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The Mulmur Buyer Objections Guide
What Scares Buyers Away and How to Fix It Before You List

Buyers do not walk away from Mulmur properties because of the rolling hills, the privacy, or the Escarpment views. They walk

away because of the unknown. An unverified septic system, an untested well, a seasonal road with no plowing plan, or a barn that

looks like a liability will scare off even the most motivated buyer. The good news: nearly every one of these objections can be

resolved before your home ever hits the market.

This guide gives you two tools. First, the Buyer Red Flags Checklist shows you exactly what buyers (and their inspectors, lenders,

and lawyers) will scrutinize, organized by category. Second, the Pre-Listing Fix-It Plan walks you through how to address each

concern proactively, so buyers arrive confident instead of skeptical. Work through both with a pen in hand, and call Kevin Flaherty

at 226-270-6433 whenever you have a question about your specific property.

Why This Matters
In rural real estate, fear is the deal killer. When a buyer cannot verify a system, they assume the worst-case repair cost and either

lower their offer or walk away entirely. Documentation is the antidote. A seller who can hand over pump-out receipts, water tests,

WETT certificates, and permits removes every excuse a buyer has to negotiate down. That is how you protect your asking price.

PART 1: The Buyer Red Flags Checklist
Walk your property with fresh eyes and check every red flag that applies to your home. Anything you check here gets addressed in

Part 2.

  Septic System Red Flags

Septic tank age is unknown or the system is more than 25 years old

No pump-out receipts or maintenance records from the past 3 to 5 years

Visible surface water, soggy ground, or unusually lush grass over the weeping bed

Sewage odours near the tank, bed, or inside the home

Slow drains or gurgling plumbing throughout the house

The tank location or weeping bed boundaries cannot be identified

Additions or extra bedrooms were built without upsizing the septic system

No septic use permit or installation record on file with the municipality

  Well Water Red Flags

No bacterial water test (E. coli, total coliform) within the past 12 months

History of contamination, shock chlorination, or boil-water episodes

Low yield or reports of the well running dry in late summer

No well record or driller's report available

Well cap is damaged, buried, or below grade

Pressure tank, pump, or treatment equipment is aging with no service records

Water has visible sediment, staining, odour, or hardness issues left untreated

  Access and Driveway Red Flags

Property sits on a seasonally maintained or unassumed road

No written winter maintenance or plowing arrangement to show buyers

Long driveway is rutted, washed out, or impassable for low vehicles
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Shared laneway with no registered maintenance agreement

Steep grade that raises winter access and emergency service concerns

Unclear legal access or right-of-way documentation

  Heating System Red Flags

Oil tank is older than 10 years or has no date plate (insurance risk)

No annual service records for the furnace, boiler, or heat pump

Home relies solely on wood heat with no WETT certificate

Propane costs are unknown or no annual usage summary is available

Rental equipment (tanks, water heater) with unclear contract terms

Chimney or flue has not been inspected or cleaned recently

  Internet and Connectivity Red Flags

You cannot state your current provider, plan, and typical speeds

No wired broadband available and no documented alternative (Starlink, fixed wireless)

Cell coverage is weak and no booster solution is in place

  Outbuilding Red Flags

Barn or shed has a sagging roof, rot, or foundation failure

Structures contain hazards: broken glass, exposed wiring, old chemicals

Outbuildings are packed with clutter that hides their condition

Unpermitted structures or additions on the property

Old fuel tanks, machinery, or debris piles on the land

  Zoning and Regulatory Red Flags

Property use does not conform to current zoning (legal non-conforming or worse)

Property falls under Niagara Escarpment Plan development control and you cannot explain the limits

Conservation authority (NVCA) regulated areas cross the property without mapping on hand

Renovations or additions completed without building permits

Buyer plans (second dwelling, workshop, hobby farm) may be restricted and you cannot answer questions

  Pricing and Presentation Red Flags

Asking price reflects a renovated home but the condition does not

Overgrown fence lines, dead trees, or neglected pasture visible on approach

Peeling paint, damaged screens, or failed caulking at entry points

Cluttered rooms, dark photos, or no floor plan in the marketing

Deferred maintenance list that any inspector will find in the first hour

The listing offers no documentation package for rural systems

PART 2: The Pre-Listing Fix-It Plan
For every red flag you checked in Part 1, here is the fix. Most items cost far less to resolve before listing than they cost you in

negotiation after a buyer finds them.

  Fix the Septic Story
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Book a pump-out and keep the dated receipt (typically $300 to $500)

Order a septic inspection from a licensed installer and file the written report

Locate and mark the tank lid and weeping bed on a simple property sketch

Request historical permits from the township or health unit records

Repair minor issues (baffles, lids, risers) before the buyer's inspector arrives

Kevin's Tip
A $400 pump-out and a clean inspection report can neutralize a $30,000 fear. This is the single highest-return document in a rural

sale.

  Fix the Well Story

Submit a water sample for free bacterial testing through Public Health Ontario

Order a flow rate (yield) test if your well has any history of low supply

Pull your well record from the Ontario water well database and print it

Service the pressure system and keep the invoice

Repair the well cap and grade soil away from the casing

Kevin's Tip
Buyers do not fear wells; they fear wells with no paperwork. Two lab slips and a well record turn your water supply from a

question mark into a selling feature.

  Fix the Access Story

Get your winter plowing arrangement in writing, with typical annual cost

Grade and gravel the driveway before photos are taken

Put shared laneway agreements in writing and register them if possible

Prepare a one-page summary of road maintenance status (municipal, seasonal, private)

  Fix the Heating Story

Replace any oil tank near the end of its insurable life before listing

Get a WETT inspection for every wood-burning appliance

Service the furnace or heat source and keep the record

Prepare a 12-month utility cost summary (propane, oil, hydro, wood)

Clarify which equipment is owned versus rented, with contract details

  Fix the Connectivity Story

Run a speed test and record download/upload speeds at peak hours

List every available provider option, including Starlink and fixed wireless

Install a cell booster if coverage is weak inside the home

  Fix the Outbuilding Story

Empty and sweep every outbuilding so buyers see structure, not clutter

Repair inexpensive items: doors, hinges, broken windows, loose boards

Demolish or remove structures that are beyond economical repair
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Remove old fuel tanks, dead machinery, and debris piles from the land

Confirm permits exist for any structure a buyer will ask about

  Fix the Zoning Story

Request a zoning compliance letter from the Township of Mulmur

Print NEC and NVCA mapping for your parcel and note any regulated areas

Gather permits for every addition and renovation you can document

Prepare honest answers about what a buyer can and cannot do with the land

Kevin's Tip
In Kevin's experience, sellers who can answer zoning questions on the spot keep buyers moving forward. Sellers who say 'I'm not

sure' send buyers home to think, and thinking buyers cool off.

  Fix the Pricing and Presentation Story

Price to the home's actual condition, not to a renovated comparable

Complete the deferred maintenance list an inspector would flag first

Cut back fence lines, clean up the approach, and stage the entry

Insist on professional photography, floor plans, and a complete online showing

Assemble your full documentation package into one folder for buyers

  Your Buyer Confidence Documentation Package

Assemble these documents into a single folder (physical and digital). Kevin's team presents this package to every serious buyer,

and it is one of the most powerful trust builders in a rural sale.

Septic pump-out receipt and inspection report

Well record, bacterial water test, and flow test results

WETT certificate for wood-burning appliances

Furnace/heating service records and 12-month utility summary

Property survey or reference plan

Building permits for additions and renovations

Zoning compliance letter and NEC/NVCA mapping

Winter road maintenance and laneway agreements

Internet provider details and speed test results

List of included equipment, owned versus rented

  How Kevin's Marketing System Builds Buyer Confidence

Documentation removes fear on paper. Marketing removes fear in the buyer's mind. Kevin Flaherty's system uses Video Narrated

VR Animated Online Showings so buyers can explore your entire property online: the layout of the home, the land, the

outbuildings, and the location benefits, all narrated to answer their questions before they ever book a visit. Buyers arrive already

confident, already informed, and far more likely to write a strong offer. Combined with pre-listing inspections and a complete

documentation package, this approach has helped Kevin sell over $500M in real estate, with sellers netting more because

objections were answered before they were ever raised.

For current Mulmur market conditions, visit flaherty.ca/mulmur-real-estate-market. For a free, no-obligation evaluation of your

property, visit flaherty.ca/homeeval or call Kevin directly at 226-270-6433.

  Your Six-Week Objection-Proofing Timeline
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You do not need to do everything at once. Here is a realistic order of operations that Kevin's sellers use to get objection-proof in

about six weeks, without overwhelm.

Weeks 1 and 2: Documentation Sprint

Order the septic pump-out and inspection

Submit water samples and pull your well record

Book the WETT inspection and heating service

Request the zoning compliance letter and NEC/NVCA mapping

Weeks 3 and 4: Property Cleanup

Empty and repair outbuildings; remove anything beyond saving

Grade the driveway, cut back fence lines, clean the approach

Complete the deferred maintenance list, inside and out

Declutter the house and outbuildings for photography

Weeks 5 and 6: Package and Launch

Assemble the documentation package into one folder

Run speed tests and finalize the connectivity summary

Complete the free home evaluation with Kevin: flaherty.ca/homeeval

Approve the marketing plan, photography, and online showing

  Property Notes Worksheet

Use this space to record findings as you walk your property: system ages, contractor quotes, questions for Kevin, and anything a

buyer might ask about.

Ready to remove the fear factor from your Mulmur sale?

Book your free home evaluation: flaherty.ca/homeeval  |  Call or text Kevin: 226-270-6433
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