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Selling Your Weekend or Recreational Home in Mulmur

The Complete Preparation Guide for Ski Chalets, Weekend Retreats, Cabins, and Country Escapes

Selling a weekend or recreational property is not like selling a primary residence. Your buyer is almost always coming from the
Greater Toronto Area, they are making an emotional lifestyle purchase, and they have specific questions about seasonal
access, winterization, and maintenance that must be answered before they will commit. This guide walks you through
everything you need to prepare, document, and present so your Mulmur retreat sells for top dollar.

Mulmur sits within 90 minutes of Toronto and offers a rare four-season recreational lifestyle: downhill skiing at the Mansfield
Ski Club, hiking on the Bruce Trail and the Niagara Escarpment, and quiet rural privacy among the rolling hills. That
combination is exactly what GTA buyers are searching for. The seller who prepares properly, and markets the lifestyle rather
than just the structure, wins.

Why This Guide Is Different

Most selling checklists assume a city home with municipal services and a full-time occupant. This guide is built
specifically for part-time, seasonal, and recreational properties: the documentation buyers expect, the maintenance
issues that come from part-time occupancy, and the marketing angles that connect with lifestyle buyers from the city.

The Three Rules of Recreational Property Sales

Rule 1: Sell the lifestyle first, the structure second. Your buyer is purchasing weekends on the deck, days on the ski hill, and
evenings by the fire. Every photo, description, and showing must reinforce that dream.

Rule 2: Eliminate uncertainty. Distance buyers cannot easily come back for a second look. Answer every question about
access, winterization, water, septic, and internet before they ask. Documentation sells recreational properties.

Rule 3: Reach beyond the local market. The buyer for your Mulmur retreat lives in Toronto, Mississauga, or Vaughan and may
never have visited Mulmur. Marketing must bring the property to them online, in full, before they ever make the drive.

Recreational Property Selling Checklist

Work through each section below before your property is listed. Every document you gather removes a buyer objection and
protects your asking price.

Locate your well winterization records and any seasonal shutdown procedures
Gather heating system service history (furnace, boiler, or heat pump)

Obtain a current WETT certificate for any wood stove or fireplace

Document insulation upgrades (attic, walls, crawl space) with receipts

Record heat trace or heated water line installations

Note the primary and backup heat sources and their fuel types

Collect propane or oil tank ownership or rental agreements

List typical annual heating costs by season

Confirm whether your road is municipally maintained or private
Locate any private road association or shared lane agreements

OO0 doooOoOonOn

Gather snow plowing contracts and annual costs
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Document year-round accessibility or seasonal limitations
Note school bus, courier, and emergency service access
Record driveway maintenance history (grading, gravel top-ups)

Locate your well record and most recent water potability test

Gather septic pump-out receipts and any inspection reports

Confirm the location of the septic tank and leaching bed

Review your insurance policy for seasonal or secondary home clauses
Document any vacancy permits or occupancy requirements from your insurer
Record water treatment equipment (UV, softener, filtration) and service dates

Locate your property survey or reference plan

Confirm zoning and any Niagara Escarpment Commission designations
Gather building permits for additions, decks, or outbuildings

List all rental equipment (water heater, propane tanks) and buyout costs
Document any short-term rental history and income (if applicable)

Oooodd » dOodddn = OO

Review your mortgage for discharge penalties

Part-Time Occupancy Preparation

Homes that sit empty for weeks develop issues that full-time residences never see. Before photography and showings begin,
complete this walkthrough to catch the problems that quietly erode buyer confidence.

Run every tap and flush every toilet to clear stale water lines

Check under every sink and around the water heater for slow leaks

Test the sump pump and any backup battery systems

Cycle the heating system and confirm even heat in every room

Test smoke and carbon monoxide detectors and replace batteries

Inspect the roof and attic for leaks, pests, or ice dam damage

Check for rodent or pest evidence in cupboards, basements, and outbuildings
Confirm the electrical panel is labelled and GFCI outlets function

Declutter storage areas of accumulated seasonal gear and hand-me-down furniture
Deep clean with special attention to musty or closed-up odours

Air out the home for several days before photography

Stage the fire pit, deck, and outdoor living spaces for the current season

Clean all windows inside and out to showcase the views

Trim trails, cut grass, and clear brush along key sightlines

Stack firewood neatly and stage the wood stove or fireplace

OOoooooOon » oooooooo

Remove personal photos and highly personal decor
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Kevin's Tip: The First Five Minutes

A GTA buyer decides within the first five minutes whether your property matches the dream that brought them up the
highway. The approach up the driveway, the smell when the door opens, and the first view out the main windows carry
more weight than any renovation. Invest your preparation time there first. Questions? Call Kevin directly at
226-270-6433.

Lifestyle Marketing Angles Worksheet

Buyers purchase recreational properties for the life they imagine living there. Use this worksheet to capture the specific lifestyle
assets of your property. Your answers become the raw material for listing copy, video narration, and buyer conversations.

Winter (skiing, snowshoeing):

Spring (trails, maple syrup):

Summer (deck, gardens, trails):

Fall (colours, hiking, harvest):

Best view from the property:

Favourite outdoor space:

Most-used indoor space:

Nearby recreation (ski club, trails):

Privacy features (setback, trees):

Drive time from your city home:

Why you bought this property:

Your favourite memory here:

What you will miss most:

Share these answers with your Realtor. The emotional details that made you fall in love with the property are usually the exact
details that will make the next buyer fall in love with it too.

GTA Buyer Readiness Checklist

Distance buyers make decisions online first. This checklist confirms your listing is ready for a buyer who lives 90 minutes
away, has never visited Mulmur, and will shortlist properties entirely from their living room.

Professional photography captured in the property's best season
Drone footage showing the full acreage, boundaries, and surroundings
A complete Video Narrated VR Animated Online Showing so buyers can tour remotely

ooog

Accurate floor plans with exact measurements
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Listing copy that leads with lifestyle, not square footage
Internet provider and tested speeds documented for remote workers

Exact drive time from Toronto, Brampton, and Pearson Airport
Year-round road access and plowing arrangements confirmed
Winterization status stated clearly (year-round vs. three-season)
Heating sources, costs, and service history summarized

Well, septic, and water treatment documentation compiled
Nearby amenities listed: groceries, LCBO, hospital, ski club, trails
Cell coverage and internet reliability confirmed

OOoooodnon o OO

Short-term rental potential and township rules researched

Lockbox or keypad access arranged for showings when you are not there
Heat, water, and hydro on and set for comfortable showings

Driveway plowing or grading scheduled through the listing period

A neighbour or caretaker available for weather checks

HININI

Showing instructions written for buyers arriving from the city

Your Selling Process at a Glance

Step 1: Professional evaluation. Kevin walks your property and values the land, the dwelling, and the lifestyle premium
separately, arriving at a defensible price that attracts offers without leaving money on the table.

Step 2: Preparation and documentation. Using the checklists in this guide, we assemble the records that remove buyer
hesitation and prepare the property to show at its absolute best.

Step 3: Marketing launch. Professional photography, drone footage, and the Video Narrated VR Animated Online Showing put
your property in front of qualified GTA buyers who can tour it completely online before making the drive.

Step 4: Negotiation and closing. Kevin negotiates terms, manages conditions around financing and inspection, and coordinates
with your lawyer for a smooth closing, even if you are managing the sale from the city.

Common Mistakes That Cost Recreational Sellers Money

Mistake 1: Listing without documentation. When a buyer asks about the septic system, road access, or heating costs and the
answer is 'l am not sure,’ hesitation sets in. Hesitation lowers offers. Every checklist item in this guide exists to eliminate that
hesitation before it starts.

Mistake 2: Marketing to the local market only. The buyer paying top dollar for a Mulmur retreat is not usually from Mulmur.
Without a marketing system that reaches deep into the GTA, your property may sell to a smaller local pool at a lower price.

Mistake 3: Underpricing the land or overpricing the dream. Recreational valuations require separating the land value, the
dwelling value, and the lifestyle premium. Automated online estimates cannot do this. An experienced rural Realtor can.

Mistake 4: Showing an empty, cold house. A recreational property shown with the heat off and the water winterized feels
abandoned rather than inviting. Keep the home show-ready throughout the listing period, even when you are back in the city.

Documents to Hand Your Realtor on Day One

[C] Property survey or reference plan
[J well record and most recent water test
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Septic pump-out receipts and inspection reports

WETT certificate for wood-burning appliances

Heating service records and fuel supplier contracts

Private road or shared lane agreements

Building permits for additions, decks, and outbuildings

Insurance policy showing seasonal or secondary home coverage
List of rental equipment and buyout amounts

OOOoOoOoOoon

Utility and internet provider details with typical costs

Evergreen by Design

This guide intentionally contains no market statistics, because they change monthly. For current Mulmur market data,
visit flaherty.ca/mulmur-real-estate-market or call Kevin for an up-to-the-minute evaluation of your specific property.

Ready to Find Out What Your Mulmur Retreat Is Worth?

Book your free, no-obligation home evaluation with Kevin Flaherty. 30+ years of Dufferin County experience, over
$500M sold, and a marketing system built to bring GTA buyers to Mulmur.

Call or text: 226-270-6433 | flaherty.ca/lhomeeval

About Kevin Flaherty and the Flaherty Team

Kevin Flaherty is a broker with over 30 years of experience selling rural, recreational, and residential real estate across
Dufferin County and south-central Ontario, with over $500M in career sales. Kevin's connection to Mulmur is personal: the very
first piece of property he ever purchased, at age twenty-two, was four acres in Mulmur on the 1st Line East overlooking a
ravine. His affection for Mulmur's rolling hills has stayed with him throughout his entire career.

The Flaherty Team pairs that local expertise with a marketing system built for today's buyers. Every listing receives a Video
Narrated VR Animated Online Showing that works like a 24/7 open house, professional photography and drone coverage, and
targeted digital campaigns that reach qualified GTA buyers where they are already searching. For sellers of weekend and
recreational properties, this means fewer wasted showings, stronger offers, and a sale price that reflects the true lifestyle value
of the property.

Whether you are ready to list this season or simply planning ahead, start with a free, no-obligation evaluation. Kevin will walk
your property, review your documentation using the checklists in this guide, and give you a clear, honest picture of what your
Mulmur retreat is worth in today's market.
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