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WHAT'S INSIDE:

The 4-Phase Pricing Methodology
CMA Checklist: What We Analyze
Pricing Strategy Selection Guide
The Overpricing Trap: Warning Signs
Marketing Exposure Checklist
Pre-Listing Preparation Checklist
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Phase 1: The Comparative Market Analysis (CMA)

The foundation of accurate pricing is a comprehensive CMA. This is not an automated online estimate -- it is a
detailed analysis of your home against recently sold, currently active, and expired listings in Mount Forest and
Wellington North.

CMA Analysis Checklist

Recent sold prices of comparable homes (last 6 months)
Currently active listings (your direct competition)
Expired/terminated listings (what did NOT sell and why)
Days on market for comparable sales

Sale-to-list price ratios in your neighbourhood

Lot size, square footage, and bedroom/bathroom count
Age and condition of the home (updates vs original)
Century home adjustments: architectural style, heritage value
Rural property factors: acreage, outbuildings, road access
Well and septic system age, capacity, and inspection status
Proximity to amenities (Highway 6/89, downtown, schools)

Seasonal market conditions and current inventory levels

Phase 2: Selecting Your Pricing Strategy

Once we establish baseline value, we select the strategy that matches your goals and current market conditions.

Strategy Options

Fair Market Pricing
List at market value. Attracts serious buyers, ensures smooth appraisal. Best for balanced markets.

Competitive Pricing
List slightly below market value to create urgency and potentially trigger multiple offers. Best in active markets.

Premium Pricing
List above market for homes with rare features or extensive upgrades. Requires patience and flawless marketing.

Buzz Pricing
Aggressive below-market pricing designed to generate maximum attention and a bidding war. High risk, high reward.
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Phase 3: Avoiding the Overpricing Trap

Overpricing is the most costly mistake a seller can make. The first 14 days on market are critical -- this is when
your listing receives maximum attention from buyers and agents. If priced too high, they simply move on.

The Stale Listing Timeline

Days 1-14: Maximum buyer attention. Your listing is 'new' and exciting.

Days 15-30: Interest drops significantly. Agents stop showing it.

Days 31-60: Listing becomes 'stale.' Buyers assume something is wrong.

Days 61+: You have lost all negotiating leverage. Price reductions signal desperation.

Warning Signs You Are Overpriced

Fewer than 5 showings in the first 2 weeks

No offers after 20+ days on market

Feedback consistently mentions price concerns
Similar homes in the area are selling while yours sits
Online views are high but showing requests are low
Agents are not recommending your listing to clients
You have had multiple price reductions already

Your listing has been on market longer than area average

MPAC Assessment vs. Market Value

Your MPAC (Municipal Property Assessment Corporation) value is used solely for property tax calculations. It is
NOT your home's market value. In active markets, homes frequently sell for significantly more than their assessed
value. Never use your MPAC assessment as a pricing guide -- it lags behind actual market conditions by years.

Renovation Value: What Adds vs. What Doesn't

Kitchen renovation: Typically recovers 75-100% of investment
Bathroom update: Strong ROI, especially if outdated
Roof/windows/furnace: Removes buyer objections, protects price
Finished basement: Adds value but rarely dollar-for-dollar
Swimming pool: May actually reduce buyer pool in rural areas
Landscaping: High visual impact, low cost, strong ROI

Custom/luxury upgrades: Rarely recovered at full cost
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Phase 4: Maximizing Exposure to Justify the Price

Accurate pricing must be paired with exceptional marketing. To achieve top dollar, you need to reach every
potential buyer -- especially GTA buyers relocating north who represent a significant portion of the Mount Forest
buyer pool.

Marketing Exposure Checklist

Professional photography (20+ high-resolution images)
Video Narrated VR Animated Online Showing created
Custom property webpage with full details and virtual tour
Syndication to 57+ online platforms and portals
Database outreach to 2,300+ active buyers

Targeted digital advertising to GTA buyer demographics
Social media campaign across multiple platforms
Agent-to-agent networking and private showings

Open house strategy (if appropriate for property type)
Email marketing to buyer agents in target areas

Print marketing for local exposure (if applicable)

Feedback collection and strategy adjustment after week 1

Why Online Showings Matter for Pricing

Our Video Narrated VR Animated Online Showings allow buyers to experience your home remotely before
booking an in-person visit. This pre-qualifies buyers, builds emotional attachment, and ensures that when they
walk through your door, they are already serious. When a competitively priced home is presented flawlessly to a
massive audience, it creates the urgency needed to secure the best possible price.
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Pre-Listing Preparation Checklist

Complete these items before listing to ensure your home photographs well, shows beautifully, and supports your
asking price.

Exterior

Power wash driveway, walkways, and siding
Trim hedges, mow lawn, edge garden beds
Repair or replace damaged fencing

Clean gutters and downspouts

Paint or stain front door and trim if needed
Ensure house numbers are visible from the road

Add seasonal planters or flowers to entrance

Interior

Declutter every room -- remove 30-50% of belongings
Deep clean all surfaces, floors, and windows

Remove personal photos and family memorabilia
Repair minor defects (nail holes, scuffs, dripping taps)
Ensure all light fixtures work (replace burnt bulbs)
Organize closets and storage areas (buyers will look)
Neutralize strong odours (pets, cooking, smoke)

Consider professional staging for key rooms

Documentation to Gather

Property survey (if available)

Well and septic inspection reports
Renovation receipts and permits

Utility bills (last 12 months)

Property tax statement

Insurance claim history

Warranty documents for appliances/systems

HOA/condo documents (if applicable)
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Your Next Steps

Pricing your Mount Forest home correctly from day one is the single most important factor in achieving a
successful sale. Here is how to get started:

1. Request Your Free Home Evaluation

Visit flaherty.ca/lhomeeval to schedule a no-obligation property tour and receive a detailed CMA with pricing
recommendation.

2. Review Your Pricing Options

We will present multiple pricing strategies with projected outcomes for each, so you can make an informed
decision.

3. Prepare Your Home

Use the checklists in this guide to get your home show-ready before photography and the online showing are
created.

4. Launch with Maximum Impact

Your home goes live with full marketing exposure from day one -- Video Narrated VR Animated Online Showing,
professional photography, and syndication to 57+ platforms.

5. Monitor and Adjust

We provide weekly market feedback and showing reports. If adjustments are needed, we act quickly to maintain
momentum.

Ready to Price Your Home?

Kevin Flaherty, Broker | Flaherty Team
38 Years Experience | 2,500+ Homes Sold | 99.2% Sale-to-List Ratio

Phone: 519-942-5862
Email: kevin@flaherty.ca
Home Evaluation: flaherty.ca/homeeval
Book a Call: flaherty.ca/kevinscalendar
Book a Zoom: flaherty.ca/kevinscalendar-zoom

This guide is provided by the Flaherty Team for informational purposes. Market conditions change -- contact us for a current assessment
specific to your property. All statistics referenced are based on career averages and may vary by property type and market conditions.
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