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SELLER'S GUIDE SHOWCASE YOUR HOME LIKE A PRO

Getting buyers through the door is step one. What they experience when they
get there determines whether they write an offer. Showings are emotional

decisions as much as rational ones, the goal is to make buyers feel like they're
already home.

52,37 $1,041,947 59 21%

homes for sale across average asking price days on the market, listed for 90 days or
the GTA average more

Active residential listings across the TRREB board. Pulled from the live feed on 25 August 2026.

o1 The Hour before a Showing
Open all blinds and curtains.
Natural light makes every room feel larger and more welcoming.
Turn on every light in the house, including lamps.
Bright, evenly lit rooms show significantly better than dark ones.
Set the temperature to a comfortable 20 to 21°C.
Buyers who are too hot or cold are distracted buyers.
Remove all evidence of pets, bowls, beds, toys, litter boxes.

Smell is the most powerful negative trigger in a showing.

02 What Buyers are Really Looking for

Clear countertops, remove excess furniture, and leave clear sightlines through
rooms.

Open closets should be tidy and half-empty, buyers open everything.
They're assessing what they'll have to fix or replace.

Every repair you did in advance reduces buyer objections.

Furniture should allow easy movement through the home.

If it feels crowded, remove a piece.
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0 3 The Sensory Checklist
No strong cooking odours, pet smells, or heavy air fresheners.
Fresh air from an open window is ideal.

Sound: soft background music at low volume creates atmosphere without
being distracting.
Sight: fresh flowers in the kitchen or a bowl of fruit are simple details that make

a home feel lived-in and welcoming.

Touch: make sure all doors open smoothly, drawers slide easily, and light
switches work.

Friction during a showing leaves a lasting impression.
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0 4 Leave the Home During Showings
Buyers move faster and talk more freely when sellers aren't present.
They'll open doors, linger in rooms they love, and discuss concerns honestly.

Even well-behaved animals can be a distraction or an allergy trigger for some
buyers.

Leave feedback instructions with your agent so you can hear what buyers are
saying and adjust for future showings if needed.

A clear, no-pressure conversation about your home and the market.
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SELLER'S GUIDE SHOWCASE YOUR HOME LIKE A PRO

WHO YOU ARE ACTUALLY WORKING WITH

Mats Moy

Most people who call me are not sure whether it is actually the
right time to make a move. They have read the headlines, scrolled a
dozen market takes, and come away more confused than when
they started. My job is to slow it down, put the real numbers in
front of you, and let you decide with a clear head.

| work on the Robbio Nicolle Real Estate Team at Real Broker,
across the GTA. | also buy and renovate property myself, so when
we walk a house together | am thinking about layout, structure
and what the repairs will actually cost, not just the paint colour.

ROBBIO ~
NICOLLE rea =] C
Top 1% team Real Broker The Market with Mats 5.0 from 59 reviews
9 agents, and over $1 Ontario Ltd., Brokerage. Moy On his Google Business
billion in real estate sold Independently owned Market breakdowns every Profile
by the team and operated week on YouTube
Working across the GTA: west Toronto, Etobicoke, Mississauga,
Brampton, Caledon, Oakville, Halton Hills, Milton and Burlington.
HOW THIS WORKS
Book a 15 minute call We pull the real numbers You get it in writing
Pick a time at matsmoy.com/book. Comparable sales on your street, The numbers and the plan, so you
It is a conversation about your what your home would be can sit with them before you
situation, not a listing presentation. competing against right now, and decide anything.

what the last 90 days did to prices
in your pocket of the market.

Want this applied to your own address?

Book a 15 minute call and we will pull the real numbers for matsmoy.com/book
your street. No pitch, no pressure.

Mats Moy, Sales Representative, Robbio Nicolle Real Estate Team, Real Broker Ontario
Ltd., Brokerage. Independently owned and operated. Not intended to solicit buyers or
sellers currently under contract with a brokerage. Market figures are drawn from the
sources named beside each chart and change daily.
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https://www.youtube.com/channel/UCxKvPBkNOIWsaaLHWewlFUg
https://www.google.com/maps?cid=6296079077287405311
https://matsmoy.com/book/

