
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Arrange furniture to show easy flow and a sense of spaciousness.
|:| Maximize natural light: open blinds, clean windows, add lamps where needed.

|:| Keep decor neutral so buyers can picture their own routine.

Entry and Mudroom

|:| Create an organized drop zone for keys, bags, and coats - the commuter's daily landing pad.
|:| Add hooks or a bench if space allows to suggest a smooth weekday morning.

|:| Keep the entry spotless; it sets the tone for the entire showing.

Outdoor Space

|:| Stage the yard or patio as a place to decompress after the commute.
[C] Highlight low-maintenance landscaping that won't eat into weekend time.

[[] Showcase generous lot size compared with city properties.

Phase 4: Pricing and Marketing Strategy

Pricing a commuter home correctly means reflecting both the property and the lifestyle it unlocks. Overpricing stalls your
listing; underpricing leaves money on the table. The Flaherty Team pairs precise pricing with a marketing system built to reach
GTA buyers online, where they shortlist homes before they ever drive up. For current local market figures, visit
flaherty.ca/new-tecumseth-real-estate-market.

Request a detailed, data-driven Opinion of Value from Kevin Flaherty.

Review recent comparable sales in your specific Tottenham neighbourhood.

Adjust for lot size, upgrades, finished basement, and commuter convenience.

Set a launch price aligned to comparable sold data, not wishful thinking.

Confirm your home's custom webpage syndicates to 50-plus online locations.

Insist on a Video Narrated VR Animated Online Showing to expose the home fully.
Ensure marketing copy names commute routes, GO access, and home-office space.
Verify professional photography captures light, space, and lifestyle.

Plan the listing launch timing around peak commuter buyer activity.

OooooooOood

Confirm predictive-analytics targeting reaches active GTA buyers.

My Pricing Notes and Questions for Kevin:

How the Flaherty Marketing System Reaches Commuters

Your buyer is most likely sitting in the GTA right now, scrolling listings after work. The Flaherty Team's system is built to reach
that person and convince them your home is worth the drive to come see it in person.

Video Narrated VR Animated Online Showing flies buyers through an accurate 3D model of your home.

Narration calls out upgrades, layout, lot size, and the surrounding area and commute benefits.

Rooms can be shown with and without furniture so buyers picture their own life there.

Flat floor plans with exact square footage and measurements remove guesswork.

Your custom webpage is syndicated across a large network of online locations.

Ooodg
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Predictive analytics and re-marketing keep your home in front of the most likely GTA buyers.

[ ] A salaried buyer team works to match active buyers to your home seven days a week.

Why This Matters for a Commuter Home

Because serious buyers tour your home online first, the people who book a visit have already accepted the commute and fallen
for the layout. That means fewer wasted showings, more qualified offers, and a faster, stronger sale - which is how the team
sells homes about 52 percent faster than the market average.

Phase 5: Showings, Offers, and Closing

Once your home is live, the focus shifts to converting interest into a strong, clean offer. Because the VR online showing
pre-qualifies buyers, the people who book in-person visits are genuinely interested. Stay organized through the final stretch so
nothing derails your sale.

Keep the home show-ready: quick daily tidy routine for clutter and surfaces.

Accommodate flexible showing times for commuters who view evenings and weekends.

Gather feedback after each showing and adjust if a pattern emerges.

Evaluate each offer on full terms - price, conditions, closing date, deposit.

Negotiate with a clear walk-away number in mind.

Consider flexible closing or lease-back if you are relocating.

Cooperate fully with the buyer's home inspection.

Engage your real estate lawyer immediately after acceptance.

Arrange utilities transfer and update your address.

OOooooooood

Complete a final walkthrough and hand over keys with documentation.

Handling Common Commuter-Buyer Objections

Every commuter buyer arrives with a few hesitations. When you anticipate and answer them before they ask, you keep your
home at the top of the shortlist. Use the checklist below to make sure your presentation neutralizes each one.

"The commute might be too long." - Provide exact, honest drive and GO times in writing.

"Is the internet fast enough to work from home?" - Document speed and provider up front.

"Will I hear the train?" - Be transparent; frame the South Simcoe Railway as local character.

"Is this home move-in ready?" - Complete repairs and show a maintained, clean property.

"Am | overpaying versus new construction?" - Highlight mature lot, finished spaces, and inclusions.

"What about resale later?" - Note Tottenham's value position and steady commuter demand.

"Are the schools and amenities good?" - List nearby schools, parks, and the recreation centre.

"Will my furniture fit?" - Provide accurate floor plans and measurements with the listing.

OOooOoooon

Your Selling Timeline Worksheet

Use this worksheet to map your personal timeline, especially if you are coordinating a sale with a move out of the GTA or into
a new home. Bring it to your consultation so Kevin can align the marketing launch and closing dates with your plans.

Target listing launch date:
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Ideal closing / possession date:

Do you need a flexible close or lease-back? Details:

Top three goals for this sale:

What Happens After You Call

There is no pressure and no obligation. Kevin Flaherty will view your home, listen to your goals, and present a customized
marketing plan along with a precise Opinion of Value. You decide if and when to move forward. Call or text 226-270-6433, or
book your free evaluation at flaherty.ca/homeeval.

Ready to sell your Tottenham home for top dollar?

Book your free, no-obligation home evaluation today.
flaherty.ca/lhomeeval | 226-270-6433
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