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SELLER’S GUIDE

Step 1 – Getting Started
© The Beneﬁt – You may be undecided about listing with a Realtor® or using the 'do it yourself'
method. Using the DIYoﬀer* process does not mean you are working alone. Rather, we
educate and empower you to speak to the right professionals, to make informed decisions
and move forward in selling your home with the expertise and support you need. By
providing the information directly to you, we are helping you avoid any potential conﬂict of
interest that may arise when using a Realtor®.
¬ Currently, the DIYoﬀer services are only available for the residents of Ontario.

© Service Directory – DIYoﬀer connects you to the right professionals/vendors through a 'onestop' Service Directory, which is available on the website (diyoﬀer.ca/service-directory).
The Service Directory is conveniently broken down by:

¤ Territory: Southern Ontario – Central Ontario – Eastern Ontario – Northern Ontario:
Ü Choose your City
¤ Category: Preparation – Professional – Inspections – Moving:
Ü Choose your Specialty
© Required Time – Doing a D-I-Y sale is very diﬀerent than having a Realtor® list your property;
it does require more upfront time. It is best if you can give yourself some time to review the
information and do the necessary preparation before you are ready to list; a recommended
minimum would be a couple of weeks. Additionally, if you would like to list on MLS®, a
Representative is required to meet with you to sign the Listing Agreement, and requires three
business days before the Listing can go live on the web*.
¬ Currently, the MLS Package is limited to the regions of – Mississauga, Brampton, Milton, Halton

Hills, Erin, Oakville, Burlington, Hamilton, Niagara, Brantford, Haldimand, Norfolk, London,
Woodstock, Cambridge, Kitchener-Waterloo, New Hamburg, Elmira, Centre Wellington, and
Guelph.

© YOU are in the Driver's Seat – We have made this process:
¤ Comprehensive – DIYoﬀer allows you to choose what is right for you.
¤ Flexible – DIYoﬀer allows you to work at your pace.
© Review this Guide – Read through all the Steps at least once before proceeding. It may be
best to print the Guide, and if you come across a Step or Item that does not pertain to your
property, mark an [ X ] in the box beside it. On your second time through the Guide, check-oﬀ
[ ] each Step as you complete it.

diyoffer.ca
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v TIPS & IMPORTANT – Throughout this Guide, we have added additional information to
help you in the process, so make sure to pay attention to these.

© Guide Clariﬁcations:
¤ Any reference to ‘Buyer’ denotes any interested party that is looking at your property.
¤ Any reference to ‘Private Sale’ refers to a deal where you (the Seller) and the Buyer are
working directly, without a Realtor®.

¤ Any reference to an ‘Oﬀer’ refers to a Buyer submitting either:
[1] A DIYoﬀer 'Oﬀer Agreement' form with the terms to purchase your property, or;
[2] An 'Agreement of Purchase and Sale' published by the Ontario Real Estate Association
with the terms to purchase your property.

© DIYoﬀer Tools – You will need:
¤ Computer/ Tablet / Smart phone with internet access to be able to upload and download
documents to the DIYoﬀer drive.

¤ Use of a printer / photocopier / scanner.
¤ One of the following – A digital camera, a smartphone or a tablet, if you want to take
pictures of your property yourself.

© Tech-savvy support – If you are not comfortable with computers and the internet, you are
recommended to recruit the assistance of a tech-savvy friend, son or daughter, or
grandchild.

© Further Assistance – We at DIYoﬀer are always available if you need further help or advice.
Please call 289-812-5007 or email info@diyoﬀer.ca

diyoffer.ca
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Building the Foundation
v TIP – It is best to start the process of letting go of your home before it is listed for sale.
Achieving emotional detachment from a home can be very diﬃcult, especially if you have
owned it for a long time, and you have signiﬁcant memories invested in it. Take some time to
prepare for the change that selling your home will bring to your life. Holding on emotionally
can often prolong the ordeal of selling in unaccountable ways.

v TIP – There are a couple advantages in selling your own home, ﬁrst, before buying a new one.
Once you have a ‘ﬁrm oﬀer’ on your current home: 1) You will know exactly the amount you
will receive for your home, as well as the closing date, and 2) You will not need to add a
condition on the ‘Sale of Buyer’s Property’, which could prevent you from getting the home
you want if there is a competing oﬀer without a condition of ‘Sale of Buyer’s Property’.
Complete only one of (Step 2 OR Step 3) below, depending on your particular situation, OR
disregard both Steps if you are not purchasing a new home at this time.

Step 2 – You Have a Current Mortgage and Are
Buying a New Home
If you have a current mortgage and would like to buy now, you will need to:

© Check with your lender or bank to conﬁrm:
[1] New Mortgage Limit – Conﬁrm what documentation the lender will need to review your
ﬁnancial status (for example, a recent pay stub, or income tax statement).
[2] Pre-approval Period – Conﬁrm what is required for you to receive ﬁnal ﬁnancial approval,
and how long it is expected to take once you have an oﬀer on a property.
[3] Bridge Financing – If applicable, see if your lender provides bridge ﬁnancing to carry both
homes, in case there is lag time between buying a new home and selling your current
home.

Step 3 – You Don't Have a Current Mortgage and
Are Buying a New Home
If you own your house outright, it is a good idea to be aware of your available ﬁnancing
options now. Check out the Service Directory– Professional – Mortgage/Financial Services.

diyoffer.ca
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© Your Options are:
[1] Secured Line of Credit (also called a Home Equity Loan) – This option allows you to use the
equity in your current home to close the deal on a new home while you are waiting for your
current home to sell. This option would oﬀer the best interest rates.
[2] Short-Term Mortgage – Obtain a mortgage (6 months or 1 year) on the new home.
Conﬁrm what will be required for ﬁnal approval once you have submitted an oﬀer on a
property.
[3] Bridge Financing – You may want to consider short-term ﬁnancing if there is lag time
between buying the new home and selling your current home. This option may require a
ﬁrm deal on both the old and new homes.

v TIP – You could get qualiﬁed for a short-term mortgage now and decide to use it as a 'last
resort', so no matter the circumstances, you are prepared. Check out an 'online mortgage
calculator' to determine your monthly mortgage payments even before you sit down with a
lender.

Step 4 – Prepare your Home
When it comes time to sell, the presentation of your home is paramount.

v IMPORTANT – If you are ﬁnancing any work on your home prior to selling it, you will need to
disclose this to the Buyer, and the Buyer may require you to pay the full amount prior to
closing. It may be better to use a line of credit/home equity loan instead.

v TIP – Check out the Service Directory – Preparation for the many diﬀerent services listed
here, plus many more. You may see a service that you would not have thought about, but
may just add that little extra value to your home.

© Home Staging – This is all about making your home show to its very best potential. Ninety
percent of people process information visually, and if your home is visually appealing, more
Buyers will fall in love with it. There are diﬀerent price packages for staging services, and the
most economical option is a D-I-Y Consultation, in which a report of recommendations is
provided and you do the work. The estimated cost of this service is $300.

v TIP – Bringing in a Stager at the beginning of the process will help you save time and money
by getting you oﬀ on the right foot from the outset. The Stager knows the hottest trends and
colours, so if you need to do any painting or ﬂooring, let the Stager make recommendations!

diyoffer.ca
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© Handyman Jobs – When it comes to any unﬁnished maintenance work that requires eﬀort to
ﬁx, a Buyer will be subtracting repair costs from their oﬀer price.

v TIP – Whenever you hire a professional, it is a good practice to go by the ‘Rule of Three’, and
contact three professionals from the start; if for whatever reason your ﬁrst contact does not
provide the results you are looking for, you will not have to incur further delays by having to
repeat your search.

© Fresh Coat of Paint/Make it Neutral– A fresh coat of paint is the easiest and least costly way to
renew your home; if you have either bright or dark colours, it is recommended that you
repaint in a neutral colour. Lighter colours make a room feel larger.

© Declutter & Clean – You have likely heard the mantra, ‘declutter – declutter – declutter!’. The
more personal items you can remove, the more spacious your home will feel. This includes
any personal pictures, collections or items with religious or political signiﬁcance.

v TIP – If you are moving from one stage of life to another (e.g. downsizing, the kids are grown
and you need to get rid of ‘all of the stuﬀ’) you may want to consult a professional to help
determine what items are considered valuable and marketable; the professional has
contacts with local consignment stores and can help you get the most return for your items.
Your Home Stager may oﬀer this service as well.

v TIP – Once you have decluttered, you have three options to dispose of your items:
[1] Consignment Shops/Thrift Stores – for items that you can sell or give away;
[2] Portable Storage Container – for items that you want to move to the new home;
[3] Junk Bin – for items to eliminate.

© Spruce it Up – This would consist of small things that really make a home stand out as having
been well taken care of, such as a check for squeaks and sticky doors or windows, and
replacement of burnt light bulbs. A few easy ﬁx-it tips include:

¤ Use Magic Eraser to remove marks around door handles, and on trim or cabinets. Do not
use on painted walls!

¤ Use WD-40 to ﬁx anything that is squeaky.
¤ Use Slick Silicone Spray on anything that is sticking (i.e. windows, sliding doors, kitchen
drawers, curtain rods, shower doors, garage doors).

© Mould – If your home has mould:
[1] First, determine whether it is surface mould – If so, you can easily deal with it using
Concrobium Mold Control. This product can be purchased at any hardware store.

diyoffer.ca
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[2] If you try the Concrobium and the mould persists, you will need to hire a professional.
Check out the Service Directory – Inspections – Mould/Asbestos Inspection/Testing
(Phase 1).
If you don’t resolve the mould problem, you will need to disclose this to the Buyer.

v IMPORTANT – While working with any area of mould, as a precaution wear an N-95 mask that
can be picked up at any hardware store. Once the area has been sprayed, dry the area with a
small fan and leave it for a week or so.

© Outdoor Living – If you have a backyard, bring the indoors outdoors by adding a cozy seating
arrangement and a dining table. This adds additional square footage without the cost of
building. Instead of purchasing items, ask friends and family if you can borrow pieces to keep
the cost down.

v TIP – To help remove mould on outside items, such as mildew, algae and grime, use 30
Seconds Outdoor Cleaner to clean:

¤ Walls

¤ Awnings

¤ Steps

¤ Decks

¤ Patios

© Curb Appeal – The home needs to be inviting from the street, otherwise any interested Buyer
will not want to take time to look. Review the list of Garden Centres or a Property
Maintenance Service in the Service Directory. Your Home Stager may assist you with this
as well.

v TIP – Ask the Garden Centre if they have a selection of end of bloom/end of season items that
you could get at a better price!

© Furniture Rentals – If you need to update any furniture to make your home more current or
spacious, there are businesses that will rent furniture on a monthly basis. Some Home
Stagers also oﬀer this service. You will want to hold oﬀ on renting furniture until you are
ready to list your home.

v TIP – You should never sell your home empty; many people ﬁnd it challenging to look at an
empty space and visualize what it could be used for, and what furniture it could
accommodate.

diyoffer.ca
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Step 5 – Important Listing Questions
5.1 – What items would you like to sell and what items would you
like to keep?
© Fixtures to exclude (‘exclusions’) – These are items that are physically attached to the
structure and are included in the sale unless you specify otherwise. Create a list of these
kinds of items you want to take with you, along with their location or room. Here is a
preliminary list for you to consider:

¤ Built-in bookshelves
¤ Dining room chandelier
¤ Curtain rods
¤ Built-in dishwasher
¤ Bathroom cabinet
¤ TV wall mount with attached TV & remotes – if multiple TVs, list each one separately.

v TIP – Alternatively, you could remove the item before the property is listed. Any light ﬁxture
removed should be replaced with an alternative one.

© Chattels to include (‘inclusions’): These are items that are not included in the sale, unless
either party speciﬁes to include the item. Here is a preliminary list for you to consider:

¤ Appliances – list each appliance individually
¤ Central vacuum and all hoses and accessories
¤ All Window coverings with drapery rods and blinds/draperies
¤ All Bathroom mirrors
¤ Garage door openers with remote controls
¤ Fireplace screen and accessories
¤ Pool cover and all accessories
¤ Hot tub and all accessories
¤ BBQ
¤ Snow blower
¤ Lawn mower/or Lawn tractor with all accessories
¤ Fitness equipment
¤ Pool table and all accessories

v IMPORTANT – A wall-mounted TV can fall into either category as a Fixture (wall-mounted) or
a Chattel (TV), so if you wish to include it or exclude it, it is best practice to list it to make sure it
is clear.

diyoffer.ca
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5.2 – What is your estimated market value?
There are two methods to determine your market value.
[1] Hire a Property Appraiser – It is recommended that you bring in a professional to determine
the estimated market value for the property. The cost of an appraisal does vary depending on
the particulars of the property. For an urban/town lot with a detached house and no out
buildings, the estimated cost is $300. For a larger lot with additional outbuildings the cost will
increase. Check out the Service Directory – Professional - Property Appraiser.
[2] Online Research – The internet is your best tool and the information you need is all at your
ﬁngertips.

© Properties – Choose 5 properties in your area that are similar in square footage, age, the
number of bedrooms, bathrooms and similar general upkeep. From these, determine
your estimated market value. Here is a list of real estate websites for you to check:

¤ HouseSigma.com – Includes both currently listed and sold data.
¤ Bungol.ca – Includes both currently listed and sold data.
¤ Realtor.ca®
¤ Kijiji.ca

v IMPORTANT – Some of these websites will require you to register before you are able to
retrieve any data.

© Market Stats – This information will give you an understanding of the current market:
¤ Local Market - Check out the Market Stats on DIYoﬀer.ca for the most recent numbers
released by your local real estate Board/Association. Each Board/Association reports
their stats diﬀerently, so here are some items to review:

Ü Number of Houses Sold
Ü Number of Available Homes
Ü Average Days on the Market
Ü Average Sales Price (if available, by property type) – Conﬁrm Year-over-Year
Increase/Decrease

Ü Median Sales Price
Ü Sales to List Ratio – Indicates the turn-over rate, if the market is ﬂooded or not.
Ü Listing Price to Sale Price Ratio – If this number is over 100%, Buyers are paying more
than asking which would mean it is a Seller’s market.

v IMPORTANT – the Orangeville Board does not release any market information to the public.

diyoffer.ca
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© CREA Home Price Index – The Canadian Real Estate Association has developed an online
Home Price Index. You can access it at the following url:
https://www.crea.ca/housing-market-stats/mls-home-price-index/hpi-tool/
Currently, this tool is only available for the following Boards:

¤ Barrie
¤ Greater Toronto Area
¤ Guelph
¤ Hamilton/Burlington
¤ Oakville
¤ Ottawa

v TIP – If you are concerned that your property will be sitting on the market with little activity or
an oﬀer falling through, here are two approaches that you should consider:
[1] Dream Oﬀer – The ﬁrst approach is to price your home according to a ﬁgure you have in mind
that you want for your property; it is not based on market value. It may take longer to sell
your property, or it may not sell at all. Also keep in mind that if the Buyer requires ﬁnancing, a
Lender will not ﬁnance the property if it is over-inﬂated.
[2] Market-Value Oﬀer – The second approach is to base your listing price on the market value.
This is highly recommended if you want to sell as quickly as possible. Hire a Property
Appraiser to establish the market value and to price it accordingly, to reduce the risk of not
attracting potential Buyers or the Buyer’s ﬁnancing falling through due to overvaluation of
the property.

5.3 – What are your two key ﬁgures?
In the DIYoﬀer Kit, we have included a document that, once completed with your estimated
market value, walks you through setting up two key ﬁgures:

© 1) Listing Price and 2) Ideal Sale Price. Having these numbers established prepares you in
advance for your negotiations, so that once an oﬀer comes in, you are prepared.

v TIP – It is best to set your listing price just below a cut-oﬀ amount that someone would search
for. For example, if the listing price is $503,000, adjust it to be slightly below the $500,000 cutoﬀ limit. Searchable amounts normally increase in $25,000 increments.

diyoffer.ca
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5.4 – How would you like to accept offers?
There are two options for accepting oﬀers:

© Withholding Oﬀers –The Seller reviews all oﬀers together on a speciﬁc date and time.
This is a technique often used to increase the chances of having multiple competitive oﬀers,
resulting in higher bids. If you want to try this method, keep in mind that you may or may not
get multiple oﬀers. This method forces potential Buyers to come in at their top price and can
reduce negotiation time. For a brand new listing on the market, it is ideal to withhold oﬀers.
There are two possibilities for a 'withholding period':
[1] Cut-Oﬀ Time – Once that time expires you do not accept any further oﬀers; or
[2] Period of Time – You can indicate a window of time you will receive oﬀers (ideally a couple of
hours) and then indicate a Register Time, which can be approximately 15 minutes prior to the
withholding period. The Buyer only indicates that an oﬀer will be presented to you. This way
you are not waiting, wondering whether an oﬀer is coming during the withholding period or
not.

v TIP – A good deadline for reviewing withheld oﬀers is 10 days from the date the property
appears online. If no oﬀers are submitted during your withholding period, then you can
review individual oﬀers on a ﬁrst-come-ﬁrst-served basis.

© Individual Oﬀers – This option will likely require more negotiations back and forth between
you and the Buyer. When accepting individual oﬀers, you can receive more than one oﬀer at a
time from other potential Buyers, but you cannot negotiate with more than one Buyer at a
time. You must fully negotiate one oﬀer until it is either completed or terminated before
starting to work with a second party. This ensures you are conducting negotiations fairly and
in good faith.

5.5 – Would you like to offer Buyer incentives?
You may want to oﬀer one or more incentives to a potential Buyer. In the DIYoﬀer Kit, there is a
document that your lawyer will complete, which you can make copies of and hand out at property
showings. There are four (4) incentives that you can oﬀer potential Buyers:
[1] Pre-Listing Inspection – It is a good idea to have an inspection done before you list so there
are no surprises, and you can provide the report to the Buyer. It also allows you to ﬁx any
issues on your own terms without a Buyer making undue demands. The estimated cost is
$500.00. Check out the Service Directory – Inspections – Home Inspector.

diyoffer.ca
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[2] Assigning of a Current Mortgage – If you are terminating a current mortgage before the term
has expired, you will be required to pay penalties and a discharge fee. You should verify with
your Lender what the discharge fees are.
Alternatively, you may have the option to assign your mortgage to the Buyer, which would
save you the penalties and the discharge fee. The Buyer may require approval from your
lender, which can be discussed with your lawyer.

v TIP – If current mortgage rates are lower than what your mortgage rate is, a Buyer may not
want to take over your mortgage since better interest rates are available. So, to entice a
Buyer to take over your mortgage, take the diﬀerence between the two mortgage rates and
multiply by the principal amount remaining, then multiply be the remaining years left in the
term. This would be the amount that you deduct oﬀ your Listing Price for the Buyer to take
over your mortgage. So in the example below, the calculation would be - 1% x $400,000 x 3:
Your
mortgage rate

Current
mortgage rate

Principal Amount
Remaining

Years left
in the Term

Buyer negotiating
power

3.5%

2.5%

$400,000

3 years

$12,000

v IMPORTANT – You will have to determine which option is a cheaper option, by either
deducting it from the List Price or paying the penalty.

v TIP – There are other alternatives to avoid penalties if the Buyer is not interested in taking
over the mortgage:
[1] Sale of the mortgage to a third party; or
[2] Negotiate a lower discharge amount with the lender, with the assistance of your lawyer.
[3] Seller Take Back Mortgage (STBM) – If you own your property outright, you can lend the Buyer
some or all of the mortgage amount, which is then paid back to you with interest, over a
speciﬁc period. A Buyer’s credit check will be required prior to moving forward with this
option. You would need to determine the following details:

¤ Amount of the STBM–Some or all the mortgage amount. The deposit would be subtracted
from this amount.

¤ Term of the mortgage - This can vary depending on the amount. If a larger amount, the
term would be 5 years - amortized over 25 years.

¤ First or second mortgage –Ideally, you would only assume a portion of the mortgage, while
a diﬀerent lender would carry the other portion(s). In this case, you should assign your
portion as a ‘second mortgage’ to protect you from the Buyer being over-ﬁnanced.

¤ Renewal option – This would allow the Buyer to renew for another term.

diyoffer.ca
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v TIP – If your home has not been renovated or updated in 50 to 60 years, your home has
reached the end of its economic life and the appraised amount a lender would oﬀer would be
signiﬁcantly reduced. This means that the Buyer would have to come up with a greater
portion. By oﬀering the remainder of the value as a STBM, you are guaranteed that the deal
will not fall through.
[4] Lease with Purchase Option – If the real estate industry is slow, an alternative to selling is to
lease the home to a Buyer that wants to purchase at a later date. This would be a win-win for
both parties. For the Buyer, it allows them to live in the house and still save up a greater down
payment or the deposit required. For you the Seller, you may be able to get the asking price
you are looking for.

v TIP – In this situation, if you need access to liquid funds, you could use a secured line of credit
or home equity loan in the interim.

5.6 – What is your commission rate to a Buyer's Agent/Co-Operating
Brokerage?
© Buyer’s Agent Commission – If you are willing to pay a commission fee to a Buyer’s agent, you
will need to determine, before you list, either a percentage of the sale price or a straight dollar
amount. The commission rates vary by region, and you can call your local Real Estate Board/
Association to verify what the standard rate for your region is. Check out the Market Stats
section on DIYoﬀer.ca to ﬁnd your local Board/Association.

v IMPORTANT– Be aware that all commission fees paid to a Realtor® in Ontario will be
charged HST at 13%!

v TIP – Review Step 5.2information, and determine whether it is a:
¤ ‘Seller’s Market’ – You could negotiate to oﬀer lower-than-standard commission fee; or
¤ ‘Buyer’s Market’– It is advisable to pay the standard commission fee to attract as many
possible Buyers.

Step 6 – Property Information
This documentation helps potential Buyers with their decision-making. The more information
you provide, the more conﬁdent a potential Buyer will be in submitting an oﬀer.

© For Condo Properties – Refer to your Condominium Declaration and Rules or Property
Management Company to gather this information, as you will need to disclose it to potential
Buyers.

diyoffer.ca

12

SELLER’S GUIDE

© Building Style & Square Footage - Indicate whether the property is a bungalow, two-story,
back split, side-split, one-story apartment, or two-story loft, etc. Also indicate the Square
Footage.

© Room Measurements - You will need to measure each room and specify the room
measurements OR indicate the number of ﬁxtures in each bathroom (see below). Adjoining
rooms that are open to each other are denoted as ‘kitchen/family room’ or ‘living
room/dining room’. You are legally accountable to provide accurate room measurements.
For all bathrooms indicate the number of pieces as follows:
Sink – Toilet

2 piece

Sink – Toilet – Shower (or Bathtub)

3 piece

Sink – Toilet – Shower +Bathtub (includes tub & shower in one)

4 piece

Two Sinks – Toilet – Shower & Bathtub, plus any others

5+ piece

© Lot Dimensions – Enter the Lot Frontage x Lot Depth. This is found on your property survey,
or on the Municipal Property Assessment Corporation (MPAC) statements. If you cannot
locate yours, you can request one from ‘www.mpac.ca’.

© Mechanical Equipment – Indicate the age, ownership (i.e. owned outright, rented, leased)
and energy source of any mechanical equipment.

© Utility usages – Calculate the utility usage for the most recent full year. Include electricity,
natural gas or propane gas, or any other heat source. Include water if you are on a municipal
water source.

© Assumable Contracts – Specify whether you pay a monthly rental or ﬁnancing fee for any
equipment (including any mechanical equipment). Such items may include a hot water
heater, water softener, security system, or solar panels.

© Solar System – If your home has solar panels, calculate the earnings for the most recent full
year, and provide the name of the Solar Company and duration of the contract.

© Renovations & Upgrades – Make a list of any renovations and upgrades you have made to the
property, including the year they were completed if possible. Indicate whether a building
permit was required; if you have misplaced it, you can contact your city or municipality for a
copy.

© Local Schools – List the local schools for your catchment area. Most School Boards provide
this information online; then, in Google Maps, you can determine the distance to each.

diyoffer.ca
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© Water Test and Well Inspection – If your property is rural and has a well, you may want to
provide the report of a recent water test and inspection. Some Well Contractors provide a
water test or you can contact your municipality to provide a sample and they will test it.
Contact the municipality how to pick up a sample kit and where to drop it oﬀ.

© Fireplace or Wood Stove Inspection – If you have a wood burning ﬁreplace/stove, you may
choose to have a Wood Energy Technology Transfer Inc. (WETT) inspection done to
demonstrate its safety for insurance purposes, and have the report available for the Buyer.

v TIP – Check out the Service Directory – Inspections – for a full list of Inspection options. This
also prepares you in advance for when a Buyer is interested to inform them of all their
inspection options.

Step 7 – Documentation for the Lawyer
© Property Survey – If you have a survey, you must provide it to your lawyer for document
exchange. If you don’t have one, the Buyer will be required to purchase Title Insurance and
will not need a survey.

© Municipality Tax Statement
© Mortgage and/or Line of Credit Statement – Your lawyer will require account details.

Step 8 – Items to Disclose
If any of these apply, you will need to disclose them to the Buyer:

© Material Latent Defects – All ‘material latent defects’ about the property must be disclosed in
writing to the Buyer. A ‘material latent defect’ is described as a defect that could go unnoticed
to the Buyer,but may jeopardize the proper use and enjoyment of the property. Examples
include water leakage, asbestos, mould, lead pipes, knob and tube wiring, aluminum wiring,
ground contamination or the presence of an underground oil tank.

© Stigma – Any stigma attached to the property must also be disclosed in writing to the Buyer.
Examples might include a history of a death, suicide or murder onsite, a previous grow
operation or possible “haunting”.

© Heritage property – If your home designated by the municipality as a ‘Heritage Property’,you
need to inform the Buyer prior to an oﬀer being made, as per the Ontario Heritage Act. Any
oﬃcial documentation regarding the historical signiﬁcance will need to be provided to the
Buyer.

© Rental property – If you currently rent out your home or an apartment, you will need to
disclose all particulars of the Lease Agreement to the Buyer.
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© Development that negatively aﬀects property values – If you are aware of any new factors
that may negatively aﬀect property values, such as an expected property tax increase or
construction of a wind farm or landﬁll site nearby, discuss these further with your lawyer.

© Notice of Special Assessment – If you have received any notices from the municipality
notifying you of a planned ‘special project’ in your area (for example road construction, or
installation of sidewalks) you will need to inform the Buyer due to the construction work as
well as the possible increase in taxes.

© Notice of Reassessment – If you have been notiﬁed that your property taxes will be
reassessed, you will need to inform potential Buyers prior to any oﬀers being made.

© Encroachment – This refers to having structures you own built on a neighbour’s property, for
example a fence, garage or driveway. If applicable, the potential Buyer will be required to
purchase Title Insurance, which will protect both you and the Buyer from expensive repairs.

© Easement / Right-of-Way – An ‘easement’ is an interest in the land by a party that does not
own the property. The ‘easement’ or ‘right-of way’ is bound to the land and will pass from
owner to owner. This applies more to cottage lots than to urban lots. The ‘easement’ or ‘right
of way’ is listed on Title, and when the Buyer’s lawyer conducts a title search it will be revealed
to them at that time.

Step 9 –Meet with the Experts
[1] Real Estate Lawyer

© DIYoﬀer – Our service allows you to either sell privately or accept an oﬀer from a Realtor®.
When selling privately, the ‘Oﬀer Agreement’ form is a preliminary agreement which, once
signed, allows both parties a 10-day period to enter into a binding ‘Agreement of Purchase
and Sale’, which the Buyer’s lawyer will draft.

© Back-up lawyer – Since it is vital that you are able to contact your lawyer over this 10-day
period, it is advisable to have your lawyer refer a proxy lawyer you can reach in case he/she is
absent.

© Family Law Act – If the property is designated on Title as a ‘matrimonial home’ or ‘family
residence,’ and only one spouse is listed, the other spouse will need to consent to the sale.

© Divorce / Separation – If you are selling your property due to a divorce or separation, advise
your lawyer that this is the case.

© Power of Attorney / Estate Executor – If you are selling property that belongs to someone
else, inform your lawyer to allow for suﬃcient time to collect and review any necessary legal
documents so there is no delay in signing the ‘Agreement of Purchase and Sale’.
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© Items to Disclose – If any of the Disclosure Items from Step 8 are present, you will need to
discuss them with your lawyer.

© Selling Strategy – If you would like a second opinion on your listing price, your lawyer can oﬀer
valuable insight into the appraisal report or the estimated market value.

© Deposit & Trust Account – Discuss with your lawyer a recommended deposit amount, and
conﬁrm your lawyer’s trust account details. Who will receive the deposit depends on whether
the deal is private or with the assistance of a Realtor®:
¤ Selling privately- The deposit would be required when the Buyer ﬁles the ‘Agreement of
Purchase and Sale’ with their lawyer, and would be paid out on the closing date.

¤ Selling with the assistance of a Realtor® – The deposit would be required when the oﬀer
has been ‘accepted’, and would be submitted to your own lawyer to be paid out on closing.

© Secondary Deposit - You may also consider requesting a second deposit once all conditions
are met. This will be listed as a separate condition added as part of the transaction.

© HST – Your property may be subject to HST if:
¤ You have been running a business from your home
¤ Your property is an investment property
¤ You have purchased the property in the last year and have completed a major
renovation; or

¤ Your property is new construction.
If any of these apply, HST may need to be included in the sale price, and would be deducted from
the sale proceeds. Your lawyer will be able to advise you of the cases in which HST apply.

© Incentives – Discuss with your lawyer any incentives you wish to include. The details need to
be included in the following:
[1] Online listing;
[2] Distributed handouts at property showings; and
[3] As a condition or acknowledgment of the deal.

v IMPORTANT – If you have a secured line of credit or home equity loan and you want to oﬀer a
STBM, the line of credit or home equity loan will be paid out ﬁrst, on closing, so you will need
to verify whether you have suﬃcient funds remaining to oﬀer a STBM.

© Assigning of a Mortgage – Discuss with your lawyer any other options if the Buyer is not
interested in assuming your current mortgage; an alternative is assigning it to a third party, or
setting a discharge limit.
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© Working with a Buyer’s Agent – When working with Buyer’s agent, you have two sources of
support if you are not conﬁdent in handling the negotiations. Discuss these options with your
lawyer, and any additional questions or concerns that you may have:
[1] Law Clerk–The Clerk can guide you through handling any counter-oﬀers but cannot
provide any legal advice. These sessions should only take a few minutes and there will
most likely not be any charge for this type of assistance.
[2] Lawyer – You may prefer to discuss the negotiation details directly with your lawyer,
although there would likely will be a charge for these consultations. You may need to add
a Condition – Lawyer’s approval, with an expiration date (two to three business days), to
allow you suﬃcient time to meet with your lawyer.

v IMPORTANT – Keep in mind that your lawyer’s oﬃce is only available during business hours
(Monday to Friday), and you need to be aware of statutory holidays that may conﬂict with
your negotiation timetable!

© Escape Clause – If a potential Buyer includes a condition on the sale of their current property,
and you want to counter the oﬀer, you will need to add an Escape Clause condition to allow
you to continue oﬀering your property for sale in the meantime. In the event you receive a
second satisfactory oﬀer, you need to inform the ﬁrst Buyer of the second oﬀer. DIYoﬀer
includes a document that allows you to conduct negotiations fairly and in good faith for all
parties; you can review this document with your lawyer for assistance.

© Easement / Right-of-Way –If you have any concerns regarding the easement permissions on
your property, discuss with your lawyer the possibility of adding a condition or
acknowledgment of the deal.

© Terms of the Sale– Discuss with your lawyer any additional conditions or acknowledgements
that you may need to include to the agreement. Your lawyer will draft any
conditions/acknowledgements to make sure that you are protected, and that all legal
matters are addressed appropriately.

© Q&A – If you have any other questions or concerns about selling privately, ask your lawyer
now to help alleviate additional stress.
[2] Tax Lawyer

© Seller Take Back Mortgage– If you are participating in a Seller Take Back Mortgage and capital
gains tax applies (for example, if you are selling an investment property), then you are
permitted to set up a mortgage reserve fund. This may allow for the deferral of tax payments,
which means you can delay paying some of the tax on the taxable gain.

v TIP – If you need a Tax Lawyer, ﬁnd a Real Estate Lawyer that also specializes in Tax.
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Step 10 – The Marketing Materials
Determine what you would like to develop as marketing materials and whether you would like to
hire a professional to assist you in this regard.

v TIP – Check out the Service Directory – Preparation – Photographers/Marketing Services to
ﬁnd a local vendor.

© Pictures – Having great pictures of your home is critical when selling, and must include both
the exterior and interior. It is vital to prepare your home before taking the pictures just as
you would for any property showing. You have two options for pictures:
[1] You can take them yourself, or;
[2] Professional photographer - Estimated cost is $250.

v TIP – If you are taking the pictures yourself, be sure to use a camera that has High Density
Resolution (HDR) capability and a wide-angle lens.

v TIP – Take pictures on a sunny day in morning light, and turn on all the lights inside the house.
© Virtual Tour – You can prepare a tour video of your home, and post it on Youtube to include in
the Listing. As with the still pictures, you may choose to do the video yourself or hire a
professional.

v TIP – If you are ﬁlming the virtual tour yourself, you can ﬁnd free online editors to edit the
video.

© Floor Plan – If you do not have a ﬂoor plan, you can hire a professional to prepare one for you.
This service would be covered under ‘Marketing Services’ in the Service Directory.

© Features – Make a list of items that are features of the property.

This would include the
special ‘extras’ that make your property stand out from others, such as anything newlyrenovated, a luxury bathroom, a custom kitchen or a backyard oasis. The more appealing
you can make your property, the more interest you will draw.

© Community Amenities – Make a list of amenities within walking distance, such as restaurants,
parks, or hiking and biking trails. In Google Maps, you can determine the precise distance to
each. Tell potential Buyers what you love about your location!

© Brochure Title – What audience are you targeting for your property? Is it a ‘Great Starter
Home’ or a ‘Move in Ready Home’ or a ‘Great Retirement Home’?

© Property Description – This is a short description to post online. You want to put some
thought into making your property stand out from others. If you are stumped, review other
online listings to help you get started.
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v IMPORTANT – Take care that you are not making any misleading or false claims regarding
your property! All property advertisements in Canada, regardless of whether they are listed
by a brokerage or not, fall under the ‘False and Misleading Provisions’ of the Competition Act.

© Classiﬁed sites you can post on:
¤ Local newspaper – Classiﬁeds section. This will be a paid ad.
¤ Free online classiﬁed sites – Kijiji and Craigslist.
¤ Social Media sites – Facebook / LinkedIn / Instagram / Twitter
¤ An employer company’s web portal – Classiﬁeds section

v TIP - Be aware of real estate sites that allow homeowners list their properties for free; the
majority sell your personal information to Realtors® to solicit you for the listing.

© Sign Post Rental – It is recommended that you rent a staked sign post. This will provide
greater resistance to the elements and better visibility for your sign. The estimated cost is
$50.00 for a 3-month rental. Check out the Service Directory – Preparation – Sign Post
Rental/Installer. It may take one business day to have the sign post installed.

v TIP - If you do have a signpost installed, verify the spacing for electrical zip ties to hang it. You
can easily use a box cutter to insert slits into the sign for zip ties. Alternatively, you can take it
to a sign shop to insert grommets to make sure it stands up to the weather.

© Additional Sign – If you are on a corner lot or in a townhouse complex, it is beneﬁcial to add an
extra sign facing both streets, or on the main street before entering the complex.

Step 11 – Plan your Calendar
© Listing Date – You are almost ready! Determine the date you want your property posted
online.

© Withholding Oﬀers Date –If you want to withhold oﬀers, set the date you want to receive
oﬀers.

© Due to the COVID pandemic, it is advised not to hold Open Houses at this time, until a vaccine
is available.

© Individual Showings – Block out multiple days on your calendar during the week on which you
would prefer to accommodate showings. Schedule the individual showings for 30 minutes.
It is recommended to continue this process each week until the house is sold.
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v IMPORTANT – It is always a good idea to have two people present for any property showing.
If only one property owner or family member is present, ask friends or neighbours if they are
available during the preferred showing times.

v TIP – If possible, the individual time slots should be spread out between morning, afternoon
and evening periods to suit the widest range of possible Buyers.

© Closing Date – A Buyer will submit a closing date with the oﬀer, but you should be prepared
with a date in mind that accommodates your schedule. Consider:

¤ End of school year – If you have children in school, you may want them to ﬁnish the
academic year before moving

¤ New home – If you have a closing date on a new home, then ideally the closing date on
the sale of your current property should be later.

v IMPORTANT – Remember, you cannot close on a Saturday, Sunday or statutory holiday
because land registry oﬃces are closed!

Step 12 – Last-Minute Details
© Valuables – It is best to hide or remove all valuables (jewelry, tools, heirloom items) from your
home before making your property available for showing.

© COVID Precautions – While COVID precautions are in place, you want to take extra measures
to ensure anyone visiting your home is safe, and to safeguard the health your family. Have a
supply of:

¤ Latex-free gloves and hand sanitizer at the main entrance door.
¤ Lysol wipes or a cleaning disinfectant, such as Clorox spray or PineSol to wipe surfaces
prior to any showing.

¤ Cloth masks for you to wear during the showing. Anyone visiting should be bringing their
own mask to wear, but you may want a few extra on-hand in the event people forget.

Step 13 – You are Ready to Sell!
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