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The Whitfield Mulmur Home Selling Guide

Selling a home in Whitfield is not like selling a house in town. Buyers here are purchasing open views, rolling
farmland, rural privacy, and the country lifestyle as much as the dwelling itself. Most of them are driving up from
the GTA looking for an authentic large-lot rural property, and they arrive with questions about wells, septic
systems, outbuildings, and land use. This guide gives you a room-by-room, phase-by-phase checklist so you can
answer those questions before they are asked, protect your asking price, and sell with confidence.

Work through each section in order. Check off items as you complete them. Anything you cannot check off
becomes a discussion point for your first meeting with Kevin. For current market conditions, visit
flaherty.ca/mulmur-real-estate-market, which is updated regularly.

Why Whitfield Is Different

Whitfield sits in central Mulmur along County Road 18 (Airport Road) and the local concession roads, surrounded
by working farms, hobby farms, and country residential properties. Price points here are typically lower than
southern Mulmur areas like Violet Hill and the Hockley corridor, which makes Whitfield attractive to value-focused
rural buyers. Your marketing must prove the quality of the land, the privacy, and the lifestyle to capture that
demand.

Phase 1: Paperwork and Documentation (Weeks 1-2)

Rural buyers and their lawyers ask for documents that urban sellers never think about. Gathering these before you list
removes hesitation, speeds up conditional periods, and protects your negotiating position.

Locate your property survey or reference plan, if one exists

Pull your deed and confirm the legal description matches what you believe you own
Confirm lot size, frontage, and acreage from your MPAC notice or survey

Note any easements, rights of way, or shared laneway agreements

Confirm zoning with the Township of Mulmur (agricultural, rural residential, etc.)

Check whether any portion of the land is under conservation authority regulation
Confirm whether the property is enrolled in the Farm Property Class Tax Rate Program
Gather documentation for any Managed Forest Tax Incentive Program enrolment
Collect building permits for any additions, outbuildings, or renovations

Locate warranties for roof, furnace, windows, and major systems

Oooooogoodd

Find your well record (drilled date, depth, and flow rate)

Book a recent water potability test through public health or a private lab
Record your well pump age and any service history

Note the location of the wellhead and confirm it is visible and protected
Gather receipts for any water treatment equipment (UV, softener, iron filter)

Oooon
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Locate your septic use permit or installation record

Schedule a septic pump-out and keep the receipt

Have the tank and bed visually inspected and keep the report

Sketch or confirm the location of the tank and leaching bed for buyers

oo

Gather service records for any advanced treatment unit

Phase 2: Land, Outbuildings, and Exterior (Weeks 2-3)

In Whitfield, the land often carries as much value as the house. Buyers will walk the property line, look inside every
outbuilding, and judge the acreage from the driveway. First impressions here are measured in acres, not square feet.

Mow or brush-hog open areas so buyers can walk the acreage

Mark property corners with visible stakes or flags where possible

Clear fallen branches and debris from tree lines and trails

Open up sight lines to your best open views of the rolling terrain

Repair or straighten fencing, especially along road frontage

Tidy any pasture, paddock, or garden areas

Remove derelict vehicles, scrap metal, and old equipment

Document tile drainage, workable acres, and rented farmland arrangements

Oooodgodoo

Note any income from cropland rental or solar contracts for the listing

Sweep out and declutter every barn, drive shed, and workshop

Replace burned-out bulbs and confirm outbuilding power is safe

Repair broken windows, doors, and loose siding on outbuildings

Remove or safely store chemicals, fuels, and fertilizers

Decide whether unsafe or derelict structures should be removed before listing
Confirm any wood stove in a shop has WETT documentation if applicable
Stage the workshop so buyers can imagine their own hobby farm use

Oooogon

Grade and top up the gravel driveway; fill potholes

Power wash siding, decks, and walkways

Clean eavestroughs and confirm downspouts drain away from the foundation
Touch up exterior paint and repair damaged trim

Wash all exterior windows to showcase the open views

Tidy the entrance: new welcome mat, functioning lights, clear house number

Oooogon

Confirm the fire number sign (911 sign) is visible from the road

Phase 3: Interior Preparation and Staging (Weeks 3-4)

Country-property buyers respond to bright, warm, uncluttered interiors that connect to the land outside. Your goal is to
make every window feel like a picture frame for the farmland and views beyond it.
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Declutter every room; pack away 30-50% of belongings

Deep clean floors, walls, baseboards, and light fixtures

Neutralize odours, especially pet, wood smoke, and farm-related smells
Patch and paint scuffed walls in warm neutral tones

Maximize natural light: open curtains, remove heavy drapes

Replace dim bulbs with bright warm-white LEDs throughout

Oooogod

Organize closets, pantries, and storage rooms; buyers open everything

Clear countertops down to two or three staged items

Degrease cabinet fronts and polish hardware

Re-caulk tubs, showers, and sinks where needed

Fix dripping taps and slow drains (buyers associate these with well issues)

Oooodd

Stage with fresh towels, simple greenery, and clean surfaces

Stage the mudroom or back entry as a functional country drop zone

Highlight wood stoves and fireplaces; have WETT certification ready

Showcase views from principal rooms; arrange furniture toward windows

Stage porches and decks with seating that points at the land

Label utility areas: well pressure system, water treatment, sump, generator panel
Document your internet provider and typical speeds for work-from-home buyers

Oooogod

Create a one-page cheat sheet of annual costs: heat, hydro, taxes, maintenance

Kevin's Staging Rule for Rural Homes

Buyers coming from the city are buying the dream of country living. Every room should answer the question: what
would my life feel like here? Warm lighting, clear views to the land, and a working wood stove sell that dream better
than any renovation. Before spending money on upgrades, call Kevin at 226-270-6433 and find out what will
actually return value.

Phase 4: Marketing and Showings (Weeks 4-5)

Most Whitfield buyers start their search online from an hour or more away. Your marketing has to bring the property to
them before they ever get in the car. This is where the Flaherty Team system does the heavy lifting.

Professional photography scheduled in good light

Drone photography planned to capture acreage, boundaries, and open views
Video Narrated VR Animated Online Showing produced for the property

Floor plans with exact measurements prepared

Listing copy highlights farmland, privacy, outbuildings, and location

Area amenities featured: Dufferin County Forest, Mansfield Ski Club, local trails
Nearby Shelburne noted for shopping, schools, and daily amenities

Listing syndicated across the full online network for maximum exposure

Oooodgodoo

Targeted buyer outreach calls made to matching buyers in the database
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Plan to be away from the property during showings

Secure pets and communicate any livestock instructions to your Realtor

Leave documentation binder on the kitchen counter (well, septic, surveys, bills)
Keep driveway plowed or graded depending on season

Turn on all lights and open all curtains before each showing

Set the thermostat to a comfortable temperature

Oooogod

Lock away valuables, firearms, and medications

Phase 5: Offers, Negotiation, and Closing (Weeks 5-6)

Rural transactions include conditions that town sales rarely see: water potability, septic inspection, insurance on
outbuildings, and financing quirks on larger acreage. Being prepared for each keeps your deal solid through closing day.

Verify each buyer's pre-approval strength and deposit size

Understand every condition: financing, inspection, water test, septic, insurance
Confirm what is included and excluded: appliances, equipment, fuel tanks
Handle farm equipment on a separate bill of sale, not in the purchase agreement

oo

Review closing date against your own moving and possession plans

Provide water samples promptly for the buyer's potability test
Grant access for septic, well, and home inspections
Supply WETT certificates and outbuilding permits when requested

oo

Respond to requisitions from the buyer's lawyer quickly

Hire a real estate lawyer early and deliver your documents

Arrange mortgage discharge details with your lender

Schedule utility finals: hydro, propane or oil, internet

Arrange propane or oil tank reading for closing adjustments

Book movers; plan extra time for barns, shops, and sheds

Leave manuals, spare keys, gate remotes, and well/septic notes for the buyer

Oooogot

Do a final walkthrough: empty, broom-clean, and everything agreed left in place

Pricing Your Whitfield Property: Questions to Answer First

Rural pricing is part science and part local judgment. Automated estimates cannot tell workable farmland from bush, or
a heated shop from a leaning shed. Before you settle on an asking price, work through these questions with your
Realtor. Write your notes in the margin beside each one.

How many usable, workable acres does the property actually have?

What condition are the well and septic in, and can | prove it with documents?
Which outbuildings add real value, and which ones detract from it?

What have comparable country properties in central Mulmur actually sold for?
How does my price point compare to southern Mulmur areas like Violet Hill?
What will the property appraise at if the buyer needs conventional financing?

Oooogon
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Am | pricing for the market today, or for what | hope a buyer might pay?

[] Whatis my walk-away number after commissions, legal fees, and moving costs?

Weeks 1-2
Weeks 2-3
Weeks 3-4
Weeks 4-5

Weeks 5-6

Gather paperwork: survey, deed, zoning, well record, septic permit, water test, pump-out receipt.
Prepare the land and exterior: mow, mark boundaries, clean outbuildings, grade the driveway.
Prepare and stage the interior: declutter, deep clean, paint, light, and stage toward the views.

Launch marketing: photography, drone, VR online showing, syndication, targeted buyer outreach
calls.

Review offers, manage conditions, satisfy inspections, and prepare for a smooth closing.

Avoid the Most Expensive Mistake

The most expensive mistake Whitfield sellers make is overpricing based on emotion and then chasing the market
down with reductions. Buyers watch price history. A property that launches at an accurate number with complete
documentation and strong marketing creates urgency in its first two weeks, and that urgency is what produces
top-dollar results.

Key Contacts and Next Steps

Keep these contacts handy as you prepare your Whitfield property for market. One phone call to Kevin gets the entire
process organized for you.

Oooooodd

Kevin Flaherty, Broker, eXp Realty: 226-270-6433 | flaherty.ca
Township of Mulmur (zoning, permits): mulmur.ca

Dufferin County (regional services): dufferincounty.ca
Wellington-Dufferin-Guelph Public Health (water testing)

Your septic pumping and inspection contractor

Your well contractor or pump service

Your real estate lawyer

Your insurance broker (confirm coverage through closing)

Your Free Whitfield Home Evaluation

The single most important step in selling your Whitfield property is knowing what it is truly worth. Kevin Flaherty
personally walks the land, values the dwelling and outbuildings separately, and builds a marketing plan around your
property's strongest features. Over $500M sold and 30+ years of Dufferin County experience go into every
evaluation. Start at flaherty.ca’lhomeeval or call 226-270-6433 today.

flaherty.ca | Kevin Flaherty, Broker, eXp Realty | 226-270-6433 | Page 5



