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1. Structural & Systems Inspection Prep

Century homes are built to last, but they face scrutiny from modern inspectors and insurers. Preparing these
systems before listing removes the biggest objections buyers raise and prevents deal-killing surprises during the
home inspection.

Electrical & Wiring

Identify any active knob-and-tube wiring (especially splices hidden in insulation)

Confirm electrical panel is at least 100-amp (200-amp preferred for modern buyers)

Verify all kitchen and bathroom outlets are GFCI protected

Remove any visible 'dead' wiring that might confuse a home inspector

Get a licensed electrician's letter confirming safety if knob-and-tube is present

Document any upgraded circuits (date, contractor, permit number)

Foundation & Structure

Inspect stone or rubble foundations for significant shifting or large cracks

Ensure basement or crawlspace is dry; install dehumidifier if needed

Check for signs of wood-boring insects in original floor joists and sill plates

Verify roof has at least 5 years of life remaining; clear moss and debris

Inspect chimney mortar joints and flashing for deterioration

Check that any structural modifications have proper engineering support

Plumbing & HVAC

Identify any remaining lead or galvanized steel supply pipes

Confirm hot water tank age and capacity (40-gallon minimum for families)

Test water pressure at multiple fixtures simultaneously

Verify furnace age and efficiency rating; service before listing

For rural properties: get well flow test and water quality analysis

For rural properties: confirm septic tank pump-out date and system age

TIP: Insurance companies often refuse to cover homes with active knob-and-tube wiring. Having a licensed electrician's

letter confirming the wiring is safe (or upgraded) removes this barrier for buyers trying to get insurance quotes.
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2. Disclosure Requirements & Legal Safety

In Ontario, the principle of 'buyer beware' (caveat emptor) is tempered by the seller's legal obligation to disclose
latent defects -- issues that are not visible but make the home dangerous or uninhabitable. Century homes have
more potential disclosure items than newer builds. Being thorough protects you from post-sale litigation.

Mandatory Disclosure Checklist

Complete a Seller Property Information Statement (SPIS) with total accuracy

Disclose any known history of basement flooding or water infiltration

Identify and disclose any known asbestos (insulation, floor tiles, vermiculite)

Disclose any known lead paint (common in pre-1978 homes)

Document any heritage designations (Part IV or Part V, Ontario Heritage Act)

Disclose any known underground oil tank (active or decommissioned)

Note any previous insurance claims (fire, flood, structural)

Disclose any known boundary disputes or encroachments

Gather well water test results and septic pump-out records if applicable

Prepare a folder of ALL building permits for past renovations or additions

Heritage Designation Considerations

Determine if your property is listed (non-binding) or designated (binding)

If designated: document any restrictions on exterior modifications

Obtain heritage permit history for any past exterior changes

Note: heritage designation can ADD value for the right buyer (character premium)

Prepare a summary of what the designation means for the buyer's future plans

TIP: Under TRESA (Trust in Real Estate Services Act), your Realtor has a legal duty to ensure material facts are

disclosed. Working with an experienced broker who understands century home issues protects you from inadvertent

non-disclosure.
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3. Marketing Heritage Features

Not all renovations are equal in a century home. Buyers of historic properties often prefer original character over a
generic modern renovation. Focus your pre-listing budget where it protects value and highlights what makes your
home irreplaceable.

High-ROI Preparation

Refinish original hardwood floors to highlight craftsmanship

Clean and repair original millwork, baseboards, and pocket doors

Apply fresh, neutral paint to brighten rooms while respecting the era

Ensure original windows are clean and functional; repair broken sash cords

Upgrade attic insulation to modern R-values (disclose if covering old wiring)

Deep clean and restore original brick or stonework (interior and exterior)

Service and clean any original fireplaces; get a WETT inspection if wood-burning

Marketing Assets to Prepare

Research and document your home's history (original builder, era, past owners)

Photograph heritage details: crown moulding, transom windows, original hardware

Feature 'invisible' upgrades prominently (new furnace, updated plumbing, roof)

Use Video Narrated VR Animated Online Showings to highlight details photos miss

Create a 'Heritage Features' one-sheet for showing day

Gather utility bills to reassure buyers about heating costs in older homes

Stage with a blend of modern comfort and period-appropriate furnishings

What NOT to Renovate

Avoid these common mistakes that destroy value in century homes:

Do NOT replace original wood windows with vinyl (reduces character and value)

Do NOT cover original hardwood with laminate or carpet

Do NOT remove original trim, mouldings, or built-in cabinetry

Do NOT apply stucco or vinyl siding over original brick or clapboard

Do NOT gut the interior to create an 'open concept' that erases the home's soul
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4. Finding the Right Buyer

A century home is not for everyone. Your marketing strategy should be designed to attract 'character enthusiasts'
-- buyers who will pay a premium for a home they cannot find in a modern subdivision. These buyers exist, but
they require targeted exposure.

Buyer Pool Segments

Heritage Enthusiasts (Primary Target)

Buyers who specifically seek character, history, and craftsmanship. They will pay more for original features and accept

the quirks of older homes.

GTA Lifestyle Relocators

Remote workers and families leaving the GTA for space, community, and affordability. They value the charm of a

century home combined with Mount Forest's quality of life.

Downsizers from Larger Properties

Empty nesters moving from rural acreages who want to stay in the community but prefer a walkable, in-town location

with character.

Targeting & Exposure Checklist

Market to buyers in larger urban centres (Guelph, KW, GTA) seeking lifestyle change

Highlight Mount Forest benefits: community, space, historic downtown, low crime

Provide utility bill averages to reassure buyers about heating costs

Stage with a blend of modern comfort and historic respect

Lead with digital-first exposure to reach the widest possible niche audience

Syndicate to heritage and architectural interest groups online

Use Video Narrated VR Animated Online Showings to give remote buyers full access

Price strategically -- heritage enthusiasts will pay a premium but need justification

TIP: The Video Narrated VR Animated Online Showing is especially powerful for century homes because it allows the

narrator to point out details that flat photos miss -- original plaster medallions, hand-carved newel posts, transom

windows, and the craftsmanship that makes your home unique.
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5. Pre-Listing Timeline

Century homes benefit from a longer preparation window than newer builds. Plan 4-8 weeks before your target
listing date to complete inspections, gather documents, and prepare the home for photography.

8 Weeks Before Listing

Book pre-listing home inspection. Order electrician's letter if knob-and-tube is present. Begin gathering all permits,

disclosure documents, and utility records.

6 Weeks Before Listing

Complete any high-ROI repairs identified by inspection. Address any insurance-barrier items (wiring, roof). Begin

decluttering.

4 Weeks Before Listing

Refinish floors, paint, and complete staging. Clean exterior -- power wash, trim landscaping, repair fencing.

2 Weeks Before Listing

Professional photography and Video Narrated VR Animated Online Showing created. Final pricing strategy confirmed

based on current market comparables.

Listing Week

Property goes live with full marketing exposure. Database outreach to active buyers. Digital advertising launched

targeting heritage enthusiasts and GTA relocators.

Ready to Sell Your Century Home?

Kevin Flaherty, Broker | Flaherty Team

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

Century Home Owner & Renovator in Mount Forest

Phone: 226-270-6433

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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