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Document Kit
These Documents are included in the DIY Listing & DIY Offer Packages:
 Doc 1 – Listing Information Sheet (E)
 Doc 2 – Key Figures Tool (E)
 Doc 3 – Estimated Sale Proceeds (E)
 Doc 4 – Property Information Sheet (E)
 Doc 5 – Discuss with your Lawyer (E)
 Doc 6 – DIYoffer Listing Input (E)
 Doc 7 – Feature Sheet & School Handout (E)
 Doc 8 – Assumable Contracts Handout (E)
 Doc 9 – Visitation Record

Disclaimer:
DIYoffer does not intend or is giving any advice in the matter of selling your property. This
is strictly provided as a guide and is not complete, and the property owners should seek
legal advice in all matters regarding selling your own property.

diyoffer.ca
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The Big Questions
1. What legal considerations should I be aware of prior to a DIY sale?
DIYoffer does not provide any legal advice and highly recommends to seek guidance from
your lawyer before you list your property for sale and to review an offer from a buyer:
 Prior to Listing: In this Guide there are items that require further discussions with a
lawyer; and,
 Review an Offer: Make the deal conditional upon Seller’s lawyer approval so that your
lawyer can review and finalize it.
2. How do I determine my Listing Price?
This is a two-step process that DIYoffer guides you through:
 Determine your Estimated Market Value: You have two options to assist you:
¤ Hire a Property Appraiser: To find a local Property Appraiser - check out the Service
Directory under Professionals.
¤ Online Research: There is so much information that is available online. Here are some
websites to get you started. Look for properties that are as similar to yours as possible.
Ü HouseSigma.com – Includes both currently listed and sold data
Ü Bungol.ca – Includes both currently listed and sold data
Ü REALTOR.ca®
Ü Kijiji.ca
 Setting your Key Figures: DIYoffer has developed a Tool that walks you through setting
your Listing Price, and also sets a Target Sale Price so you know where you want to end up.
With this Key Figure as your target, when you are negotiating the deal the process is not
intimidating.
3. Do I have to pay REALTOR® commission fees?
The choice to pay REALTOR® commission fees and the amount is up to your discretion. One
important point to remember is that close to 100% of Buyers are working with a REALTOR®
so if you choose to pay less than the standard commission fee or not to pay any commission
fees, the sale of your property will take longer.

diyoffer.ca
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4. Can I withhold offers to maximize my sale price?
Yes, you can set a date to review all your offers together. The benefit of withholding offers is
that it forces any potential Buyer to come in at their highest offer amount, instead of starting
at their lowest amount and negotiating up.
5. Can I negotiate with multiple Buyers?
Yes you can. With DIY Negotiations it allows you to accept many offers and negotiate between
the offers. Once you have an offer you would like to proceed with, and the parties indicate
‘Yes, let’s finalize it’ DIY Negotiations will lock your Listing until either:
 The parties have finalized the contract; or,
 You indicate that the deal fell through, and then your LIsting will be active again.
6. What is the difference between the Term Sheet and the Final Contract?
The Term Sheet and the Final Contract are complimentary; you need both of them to sell
your home. Once the parties agree on the terms, DIY Negotiations will email out the Term
Sheet. The Buyer’s lawyer (or a REALTOR®) will draft the contract from the Term Sheet. Once
the parties sign off and any conditions are either fulfilled or waived, the deal is firm and will
proceed to close.
7. Can I assist my parents with a DIYoffer sale?
This is a two-part answer:
 If you are not a Power of Attorney: Yes, you can assist your parents in a DIYoffer sale. You
can create the Listing, take all the calls and assist with the property showings. When you are
talking to an interested Buyer, just inform them that you are a son/daughter of the Seller. Your
parents will need to finalize the contract with the lawyer.
 If you are a Power of Attorney: If the Power of Attorney is in place, then consult your
lawyer prior to listing the property.

diyoffer.ca
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8. What is included with DIYoffer?
This is our full and complete service package, which includes DIY LIsting and DIY Negotiations:
 Property listed on DIYoffer website:
¤ Your contact information will be posted for any interested party to contact you directly.
 Social Media blast on our platforms
 For Sale by Owner & Open House Lawn signs and two stands
 Two Sold decals
 Seller’s Guides - walks you through from Getting Prepared to Getting it Sold.
 DIY Document Kit - Includes:

Listing Information Sheet

To assist in gathering all of the information to
prepare your Listing.

Property Information Sheet

To have all the information available for any
questions a Buyer may have.

Key Figures Tool

To assist in determining your - Listing Price Target Sale Price & Deposit Amount.

Estimated Sale Proceeds

Allows you to review a list of possible deductions
from the Sale Transaction so you know what is
your bottom line.

Visitation Record

To keep a record who has visited and when, and
to follow up.

Feature Sheet & School Handout

Includes Room Measurements - Listing Price Contact Number & a Handout for both Public and
Separate local schools.

Assumable Contracts Handout

To inform a Buyer of any contracts that would
need to be assumed. For example, a hot water
heater.

diyoffer.ca
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 DIY Negotiations:
¤ Our secure portal enables you to negotiate the deal with Buyers directly or with a
REALTOR® representing the Buyer.
¤ Once the terms are finalized, the Term Sheet is sent to the parties and the respective
lawyers (or REALTOR®) to finalize the contract.
¤ Once signed and the conditions are either fulfilled or waived, the deal is firm and will
proceed to close on the agreed date.
If you haven’t already, here is the link to purchase online: https://diyoffer.ca/#order-now

diyoffer.ca
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Step 1 – Getting You Started
 DIYoffer - Congratulations on doing a DIY real estate sale and putting more money into your
pocket! With DIYoffer it is an easy method to accept offers from Buyers directly, or ones that
are working with a REALTOR®. DIYoffer consists of two entities: DIY Listing & DIY Negotiations
and each of these contributes towards a successful sale!
v TIPS & IMPORTANT MESSAGES – Throughout the Guide, we have added additional
information to help you in the process of selling your home, so make sure to pay attention
to these.
v TIP – It is best to start the process of letting go of your home now 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.
 DIYoffer Documents & Shared Drive - With the DIY Listing, there are additional documents
to assist you in gathering the information for your Listing and being successful in your sale.
You will be given access to these documents from a shared DIYoffer Drive. These documents
are referenced in this Guide by being bolded and highlighted in blue, and numbered in
order as you need them. Some documents are ‘editable’ so you can enter the information
directly into the document, which is indicated by (E), and the remainder you will need to be
able to print. It may be best to download these documents and save them to a folder that you
can access them as needed.
 You are in the Driver’s Seat – We have made this process:
¤ Comprehensive – Allows you to choose what is right for you.
¤ Flexible – Allows you to work at your pace.
¤ Navigable – Effortlessly guides you from the preparation to completion.
 DIYoffer Folders – Create two folders for hard-copy (printed) documents entitled:
¤ PROPERTY DOCUMENTS – These documents to have readily available for a property
showing.
¤ PROPERTY SHOWINGS – This folder will store your Visitation Records to keep private.
 DIY Service Directory – DIYoffer connects you to the right professionals/vendors through a
‘one-stop’ Service Directory, which is available on the website, conveniently broken down by
city/town into the following categories:
¤ Preparation – Professional – Inspections – Moving:
		 Ü Choose your Specialty

diyoffer.ca
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 Guide Clarifications – Any reference to ‘Buyer’ denotes any interested party that is looking
at your property.
 Assistance – If you need any further help, we are only a phone call away. Our office phone
number is 289-603-0760.

Step 2 – 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 will require you to pay the full amount prior to
close. It would 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
there, plus many more. You may see a service that you would not have thought about, but
that 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 professional consult, in which a report of recommendations is
provided and you do the work.
v TIP – Bringing a Stager in at the beginning of the process will help you save time and
money by getting you off on the right foot from the start. The Stager knows the hottest
trends and colours, so if you need to do any painting or flooring, let the Stager make
recommendations!
 Handyman Jobs – When it comes to any unfinished maintenance work that requires effort
to fix, a Buyer will be mentally subtracting repair costs from their offer price.
v TIP – Whenever you hire a professional, it is 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.

diyoffer.ca
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 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
may have 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 assist in making the transition
easier:
[1] Consignment Shop/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 Removal/Junk Bin – for items to eliminate.
 Spruce it up – This would consist of small things that really makes 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).
 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 costs 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

diyoffer.ca
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 Curb Appeal – The home needs to be inviting from the street, otherwise any interested
Buyer will not want to take the time to look. Review the Service Directory for Garden
Centres or Property/Lawn Maintenance Services. 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.

Step 3 – Important Listing Questions
Refer to Doc 1 – Listing Information Sheet to fill out the following information.
3.1 – What would you like to sell and keep?
 Chattels to include (or inclusions): These are items that are not included in the sale,
unless either party specifically requests to include them. Here is a preliminary list of example
items for you to consider:
¤ Appliances – list each appliance individually with make
¤ Central vacuum and all hoses and accessories – list manufacturer
¤ All Window coverings with drapery rods and blinds/draperies
¤ Bathroom mirrors
¤ Garage door openers with remote controls – list manufacturer
¤ Fireplace screen and accessories
¤ Selection of Garden Tools
¤ Pool cover and all accessories
¤ Hot tub and all accessories – list manufacturer
¤ BBQ – list manufacturer
¤ Snow blower – list manufacturer
¤ Lawn mower/or Lawn tractor with all accessories – list manufacturer
¤ Fitness equipment – list manufacturer of all equipment
¤ Pool table and all accessories - list make
 Fixtures to exclude (or exclusions) - These are items that are physically attached to the
structure and are included in the sale unless you specify you want to take something with

diyoffer.ca
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you. Create a list of items you want to take along with their location or room. Here are some
example items for you to consider:
¤ Built-in bookshelves
¤ Dining room chandelier
¤ Curtain rods
¤ Built-in dishwasher
¤ Bathroom cabinet
¤ TV wall mount with attached TV & remotes – list the make and size of the TV (if there are
multiple TV’s, list for 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.
v IMPORTANT – A wall-mounted TV can fall into both a Fixture (wall-mount) and a Chattel
(TV), so if you wish to include it or exclude it, it is best practice to list it in one category or
the other to make sure it is clear to the Buyer.
3.2 – How would you like to accept offers?
There are two options for accepting offers:
 Withholding Offers – Seller will review 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 option requires you to set a future date and time to review all offers
together. This 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.
v IMPORTANT – When the Seller chooses to withhold offers and it is an aggressive Seller’s
market with over-priced offers, this also creates ‘Buyer exhaustion’; this happens when
Buyer has gone through multiple rounds and lost out on homes, and then chooses not to
proceed with an offer since they do not want their hopes to dashed again.
v TIP – A good deadline for reviewing withheld offers is 10 to 12 days from the date the
property appears online. You will want to have at least one weekend included before the
deadline for property showings. If no offers are submitted during your withholding period,
then you can review individual offers on a first-come-first-served basis.
 Cut-Off Time – Determine the time that all offers need to be submitted. We have set a
default time as 5:00 pm but you can change it to fit your schedule. An ideal time is late
afternoon or early evening to accommodate any buyer’s schedule.
 Individual Offers – This option will likely require more negotiations back and forth between
you, the Seller and the Buyer. When accepting individual offers, you can receive more than
one offer at a time from other potential Buyers and negotiate between the offers.

diyoffer.ca
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3.3 – How many days to allow the Buyer to sign the binding agreement?
There are two options for accepting offers:
 Number of Required Days – Determine the number of ‘business days’ to allow for the
Buyer to sign the final contract, either with the assistance of a REALTOR® or with their lawyer.
Note all upcoming statutory holidays that the parties will need to be aware of.
3.4 – What is your estimated market value?
There are two options to help with this:
 Option 1 – Hire a Property Appraiser – It is recommended that you bring in a
professional to determine the estimated market value. The cost of the appraisal does
vary depending on the particulars of the property. Check out the Service Directory –
Professional - Property Appraiser.
v TIP – Even if you hire a professional property appraiser, it is still a good idea to do some
independent research to confirm the property value.
 Option 2 – Online Research – The internet is your best tool and the information that you
need is all at your fingertips.
¤ Similar Properties – Choose 5 properties that are similar in square footage, age, the
number of bedrooms, bathrooms and similar general upkeep. From these, take an average
to determine your estimated market value. Here is a list of real estate websites for you to
check:
Ü HouseSigma.com – Includes both currently listed and sold data
Ü Bungol.ca – Includes both currently listed and sold data
Ü REALTOR.ca®
Ü Kijiji.ca
v IMPORTANT – Some of these websites will require you to register before you are able to
retrieve any data.
 Market Stats: Check out the Market Stats on DIYoffer.ca for your local real estate Board/
Association’s most recently-released numbers. Each Board/Association reports their data
differently, so here are some items to review:
¤ Number of Houses Sold
¤ Number of Available Homes
¤ Average Days on the Market
¤ Average Sales Price (if available, by property type) – Confirm Year-over-Year Increase/
Decrease
¤ Median Sales Price
¤ Sales to List Ratio – Indicates the turn-over rate, if the market is flooded or not.

diyoffer.ca
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¤ 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 and Bancroft Boards do not release any market
information to the public.
 CREA HPI – The Canadian Real Estate Association has developed an online Home Price
Index. You can access it from:
https://www.crea.ca/housing-market-stats/mls-home-price-index/hpi-tool/
3.5 – What is your estimated market value?
Refer to Doc 2 - Key Figures Tool and Doc 3 - Estimated Sale Proceeds
 Key Figures – Once you have your estimated market value, use Doc 2 to help you set up
your:
[1] Listing Price
[2] Target Sale Price
[3] Deposit Amount
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 $803,000, adjust it to be below the $800,000
cut-off limit. Searchable amounts normally increase in $25,000 increments.
v IMPORTANT – The Key Figures Tool provided is only for guidance and it is up to the Seller
to determine the Listing Price and Deposit amounts.
 Estimated Sale Proceeds – Doc 3 is a list of possible deductions from the sale proceeds
to be able to give you an idea of what would be your bottom line offer. You may need to
contact your lender(s) to confirm any discharge or termination fees. If any do not apply,
either enter ‘0’ or leave blank. You will need to do the calculations manually.
v IMPORTANT – There will be a deduction for – Adjustments & Disbursements – but the
lawyers won’t know this amount until the day of closing.
3.6 – What Buyer Agent commission fees do you want to pay?
v IMPORTANT – The benefit of using DIYoffer is to avoid any Listing agent commission
fees. And additionally, when a Buyer submits an offer in DIY Negotiations, they can also
contribute towards the Buying Agent fees.

diyoffer.ca
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Step 4 – Property Information
The more information you provide, the more confident a potential Buyer will be in submitting
an offer. Record the following information and collect additional documents and insert into your
PROPERTY DOCUMENTS folder
Refer to Doc 4 – Property Information Sheet – Condo or Freehold
 Condo Properties - Indicate the Property Management Company that oversees the
Condominium Corporation, as well as the Condo Corp # and monthly condo fees.
v TIP – You should also refer to the Condominium Declaration and Rules to find what
restrictions apply in selling your property.
 Freehold Properties - Does the property have any condo elements that have an
association fee? For example, a cottage association maintains the road into the property. Is
this paid as a monthly fee or yearly?
 Property Taxes - Gather your most recent Statement and confirm the most recent full
year property tax, and indicate the year, if current year or previous year. Include the ROLL
number listed for your property.
 Municipal Property Assessment Corporation (MPAC) Assessment - If you have
misplaced it, you can download a copy from MPAC at https://www.mpac.ca/en
v TIP – If you disclose the information that is recorded by the public office, there is less
chance of any discrepancy with the Buyer.
 Building Style - Indicate if the building is either a bungalow, 2-storey, back split, side-split,
1-storey apartment or 2-storey loft etc.
 Sqaure Footage - If the square footage is known, then provide. If not known, consult your
lawyer.
 Age of Dwelling - Indicate an estimate if you are not sure. Leave blank if not known.
 Lot Dimensions - Enter the ‘Lot Frontage’ x ‘Lot Depth’. You can find this on your MPAC
statement. If not known, consult your lawyer.
 Mechanical Equipment - Indicate the age, ownership and energy source.
 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 municipal
water.
 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 the duration of the contract.

diyoffer.ca
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 Assumable Contracts - These are rental items, financed and rent-to-own items that
you may pay for each month, such as a hot water heater, furnace, air conditioner, water
softener, security system, or solar panels. Gather all contracts that are associated with the
property. A buyer may want to review these contracts prior to determining if they want to
take them over.
 Local Schools - Find out the local schools for the catchment area. Most school boards
provide this information online; then in Google you can find out the property’s distance to
each.
 Renovations & Upgrades - You must disclose to a Buyer all property renovations and
upgrades, and provide proper documentation. Consult your lawyer on all measures you
should take prior to the property being listed.
 Room Measurements - You will need to measure each room or for each bathroom,
stipulate the number of pieces (see below). For adjoining rooms that are open – indicate
as kitchen/family room or living room/dining room. If you have a large foyer, you can
include the measurements; you don’t need to measure hallways. Indicate whether your
measurements are in metric or imperial units. You are legally accountable to provide
accurate room measurements.
For all bathrooms only indicate the number of pieces as
Sink - Toilet

2 piece

Sink - Toilet - Shower (or bathtub)

3 piece

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

4 piece

2 Sinks - Toilet – Shower – Bathtub plus any more pieces

5+ piece

Inspections: There are a few different types of inspections that you can have completed prior
to listing your home:
v TIP – Check out the Service Directory – Inspections – for a full list to determine what is
unique to your property.
 Pre-Listing Home Inspection
 Pool Inspection
 Fireplace or Wood Stove Inspection - If you have a wood burning fireplace/stove.
 Water Test and Well Inspection - If your property is rural and has a well.
 Septic System - If you have misplaced the original Sewage System Use Permit, you will
need to consult your lawyer.

diyoffer.ca
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Step 5 – Items to Disclose
You will need to disclose these to the Buyer. Discuss any that apply with your lawyer in the
following Step.
 Material Latent Defects - All material latent defects about the property must be
disclosed in writing to the Buyer. A material latent defect is generally described as a defect
that is unknown to the Buyer but is material to the enjoyment of the property. Discuss any
of these with your lawyer, and any other issues you are aware of:
Water Leakage /
Ingress

Asbestos

Mould

Termites

Carpenter Ants / Bug
Infestation

Lead Pipes

Knob & Tube Wiring

KITEC Plumbing

Aluminimum Wiring

Ground
Contamination

Underground Oil
Tank

Pests / Rodents

 Stigma - Any stigma attached to the property must also be disclosed in writing to the
Buyer. Examples might include a history of a death, murder or suicide onsite, a grow
operation or possible “haunting”.
 Heritage Property - If your home is assigned this designation by the municipality,
according to the Ontario Heritage Act, you need to inform the Buyer prior to an offer being
made. Any documentation regarding the historical significance will need to be provided to
the Buyer.
 Habitat of Endangered Species - Any such species as defined under the Species at Risk
Act, SC 2002, C29, and/or a habitat as defined in the Endangered Species Act, 2007 S.O. 2007,
C6.
 Rental Property - If you rent out your home or an apartment, you will need to disclose
all of the particulars of the Lease Agreement to the Buyer. Place a copy of the most recent
Lease Agreement in your PROPERTY DOCUMENTS folder.
 Development that negatively affects property values - If you are aware of any new
development that could negatively affect property values, discuss this further with your
lawyer. Examples could be a substantial increase in property taxes, a windmill farm or a
dump locating close by.
 Notice of Special Assessment - If you have received any notice from the municipality
that there is a special project (for example road construction, or installation of sidewalks)
planned for your area you will need to inform the Buyer due to the construction work, as
well as the possible increase in taxes.

diyoffer.ca

SELLER’S GUIDE | 18

 Notice of Reassessment - If you have received any notice your taxes will be reassessed,
you will need to inform the Buyer prior to an offer being made.

Step 6 – Discuss with your Lawyer
Refer to Doc 5 – Discuss with your Lawyer
v TIP – If you are concerned about the incurred legal fees, the benefit of this DIYoffer Guide
is it concisely details all the points beforehand to minimize any extra billed time. The
information that is set out below is over and above what a REALTOR® can provide so there
really is no better alternative than getting professional legal advice.
 Confirm Lawyer’s Email Address - Once the parties agree, DIY Negotiations will send
you and your lawyer a Term Sheet to be able to sign the binding agreement.
 Back-up Lawyer - Since it is vital that you can get in touch with your lawyer over this
period, it is best to be referred to a back-up lawyer that you can reach in case your
primary lawyer is unexpectedly absent.
 Power of Attorney / Estate Executor - If you are selling property that belongs to
someone else, it is imperative that you consult your lawyer prior to listing the property.
 Conditions or Terms of Sale - For the conditions, you have three options:
[1] Default Conditions – These are filled in and you won’t be able to remove them; and,
[2] Pre-Populated Conditions - You can review a list of pre-populated conditions to
add; and,
[3] Option to Add – For any issue that is outside the norm, have your lawyer draft a
statement then you can ‘copy and paste’ it into DIY Negotiations.
 Escape Clause - If the Buyer includes a ‘Condition – Sale of Buyer’s Property’, you will
need to add an Escape Clause to continue to offer your property for sale. In the event
you receive a second satisfactory offer, you will:
[1] In DIY Negotiations, Inform Buyer 1 of the second offer, which will also email the
Buyer’s lawyer with a date and time stamp as sent.
[2] Buyer 1 will have 2 business days to waive all conditions.
[3] In the event Buyer 1 does not waive the conditions, then proceed with Buyer 2.
 Easement / Right-of-Way - This is an interest in land that is enjoyed by another
party. This could be a hydro company or phone company. If applicable, you will need
to have the details of who is entitled to the Easement, to include in the details in an
Acknowledgement in DIY Negotiations for the Buyer to agree to.

diyoffer.ca
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 Encroachment - This is an unauthorized intrusion onto property that does not
belong to you. Some examples could be a fence, garage or driveway. If applicable, the
Buyer will be required to purchase Title Insurance which will protect both parties from
expensive repairs; discuss this further with your lawyer.
 Items to Disclose - If any of the Items from Step 5 are present, then you will need to
discuss with your lawyer. Your lawyer may want to draft a statement to include:
¤ DIYoffer Listing information (Step 9); and,
¤ Distribute at any property showings; and,
¤ Include as an Acknowledgement/Condition for the Buyer to agree to.
v IMPORTANT – You will need to disclose any issues to a Buyer before an offer is made.
 HST - Your property may be susceptible to HST if any of these circumstances apply:
¤ You have been running a business from your home; or,
¤ Your property is an investment property; or,
¤ You have purchased the property in the last year and have completed a major
renovation; or,
¤ Your property is a new construction.
If any of these exist, HST may be applicable to the sale. This amount will be deducted
from your sale proceeds.
v TIP – Indicate this amount in Doc 3 to give you a better idea of your Sale Proceeds when
negotiating a deal.
 Required Documents - Discuss any documents that you need to provide to your
lawyer.
 Q&A - If you have any other questions or concerns about selling privately, ask your
lawyer now to help alleviate additional stress.

Step 7 – Prepare the Marketing Materials
Determine what you would like to include for your marketing materials and whether you would
like to hire a professional to assist you.
v TIP – Check out the 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
v TIP – If you are hiring a Professional, allow at least two days to arrange and provide you
with your pictures.
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v IMPORTANT – The pictures must be original, either taken by the Seller or family member,
or purchased by the Seller.
v TIP – If you are taking the pictures yourself, be sure to use a camera that has High Density
Resolution (HDR) capability and has a wide-angle lens.
v TIP – Take the pictures on a sunny day in morning light, and turn on all the lights inside the
house.
 Virtual Tour - You can prepare a virtual tour of your home and you post it on Youtube to
include it in the Listing. You have the option of doing the video yourself, or you can hire a
professional. Include the link to Youtube in the Listing.
v TIP – If you are doing the video 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.
 Marketing Description - Refer to Doc 1:
¤ Listing Title - Who are you targeting for your property? Is it a ‘Great Starter Home’ or
‘Move in Ready Home’ or ‘Great Retirement Home’ .
¤ Listing Description - This is the description to post online. You want to put some
thought into making your property stand out from the others. If you are stumped,
review other listings on REALTOR.ca® to help you get started.
¤ Features - Make a list of items that are features of the property. This would be the
‘extras’ that people are looking for in a property. Newly renovated, hardwood floors,
luxury bathroom, custom kitchen, backyard oasis. The more appealing you can make
your property, the more it will draw interest.
¤ Community Amenities - Make a list of ‘walkable’ amenities such as restaurants, parks,
and hiking and biking trails. In Google, you can find out the distance of each to your
property. Tell Buyers what you love about your location.
¤ Condominium Amenities - Make a list of any amenities the condo includes, such as
indoor pool, outdoor pool, exercise room, overnight guest suite, entertainment room,
library, etc.
v IMPORTANT – You have to make sure that you are not making any misleading or false
claims regarding your property. All property advertisements in Canada, regardless of
whether it is listed by a brokerage or not, fall under the false and misleading provisions of
the Competition Act.
 Sign Post Rental - It is recommended that you rent a staked sign post. This will ensure
better visibility of your sign and better resistance to the elements. Check out the
Service Directory – Preparation – Sign Post Rental/Installer. It may take one business
day to have the sign post installed.
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v IMPORTANT – Refer to your municipality regarding specific sign bylaws.
v TIP – If you do have a sign post installed, verify the spacing for electrical zip ties to hang it.
You can use a box cutter to insert slits into the sign. Alternatively, you can take it to a sign
shop to insert grommets to make sure it withstands wear and tear.
v IMPORTANT – If you are in a Condo Apartment or Loft, find out if there are any
restrictions on sign placement.
 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.
If you need additional signs, you can purchase an additional ‘For Sale by Owner’ sign on
the website. It is recommended you order this a week or so before you want to list your
property.

Step 8 – Plan your Calendar
Refer to Doc 1 – Listing Information Sheet
 Listing Date - Allow for three (3) business days to post the Listing on DIYoffer and
supplementary sites.
 Withholding Offers Date - If you want to withhold offers, add the appropriate number
of days to the Listing Date to determine the Withholding Offers Date and Time.
 Open Houses - Indicate a Week Day and a Weekend Day along with times to hold an
Open House. Continue these bookings until the property is sold.
v TIP – You can stipulate that anyone attending the Open House pre-register, then assign a
specific time for the viewing.
 Individual Showings - Block out multiple days on your calendar during the week that you
would prefer to accommodate showings. Schedule the individual showings for 30 minutes.
Continue this process each week until the house is sold.
v IMPORTANT – For safety, 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 to support during the blocked out times.
v TIP – If possible, the individual time slots should be spread out between a morning,
afternoon and evening.
 Closing Date - Determine your Closing Date. You will need to have this determined to
input into DIY Negotiations for the Buyer to either agree to or to counter with a different
date. If there are no pressing concerns, then allow on average two to three months. Here
are some scheduling considerations:
¤ End of school year - If you have children in school you may want them to finish the
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academic year.
¤ New home - If you have a closing date on a new home, the closing date on your sale
property should be later, and allow for any extension required.
¤ Planned vacation/holiday - To give you the time to move and get settled.
¤ Work Project - If you have a timeline to finish a project.
v TIP – If possible, stay away from closing on a Monday or a Friday. A Tuesday or Wednesday
is best.
v IMPORTANT – Make note that you cannot close on a Saturday, Sunday or legal holiday, as
land registry offices are closed.

Step 9 – Input Your Information
Refer to Doc 6 - DIYoffer Listing Input
 Submit your information - Open Doc 6 to direct you to the web link. You will also need
to have Doc 1, Doc 2 and Doc 4 available to reference the information that you need to
submit.
[1] Listing Information
[2] Your Pictures
You can include 20 picture files, which can include any floor plan image files. Each file
needs to be in a .jpg format and a max file size per image is 3.0 MB.
v TIP – If you need to resize images, you can find free websites to assist in resizing.

Step 10 – Prepare your Handouts
Refer to Doc 7 - Feature Sheet & School Handout, and Doc 8 – Assumable Contracts
Handout
 Doc 7 - Enter your information to be ready to hand out at any property showing.
¤ Add your Address, Listing Price and a cell number.
¤ Upload a picture of the outside of your home (or condo building, if applicable). Click on
the empty box and then select where the file is located.
¤ Add Room Measurements & Property Information
¤ School Hand-out - Page 2 is a handout to inform a Buyer of the local schools for your
catchment area, and distance to each. There are two - one for Separate schools and one
for Public schools.
 Doc 8 - Enter any assumable contracts from Doc 4 that a Buyer will want to know prior to
submitting an offer.
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Step 11 – Last-Minute Details
 Valuables - It is best to hide or remove any valuables (jewelry, tools, heirloom items) from
your home before making your property available for showing.
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