
FLAHERTY TEAM SELLER GUIDE

King Township Home Evaluation Guide
Village, rural, acreage, estate and equestrian properties

Understand what shapes market value, prepare for a property-specific review and choose a pricing and
marketing strategy with greater confidence.

FREE | NO OBLIGATION FLAHERTY.CA/HOMEEVAL

KEVIN FLAHERTY | BROKER | FLAHERTY.CA



PURPOSE

What a home evaluation should do
A useful evaluation connects market evidence to the specific property, then translates that evidence into a

practical selling conversation.
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Market evidence

Review recent relevant sales,
current competing properties
and changing buyer response.
The comparison set should be
chosen for relevance, not
convenience.

Property context

Account for exact location, lot,
property type, condition,
improvements, systems and
features that may alter how
buyers compare the home.

Selling strategy

Explain how pricing, preparation,
presentation and exposure work
together to influence buyer
understanding and the final
result.

IMPORTANT DISTINCTION

A home evaluation is a property-specific opinion of market value at a point in time. It is not a guarantee of
a future sale price. The strongest recommendation explains both the evidence and the assumptions
behind it.



PROPERTY CONTEXT

Why comparison quality matters
King Township includes different property settings and uses. A credible evaluation narrows the evidence to

the features buyers are most likely to compare.
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Village and
neighbourhood homes

Consider micro-location, lot
position, age, layout, finished
space, renovation quality, school
and amenity access, and the
most relevant nearby
competition.

Rural and acreage
properties

Look beyond total acreage.
Usable land, access, servicing,
outbuildings, topography,
privacy, road context and
permitted uses may all affect
buyer comparison.

Estate and equestrian
properties

Assess the complete package:
residence, site planning,
finishes, secondary structures,
arena or stable features where
applicable, operational condition
and buyer pool.

A USEFUL RULE

The best comparable is not always the closest sale. It is the property that most closely reflects how a likely buyer
would weigh the subject home's location, use, features and alternatives.



PREPARATION

Information that strengthens the evaluation
You do not need perfect records to begin. These details simply help reduce guesswork and make the review

more property-specific.
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Property basics

Municipal address, ownership details, approximate lot
dimensions and any available survey or site plan.

Improvements

Dates, scope, permits where applicable, invoices and
transferable warranties for meaningful renovations or
replacements.

Building systems

Age and service history for roof, heating, cooling,
electrical, plumbing, well or septic systems where
applicable.

Additional structures

Details for garages, workshops, barns, stables,
arenas, accessory buildings or other improvements
where applicable.

Operating context

Property taxes, shared or private services, easements
or agreements you know about, and notable
maintenance considerations.

Your priorities

Preferred timing, preparation tolerance, privacy needs
and the outcome that matters most to your household.

BEFORE THE APPOINTMENT

Make a short list of features, recent work and property details that may not be obvious during a walkthrough.
This gives the evaluation conversation a clearer starting point.



STRATEGY

Pricing and marketing work together
Market value is not created by choosing the highest list price. The objective is to support the strongest

evidence-based position, then present the property so buyers understand its full value.
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A pricing recommendation should
explain

1. Which sales and active listings matter most

2. How the subject property differs

3. What current buyer behaviour suggests

4. Where the recommended position creates strength

5. Which assumptions require monitoring

A marketing plan should clarify

1. How the property will be prepared and presented

2. Which story and features deserve emphasis

3. How qualified buyers will experience the home

4. How feedback will inform decisions

5. How showing and offer strategy will be managed

FLAHERTY TEAM MARKETING

The Flaherty Team's online presentation can include Video Narrated VR Animated Online Showings,
helping buyers understand a property's features, layout and setting before an in-person visit.



NEXT STEP

Your evaluation conversation
A good meeting should leave you with clearer evidence, a clearer range and a clearer understanding of the

decisions ahead - without pressure or obligation.
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QUESTIONS WORTH ASKING

1 Which properties are the most relevant comparisons, and why?

2 Which features most influence how buyers will compare my property?

3 What preparation is worth doing before the home is offered for sale?

4 How would different pricing positions affect buyer response?

5 How will the marketing plan communicate the property's full value?

6 What should we monitor if market conditions or competition change?

FREE HOME EVALUATION

Request a no-obligation King Township review
Share your property details and arrange a confidential conversation with Kevin Flaherty, Broker.

FLAHERTY.CA/HOMEEVAL


