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KING TOWNSHIP HOME SELLERS GUIDE
A practical worksheet for property context, pricing inputs, preparation, records,
marketing and next steps.

Where should a King Township seller begin?
Begin with the exact property, its location within the Township, the seller's goals and the
intended timing. Then combine a property-specific evaluation with current evidence and a
marketing plan suited to that property.

This guide covers the full Township of King, including King City, Nobleton, Schomberg and Rural King. King City is one
village within the Township, not another name for the whole municipality.

Request a free Home Evaluation, without obligation | Review the Flaherty seller marketing plan

Use this guide to prepare useful questions and organize information. It is not a property valuation, inspection, legal opinion, planning opinion or
promise of a particular sale outcome.

https://flaherty.ca/homeeval
https://flaherty.ca/sellers
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01 Start with the seller and the exact property

A strong plan starts with the decision you are actually making. Record the purpose, timing and non-negotiables before
choosing tactics.

Decision What to record

Primary goal Examples: maximize value, coordinate a move, simplify an estate, reduce disruption, or sell
on a defined timeline.

Preferred timing Target listing window, desired closing window, and any dates that cannot move.

Property type Detached, townhouse, condominium, estate home, acreage, rural property, hobby farm,
equestrian property, vacant land, or another type.

Location context King City, Nobleton, Schomberg, Rural King, or another exact property location requiring
confirmation.

Decision makers Owners, family members, estate representatives, lawyers, accountants, lenders, or other
approved participants.

Known constraints Tenancy, financing, repairs, access, records, possessions, privacy, mobility, travel, or another
material consideration.

Seller priorities

The outcome that matters most is:

The greatest source of uncertainty is:

The decision I need help making first is:

The people who must approve the final plan are:

Useful first step: A free Home Evaluation can organize the property-specific discussion
without applying one Township-wide average to one home.
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02 Place the property in the right King context

The Township contains different settlement and rural contexts. Use the exact property information rather than assuming
that one description fits every King home.

Decision What to record

King City One of the Township's three principal villages. Confirm the property's exact location and
features before applying any village-specific conclusion.

Nobleton One of the Township's three principal villages. Use local property evidence, not a general
Township assumption.

Schomberg One of the Township's three principal villages. Keep pricing and selling conclusions
property-specific.

Rural King Areas outside the three principal settlement areas. Rural does not mean every property has
acreage, a well, a septic system, equestrian use or outbuildings.

Conditional property questions

Is the property connected to municipal services, or are private systems present?

Are there outbuildings, barns, paddocks, workshops, secondary structures or significant land features?

Are access, shared driveways, easements, surveys or private-road arrangements relevant?

Could planning, zoning, conservation, Greenbelt, Oak Ridges Moraine or heritage questions require professional review?

Which features will buyers need explained clearly before visiting?

Do not infer a property-specific restriction or permitted use from the municipality, a map, a
nearby landmark or general area context. Exact records and qualified professional advice
control those conclusions.
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03 Build a property-specific pricing picture

Municipal statistics can provide context, but they do not determine what one home is worth. A useful pricing discussion
compares the exact property with relevant evidence.

Decision What to record

Property facts Type, size, land, age, condition, improvements, systems, structures, layout and features that
can be verified.

Location relevance The closest useful locality and the physical, legal or market features that genuinely affect
comparison.

Comparable evidence Recent and relevant sales, active competition, expired listings and adjustments appropriate to
the property.

Current competition Properties a likely buyer could choose instead, including their presentation, price and
condition.

Seller timing How the desired timeline and current competition influence strategy without promising a
result.

Pricing review When and how feedback, activity and changing evidence will be reviewed after launch.

Questions to bring to the evaluation

Which comparables are most relevant, and why?

Which property differences require an adjustment rather than a simple average?

What current listings will buyers compare with this home?

What evidence would cause the pricing plan to change?

Request your free Home Evaluation at Flaherty.ca/homeeval

https://flaherty.ca/homeeval
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04 Prepare the home, the records and the story

Preparation should help buyers understand the property while reducing avoidable surprises. Not every task belongs on
every property.

Presentation checklist

Identify repairs, maintenance and presentation choices that are genuinely relevant.

Separate cosmetic improvements from matters requiring inspection or professional advice.

Plan decluttering, cleaning, staging, photography access and showing readiness.

Record important features accurately, including measurements and supporting documents where appropriate.

Records checklist

Survey, title information, permits, warranties, invoices and renovation records, when available.

Well, septic, water, environmental, heating or other system information, only when applicable.

Rental, tenancy, shared-access, easement or service agreements, when applicable.

Municipal property records or requests that may help answer a known buyer question.

A Township Property Information Report can provide available municipal information, but it
is not a compliance report and does not confirm existing site conditions. Check the current
Township process, eligibility, fees and timing directly before relying on it.
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05 Help buyers understand the property before
visiting

Distinctive properties need accurate information and strong presentation. The goal is to make the property's value,
layout, context and features easier for qualified buyers to understand.

Video Narrated VR Animated Online Showings
The Flaherty Team uses this approved marketing approach to help buyers explore and
understand a property online. The exact plan should remain suited to the property and the
seller's approved objectives.

Marketing-plan questions

Which buyer groups are most likely to value this specific property?

Which facts, measurements, plans, systems or land features need clear explanation?

Which visual assets will help a buyer understand the home before a showing?

How will the property be presented across the approved syndication network?

How will buyer questions, showing feedback and market response be reviewed?

Which claims require evidence or professional review before publication?

Decision What to record

Page image Approved, hosted visual that accurately represents the page topic and client identity.

Property media Photography, video, floor plans, measurements and other approved assets suited to the
listing.

Written explanation Clear facts, seller-approved wording and no unsupported property or outcome claims.

Conversion route A relevant next step, led here by the free Home Evaluation and seller marketing plan.

https://flaherty.ca/sellers
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06 Create the next-step plan

Use this final page to turn the discussion into a small number of clear actions, owners and dates.

Decision What to record

Action 1 What must be decided, who owns it, and the target date.

Action 2 What information or document must be gathered, and by whom.

Action 3 What property preparation or professional review is required.

Action 4 What marketing, pricing or timing decision will be reviewed next.

Approved seller routes

Free Home Evaluation, without
obligation

https://flaherty.ca/homeeval

Flaherty seller marketing plan https://flaherty.ca/sellers

About Kevin Flaherty https://flaherty.ca/about-kevin

Book a phone call with Kevin https://flaherty.ca/kevinscalendar

Book a Zoom meeting with Kevin https://flaherty.ca/kevinscalendar-zoom

Primary next step:
Request a free Home Evaluation and bring this completed worksheet to the conversation.
The evaluation is free and without obligation.

Kevin Flaherty | Broker | Flaherty Team

Flaherty.ca

Important: This guide provides general educational information. The client remains responsible for reviewing and approving all content and
decisions. Confirm legal, tax, privacy, consent, planning, zoning, environmental, property-condition and regulatory matters with the appropriate
qualified professional before relying on them.

https://flaherty.ca/homeeval
https://flaherty.ca/homeeval
https://flaherty.ca/sellers
https://flaherty.ca/about-kevin
https://flaherty.ca/kevinscalendar
https://flaherty.ca/kevinscalendar-zoom

