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1. Arthur Market Snapshot (Q1 2026)

The Arthur real estate market has demonstrated impressive price growth and a strong trend toward faster sales in early 2026. Known

as "Canada's Most Patriotic Village" and situated in the Township of Wellington North, Arthur attracts buyers seeking small-town

character within commuting distance of Guelph, Kitchener-Waterloo, and the Greater Toronto Area. The following snapshot is drawn

from official TRREB (Toronto Regional Real Estate Board) Q1 2026 community data.

Metric Q1 2026 Value Year-Over-Year Change

Average Sale Price $683,200 +33.0%

Median Sale Price $572,000 +16.7%

Days on Market (avg) 40 days 7 Days Faster

Sale-to-List Ratio 98% Flat YoY

Total Sales (Q1) 5 transactions +25.0% (vs 4 in Q1 2025)

New Listings (Q1) 19 listings Active market entry

Active Listings (end Q1) 15 listings -16.7% (vs 18 in Q1 2025)

Total Dollar Volume ~$3.4 million +66% YoY

Realtor Insight

Kevin's Take: The 33% average price jump is partly a mix-shift effect -- a small number of higher-end

detached sales can move the average significantly. The 16.7% median increase is the more reliable signal.

It confirms that the core of the Arthur market has genuinely strengthened heading into 2026.
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2. Price Trends & Year-Over-Year Comparison

Comparing Q1 2026 data to Q1 2025 reveals a market that has accelerated meaningfully. While the broader Ontario market

experienced softening in late 2024 and early 2025, Arthur bucked the trend with strong buyer demand driven by affordability-seeking

commuters from Guelph and Kitchener-Waterloo.

Metric Q1 2026 Q1 2025 Change

Total Sales 5 4 +25.0%

Average Price $683,200 $513,850 +33.0%

Median Price $572,000 $489,950 +16.7%

Days on Market 40 days 47 days 7 Days Faster

Active Listings 15 18 -16.7%

New Listings 19 ~22 (est.) -13.6% (est.)

The most significant trend is the convergence of rising prices and falling inventory. With 15 active listings at quarter-end (down from

18 a year ago), competition among buyers is increasing. Sellers who enter the market with a well-prepared home and accurate pricing

are being rewarded with faster sales and offers closer to -- or at -- asking price.

5-Quarter Average Price Trend (Estimated)

While TRREB publishes quarterly community data, the following trend is derived from available Q1 2025, Q2 2025, Q3 2025, Q4

2025, and Q1 2026 data for Arthur and the Wellington North community area:

Quarter Avg Price (Est.) Sales Vol. DOM

Q1 2025 $513,850 4 47 days

Q2 2025 $545,000 (est.) 7 (est.) 38 days (est.)

Q3 2025 $560,000 (est.) 6 (est.) 35 days (est.)

Q4 2025 $590,000 (est.) 5 (est.) 42 days (est.)

Q1 2026 $683,200 5 40 days

Note: Q2-Q4 2025 figures are interpolated estimates based on Wellington North community trends. Only Q1 2025 and Q1 2026 are

official TRREB community-level figures for Arthur.

3. Property Type Breakdown (Q1 2026)

Arthur is predominantly a detached home market. Detached houses represent the overwhelming majority of both new listings and

sales. This is consistent with the rural small-town character of the community, where single-family homes on larger lots are the

dominant housing form.

Property Type Sales New Listings Avg Price DOM (est.)

Detached 4 17 $711,000 33 days

Att/Row/Townhouse 1 2 N/A N/A

Semi-Detached 0 0 N/A N/A

Condo Apartment 0 0 N/A N/A

TOTAL 5 19 $683,200 (avg) 40 days

The detached home sales-to-new-listings ratio sits at 24% (4 sales / 17 new listings), indicating a balanced-to-buyer-favourable

market for detached homes specifically. However, the 98% sale-to-list ratio tells a different story: buyers are active and willing to pay

near asking for well-presented properties. The key differentiator is marketing quality and pricing accuracy.

Seller Opportunity

Detached homes at $711,000 average represent the best opportunity for sellers in Q1 2026.

With 17 new listings and only 4 sales, standing out requires exceptional online marketing.

Kevin Flaherty's Video Narrated VR Animated Online Showings are designed for exactly this scenario.

Call 226-270-6433 or visit flaherty.ca/homeeval to get your free home evaluation.
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4. Days on Market Analysis

Days on Market (DOM) is one of the most telling indicators of market health. A falling DOM signals increasing buyer urgency and

competition. Arthur's DOM dropped from 47 days in Q1 2025 to 40 days in Q1 2026 -- a 15% improvement that reflects growing buyer

confidence in the area.

What DOM Means for Your Pricing Strategy

In a market where the average DOM is 40 days, a listing that sits beyond 50-60 days without a price adjustment or a significant new

marketing push begins to look "stale" to buyers. Buyers and their agents track DOM closely and will use an extended listing period as

leverage in negotiations.

DOM Range Market Signal Recommended Action

1-20 days Hot -- multiple offers likely Price at market; prepare for bidding

21-40 days Healthy -- on-pace (current avg) Hold price; review marketing

41-60 days Slowing -- buyer hesitation Refresh marketing; consider price review

60+ days Stale -- action required Price adjustment + new marketing push

Kevin Flaherty's listings consistently sell faster than the market average. The primary driver is the Video Narrated VR Animated

Online Showing system, which allows out-of-town buyers -- especially those commuting from Guelph and Kitchener -- to fully tour a

property online before booking a physical showing. This pre-qualification of buyer interest dramatically reduces wasted showings and

accelerates the path to a serious offer.

5. Neighbourhood & Commuter Context

Arthur is located in the Township of Wellington North, approximately 30 km north of Guelph and 45 km north of Kitchener-Waterloo.

This positioning makes it one of the most accessible "small-town" markets in south-central Ontario for commuters seeking affordability

without sacrificing proximity to major employment centres.

Key Commuter Distances from Arthur

Destination Distance Approx. Drive Time

Guelph (downtown) ~30 km ~28 minutes

Kitchener-Waterloo ~45 km ~38 minutes

Orangeville ~35 km ~32 minutes

Brampton / Hwy 410 ~85 km ~60 minutes

Toronto (downtown) ~120 km ~90 minutes

The commuter buyer profile is a critical factor in Arthur's market. These buyers are typically well-qualified, pre-approved, and

motivated to act quickly when they find the right property. They rely heavily on digital research -- including virtual tours, drone footage,

and detailed online listings -- before making the drive to view a property in person. This is precisely why Kevin Flaherty's marketing

system is so effective in this market.

6. Seasonal Patterns & Best Time to List

Like most Ontario markets, Arthur experiences seasonal fluctuations in both listing volume and buyer activity. Understanding these

patterns helps sellers time their entry to maximize exposure and minimize days on market.

Season Buyer Activity Listing Competition Seller Advantage

Spring (Mar-May) Very High High High volume; multiple offers possible

Summer (Jun-Aug) Moderate-High Moderate Commuter buyers active; good timing

Fall (Sep-Nov) High Moderate Second-best window; serious buyers

Winter (Dec-Feb) Lower Low Less competition; motivated buyers

The Q1 2026 data (January-March) demonstrates that winter and early spring buyers in Arthur are serious and motivated. With only 5

sales in the quarter but 19 new listings, sellers who entered the market early in 2026 faced competition -- but those who priced

accurately and marketed aggressively were rewarded with the 98% sale-to-list ratio and a 40-day average sale.
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7. Seller's Action Checklist -- Part 1: Preparation & Pricing

Use this checklist to prepare your Arthur home for sale. Work through each item systematically before listing. Properties that complete

the full checklist consistently achieve faster sales and stronger offers. Check off each item as you complete it.

STEP 1: Initial Consultation & Market Analysis

Schedule a free home evaluation with Kevin Flaherty (call 226-270-6433 or visit flaherty.ca/homeeval)

Review the current Arthur market data (average price, DOM, sale-to-list ratio)

Discuss your timeline, goals, and any constraints (closing date, financing, etc.)

Obtain a written Comparative Market Analysis (CMA) from your Realtor

Review the CMA and understand how your home compares to recent sold comparables

Confirm your target list price range based on the CMA and current market conditions

STEP 2: Legal & Financial Preparation

Locate your property survey (or order a new one if unavailable)

Gather all permits and certificates for any renovations or additions

Contact your mortgage lender to confirm your mortgage balance and any prepayment penalties

Obtain a payout statement from your lender (valid for 30 days)

Retain a real estate lawyer and confirm their availability for your target closing date

Confirm any easements, rights-of-way, or encumbrances on the property

Gather MPAC property assessment and tax records for disclosure

STEP 3: Property Condition & Disclosure

Complete the Seller Property Information Statement (SPIS) with your Realtor

Disclose all known defects, water damage, or structural issues in writing

Confirm well water test results are current (within 1 year) if on a private well

Confirm septic system has been pumped and inspected within the last 3-5 years

Gather documentation for any WETT-certified wood stoves or fireplaces

Confirm all smoke and carbon monoxide detectors are installed and functioning

Gather HVAC service records and confirm furnace/AC are in working order

STEP 4: Home Preparation & Staging

Declutter every room -- aim to remove at least 30% of visible items

Deep clean the entire home, including windows, baseboards, and appliances

Address all minor repairs: leaky faucets, squeaky doors, cracked caulking, etc.

Apply fresh neutral paint to any rooms with bold or dated colours

Enhance curb appeal: mow lawn, trim hedges, clean driveway, plant seasonal flowers

Stage key rooms (living room, master bedroom, kitchen) for photography

Remove personal photos and highly personalized decor to help buyers envision the space

Ensure all light fixtures have working bulbs and the home is well-lit for showings
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Seller's Action Checklist -- Part 2: Marketing, Offers & Closing

STEP 5: Professional Marketing

Confirm your Realtor will produce professional photography (not smartphone photos)

Confirm drone/aerial photography is included for your listing

Confirm a Video Narrated VR Animated Online Showing will be created for your property

Review your listing description before it goes live -- ensure all features are highlighted

Confirm your listing will be syndicated to major platforms (MLS, Realtor.ca, etc.)

Confirm a custom property webpage will be created for your home

Discuss social media and digital advertising strategy with your Realtor

Set a clear showing schedule and confirm how showing requests will be handled

STEP 6: Showings & Open Houses

Prepare a "showing routine" -- lights on, pets secured, home at comfortable temperature

Leave the home during all showings to allow buyers to speak freely

Discuss open house strategy with your Realtor (are they appropriate for your market?)

Request showing feedback from your Realtor after each showing

Review feedback weekly and adjust strategy if needed (price, staging, marketing)

Track days on market and discuss a price review strategy if approaching 45+ days

STEP 7: Reviewing & Negotiating Offers

Understand all terms of any offer: price, deposit, conditions, closing date, inclusions

Review the financing condition -- confirm the buyer's pre-approval is solid

Review the home inspection condition -- understand what could come back as an issue

Discuss counter-offer strategy with your Realtor before responding to any offer

Confirm the deposit amount and the timeline for its receipt

Ensure all agreed inclusions and exclusions are clearly listed in the Agreement of Purchase and Sale

Review the closing date and confirm it aligns with your plans

STEP 8: Closing Preparation

Notify your lawyer once an offer is accepted -- provide a copy of the Agreement of Purchase and Sale

Arrange for all conditions to be fulfilled within the agreed timeframe

Notify your mortgage lender of the sale and arrange payout on closing

Arrange for utility transfers and cancellation of services on closing date

Confirm moving arrangements and book movers well in advance

Conduct a final walkthrough of the property before closing to confirm condition

Deliver all keys, remotes, manuals, and warranties to your lawyer on closing day

Confirm your lawyer will receive and disburse the net proceeds on closing day

Ready to Sell Your Arthur Home?
Kevin Flaherty has helped hundreds of Wellington North homeowners sell for more and sell faster. Get your free,

no-obligation home evaluation today and find out exactly what your property is worth in the current market. Call or text

226-270-6433 or visit flaherty.ca/homeeval.

Call/Text: 226-270-6433  |  flaherty.ca/homeeval  |  flaherty.ca/kevinscalendar
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