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Why Your Mulmur Home Isn't Selling

A Di:

If your Mulmur property has been sitting on the market without offers, there is always a diagnosable reason. This guide walks
you through the most common issues that stall rural listings and provides a clear action plan for what to fix before relisting. Use
the checklists to identify which factors may be affecting your sale, then take the recommended steps to correct them.

Rural properties in Mulmur face unique challenges that urban homes do not. Your buyer pool is smaller, your property is
harder to show remotely, and the technical details of country living create hesitation that does not exist in a subdivision. When
any one of these factors is mishandled, your listing stalls. The good news is that every one of these problems has a solution.

About This Guide

This is an evergreen diagnostic tool. It does not contain dated market statistics. For current Mulmur market data, visit
flaherty.ca/mulmur-real-estate-market. Use this guide alongside a professional home evaluation from Kevin Flaherty
(226-270-6433) to develop a complete strategy for getting your home sold.

Common Reasons Your Home Isn't Selling

Pricing Issues

Your asking price is higher than recent comparable sales in the area

You have been on the market for 30+ days with fewer than 5 showings

You are getting showings but receiving zero offers

Your listing has had one or more price reductions already

Your price does not reflect the condition of the property

You priced based on what you need rather than what the market supports
Comparable properties in Mulmur have sold for less than your asking price
Your property has been on the market long enough to develop a 'stale’ stigma

Buyers' agents are not recommending your listing to their clients

OOoooddoood

Online listing views are low compared to similar properties in the area

Marketing and Exposure Issues

Your listing photos are standard MLS quality (no drone, no lifestyle shots)
There is no video or virtual tour available for your property

The listing description reads like a generic template

Your property is not being marketed outside the immediate local area
There is no dedicated webpage or online presentation for your listing
Your agent is not using targeted digital advertising to reach GTA buyers
The listing does not highlight the land, outbuildings, or rural lifestyle
Buyers cannot understand the property layout from the photos alone

Your listing is not syndicated beyond the basic MLS feed

Ooooddoood

There is no active buyer outreach happening on your behalf

Property Condition and Presentation

|:| The exterior shows visible deferred maintenance (peeling paint, sagging gutters)

[
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The driveway is in poor condition or difficult to navigate

Landscaping is overgrown or unkempt

The interior is cluttered or has strong odours

There are obvious repair needs visible during showings (leaks, cracks, stains)
Outbuildings are in disrepair or appear unsafe

The home feels dated in ways that suggest expensive updates are needed
Rooms lack a clear purpose or are being used as storage

The property does not photograph well due to poor staging or clutter

Ooooddon

First impressions from the road are negative (signage, debris, neglect)

Servicing and Documentation Issues

You do not have a recent septic pump-out receipt (within 2 years)
There is no septic inspection report available for buyers

Your well water has not been tested recently (within 6 months)

You do not have your well record from the Ministry of the Environment
The septic system age or condition is unknown

Buyers have expressed concerns about the well yield

You do not have a property survey available

Building permits for additions or renovations cannot be located
There are known zoning or conservation authority compliance issues
You do not have a WETT certificate for your wood-burning appliance
Insurance documentation for the property is incomplete

The septic system is older than 25 years with no recent inspection

OOo0ddddooogdn

Access and Location Challenges

Your property is on a seasonal or unmaintained road

The driveway is long and difficult to navigate in winter

There is no reliable high-speed internet available

The property is more than 15 minutes from the nearest town

Road access requires crossing private land or using a shared lane
Winter access requires significant snow removal effort

The property is difficult to find without detailed directions

OOoooddon

Cell phone service is unreliable at the property

Agent and Strategy Issues

Your agent primarily sells homes in urban subdivisions

The marketing strategy is limited to MLS and a lawn sign

Your agent has not sold a rural property in the past 12 months
There has been no price strategy discussion since listing

Your agent cannot explain how they reach out-of-area buyers
Showing feedback is not being collected or communicated to you

Your agent does not specialize in properties with acreage

OOoooddon

The listing agreement is about to expire with no clear plan forward

Scoring Your Situation
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Count the total number of boxes you checked above. Use this guide to understand the severity of the issues affecting your

sale:

Interpretation Guide

[

[
[
[

0 to 5 checked: Minor adjustments needed. A small price correction or improved marketing may be sufficient.

6 to 12 checked: Moderate issues present. Multiple factors are working against your sale. A strategic reset with a rural specialist
is recommended.

13 to 20 checked: Significant problems identified. Your listing likely needs a complete overhaul of pricing, marketing, and
presentation before relisting.

21+ checked: Major intervention required. Consider withdrawing the listing, making substantial improvements, and relaunching
with a completely new strategy and agent.

Key Principle

The longer a listing sits without activity, the harder it becomes to sell. Every week on market without showings or offers
increases the perception that something is wrong with the property. Early intervention is always more effective than waiting and
hoping the market will come to you.

What to Fix Before Relisting: Your Action Plan

If your listing has expired or you are considering a strategic reset, use this action plan to address the most impactful issues
before going back on the market. Items are listed in order of priority.

Priority 1: Get an Honest Price Assessment

OOooodn

Request a professional home evaluation from a rural property specialist

Review recent comparable sales (not just listings) in Mulmur and Dufferin County
Understand the separate values of your land, dwelling, and outbuildings

Accept that market value is determined by buyers, not by what you paid or need
Set a price that will generate activity within the first 14 days

Discuss a pricing strategy (firm price vs. room for negotiation) with your agent

Priority 2: Gather All Documentation

Ooooddoood

Schedule a septic tank pump-out and obtain a written receipt

Arrange a septic system inspection and get a condition report

Order a water quality test from an accredited laboratory

Locate your well record from the Ministry of the Environment database
Find or obtain a property survey showing boundaries and structures
Gather all building permits for additions, renovations, or outbuildings
Obtain a WETT certificate if you have a wood stove or fireplace insert
Confirm zoning compliance with the Township of Mulmur

Check for any outstanding conservation authority requirements (NVCA)

Compile all utility information (internet provider, hydro, propane supplier)

Priority 3: Address Presentation Issues

[
[
[
[

Clean up the exterior: trim landscaping, repair visible damage, tidy outbuildings
Grade and repair the driveway for easy year-round access

Declutter every room so buyers can see the space, not your belongings
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Deep clean the entire home including windows, carpets, and appliances

Fix any running toilets, leaking faucets, or dripping pipes

Replace burnt-out light bulbs and ensure all fixtures work

Remove personal items (family photos, collections) to neutralize the space
Clear outbuildings so buyers can envision their own use

Address any safety concerns (loose railings, broken steps, exposed wiring)
Ensure the home smells clean and neutral (no strong cooking or pet odours)

Paint any rooms with bold or dated colours in neutral tones

Ooooddon

Make the entrance welcoming (clean front door, working doorbell, clear path)

Priority 4: Choose the Right Marketing System

Select an agent who specializes in rural properties and acreage

Confirm the agent uses professional photography including drone coverage
Ask about video marketing and virtual tour capabilities

Verify the agent markets to buyers outside the immediate local area
Understand how the agent will reach GTA buyers looking for rural properties
Ask about syndication (how many platforms will feature your listing)

Confirm there will be a dedicated online presentation for your property
Discuss the timeline for marketing material production before going live

Ask about the agent's buyer database and outreach strategy

OOoodddoood

Ensure the agent can explain the property's rural features to city buyers

Priority 5: Prepare for Showings
Ensure the property is accessible at all times (key lockbox, clear driveway)
Create a property information package for buyers to take home
Include septic, well, survey, and permit documentation in the package
Provide clear directions to the property for out-of-area buyers

Note internet speeds, cell coverage, and utility providers

Prepare a list of what is included vs. excluded from the sale
Have heating and cooling costs available for the past 12 months
Note property tax amounts and any applicable farm tax credits
Be prepared to vacate for showings with minimal notice

[]
[]
[]
[]
[] Listany recentimprovements or maintenance completed
[
[
[
[]
U

nderstanding Who Buys in Mulmur

Most buyers for Mulmur properties are not local. They are coming from the GTA, Barrie, or other urban centres looking for a
rural lifestyle change. Understanding what motivates them helps you present your property more effectively.

What Mulmur Buyers Are Looking For

Privacy and space away from urban density

Acreage for hobby farming, horses, or outdoor recreation

A weekend retreat or future retirement property

Proximity to skiing (Mansfield, Devil's Glen) or hiking (Bruce Trail)
The ability to work from home in a rural setting with reliable internet

A property where they can keep animals or grow food

OOoodoon
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Views of the Niagara Escarpment or rolling Mulmur hills

[] A quieter pace of life within reasonable driving distance of the city

What Scares Mulmur Buyers Away

Unknown septic system condition or age

Low well yield or poor water quality

No reliable internet or cell service

Seasonal road access or difficult winter driving

Deferred maintenance that signals expensive hidden problems
Unclear property boundaries or missing surveys

Conservation authority restrictions they do not understand

A price that seems high relative to what they can see online

Lack of information about the property's systems and history

OOoooddoood

An agent who cannot answer their rural-specific questions

The Distance Barrier

A buyer in Mississauga will not drive 90 minutes to see your property unless they are already confident it is worth the trip. Your
online presentation must answer their questions before they ask them. This is why comprehensive marketing with video, drone
photography, and detailed property information is essential for rural listings. The Video Narrated VR Animated Online Showing
system at flaherty.ca/sellers solves this problem by giving buyers a complete understanding of your property from their own
living room.

Your Relisting Timeline

If you have decided to relist your property, here is a realistic timeline for getting everything in order. Rushing back onto the
market without addressing the issues that caused the first listing to fail will produce the same result.

Week 1to 2: Assessment and Planning

Get a professional home evaluation from a rural property specialist
Review feedback from previous showings and identify patterns
Schedule septic pump-out and water test

Begin gathering all property documentation

COoodn

Identify the top 3 presentation issues to address

Week 2 to 3: Preparation

Complete exterior cleanup and driveway maintenance
Declutter and deep clean the interior

Address any safety or maintenance concerns identified

Receive septic and well test results

COoodn

Compile complete documentation package

Week 3 to 4: Marketing Production

Professional photography session (including drone)
Video Narrated VR Animated Online Showing production
Listing description and online presentation creation

Targeted advertising campaign setup

COoodn
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Buyer database notification preparation

Week 4 to 5: Launch

[
[
[

[
[

Final walkthrough to confirm presentation is ready

Set strategic launch price based on professional evaluation
Go live on MLS and all syndication platforms simultaneously
Activate digital advertising and buyer outreach

Monitor showing requests and online engagement in first 7 days

Important Note

If your property generates fewer than 3 showing requests in the first 14 days after relisting, the price needs immediate attention.
Do not wait 60 or 90 days to make an adjustment. Early activity is the strongest indicator of whether your pricing strategy is
working.

Questions to Ask Before Hiring Your Next Agent

If you are considering switching agents after an expired listing, ask these questions to ensure the next agent is equipped to sell
your rural property:

OOdddodoooodn

How many rural properties (5+ acres) have you sold in the past 12 months?
How will you determine the right price for my specific property?

What does your marketing include beyond MLS and a lawn sign?

Do you use drone photography and video for rural listings?

How do you reach buyers who are not already in the local area?

Can you show me examples of your online property presentations?

How many platforms will my listing be syndicated to?

What is your strategy for addressing septic and well buyer concerns?

How will you communicate showing feedback and market updates to me?
What happens if the property does not sell within the listing period?

Do you have experience with Niagara Escarpment Commission regulations?

How do you handle properties with unique features or challenges?

Ready to Get Your Mulmur Home Sold?

Call Kevin Flaherty directly at 226-270-6433 or visit flaherty.ca/lhomeeval for a free, no-obligation home evaluation.
30+ years of Mulmur expertise and over $500M sold.

Kevin Flaherty has been selling rural properties in Mulmur for over 30 years. His Video Narrated VR Animated Online Showing
system, combined with over $500M sold and a dedicated marketing team, is specifically designed to overcome the challenges
that cause rural listings to stall. Call 226-270-6433 or visit flaherty.ca/homeeval to start your free home evaluation today.
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